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THE BIGGEST PRICING MISAKES THAT COST YOU BIG TIME 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

 

If it’s not priced at what they think it should be then that’s going to do just as 
much harm as overpricing your piece. 

 
 

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 Flourish and Thrive Academy 

and I’m your host today for the Thrive-By-Design podcast and 
I’m thrilled to be here today to talk to you about something 
that a lot of people make mistakes with and that is pricing. So I 
wanted to ask you a question before we get started today. Are 
you a designer who is totally obsessed with pricing their 
jewelry or not quite sure that they’re pricing it correctly? I 
wanted to ask you that because I know pricing is one of those 
things that’s a huge struggle for designers to figure out how to 
get it right. I know that when I had my wholesale business it 
took me years to kind of tweak the formula, understand what 
margins I needed to have, and to kind of finally realize or get 
down to the nitty gritty of the right formula for my brand at 
that time in relation to what was going on in the market and 
also in relation to what was going to make my business the 
most profitable. 

 
 And I can tell you honestly for sure I have made so many 

mistakes. Probably every mistake in the book and that’s why I 
wanted to share with you some of the mistakes that I made 
over time so that you can do a better job of pricing your 
jewelry. So today we’re going to talk about the biggest pricing 
mistakes that are costing you big time. So let me tell you a 
little story. Back in the day when I had Tracy Matthews Designs 
my wholesale business I was developing a collection. I 
remember I was living in New York at the time and the trend 
had gone sort of from this dainty look of jewelry to these sort 
of multi chain draped looks and I had a huge collection of 
necklaces that were made out of multiple chains. 

 
 So I wanted to in costume jewelry at that time they were 

coming out with more bolder designs. So I wanted to kind of 
create something in my aesthetic that would come out bolder. 
So I created these really huge almost what you would probably 
consider a body chain today where they covered your whole 
torso. They were super cool. Very expensive to make and I 
realized that as I went to go price those pieces they were 
literally show stoppers but when I broke down all the cost of 
materials and how much labor it took and the pricing of the 
components and marked that up with my regular markup to 
wholesale and then my markup to retail I realized geez this 
piece is not going to sell because my price point range was 
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let’s say maybe at that time between 50 and 300 retail and 
this piece was coming in at like 600 retail. It was just a huge 
[3:00] difference between the next price point down in my 
collection and that piece.  

 
So it was interesting. I just wanted to do a test to see what 
would happen. So I brought the piece to market and put it in 
my case. I would definitely call it a statement piece. I had a 
couple pieces in this design and they ended up being the 
pieces that literally show stopped all the press. So the press 
will come in and take a look at it. I had a lot of buyers coming 
in and looking at it and then I told them the price. They’re like 
no I don’t think so. I don’t think our customer is going to buy it 
for that price point and the reason why is because I didn’t; I 
was making a mistake in the way that I was designing the 
piece and also not considering what the perceived value on 
the market was for that type of jewelry at that time because a 
lot of people were doing the same thing in costume type 
material. So either in brass or bronze in things that weren’t as 
expensive and I was doing things in sterling silver and vermeil 
which is much more expensive when you’re talking about a 
heavy chain piece. 
 
So it was a huge lesson learned and not my first foray into 
learning about perceived value and to learning about pricing 
products and how to learn how to adjust pricing for perceived 
value and to make the most money off of each piece and to 
design strategically I guess is what you’d say. So I wanted to 
share that little story that you are not alone if you’re struggling 
with pricing and trust me I made every mistake in the book. I 
feel like I have it pretty much under handle. I’ve been a student 
of pricing for let’s say twenty-five years now at this point. So 
hopefully this episode is really going to help you understand 
what you need to be thinking about before you start diving 
into your pricing and start obsessing about different parts of 
the pricing formula. 
 
Alright we’re going to dive in. But before we dive in I have a 
little treat for you. I just wanted to share it now. I’ll also share it 
at the end. I created a little checklist to go with this podcast so 
that you can have it at your fingertips to make sure that you’re 
evaluating the potential pricing mistakes that you could make 
and make sure that you’re really considering everything that 
needs to go into pricing a piece of jewelry. So you can grab 
that little checklist plus our simple pricing cheat sheet over at 
www.flourishthriveacademy.com/pricingmistakes. That’s 
www.flourishthriveacademy.com/pricingmistakes. 
 
Alright so let’s dive in to the biggest mistakes that are costing 
you big time when you’re pricing your jewelry. Alright the first 
biggest mistake and I sort of plugged it earlier was that you’re 
not considering the perceived value on the market. Now this 
might seem to some of you maybe backwards. Putting this 
first but I think this is a really important point to remember 
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because I’m going to mention this now and I will mention this 
probably several times during this podcast there is no silver 
bullet magic formula; pricing formula [6:00] that is good for 
everyone and it’s going to work for everyone’s jewelry brand. 
The reason being is that there’s so many types of different 
jewelry. There is so many different ideas about what the 
perceived value on the market is for certain kinds of jewelry. 
You can’t use the same pricing formula necessary for a wire 
wrapped beaded pearl earring as you could for fine pearl 
gemstone earrings that are custom designed with diamond 
details on it. 
 
There’s just; it’s just not the same formula. The cost of 
materials are very different, the amount of labor that goes into 
it is very different, and the way the piece is marked up is very 
different over time. So there’s no magic bullet formula that’s 
why perceived value is so important. You need to understand 
what the market rate of the perceived value of the type of 
jewelry that you make is or design and also understand what it 
is; why should it matter to the customer and what is it that you 
add into that piece to elevate the value of the piece and here’s 
what I’m saying. So there are a lot of people in the Flourish and 
Thrive Academy community who struggle with pricing so 
much because a lot of Etsy sellers underprice their work and 
they don’t really understand how to price or they’re trying to 
compete on price and the one thing that you can never do is 
compete on price. 
 
You have to understand what the fair market rate for a 
designer piece of jewelry based on how elevated the design is 
for that piece. So perceived value is just really the idea of what 
the customer is willing to pay for whatever it is that you 
deliver. So in the case of my design foray that I mentioned; the 
story that I mentioned earlier in the podcast I was creating 
these kind of big costume looking pieces in a bridge price 
point that was just; the perceived value wasn’t there because it 
was a fashion piece. People just wanted to wear it probably for 
a season and they were going to throw it out so people 
weren’t going to; maybe they wouldn’t throw it out but you 
know what I mean. It was in style at that time and it’s not 
something that they were probably going to wear forever and 
ever so investing maybe 6 or 700 dollars in a big sort of body 
chain necklace made out of bridge materials in silver and gold 
vermeil was kind of expensive for the design that I was doing 
at that time. 
 
So that was an overpriced piece of jewelry based on what the 
market wanted for perceived value. Now I see a lot of 
designers underpricing their work and they’re pricing it below 
what the consumer perceived value is and what that ends up 
doing is confusing the customer and it also creates this cycle 
of no sales for that product and I know that sounds weird but 
the reason being is that if the pricing for your product isn’t at 
what the customer thinks it should be and not that the 
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customers dictate the price but it’s just more of a conception 
in their mind. If it’s not priced at what they think it should be 
then that’s going to do just as much harm as overpricing your 
piece. Underpricing does just as much harm as overpricing just 
to be clear. So I wanted to be really clear on that. Perceived 
value is a really [9:00] important concept to consider and I 
really think it’s the most invaluable concept to understand 
because really what ends up happening at the end of the day 
is that you’re going to have to over time communicate the 
value that you’re infusing in each piece of jewelry that you 
design and why your design aesthetic, your skills matter to the 
client. So that has to be part of the communication process of 
your pricing. 
 
So the next mistake that a lot of designers make is that they 
don’t focus or understand what a breakeven point. They don’t 
focus on their breakeven point and they don’t understand 
what a breakeven point. So a breakeven point is basically the 
point at which you breakeven in business. So your sales cover 
all of your expenses and you need to understand what that 
breakeven point is in order to understand how much you need 
to sell and also to understand where your markup and margins 
need to be in order to actually have a business and make 
money from your business. So I’m not going to go in detail 
about what breakeven point is here necessarily because we 
only have about thirty minutes and it would take me probably 
an hour to explain it in depth but go check it out. You can 
Google breakeven point. We have some information also on 
our blog about that.  
 
So make sure that you are; also there’s another great resource 
that I should mention Accounting For Jewelers. Our 
Mastermind coach Mariel has her business Accounting For 
Jewelers that she explains the breakeven point really, really 
clearly in not only our Multiply Your Profits course but she also 
has a training on breakeven points for jewelry designers and 
jewelers specifically. So you can go check that out over at 
Accounting For Jewelers and make sure that you watch her 
video because it’s a great explanation of how to understand 
breakeven point and what it actually means to your overall 
business. But not understanding or focusing on your 
breakeven point is key because you need to understand how 
much you need to sell and how pricing your jewelry affects 
how much you’re marking your jewelry up and how that 
affects the whole factor of your business because all these 
things tie in together. I know that they seem like maybe 
singular aspects of your business but they’re really all 
interconnected and they’re very important to think of in 
conjunction with each other. 
 
So the next mistake that I see designers making that is one of 
the most debilitating mistakes and I just want to remind you 
that there is no one pricing formula for any jewelry designer. In 
fact this next thing I’m going to share with you is not even 
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something that I incorporate into the price of my jewelry these 
days. They become obsessed with figuring out an overhead 
number to input into every single piece of jewelry. So there are 
different pricing formulas on the market where you take cost 
of labor, cost of materials, cost of labor add in overhead 
formula and then out of your overhead percentage or dollar 
amount into the pricing and then you mark that up or 
whatever to get to wholesale and then to retail. 
 
So there’s other pricing formulas [12:00] that don’t do that. I 
prefer to just take the cost of materials plus labor and mark 
that up and then I just mark up everything a little bit more 
because I understand what my breakeven point is and I 
understand how much I need to sell in order to get where I 
need to be. So I see designers who stall on focusing on sales, 
focusing on growing their business become so obsessed with 
trying to figure out this number that might be for some of 
them fifty cents into the price of jewelry and I would rather 
instead of having to spend all that time so focused on that 
number unless you have a really detailed operation and you 
need to really be if you’re small it’s probably not that important 
yet because it doesn’t matter how much overhead you put into 
the pricing of each piece of jewelry if you’re not making your 
breakeven point and selling enough jewelry because that is the 
most important part of growing a product based business or 
growing your jewelry business is to make sure that you’re 
profitable and that you have enough sales in order to sustain 
your business. 
 
So that’s the most important thing to be focused on not the 
overhead number that’s going into your jewelry business and I 
know there are a lot of people who teach pricing out there 
who might disagree with me but I know that there are a lot of 
people who are also on this same page and I wanted to give a 
high five to Andrea Hill because I saw her speak at the MGSA 
Conference last year. She’s done a lot of work with us over at 
Flourish and Thrive Academy and she is on the same page as I 
am about the pricing and breakeven point and understanding 
that first so Andrea I’m so glad we’re on the same page and it’s 
not that she said to not include overhead. That’s not what she 
said but she agrees with me there is no one way but that the 
main focus should be on the breakeven point. 
 
Alright so the next biggest mistake is not knowing or 
understanding all of your costs. So there’s a term that we use 
in business called cost of goods sold or cogs. That is an 
important number to understand because your cogs all of your 
costs; every little single piece that goes into making a piece of 
jewelry is the most important thing to understand. You need to 
know how much every inch of wire is. You need to understand 
how much you actually need to cut from your raw materials 
and also understand some of the waste that’s involved 
because there is waste even though you can recycle it a 
certain amount of waste should probably be included in the 
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price if you’re not able to use that anymore and you’ve already 
paid for it. The cost of every single piece or item that goes into 
your jewelry and sometimes it’s hard to keep track of that if 
you’re not keeping track of it in the right way. 
 
So there are great ways to do that. You can track your cost 
per piece and everything in a spreadsheet or something like 
Jewelry Designer Manager where it’s a software program 
where you can actually input the cost of every single piece of 
your inventory so that when you’re pricing your jewelry you 
just click, click, click and all the costs come up accurately. So 
you can also do this manually in a spreadsheet. [15:00] We 
have some great pricing spreadsheets. In fact I did a lot of 
pricing both ways not only in a software program but also in a 
spreadsheet because the spreadsheets are really detailed and 
you can tweak the formulas a little bit easier and it’s also nice 
to be able to layout everything in detail and keep it in a folder 
so that your team has something to reference back to. 
Software programs are great too like I mentioned JDM is a 
great software program Jewelry Designer Manager also know 
as to keep track of all of your jewelry inventory and there’s 
other ones too like Craft Maker Pro which works for jewelry 
but also is good for all different kinds of crafts. Alright so not 
knowing all your costs huge mistake because if you’re missing 
something and you’re not incorporating that into your pricing 
you don’t have a real or full understanding of what it costs to 
make something. 
 
The next biggest mistake is not truly knowing how to 
incorporate labor into pricing. So this is an important one 
because there are a lot of makers out there who consider 
themselves makers maybe in addition to being a designer or 
makers instead of designers who think of themselves as an 
hourly wage earner. Now that’s a big mistake. I want to give 
you guys all a promotion; all of you who are listening and listen 
to me right now. You’re going to promote yourself to the Chief 
Visionary Officer of your business right now. So give yourself a 
promotion. You are not a bench worker or a wire wrapper or a 
stone setter or whatever you do for your process for making 
jewelry. You are the Chief Visionary Officer of your business. 
The Chief Visionary Officer of a business get paid a salary 
that’s incorporated in your financials and in your overhead 
costs. It’s not part of the cost of goods. 
So you want to incorporate your labor into the pricing of your 
jewelry. So don’t get me wrong we don’t want you to make 
that mistake and think oh I shouldn’t incorporate labor into the 
price of good and the price of my jewelry but you should be 
incorporating fair market labor into the price of your jewelry. 
So I want to use this example because I know a lot of people 
out there let’s say you want to make fifty dollars an hour right 
that’s like your oh I want to make fifty dollars an hour but I 
design wire wrapped jewelry and yeah it takes me an hour to 
make a piece. I’m going to incorporate that fifty dollars into the 
price of the making the jewelry and what’s going to happen to 
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you because wire wrapping on the fair market the most I’ve 
ever seen it bill out at is twenty dollars an hour. I think there 
are certain companies like Melinda Designs and stuff that bill 
out at about twenty dollars an hour.  
 
They’re efficient so you’re probably getting something made a 
lot faster but you could hire someone and train them probably 
someone who’s a skilled worker for anywhere from ten to 
fifteen dollars an [18:00] hour depending on the market that 
you live in. So if you live in a lower cost of living area you can 
pay a little bit less and train someone if you live in a higher 
cost of living area you might have to pay a little bit more. So if 
you’re billing out your labor at fifty dollars an hour and you’re 
thinking of yourself as a maker and you’re billing that into the 
pricing of your jewelry then what ends up happening is you 
price yourself out and then you’re wondering why you’re not 
making any money or why your pieces price out so expensive.  
 
So what I like to do is to incorporate labor into the pricing and 
then also mark the labor up. But you need to make sure you’re 
using fair market rates and we have a complete fair market 
rate worksheet that we include in several of our courses and in 
our pricing bundle which is something that we’ll be delivering 
really soon that you can use to use as a reference to 
understand what the fair market rate for the jewelry type or 
manufacturing type that you’re doing. So for bench work, for 
casting, all those things or for CAD and model making the 
variables range depending on what it is. So I wanted to bring 
that up because that’s a really important thing and I see a lot 
of designers not really understanding how to pay themselves 
and how to incorporate their time into the piece of work and 
so it’s something completely different that you should be 
looking at altogether in my opinion. 
 
Alright so the next biggest mistake that I see a lot of designers 
making unless you are a custom designer or doing private 
commissions because that’s a whole different category is that 
they are trying to figure out how to include model fees into the 
pricing of their work. Now this is a mistake because I’ve 
learned from my consultants over the years that I’ve worked 
with and people who have come to advise me in my business. 
Model fees should really be incorporated into research and 
development fees because every time you develop a new 
product line or sample line or whatever you want to call it. 
Another line of jewelry, collection of jewelry you need to 
understand that those to develop are going to take some 
money and that goes into research and product development. 
So it should not be incorporated into the piece of jewelry. That 
should be incorporated into your budget and also goes into 
your breakeven point. That’s why the breakeven point is so 
important so that you understand what it is that you have to 
make to breakeven or even become profitable in your 
business. 
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So unless you are a custom designer do not incorporate model 
fees into the pricing of your jewelry. I’m not alone on this and 
remember if you design custom jewelry or some private 
commissions the story changes for that because that’s a 
completely different business model. But for most of you who 
are doing reproducible items that’s an important thing and this 
really ties into people who are doing one of a kind work and 
perceived value because if something is taking you a long time 
to figure out how to make it is the perceived value there in 
order to really include the amount of labor time that goes into 
that [21:00] piece to make it. So that’s a whole nother 
conversation for another day. Something that we go into crazy 
detail in our Laying the Foundation course and some of our 
other courses but that’s maybe a podcast for another day to 
talk about that. 
 
Alright so the next biggest pricing mistakes that I see 
designers make is that they aren’t using the proper markup to 
get to a retail price and they’re actually selling their jewelry for 
a wholesale price at the retail level. So it doesn’t matter if you 
sell to stores or not you need to be pricing for retail. But in 
order to price for retail you need to price for wholesale first 
because there are a lot of variables that go into wholesale 
price as I mentioned before the cost of the materials, the labor. 
If you have a rep or someone who’s representing your line 
you’d want to incorporate rep commission fees and then you 
need to calculate, you need to add the cost of materials and 
labors times that by anywhere from two to four, add your rep 
fees, add any other things that you’re adding into the 
wholesale piece of that packaging or whatever it is that you 
want to add and then that gets you to your wholesale price. 
 
And then from there you mark that up to a retail price. So I see 
a lot of designers just taking their cross and then marking it up 
an arbitrary amount but they’re not really getting to the retail 
price and that does them a huge disservice because there is 
problems and they’re not really looking at the calculations 
properly in order to get it to a point where they’re being 
competitive on the market and not underpricing their work 
because underpricing your jewelry is not only doing you a 
disservice it’s doing the entire jewelry community a disservice. 
Because people start to devalue what you’re doing and they 
don’t; you’re not getting paid enough for the beauty and the 
art that you’re bringing to the world. So you want to make sure 
that you’re commanding the right price point and if you create 
a premium product that you’re commanding a premium price 
point at the end of the day. It’s just really important that you 
are selling at a retail price point to the consumer; very 
important. 
 
And then finally I think the other biggest mistake that 
designers make in pricing and I’m sure there’s many more but 
this is the final one I’m going to share with you today is that 
they aren’t using tools to help them to grow so one of the 
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things that I spoke about earlier in the podcast was software 
programs like Jewelry Designer Manager or Craft Maker Pro or 
some of these other programs that can really help you figure 
out your pricing. They’re also detailed; you can create a 
detailed pricing spreadsheet. We offer one as well but we want 
to make sure that you have some tool where you’re really 
tracking how much everything costs whether it be some sort 
of software program or if it’s just a good ole Excel spreadsheet 
or Google doc spreadsheet to track in detail the cost of 
everything you do and this all ties into your inventory. 
[24:00] The price per unit and the cogs to make sure that 
you’re using tools that are really going to help you grow and to 
help you price your product appropriately. Super, super, super 
important. 
 
Alright so I wanted to remind you that there is no one way to 
price your jewelry so don’t forget about this. I know that you’re 
going to be like wait but you went over all these mistakes you 
didn’t give me the right formulas well the good news is is that 
we have a really amazing resource for you today. So we’re 
going to give you this awesome checklist; The Pricing Mistakes 
Checklist. You can go grab that over at 
www.flourishthriveacademy.com/pricingmistakes. With that 
checklist you can also grab our pricing cheat sheet which is 
part of that checklist.  
 
So they’ll both be bundled together which is super exciting. 
Grab those. Take a look at what you got and then you’ll also 
learn probably a little bit more about our pricing bundle so I 
want you to use some of these tools to help you get really 
clear on how you’re pricing your jewelry and make sure that 
you’re figuring out the right pricing formula for your brand 
because let’s face it there is no right or wrong way. It’s finding 
the right way and most importantly as I mentioned earlier 
being focused on your breakeven point and understanding 
how that pricing and the breakeven point ties into how much 
product your selling so that you’re actually making money in 
your business. That’s the most important thing.  
 
Alright you guys thank you so much for listening today. I love 
bringing you this podcast every week. I really hope you’re 
enjoying it and with that I would love your help kind of 
spreading the word about the podcast so if you are game I 
would love for you to share the podcast with your friends who 
are in the jewelry industry. You can share it with them via 
social media. You can share it with them directly. Feel free to 
send them to the podcast over on our blog. You can check 
that over at www.flourishthriveacademy.com/podcast because 
what’s important to us is that this podcast is reaching the 
entire jewelry community and the world because we really 
want to help. Robin and I are dedicated to really supporting 
the jewelry industry and supporting you as designers and 
makers to help your businesses flourish and thrive. 
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And as always I would love for you to do me a huge favor. Go 
check us at over on ITunes. Make sure that you subscribe to 
the podcast. That you rate and review the podcast especially if 
you love it and tell us what you think. We love reading your 
stories. We love reading about what you love about the 
podcast. It’s just so fun for us. So please, please, please do us 
that favor. Alright I hope you enjoyed today’s episode. Thanks 
for listening. This is Tracy Matthews until next time. [27:00] 

	

	


