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KNOW, LIKE, & TRUST FACTOR WITH  
ANDREA AYERS OF LAUNCH GROW JOY 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
 

“The more time people spend on your site the more they read, the more they 
click through, the more invested they are in you already, and the more likely they 

are to trust you and if they trust you that’s when you’re going to get the sale.” 
 
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, hello everyone. It’s Tracy Matthews here and I’m so 

excited to be here on the Thrive-by-Design podcast and today 
I have a very special guest with me, Andrea Ayers of Launch 
Grow Joy. Andrea thank you so much for being here today. 

 
Andrea: Thank you so much for having me Tracy. I can’t wait to talk to 

you. 
 
Tracy: Well I’m particularly excited to speak to you today because 

we’ve been friends for a long time and I always love watching 
what you’re doing and I love that you’re starting to work more 
with designers to help them get more sales in their online 
store. So I’m really excited to talk about how to get more sales 
online without necessarily getting more traffic. So I know this is 
a topic you’re really passionate about so I’m excited to talk to 
you about it today. 

 
Andrea: Oh yeah me too and it’s interesting because this came out as a 

result of a survey that I did to my audience and I was asking 
them how many sales they’re having in their online store per 
month, how many newsletter subscribers they have, and I was 
actually shocked because I thought most of the entrepreneurs 
who are on my list I thought they had pretty I guess; I don’t 
want to say unsuccessful businesses but I was really shocked 
when it was over 60% said that they had less than a thousand 
dollars in sales per month. 

 
Tracy: Oh wow. 
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Andrea: In their online store. Yeah I mean I was shocked and I said okay 
I have to do something about that. So it really came as a result 
of my audience letting me know where they were at with their 
businesses. 

 
Tracy: Well this is another lesson that surveying no matter what type 

of business you have is very important to understanding what 
your audience wants and needs right? 

 
Andrea: Absolutely yes. 
 
Tracy: We digress. Well so before we dive in because I know some of 

our listeners probably don’t know about you. So I just want to 
do a quick introduction is that cool? 

Andrea: Of course, yes.  
 
Tracy: Alright. So Andrea Ayers is the CEO and founder of Launch 

Grow Joy. She opened her first product based business selling 
inspirational T-shirts in 2007. Despite knowing little about the 
industry she went to sell over 20,000 T’s. Wow that’s so 
impressive in 300 stores in the United States and around the 
world with six figures in sales in just eighteen months after 
launching. In more recent years Andrea has focused on helping 
hundreds of entrepreneurs secure media coverage through 
one on one consulting and coaching over at her website 
www.launchgrowjoy.com.  

 
 Well as I mentioned thanks again for being here. So I just I’m 

ready to dive in if you are? I’d love to hear a little bit more 
about your background and a little bit more about you as an 
entrepreneur and a product based business [3:00] coach. 

 
Andrea: Yeah sure. So as you were mentioning I started a T-shirt 

business back in 2007 and I really launched that business 
because I was not able to get a job. I was pregnant, five 
months pregnant and I kept on going on these job interviews 
when I had moved from New York City to Boulder, Colorado 
and the only jobs that I was getting called back for were jobs 
that were $10.00 an hour, $12.00 an hour. 

 
Tracy: Oh gee. 
 

http://www.launchgrowjoy.com/
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Andrea: And yeah right and coming from New York City it’s just I was 
not used to that. I was used to a lot more so I said okay there’s 
no way I am; I have a baby on the way I just can’t get paid 
$10.00 an hour or $12.00 an hour and I quickly realized how, 
just how different the job market was in Boulder versus New 
York City. So I thought well maybe I should just launch my own 
business and I had been doing stuff on the side. I was doing a 
lot of marketing consulting and affiliate marketing just as a 
freelance consultant on the side so I thought maybe I will turn 
that into a full time thing and then I was actually in a yoga 
class one day. It was a prenatal yoga class and someone was 
wearing the T-shirt that said “Be Present” on it and for some 
reason just seeing that T-shirt totally stopped me in my tracks. 
I thought oh my God wow that’s so powerful; such an 
important message especially for me to hear at this time. 

 
 So at the same as I was thinking that I thought I want to do 

that. I want to create that T-shirt. I want to make it better. I 
want to have it in a different color with a different font and 
then my mind sort of starting spinning and I thought I’m going 
to launch a T-shirt business. So the yoga class is over. I ran 
home. I guess I couldn’t run. You know what I mean I got home 
as fast as I could and I started researching online how to 
launch a T-shirt business and before I knew it I was ordering T-
shirt samples and thinking about inspirational phrases that I 
can have on my own T-shirts and that’s how my T-shirt 
business was born and it’s interesting because as you were 
saying before I really didn’t know anything about selling online. 
I had marketing experience but nothing really about selling 
online. It was more affiliate marketing and direct marketing. 

  
 So I learned as much as I could and I started having a lot of 

great response to my T-shirts and a lot of yoga studios started 
carrying them and people started asking me hey I’m launching 
a T-shirt brand and I want to know how you did it? Can you 
teach me how to do it? So at first I was like sure I can teach 
you how to do it. Here’s what I did and I would email them and 
let them know everything I did and the questions; and I would 
answer the questions that they had and then other people said 
this is so great. Do you ever work one on one and do private 
coaching for your T-shirt entrepreneurs and if you ever offer 
that I’d love to pay you and work with you. 
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 So I thought okay well I’ve never really thought of that 

charging for this because I already know this why would I 
charge for it but then I really started thinking about it when I 
started getting more of those requests so I thought okay sure 
I’d love to work with you one on one. [6:00] So I launched a 
coaching program where I was charging five hundred bucks a 
month and they would get a monthly call with me and 
unlimited email access and I ended up getting five people in 
my first round of coaching and I learned how much I really 
loved it and I thought this is, this is just so great. I love sharing 
what I know and what’s worked for me. So I ended up selling 
my T-shirt business and going full time into coaching and 
consulting with other T-shirt entrepreneurs and then I started 
to realize that I was teaching everyone the same thing. 

 
 So that’s when I got the idea to actually launch an online 

course and instead of working one on one with people I can 
teach more people the same things that I was working with for 
my one on one clients. So my journey sort of with not being 
able to get a job then launching a T-shirt business and going 
into consulting and then selling my business has pretty much 
led me to where I am today where I now do online courses and 
I help entrepreneurs to really increase their online sales and get 
media placements. 

 
Tracy: That’s a lot better than a $10.00 an hour job. 
 
Andrea: Yes I absolutely, I would say so yeah. 
Tracy: It’s so interesting. I’ve never I mean I’ve known you for a long 

time but I haven’t heard you describe your story that way. It’s 
so funny because we have such parallels in our backgrounds 
and part of the reason why I always love talking to you which 
is so cool. 

 
Andrea: Yeah. 
 
Tracy: So I want to talk a little bit more about websites and getting 

more sales in your online store and the reason why is we both 
work with product based businesses. We focus on jewelry 
designers and you kind of work with all different sorts of 
product based businesses. The number one thing that we hear 
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people say about getting sales online is I need more traffic. I 
don’t have enough traffic. Traffic, traffic, traffic but I think you 
have a different perspective on this. I’d love to hear a little bit 
more about that and what your take is on traffic versus doing 
the right things online. 

 
Andrea: Yeah and that’s so true because whenever someone comes to 

me like you were saying they just say I want more traffic and 
they think about increasing their online stores which means if I 
get more traffic then I’m going to increase my online sales so 
what happened and it’s interesting because I sort of realized 
this back when I had my T-shirt business and I was going 
through a redesign and I was about to get a major press 
mention. I think it was in Self magazine or Shape magazine and 
I thought I really need a new website. I’m going to have all of 
this traffic coming in but my website isn’t really doing the job. 
It wasn’t converting. 

 
Tracy: Mm-hmm (affirmative). 
 
Andrea: I know we’re going to talk about converting but I was getting 

tons of traffic and yes I had a six figure business but I felt like 
for the amount of traffic that I was getting I really should be 
having more sales. So I ended up hiring a designer to tweak my 
website and to basically just give me a brand new design and 
unfortunately she didn’t complete it on time so when that 
press mention hit people were coming and [9:00] they were 
coming; tons of people to my website and they were buying 
but definitely not as much as I thought based on the amount of 
traffic that I was getting and then luckily I was having another 
major magazine mention my T-shirt a month later so I really 
went back to my designer and I said look we missed the first 
time. I have another big press mention coming up we need to 
get this website done before this press mention hits the 
newsstands. 

 
 So we got on it. She finally delivered on time and the press 

mention came in a magazine and it had the same circulation as 
the other magazine and this time with my new website I got a 
ton more sales for the same amount of traffic that I was 
getting. So that’s when I realized it’s not necessarily about the 
traffic although the traffic is important because if you don’t 
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have the traffic then you’re definitely not going to have the 
sales but what’s even more important before you focus on the 
traffic is to optimize your website for even more sales for your 
current traffic and I noticed that all of the tweaks and changes 
that I had actually made to my new website were helping to 
increase the conversions and were turning more of my current 
traffic into customers and I think it’s easy to think well if only I 
could get more traffic then I’m going to get more sales and 
that is partially true but traffic costs a lot of time, it costs a lot 
of money especially if you’re investing in ads and I think before 
you focus on getting more traffic I think it’s important to focus 
on optimizing what you already have so that way when traffic 
does come you’re converting more of that into visitors. 

 
 So I’m spending a lot of time nowadays focusing on making 

sure that entrepreneurs websites are really set up to receive 
those customers and to speak to those customers and in a 
voice that makes them really connect with your brand. 

 
Tracy: You can’t see me right now but I’m sitting here behind the 

screen nodding I’m like yes, yes, yes. It’s so funny. Yeah 
because I feel like if your website is not set up in a way that 
guides people to the sale it’s a huge missed opportunity.  

 
Andrea: Absolutely. 
 
Tracy: So speaking of that what are some of the things that people 

can do to tweak their website or optimize it so that they’re 
capturing the best leads or capturing the traffic once it gets 
there? 

 
Andrea: Yeah that’s such a great question and I think the first thing is 

that you have to realize that your website is not about you and 
it’s not for you. It’s about your customers and for your 
customers and your visitors and I think that’s where a lot of 
entrepreneurs sort of get confused because they make their 
website all about them and yes obviously it’s your product, it’s 
your story, it’s your branding but if it doesn’t connect with 
your customers and if you don’t make it about them then you 
sort of have lost them before you even get them to be 
interested. 
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So one tweak that I always say [12:00] is to look through your 
website whether it’s your homepage or your about page or 
your contact page or even your product descriptions and see 
how many times your using the word you or your and having a 
conversation with your audience and one example would be 
something like let’s say you look at your about page and you 
might say we launched our jewelry line in the Spring of 2005 
and the reason I launched this is because I was inspired right 
and you go on and tell your story. But what about if you were 
to switch that a little bit and have a two way conversation as 
opposed to making your about page just about you and saying 
something like remember when you wanted to go to that 
event and you couldn’t find the perfect jewelry or remember 
that special day when you were wearing that special jewelry 
and you felt amazing well that’s what we want to recreate 
today too with our jewelry and then you can go into your story 
obviously because people do care about your story and 
they’re shopping at your site because of not only your 
products but because of who’s behind the product. 
 
So if you can make those tweaks and make sure that every 
single piece of text on your website is a two way conversation 
and uses the word you and asks questions and engages as 
opposed to just saying me and I and we and our company. I 
think that’s definitely a step in the right direction. 

 
Tracy: And I love that you said that because I’ve heard your talk on 

about pages which is amazing that something that we try to 
get across to our audience about how you are supposed to 
speak to the audience and I just did a rewrite on mine recently 
within the last couple of months and a lot of it was like yes I 
design eclectic jewelry that people like that’s unique or 
whatever and instead I changed it around to something like are 
you someone who likes things that you can’t find somewhere 
else. Do you prefer originality over a little blue box? You know 
what I mean things like that. 

 
Andrea:  Yeah. 
 
Tracy: So it’s saying the same thing but it draws the reader in. So I 

love that you say that because it’s so important to be able to 
connect with your audience. 
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Andrea: Yeah absolutely and I’m glad you brought your about page 

because I actually used that as an example in my course for 
entrepreneurs. 

 
Tracy: Oh you did? 
 
Andrea: I did yes. So I have a screen shot of your website and your 

video and I talk about okay why does this work so well and 
why does Tracy’s page why does it automatically engage 
people and really speak to them. So you’re doing an awesome 
job on your about page and throughout your website as well. 

Tracy: Well thank you. I mean it’s a work in progress. I’ve made a lot 
of changes over to it but learning how to engage and 
especially with the type of jewelry that I design and the type of 
customer I’m trying to attract. They need to be able to trust 
me the second that they land on my website and if I can’t do 
that there’s no way I’m going to be able to sell a piece of 
jewelry that’s several thousand dollars online. You know what I 
mean so that’s important. 

 
Andrea: Absolutely yes. [15:00] 
 
Tracy: So going a little bit deeper into this what are some of the most 

important pages on your website that you need to sort of 
embrace this philosophy? 

 
Andrea: So definitely we talked about the about page so that’s really, 

really important and it’s interesting because often times the 
about page is one of your most popular pages that people 
check out on your website and I urge everyone who’s listening 
to the podcast to really go and look at your analytics if you 
have them installed. If not then. 

 
Tracy: Get them installed. 
 
Andrea: What are you waiting for? Get them installed but look and see 

where your about page fits in because you’re going to notice 
that it’s really popular and as I was saying before you’re not; 
people come to you because of your story, because of your 
products, and you’re not really competing with Target or Wal 
Mart or any of the big brands out there and so don’t even 
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worry about making your about page to personal. It’s really, if 
you can share your story and you have a story that people can 
relate too then you automatically are going to build that trust 
that’s so needed. So the about page is really important. 

 
 The home page is really important as well and I often see when 

I go to someone’s site the homepage has a picture or a slider 
with one or two pictures of maybe the products. There’s really 
again, there’s no conversation it’s just sort of like a catalog or a 
showcase for someone’s products and I think you definitely 
should have that but you should also have that conversation 
on your homepage as well. So when someone comes to your 
homepage you want to make sure that automatically they 
know if this is a page or a website that fits into their lifestyle. 

 
 So maybe you might want to use some words to describe who 

your website is for or who your products are for or even in 
your product photos right, if your jewelry; let’s say you design 
yoga jewelry. Make sure that your product photos are on 
maybe people who are doing yoga or in a yoga studio or in 
sort a setting that invokes that spirituality and mindfulness and 
I often times think and I did too with my T-shirt business. It’s 
interesting because on my homepage I had when I first started 
I had four different T-shirts and all of my models who were 
modeling my T-shirts were like eighteen, nineteen but its 
interesting because my audience were a little older. They were 
thirty, forty, and up and my pictures and the models that I was 
using in my pictures didn’t really reflect who my audience was.  

 
 So yes if I’m meaning for my T-shirts to be for a thirty year old 

and they come to my website and they’re seeing an eighteen 
year old as a model they’re automatically going to think oh this 
isn’t for me this is for someone who’s younger. So I definitely 
encourage everyone listening to really think about who their 
customer is and if the photos on your homepage and 
obviously on your product pages too and throughout your 
website if they reflect who that person is and what they’re 
lifestyle is [18:00] and I also think it’s really important to have a 
call to action and I know it’s one of the words that I’m kind of 
tired of hearing but it’s so important to point out because you 
have to let people know what it is you want them to do next 
and I know that everyone has a shop or buy or a collections 
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link in their menu but you also have to tell people what it is you 
want them to do next. 

 
 So if they’re on your homepage where do you want them to go 

next? Do you want them to check out your shop, do you want 
them to check out your story, do you want them to sign up for 
your newsletter, do you want them to do all of those things 
and if that’s the case maybe pick the two most important 
things to you. Maybe you are about to do a craft show and you 
want to invite people there well then maybe your homepage 
should focus on that and that should be your call to action on 
your homepage and really invite people to take action and say 
things like check out our catalog now or shop now or click 
here to sign up for our event that’s coming up and I think often 
times people think well I don’t have to tell them to do that 
because there’s menu items on the top of my page and they 
can go ahead and shop but it’s really your job to guide your 
visitors through the journey you want them to take on your 
website. 

 
 And if you want them to visit your homepage then you want 

them to read your about page and then you want them to 
check out your products sort of guide them through that when 
they come to your site. So have a link or a button on your 
homepage that says check out our story and then they go to 
check out your story and after they’re done with that and after 
they’re reading your about page have a link that says now go 
ahead and check out our shop or don’t forget to sign up for 
our newsletter and get some style trends or whatever it is 
you’re offering as your opt in but it’s really important to look at 
every page of your site and see how or where that page is in 
your customer’s journey and sort of take them along to the 
next step in that journey because the more time people spend 
on your site, the more they read, the more they click through, 
the more invested they are in you already and the more likely 
they are to trust you and if they trust you that’s when you’re 
going to get the sale so the homepage is really critical too. 

 
 And one other page that I think a lot of entrepreneurs sort of 

miss is the contact page.  
 
Tracy: Yes. 
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Andrea: Yes and I’ve done this too. I’m definitely guilty of this but when 

someone goes to a contact page if all you see is an email 
address or a form where you can enter your question and you 
don’t really see anything else on there it’s kind of hard to build 
trust. You don’t know where the business is located, you don’t 
know what if you don’t want to email them what if you want to 
fill out a form and that’s not available or what if you want to 
call them if you have a question and I think often times people 
forget or they overlook that contact page and it really is a way 
to build even more trust and as I was talking about before trust 
really equals sales when it [21:00] comes to an online store. 

 
 So on your contact page make sure you have that 

conversation again. So even saying something like do you have 
a question about our products? Are you wondering how to 
take care of our products? Wondering what our sizing is? Do 
you want to carry our products in your retail store? But having 
that conversation and asking those questions on your contact 
page again it’s that conversation that you’re having and 
engaging your audience and also make sure that you do offer 
people a contact page or if you want to do live chat. I know 
not all of us are available to sit by our computers and answer 
live chat but maybe you can do that so if you can look into 
that as well and even offering a phone number. I know most 
people will never call but just knowing that there’s a phone 
number that they can call just in case is enough to build trust 
that is so important in order to get people to buy. So having a 
phone number there is really important.  

 
Also having your location because I think it’s easy to assume 
that well obviously I have a .com, maybe I’m located in the U.S. 
but that’s not always the case and people want to know where 
you’re located and if you can share with them your location 
and again you don’t have to share your home address you can 
get a P.O. Box and even if you don’t want to invest in a P.O. 
Box you can even do something like we’re located in Denver, 
Colorado or we’re located in New York City or wherever you’re 
located. That just really helps to build that trust that is so 
important and the more information you can have and the 
easier you make it for people to contact you; even if they 
might never contact you but the more likely they are to trust 
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you because you are making it easy for them to take action if 
they want. So I would say those three pages are really, really 
important. 

 
Tracy: You know what’s so funny is I just did like a mobile upgrade to 

my website and for some reason the text on my contact page 
disappeared. I don’t know how and I was on there showing 
someone and I’m like oh I need to write something. You just 
reminded me so thanks for the reminder. 

 
Andrea: Oh of course. 
 
Tracy: So with the phone number thing. So what would you do in the 

case because I know we have designers who maybe they have 
like their cell phone number that’s like their business phone 
number, if they have a number like that would you recommend 
getting an 800 number or Google Voice number or something 
along those lines or? 

 
Andrea: Yeah definitely. So I would recommend because I don’t share 

my personal phone number on my website either. 
 
Tracy: Mm-hmm (affirmative). 
 
Andrea: So I have a vanity number I think they call it. 
 
Tracy: Mm-hmm (affirmative). 
 
Andrea: And I got it through Vonage but you can also use Google 

Voice like you were saying or Grasshopper.com or Evoice.com 
I mean there’s so many services. I think it’s only $10.00 per 
month too. Just get a number that forwards to your cell phone 
or to your studio phone or wherever you want it to forward to 
and then you don’t have to share your phone number and it’s 
interesting that I wanted to share a story because I was 
working with a jewelry designer about three years ago when I 
first launched one of my online courses and one of the pieces 
[24:00] of advice that I was giving was that make sure to put 
your phone number, preferably an 800 number although 
nowadays long distance stuff doesn’t really matter as much. 

 
Tracy: Yeah. 
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Andrea: So you don’t have too but it does build a little bit more trust 

because I think when someone sees an 800 number they think 
of a more serious business but again you don’t have to you can 
just get a local number. It doesn’t matter but one of the 
suggestions that I made was for everyone to go ahead and put 
a phone number on every single page of their website whether 
it was in the header or the footer and then also put it on the 
contact page and it’s so interesting because I had a jewelry 
designer actually. She emailed me the next day she said oh my 
God I put my phone number up there I didn’t really think it 
would make a difference but I put it up there and in the last 
twenty-four hours I’ve gotten two calls from retailers who 
ended up who had questions about my jewelry and ended up 
placing an order for my jewelry in their stores and she would 
never have gotten those if she didn’t have her phone number. 

 
 So it really does make an impact and as I said most people are 

not going to call you but if you are selling wholesale I found 
this with my T-shirt business and then also later on when I had 
my (25:05 unclear) business for some reason retail stores 
prefer to call you rather than just go online and place and 
order. I don’t know why but it just happened to me. I think it 
was about 70 to 80% of all of my retail orders came by phone; 
so especially if you’re selling wholesale make sure to have a 
phone number up there but it really does make a difference. 

 
Tracy: Yeah we had that experience too at Tracy Matthews Designs. 

Most of our orders were placed over the phone. 
 
Andrea: Yeah. 
 
Tracy: I think especially before they get to know you because they 

want to get to know you, who you are so they can build that as 
we say know, like, and trust factor. 

 
Andrea: Right, definitely yeah. 
 
Tracy: So let’s talk a little bit more about product descriptions 

because I know this is somewhere where people get hung up 
all the time. So do you want to talk or expand a little bit more 



 

 
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 

about how you can optimize your product descriptions so that 
people are a little bit more enticed to buy them? 

 
Andrea: Yeah definitely. So I think the first thing in the product 

description is to think about why should someone buy your 
jewelry, why should they buy your products, and how is it 
going to make them look, how is it going to make them feel, 
how is it going to impact their life or their day? And I know 
these are sort of big picture questions and sometimes you 
might think well I don’t know that. People buy my jewelry for 
different reasons but if you could have your ideal way that you 
wanted a customer to look and feel when they’re wearing your 
jewelry what would that be and you should definitely start out 
your product description with I guess that description rather 
than talking about how long your necklace is or what it’s made 
out of and those are things that are really important too but 
the first thing you should focus on are the benefits. 

 
 So I know we hear a lot about benefits versus features and 

focus on benefits first but it really does make a difference 
[27:00] because if someone comes to your product page and 
they see oh are you looking for that special piece of jewelry on 
your wedding day or are you looking for that special piece of 
jewelry to give as a gift to your mom for this upcoming 
Mother’s Day? Right that already engages someone in 
conversation and it sort of includes them and it starts that 
engagement that we were talking about earlier. So it’s really 
important to start out your product descriptions with benefits 
rather than the features and then you can definitely add the 
features too so how long is your product, how much does it 
weigh, what size is it, how do you clean it, what is it made out 
of, and all of those things that are important as well. 

 
 But they’re not the most important thing. The most important 

thing in your product descriptions should be to engage your 
visitors in conversation and sort of help them envision how 
your products are going to fit into their lifestyles. So that is 
something that I know has made a huge difference. Even with 
my yoga T-shirts that I was selling when I first started. At first 
my product description would just say made from 100% 
organic cotton, dyed with low impact dyes, and preshrunk runs 
small to extra large and that’s important but why should 
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someone wear that T-shirt. They’re not going to wear that T-
shirt because it runs from small to extra large right? They’re 
going to wear it because it’s going to make them feel good, it’s 
going to make them look good, it’s going to help them express 
themselves so all of those things that your products really do 
for people and the impact that they have make sure to include 
those in your product descriptions first and foremost. 

 
Tracy: Wow. That is a great explanation because that to me makes it 

just so much easier to understand like oh okay here’s the 
formula of how I can engage the client and talk about benefits. 

 
Andrea: Yeah and I also like to think about okay so what is the feature 

and then what’s important or what’s the benefit of that feature. 
Tracy: Mm-hmm (affirmative). 
 
Andrea: So even something like I know a lot of your listeners have 

handmade jewelry and it’s easy to say this necklace is 
handmade but why does it matter that it’s handmade right? 
Why is that important and why should you buy it? 

 
Tracy: Mm-hmm (affirmative). 
 
Andrea: Well you should buy it because it’s unique, because maybe 

there’s nothing else like it out there, it might make you feel 
unique too so what’s the benefit of buying that handmade 
item? So I always like to make a list of all of my features and in 
the column that says what and then the next column says why. 
So next to each feature I say okay why is this important. So I 
think that’s another way to look at it that might be a little 
helpful to you. 

 
Tracy: I love that. So my big takeaways were make it about them. 
 
Andrea: Mm-hmm (affirmative). 
 
Tracy: Make sure that there is enough about them on the important 

pages on your site, build trust at every opportunity, and yeah 
tie them in in every single aspect which is awesome. So I know 
you’ve been working on something that is really [30:00] 
exciting so why don’t you tell us a little bit about what’s going 
on with you and what you have coming up. 
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Andrea: Yeah so I recently decided to launch my newest online course 

and I haven’t done courses in about two years but I decided to 
launch this it’s called “Your Ultimate Online Store” and as I was 
mentioning before it really came as a result of me looking at 
those survey results and being blown away and shocked that 
most of my audience had under a thousand dollars in sales and 
even when I asked them about how many people did they 
have on their email list I think the majority something like 70% 
said that they had under a thousand people on their email list 
and both you and I know Tracy how important an email list is. 

 
Tracy: Mm-hmm (affirmative). 
 
Andrea: But not just quantity but the quality of your email list too. So I 

decided to do something about that and it’s something that a 
lot of my audience always ask me how do I get more sales on 
my website and I decided to launch “Your Ultimate Online 
Store” and it’s sort of in two phases. The first phase is 
optimizing every single page on your website. So we look 
through every single page. I give you examples and tips and 
suggestions and tweaks that you can make to those pages and 
that includes product description and everything else that you 
could imagine in a website and then once you have that ready 
well now it’s worth it to spend your time and money into 
getting traffic because you know more of that traffic is going 
to convert into customers. 

 
 So the basic training is based around optimizing your online 

store for more sales and the second part all of the bonus 
content is all about actually driving traffic to your online store 
and traffic can be through social media. We even talk about 
affiliate marketing and other ways that you can drive traffic. So 
I’m just really excited about this because I feel like it’s 
something that not many people talk about in terms of 
growing your online sales. Everyone always focuses on getting 
more traffic and I used to do that too until I realized that when 
those press mentions came and I was getting the same 
amount of traffic but more people were converting on my new 
website I really realized the power of having a website that 
converts into more visitors. 
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 So it’s called “Your Ultimate Online Store” and I’m just so proud 
of it. I’ve spent more time creating this than anything I’ve ever 
done in the past and I think it’s really great. 

 
Tracy: I know it’s going to be awesome. So you can find that you can 

check it out at www.flourishthriveacademy.com/onlinestore 
and check more about Andrea’s “Your Ultimate Online Store.” 
It’s going to be; it’s an amazing course I already know that and 
it’s going to be awesome so you should definitely check that 
out. 

 
 Andrea thank you so much for being here today. As always it’s 

been amazing having you. I feel like my heads going to 
explode because I learned so much. I feel like I’m a student of 
building trust on a website but I still learn so much from your 
wisdom so thanks for being here. 

 
Andrea: Thank you so much Tracy. This is so fun. 
 
Tracy: Yeah it’s awesome. Thank you [33:00] and I also want to thank 

everyone who is listening today to the Thrive by Design 
podcast. So if you enjoyed the show we’d love for you to do us 
a huge favor and make sure you subscribe to our podcast, rate 
the show, and write us a little review. Alright until next time 
goodbye. 
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