
 

How to Stop Attracting Bargain Shoppers  
THRIVE BY DESIGN WITH TRACY MATTHEWS 

If your goal and your passion is to have a real business you have to price it so that you can pay 
yourself and pay your expenses and be accountable for all of that and have the type of lifestyle 

that you want to have. 

You’re listening to Thrive-By-Design business marketing and lifestyle strategies for your 
jewelry brand to flourish and thrive. Let’s get started.  
 
Intro: You're listening to Thrive by Design, business, marketing, and lifestyle 

strategies for your jewelry brand to Flourish & Thrive.  .  Let's get started.  

Tracy: Hey everyone. It's Tracy here. I have a very special guest, Ana Maria Andricain 
and I'm super excited to have Ana on the show because wow, I've watched her 
journey over the past five years. It's been pretty amazing and we're going to tell 
you a little bit more about that. And the topic of today's show is about ... all 
about how to stop selling at a discount and how that actually affects your sales 
in a positive way and helps you make more money and it's not really what you 
think. So, I'm really excited for this episode today because Ana is going to tell all 
... Are you excited? Welcome. 

Ana: Hi Tracy.  

Tracy: It's so great to have you here. So Ana's brand is Jewel of Havana and Ana, I'm 
going to ask you a little bit more about you and your journey and I'll do like a 
formal intro in the intro and outro to this episode, but you've been in the 
jewelry industry for a while. You're a former Broadway actress. You kind of 
have a really, really interesting journey of how you kind of got into the jewelry 
and why you started doing it. So why don't you tell us just a little bit about your 
journey and kind of what brought you to where you are now? Because that's the 
fun part. 

Ana: I feel like I have a crazy journey. 

Tracy: You do, but it's awesome. It's awesome crazy. 

Ana: It's very convoluted. So I grew up in Louisiana, in Baton Rouge and when I was 
18 I went to college and moved to New York City and started working on 
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Broadway as an actor. Had a really great, fun career, never meant to leave or 
stop doing it, but I got married and he got this great job opportunity in 
Louisiana, where my family is and my sister had just had a baby and ... So as 
much as I cried to leave New York and my career that I loved so much, that is 
how I ended up down in Baton Rouge, Louisiana, but to back up a little bit of 
how I got into the jewelry business. I was doing a show called Beauty And The 
Beast, which is- 

Tracy: A little show. A little show ... 

Ana: A little show. 

Tracy: A little show called Beauty And The Beast. 

Ana: Beauty and the Beast. Yeah. And I had these great ... for people that don't know, 
when you're an actor you're doing the same show eight times a week and 
although I loved what I did and I would have never stopped doing it, when 
you're a creative person repeating something over and over and over like that, 
you sort of lose that creative me that you have to fill. So I used to take pottery 
classes in New York and I was crocheting and doing all these things. In Beauty, a 
girl sitting next to me was making a pair of earrings that was close to Christmas 
time and I'm like, "Oh, that looks like fun." I had beaded scarves before and I've 
never made jewelry but I was like, "Oh, can you show me how to do that?"  

You know I call ... Now I call it ... it was like earring on a stick ... It was super 
simple, but I just really enjoyed ... enjoyed it. And so as I am apt to do, I'm a 
lifelong researcher and studier of all things people and ... and so ... I just ... As 
soon as she taught me how to do that I started like studying everything about 
jewelry making and going to the gem stone warehouses in New York and just 
hoarding beads and doing all kinds of things in my dressing room. And cut to 
the next year and there was a huge transit strike in New York City and it was 
literally four days before Christmas, none of the guys in the cast or the crew had 
bought any Christmas gifts and they were like, "Hey Ana, don't you make 
jewelry? Could you make this for my friend, my this, my that?" And without 
knowing how to price, how to run a business, nothing, I did like two, three 
thousand dollars in my dressing room without leaving. 

Tracy: That's amazing. 

Ana: And now I know that should have been like six or seven thousand, but at the 
time I didn't know. And I was like, "Wow, this could be a business. People like 
what I'm doing." And people started ordering for the Tony Awards and for 
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opening nights on Broadway and a store saw one of my pieces and started 
ordering it. I mean, all just accidental, never looking to make this a business and 
... So it just sort of took off from there. I ... One of the guys in the cast built me a 
website. We traded for jewelry and another guy was starting up a photography 
business and so we ... I traded him jewelry for his photo shoots and it just ... 
literally everybody was bartering with each other. And that's how it started and 
... So, when Philip got his job offer- 

Tracy: The barter industry. Barter industry. 

Ana: Yeah. Total. I mean when you're starting off, you have to do things on the cheap. 
So anyway, all this to say this business kind of took off on its own, was never ... 
was sort of a side gig and when Phillip got this job offer here in Louisiana I'm 
like, "What? I can't perform on Broadway down here." And ... So I thought, "Well, 
what if I gave this 100% of my attention and really built it into a real business, 
not just a fun side thing that sort of was happening on its own." We moved here 
and that is when I found you guys. So- 

Tracy: Right away? 

Ana: Right away because I knew I needed to learn. Look I always tell people like the 
whole fake it till you make it thing. So as an actor you are constantly studying 
people. If you're going to play someone you need to know like what do they do 
for a living, how do they do it, what's their day like. All the little tiny details that 
people don't really think about when you're watching the show, but all those 
things inform how you move, how you speak, the accent, all those little details. 
So basically I was faking at being a jeweler. I've never went to school for it. I 
knew how to run an acting business, but I had no clue what to do about a 
jewelry business. And it had grown on its own without me knowing what to do 
at all, but I knew I needed to find some real help with the business side, with all 
the things that I couldn't know from just observing and studying and on the 
internet and ... And so I ... I found you guys and I think I was ... it might've been 
like the second time you guys ever- 

Tracy: Yeah. I feel like it was a while ago. You've been around- 

Ana: It was like right when you started. 

Tracy: Yeah. You've been around for ... in our community for a long time because I 
remember ... I think it was the second time because the first time we ever ran a 
chorus or had anything we actually did at Flourish and Thrive, it was in the fall 
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and that was sort of like our beta tested thing and then we relaunched it in 
January and I think you joined that time around. 

Ana: Yeah, in January. 

Tracy: It must've been like four or five years ago.  

Ana: Yeah. 

Tracy: And I always remember looking at your jewelry because it was very unique and 
we didn't have that many members or even that many people who even knew 
about Flourish and Thrive so you're one of the originals. And I think the most 
amazing thing about watching students in our community actually go from a 
place where they're selling jewelry as a side business or as a hobby or side 
hustle, whatever you want to call it, or from their dressing room on Beauty and 
The Beast, like whatever, and watching you evolve kind of into really having this 
successful business. Before we even jump on this call you texted me and you 
said, "I think I might cry because this week has been one of the busiest weeks 
ever and I am just so grateful for ... " I don't even know exactly what you said, 
but just ... maybe you didn't even say grateful, but you were just saying like, "I 
might cry on the show because so many great things have happened this week 
because of everything that I've set up ... up until that point." 

Ana: Yeah. Well, I am grateful. I'm grateful to you. 

Tracy: I didn't mean to put words in your mouth, but that was like really awkward. 

Ana: That is the word I would use. I think that ... It's not ... It's not only ... I mean, it's 
the fact that you had this idea and that you put it out there and the community 
that you've built around, the programs that you've started. It's just it's such a 
great community and even though I've been here for as long as I have, I still ... 
you still keep learning, you still keep leveling up and I just love ... I love the 
atmosphere of what you've created and how everybody just keeps leveling up 
and growing and it's just so much fun 'cause when you stop learning, what fun is 
that, you know?  

Tracy: Exactly. Okay, so I wanted ... So as you mentioned, you've been around for a 
while. You've taken some of our courses. I'm not going to list them all, but I 
know you've been a part of our Laying the Foundation course, then you were a 
member of Diamond Insiders, and you were a Laying the Foundation coach last 
year, and now you're one of our Diamond Insiders coaches. So you really have 
stuck around to support and it's fun to see how you're learning not only from 
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the students, but also leveling up. And I know that one of the things that you've 
talked about a lot in community is about how ... what a bad idea it is to actually 
discount. And I wanna hear just a little bit more about ... when you started out 
because you said, "You know I was selling from my dressing room and I sold 2 
or 3,000 dollars worth of jewelry, but it should've been 6 or 7." So let's talk a 
little bit about that, like how you started pricing in the beginning and ... your ... 
mentality around discounting, et cetera and sort of how that evolved.  

Ana: Yes. So there's ... It's like a ... several layers to this, to the answer to this, but ... 
First of all, taking Laying the Foundation, one of the modules you had was all 
about pricing and getting that correct. A lot of people on ... especially on Etsy 
that I see ... I mean not to call ... Etsy's a wonderful platform but, people really 
under price their jewelry.  

Tracy: Yeah. 

Ana: And I'm always telling people, "You cannot compete on price, like that is for 
Walmart and Target."  

Tracy: Yeah, exactly. Amazon. That's it. 

Ana: Amazon ... We can't ... We can't compete with that kind. We don't have the 
budget for the advertising that they. We can't. So where ... where we have to be 
is in the service side of things and then giving people a great customer 
experience and the quality and all ... and so ... And the first thing that was the big 
aha for me that made me literally more than double my income the first year 
after I took Laying the Foundation, was getting the pricing correct. We forget 
you have to pay yourself for your time. You have to ... In the beginning I was 
taking the materials and doubling it, and that was it. Well I mean that's like less 
than wholesale. 

Tracy: It is. 

Ana: So you're not even ... That's why I said in the dressing room, I could've made ... I 
could've made so much more. 

Tracy: Yeah. You're like, "That was like ten grand worth of jewelry. What's up?" 

Ana: I know! I was so happy too like I had no ... Ignorance is bliss, right? So ... So 
anyway. So that was the first big thing is ... is really, really getting serious about 
the business of ... of ... of jewelry or the business of art. I would never have 
worked for that as an actor. Why was I settling for that as a jeweler?  

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2018| Flourish & Thrive Academy 



 

Tracy: Mm-hmm (affirmative). 

Ana: In fact I put more time ... more time into things as a jeweler than you do as an 
actor, so I should be making more. 

Tracy: Yeah, exactly.  

Ana: So anyway ... So that was the first big thing, was that big aha about all of the 
things that I was not taking to account. Show fees, travel expenses, materials, 
my design time, all ... There's so much that goes into it and if you're not 
accounting for that somehow in your profit margin, you're not making any 
money, you're losing money.  

Tracy: Yeah. 

Ana: And you will never be able to pay your bills and that ... that's the thing is that ... 
like I didn't ... Unless I could support my family doing this, why am I doing it? 
There's nothing wrong with having it as a hobby, that's what is was in New York 
and I very much enjoyed it. But if your goal and your passion is to have a real 
business, you have to price it so that you can pay yourself and pay your 
expenses, and be accountable for all of that, and have the type of lifestyle that 
you want to have.  

Tracy: So true. So I wanna ... I know you well, so I wanna give some background with ... 
for people who are just hearing about your brand or you, and Jewel of Havana 
or whatever. You ... especially in the beginning and you still do it. You do a lot of 
shows, like weekend shows right?  

Ana: Yeah. Uh-huh (affirmative). 

Tracy: So how do you handle it when people come to your booth and say, "Oh, this is so 
expensive." Or how do you ... 'Cause I know I hear a lot from designers in our 
community. They say things along the lines like, "Oh, well it's so depressing 
when someone says that the jewelry looks so expensive." I remember even 
hearing someone in our Diamond Insiders a couple weeks ago where they said 
... something along the lines of like, "Yeah, the first person who walked up said 
oh these pearl earrings are so expensive. But then the next person who walked 
up bought two and didn't even look at the price, and realized that that was her 
dream client."  

Ana: Exactly. 
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Tracy: So how do you handle that when you're faced with people and you're just 
starting out, and you're maybe feeling like a little bit insecure about what you're 
actually putting out there too? 

Ana: I was totally there, so I get it.  

Tracy: Yeah. 

Ana: I get the whole insecurity and you ... but ... A, I was an actor in New York City for 
25 years, I've heard it all. I have a very thick skin. So ... So that ... that aside, if I'm 
... if I were to coach somebody and say, "Everyone is not your customer. So if 
somebody walks up to your booth and they're like oh, this is too expensive, 
that's not your girl or your guy." What I usually say in that situation is, "What 
budget were you wanting to stay within? Let me show you what I have that 
might work for you." And they may ... There may be nothing in your booth that 
is good for them, but that is a way to respond in a positive way. Just recently I 
was at a show in Shreveport and this man wanted ... have a layering necklace 
collection. He wanted to buy all four pieces and he was offering me ... I think the 
total of all the pieces together was like seven something and he wanted to know 
if I would take 150.  

Tracy: Oh, my gosh. You're like "No, this is not the flea market." No, sorry. 

Ana: So one thing that I've learned is you never ... never ... you try never to say the 
word no, and it's kind of a fun game to play. So when somebody asks you 
something in your booth, you got to try to never say the word no. So the first 
thing I did was- 

Tracy: That's a good sales tip.  

Ana: I know. It's really ... I learned that actually from Bruce Baker like way when- 

Tracy: I love it. 

Ana: I was first starting out. But ... But it's a fun game to play. It's like how many ways 
can you answer someone without ever using the word no, or asking a question 
that they could answer with the word no. So ... yeah.  

Tracy: I like it. So how would you respond to someone? Tell us. 
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Ana: So what I do ... What I did in that situation is, I very gently removed all of the 
pieces but the one that was going to be in his budget. And I said ... And I said, 
"Well let me show you." And so I pulled this up, I said "This would make a really 
nice gift and it's in the budget that you wanna spend and ..." and he's like, "No, 
but I want them all." And he goes, "Will you take $250.00?" So then I put back 
one more that have ... And I just keep showing him what he can have in his 
budget. And so that is not ... I'm not saying no, I am not discounting- 

Tracy: You're like this is what will work. Yep. 

Ana: I just keep showing him what's gonna work and this man, he came ... The show 
is ... It's a long show. He came by three days in a row and kept trying to see if I 
was going to discount. And I think- 

Tracy: You're like, "Sorry, the pieces are sold out now."  

Ana: I know. But he kept coming back at this point. On the third day, all the artists 
around me are poking their heads over because they cannot believe this guy is 
back again. And they're like, "I can't believe how patient you are." And I'm like, 
"You know, I could be mean to him and not make the sale for sure, or I could 
keep playing his game." And- 

Tracy: Yep. 

Ana: And you know that guy came back and bought all four pieces.  

Tracy: For the $700.00? 

Ana: For the whole shebang. After all ... And all I kept doing was talking value. So I 
showed him what he could afford ... any number he threw out, I showed him 
what was in his budget. When he hemmed and hawed, I showed him the 
packaging, I showed him that it comes with a gift card, I wrap it. I just kept 
talking value and ... and so I think in the end he probably went to a bunch of 
other booths and kept trying to figure out what he was gonna get. And he finally 
came back 'cause I guess I talked value enough for him to understand that it's 
priced fairly. That if he were to go to some other ... If he was to go to Tiffany's, 
he'd probably be paying ten times what I was charging. 

Tracy: Yeah. 
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Ana: Even though I'm priced very fairly for what it is. It's fair to me and it's fair to 
him and ... And so anyway, that guy came back and it's just one of those little 
tricks that I learned early on about human behavior and making them feel like 
what their spending is worth it, because you just keep talking value. Showing 
them what's in their budget, you're ... come from a place of helping to solve their 
problem.  

Tracy: Yeah, place of service. 

Ana: Yeah. 

Tracy: We say place of service.  

Ana: Great. 

Tracy: Totally, totally. So you kind of talked about painting the picture of your dream 
client and all these other things, so now you have this dream client. How are you 
... I have a couple of more strategic, tactical questions I wanted to ask that sort of 
feed into some of the things that you're doing to actually, number one create a 
sense of urgency for people to buy when you're not discounting ... since you 
don't discount and you never really have. How are you building your email list? 
What's the way ... How you get people engaged in your brand because ... I'm 
gonna share ... maybe share a part of this story later, but I know a couple years 
ago, you reached out and you said, "I'm just so grateful to everything that your 
Laying the Foundation course taught me, because I haven't told you guys this 
but I had breast cancer last year. And I was laying in bed, just going through the 
lessons again trying to figure out how I could cut out these shows while I was 
healing from my surgery."  

And I just ... When you wrote I just of course was like bawling and I couldn't 
believe how you ... how ... how you sort of like come out this other side, because 
I know that you had done a lot of shows. But you had also gotten to a place 
where your website was like ... You used to make a couple of sales randomly and 
then you were making like ... huge sales during the holiday season on your 
website. So I'd like to hear about some of the tactical things that you did to 
actually to do that, to get that to happen. 

Ana: So one of the ... So ... Okay, so the first question is how did I build my list. 

Tracy: Yes. 
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Ana: So really when I was first starting out, it was at live shows. Before I got the 
diagnosis, I was doing literally not kidding a show every single week of the year. 
I think I took like- 

Tracy: So crazy. 

Ana: Thanksgiving week off and Christmas. 

Tracy: Oh my gosh. 

Ana: You know Christmas Day. But I was ... I live in an area where there's so many big 
art festivals in the spring and in the fall all the way up till Christmas, and then 
there are art markets that happen every Saturday. So I was doing Baton Rouge 
the first Saturday of the month, Lafayette the second and third, New Orleans the 
fourth Saturday. So they're just ... There was no Saturday that I wasn't either at a 
big festival for several days or at an art market and ... I was ... I was killing 
myself. I mean if I'm really honest, I enjoyed it. So looking back I know that I was 
killing myself. But ... But my business was growing, the sales were growing and 
if I could go back and tell myself first starting out what to do differently, it 
would be to stop being scared to ask people for their email because- 

Tracy: That is a great tip.  

Ana: It is the gold. Think about how many years I would just have the sign up sheet 
out but I wouldn't ask and I wasn't ... I was embarrassed to ... to be too cushy 
and ... 

Tracy: Yeah. 

Ana: I mean now I'm like, "Do you wanna be on our VIP list?" Like everybody. 

Tracy: You're like "Sign up, I'm gonna hook you up with something great."  

Ana: If they ask me for a card, I ask for their email. I mean literally like- 

Tracy: So great. 

Ana: I have no shame because the worst thing that can happen is they'll say no and 
you're like, "Okay, I totally understand." 

Tracy: No worries. You're like "Whatever." 
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Ana: No worries. I mean that's it. As soon as you get over- 

Tracy: Not attached to the results. That's the same. 

Ana: Exactly. Again, not being attached to the results because those are the people ... 
The people that are looking at your stuff long enough, they're interested. 
They're not ready to buy right now, but they're interested if they've been 
hovering. If they ask for your card they're interested. They're just not ready to 
buy right now. And so collecting all of those at the live shows is really how I first 
built my list. So then over the years, when I got the cancer diagnosis and was 
going through all the recovery and the radiation and all that fun stuff that goes 
along with it, I had to cancel all of my summer shows, all of them, because I 
couldn't physically lift anything while I was healing and ... Frankly I was in bed, I 
had to take a lot of naps because it zaps you of all your energy.  

Tracy: Oh, gosh. I'm not laughing about it, but it's just like your attitude is just ... such 
the survivor attitude. You're like- 

Ana: Oh my gosh. 

Tracy: "Look I had to take naps and work in my bed. What can I do?" 

Ana: But anyway, I knew that I had to do something because I didn't wanna lose 
momentum in my business. I knew ... I didn't wanna lose all the connections I 
had with the people at all of these shows I was gonna have to pull out of. And so 
I went back into the course material and started to go, "What can I ... How can I 
connect?" Well the only way I could connect was email and up to that point I 
was emailing people, but I wasn't consistent with my emails. I was not really ... 
really ... really doing it. I was letting them know when I was gonna be at a show 
in their area and that was about it. I wasn't really marketing well. And so what 
that forced me to do was really start studying and going back and going okay, I 
know what a jeweler does. Now I'm gonna study what a marketer does and now 
I'm gonna layer on this other ... these other people if you're looking at it from an 
actor's point of view. What does a PR person do? What does a marketer do? 
What are all the things that are gonna make this work because I can't physically 
go to my customer anymore? Or at least for right now.  

They need to come to me and so that is when I started doing a lot of studying of 
SEO, search engine optimization. Being really consistent with my emails and 
adding value. You know what are some websites that you're excited to hear 
from every month? Why ... What makes you open that email every time? So I 
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started studying that. Oh, I see. I look forward to this email. Why do I look 
forward to that email? And ... And started incorporating some of the things ... 
some of the tactics that were being used and not ... Most of these were not even 
jewelry companies. One of them was a like a landscape ... like a gardening, 
nursery place, but they had a great email campaign every month and I really 
looked forward to it. So I broke down, went back and kind of studied what they 
do, what's the formula that they're doing and started doing that in my emails. 
And so what happened was, people started responding to my email like a friend 
would, like I was writing to them. And that started building a community- 

Tracy: This is where the dream client comes in right?  

Ana: Yep, yep- 

Tracy: Being able to speak to them. 

Ana: It was like I was talking to them. And ... And they weren't long, they were very ... 
They were short but they were ... I just shifted the way I was talking and it was 
like I'm talking to my friend and my friend doesn't know about the healing 
properties of amethyst or [inaudible 00:38:31] or whatever. Whatever the topic 
is that ... that month ... How could I speak to them to give them something that is 
of value and not sell? 

Tracy: Yeah. 

Ana: So you're not selling. You're educating or entertaining and ... and then you just 
feature the piece that might go along with what you're talking about. So I'm not 
saying, "Buy this piece." But I'm talking about what ... what is special about this 
or what's the story behind it or whatever it is and here's a picture of it and you 
can click her you want to read more or get them to the website.  

Tracy: Exactly. Get them to the website. 

Ana: Right. And so that consistency ... So that year, on that consistency is when the 
story you just told earlier happened, where it was every day. I was waking up 
and it was like sale, sale, sale, sale, sale around the holidays. 

Tracy: So awesome. 

Ana: Yeah. 

Tracy: So awesome.  
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Ana: And then it died back down in ... in ... after that and I'm like, "Okay, how do I ... 
how I go make that happen all year round?" And so then the next tactic came up 
and I started doing a private page or a hidden page on my website where I 
would feature pieces that were maybe very limited edition or- 

Tracy: Great idea. 

Ana: One of a kind or whatever on ... There was a limited supply of them and so I 
started doing these private sales just to people on my VIP list, and letting them 
know, "I have a private page and this is the link to get there and"- 

Tracy: But it's not a sale, meaning you're not discounting it- 

Ana: It's not a sale. 

Tracy: It's just like these pieces are open to buy- 

Ana: Yes. 

Tracy: And once they're gone, they're gone and they're only charged at your full price. 

Ana: Right. They're the price that everyone's gonna get it at. It's not a discount. It is 
an exclusive ... like there is X number available ... 

Tracy: And that's it? 

Ana: Yeah. 

Tracy: So you started building your email list by asking for emails at the ... at the 
shows. When you originally started emailing people, you didn't have a lot of 
strategy behind it and it was just sort of willy nilly. But when you really needed 
to pump things, you started studying marketing and learning not only from us, 
but brands that you liked and sort of ... watching how they spoke to their dream 
clients 'cause you were actually a dream client of their brands. And then starting 
to speak to your dream clients and then creating a special experience where 
only people who were on your list could actually get in on special items that you 
had created. And that created a sense of urgency, increased your sales and 
continued to get people buying. So ... I mean now your business is just ... 
Everyday I feel like I'm hearing you say something like, "Oh my gosh, I can't 
believe this happened."  
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And before we jumped on this ... this call I mentioned earlier that you said that 
you were just blown away by all these last minute orders that keep coming in. 
What do you think has really changed for you? I mean those are some really 
great strategies to talk about how you've continued to build a brand and never 
discount your product, even though I made the mistake saying you had in the 
beginning, but you don't. And never discount your product because you're 
offering it at a fair price, but not a discounted price. How do you think ... How 
has ... How have things evolved over the past four years since you've not only 
participated with us, but just learned more about running a business? I mean I 
know you've just changed so much with your brand. And I know that when you 
started, this was a hobby and you made a commitment to move this in the 
direction of having a sustainable business where you're paying yourself and 
you're actually making a profit. What was the shift for you and how did Laying 
the Foundation help with that?  

Ana: Oh my goodness. Well first of all for ... one of the things you guys do that is so 
wonderful is that you keep on ... you allow people to retake it over and over. So 
that ... Because when I first started off to be honest, there was so much 
information and my mind was blown. So I couldn't take it all in and- 

Tracy: Yeah. Well there's a saying that you only learn about 20% of what you digest the 
first time you go through content. So if you read the same book five times, you'd 
probably understand everything that was in it. So I think that that's like a 
normal phenomenon, because we're picking up what resonates with us in the 
moment, but there's always hidden nuances. 

Ana: Right. Well and some things were just too advanced for where I was in that 
moment. I wasn't ready ... I'm trying to just dial in a cohesive collection. I'm not 
ready for ... 

Tracy: [crosstalk 00:46:21] marketing tactic.  

Ana: Marketing 501 or whatever. Like now ... I have a really close jeweler friend who 
also took Laying the Foundation recently but, we meet every Monday, we're 
kind of like accountability partners. So we make it fun and we'll go to lunch 
together and then we- 

Tracy: Awesome. 

Ana: Will implement whatever that ... we're gonna do that week that ... marketing 
wise. But ... I keep going off on tangent and then I forget what I'm talking about.  

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2018| Flourish & Thrive Academy 



 

Tracy: No, we're good. No ... so Laying the Foundation, you ... There was a lot of 
information in the beginning and then you- 

Ana: And this is shift so like- 

Tracy: Yeah. 

Ana: But I think the key is to just keep taking steps forward and that it feels ... It felt 
like at that time like I was never going to get to where I am now, because I just 
thought there was just so much to do. And when you allow or when I allow 
myself to get overwhelmed at the amount of stuff there is to do, then you end up 
getting paralyzed. You have what I call analysis paralysis and ... And so I think 
the key was that I just kept taking steps, little steps- 

Tracy: Simple steps. 

Ana: Even if it was a tiny thing, simple, simple. And that's one of my big things that 
cancer taught me is your business needs to feed your life. Your life is not your 
business. And so how can you simplify it? You know like if I have to make a 
decision between working late or going to my niece's dance recital, I'm in a ... In 
the past I was such a workaholic. I would've been like I have to work, I have to 
work. Well you only have one life. So you need to set your business up in a way 
that you can enjoy your life and connect with the people that you love and- 

Tracy: Exactly. 

Ana: As much as you might love your business, it cannot be everything and anything. 
So it's like trying to identify the best ... the best steps you can take today to take 
one more little baby step forward in your business. So that by the end of the 
year ... you know I sent out one email. And then I'm like okay, the best I'm gonna 
commit to is once a month. I'm gonna send out once a month. I'm gonna do an 
email. I'm gonna do it every single week ... every single month, because I knew 
that I could not commit to every week at that point. Now ... Now they come 
easier, I'm faster at it. I have like a really good template and formula. So now I 
might do every three weeks or every two weeks depending on the time of year. 
But it's like that was too much then. So then I was like commit to what I know I 
can accomplish today, baby steps. And by the end of the year, if you just did one 
thing every day, that's 365 things that you accomplished in your business. 
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Tracy: There's so many ... like these simple steps, that's how you make progress and 
that's really how Laying the Foundation is laid out. So if you were to look back 
sort of on your business ... specifically like how has it changed?  

Ana: Well I'm doing a lot more web sales. I'm doing probably half if not less than half 
of the shows that I used to do. I take the entire month of January off. A big 
lifestyle change, my husband and I in January decide three vacations that we're 
gonna take- 

Tracy: Amazing. 

Ana: In the year. And instead of just going along the year, we actually put it in a 
calendar and schedule it in January so that everything else that happens in our 
life, you schedule around that because that's already decided.  

Tracy: I love that.  

Ana: And ... And so it's about setting up your life so that your business supports what 
you want. And I think before Laying the Foundation, learning how to do all the 
things that we've learned and ... from each other and ... has allowed me to build a 
better life, you know? 

Tracy: It's so awesome. 

Ana: Yeah. So I just ... I want that for everybody because I ... I always say I'm a 
recovering workaholic and it's very easy for me to fall back into that because I 
love ... It is not unheard of for me to look up at the clock and it's 3:00 AM and I'm 
in the zone in my studio. You know? 

Tracy: Yeah. 

Ana: But I ... I mean I enjoy that, but it is nice to turn it off, go watch a movie with 
your husband, have dinner with your family. Be a participant into people's ... 
your family and friends' life and making sure you schedule that. So if I was 
gonna say the biggest change and it took cancer for me to learn it, is ... is that ... 
balance, work life balance. That you can make just as much money working 
smarter, you don't have to work so hard. It's like choosing ... What do you like to 
call it, our RGAs?  

Tracy: Yeah, revenue generating activities. RGAs. 
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Ana: Yeah.  

Tracy: Yep. 

Ana: And having accountability. That is really big, is having at least one other person 
if not a group of people that keep you accountable for what you say you're 
gonna do. Even just ... You just reminded I have a friend who calls me, we go 
walk the LSU Lakes in the morning. I probably would not go work out if it wasn't 
for her, because she's like, "I'm on my way." I'm like, "Okay, let's do it."  

Tracy: Let's do it, yep. Let's do it. 

Ana: And ... Or meeting Laura for lunch on Mondays. I know marketing Mondays, I'm 
gonna see my friend. We're gonna have ... We're gonna ... We both hated doing it, 
so we were like "How can we make this fun? All right, every Monday we're 
gonna go to lunch." So at least we look forward to that and then over lunch, we 
discuss what we're gonna implement that day. And then we come back either to 
my studio or hers and we make it happen, we do it. We complete it. And ... And 
that turned something that I really disliked doing into something I looked 
forward to and- 

Tracy: Having that accountability is huge. It's like if you can find a buddy who you like 
sit down and say, "Look we're gonna get this done, we're gonna commit to it." 
And also the opportunity to brainstorm with other people. That's one of the 
things that I love so much about what we've created in the LTF community, is 
that you can bounce ideas off of people. And people give you feedback like, "Oh 
well, you know that's a good idea, but here's maybe a different way to frame it 
or here's ..."- 

Ana: It's invaluable. 

Tracy: I was gonna say, is instead of spending like five hours of research or days of 
research trying to figure it out online.  

Ana: Right.  

Tracy: So much better. Awesome. Ana ... Ana ... I always wanna call you Ana, it's just like 
my natural tendency. Ana Maria, thank you so much for being here today.  

Ana: [inaudible 00:56:03]. 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2018| Flourish & Thrive Academy 



 

Tracy: You're awesome and you know like ... I just am so excited to watch you to 
continue to flourish and thrive 'cause I have to be cheesy. Hey guys, [inaudible 
00:56:14] to share with you more about how you can join Ana and me for 
Laying the Foundation, but in the mean time, thank you so much for being here 
today. 

Ana: My pleasure. It's so good to see you. 

Tracy: Same here.  
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