
 

5 Ways to Sell Expensive Jewelry Online 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

If you’re selling really expensive jewelry and you have janky branding and things are not 
up-leveled or luxurious enough, people aren’t going to take you seriously, and they are going to 

bounce off your site. 

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 119.  Today we’re 

going to talk about how to sell expensive jewelry online and before we dive 
right into today’s episode.  I just wanted to introduce myself and in case you’re 
listening to the podcast for the first time.  I am Tracy Matthews, the Chief 
Visionary Officer over at Flourish & Thrive Academy and also the host of the 
Thrive-by-Design Podcast.  I love bringing you content every single week and I 
love doing these podcasts.  It’s something that I really look forward to.  As part 
of my responsibilities over here at Flourish & Thrive mentoring thousands of 
jewelry designers in the jewelry industry and really helping designers, makers, 
jewelers up-level their businesses and make more money doing what they love. 
That’s really what I’m passionate about because I am so passionate about fine 
jewelry business.  And we just wrapped up our Live! event here in New York 
City a couple of weeks ago, in fact, episodes 117 and 118 were a recap of me and 
Robin talking about the Live! event.  We had a great time.  We learned a lot. 
There were so many amazing takeaways.  We had great speakers and I’m just 
excited for next year.  We’re looking at the space right now and it’s going to be 
awesome.  In fact, we’re thinking about holding it at new venue that is beautiful 
downtown in New York City with an amazing view of the city so I’m very, very 
excited for Flourish & Thrive 2018.  It’s going to be awesome.  

You’ve been hearing me talk a lot about marketing online, digital marketing, 
getting more sales on your website over the past, I don't know probably like 
three, four, five weeks and we are going to continue talking about that as move 
into the holiday season.  I am always listening to you guys so if there is 
something that you want to hear about I would love for you to shoot us an email 
over at Flourish & Thrive Academy and let us know what topics you’re 
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interested in hearing on the podcast.  What I have been hearing from many of 
the members in our Diamond Insiders, in particular, but also members in our 
community in general, we hear that a lot of you want to be selling the majority 
of your jewelry through your website or your online platforms.  I totally get it.  I 
think it’s an amazing idea.  But many of you are stumped on how to do it.  So 
when we thought about how we wanted to curate our Live! even this year, the 
entire content was focused around sales and marketing and online strategy for 
you to help grow your online presence and increase your website traffic and get 
more sales online because at the end of the day a lot of us would like to stop 
working so hard at all of our weekend shows even though those are great bread 
and butter things.  I remember when I used to do the shows; I would be so 
exhausted at the end of the day.  I did love interacting with my customers in 
person so that was always a joy but I was also tired and it was hard.  It’s 
laborious work.  It’s not that you should stop doing those things but sometimes 
we want to have other options.  We want to be getting those customers who are 
buying from us at shows on to our website and actually buying from us between 
the shows and you know making money 24/7, waking up to an inbox full of 
orders.  [Laughter] Right?  I think that you would agree too.  So we developed 
this amazing scorecard that we’re not going to have up forever but it’s up and 
available now if you want to grab it for free.  You can head on over to 
www.flourishthriveacademy.com/momentumscorecard , that’s 
www.flourishthriveacademy.com/momentumscorecard.  I will also have it 
posted over in the show notes.  Here is the thing; we’re eventually going to start 
charging for this scorecard because it really is that good.  The people who 
attended our live event including the speakers stood up and said, “This is worth 
the price of admission in and of itself just for the Live! event.”  But on top of that 
the attendees were really blown away because it helped them see what was 
missing from their online presence and why they might have not been having 
the kind of success they wanted online and I know that for many of us we can’t 
see what we can’t see or as Robin likes to say, “You don’t know what you don’t 
know.”  So I wanted to create something that was really helpful and a useful tool 
so that you could see where your gaps were and so that you could see what 
needed to be up-leveled and changed so that you could get more sales on your 
website.  So I love it.  If you haven’t downloaded it yet, make sure that you grab 
it.  Set aside about 30 minutes of time to fill out.  It is longer than I was expecting 
it to be but it’s actually really good.  I highly recommend that you do this now 
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before the holidays are over because you might be missing something important 
and then end the holiday season you might be a little disappointed because your 
sales aren’t what you want them to be.  So head on over to the show notes at 
www.flourishandthrive.com/episode#119 or you can go straight to the URL 
www.flourishthriveacademy.com/momentumscorecard and grab it.  

So you might have also heard me talking about our Strategic Online Success 
Accelerator, yes it’s a tongue twister.  This is a new program that we have just 
released.  It’s starting officially January 1st but we’re starting with some bonus 
trainings up front here before the year ends to get you started.  This program 
was really developed because we had a lot of people asking for one-on-one 
coaching and that’s not something that we have ever really offered here at 
Flourish & Thrive until now.  We love this idea because a lot of you are 
struggling with digital marketing strategy and you’re getting group feedback 
from us but you really wanted an expert or to hire a coach to come in and help 
you with copy or come in and help you with your branding or come in and help 
you with figuring out why your website is not converting and you’re not getting 
sales on your site.  So this program was designed all around the idea that you 
guys need help and we’re here to help.  But the best part about it is its results 
focused.  Our main objective throughout this entire program is to see and track 
your results so that you’re growing every single month and that you’re getting 
more sales.  If that sounds like something you might be interested, we would 
love for you to apply.  As I mentioned, this is a $10,000 program, we are offering 
out of the gate a really reasonable value at $5000 a year.  We plan on raising the 
investment by the end of October by $2000 because we are already halfway full 
and we expect to be three-quarters of the way full by the end of October.  So if 
you want to join us in 2018, make sure that you head on over to 
www.flourishthriveacademy.com/SOS. 

Alright, I want to dive right into the program without further ado.  I am just so 
excited about the SOS program because I did within the last three days like six 
kickoff calls so it was pretty awesome and pretty amazing.  It was really, really 
fun.  I got to get know some designers really well.  I have five more calls lined up 
for tomorrow.  I love that the designers are taking action and a whole week’s 
worth of calls next week so I’m excited to get people moving forward.  
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One of the things that people ask me all of the time is, “Tracy, how are you 
making sales on your website?”  So I want to be very crystal clear.  I do not sell 
e-commerce on www.tracymatthews.com ; I am primarily a commissioned 
jewelry business.  I work primarily with private clients but a lot of my leads 
some through people who fill out my contact form on my website who I do not 
know.  I would say about probably 60 to 70% of my customers right now are 
coming through my website and they are converting – I’m getting them to 
convert to take my desire to action which is to fill out my custom inquiry form 
and take the next step to get on a call with me.  So this is really important 
because this kind of strategy that I’m going to share with you today is important 
if you’re selling things on your website that are more than a couple hundred 
dollars.  Here is the reason why.  Jewelry is an amazing product.  People love it. 
They want it but if you’re an independent niche brand or Indie designer or 
someone who is not like a Tiffany & Company or is not like a Cartier where 
people have name and brand recognition and you’re known for your iconic 
pieces of jewelry, they are probably not going to drop thousands of dollars or 
multiple hundreds of dollars on your website sight unseen when they have no 
idea who you are if they don’t know and trust you already.  So this has been a 
struggle for a lot of designers trying to convert cold traffic and this is the same 
thing for people who are just doing regular e-commerce.  People need to be able 
to trust you if they don’t know who you are.  So many of you are selling 
expensive products and you’re not sure why people aren’t buying.  I wanted to 
walk you through five ways that you can sell expensive jewelry online and these 
are basically conversion hacks that are going to get you to the next level because 
I remember when I started over and I launched www.tracymatthews.com from 
my original business Tracy Matthews Designs, I went from selling jewelry that 
was $50 to $300 and selling maybe 5% of my sales online to selling jewelry that 
was $1000 to upwards of $50,000 through my website.  My primary business is 
direct to consumer.  I’m not doing any wholesale anymore.  I do take on the 
occasional private label customer but it’s really far and in between because 
those projects are a lot of work and I really just prefer designing jewelry.  So this 
is exciting for me to share with you.  So I want to dive right in, let’s do it.  

The first thing that I think that is really, really important to get, especially if 
you’re in higher, higher price points, is to have a beautifully branded website 
but beautifully branded but also a high converting website.  Here is what I mean 
by that.  Your price point needs to match the look and feel of your branding.  If 
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you’re selling really expensive jewelry and you have janky branding and things 
are sort of not up-leveled or luxurious enough, people aren’t going to take you 
seriously, and they are going to bounce off your site.  So there are some 
statistics that we were throwing around at the Live! event and Kathleen Cutler 
who is one of our SOS coaches, she’s a Facebook Ads expert and also a sales 
funnel automation expert, was talking about how typical conversion rate is 1% 
conversion online.  So if you think about it this way, if you get 100 people on 
your website, one of those people will buy.  A really good conversion rate is 3%. 
So if you get 100 people on your website, three people will buy.  So if you start 
looking at your Google analytics and you aren’t getting at least one person 
buying something from you or filling out your form or however you’re selling 
and you’re selling expensive jewelry or regular jewelry, it doesn’t really matter 
and you’re not getting at least 1% conversion, there is really something wrong. 
We need to start being investigators to figure out why.  For those of you who 
sell expensive jewelry, this is a really important thing to look at; make sure that 
your branding matches your price point and the look and feel of your website. 
Don’t let this hold you up and you hold you back from actually putting yourself 
out there but it’s really important.  I think a lot of people miss the mark on this. 
I just want to tell you a quick story, when I started over I had a website that I 
loved.  It was beautifully branded.  It was sort of in alignment with the yoga I 
was teaching and had a luxurious look and feel.  There were two ways to enter 
it, one from my yoga site and one through my jewelry site.  The shopping cart 
was okay.  There were certain things that I didn’t love about it but it felt 
luxurious and I did get people filling out my form but not as many as I would 
have liked.  I remember that I had taken a program where I learned a little bit 
more about what was missing from my site and why things weren’t converting 
and what I realized is that like I had barrier to entry for people to actually get in 
touch with me.  So even though I had a pretty site people weren’t filling out my 
forms because I wasn’t getting that conversion.  Then I did a whole new rebrand 
and I moved over to WordPress site instead of a Juma site which I was on at the 
time.  I had not as well branded site, it was kind of scrapped together because I 
didn’t have a ton of money at that time but I had the flow worked out and the 
conversion strategy worked out.  So when people landed on my site they saw 
my jewelry, filled out my form and went to the next step.  So if you can see once 
I did my third redesign in three years, I think it was, I started getting leads 
nonstop because it made sense.  They land on my site, it was beautifully 
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designed, I told them what to do next and I started getting more sales and my 
sales spiked.  I want to remind you that it is not necessarily just one thing or the 
other, it has to be beautifully branded, but also set up for conversions, and that 
is incorporated in the design and in the flow.  So if you’re having our website 
professionally designed, you want to make sure that you work with a designer 
that understands how to get conversions for products on your site.  If you’re 
using a platform like Shopify or something that is templatized you can definitely 
do a lot of this yourself because those types of sites, especially Shopify, is set up 
for online conversion.  So I just wanted to mention that because we love Shopify 
over here especially for e-commerce.  Full disclosure, I’m still on a WordPress 
site and I will continue to stay on a WordPress site until I decide to do 
e-commerce some day because it doesn’t make sense for me to move.  

So the next thing that is a huge missed opportunity and a lot of you are missing 
out on especially if you sell expensive jewelry or luxury jewelry online is that 
you need to be able to address the common fears and objections from your 
customers.  So a lot of you have taken our Laying Foundation course and some 
of our other courses over here at Flourish & Thrive or maybe you’re a part of 
our Diamond Insiders community have heard us talking a lot about identifying 
your dream client but more importantly identify the fears and the objections 
that a customer who is potentially a dream client might have and really 
understanding what those fears and objections are.  So when I think of this stuff, 
I think about that they are probably worried if they don’t know who you are 
that you’re going to run off with their money and never deliver them jewelry or 
they might be worried that the quality is going to suck or they might be worried 
that you’re not a trustworthy person.  Or they might be worried that you aren’t 
really going to get them especially if you’re doing custom work.  So this is really 
important.  Customer commissioned work, it’s important to address how your 
approach to design so that when someone lands on your site and they start 
poking around and reading through your content and looking at your blog or 
your FAQ section, they want to know that what you offer is for them.  So you 
need to be really clear and you need to address all those common fears and 
objections through that content which is really, really important, you can do this 
through your blog content, you can do it on a FAQ page, you can do it by 
featuring client testimonials and showing them overcoming their objections.  If 
they were not certain it was right for them, you can sort of incorporate that into 
the testimonials that you’re getting.  You can use video content to address these 

 
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 



 
objections and then you can also have really strong policies and frequently 
asked questions on your website.  More importantly have some sort of work 
with me page especially if you’re doing custom or commissioned pieces where 
people can get to know you.  For a lot of you, if you’re selling e-commerce, this 
can be addressed on your about page as well.  But if you’re selling expensive 
jewelry and it’s e-commerce, it’s a really good idea to make sure that you have a 
lot of copy about this because if you don’t people are going to continue to 
wonder if it’s right for them to work with you or to buy something online from 
you.  

Another thing that is a really strong conversion strategy is to get people to buy 
expensive jewelry online is to know that they can get in touch with you.  So one 
of my favorite features is to have a live chat button or some sort of send to 
Facebook messenger button on your website so that people can contact you 
right away and they don’t feel like they have to wait a long time for an email. 
Live chat is a really, really strong and there is a lot of apps that you can integrate 
with your Shopify site or WordPress platform or some of the other website 
templatized platforms that are out there that you can integrate.  You can use an 
app on your phone to actually run the live chat so if you’re out, you’ll get a 
notification that someone is trying to live chat with you and you can live chat 
with them right away.  You can also live chat with them right through Facebook 
Messenger which I think is really, really important.  These are great things that 
you might not be thinking about.  I know that a lot of you want to sell online like 
hide behind your computer screen and not have to talk to anyone but if you’re 
selling expensive jewelry, you have to be courageous enough to get on the 
phone and talk to your customers.  If not then you should not be selling 
expensive jewelry because part of the process is to be able to connect with 
them.  

My next tip is – this is tip #4 – is use video to build trust.  Video is a huge tool.  I 
know I mentioned it in section number two to address common fears and 
objections but if you can show video on your site, you probably heard me 
talking about this before, that won’t often times convert someone to take the 
next action which is what we are trying to do.  So I have a two-minute video on 
my site that walks people through the process of me making jewelry.  Most of 
that video is actually B-roll and B-roll is footage that’s a combination of me 
sketching, me like researching online, it’s not me actually talking on camera, 
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pictures of my jewelry, videos of my jewelry, you know things that can be cut 
into the video to make it more interesting because you want that video to 
capture people’s attention and keep them engaged and you do that by being 
disruptive or interrupting the pattern.  So if it’s just you talking on the screen, 
you might lose them after awhile.  Anyway in our video you want to make sure 
that you’re identifying why it matters to the customer, more about how you 
work as a brand and as a designer, as a maker, etc, what your desired sharing 
proposition is, this is something that we talk about in Laying the Foundation, we 
help you map that entire thing out, and then also the next step so you want to 
tell them what to do next.  So at the end of my video, I say, “I would love to work 
with you, head on over to my form and fill it out”, basically.  So you want to 
make sure that you are telling them everything that they need to know in a very 
short concise period of time to build trust.  In fact, I had a customer who I’m 
working with on a $10,000 project, I was able to – actually it’s $12,000 project, I 
was able to get him to fill out my form just on the video and I share more about 
this story in a moment so stay tuned because this is really important.  That part 
of the process is a great part of it because if you can build trust using a tool like 
video, you can start to build customers for life.  

So I’m going to tell you the story of my client, Richard, who reached out to me in 
January of last year.  We’ve been working on this project for quite a while but 
he’s not delivering the piece until November or December so we started the 
project probably early summer.  We got on the phone a couple of times.  I talked 
to him right as soon as he filled out the form.  He told me what he wanted.  I 
explained to him my process and he had an original budget of $5,000 and I said, 
“That’s great, you know I’m happy to work with you on this but I just want to let 
you know that here is what to expect for what is you want.”  So right away he 
went up to a budget of $10,000.  I can go to $10,000 is basically what he said.  I 
said okay and we started designing and he started giving me more information 
about what he wanted, the type of design, all of these things and I got him on the 
phone and I said, “You know look, I really want to work within your budget but 
based on these perimeters, here’s how it’s coming out.”  We had a great 
conversation.  He said, “That’s fine.  We can go up to $12,000.”  So just by getting 
him on the phone, I was able to upsell him from a $5,000 project to a $12,000 
project just by telling him and giving him information, sharing with him the 
process, how things are made and just sharing about how what he wanted was 
really X kind of project as opposed to Y kind of project.  I wasn’t on the phone 
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selling him more; it was just giving him information.  This is really important so 
my tip #5 is really about getting people on the phone.  If you’re selling anything 
over $1000, you need to be available to talk to people.  So have them fill out a 
form, or if it’s e-commerce, you can have a button underneath the buy now 
button on your website that says “Not sure about this product, live chat with us 
or give us a call.”  You can have them call directly from your site or pick up the 
phone and call or schedule a time even to have a call with you.  It’s just a great 
way to get people more information about your product.  Get them to know who 
you are and get them to trust you.  So I don’t want you guys to be afraid of 
getting on the phone.  This is a really, really important trust building tactic that’s 
going to help you sell more online. 

So one of the things that I heard a lot of you saying is like, “Tracy that’s really 
not selling online, that’s selling on the phone.”  Well, yeah sort of but like I said 
before like if your objective is sell more jewelry through your website that 
should be your objective.  E-commerce is a different strategy.  It’s typically a 
little bit better suited in general for lower price point products because they are 
a no-brainers.  People can pick them up.  But if you’re selling something 
expensive, you have to be willing to take these extra steps or don’t expect to get 
sales.  I’m not saying that it’s going to happen if you don’t do this but you’re 
chances of it happening and building a really strong business online is going to 
be like significantly higher if you’re willing to do these things.  

So I want to recap here so we can kind of walk through it all.  You need to have a 
beautifully branded website that is actually set up for conversion so you need to 
be working with a designer or you need to be working a platform that is 
designed to send people through the flow of the sale.  You need to address 
common fears and objections on your website so you can do this through your 
blog content, your video content, your FAQs, your policies, your about page, all 
those things.  That helps them identify if this is for them or not.  This is really, 
really important.  The more you can get them to say oh that totally sounds like 
me, I would love to work with this person, the better chances you are going to 
get a sale.  Have a live chat function or a messenger function on your site so that 
people can get in touch with you right away; make it easy for people to get in 
touch with you.  Use video to build trust.  This is #4, this is really, really 
important.  Video is going to be a game changer for all of you.  At our Live! event, 
I mentored one of our mastermind designers this year, Jocelyn Crane of Falkora 
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Jewelry.  I really encouraged her to get video on her site and man, everyone in 
the room.  We showed her video, everyone in the room was crying at the end of 
the day.  So video has this power to help you really create an emotional 
connection with people so that they want to buy from you.  Finally, do not be 
afraid to get people on the phone.  It’s not that you need to list your number on 
your website, but have a way for people to get in touch with you and book a 
phone call.  It could be through a scheduling link, it could be that you have a 
Google Voice number on your contact page or you have a Ring Central number 
or something where people can call a number that rings to your phone, and they 
have a way to get in touch with you.  This is really, really important.  You’re 
going close so many more sales if you actually are willing and able and open to 
talking to people, I do it every day you guys, I run a multiple six figure business 
selling jewelry, very part-time that is in the $1000 to $50,000 price range every 
month.  My business is very profitable.  It allows me to travel.  This is like what 
my fun money basically; it allows me to do all the things that I love to do.  It 
allows me to go shopping and live here in New York and it totally supports my 
lifestyle.  So imagine, you know, what it could do for you if you follow these tips 
and you’re selling expensive jewelry how you can have the lifestyle of your 
dreams.  I’m not saying that your desired lifestyle is my desired lifestyle but this 
is a really awesome way for you to be able to get your passion out into the 
world, get people wearing it and also feel less stressed about hustling for the 
next sale about you’re actually going to get that sale.  It’s also great if you’re 
doing something like IM where you’re selling maybe commissioned work or 
custom pieces because you don’t have to carry that inventory.  This also works 
for those of you selling products that are reproducible so jewelry like 
engagement rings, wedding bands, all that stuff that is reproducible as you’re 
starting to build your brand, this is really important.  So you can keep a lower 
inventory and just make things to order as you go and have the same result.  So 
I’m here about results, guys.  You know that is what I’m really excited about.  

Anyway I want to wrap up this episode.  I love talking about this topic so if 
you’re struggling to sell jewelry online, I would love to hear why so if you’re 
here on the blog post, please comment below and let us know what you’re 
struggling with, just how you’re selling expensive jewelry online.  You haven’t 
done it yet, I highly encourage you to download the Momentum Scorecard and if 
you would like extra support apply for SOS Coaching program.  All of the links 
are going to be in the show notes over at 
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www.flourishthriveacademy.com/episode119 that’s 
www.flourishthriveacademy.com/episode119.  Just under the wire here, I like 
to keep these podcasts under 30 minutes so you’re eyes don’t glaze over and 
you can get excited about what you learned.  So I’m signing off for now but 
thank you so much for listening today.  Until next time, this is Tracy Matthews, 
take care and I’m excited to watch your business flourish and thrive.  
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