
 

4 Ways to Spike Your Sales this Holiday 
 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
Once you start going deep on something and it’s working, start to think outside of the box on how 

you can improve it and get inspired by other designers who’ve done this really well.  
 

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 #102. I am so excited to be 

here today. Of course, it’s Tracy Matthews here. The Chief Visionary Officer over 
at Flourish and Thrive Academy, and your host today for the Thrive-By-Design 
podcast. Not that I’m usually not the host, but I know I say that every single 
time, but here I am every week bringing you some jewelry business goodness to 
your inbox or to your business.  

It’s mid July the time when this podcast is airing. The cool thing about July is 
this is the perfect time to start preparing for the busy holiday because things 
really start to get a little crazy around August because we’re starting to prep for 
the holiday season. For those of you who do wholesale in your business and 
you’re selling to stores, you know that a lot of store owners are going to shows 
or planning for their holiday buys. Right now is a time to start getting ready for 
that season, and it might seem early for some of you, especially if you’re just 
selling direct to consumer or on your website.  

What I want to tell you today is that it’s never too soon to get ready. When we 
plan launches the businesses that we support here in our mastermind program 
and some of the other offerings that we have over here in the Diamond Insiders, 
which is our membership community, and in our other courses and stuff like 
that, we’re always recommending for the designers to start planning well in 
advance so they’re ready to go once the season happens.  

So I wanted to talk about Four Ways to Spike Your Holiday Sales this Holiday 
Season. It’s going to be a really fun episode because I’m going to be pulling up 
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some oldie by goodie resources. I have a brand new freebie for you that I’m very 
excited about that I can’t wait to share with you. It’s called the Sales Amplifier 
Formula, and we’ll be talking about that a little bit later. I’m just going to be 
sharing some things that you could be doing now to really improve your impact 
over the holiday season. I want to dive right in, but before I do, I would love to 
take a word from our sponsor. 

The sponsor for today’s episode is www.halsteadbead.com. Halstead is an 
amazing company. It’s a family owned business. They’ve been around for a 
really long time, and they’re really dedicated and committed to helping 
emerging designers who are independent designers grow their brands and 
grow their business and get to the next level. They do that in a lot of ways. They 
are a wholesale jewelry company. [3:00] They have really amazing supplies, so I 
highly recommend them. They’re one of our favorite resources to recommend 
over here at Flourish and Thrive. I’m going to tell you a little bit about a 
discount that they’re offering for Flourish and Thrive designers who have never 
purchased from them before.  

The other thing that I really love so much, more than anything about Halstead, is 
their commitment to supporting small jewelry designers. They do this in a really 
specific way by offering a grant every single year. August 1st is coming up in just 
a few weeks. August 1st is the deadline, that’s why I’m bring up this date, to 
apply for the Halstead Grant. It’s a really amazing grant. We had several 
Flourish and Thrive designers last year become the runners up, and I would 
love for a Flourish and Thrive designer to actually win the grant this year. I 
highly recommend that you apply.  

Part of the application process is answering a bunch of questions about your 
business to really get you thinking about your business plan. If you listen to me, 
and you listen to Robin and you listen to our other coaches here at Flourish and 
Thrive, you know that we are all about planning, but not making business 
planning overwhelming like writing a 30 page business plan like I did in the 
beginning years of my business, which I think is pretty useless for creative 
people if they’re never going to look at it, unless you’re trying to get funding. 
Really more from the sense of using it as a tactical plan. You’re going to fill out a 
couple of questions to help you really think through your business plan, and 
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they’re going to review those applications and pick one amazing designer who 
wins $7,500.  

You can invest that in developing new collections. You can invest that in 
marketing your brand. You can invest that in a new sales channel, whatever you 
want to do. I really love what they’re doing for emerging designers, so I highly 
recommend that you go check it out. Head on over to 
www.flourishthriveacademy.com/halsteadgrant and we’ll have the link for that 
in the show notes as well over here at Episode #102. 

I mentioned a little discount to you. I want to bring this up so that you can all 
take advantage of this. Halstead is offering $10 off to any order of $100 or more. 
You can grab that by using the discount code FTA2017, by placing your order 
over at www.halsteadbead.com. Alright I’m really encouraging you super hard 
to go apply for that grant. You got a couple weeks left. Don’t wait til the last 
minute. Make sure you download the application, fill it out and submit it. 
Remember the early bird gets the worm. We’ve been talking about this a lot 
lately. Make sure you head on over to www.halsteadbead.com, apply for the 
grant, and become eligible to win. You’re going to be amazing. Some really 
awesome designers have won in the previous years. So, we’re looking forward 
to supporting you in your jewelry business ventures with our partner Halstead.  

Alright so let’s dive into the episode, Four Ways to Spike Your Sales this Holiday 
Season. [6:00] I’m excited. Are you? Let’s dive in. First and foremost one of the 
things that I teach and Robin is super adamant about too, as far as planning your 
sales and understanding what’s really working for you, is to make sure that you 
start with this very important step. This is step one in this process of spiking 
your sales. The first thing that you want to do is to evaluate what worked last 
year so that you can go deep on that strategy. Evaluation is something that I 
think a lot of designers forget to do, and I want to share a story with you about 
why this is really important.  

When I started over my custom jewelry business I had a lot of ideas on how I 
wanted to show up for my jewelry brand. It was pretty simple when I had Tracy 
Matthews Designs because I was pretty much primarily doing wholesale. 
Ninety-five percent of my business came from wholesale. Five percent was 
direct to consumer, and a smaller fraction of that was website sales, because 
people weren’t shopping online as much back then. By the time that ecommerce 
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sort of came around I was on the way out to closing my business. I didn’t do a 
ton of ecommerce back then, but I wanted to share that with you because my 
focus was really narrow, and I was very successful by keeping my focus narrow. 

When I started over I had all these ideas of things I wanted to do. I wanted to 
freelance for other designers. I had this idea that I wanted to broker diamonds, 
recycled diamonds from people who had maybe gotten divorced and resell 
those. I wanted to do my custom jewelry of course. I wanted to do heirloom 
redesign. I wanted to freelance. I think I mentioned freelance for other 
designers. I also wanted to do private label for companies and design for them. I 
also had this offering for branded design. As you can see, there was a lot of 
things that I was trying to do, and I also was throwing consulting into the mix, 
which I was doing through my Tracy Matthews brand.  

So there was a lot of things. There was a lot of energy put into all these different 
revenue streams. What I didn’t see at the time, I was thinking oh, more 
offerings, more better, right. More offerings, not better. Let’s just put it that way, 
because what ended up happening is my energy started getting spread really 
thin. So I did this exercise where I mapped out every single revenue stream that 
I had, and I figured out how much income was coming from each of those 
revenue streams. I tied a percentage to that, and then I also tied a happiness 
level. 

What I realized was that most of my business was coming from the custom 
jewelry, the heirloom redesign, those two things, which are kind of grouped 
together because the custom jewelry and heirloom redesign are sort of one 
thing. So, we’ll just call that one thing. I at the time had a really big freelance 
project that I was working on. I was freelancing for a company called Stella and 
Dot, which kind of came about randomly, and I knew that my two primary 
offerings that I did the best work at were, as I mentioned, the heirloom redesign, 
but then also engagement rings and wedding gowns. [9:00] 

So I had all these other things that I was doing. The branded design, private 
label, all this stuff. It was stressing me out because I would put together a 
private label package for someone, let’s say, I design a collection for them, but 
they would want all these revisions, and I had accounted for some revisions, but 
then they kept wanting more and I’d already set up a retainer of hours that I 
was going to work on it, and a lot of times it would go over. So I wasn’t 
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necessarily making what I wanted to on those projects. It became more work 
than what it was worth.  

Then I started doing branded design and what I realized was that I really 
wanted to be of service. I had this idea where I would work with entrepreneurs 
and develop jewelry collections for them, and I would still consider it if it was 
the right person and the project scope was in the right price range, it’s still 
something I would consider doing. But what ended up happening is that it 
wasn’t like the turnaround or the price or the investment of time that I was 
putting into it wasn’t really paying me financially for the amount of time I was 
putting into it, and I was coming up against some price resistance because these 
entrepreneurs weren’t educated on how the jewelry process worked. They 
don’t understand how the whole sale jewelry process works, and they didn’t 
understand why I had to give them minimums.  

Quite frankly, something happened really recently where I had agreed to reopen 
a branded design project with a customer who I designed something for his 
daughter down the road, and he wanted some pieces from the same model 
designed in gold. I said yes, and it ended up being one of the most challenging 
projects that I’ve ever taken on in the history of my business for a couple of 
reasons. His expectations weren’t properly set, even though I tried to set them, I 
wasn’t communicating clearly enough on what to expect, and I was under 
promising and over delivering because I wasn’t able to deliver what he wanted 
in the timeframe based on his expectations. Even though I educated him and 
told him, it was a lot of money, but in the long run I ended up losing money on 
the project, based on the amount of time that I spent on it, and based on the 
damage control that I had to do.  

This was over the course of five months where he kept reordering the same 
pieces over and over. I had not clearly set expectations. I kept saying yes to 
timelines I thought I could meet, but in the long term I wasn’t able to meet them 
because two weeks is not enough to get a piece of custom jewelry designed, 
even if a model is made and all those sorts of things. So, I realized as I grow in 
business and as I start to think about this more, it’s really important to focus on 
what you’re best at, and let go of the things, even if it’s bringing in a lot of 
money, that you don’t feel either excited about or that you’re doing really well.  
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So I want you to evaluate what’s working really well for you. So you want to 
evaluate where the revenue streams are, how much money is coming in for that, 
the percentage of revenue overall, and the excitement for those things, because 
sometimes something has a high revenue stream, but the excitement level is 
low. That’s part of the reason why I closed my wholesale business years ago, 
because despite some of the things that happened internally in my business, my 
excitement level for wholesale had dwindled. [12:00] Whereas for some people 
selling to stores is really exciting and they love it. I loved it for many years. It’s 
really important, if you have to love it, if you’re spending most of your time 
doing it, so remember that.  

Make sure that you have a high excitement level and then I want you to focus on 
only three things that you are going to do really well, and you can eventually 
add on other offerings if you want to. Your core offering can only be one thing. 
This is like the revenue stream of where things come from. For you it might be 
that you’re selling to stores. You’re focusing on your ecommerce, and those are 
the two things that you’re going to do. For other designers it might be focusing 
on ecommerce and your specific festivals or live events that you’re doing for in 
person. You might add another thing on there when you’re doing sample sales 
three times a year.  

You decide what those revenue streams are. You probably have some history, if 
you’ve been in business for a while of what’s really working for you. Another 
example might be that you have X amount of sales on your website, X amount 
from Etsy, because I would consider those two different revenue streams, and X 
amount in your retail co-op shop that you’re part of. There’s a million different 
scenarios, as you can imagine.  

We have this process, this framework that we have in our Supercharge Your 
Jewelry Sales course that really helps you evaluate this. So it’s basically a plug 
and play thing so you can really look strategically from a framework perspective 
and dive into the numbers so that you know what’s actually working. I think 
that this really important for you to think about as you’re growing your 
business and figure out a system for yourself. If you want to make it easy on 
yourself, you can grab out Supercharge Your Jewelry Sales course, because all 
the framework is already set up in there for you.  

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2017| Flourish & Thrive Academy 



 
I just wanted to mention this because this first step is really important, so don’t 
skip it. The next step, and I’m going to reference some previous podcasts that 
we’ve done and a couple of resources. Hang tight, take some notes or come over 
to the show notes where everything is listed out over at 
www.flourishthriveacademy.com/episode102 and everything will be listed in 
the links in the show notes.  

The next thing that you want to do is to create a holiday sales and marketing 
plan now. So you want to start mapping out how you’re going to put yourself 
out there. If you’re planning some events, start getting those on the calendar. 
Start getting any in person trunk shows that you’re doing at people’s homes. 
Even though I was primarily a wholesale brand and getting covered in 
magazines back in the day when I had inventory, I always did sample sales or 
holiday trunk shows around the holidays, and I did them in a couple of different 
cities. So if that’s part of your business model, I would highly recommend that 
you get those on the calendar now. Start planning. Maybe partner with another 
type of designer, maybe a handbag designer or someone who had gift items, and 
make it a party. Really great time to start planning these out now.  

So you want to start thinking about what you’re going to do. Are you going to do 
promotions around your website, are you going to be trying to get into stores. 
Remember if you’re selling to stores, August is the time that they start buying. 
So, after September, most stores are usually bought out for holiday, unless 
you’re already selling to them, they might send you some fill in orders 
throughout the holiday season. So, just keep that in mind. If you want to sell to 
stores, you need to start now and [15:00] get everything ready to go, your 
collections ready and all that stuff ready to go, as a sidebar.  

You want to map it all out, and you do this by creating a marketing plan. I did a 
great episode on this over at www.flourishthriveacademy.com/episode88. I’ll 
have all these listed in the show notes, so don’t worry about it. In that episode 
we talked about how to create a really awesome marketing plan for your 
jewelry business in general or for any promotion, but this is a great time for you 
to get started and do that. Then you want to map out your email marketing 
strategy and also your social media plan. I think it’s more important to map out 
the email marketing strategy a little deeper in advance so that you have an idea 
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of what you’re going to be offering. Of course we have a podcast for that over at 
Episode 89 to kind of walk you through it.  

As you can see the Spring was all about creating promotions. So if you haven’t 
listened to that episode or you want a little refresher, make sure that you listen 
to that about creating an email marketing plan. That’s going to really help you. 
You also want to consider the content that you’re going to create for your 
promotion. 

Content could be any graphics that you’re designing. It could be any blog posts. 
It could also be the contents of your newsletter. It could be anything that you’re 
using to promote your brand on Instagram, Pinterest, Facebook, on your blog. It 
could be your PR pitch. However you’re going to get exposure. Think of your 
content marketing plan and come up with some content creation ideas so that 
you can map that also out on your calendar. We have some really amazing 
trainings all about this in our Diamond Insiders community. We even have a 
pretty profitable promotion, planning challenge, and we also have two Black 
Friday trainings in our Diamond Insiders. So if you’ve never checked out the 
Diamond Insiders, I’ll have a link in the show notes, so you can see what that 
membership is all about. Get on the waiting list for when we open it again, 
because we keep it closed. We only let a certain number of people in at a certain 
time, unless you’re joining us for a VIP version of one of our courses. Definitely 
check that out because the Diamond Insiders has a ton of frameworks for you to 
use like our Supercharge Your Jewelry Sales course that you can use to actually 
plug and play in your business. It’s really about the frameworks, not about 
learning more. It’s about using these frameworks in your business to get some 
success. That’s what we’re trying to do here.  

The next step when you’re creating this marketing plan, this naturally does 
something for you, because it helps you get prepared in advance. This is the 
third way to really spike your sales. When we’re working with our mastermind 
designers trying to help them plan their year, help them plan their holiday 
promotion season. When we’re working with our Diamond Insiders in a bigger 
group setting, we are really focused on getting people prepared in advance. This 
is going to require you to have your collections done. If you’re selling wholesale, 
you want to have your line sheets done. You want to have your pieces 
photographed. All these things done in advance. 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2017| Flourish & Thrive Academy 



 
Then you also want to create strategies that are going to support your goals and 
your plan. For instance, let’s say that your big strategy for the holiday season is 
to increase your website sales by 20 percent over last year. [18:00] That’s the 
big picture plan. You want to increase your sales. Then we have to think about 
the tactics that support that. What are we going to do to increase our website 
sales? It might be the offers and promotions that you have, so you’d want to 
plan those things out. It might be to create your email marketing plan. You 
might send out four emails a month, and focus on improving your click through 
rate on those emails so that you get people actually opening them and clicking. 
You can test copy, test what’s working, start tracking those stats so that you 
have an idea.  

You might also want to set up an abandon cart sequence, because I’ve heard 
from many designers I know from my friends who have really successful 
ecommerce businesses, and I know just from supporting designers in the 
Flourish and Thrive Community and from being an ecommerce shopper myself 
on other brands, the abandoned carts and a sequence that is really supported 
around that can improve conversions for sales by upwards of 30 percent. I’ve 
heard designers recapturing up to 50 percent of their abandoned carts. Imagine 
what that would do to your sales if you really implemented that.  

Then you also might have a promotion strategy of offering upsales and 
downsales or cross sales in your ecommerce system or structure. So, you could 
suggestive sell with your platforms. I’m not going to go in-depth here. I’ve talked 
about it on other trainings that we’ve done, but we have a really great training 
that talks all about this, not only for Black Friday, but for the marketing in our 
Diamond Insiders. So if you’re interested in checking those things out, you can 
head on over to www.flourishthriveacademy.com/insiders and get on the 
waiting list for the Diamond Insiders because the trainings that we have in there 
to set you up for a successful promotions are pretty insane.  

I’m not going to go in depth in that here, though, so it’s just something to think 
about. Think about an upsell strategy, a downsell strategy and maybe a 
cross-sell strategy so when someone puts something in their cart, you can start 
building the sale. There’s lots of ways to do that. 

You want to be thinking about the strategies and the tactics. As I mentioned 
before, we have some really great frameworks available for that in our 
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Supercharge Your Jewelry Sales course, which is pretty cool, to kind of help you 
map out the strategies, help you really think through the tactics. It gives you a 
bunch of ideas on things you can actually do so that you can plug and play and 
get this thing going. 

Also I want to tie this back to the evaluation piece, because the strategies and 
tactics will be supported by things that actually worked for you last year. So, 
you want to make sure that you’re focusing and doubling down on those things 
that actually work for you. I’m going to walk you through the flow of how to do 
this with our Sales Amplifier PDF that we’ve created for you as a free download 
for this episode.  

The next thing to do, the step four on how to spike your holiday sales, is to 
really go for it. What I mean by go for it, and it might sound super vague, is to be 
all in. If you’re going to do this, go for it all in. Focus on the things that are 
working. Pick one thing, do it well, and then move on to the next, do that well. 
One of the things that really clouds is that they’re not focused, and they’re trying 
to do everything. They’re throwing spaghetti against the wall and see what 
sticks. [21:00] If you’re going to pick a strategy, I want you to really commit to 
doing that thing really well. If your strategy is going to be something like 
improving your ecommerce sales, I want you to really think outside the box on 
all the things that you can do and really go for it.  

One of the upcoming episodes is going to be talking about what to do when 
you’re jewelry business hits a sales plateau, and I want to talk about this 
because a lot of people just do a bunch of things but they’re not really testing to 
see what works. So this is really part of the process. You want to make sure that 
you’re testing strategies, testing tactics that work for your brand, because this is 
not a one size fits all solution. You have to cater what works for you.  

For some people posting on Instagram every day they’ve got that on lock and 
they’re doing it insanely well, but for other people that might not be a strategy 
that works for them. Pinterest works better for them. Remember there’s no one 
size fits all here. It’s about what works for you. As a reminder too, once you start 
to test, you want to go deep on what’s working and really get those conversions 
increase. So I really encourage you to use something like Google Analytics, 
maybe get some sort of metrics tracking system where you can track where 
traffic is actually coming from. You can do a lot of this in Google Analytics, but 
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there are some softwares out there like Look At Reports. We use that over at 
Flourish and Thrive where you can actually track where traffic is coming from 
social media so you can literally see exactly where things are coming. Look At 
Reports does a lot of things beyond just social media, but try to get some 
detailed metrics in there so you can really analyze where your traffic is coming 
from and you know it.  

As I mentioned before, once you start going deep on something and it’s working, 
start to think outside of the box on how you can improve it, and get inspired by 
other designers who have done this really well. One of the things that I love 
about our Diamond Insiders, as I mentioned this before, our Diamond Insiders 
community and especially our mastermind as well. When you get groups of 
people together, they’re kind of different because our mastermind is a much 
more intimate setting. It’s much more handholding and in depth consulting 
from our team of mastermind coaches where we’re really getting in depth. One 
of the amazing things about a mastermind is that whether it’s more of an open 
group or a really tight group, is that you can get inspired by other people’s 
ideas. It’s one of my favorite things that I’ve done in my mastermind program 
that I’m part of with my mentor Ryan Levesque, is that the people in that 
community have really given me tons of ideas, not only how to uplevel my 
jewelry business, but also how to come up with better ideas to serve you here at 
Flourish and Thrive.  

The reason why I love that is because they’re not things that I would necessarily 
think about. So they can look with outside eyes at stuff that you’re doing, and 
tell you how to improve it, or they can share stories about things that worked 
for them, and you can tweak it for your business. It’s a really awesome way for 
you to get inspired. So, join a community of like minded people where it’s a safe 
space. We have a free group ourselves. It’s hard for some people I think to really 
tell all in a free group or something like that. So, I really encourage you to get 
some better higher level support in [24:00] a membership like the Diamond 
Insiders or a mastermind program or something along those lines. If it’s not 
with us, perhaps with someone else but of course we want you here.  

One of the things that we do in our Diamond Insiders as well is we have 
designers come in and share things that have really worked will in their 
business, and the reason why I love this is because it just gets us all inspired of 
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different things that we can do to really grow our sales and do the best that we 
possibly can in the holiday season. We’ve seen designers just getting super 
focused, and increasing their sales like crazy. So I really want that for you as 
well. I want to drive that point home with the go for it is to make sure you’re 
getting inspired by others who are doing it well already because they have a lot 
of insight that you might not be thinking about. Leverage those people.  

The other part of this is to structure your day when you’re going for it. You need 
to make sure that you’re spending your most valuable hours whenever you’re 
most productive during the day, preferably in the earlier part of your day and 
commit those hours to actually getting the most important revenue generating 
activities done. We know as a fact that if you wait later in the day, a lot of times 
that stuff gets skirted to the side, and we’re not actually as productive or it gets 
postponed until the next day. You want to make your commitments, make it 
happen, get those done early on in the day, and use the afternoon for things that 
aren’t as important because typically the trend is when you leave things to the 
end of the day, they get brushed off to the next.  

Just a little tip for productivity here. Structure your day, commit to the top 
things that you want to get done in the earliest part of your working hours, get 
those things done first and move on. The final step to this is all about dealing 
with your mindset. I know a lot of you struggle with putting yourself out there. 
You get overwhelmed. You want to make sure that you’re setting up yourself for 
success, that you have a daily practice or some sort of tool that you can use to 
overcome any fear of selling, any overwhelm that you’re having in your 
business, any anxiety. You’ve heard me talk about this before, but I think it’s 
really important to have a daily meditation practice if you can weave it in, even 
if it’s only for five minutes, and it’s super easy. You can get a meditation app or 
something and do a five minute meditation. You can do meditation anywhere. It 
doesn’t have to be sit down for 20 minutes to a half hour and meditate. You can 
do it just for five minutes on the subway, in your car. Keep your eyes open if 
you’re driving. Any time you can clear your mind or you want to clear your 
mind, great tool. 

Also one of my favorite strategies is also creating affirmation around anything 
that you’re fearful about. Affirmations don’t work in a vacuum. You need to 
actually be taking action towards your dreams. What they do is they help 
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reframe your energy and help you become more positive and help you think 
about your situation in a different way. Make sure that you’re taking care of 
your mindset, that you’re keeping your energy positive is maybe a better way to 
put it, and you’re taking care of all those fears and feeling of overwhelm. 

Alright, I think we got it in. Just under 30 minutes. [27:00] Well it will be a little 
more than 30 minutes now, as I wrap this up. I just wanted to remind you we 
have a really amazing free download. I love this little download. It’s a really 
pretty design, you can hang it on your wall. It’s a beautifully designed little piece 
of goodness that I wanted to share with you. It’s called the sales amplifier 
formula and it’s just a one page that you can take a look at. It walks through 
some of the things that I talked about today, to help you flow through a 
seamless sales cycle. If you’re interested in integrating some of these 
frameworks that I’ve talked about into your business, you definitely want to 
check out our Supercharge Your Jewelry Sales course.  

It’s one of our lower price point courses that we have because it’s really more 
about the frameworks and the ideas and using those frameworks to actually 
evaluate your business, set your goals, create the strategies, create your 
business plan, create your marketing plan. We have tools for all those things in 
there, and they are Flourish and Thrive approved frameworks that we have 
developed. If you’re interested in learning more about that, you can head on 
over to www.flourishthriveacademy.com/supercharge, and you’ll see on that 
page that we have an amazing VIP option. We have a home study and a VIP 
option.  

The VIP option is really for those of you who want to get support. You can join 
us for VIP for about $100 and the home study, but also grab membership into 
our Diamond Insiders so that you can get ongoing support for your business. It’s 
a really great way to level up and scale up and get some of the things that I 
spoke about here today on the show. Some of the trainings and some of the 
support that we’ve been talking about.  

I love this episode because we’re getting really focused on holiday sales, and I 
don’t want to bombard you with too many resources, but we’re going to be 
doing a roundup on this episode today of some of our favorite sales resources 
over here at Flourish and Thrive. Including things that are specifically catered 
towards summer sales and holiday sales so that you can get your business 
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prepped and ready for the best holiday season ever. I want to mention to you 
that if you are going to join us for the VIP option for Supercharge Your Sales, 
you get access to our Diamond Insiders. It also gives you access to our Ramp Up 
Your Holiday Sales course. It’s the only way that you can get into the course if by 
becoming a member of our Diamond Insiders.  

The course runs from August through December. It’s completely self-study, and 
it’s designed to help you week by week focus on the things that you should be 
focusing on to build momentum, and improve your holiday sales. There’s lots of 
strategical things in there, lots of tactical things, super great ideas if you’re 
really focused on building your business this holiday. Remember that most 
jewelry brands have most of their sales in the last four months of the year. So, 
this is really important for you to focus on this now.  

Alright check that out over at www.flourishthriveacademy.com/supercharge. 
Click the VIP option. You’ll be hooked up for Ramp Up Your Holiday Sales, as 
long as you stay a member of the Diamond Insiders from August through 
December. Thanks so much for joining me today. Have an awesome day. Have 
an awesome holiday season. Everything that I’ve mentioned will be linked over 
in the show notes. You can check that out over at 
www.flourishthriveacademy.com/episode102. Alright, until next time, this is 
Tracy Matthews signing off.  
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