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SECRETS TO BUILDING A SUCCESSFUL JEWELRY 
BUSINESS ONLINE (WITH RIO GRANDE’S ARIEN  

GESSNER & JAMIE GROS) 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

 

“From the very beginning when you’re thinking about getting into online 
marketing whether it’s through an Etsy store, through your own E-Commerce 
website, through social platforms you should be thinking through who is this 

intended for? How am I going to get them to see it and what is it I want them to 
do once they get there?” - Arien Gessner 

 
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 there it’s Tracy Matthews of the Thrive-By-Design podcast and 

the CVO of Flourish and Thrive Academy. I’m super excited to be 
here today on the podcast as usual because we’re going to be 
talking about building a successful business online with two of the 
marketing gurus over at www.riogrande.com and I know you’ve 
heard of Rio Grande before. I’m really excited for this interview with 
Jamie and Arien and I can’t wait to introduce them momentarily but I 
also wanted to share a really amazing thing that’s going on right 
now.  

  
 So this month is all about online marketing or at least most of the 

month is all about online marketing and I’m really excited to share 
some great resources with you and I wanted to remind you about 
the podcast last week and a resource that I’ve shared about my 
mentor, Marie Forleo. She’s hosting an amazing free training series 
right now that I highly recommend that you sign up for. It’s super 
valuable content and you’ll learn a lot about growing your business 
online and the things that you need to be aware of to have a very 
successful online business. In fact, Marie is one of my mentors. I 
totally am a huge fan of hers.  

 
She’s done so much for me and in fact I had so much success with 
her trainings that she even invited me for four years in a row to sit 
with her on the couch and talk about my experience of growing my 
jewelry business after business failure. So it’s a really fun interview 
series. I highly recommend you take a look. I won’t be on the couch 

http://www.riogrande.com/
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this time they’re showcasing some other amazing people who have 
really grown their business with her techniques but still really 
valuable content. You’re going to learn all about the six pillars of 
building an online business. So I highly suggest that you go check 
that out. You can go to 
www.flourishthriveacademy.com/marietraining. That’s 
www.flourishthriveacademy.com/marietraining.  

 
Alrighty I think the video series is sort of technically ending today. 
You might still be able to check it out for the next few weeks. I think 
the last promotion for it is actually today. So definitely check that out 
sooner rather than later if you want to get in on the goods. Alright 
without further adieu let’s get started with Jamie and Arien from Rio 
Grande.  
 
Today we’re going to talk about the secrets to building a successful 
online jewelry business and what a better place [3:00]or what better 
people should I say to give us some tips rather than the dynamic duo 
of the marketing team over at Rio Grande. So guys I want to thank 
you so much for joining us today. 

 
Jamie: Thanks Tracy. 
 
Arien: Yeah thanks for having us on. 
 
Tracy: So I’m super excited to dive in so before I start I would love to 

introduce you to our audience for those of them who’ve never heard 
of you guys because you’re kind of behind the scenes so I thought 
that would be a fun way to start. 

 
 Jamie is the creative director of Rio Grande, a Berkshire Hathaway 

company, a board member of the New Mexico Advertising 
Federation, and an instructor at UNM’s Anderson School of 
Management with fifteen years of experience as a graphic designer 
and a programmer. His expertise lies in the intersection of 
technology and design. He leads creative teams in developing a 
vision for business brands and helps translate each vision into results 
driven marketing campaigns. Never short on ideas Jamie has an 
enthusiasm for marketing innovation that inspires everyone around 
him. 

 

http://www.flourishthriveacademy.com/marietraining
http://www.flourishthriveacademy.com/marietraining
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 Arien Gessner started his career as a microeconomist cast into the 
world of web marketing. Arien’s model based approach has grown to 
include all customer touch points making them work together to 
create a cohesive experience. Arien is currently the Marketing 
Director at Rio Grande. He has a BA in Economics and a MBA both 
from the University of New Mexico.  

 
 Awesome well thanks for calling in from New Mexico today you guys 

and I’m super excited to talk to you a little bit more but before we 
kind of dive in to some of these questions that I have for you I’d love 
to hear a little bit more about your background and your history to 
kind of tell us the story of how you got to be working in the marking 
department at Rio Grande. 

 
Jamie: Okay I’ll start and thanks for that intro I sound incredible there.  
 
Tracy: You are incredible. 
 
Jamie: Thanks. So I started my career as a portrait artist way back in 1998, 

2000 painting portraits. From there I went into graphic design and 
from graphic design I went into building websites. So the deeper and 
deeper I went in the rabbit hole I became infatuated with computer 
science, making these websites work, and marketing. So I have all of 
these different passions and I found a great way to tie them all 
together through working here at Rio Grande building out Rio 
Grande’s website, working on marketing technology, and the past 
couple of years I’ve been doing that as a Creative Director. 

 
Tracy: That’s super awesome Jamie. So Arien do you want to tell us a little 

bit more about yourself? 
 
Arien: Sure, yeah so as you mentioned I kind of got my start as an 

economist and when I was going to school I was building websites as 
kind of a part-time gig on the side and really wasn’t a very good web 
designer but what I did find I was good at was understanding traffic 
and how information and traffic flows across the internet and so 
from then on I really became a digital marketer doing things like 
SEO, [6:00] working on platforms, paper click, working with 
marketplaces, social media, and then got into the woodworking 
industry and was doing digital marketing in the woodworking 
industry for about six years before kind of making the transition over 
to the jewelry industry and so actually there’s quite a lot of 
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alignment; similarities between woodworking and jewelry. Working 
with people that are passionate in making handcrafted goods and so 
I really have just kind of specialized in marketing to makers and yeah 
I’ve been here now about three years at Rio in the marketing 
Department. 

 
Tracy: I love that. A little sidebar about woodworking I developed a mens 

line years ago when I was wholesaling my jewelry and I had a whole 
collection of wood jewelry. So I could totally see the parallel between 
woodworking and jewelry because I would hire these woodworkers 
to kind of hand carve this beautiful Rosewood into these tiny little 
pieces and then I eventually had to have it manufactured because it 
was just too much work for their fingers to hold on to those tiny 
pieces but it was a really cool experience and I loved that collection 
so just a little sidebar there. 

  
 Anyway we were speaking in the pre-interview. You told me that you 

both teach a Digital Marketing class at the University of New Mexico. 
So tell us a little bit more about what you teach and your take on 
combining art and design with marketing. 

 
Arien: Sure, yeah so this I went back and got my MBA from UNM a few 

years ago and through the entire program marketing classes 
included they never really talked about the internet and it’s such an 
important part of doing business regardless of the business you’re in 
the internet plays a role and so we went back and just kind of 
mentioned that to them and they asked if we could put together a 
class, a curriculum and I said I could teach about half of it but I’d 
need Jamie to teach the other half. So they agreed and we’ve been 
teaching this class this semester. Really it’s a crash course on doing 
business online and we touch on everything from how to build a 
website to how to drive traffic, how to create calls to action, and 
kind of how to support the follow up after somebody engages the 
website. So it’s really kind of a end to end overview of the digital 
world. 

 
Jamie: And what’s cool about it I mean Arien and I all we do is talk about 

the internet. We are so passionate about this subject and I think we 
tend to bore everyone around us so if we can get people captive in a 
room that’s great but both of our backgrounds are really interesting. 
So Arien with the economics and the marketing strategy, me with 
the design and the programming we take on these different 
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disciplines and kind of apply them to marketing and building your 
business online which you know I haven’t seen done before and I am 
really excited about doing that. 

 
Tracy: That’s so fun. Would you guys consider yourselves internet 

marketing nerds? 
 
Arien: Oh definitely. 
 
Jamie: Yeah. 
 
Tracy: I love it. [9:00]I love talking about this stuff so its super fun for me to 

listen to you guys like jam about that. My next question for you is 
building a successful business really does require an online strategy 
like you were talking about. I mean everything no matter how you’re 
selling you need an online presence regardless of if you’re actually 
selling on a website or if it’s just a postcard site to land people for 
them to fill out your form or whatever. So it is such an essential part 
of building a jewelry business. How would you recommend that 
jewelry designers and makers be more strategic about building their 
online presence to achieve desired results? Like for instance, maybe 
getting people to opt into their lists or to increase their sales or just 
about all of the above? 

 
Jamie: Absolutely. So Arien and I often say that you don’t meet a jeweler 

that hates what they do. You don’t often find a jeweler that wakes up 
in the morning and says Damn I have to go be a jeweler today. We’re 
passionate about the jewelry making side and you hear a lot of folks 
say well I’m not great at marketing myself. So I think the first thing to 
do is just kind of throw that out the window and just get out there 
and learn as much as you can about the internet. I really think 
everyone should learn just a little of HCL code. Learn enough to be 
dangerous and then go out and be dangerous. Just try it out. Just so 
even if you’re hiring someone or you’re making an email signature in 
Outlook that knowledge will go a long way. 

 
 So then looking at your business as a whole there’s a great essay 

written by a guy named Kevin Kelly. He was one of the Founders of 
Wired Magazine. So his essay was called “1,000 True Fans” and we 
talk about this a lot in our class that we teach and this essay was 
written about I’d say 2012, maybe around there and it’s still so 
relevant today. It’s really how do you find those 1,000 true fans out 
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there and how do you build that core audience. It talks a lot about 
having every product you sell or everything you do has this sort of 
subculture that exists whether it be jewelry making, woodworking, 
and then kind of defining that sub-culture what is it and then going 
out to Instagram and looking for five people on Instagram.  

 
So influencers that are talking about this subculture. Then five people 
on Facebook that are doing the same that have high level of 
engagement. That are going out and communicating. Five bloggers, 
five maybe forums about this subculture. We often discount forums 
and we think okay well everyone’s over on Facebook communicating 
about this but we forget all of these personal forums that are 
dedicated to just these kind of niche topics and going out and 
finding this group of these true fans and a true fan would be 
someone that’s a diehard fan that’s going to buy and consume all of 
the content you produce and [12:00] really building and working 
your content dedicated to just them at first and it may not be 1,000; 
it may be 100 but whatever it may be is structuring that basis first 
and then going out to a larger audience.  

 
So don’t start big, kind of start with your core niche group and 
communicate directly to them because if you do that well those guys 
are going to generate content for you. Those guys are going to sing 
your praises and purchase your product and you’re going to build a 
much longer lasting business that way. 

 
Arien: I would just add to that those are all really good thoughts. I would 

just add that strategy requires dedicated time and attention and it’s 
hard to really think strategically while you’re in the operational side 
of your business and are caught in the day to day. So just make sure 
that you dedicate time that is reserved for longer term planning 
thinking about your business, what platforms you want to be aligned 
with, what your target audiences are, and just carving out that 
dedicated time it’s so valuable. 

 
Jamie: Indeed and thinking about what hat you’re wearing at that moment. 

Are you wearing your maker hat? Are you wearing manager hat and 
kind of try to separate those two out and schedule things that you 
dedicate time to each without interrupting each other. 

 
Tracy: That’s such a great point and something that we teach here all the 

time at Flourish and Thrive Academy is scheduling blocks of time for 
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specific activities and you could even work on your strategy just like 
once a week or once a month even and focus on that and then you 
can chunk out just little tiny parts of your day to maybe do your 
social media posting or whatever. I have to comment on this because 
I love what you said about learn just enough HCL to be dangerous. 
That was hilarious by the way. Go out and be dangerous but the 
other thing that I wanted to pull out is it is really common about 
people who are really good at a craft. That they’re just really afraid to 
market themselves and what they forget is that in their day to day 
interactions they might have customers that maybe are offline that 
they can convert to online customers. 

 
 So one of the very simple strategies that I like to suggest for people 

who are just overwhelmed by internet marketing, I love what you 
said about starting small first of all but think about who’s already in 
your network. When you’re meeting people face to face maybe you 
can connect with them on Facebook. Invite to check out your 
website. Get them to opt into your list that way or start an email 
campaign with just your friends and family. You have a lot more 
outreach than you think you do and it starts small and organic and 
starts to build over time with the people who don’t know you and 
become the raving fans and collectors of your work. Would you guys 
agree? 

 
Arien: Oh completely yeah. 
 
Jamie: Yeah and we love what you said about collecting that email address. 

We [15:00] preach that often. That’s the one thing. If you get that it’s 
more than just communicating over email but that’s a tool for 
identification in your CRM, over on Facebook, over in Google. 

 
Arien: Yeah the email address we’ve been hearing for so many years in the 

marketing world that email is dead. Ever since kind of the rise of 
social media people have been saying that the use of email as a 
communication tool is going to fade away but we haven’t seen that 
at all. Even with the millennial generation you find that the majority 
of them still have an email address and utilize it as their primary 
communication tool. But as Jamie said it’s no longer just about the 
communication part but it becomes that unique identifier across all 
the platforms. It’s how you can connect your customer list to 
Facebook, to Google. 
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Jamie: Right. 
 
Arien: Yeah it’s kind of the key piece. 
 
Tracy: And you never know what could happen to a social media platform. 

My friend posted some pictures from her vacation and she has no 
idea but Instagram shut down her account and she has no idea why. 
But it was because she posted some picture that they thought was 
inappropriate. There were no naked people or anything so I don’t 
know why but you never know what could happen. Sometimes 
things like that can happen that’s so arbitrary and if you don’t have 
another way to communicate like an email address or another 
communication platform beyond your social media you’re really 
doing yourself a disservice. 

 
Jamie: Yeah absolutely and a lot of people don’t know that once you have 

that email list that you can upload it to Facebook through their ad 
platform. 

 
Tracy: Oh yes. 
 
Jamie: And build custom audiences that when Google is releasing; they 

probably already released it actually. So they were releasing it about 
last week I think. 

 
Arien: Mm-hmm (affirmative). 
 
Jamie: This similar thing so you have this great demographic information 

now that you can look at. 
 
Tracy: Oh that’s so cool. I love that. You guys have you ever heard of Amy 

Porterfield? 
 
Jamie: I haven’t no. 
 
Tracy: Well she’s like really well known in the online world for her Facebook 

marketing and Facebook advertising and I learned about uploading. I 
don’t do my own Facebook ads but learning about uploading the 
custom audience is a really great way to target specific people and 
get them to see your stuff beyond email even. 

 
Jamie: Right, right. 
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Tracy: Yep. So what are some of the biggest mistakes you see jewelers or 

designers making online that can prevent them from seeing results 
and getting more traffic and sales on their website? 

 
Arien: So the most common one that I see with people that are kind of new 

to marketing online is they go out and they find somebody to build 
them a website and they really just kind of think about the website 
as the project and that once they have that site done they’ll kind of 
have arrived. But so often the case is they get this website, they 
spend a lot of money, [18:00] and then they have not thought 
through how are they going to actually get traffic to the site and 
compared to getting traffic a lot of times building the website itself is 
the easy part. How are you going to go identify your potential 
customers, your audiences, and actually get them to come to your 
site and then convert either to a customer or get an email or 
whatever other calls to action that that website was intended to 
serve?  

 
 So as you from the very beginning when you’re thinking about 

getting into online marketing whether it’s through an Etsy store or 
through your own E-Commerce website, through social platforms 
you should be thinking through who is this intended for or how am I 
going to get them to see it and what is it I want them to do once 
they get there. So just kind of that more holistic thinking to internet 
marketing as opposed to I’m just going to have somebody build me 
a site. 

 
Tracy: That is such a good point and I’m sure Jamie you probably have 

something to say about this too but I wanted to mention a lot of 
designers just want to go and put up some cheesy and no offense to 
Go Daddy but cheesy Go Daddy site that’s like a huge template but 
doesn’t have the functionality that you need to really get people who 
are landing on your site to move them through to sales. It’s not; 
they’re not designed that way. So I think that’s a great point to think 
strategically about what you want people to do and if you’re going 
to use a templatized site to use something like Shopify or a 
WordPress platform that can be customized in a way that it’s 
specifically made for people who are selling products on their 
website. Would you agree? 
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Jamie: Yeah absolutely I agree and I have an interesting take on branding 
and I get kidded a little bit. He’s smiling over here but. 

 
Tracy: I love it. 
 
Jamie: I think a lot of people think that they need to brand themselves 

differently than how they actually are in reality and a lot of big 
companies do this. So their brand; they treat branding like they’re 
putting on a suit of armor. 

Tracy: Mm-hmm (affirmative). 
 
Jamie: So they put on this suit of armor and they shine it up and they have 

maybe their logo is on their crest of a shield and they’re going out to 
battle but it doesn’t really tell you anything about the man on the 
inside and in a lot of ways branding that way with this kind of 
fictitious story is really difficult in the digital age because information 
is shared so fluently and frequently that somewhere along the line 
the man on the inside is going to be exposed whether through a Yelp 
comment or on Facebook and so it’s really treating your brand as a 
layer above your company or your core company values. It’s a lot like 
telling a lie. If I were to lie to you I would have to open up a separate 
thread in my brand that kind of carries this lie separate from reality 
and then lies beget more lies and we’re going [21:00] to have to 
spend more money and time and energy kind of maintaining that. 

 
 So I think branding really should be treated much like an orange. So 

you’re peeling an orange. So uncovering your values and exposing 
them and just being real people. A lot of jewelers have incredibly 
interesting stories to tell about how they got started and who they 
are and that at its core should be your brand. So yeah that was my 
brand rant. 

 
Tracy: I’m giving you a high five and two thumbs up over on the other side 

of the screen. You can’t see me but that’s what I’m doing. I’m 
screaming yes. I love it. So there’s often like some secret hacks or 
hidden gems that aren’t often thought about. Are there certain kind 
of secret marketing tweaks that you guys think are really effective 
that are often overlooked? 

 
Arien: Well one platform that I think a lot of jewelers don’t fully utilize is the 

Google Merchant Center. So Google; there’s a lot of different ways to 
be successful in SEO and I think a lot of people try. They think SU is a 
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bit of a mystery but it’s; there’s a lot of different ways to be 
successful and Google has what they call these different verticals 
that they incorporate into the search engine results page and one of 
them is this Google Merchant Center data feed where you can feed 
Google an Excel spreadsheet of the products that you sell and you 
give them a link to an image and you give them the price and the 
description and then through your ad words you can actually display 
product within a search result.  

 
You select the keyword and you say what product you want to show 
and it works very much like a paperclip campaign but because of the 
visual nature of jewelry having an image of your product showing up 
on the search engine result page is very, very; you’ll get much higher 
engagement, usually a much higher clip through rates, and it’s just 
not a very cluttered channel. There’s usually opportunities to acquire 
very specific keywords and the psychology of search is so much 
different than any other platform in that you’re communicating with 
people that are actively searching for a solution to a problem or a 
product that they want and to be able to get your product in front of 
those people while they’re actually actively looking for it is a really 
great thing as a marketer. So it’s definitely something that more 
jewelers should be looking into. 

 
Tracy: I love that tip. Jamie do you have one? 
 
Jamie: I have a ton of free tools that I use. We look at WooRank.com. Run 

your website through that and it will give you all of this information. 
That’s www.woorank.com. [24:00] Basically it will audit your 
webpage and tell you okay for SEO value you need to make these 
changes for content value, you need to make these changes. One 
site that I use a lot is called builtwith.com; www.builtwith.com and if 
you’re looking at competitor information, if you run into a website 
you just love and you want to see what this is built with run that URL 
through Builtwith.com and it’ll tell you they use this, they have this as 
their ad platform, here’s some of their marketing companies they 
use. So that’s just a couple but yeah. 

 
Arien: And one other thing that I think a lot of jewelers struggle with is 

managing customer information so CRM tools I think a lot of the 
especially small companies think they’re too small to take advantage 
of CRM. Platforms like Salesforce or Microsoft Dynamics. There’s 
some really good free softwares out there in the market. 

http://www.woorank.com/
http://www.builtwith.com/
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Jamie: Yeah. 
 
Arien: But just thinking through how are you going to manage all the 

contact information, all the sales history of your customers and a lot 
of these tools actually are marketing tools in a way or other 
marketing tools but it’s a great way to just make sure that you are 
reconnecting with the customers that have bought with you in the 
past. If you ever wanted to get more advanced you could look into 
platforms like Marketing Automation that actually could then take 
advantage of the data in your CRM to kind of tell you who and when 
you should be reaching out too. 

 
Tracy: That’s awesome. Yeah we totally always recommend CRM’s for 

customer outreach and follow up and keeping information. I use one 
that I really like for my custom jewelry business called Insightly and 
it’s nice because you can; it’s not very expensive, you can have all the 
data, you can run your email through there if you’d like too, and stay 
in touch and it also connects with mailing programs like MailChimp if 
you want to get advanced and Gmail. So there’s like for smaller 
businesses I like something like that. Now for Flourish and Thrive 
Academy we have a much more advanced CRM system that is 
integrated. What was the last one you said? 

 
Arien: Microsoft Dynamics. 
 
Jamie: Microsoft Dynamics. 
 
Arien: Salesforce really is the most one. 
 
Jamie: Salesforce is the big one. 
 
Tracy: Yeah that’s the big one.  
 
Arien: You mentioned something really interesting though and that’s that 

Insightly is a new one that’s on the market that’s really affordable. 
That’s a trend that is really exciting in digital marketing and this is 
something that we’ve touched on a lot in our class at the university. 
There are tools that even five years ago were only available to 
Fortune 500 companies. They were hundreds of thousands or 
millions of dollars a year to take [27:00] advantage of these tools 
and more and more platforms are evolving that have this 
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functionality and a lot of them; you know technologies are coming 
online for very small businesses that give them the same 
functionality that these huge. 

 
Tracy: Mm-hmm (affirmative). 
 
Arien: Multi-national companies have had access too especially in the 

automation and the analytics and CRM fields. So it’s really an exciting 
time because really small businesses that are really creative in their 
use of technology. 

 
Jamie: Right. 
 
Arien: Can do things. 
 
Tracy: Mm-hmm (affirmative). 
 
Arien: At a scale that they’ve never been able to do before. 
 
Tracy: It’s brilliant isn’t it? 
 
Arien: It really is yeah. 
Jamie: And even producing content and how Google treats that content. 

Because at the end of the day Google doesn’t want search results to 
just be all Home Depot down the page. So it is nice that you can be 
able to compete with someone like a Home Depot with paid ads, 
with your organic content. 

 
Tracy: I know it’s pretty cool. A peer of mine who’s in online marketing it’s a 

cool story because it can be done for any business that has an online 
presence. He just really focused on creating a really great blog post 
with really good SEO and he gets 90% of the traffic to his opt in on 
his website from one blog post because it’s ranking so high in SEO 
for that particular keyword. So I mean competing on keywords that’s 
a controversy. I’m not sure that super niche designers should focus 
on that too much. There’s other ways that you can market yourself 
to get super expansive and get more followers and get more sales 
but at the same time in my personal experience I wrote one post 
about Rose cut diamonds a couple of years ago and I get a ton of 
traffic from that random blog post. 
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 I look at it now and I’m like oh I need to refresh it or something but 
you just never know what’s going to pick up and really go viral and 
take off and bring you traffic. So it’s important to look at those 
things too. 

 
Jamie: Yeah absolutely. 
 
Arien: Yeah. 
 
Tracy: Alright you guys this has been so informative. I took a ton of notes 

so I’m super excited to go check out some of these 
recommendations that you gave. For those of you if maybe they’re 
living in a cave and they don’t know what Rio Grande is but why 
don’t you tell us where everyone can find you on social media. 

 
Arien: Sure. The best place to find me is LinkedIn and always just reaching 

out to Rio. 
 
Tracy: Yes. 
 
Arien: If you ever have (29:29 unclear) we have you may or may not have 

heard of our Rio Pro Group but they’re a group of people here at Rio 
that are just devoted to supporting professional jewelers and they 
have been able to help a lot of our customers with specific problems 
they’re having in these areas and can always bring us in as well. 

 
Tracy: Awesome so it’s www.riogrande.com and I know you’re on Instagram 

at @riograndejeweler is that it? 
 
Jamie: No it’s just @riogrande on Instagram, @riogrande [30:00] on 

Twitter. We are Facebook.com/jewelrysupplies on Facebook. We 
have a great hash tag #riojeweler and there’s a; I think we’re reaching 
about 40,000 images posted to that so there’s some great stuff to 
check out there. 

 
Tracy: That’s super cool. I love following your Instagram and the hash tag 

#riojeweler. I tell all the designers hash tag your stuff and its fun. We 
follow you; since we follow you on Instagram it’s fun to see some of 
our designers kind of come up in your feed. Super cool. 

 
Jamie: Oh yeah and I was going to say we do once a week we feature one 

of those jewelers on our homepage of our site. 

http://www.riogrande.com/
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Tracy: Yeah so make sure that when you’re Instagramming #riojeweler you 

never know when you’re going to be featured on Rio’s site. It would 
be awesome. Thank you so much for listening to the podcast today. I 
hope you got some really valuable content about how you can grow 
your business online with Jamie and Arien of Rio Grande and I also 
wanted to remind you one more time of Marie Forleo’s free training 
series that’s happening right now. I can’t speak highly enough of this 
training series. It really changed my life in so many ways and I’ll be 
talking about that more over the next week or so. Go check it out 
over at www.flourishthriveacademy.com/marietraining. I will also 
have this linked up in the show notes. So check it out 
www.flourishthriveacademy.com/marietraining.  

 
 And as always I have to say this; if you enjoyed the podcast today 

we would love, love, love, love, love for you to subscribe to our 
podcast and then we’d love to hear from you too. So if you feel 
confident and comfortable please give us a little review, maybe rate 
the podcast, we’d love to hear from you. Thanks so much for 
listening today and until next time or next week I should say take 
care. 
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