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FUN FINANCIAL PLANNING FOR YOUR JEWELRY 
BUSINESS WITH JUSTIN KRANE 

THRIVE BY DESIGN WITH TRACY MATTHEWS 

I think we need to first make sure that everyone understands the term gross 
profit because that’s the number that we’re going to peg off of to determine how 

much I want you guys to invest in your business. 
 

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 to the Thrive-By-Design podcast episode number 71. This 

is Tracy Matthews your host today and I’m thrilled to be here today 
to talk about something that I know I never wanted to talk about 
when I was first starting out in business and quite frankly for many 
years after I started my business. It wasn’t until I got really excited 
about talking about the numbers that I loved talking about financial 
stuff and one of the ways that or one of the reasons why I started to 
like talking about financial stuff is because I had someone who came 
into my business and made looking at the finances sort of fun. So a 
couple of months ago I was introduced to this guy, Justin Crane who 
you’re going to meet on the show today through my friend Clint who 
has a really unique approach to financial planning which I thought 
was really interesting. I thought it could be just a fun episode to talk 
about.  

 
 So I originally brought him in to talk more about budgeting for 

marketing and budgeting for developing samples and as you’ll see 
after you listen to the episode it kind of turned into a whole bunch of 
other stuff too and we talk about wine which is really exciting so I 
know you’re going to like it. So today’s episode is all about fun 
financial planning with my friend Justin Krane and we’re going to talk 
about how to make financial planning for your jewelry business 
exciting, fun, hilarious, and maybe enjoy a glass of wine at the same 
time. We’re going to cover a lot of different topics in today’s episode 
so get out your wine, get out a notepad and a pen, and you’re going 
to understand why I’m talking about the wine in a moment and take 
some notes because Justin is awesome and he’s really funny too.  

 
 So without further adieu we’re going to dive into the episode in a 

moment but I’d love to first take a word from our sponsor. 
 

Today’s episode is brought to you by www.ninadesigns.com. We 
love Nina Designs over here at Flourish and Thrive Academy and 
Thrive-by-Design and in fact they’re one of our preferred vendors 
because they are so awesome and there are a few reasons why we 
think they’re so awesome which I’ll share with you momentarily. The 
jewelry findings that they offer are designed by jewelry designers for 
jewelry designers. Pretty cool huh. They carry a wide range of 
jewelry making supplies including charms, gems, silk cords, you name 
it tons of stuff over there. Make sure you check it out and they have 
dedicated the past 30 years to fair trade and sustainability and great 
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business practices and who doesn’t want to work with [03:00] 
awesome people right and I even like them more because Nina is 
offering the Flourish and Thrive and Thrive-by-Design community a 
ten dollar discount off your next order. So in order to grab that you 
can go on over to www.ninadesigns.com do a little shopping for 
some supplies and enter the code thrive at checkout. Now remember 
this code is only available to use once so whether you’re a new or an 
existing customer use the code thrive when you checkout. Once 
that’s www.ninadesigns.com. Okay let’s dive into fun financial 
planning for your jewelry business with Justin Crane. 
 

Tracy: Thank you for joining us today on Thrive-by-Design. I’m really 
excited because I have a very special guest today Justin Crane. So 
Justin came in to speak to our Mastermind designers a couple of 
weeks ago and I had to have him on the show because Justin is a 
master at teaching creative people like us how to deal with our 
money. So Justin thank you so much for coming today. 

 
Justin: Thank you for being here. I’m really psyched to be with you. 
 
Tracy: We’re sitting here in my apartment in New York City in my little living 

area where I shoot the podcast. It’s real life. I don’t have a real 
recording studio. Justin happened to be in New York filming for 
MSNBC and he said hey what if I just came over to your apartment 
and shot it together. So this is a whole new experience for me. 

 
Justin: Can you guys feel the energy right now? 
 
Tracy: It’s so funny so Justin does a really great job talking about budgeting 

for marketing with the Masterminds so I wanted to ask him some 
questions today about how to budget for marketing and also how to 
plan for research and development when you’re trying to develop 
new products or create sample lines and stuff. So Justin once again 
thanks for being here. 

 
Justin: Thanks for having me. 
 
Tracy: I’m going to do a little formal introduction if that’s cool. 
 
Justin: Okay sure. 
 
Tracy: So Justin Krane is a money strategist for business owners. His 

mission is to help business owners understand the money side of 
their business. He teaches entrepreneurs how to be strategic with 
their business money so that they can grow their businesses. Justin 
isn’t about cutting back and living a frugal life. Justin is all about 
getting the shoes, doing the sushi, and living the best life today while 
saving for the future. Justin is also a Certified Financial Planner 
professional and he’s been featured in CBS, Fox Business News, and 
MSNBC. Justin attended the University of Colorado at Boulder; he’s 
married and lives with his children in Calabasas. He loves to cook and 
he speaks Italian. 

 
Justin: (05:33 unclear) gracia. 
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Tracy: I love Italy. I’ve been a couple of times in the last few years. 
 
Justin: Yeah me too.  
 
Tracy: Do you speak Italian? 
 
Justin: I lived there for two years in Florence. 
 
Tracy: Oh you did? 
 
Justin: Yes. 
 
Tracy: I was in Florence in May. 
 
Justin: The best. 
 
Tracy: Awesome. I love it; so good. Do you cook Italian? 
 
Justin: I do. 
 
Tracy: You do? 
 
Justin: Yes. 
 
Tracy: Awesome. 
 
Justin: I can make a killer red sauce. 
 
Tracy: You can? 
 
Justin: Yes. 
 
Tracy: Alright next time. So you just wrote a book. Do you want to; well we 

can talk about that later but you just wrote a book too. 
 
Justin: I did write a book. [6:00] Think of it like your creating your best 

piece of jewelry and you’re working really, really hard at it and you 
finally put it out there and someone buys it and you’re like yes I knew 
it was going to work. 

 
Tracy: I knew it was going to work alright. 
 
Justin: Yeah but it’s a lot of work. I mean it’s a lot of work creating anything 

whether it’s a book or a bracelet or a set of earrings. 
 
Tracy: I know right. That’s true. So let’s dive right in. Why don’t you tell us a 

little bit about yourself and your journey and how you evolved into 
your business where you are today? 

 
Justin: Yeah so I’m a CFP. I’m a financial advisor and a lot of my clients were 

business owners and I started asking them questions about how 
much money do you have to make in your business to put away 
money in a 401K or to put your kids through college or whatever and 
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I just kept getting the same answer like I don’t know. Like this deer in 
the headlights look and then I started to pry a little bit like oh how 
much profit are you making in your business and a lot of them would 
be like I don’t know I just give it all to my accountant and 
bookkeeper and they figure it out and I just pay the bill and blah, 
blah, blah and I began to see that a lot of business owners had their 
head in the sand. They weren’t really focusing on how much money 
they were making and then I was like oh okay so there’s a hole here. 
There’s a hole where someone or something’s not getting across to a 
lot of business owners like how do they learn about their numbers, 
who’s telling them about this? The bookkeeper and CPA don’t really 
do it. They’re more reactive. Who’s giving them the money strategy? 
Where’s the advice? Where’s the money advice for business owners 
and I just rolled with it and I haven’t looked back. It’s been about 
eight years that I’ve been teaching and learning still. I’m still learning 
about money strategy things that I can learn and put my little spin on 
to make it understandable and not so overwhelming hence the 
financial mumbo jumbo that’s out there. 

 
Tracy: Well I think Justin; you’re going to see Justin has a really awesome 

way of teaching to make it really humorous. 
 
Justin: Yes. This is the part where we start off with a glass of wine. So 

everybody take out your favorite cocktail and start drinking. I’m 
having water but I just want you guys. 

 
Tracy: You could open some wine. 
 
Justin: That would be a first wouldn’t it and let’s just chill. We’re going to 

figure out this money stuff together, we’re going to have some fun 
while we do it, so get ready for a fun ride. 

 
Tracy: Alright so I wanted to ask you just a super basic question. Why is 

financial planning important for your business? 
 
Justin: I think if you don’t know what’s going on with the numbers in your 

business you make decisions where you think you are but when you 
know where you are your world changes. So it’s basically clarity. It’s 
so much easier to make a decision. 

 
Tracy: Exactly. 
 
Justin: When you know how much money you have in the bank, who owes 

you what, who you owe money to, what your profits are, what you’re 
planning on launching? When you know what’s going on it’s easier to 
make decisions rather than winging it and I think there’s a great 
element to winging it for your creative people. I’m all about winging 
it but I just want you to know a little bit about the numbers so that 
you can kind of sort of wing it, not just wing it. 

 
Tracy: Yeah [09:00] so wing it with a plan maybe. 
 
Justin: Yeah financial planning through winging or something like that. 
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Tracy: And the glass of wine. 
 
Justin: Yes. 
 
Tracy: Alright so designers are always asking a lot about; I mean they ask 

me this all the time and I give them the best answer that I possibly 
can because I’m not sure that I’ve really mastered this. I’ve mastered 
it in my current business model because I do design custom work. So 
I basically map out the project costs, I know how much margin I 
have, and I know how much I have to mark it up but when I had a 
wholesale line I was creating collections in ranges. There comes a 
time a couple times a year; sometimes up to five where you’re 
developing new products and sometimes you’re selling and paying 
your bills and then you have some money left over you pay yourself 
and then it’s time to design the new product and you don’t have any 
money left to actually invest in the materials for that. So do you have 
any sort of idea or background or philosophy for us on how to sort 
of budget for research and development like sample development? 

 
Justin: Yeah I think you know how we say that you have to have an 

emergency savings for your personal money? Like if you lose your 
job or you get sick or something like that. Well why can’t we have 
one of those for our business and then so that would just be an 
emergency savings amount and I like to have one or two months in 
the bank. So that means business expenses. So for all of you people 
who are now beginning to check out because I’m entering the 
numbers part of this podcast. 

 
Tracy: Get your wine. 
 
Justin: Get your wine and stay with me. So you’ve got to know number one 

what is your monthly business expenses? What are they? What’s 
your monthly nut? Is it five grand a month; is it ten grand a month? 
This is not the cost to make jewelry and then to mark it up. This is 
your rent; this is paying independent contractors or employees. It 
could be health insurance. It’s all the stuff to keep your business 
going. So let’s just pretend that that number is five grand.  

 
                           So if you could keep two months expenses that would be 10,000 

dollars. Now you’ve got to think about okay now I have that in the 
bank that’s good and I know many of you are thinking man I’d love to 
just have zero in the account and not even a negative and we can 
work towards that. We can get you to at least one month but where 
I’m going with this is (1) its good to have some money in the bank 
and (2) you actually have to think and be like alright well how much 
money am I going to have to invest in this new project to make this 
new product? Is it 1,000 dollars? So you take that amount of money 
that you think you’re going to invest and you just add that to your 
cash balance. Now you have a padding. Now you can design from a 
place of strength because you have the money in the bank and 
you’re not poverty thinking where oh my God what if this doesn’t 
sell? 
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 You’re more in this prosperity mode because you have the money in 
the bank. I can’t tell you how important it is for business owners to 
have money in the bank so then they can take the right kind of risks 
saying no to the things that don’t serve them and then say yes to 
designing a new line or something like that. 

 
Tracy: Absolutely. So you could even maybe; I don’t know if you think this is 

a good idea [12:00] but have some sort of automatic debit coming 
out of your account into a business savings account every single or 
month or something to sort of just automatically save. 

 
Justin: Yes but what I find is that most business owners don’t have 

consistent recurring cash flow. 
 
Tracy: Right. 
 
Justin: So if you automatically save a hundred a month or a thousand a 

month that could be great for. 
 
Tracy: The busy months. 
 
Justin: The busy times but in the slow times when you’re not selling a lot it 

might not work. So what you can do is you can take a percentage of 
your sales. So if you’re selling. 

 
Tracy: Oh that’s a good idea. 
 
Justin: So if you’re selling five grand then you just do 10 percent of that and 

that goes into a separate account. While we’re on the subject of 
automating what I don’t want to have happen for you guys because I 
know some of you listening I’m going to say this word and you might 
need to throw up in a brown paper bag. It’s the word taxes. I know 
oh my God. I’m not an accountant don’t shoot me but the bottom 
line is you’re making money in your business; you’re going to have to 
pay taxes. So if we’re going to start automating things and you want 
to automate some money to save up for a design you’re going to 
make let’s automate just a few more things. So (1) we can save a 
certain percentage for design creation or product creation maybe 
that number is five percent, maybe it’s 10 percent. Come up with a 
number that works for you. So that’s one. 

 
 The second one is I got news for you people listening. You’re actually 

running a business and you’re the owner. Yeah and you need to get 
paid and you need to have a life and you need to be able to have 
money to get a glass of wine, get a massage, buy yourself some 
jewelry, get sushi, the shoes, take a vaca whatever. You better pay 
yourself first so that could be 10 percent, maybe it’s 20 percent and 
then maybe you want to start saving some money for your 
emergency account in your business. That could be another 5 or 10 
percent. So now you’re going oh my God he’s telling me to take all 
this money out; this 30 percent blah, blah, blah. Yeah I am because 
you know what’s going to happen with that is you’re then going to 
have one of these come to Jesus moments and you’re going to look 
at your expenses and you’re going to be like that’s not a good one I 



 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 
otherwise distributed without expressed written consent. | © 2016| Flourish & Thrive Academy 

should stop that, that’s a good one, that’s a good one. I’m spending 
too much money on X, Y, Z. You’re going to start to look at it and 
you’re going to be like wow I’m throwing money away. So what I just 
went through is a great way to find the hidden money in your 
business. 

 
Tracy: Yes. 
 
Justin: To look at those expense and be like are those really serving me or 

are they a giant waste? 
 
Tracy: Absolutely. We talked about this a little bit on the call that we did 

with the Mastermind students too. About wasted inventory that’s 
just sitting on the shelf and you said something to the effect maybe I 
think it was you. I hope it was you that 50 percent on the dollar of 
something that’s just sitting there and not being sold is better than. 

 
Justin: Yes. 
 
Tracy: Stuff just sitting on a shelf. So get rid of that extra inventory too and 

you could even stash all that cash into your business savings account 
for later. 

 
Justin: Yeah so two things 50 percent of something is greater than 100 

percent of nothing. 
 
Tracy: Yes. That’s what you said. 
 
Justin: Yeah and then the [15:00] second thing is is I just worked on this 

with Tamra in your group. Bundling. Oh my God I had no idea that 
you people love bundling. Bundling is like the new; it’s like plastics or 
something. Bundling is the biggest thing for you guys. So why can’t 
you take some inventory that hasn’t sold and bundle it with some 
good stuff and give that inventory; give those earrings if they cost 
you ten bucks, sell them for ten bucks. You could even sell them for 
five or whatever but bundle it with some stuff that’s selling so you 
can get rid of it as far as I’m concerned. 

 
Tracy: It’s like just a value add. 
 
Justin: Yeah I mean that inventory it has a little fungus by itself; maybe 

some mold. Take that inventory and bundle it with some other stuff 
and let’s get you paid. 

 
Tracy: You know what’s so funny and this is totally a sidebar but I was 

watching a movie on a plane about Somalia’s. I can’t remember the 
name of the movie. I travel a lot for work so it reminded me that one 
of the things that happens in these vintage sort of caverns that they 
grow the wine or store the wine is that fungus grows on those corks. 
That’s a little random sidebar and it’s not really even related to this 
story because we’re talking about wine we might as well bring it up. 

 
Justin: Yes that is correct. I actually know the movie you’re talking about. 
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Tracy: You travel a lot too I’m sure. So one of the other things that we 
spoke about before in the last call was learning how to budget for 
marketing because I think this is really important. People want to 
maybe run Facebook ads or do promoted pins or rich pins or 
something and they’re like I have no idea how much to budget for it 
or how to figure even out that number. So do you want to talk a little 
bit about that? 

 
Justin: Yeah I think we need to first make sure that everyone understands 

the term gross profit because that’s the number that we’re going to 
peg off of to determine how much I want you guys to invest in your 
business. So the gross profit is basically the sales. The amount of 
money that you make from selling something minus the cost to make 
what you’re selling. So does everyone get that? 

 
Tracy: Mm-hmm (affirmative). 
 
Justin: Sales minus cost of goods sold. I think most people know that. 
 
Tracy: Yeah they should know that. We’ve taught them that. 
 
Justin: Yeah. 
 
Tracy: Hopefully they know. 
 
Justin: Okay. 
 
Tracy: If they’re new to Flourish and Thrive go check out some of our 

trainings about the financials because that’s really important to 
understand gross profit. 

 
Justin: Yeah. So now that you know what your gross profit is and it’ll change 

every month but you can take an average for the month. So another 
example let’s just say that you sell 20,000 dollars worth of jewelry 
and your cost of goods sold is 8,000 dollars so your gross profit is 
12,000 dollars. Now with that 12,000 dollar number you can take part 
of that and invest in your business. A number that I like to use ideally 
is 10 percent. 10 percent of your gross profit should be reinvested 
back into your business. Notice I said reinvested not spent. Because I 
need you guys to make money off of the investment. The money is 
going to come back. It’s going to come back because [18:00] we’re 
going to get an ROI on it. 

 
Tracy: Yep. 
 
Justin: If it doesn’t come back that’s okay you’ll invest some money in that 

but I want you to get in the mindset of investing. So if we take 10 
percent of that 12 grand now we have 1,200 dollars for that month 
that we can invest in something. 

 
Tracy: Okay awesome. 
 
Justin: Cool. 
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Tracy: Yeah so and investing in any sort of promotion that you want to do 
but you said something also to think about what is going to be that 
return on investment? 

 
Justin: Yeah. So there’s two important points (1) if you can make three times 

your money that’s great. So three times so if you invest 1,200 bucks I 
want you to make 3,600 dollars in it could be your sales or it could 
be gross profit. Either one are fine for me. I’d like to say gross profit 
but if you could just sell 3,600 dollars worth of stuff that would be 
great because the markups for you guys are really, really big whether 
it’s wholesale or retail. 

 
Tracy: If they’re pricing right. 
 
Justin: Yes and you have them because I’ve seen them. 
 
Tracy: Yeah. 
 
Justin: Yeah. So three times is good but here’s the most important thing. 

This is the part of the show where I’m going to make sure that you 
are listening and staying with me. If you’re on the treadmill or 
whatever can you kick it up a notch I want you to really burn some 
sweat when you listen to this. Alright here’s the deal I can’t have you 
guys invest 1,200 bucks and get that money and make that money in 
like eight months. I’m sorry that’s way too long. I can’t have you put 
the money out there, invest it, tie it up, and then just wait a long time. 

 
Tracy: Forever. 
 
Justin: Yeah. I need that money coming back because that’s what cash flow 

is. This could be why you’re having some I call it the complicated 
cash flow dance. Now I did not make up that word. 

 
Tracy: The complicated cash flow dance. I like it. 
 
Justin: Yeah my designer she’s like you need to use that. Okay I’m using it 

complicated cash flow dance. What’s going on it you’ve got to pay a 
vendor, you’ve got to pay your bills on the vendor, you get your 
inventory, you make something, you invested it, and next thing you 
know you’re out that 1,200 bucks and you try to sell it to a store or 
online or whatever but someone isn’t buying for whatever reason. 
Now that money is tied up and the next month that comes along you 
might want to pay your bills, pay taxes, buy a new car, get a blow 
dry, whatever it is you want to do. 

 
Tracy: Get a blow dry. 
 
Justin: Yeah. 
 
Tracy: Get your hair blown. 
 
Justin: Get your hair blown out. I mean whatever it is and then you’re stuck 

with that 1,200 bucks in inventory that isn’t selling. So how should 
you think about this (1) you should think about it as can you make 
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three times your money? Will someone buy that? If you think they 
will then by all means go all in but maybe you got to put on your 
money floaties and you’ve got to test it out and see if it works. So off 
that 1,200 maybe you invest 300 and you kind of see if it works. If it 
works you put on your afro wig and you go big with 1,200 bucks. 

 
Tracy: Yep. Go big, go deep, double down right. 
 
Justin: Let’s go to the moon with jewelry. 
 
Tracy: Okay so we touched [21:00] on this a little bit but a lot of times 

designers are really, really bootstrapping it and in some cases maybe 
they’re not pricing their products right or at the end of the month 
there’s just not a lot of cash. Do you have any ideas of how people 
who are feeling a little bit more cash strapped that they can in 
addition to what we’ve talked about can sort of like budget a little 
more easily? 

 
Justin: Yeah. Well I know that you and I are both not a fan of discounting. 
 
Tracy: No. 
 
Justin: But once in a while if you feel like you need to do something you can 

have a flash sale and do that but that’s maybe once or twice a year 
because if you’re discounting a lot you’re training people to wait for 
a discount and then the buyers who are buying from you will only 
buy with a discount. It’s kind of like the Groupon thing. It really 
doesn’t make sense to me long term. 

 
Tracy: Yeah. 
 
Justin: But I think there’s a lot of answers and I’m just going to go rapid fire 

on what people can do. 
 
Tracy: Yeah let’s do it. 
 
Justin: The first thing is. 
 
Tracy: We’ve got time. 
 
Justin: Is maybe you need to just bring in new leads. Maybe your buyers are 

not the right buyers. 
 
Tracy: Right. 
 
Justin: So it could be a lead problem. The next thing is maybe your offerings 

are not converting. Maybe what you’re pricing and it’s hard to go 
into that on a podcast but maybe your pricing and the display of 
your offer is confusing to the buyer and they don’t see the value. 
Maybe you can get someone to buy some stuff especially wholesale 
people. I actually have someone in my group who does this. She gets 
them just paying monthly.  

 
Tracy: Right. 
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Justin: The wholesale buyers are buying her stuff. She sells candles. Every 

month they’re just buying. So she’s not freaking out about the cash 
flow. Now that’s a little bit of work and you have to really get a 
wholesale buyer to commit to that but if you can get a wholesale 
buyer to pay you 2,500 bucks a month you’re not going to be cash 
strapped. 

 
Tracy: Yeah. 
 
Justin: So that’s that. I also think I don’t know are affiliates big in your 

business or? 
 
Tracy: There not huge.  
 
Justin: Yeah. 
 
Tracy: It’s something that I really want to dive deeper into. I think that 

there’s a huge opportunity to partner with bloggers and influencers. 
 
Justin: Mm-hmm (affirmative). 
 
Tracy: And affiliated partnerships if they’re willing to spread the word about 

your work. I’ve done it several times in a different way not with an 
affiliate necessarily but partner with a blogger. They wrote a blog 
post, created an offer for their community, and then I would get sales 
off of it.  

Justin: Yeah. 
 
Tracy: So you can think of about partnership opportunities or cross selling 

or co-branding. 
 
Justin: Yeah. 
 
Tracy: Where you partner with someone else to promote each other’s stuff 

or even I think creating an offer and maybe you even said this meet a 
candle person and then you have jewelry and then you create a 
Mother’s Day package together and then you’re both selling the 
product. 

 
Justin: Yeah. 
 
Tracy: To your different audiences so you’re able to sort of expand across 

different audiences. 
 
Justin: I also think Tracy when a business owner is at that place where 

they’re really, really cash strapped there are a lot of reasons that are 
making a business owner get to that point in time and I think 
[24:00] it’s very important that we go back and we look at what are 
the main causes of that? Cause yeah we could do a flash sale or 
something quick but in my mind that’s like drug money. 

 
Tracy: Yeah. 
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Justin: You’re doing that one time and then if you’re back to square one 
rather than having which you’re working on with your people. Is a 
serious plan, their messaging is right, their marketing is right. 

 
Tracy: Mm-hmm (affirmative). 
 
Justin: They’re working on their business. They’re establishing joint venture 

partners. They’re really putting themselves out there. I have a feeling 
that sometimes business owners just hide. They don’t want to put 
themselves out there and their product is getting seen. Well if it’s not 
getting seen people can’t buy it. 

 
Tracy: Absolutely. Yeah you need to be seen and heard. 
 
Justin: Yeah. 
 
Tracy: As my friend Jin Kim says right. 
 
Justin: Oh yes absolutely. 
 
Tracy: Be seen and heard. So I just want to throw this in here because I was 

listening to it this morning or maybe yesterday. I listen to a lot of 
books on tape and I listening to a book called “Influence” right now 
and I think it’s an old school sales book and there is a case study in 
that book that in the beginning of the book about a jewelry company 
and she was stuck on some inventory that was just sitting in her 
store and the way that she moved the inventory was actually to 
nearly double the price. 

 
Justin: Wow. 
 
Tracy: Because the perceived value for the piece. 
 
Justin: Yeah wow. 
 
Tracy: It was like something that was just like sitting there. 
 
Justin: Wow. 
 
Tracy: So you can test that too. Like even raising your prices or playing 

around with different price levels to see if people will react because I 
feel like sometimes people; the reason why people are cash strapped 
is because they aren’t communicating (1) the value of the work and 
so they immediately tie that into the pricing then it’s too expensive 
or something. I hear people say this all the time. But if you’re 
communicating that properly or getting it in front of the right 
audience for the right price because the right price isn’t cheaper 
necessarily. 

 
Justin: Yeah, no I agree yeah. I think we could have a whole podcast on this 

one topic. 
 
Tracy: I know. 
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Justin: Which I kind of touched on when I spoke to your group is about the 
customer’s buying psychology. 

 
Tracy: Yeah. 
 
Justin: I mean to me… 
 
Tracy: Let’s do it next time. 
 
Justin: And I don’t even know half of what you’re talking about with the 

perceived value and when you talk about bundling and offers and I 
think there’s something to be said and I don’t know how I can 
quantify this but social proof. And I’ve heard you talk a lot to your 
people about it’s great to get testimonials, if you can get anyone 
famous to wear your stuff and tweet it out. 

 
Tracy: Exactly. 
 
Justin: So think about this and I don’t know if you can put a number on this 

but think about let me ask you this. What is your return on social 
proof? How cool would that be if you could somehow track or at 
least be intentional and be like okay social proof that’s interesting. So 
I was on MSNBC. Am I going to get someone to call me and be like 
oh you were on MSNBC I want to do business with you? 

 
Tracy: Mm-hmm (affirmative). 
 
Justin: No but in fact can I digress for a minute. 
 
Tracy: Yeah sure. 
 
Justin: The thing about social [27:00] proof is the people at Tony Robbins 

saw me on MSNBC. I sent them that and that was the seal the deal to 
get me to present to the Tony Robbins community. 

 
Tracy: That’s amazing. 
 
Justin: It was all from an MSNBC gig which was social proof. So what I think 

you guys should be thinking about is how can you leverage social 
proof so that ultimately you can make money. I think it’s about giving 
to the people that you want to establishing relationships and then 
when you get that social proof you need to leverage the heck out of 
that and make sure that everyone sees that and position yourself as 
a serious Fing business owner. 

 
Tracy: Yeah. 
 
Justin: Who drinks wine. 
 
Tracy: Who drinks wine. 
 
Justin:  Yeah. 
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Tracy: Yeah I think there’s so many ways. I love this conversation. Social 
proof is one of my favorite things to talk about because it’s been so 
powerful in my business. Its interesting social proof can be leveraged 
in so many different ways like we have a designer in our Mastermind 
right now that has an incredible business. They’re killing it on their 
website and on Etsy which you know you don’t hear a lot of 
designers doing amazingly well on Etsy but they have an insane Etsy 
business and she just got coverage in Glamour Magazine and it’s 
interesting because a year ago they got coverage in something else 
like Country Living. I might be getting it wrong and they had tons of 
sales but Glamour is not producing the same amount of sales but the 
prestige of being in a magazine like Glamour is so much bigger that 
it’s going to be leveraged in a totally different way down the road. 

 
 And then my second story about social proof is that social proof can 

come in many forms right. It can come from being on MSNBC, it can 
come from being on a really amazing magazine, it comes from client 
testimonials, maybe bloggers, influencers, whatever so many things. 
My favorite thing is really highlighting customers. So a couple years 
ago I worked with these two people Kelly and Tyler. Kelly called me 
up. Tyler ordered a ring from me like six months later. They end up 
getting engaged almost right away and they were like kind of 
hipster, creative people so they had their friend take a video. I can’t 
even say it but take a video of their engagement which was really 
cool. Then they told me right away that they got engaged. They 
were so excited and then they’re like oh check this out. They had a 
video edited with a story because they’re so creative and a minute in 
it says and I can’t thank my partner in crime Tracy Matthews enough 
for helping me plan this beautiful ring and this whole process and 
then it goes into their engagement story. 

 
 So they were sitting there. She’s a wedding photographer and she’s 

sharing it with everyone. He’s in a band and he’s sharing it with 
everyone. That one video and that one client that I worked with 
because they loved working with me so much has referred a string of 
probably seven clients in the last five years and for engagement 
rings that’s a lot of money and they’ve referred their friends and then 
their friends that I’ve worked with have referred their friends.  

 
Justin: That’s amazing. 
 
Tracy: So it’s this huge cycle [30:00] that you don’t necessarily know in 

the short term but the long term effect of that kind of stuff can be in 
the impact. So it’s really, really an important tool. 

 
Justin: Yeah I agree. 
Tracy: Yeah. 
 
Justin: Totally. 
 
Tracy: Anyway so that was fun. 
 
Justin: Are we done? 
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Tracy: We don’t have to be. What else do you want to talk about? 
 
Justin: Well I think I want to add one more thing to what you’re talking 

about is pretend everyone that it’s January 1st and you’re looking out 
for the year. How is it that you want to invest in your business with 
this social proof concept? What is it that you want to do? Where do 
you want to be seen? What kind of positioning do you want to have 
for yourself? Be intentional with it. It may cost you some money 
because you might have to fly somewhere or go somewhere or 
actually meet someone but be intentional with this. Set the intention 
of being seen in a different level and if you stick with it it will pay 
massive dividends and you’ll make some serious cash. 

 
Tracy: Awesome. Justin we covered so much ground today. We talked 

about budgeting. We talked about saving money. We talked about 
planning. We talked about social proof. This was an awesome 
episode. Thanks for coming over to my recording studio/apartment. 

 
Justin: Thank you very much. It was great to see you. 
 
Tracy: So where can everyone find you and tell us a little bit more about 

your book? 
 
Justin: Yeah so my book is called “Money You Got This.” It’s written for 

people who kind of have financial ADD. You don’t want to read a 
whole money book because you’re never going to read that. You’re 
going to have a glass of wine and read two pages and put it down. 
So I wrote these short stories that are literally two pages. You can 
read two pages, put it down and take a nap, wake up read another 
page, put it down for a year, grow your hair out, whatever it is and 
read it again. It’s a really funny book. It’s just short stories that gives 
you key money lessons and where can you find me? You can find me 
everywhere but I want you to go to this site. Go to 
www.cashflowgift.com and in there I’ll summarize the three points 
that I think you should do based on this podcast. Three things you 
should do right now with your cash flow to make you feel like you 
got this. www.cashflowgift.com.  

 
Tracy: Awesome and remind us the name of your book because I’m not 

sure that you said it. 
 
Justin: The name of my book is called “Money You Got This.” 
 
Tracy: “Money You Got This” by Justin Krane. You guys I took a little peek 

inside and it’s really funny. You’re going to love it. 
 
Justin: Thank you. 
 
Tracy: And who doesn’t want finances to be funny. There is no better way 

to learn right. 
 
Justin: For sure. 
 
Tracy: Alright. Thanks for being here. 
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Justin: Thanks again. 
 
Tracy: Thanks so much for listening to the episode today. What an 

awesome show. Justin is hilarious. Make sure you go grab his book. 
You can check out all the things that we spoke about over on the 
show notes over at www.flourishthriveacademy.com/episode71. 
That’s www.flourishthriveacademy.com/episode71. Now if you liked 
this episode and you’re loving our podcast you know what I’d really 
love for you to do? I’d love for you to share it with your friends in the 
jewelry business. [33:00] In fact even if you have another friend in a 
product based business or a friend who’s a maker who might not be 
doing jewelry please share it with them because we really love to 
spread the word about the show and get the message out that the 
business of being a creative doesn’t have to be dodgy. It can be 
super fun at the same time. 

 
 Thank you so much for listening today. Until next time this is Tracy 

Matthews signing off. 
	

 


