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DEVELOPING BLOGGER PARTNERSHIPS TO MAKE MORE 
SALES WITH CASSIE BOORN 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
 

Try to build a relationship with them so that they understand who you are, what 
you have to offer the market, why you’re doing this, what you care about? 

Because the more they’re invested in you the better the blog post is going to 
come out. 

 
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: Well hello there. Everyone welcome to Thrive-By-Design. It’s 

Tracy Matthews here and I’m really excited today because I 
have a guest with me. I love interviewing guests and today I 
have a special guest named Cassie Boorn. I met Cassie a while 
back I think last year right Cassie? 

 
Cassie: Yeah last May when we were organizing our Maker Mentors 

Conference. 
 
Tracy: So Cassie asked me to come and speak to their Maker Mentors 

Conference and it was super fun. I got to talk about; I can’t 
even remember what I talked about right now. Was it ideal 
client or was it prices. 

 
Cassie: It was a story on how you built your jewelry empire. 
 
Tracy: Oh that’s right. 
 
Cassie: (01:10 unclear) 
 
Tracy: The jewelry empire. Well it was so fun and so I couldn’t help 

but ask Cassie to be on the show because we’ve kept in touch 
a lot over the last year and Cassie has worked for some really 
big brands and in the marketing sector of those really big 
brands and really helped them develop some great 
partnerships with bloggers. So today we’re going to talk a little 
bit about developing blogger partnerships so that you can 
make more sales. I’m really excited to have you on the show 
today Cassie. 

 
Cassie: Yeah I’m really excited to be here. This is one of my favorite 

topics. So I’m excited to share some of the things I learned. 
 
Tracy: Amazing because everyone’s trying to get their work featured 

by bloggers these days so I’m sure this is going to be jammed 
packed with amazing information and super fun. So before we 
get started I’m just going to do a formal bio intro of Cassie so 
we can get to know a little bit more about her.  

 
Cassie: Alright great. 
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Tracy: Cassie spent five years building digital marketing programs for 

some of the largest brands in the world and helping influencers 
develop their online platforms. She’s always been passionate 
about connecting people with opportunities that help them 
make amazing things happen. She left her full time position at 
Disney Interactive to develop a platform that would empower 
people everywhere to build a career they love. Cassie has a 
deep understanding of how large brands and influential 
bloggers leverage content and social media to build 
communities around their work. Cassie has been writing online 
since 2009. Her work has been featured in a wide array of 
national media outlets including NPR, All Things Considered, 
Forbes, and the New York Times. Wait how cool you are on 
NPR. I love NPR All Things Considered. 

 
Cassie: Yeah I did a project in college and they interviewed me and at 

the time I had never heard of NPR [3:00] All Things 
Considered which was such an embarrassing thing to admit. 
So I didn’t respond the first time they emailed me and 
someone was like what are you doing. But it was fun but it’s 
just such a funny story. 

 
Tracy: That’s amazing. So I always think that’s hilarious when you’re 

like all oh this is something dumb and then someone else is like 
but that’s like the hugest thing ever. 

 
Cassie: Yeah exactly. 
 
Tracy: What are you thinking about? You’re crazy. Alright so that was 

a great intro but I want to hear in your own words just a little 
bit more about your journey and what got you to where you 
are because I know you just launched another platform so I’m 
excited to hear more about that. 

 
Cassie: Yeah definitely. So I really discovered blogging and bloggers 

when I was in college and I was searching; I had a son really 
young and so I was searching for a way to build a career where 
I could also be home with him and I read this thing in Cookie 
Magazine which no longer exists about mom bloggers and 
how they were building these businesses online and I became 
obsessed with the idea and I started researching all of the 
bloggers online and what they were doing and how they were 
doing it and how they were making money and trying to figure 
out how I could build something similar and I became really 
interested in how these women were staying at home with 
their kids and sharing their stories online and building these 
really engaged communities. 

 
 And this was back in 2009 when blogging was still very early. 

People were just discovering kind of mom bloggers and what 
they were and it was kind of a new concept and I started 
reaching out to these bloggers and just seeing; I was in college 
it was like can I be your intern? Can I help you build your blog? 
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Because I want to learn about this and I had the opportunity to 
work with some amazing people who were building really 
powerful online media companies and through that I realized 
that brands had no idea how to work with the bloggers and 
there was a huge disconnect and there was a huge 
opportunity for brands to leverage bloggers if they knew how 
to do so. 

 
 So I kind of started working with different marketers and I 

landed a job first working at a PR agency where I helped 
brands like Proctor & Gamble and Pepperidge Farm and Gallo 
Wine figure out how to work with bloggers and then 
eventually did that at Disney Interactive and what really has 
worked well for me is understanding both how the business of 
blogging works and how bloggers approach their business as 
well as the business of selling a product and trying to get a 
product featured on a blog and leveraging that for sales. So 
that is why I’m so excited to talk about this because I really 
had kind of experience on both sides. 

 
Tracy: That’s amazing and I’m really excited to learn from you 

because I always love hearing people’s different perspectives 
based on their experience of how they’ve been able to connect 
and grow exposure for brands or themselves or whatever. 
[6:00] So I’m super excited for this today. So the big question 
that everyone wants to know is how you get bloggers and 
influencers to write about you? So that might seem kind of like 
a basic question but there are so many designers and makers 
to choose from. How can you stand out as a designer or a 
maker if you’re trying to get on let’s say a mom blog or a 
fashion blogger’s blog? 

 
Cassie: Yeah definitely. So the first thing that people need to do if they 

want to get featured on a blog is ask why they want to get 
featured on a blog and what it is they want to achieve from 
this? So a lot of times people will hear get featured on a blog 
and you’re going to get lots of sales and so they just reach out 
to all of these bloggers and ask them to review their products 
and that doesn’t usually work but it doesn’t work because you 
don’t know what you’re trying to achieve and so even if the 
blogger’s write about you it doesn’t necessarily mean it will 
help your business and so the first thing I always say is to get 
clear on what you want to achieve and then find the 
influencers who can help you do that. 

 
 So if you were running a jewelry business that caters to really 

stylish moms who have a high earning income you should think 
about how those moms shop for jewelry and most of those 
moms probably read fashion blogs, they probably read trend 
blogs, and you want to figure out what blogs they’re reading 
and how you can get your product in those places and so if 
you get really targeted and you figure out what blogs are 
speaking to your target consumer there is a good chance that 
the writer behind that blog will also be interested in your 
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product and that getting coverage on that blog will actually 
result in sales for you and so after you get clear on what you 
want to achieve I’d say really focus in on who’s talking to your 
target customer and figure out then how you fit in the context 
of that site. 

 
Tracy: That’s so great. This is why it comes back to identifying your 

dream client and where they’re shopping, what they’re reading 
online, or what they’re reading in paper because that’s a great 
way to really do some market research to find out where 
they’re hanging out. So thanks for reiterating that. 

 
Cassie: Exactly. Yeah, no exactly and also one tip that I always give 

people is find someone on Instagram who your target 
customer would just look up too. They would aspire to be that 
person and see who that person is following on Instagram and 
see what other bloggers that person links too because that will 
help you discover dozens of blogs who probably have a similar 
aesthetic, a similar style that you can then target. So find a 
couple of influencers who you’re like my target customer is 
absolutely listening to these people and then start researching 
who that person is [9:00] too and you can start to get an 
idea of a number of people who might be interested in what 
you have to offer and then the other thing is to look at how 
those bloggers write about the products. 

 
 So if a blogger never features a product on their site they’re 

not going to review your products and it is absolutely a waste 
of your time to email and ask them. But if there is a fashion 
blogger that does a weekly roundup and they put five of their 
favorite accessories they might want to include one of your 
pieces in their weekly roundup or if they’re someone who does 
coverage of new product launches they might want to share 
your new launch with their readers and so see what kind of 
content they’ve created in the past, how they’re talking about 
products, and where you fit in with that. So if they’re someone 
who they do a giveaway every week you might want to ask 
them to do a giveaway of your product. If they’re someone 
who likes to offer discounts or special offers to their readers 
that might be something to offer but seeing what they’re 
doing already and try to fit in there because you don’t want to 
pitch them an idea that comes totally from left field because 
bloggers are so incredibly busy running their businesses. 

 
Tracy: So real quick you talked about giveaways. What’s your feeling 

on giveaways as far as that results in like exposure and sales 
because everyone has got a different opinion. I have my own 
too but. 

 
Cassie: Yeah. I think that giveaways do not result in sales and so and 

I’ve tested this a lot of times and I’ve never seen a huge jump 
in sales from a giveaway but it results in conversation around 
your product. 
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Tracy: Yeah. 
 
Cassie: So if you host a giveaway people will see it and they will enter 

the giveaway and they will wait to see if they win. They will not 
go to your shop and see what it is they want to buy because 
they’re hoping they’re going to win this giveaway from you. 
But if they see your brand name or something and then they 
see you again later there is a better chance they’re going to 
shop and look around your shop then because they’ve heard 
about you before. So in that sense if you are trying to drum up 
a bunch of sales giveaways will not do that. If you’re 
somebody who hasn’t; who people don’t know yet and your 
brand has very little exposure giveaways can be a good way 
just to kind of get your name in front of some new 
communities. 

 
Tracy: Awesome. Thank you so much for giving me your insights on 

it. 
 
Cassie: Yeah. 
 
Tracy: Because I have the same opinion about it. I don’t think that 

giveaways necessarily result in sales but they can give you 
additional exposure in a new market and start a conversation 
around your work so it’s a great way to put it. 

 
Cassie: Awesome. 
 
Tracy: Yay. So you kind of touched on this a little bit about finding 

some of the bloggers like stalking some Instagram accounts 
and stuff like that but what are some of the best blogs in your 
opinion to approach for the best type of exposure if you’re a 
jewelry designer or someone who’s catering to a specific 
market like jewelry? 

 
Cassie: Yeah. So I think that first you should look at some tastemakers. 

[12:00] So there are people some examples would be The 
Jealous Curator, SF Girl by the Bay. Some people who have 
design blogs where really they’re not talking about a specific 
niche or a specific product but they’re just talking about things 
that are beautiful and worth celebrating and so if you’re 
featured on one of those sites you become part of this like you 
are a product that is well designed that does influence or 
endorses but also other bloggers read those blogs to come up 
with new ideas and so if you’re able to get on one of those 
tastemaker sites then other bloggers will write about you in 
exchange or they’ll have seen you and it will be easier to get 
on other sites. 

 
 So I say definitely you can go after some of those tastemakers 

and that is an amazing way to kind of get out in front of 
people and then I also say look at niche sites. So it can be 
really hard to get somebody who has a million readers to take 
time to write about your jewelry but if you look at a really 
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niche community you can sometimes get in there and so an 
example; oh one example and this is not in the jewelry space 
but there’s this blogger and she writes a very popular interior 
design blog. She gets about 300,000 readers a month and her 
focus is how to pick the perfect color of paint for any room 
and so it’s like this very specific niche and all the interior 
designers read her blog and something like that if you pitched 
her jewelry maybe she could do some paint colors inspired by 
your jewelry. 

 
Tracy: Yeah. 
 
Cassie: Or she could like you could think of a really creative angle that 

fits within her content and she’s not going to pitch 500 things 
a day. So that’s; it’s easier to get your foot in the door when 
you go that route. 

 
Tracy: That’s a great idea. I’ve never even thought of that. 
 
Cassie: Yeah. No and I always too think about the content fit. So 

people typically go to giveaways, reviews that kind of thing 
and I always try and think about making a brand part of a story 
so one of my favorite examples is when I was at my PR agency 
we worked on a brand called Tide Loads of Hope so when 
there’s a hurricane Tide brings this big truck of washing 
machines to the place and washes everyone’s clothes and we 
had this blogger who had lost her home in Hurricane Katrina 
and every year on the anniversary she wrote a story about 
Katrina and so we did a partnership with her where we 
sponsored her telling that story that year and then we hosted 
an event with Tide Loads of Hope in her hometown and kind of 
made this whole storyline and she talked about how after 
Katrina she actually went to the trucks and that’s how they 
washed their clothes and it became more of an organic 
storytelling thing versus like here’s a great product you’re 
going to love go check it out and so I always think about 
what’s a creative way your jewelry can fit into a story [15:00] 
and try and pitch that way and bloggers love that because 
they’re always looking for interesting story ideas. 

 
Tracy: I love it. So this is sort of like a little bit of a sidebar off topic 

but what would you suggest for designers to come up with 
these creative angles. How can they get their creative juices 
flowing so that they’re thinking of cool angles like this because 
I know sometimes it’s really easy to think linearly? I need to be 
covered by a fashion blog or a fine jewelry blog or a mom blog 
if that’s like your audience or whatever. 

 
Cassie: Yeah. So what I say is find the blogs you want to be covered 

on and covered with… covered on and then you can dig into 
those and look at all of the different kinds of posts they write. 
So look at what topics are covering, what categories are in 
their blog, what posts get the most comments on their blog? 
So people usually have their top five most popular posts. What 
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topics were they covering in those? What was interesting 
about those posts and then start to brainstorm how your 
product or your brand can connect to those topics and you 
can get super creative. So if it’s like an entrepreneurship blog 
maybe they interview you about how you built your jewelry 
business. If it’s a blog about home design maybe you talk 
about how to design a space for storing your jewelry or how to 
set up a great jewelry room or something like how to organize 
your jewelry. 

 
 But try and think about how you can fit jewelry into whatever 

it is they’re talking about and just brainstorm a list and you will 
get better and better at it as you get more practice but it really 
becomes just a skill of you can make any topic relate to jewelry 
or relate to your products and figure out what that connection 
is. 

 
Tracy: I see another podcast coming on like crafting creative pitches. 
 
Cassie: Yeah. Pitching is my favorite thing in the world. I spent my 

whole career just pitching people to do things so that’s 
definitely something I’d love to talk about. 

 
Tracy: That’s amazing. So what are some of the best strategies to 

leverage; let’s say you get covered to leverage that blog or 
influence their blogger posts and influencer coverage to drive 
some sales to your website? What are some of the best types 
of coverage and then how would you leverage that as a 
designer? 

 
Cassie: Yeah. So I say the best types of; so if you’re looking to drive 

sales the best type of coverage is if you can get your product 
in a post where the influencer endorses it so it says something 
that they like about it, talks about you or your brand and 
what’s interesting about your brand, and then links directly to 
your website or shop and you get bonus points if there is a 
discount in there. The trick is getting all of that into a post that 
a blogger is writing about you. So the thing I suggest is first 
the bloggers that are interested [18:00] in covering you don’t 
just send them stuff and be like go write your post. Try to build 
a relationship with them so that they understand who you are, 
what you have to offer the market, why you’re doing this, what 
you care about because the more they’re invested in you the 
better the blog post is going to come out because they’re just 
going to have more to say about it and then so if you get all of 
that in there you will see basically a funnel of traffic. 

 
 So if they get a million readers a month you could then 

estimate how many readers they get per day and what 
percentage of those will click through to your site. So you can 
kind of start to get a sense of that and then I say after the post 
goes live promote it across all of your channels. Reach out to 
other bloggers in that niche and say hey our product was just 
featured on such and such blog check it out here. I would love 
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to find a way to collaborate if this is something your readers 
might be interested in. So try and use that coverage to get 
more coverage and then continue your relationship with that 
blogger. So follow up with them when you have new product 
launches, when you have new sales going on, when you have 
new stuff happening because even more powerful than getting 
one post on a blog is getting a blogger to talk about your 
brand again and again because they loved it so much and had 
such a great experience with it. 

 
Tracy: Great, great advice. That’s amazing. So okay now we’ve talked 

about how to leverage it which is cool and I love the idea of 
continuing the relationship because that’s what the basis of 
anything is really about relationships with sales and growing 
your business. It’s all about relationships; everything is about 
that. 

 
Cassie: Yeah. 
 
Tracy: But at the end of the day no matter how good your 

relationship is with a blogger they sometimes; they have to be 
compensated for their time and a lot of bloggers do it in 
different ways like they might have advertisers, they might 
create a pay to play scenario where you have to pay to 
actually get featured, or some of them also do affiliate 
situations where they get paid a percentage of sales. So in 
your experience you’ve been doing this for a while what are 
some of the ways that bloggers are doing nowadays to be 
compensated for writing a post or whatever? What are some 
of the most common ways and that’s my first question but 
then also is anyone really doing it just for free or are there 
other ways to kind of get in if you’re just starting out and you 
don’t want to have; maybe you don’t have a big budget to get 
the coverage? What are your recommendations there? 

 
Cassie: Yeah. So I have dealt with this a lot especially when working 

with bigger corporations. You will not get coverage without 
paying something because the reality is that bloggers are 
running a business and they’re creating a ton of content and 
they’re doing a lot of work and they have to be able to earn an 
income from that business. So most of the time bloggers will 
say this is what I charge for a sponsored post or this is what I 
charge for a sidebar ad or something to that extent but what I 
found is if you’re running a small [21:00] business and you say 
hey I totally respect this, I totally get it but we’re a one woman 
shop or we’re a one man shop and we just don’t have a budget 
for this kind of thing. I would be happy to and offer them 
something else. So I’d be happy to send you some product, I’d 
be happy to give you a gift card for a certain amount, or an 
affiliate commission or something like that and some bloggers 
will just say no. They only sell their ads that’s what they do and 
that’s fine. Some bloggers if you pitch a blogger and they 
direct you to their agent don’t respond. It’s awful working; I 
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have nothing good to say about working with a blogger agent 
to conduct a blogger program. 

 
Tracy: What’s a blogger agent? 
 
Cassie: So bloggers will have agents who basically help negotiate the 

deals for them. So if a blogger is doing a deal with a brand the 
agent will handle figuring out what’s included, what the price 
is, that kind of thing and a blogger will do it because they don’t 
have to deal with the business side but typically agents just 
overcharge, under deliver, and do not provide good customer 
service. So I would not recommend going that route but if a 
blogger responds; so there’s tons of things when you pitch; a 
few things when you pitch a blogger they may not respond 
and that probably means they just get lots of pitches. They 
may tell you they charge something and you should let them 
know that you’re a small shop and see if there is an alternative 
there or they might just say yes that sounds great and so the 
key is finding the people who love your brand enough to be 
like I want to promote you even though you’re not paying me 
because I like what you’re doing and finding those people will 
take you time. 

 
 And so yes bloggers charge. Yes a lot of them charge but 

people who love a brand or see a product and love it they will 
find a way to work with you even if you don’t have a big 
budget. So it’s more of just asking and seeing what you can 
work out because these are at the same time they’re people 
who are running independent businesses. They’re sitting at 
home building their business just like you so they do have 
empathy for wanting to support other people who are doing 
the same thing. 

 
Tracy: You know what I think is just a great; I fell like this is the best 

scenario is to try and negotiate something where they get an 
affiliate commission because it’s a win/win for both. The 
blogger is getting paid money based on the traffic and the 
sales they’re driving. You’re getting sales on your website and 
so it’s like a circular thing where both people are getting 
compensated. So I feel like if you have the technology on the 
back end of your site and you’re using something where you 
can use a plug in that can create affiliate links for a specific 
product that that’s a really awesome way to go and I’ve done 
that just on a very basic level when I was rebuilding my custom 
jewelry business. I partnered with some influencers in the bridal 
space. Different kinds of influencers like one was a coach and 
another one was someone who wrote about [24:00] color. 
Her whole blog was about color.  

 
We did a story on colored engagement rings and so there was 
a lot of different angles that you can take outside of the box 
and each of those it was sort of like we’ll do a promotion for 
the readers and then a certain amount of people can get a 
special price for my product and then they used a special 
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discount code and it was very limited, time sensitive and then 
for each of the sales that came from those individual bloggers 
or influencers they would get a fee.  

 
Cassie:   Yeah. 
 
Tracy: So there’s a lot of ways that you can do it that are pretty basic. 

It doesn’t have to require insane technology especially if you’re 
doing things that are on the higher end of the range. So I think 
that it’s just about getting creative and thinking outside the 
box on how to make it work for them too. 

 
Cassie: Absolutely. 
 
Tracy: Because it’s not just about you. 
 
Cassie: Absolutely and I think affiliates work really well and that has 

worked really well for me promoting courses on Modern Thrive 
and our affiliates are the biggest referrers by far and I’ve seen 
a lot of fashion bloggers will use affiliate codes because that’s 
a big part of their business model. So I say some bloggers they 
are kind of weird and they won’t want to do affiliate codes but 
I think definitely fashion bloggers are in that space and I also 
know some influencers on Pinterest who do a lot with affiliate 
codes and I have one girl who said she was making $8,000 
dollars a month. 

 
Tracy: Oh my gosh. 
 
Cassie: Doing teenage fashion like jeans and T-shirt and things she 

loved because she had a million Pinterest followers. So those 
kind of scenarios where someone has a big audience that 
could be a really powerful way to drive sales and to make 
them money. I think that’s a great idea. 

 
Tracy: So that’s interesting. I thought on Pinterest well they must be 

using short links or something well not short links but like 
because I know. 

 
Cassie: That’s only the prop and when they switch; so they switched 

the thing on Pinterest so you can’t use affiliate links so before 
they did that she was making $8,000 dollars a month and then 
it changed and so now I think she has some affiliate deals with 
individual vendors but you have to get really creative because 
they put a lot of restrictions. 

 
Tracy: You know how you can do it is if you have a short link program 

that hides the link but it’s not a short link like a Bitly so you 
could get something with your URL and create an extension 
that hides the link and then that’s not considered an affiliate 
link. 

 
Cassie: That’s so; I might have too; I’m going to see if she knows about 

that because she I don’t. 
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Tracy: Well you have too… I know that there’s a plug in for 

WordPress. I don’t know about what other website platforms 
but that works. I mean we use that and they also track the link 
so we use that for tracking. Actually I use it on both my 
websites. I’m not promoting tons of affiliate products but that’s 
a way to hide links; hide affiliate links. 

 
Cassie: No that’s awesome. I’ll tell her because I know she uses 

WordPress. 
 
Tracy: Cool, awesome. That’s such great information. I feel like we 

really covered a huge realm of possibility [27:00] for 
blogging that… 

 
Cassie: I know they should have plenty of ideas for getting in front of 

bloggers and I think really the important thing is just 
understanding that there are people running businesses just 
like you and you just have to find a way to connect with them 
and start building that relationship and it can be really 
rewarding when you do it right. 

 
Tracy: And that’s so true. Cassie I can’t thank you enough for being 

here today. This has been such a great conversation and I’m so 
excited to get this one up.  

 
Cassie: Yeah thank you so much. 
 
Tracy: You’re welcome. So where can everyone find you? Why don’t 

you tell us a little bit more about what you have going on? 
 
Cassie: Yeah. So I run a free community at www.makermentors.org. It’s 

for creative professionals who are trying to build their 
business. So you guys can sign up for our newsletter there and 
get updates on everything we have happening and then I also 
organize live online workshops for creative’s at 
www.modernthrive.com. So you can check those out as well. 

 
Tracy: Awesome. Cassie thanks so much for being here today and it’s 

been a pleasure to have you. 
 
Cassie: Thank you Tracy. We’ll talk soon. 
 
	

 
 


