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MAXIMIZE YOUR BLACK FRIDAY TRIFECTA PROMOTION 

THRIVE BY DESIGN WITH TRACY MATTHEWS 

I want you to think about what you’re going to offer for Black Friday, for Small 
Business Saturday and Cyber Monday and it could be different offers for each of 

those days or it could be one offer for the entire weekend. 
 

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: Welcome, welcome to the Thrive-By-Design podcast episode 

number 66. I can’t believe that we’re already to episode 66. It seems 
like I just started this podcast and we’ve been in deep for over a year 
now which is super duper cool and I don’t know about you but I 
cannot believe that it’s already November. Where did 2016 go? I’m 
not quite sure but it seems like it totally, totally flew by which is 
crazy. Which you know what that means we’re in November which is 
the thick of the holiday season for jewelry designers and makers and 
all of you out there who are in the jewelry industry. For most of you 
you’re probably going to be crazy busy right about now. Now my 
business model is a little bit different because I deal in bridal and 
wedding jewelry. My busiest time of the year is actually the 
beginning of the year but I still have a nice uptake during the holiday 
season which is super duper cool. 

 
 But if you’re like most jewelry designers and makers and those of 

you in the jewelry industry the holiday season is one of the biggest 
gift giving times for jewelry. So lucky you. This is your time to 
capitalize on people actually spending money which is very, very 
exciting. So we’ve been talking a lot about sales, holiday sales. 
Getting the momentum going and all that stuff over the past several 
months in our Diamond Insider’s Club which is our membership 
program where we have a course called Ramp up your Holiday Sales 
which is super fun and I just love the Diamond Insider’s. It’s a 
wonderful community where we sort of walk you through your core 
path as a jewelry designer and show you where to start and where 
you need to go to get to realize the vision of your dreams for your 
jewelry business which is super cool. 

 
 But that’s a little bit beside the point but the point being is we’ve 

been talking a lot about ramping up holiday sales and getting our 
holiday sales and planning in advance so that we can have the best 
holiday sales season. So I thought what a better time to talk about 
how to maximize your jewelry sales for the Black Friday trifecta that 
is coming up really soon. Now last week I did a training for the 
Diamond Insider’s all about Black Friday which was super cool. I’m 
going to probably post a link down there so you can learn more 
information about it if you want to go over to episode number 66 
you can read all about it. That’s 
www.flourishthriveacademy.com/episode66 and learn more [3:00] 
about the Black Friday training that I did which was really great and 
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informative. It comes with a huge planning guide if you’re interested 
in learning more about that just pop on over to 
www.flourishthriveacademy.com/episode66. 

 
 In the meantime today though I’m going to walk you through some 

of the fundamental things that you need to be thinking about and 
should hopefully already have started thinking about for your Black 
Friday, Small Business Saturday, and Cyber Monday offer or what I 
like to call the Black Friday trifecta. I don’t know why I call it that but 
it seems like there are these three big things. People like to celebrate 
different ones but it’s a great opportunity for you to capitalize on it. 
Before I dive in to some of the things that you should be thinking 
about I’d like to take a word from our sponsor. 

 
 The sponsor for today’s podcast is www.ninadesigns.com. We love 

Nina Designs over here at Flourish and Thrive Academy and the 
Thrive-by-Design podcast because Nina is one of those people who 
really is committed to supporting small business and for the last 
thirty years she’s been really committed to sustainability and best 
business practices that has been inspiring beauty while caring for 
people and the planet along the way. Her designs and creations are 
really beautiful findings, charms, pendants, all the different sort of 
things for all of your wholesale jewelry making needs. Nina is so 
generous that she has offered the Thrive-by-Design and Flourish and 
Thrive Academy community a wonderful discount off your order. 
Here’s how you get your discount.  

 
You’re going to go over to www.ninadesigns.com fill up your 
shopping cart, enter the code THRIVE at checkout and get ten 
dollars off your order and I just want to mention that this is a one 
time use discount code for each customer so you can only use it 
once. Pop on over to www.ninadesigns.com, enter the code THRIVE 
and get ten dollars off your order. 
 

Tracy: Alright back to the show. Alrighty so let’s dive right in on how to 
maximize your jewelry sales for the Black Friday trifecta. So I want to 
be really clear here this also includes Small Business Saturday and it 
also includes Cyber Monday. So these tactics can be done online or 
off. Totally your choice. Some of them are more catered to online but 
you can use some of the similar tactics. If you’re doing any offline 
promotions as well and just sort of think outside the box and shape 
your own ideas. 

 
 So the first thing that you want to think about is your promotion or 

offer. So one of the things that most people decide to do for an 
event like this is to give a discount. Now that’s all fine and dandy but 
what that ends up doing is getting people accustomed to buying 
from you at a discount. So instead I would love for you to reframe 
what you would like to offer and think of this in terms of adding 
value for your client instead of discounting and here is what I mean 
by that. Let’s say you are going to invest in some sort of software. So 
I’m going to use just accounting system just for funzy’s. I don’t really 
know another example [6:00] off the top of my head. But let’s say 
you’re going over to the Xero website and you see that Xero has a 
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free option and then they also have a paid option. Often times in 
those option boxes you’ll see like three levels of skills. So there’s a 
free option. You get pretty basic. Maybe you can only invoice five 
people a month and this is not standard but this is just a general idea 
so I don’t know what Zero actually offers but maybe their free option 
you can invoice ten people a month, you get one user, and then 
everything has to be branded with Zero all over it so that they get 
exposure. 

 
 And then the lower end offering where you pay maybe a small fee a 

month would have all those features maybe no logo and then maybe 
multiple users and then other Profit and Loss reports or something 
like that. So you get; when you see those things you see it sort of like 
a scaled graphic and you see checkboxes next to what’s next and 
then the next thing might be small business where you might have a 
bigger team, multiple people need to access your accounting 
software, and you might need more functionality like X amount of 
invoices, different things for your software platform because those 
are the needs of your company, and then it might go up to some 
enterprise level where it costs more but then there’s all these 
checkboxes. So I want you to think of your offers and promotions 
similar to that. 

 
 So you might be able to offer something at a discount but the buyer 

doesn’t need to know that you’re actually offering it at a discount. 
Instead you’re offering it as a value add. So we had for our 
Mastermind a couple of weeks ago this guy named Justin Krane and 
he explained this theory to us really well. The topic of the 
conversation was really about budgeting for Black Friday, Cyber 
Monday promotions and stuff like that and understanding how much 
you could actually afford for those promotions but what he talked 
about was getting people out of this discounting culture and the way 
you can do that is to line up side by side; create an offer. Let’s say 
you wanted to offer a special ring and a special necklace for your 
Black Friday, Cyber Monday, Small Business Saturday trifecta 
promotion. So you wanted to offer this one necklace but then you 
also had this other ring that had pretty high margins and was a best 
seller of yours. 

 
 So think about it this way. Let’s say the ring cost twenty-five dollars 

and the necklace cost seventy-five dollars separately. What if you 
were to combine the two and charge eighty-five or ninety dollars for 
both pieces and so the people are saving ten dollars off the ring and 
instead of just getting one piece for another ten dollars more, fifteen 
dollars more they get two pieces. So you can combine sort of 
something that is of higher value with a lower value piece. Combine 
them together in one offer and create a special price it; not a 
discount. You don’t say that there’s a savings. It’s just that you’re 
buying both pieces together and you can use this sort of software 
checkbox mentality as you’re doing that. So you can have [9:00] a 
graphic on the shopping cart or on the product page where they’re 
going to buy, in your email newsletters to show them what your offer 
is. You can have it beautifully designed so it doesn’t look cheesy but 
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just to show them here is the value add of just adding this one more 
piece and that essentially becomes an upsell. So that’s just one idea.  

 
 You can also offer beautifully packaged gift boxes of items or you 

can offer a gift with purchase which is another thing. It’s sort of like 
giving them something for free and the reason why this would be a 
good strategy with the gift with purchase over a certain amount is if 
you had extra inventory that you wanted to get rid of that wasn’t 
moving and you needed to get rid of it and you were trying to sell 
more product. So you can incentivize people by giving them gifts 
with purchase or maybe buy three get one free. Something like that. 
So it’s not necessarily a discount. It’s a value add to what your 
offering. So I want you to think about what you’re going to offer for 
Black Friday, for Small Business Saturday, and Cyber Monday and it 
could be different offers for each of those days or it could be one 
offer for the entire weekend. You can decide that. I think a great 
promotional strategy is to offer something new for each of the days.  

 
So if someone does buy the offer on the first day you can make it 
really time sensitive but then they also maybe have something else 
to buy the next day and you can tease that and promote it and tell 
them that you’re going to be offering something different every 
single day that it will not be released until that day so stay tuned and 
make it really exciting and then other things that you can do or add 
to things like an upsell or a downsell to the offer. So if someone 
doesn’t take you up on the offer. If you have a more complex email 
marketing system you can downsell that into something that’s a little 
less expensive or if they buy something you can upsell them into 
adding something else into their cart. A lot of these functionalities 
come in a shopping cart platform like Shopify where you can; we 
have a special offer by the way for designers who are thinking about 
moving to Shopify. You can go check that over out on 
www.flourishthriveacademy.com/shopify.  
 
Shopify and I negotiated an amazing discount for the Flourish and 
Thrive Academy community of designers but that’s beside the point 
but using a; my point here being is that using a platform like Shopify 
there are a lot of plug-ins and applications that you can add to your 
shopping cart functionality where you can actually upsell people 
throughout the sales process to build your sales. So it’s a really great 
opportunity to do that and offer something special only for the Black 
Friday promotion. So I want you to really think first things first. Think 
about what your offer or promotion is going to be. 
 
So the next thing you need to do is to create a marketing plan for 
your promotion. Now we’re pretty close, this is coming out just a few 
weeks before so I really want you to sit down today and map this out 
if you haven’t already done so. You want to think about how you’re 
going to be getting this out into the world. What’s your email 
marketing strategy? Which social [12:00] media platforms are you 
going to use? Are you going to be advertising that? Are you going to 
be focusing on short lead PR? Last week on episode number 65 
Sabina Hitchen and I; if you haven’t listened to it make sure that you 
do. Talked all about getting short lead PR up until the holiday season. 
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So right now is a great opportunity for you to really maximize your 
Black Friday trifecta sales by getting some bloggers or TV shows or 
local press for your product so you can get more exposure and get 
more sales during this time. Really, really great idea to be focused on 
some short lead PR. So if you haven’t listened to that episode after 
you’re done listening to this and after your create your marketing 
plan make sure you listen to that episode. You can grab it over at 
www.flourishthriveacademy.com/episode65. 
 
So you want to have any cross promotions also mapped out. So you 
want to think about email marketing plan, your social media plan, 
your advertising plan, your short lead PR that you’re going to be 
doing, any cross promotions that you might be partnering with 
another type of business where they might be sharing your 
information and you might be sharing their information and then 
most importantly you want to start building excitement now. Start 
teasing what you’re going to offer without spilling the beans. So you 
can do that with things like hey want a sneak peek inside. I can see a 
really beautiful graphic of just part of a necklace or something 
showing so that you can get people excited. You can use that and 
post those things on social media or share it with your list and you 
can use those things to sort of tease and start building your lists now 
because that’s another really important part of having a successful 
plan is to make sure you’re getting new energy and new leads on 
your list for your promotion. 
 
So the third thing that you really want to think about is do you have 
a marketing budget and do you want to invest any money into 
marketing your product? So what I want you to do is to think about 
how much you’d like to sell and how much you can possibly sale; sell 
excuse me. If you were to go full out. Now if you had a promotion 
last year you have something to sort of measure that on but if you 
were to go full out what would you like to sell during your Black 
Friday trifecta promotion and then I want you to create a budget for 
advertising. Now I mentioned that Justin Crane came in and I’m 
going to be interviewing him later in this season for the podcast. He’s 
an amazing guy. Talks all about financial planning.  
 
Here is the metric you want to think of about 30% of what you could 
potentially sale during whatever promotion you’re creating for your 
trifecta and budget 30% of your sales to invest in marketing. Now if 
that’s not a comfortable number for you you can use something 
smaller like 10%. So for instance if you had a goal of doing a 1,000 
dollars in sales you could budget 300 dollars for your promotion. 
Now that might seem high but if your product is priced correctly 
you’ll still be making a ton of money and that’s money that you 
wouldn’t have had before. If that doesn’t feel comfortable you you 
can decrease that number down as much as 10% and [15:00] see 
what your results are but typically it’s about 30% and hopefully you 
want to scale bigger so just think of what that investment will be if 
you ended up selling 5,000 dollars in sales or 10,000 dollars in sales 
depending on where you are in business. 
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Like I said if you’d like to just start small and work with a comfortable 
level but think really strategically about what you have to budget for 
advertising and set that aside and do something good with that 
money. So you can do things like rich pins or promoted pins. You can 
advertise on Facebook or do retargeting ads where you can target 
people who’ve already landed on your website before. You can 
create look alike audiences for your current email list and target to 
them on Facebook. There’s lots of different ways that you can 
promote and budget. You can also create an affiliate partnership 
with bloggers and influencers who are interested in making a little 
extra cash over Black Friday. So maybe they have a gift guide 
roundup or a Black Friday promotion roundup or a Cyber Monday 
roundup or a Small Business roundup. Get in on those opportunities 
and pay them a small commission in order to promote your product. 
A really great idea and in my opinion totally win/win for both. People 
are on different sides of the fence for this but I really love the idea 
and I think it’s awesome and it works really well at least when I’ve 
done it before. 

 
 So the next thing that you want to think about is your email 

marketing plan and your promotion plan. So email marketing is going 
to be probably one of your best ways if you have a list in order to 
build this. So you can think outside the box if you don’t have a really 
big list right now. Who can you send this out personally to friends 
and families and how can you get your network working for you? So 
you want to think about list building right now, you want to start 
teasing your list with a timeline of what you’re going to offer, you 
want to have your email design in place. You want to really map out 
and think about your email plan and your autoresponder sequences. 
So you want to make sure that you have post your sequencer set up 
for people who buy so that you’re nurturing them and getting them 
to re-engage and buy again and then you want to also have a follow 
up sequence for people that did not purchase maybe to investigate 
why they didn’t buy from you and then also incentivize them to buy 
later but you can do all this in your email marketing sequence. 

 
If you have a system that tags appropriately or you can also do this 
through your shopping cart sequence. Some of these are a little bit 
more advanced marketing that’s why it’s good to get on a platform 
for email marketing once you’re ready; once you’re over 2,500 
probably subscribers to get to that next step so that you can start 
really laser focusing your marketing and targeting and then you want 
to map out how you are going to handle your social media and 
content marketing strategy. So you want to be thinking about how 
you’re going to be blogging? If you’re going to be blogging what 
you’re going to be blogging about? Maybe you have a gift guide or 
something like that on your website. Maybe you’re blogging for other 
people creating a gift guide of other things to buy. [18:00] You can 
definitely use this as an opportunity to collaborate with other 
designers in parallel spaces so think about other accessories 
designers or gift designers and stuff like that that you guys could 
possibly group together and create a group gift guide where you are 
all promoting to your lists. So that’s a great cross promotional 
strategy so think about that. 
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And then you want to fully map out your strategy for Instagram, 
Facebook, Pinterest, and any other social media platform that you 
use. Maybe you announce it with a Facebook Live on your Facebook 
business page. Then maybe you host or you could maybe even 
consider hosting a sale in a group or the promotion in a group; 
excuse me we’re not doing a sale but your promotion in a group 
where you can get a nice excited group of people inside a Facebook 
group if you’ve tested that strategy and that’s something that you 
want to work with. What is your Instagram strategy for engagement? 
How are you going to tease people and get them so excited 
beforehand so that when your offer comes they are salivating and 
cannot wait to buy and then if you’re active on Pinterest what is your 
Pinterest plan and strategy and how are you going to pin to group 
boards, maybe promote pins, and do things like that etc. 
 
And then you could really make your sharing strategy a little bit Ninja 
and come up with offers for your friends to share, for your previous 
clients to share, you can have sharing buttons, you can have people 
review your products or give you testimonials so that they can also 
be sort of advocates for exactly what you’re doing. So think outside 
the box here. Nothing is too small. I want you to get really creative 
and maybe brainstorm some ideas on what you can do to really 
maximize your social media and sharing platform checklist and get 
people to actually share what you are doing. 
 
The next thing that I want you to think about and this is sort of like a 
little bit deeper and a little bit more Ninja is advertising. So for all of 
you it’s not going to be necessarily something that you want to do 
right now but it might be something that if your business has grown 
that you want to consider. So do you have an advertising budget? 
Are you going to do ads yes or no? Then you also want to think 
about what types of ads are you going to do? Are you going to do 
Facebook ads? Are you going to do retargeting or remarketing ads? 
Are you going to focus on maybe promoted pins or rich pins? You 
can also do things like Instagram ads. Now I wouldn’t necessarily 
recommend Instagram ads are really better for brand building than 
actual sells but that’s something you can use maybe in the teaser 
portion. If you have a little extra budget you can run some 
excitement and some promoted pins or promoted Instagram ads 
excuse me to your audience to get excitement about the offer. 
 
And then maybe you even do promoted posts on Facebook. So you 
can do a promoted Facebook Live talking about what you’re doing 
with a very strong call to action. You can do promoted actual posts 
on Facebook as long as there’s not too much text on the offer to 
drive people to whatever it is [21:00] that you’re offering for your 
trifecta strategy. You can drive them to the gift guide that’s on your 
blog post. So just think outside the box of how you can really 
promote this fully. So I want you to really think about your social 
media promotion strategy and your advertising strategy and what 
kind of budget you have to actually promote that. 
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And then finally you want to really be thinking about the follow up. I 
spoke about this earlier in the email section but you want to be 
thinking about how you’re going to be following up with your 
customers after they actually purchase. Do you have a strong follow 
up sequence in place? Do you have a re-engagement sequence for 
those who’ve already purchased? Do you have something to 
incentivize them for buying again? Do you have ways to get them 
back to your offer? This is why I like the idea of maybe potentially if 
you can pull it together having a different offer for each of the days 
because you can really engage those people who have already 
purchased. So I think this is a really, really big, big event that’s 
coming up on us really, really quickly and I was really excited to do 
this podcast today because I think that one of the things that I didn’t 
do well enough when I was doing Ecommerce back in the day was to 
really think about how I was doing this stuff beforehand far enough 
in advance so that I could create a proper strategy and plan around 
it and then build up the tactics to support that plan. 
 
So I would love to know what you guys are doing for your trifecta 
sale. So this is a great opportunity for you to really sit down and if 
you have time today after you listen to this podcast to really map it 
out. Put dates on the calendar. That’s the most important thing. Put 
it on your marketing desk calendar, put dates on those calendars, 
and get really clear about what you’re going to do and really map it 
out. Get your emails ready, build beautiful graphics to support that, 
create content on your blog to support that, tease on social media 
beforehand, tease your email list. Make sure that you’re building 
excitement and exposure in advance. Try to get some of these short 
lead PR opportunities to your offer. If you can and you’re not super 
shy just definitely try to maybe even get on TV or something in your 
local news station to share with your local community exactly what 
you’re doing especially if you’re doing any sort of in person events 
for Small Business Saturday or any of these other things. 
 
This is a great opportunity for you to gain and grow exposure for 
your brand and I really don’t want you to miss out. I want you to 
really capitalize as much as you possibly can. Now I know that for 
those of you in the U.S. Black Friday, Small Business Saturday, and 
Cyber Monday come around Thanksgiving. If you are burnt out and 
you want to really spend holiday time I want to give you one final 
Ninja tip and an exciting way for you to get excited or build 
excitement for your customers in advance so that you’re not 
competing with all these other people. One thing you might consider 
is actually hosting your trifecta sale or offer or promotion whatever 
you want [24:00] to call it before Thanksgiving actually happens so 
that you’re ahead of the game and people potentially look at your 
offer before they’re looking at all the other offers. That’s one Ninja 
strategy.  
 
The other Ninja strategy is to make sure that you’re seeding it or 
planting the seed in the days before your offer. Now I talked about 
teasing a little bit but if you’re really going to be blasting out a big 
promotion on Black Friday you want to be planting those seeds in 
advance like the Monday, the Tuesday, the Wednesday before and 
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get people excited and potentially clicking on links saying yes I want 
in. I want to know about your offer. Please tell me I’m excited and I’m 
ready to buy. So there’s a lot of different ways that you can really 
make this more awesome. I talk a lot more about this in the training 
that I did for Black Friday for the Diamond Insider’s and I don’t 
usually share content outside the Diamond Insider’s with people who 
are not inside that community but if you’re interested in hearing 
more the training goes a lot more in depth in what you can do and it 
actually comes with a bunch of really great worksheets to help you 
map this out. 
 
You can go over to www.flourishthriveacademy.com/episode66. Plus 
I wanted to create a super easy download for you to grab just if you 
want to go grab it for this episode totally free. It’s the Black Friday 
checklist. You can head on over to 
www.flourishthriveacademy.com/bfchecklist to download that 
checklist for free. It covers everything that we’ve talked about in this 
podcast today and you can also grab it over at the show notes over 
at www.flourishthriveacademy.com/episode66. Well truly and 
honestly from the bottom of my heart I’m sending you so much love 
and so much good ju ju so that you have an awesome Black Friday 
trifecta season. Remember what you focus on expands so I want you 
to really put a lot of good positive energy planning and promotion 
into your Black Friday trifecta sales and I’m really, really excited to 
hear how it goes for you at the end of the day because what we’re 
doing here over at Flourish and Thrive Academy is setting up a 
platform for you to get results in your jewelry business not just throw 
more information at you. 
 
So we really want to see how you’ve taken what we’ve taught you 
and implemented it into your business. Alright what a fun episode 
today. I’m really excited because the holidays are right around the 
corner and there’s big things on the horizon for 2017. I’m excited 
about some of the great changes that we are making over here at 
Flourish and Thrive Academy for the better. So if you haven’t 
popped on over to our website yet make sure you check it out over 
at www.flourishthriveacademy.com. Alright you know that I love you 
guys so thanks so much for listening today and if you want to share 
your love for what you’re hearing here today I would love for you to 
give us a little review. [27:00] Make sure that you rate the show and 
tell us a little more about what you think. You can do that by going 
over to www.flourishthriveacademy.com/itunes and rate and review 
the show. 
 
I want to give another special thanks to our sponsor today. Thanks 
so much for listening ya’ll. Have a great day and take care until next 
time. 

	

 


