
 

What it Really Takes to Make a $50k Salary as a Jewelry 
Designer 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“Money creates security, so if you're making an abundant salary, that allows you to show up so 

much better in your business and actually generate more revenue.” 

 
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 Matthews: [00:00:30] Hey, there. It's Tracy Matthews, the chief visionary officer over at 

Flourish & Thrive Academy. Welcome to the Thrive By Design podcast. Today is 
episode number 147. Today, I'm going to talk about something super fun, but 
before I do, I wanted to share with you a little word from our sponsor.  

Today's sponsor actually, believe it or not, is Flourish & Thrive Academy. I 
would love to invite you to a [00:01:00] really amazing brand new masterclass 
that we have going on. It's called The 5 Mistakes That Even Talented Jewelry 
Designers Make and How to Avoid Them. During this masterclass, I'm going to 
be sharing my fast and simple formula to attract consistent sales, repeat 
customers and the right exposure for your jeweler brand, and I'm going to be 
sharing with you some really awesome stories. That's one of my favorite things 
to do.  

If you've been listening to this podcast for any period of time, you know I love 
storytelling. [00:01:30] I'm going to talk to you a little bit more about why going 
after a target market is actually squashing your sales and wasting time; the one 
unexpected way that you can increase your sales today; a story of how one 
designer used her husband's doubts as motivation to 3X her business in just a 
month, this one is really good; how this silly strategy is actually hurting your 
chances of getting noticed by your favorite influencers; and the surprisingly 
secret to success that has nothing to do with talent, skillset, or formal training. 
[00:02:00] This is a good one.  
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Anyway, I'd love to invite you, so you can head on over to 
flourishthriveacademy.com/5mistakes, register for the time slot that works for 
you, and I look forward to teaching you. This is going to be completely live. At 
the end of this masterclass, I'm going to be answering a bunch of questions. I 
love answering questions about your business, so get on live with me and let's 
do this.  

Let's dive into today's episode. I'm excited about today's episode, which is all 
about what it really takes to [00:02:30] make $50,000 as a jewelry designer. It's 
not really what you think. I'm excited about this. This episode was really 
inspired by a couple of things. The first thing that it was inspired by is that I 
have a couple of really good friends over the last couple of years who've been 
laid off from their jobs. They've typically worked in some sort of corporate 
environment, and they had been on a special or specific track for a very long 
period of time. [00:03:00] I think they assumed that they would just be doing 
that forever. All of a sudden, one day, their job becomes redundant, they get laid 
off. They now have no job, and they're looking in the job market competing 
against people half their age who cost less to actually employ. It's been a tough 
road for many of them. I know that some of you potentially might even be in the 
same place.  

The other day, I was talking to a designer. We've been doing these brainstorm 
sessions with designers who are really interested in [00:03:30] crossing the 
sixfigure mark this year. I was on a brainstorm session with a designer, and I 
was asking her a little bit more about her goals in her business. One of the first 
things that she said, she told me that she would like to replace her salary at her 
job, which was about $50-60,000, somewhere in between there. I can't 
remember exactly, but let's just call it $55,000. That's all she really wanted. She 
didn't care about having a six-figure business. I'm using air quotes as I say a six 
figure business for a specific [00:04:00] reason which you're going to find out 
later, but I found that interesting because that's a great goal to have, but I think 
people have this really strange misconception about what it really takes to 
replace their income at their job. 

It's not that hard. I'm not saying that this is going to be difficult if this is 
something you aspire to or something you'd like to do, which is exciting because 
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I hope that you do want that, and you might even have a full-time jewelry 
business already and want to just get to that mark, which is fantastic and great. 

What I'm going to tell you today might [00:04:30] be a little bit surprising, but I 
also want to remind you that it's not that hard. Any time I've ever put energy 
into focusing on getting sales for my jewelry business, bringing new leads into 
the funnel, connecting with new clients, getting sales on my website or beyond, 
or using my website maybe the better way to do it, is using my website as a tool 
to attract clients, it's been really easy for me. 

It wasn't always that way. I've learned a lot over the years. I teach a lot of those 
things here at Flourish & Thrive [00:05:00] Academy. I'm going to be teaching 
some fun tips next week a well, but all in all, when I started Flourish & Thrive 
with Robin many, many years ago, what I really wanted to do was help support 
the jewelry industry and primarily help support designers who were like me 
who were driven and passionate, but inside their head were an organizational 
mess. They had a lot of drive, they had a lot of ideas, they were able to get things 
done because they can move things forward really quickly, but they struggled 
with [00:05:30] building the systems to support their business or hiring the 
right people, et cetera.  

This is a fun one for me because I think that a lot of people have this 
misconception of what it takes to make $50,000. Some of those people think 
that it is harder than it is, and some of those people think that it's easier than it 
actually is.  

I want to dive into today's episode and just have a little bit of fun. I want to, 
before we dive in here, just talk a little bit about money because one of the 
things [00:06:00] that really came up for this designer when I was talking with 
her is that she had this, I could tell, her energy started to change when she was 
talking about salary and money, and she said to me something really powerful, 
or pivotal, in the conversation. It was something along the lines like, "I don't 
really care about making six figures or not. That's not a big goal for me."  

I thought that was interesting because I think that a lot of people don't really 
know what having a six-figure business as a jewelry designer really means 
when you look at the [00:06:30] inside and what the profitability is on a 
company like that. I think a lot of people think to themselves, "Oh, I don't want 
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to have a six-figure business because I don't care about making six figures," but 
they want to be somewhere else. A lot of times, what ends up happening is these 
money issues come up because they feel like, oh, if they want something like 
that, then they're bad people or it doesn't matter, they value other things 
besides it, but I want to just challenge you all to think, what if you were to get to 
that next level because earning a great [00:07:00] income is actually a good 
thing. Money creates security. It's creates abundance. It creates the ability to 
reach more people and invest back in your business. It also creates opportunity 
for you to invest in yourself and grow.  

I've always been a growth-seeking being. I'm always attracted to 
growth-seeking beings, people who always want to improve themselves, and 
money allows for that and also gives you the ability to help others, whether it's 
through charity, whether it's through just [00:07:30] being able to help family 
members, whether it be the variety of ways that you can help people with 
money.  

I just want to reframe that, so if you're thinking to yourself, "Oh, I don't want to 
make six figures. Oh, it's so greedy to make six figures," or whatever that looks 
like to you, I just want you to reshape that because I think at the end of the day, 
what is valuable to you is really important, but also, money creates security. If 
you're making a very comfortable or abundant salary, that allows [00:08:00] 
you to show up so much better in your business and actually generate more 
revenue. The more that you can create that little safety net, safety blanket, 
whatever you want to call it, and get to a place where you feel solid and secure 
with what you're doing in your jewelry sales, the more that you will be able to 
really flourish and thrive in your business.  

I wanted to start there so that we can talk a little bit more about what it really 
takes to make $50,000 in your [00:08:30] business as a salary. Just little show of 
hands, and I'm going to say show of hands even though I can't see you because 
I'm talking to a computer right now, but I really always envision my audience 
when I'm recording these podcasts standing out there. I'd love to know, like 
raise your hand if this is something that you'd like to do. Maybe just raise your 
hand to yourself because, or if you're walking down the street listening to this 
podcast, raise your hand down the street because that is like an affirmation to 
yourself that you are ready and willing to do what it takes. 
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With that being said, I want [00:09:00] to dive in so that you can start thinking 
about your business in a way that is strategic so that you can make the kind of 
salary that you actually want to make. Before I jump into the topic, I want to talk 
about one other thing. As the principle of your company, as the owner of your 
company, you should be paying yourself a salary or some sort of owner draw, 
depending on the structure of your company, every single month. In order to get 
there, you need to have cashflow and sales coming in to pay that and to pay 
your salary [00:09:30] and also your cost of goods, everything that it cost to run 
your business, and your overhead.  

With that being said, this kind of leads us into the first topic. If you're thinking, if 
you want to make, if you're one of those people who wants to make a minimum 
of $50,000 in salary from your business, that's your take-home pay that you use 
to live on, to pay your rent, to pay your mortgage, to feed your family, to feed 
yourself, to buy shoes, because I love to buy shoes, or maybe even to buy that 
Starbucks coffee ... Over here in New York, I love La Colombe because that's one 
of [00:10:00] my favorite coffee shops. It is so amazing. Money is a good thing, 
so I just want to remind you of that. It doesn't matter where you are. I just want 
to put this into perspective for you.  

The first thing that you really need to do in order to get that $50,000 salary is to 
question, what does it really take to run your business? This is really important, 
and you need to work backwards. This comes from really having strong 
financials and a really clear grasp on where you're spending [00:10:30] your 
money and where you're making your money. This is really important. This also 
is tied in deeply to pricing, how you're pricing your products because in a 
physical product business, it is so different than something where you're selling 
services or time. There are trade-offs to both. I'm not going to lie. Selling your 
time can be a thankless job. It can also be really lucrative, but you only make 
money when you're actually spending time doing something, but when you have 
a product-based business, there's other stuff involved like the cost of the 
materials [00:11:00] to actually make the piece, the raw materials like silver 
and gems and beads.  

Let's say that you were pricing your jewelry perfectly and you were keeping 
your expenses really tight. In most cases, my guess would be that after 
everything was paid that, maximum, if you had a really profitable business, your 
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business would have like a 50% profit margin. What that means, if you want to 
make $50,000 in salary, you'd have to bring in sales over 100,000 [00:11:30] or 
$100,000 more than likely in revenue.  

Do you see where I was kind of giggling a little bit when someone said to me, 
"Oh, I don't want to, I don't really care about doing six figures." Well, I mean, 
depends on what you're thinking the six figure is because if you want to get just 
one person [00:12:00] or one person and an assistant, and you're charging a lot 
of money for your pieces and there's a lot of mark-up. That's where the needle 
can get moved. You'd still have to sell that much, but at the same day, your 
expenses and cost become a lot lower.  

That's the first step, is to make sure that you're working backward and question 
yourself. What does it really take to run my business?  

The next thing that you need to get crystal clear on is your product margins plus 
your profit margins. I alluded [00:12:30] to this earlier, and they're a little bit of 
a different thing. Your product margins are the amount of money that you're 
making one each piece, and your profit margins are, overall, as a company, how 
much profit is your company making? Those two numbers are really important 
to understand, and you need to understand it because that's going to help you 
work backwards to your breakeven point so that you can actually figure out 
how much you need to sell to get to that $50,000 in salary. It's going to be super 
helpful [00:13:00] knowing that because you'll know exactly what it cost to 
make something, you can add in shrinkage or wasted time or whatever in that 
equation. You'll also know exactly what it takes to run your business, all that 
stuff, and you'll understand, at the end of the day, how your overhead unpacks 
things.  

I want you to really think about the next time that you're going to invest in extra 
materials when you have stuff sitting on your shelves. One of the quickest ways 
to increase your profit margins is to get rid of extra inventory. I would do that 
really fast, whether [00:13:30] you have a flash sale on your Facebook group or 
maybe some sort of sale on your website, whatever it is, trying to run your 
business virtually getting rid of stuff or having an in-person sample sale where 
you can mark out stuff super cheap and get rid of that inventory at whatever 
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cost, especially if it's not stuff that you're planning on using to make into other 
jewelry.  

I know. I tell this story all the time, and I don't want to bore you, but you may or 
may not have actually have heard me tell this story before, [00:14:00] but if you 
haven't, here's a new story, and if you have, it's a good reminder.  

When my business was growing, I would go to these gem shows and, even since 
the business of my first jewelry business. I'd go to these gem shows. I would buy 
all these materials not really knowing what I was going to do with them. Then 
I'd design my collections, bring them to market, sell them to stores, but some of 
the stuff didn't make the cut, so I had all these boxes of beads. In fact, I still have 
some beads from when I started my business in the '90s/ [00:14:30] early 
2000s because there's still some leftover stuff.  

I got rid of most of the weird stuff, but I still have a box of gems somewhere. I 
laugh about it because I'm like, what am I going to do with this, Tracy? Just let to 
a point where you're paying yourself even a $50,000 salary, you have to do six 
figures in sales unless you have insane profit margins, and your business is 
super lean, or you have a business like mine where you're charging, you can 
keep it go of it. But that extra inventory is really weighing your business down, 
and that's one of the first things that you can liquidate to actually increase your 
profit margins so that you could pay yourself a bigger salary. That's really, really 
important.  

The biggest step, we know that generating [00:15:00] revenue in our business is 
one of the most important things that we're ever going to do to actually keep 
our businesses growing. I'm telling you this because it is important to take 
action every single day towards bringing money into your business.  

I want you to dream really big, really embrace your big goals, and I want you to 
go after them, and the way that you go after them is to break things down, take 
little baby steps, and put one foot in front of the other, and keep moving 
[00:15:30] forward. I think one of the things that inhibits designers, especially 
highly creative people, from moving their business forward is that they have 
this big dream, but it seems so unattainable to get there.  

In our Diamond Insiders community, we have this really amazing tool that we 
use. It's our Pretty Little Profits Planner, and in that planner, there is just a daily 
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planner that you can use every single day. It's just a sheet of paper. You can pull 
it out, use it on your computer, or use the format where you can write out 
[00:16:00] your top priorities for the day so that you're moving the need 
forward towards all of your goals. In fact, every single Monday, I have a 
commitment check-in so that I can check in with the designers in our 
community to make sure that they're getting things done.  

For me, this is really important, that daily action piece, moving forward towards 
your dreams, just doing three things a day, it's not that hard, will move the 
needle so quickly. This is important. Have your big goal. Break it down. Take 
little [00:16:30] steps every single day to get it done. That is the most important 
thing. I really want to encourage you.  

I know that there are a lot of you who are making some really big mistakes, or 
you're spending your time perhaps doing the wrong thing. I know this because I 
know a lot of talented jewelry designers who've made the same mistakes, 
including myself, focusing on the wrong things all the time. In fact, I love to tell 
this story. I love telling stories.  

When I was first starting out, so my first year in business at Tracy Matthews 
Designs, [00:17:00] TMD as we call it for short here, back in the day, I did 
$55,000 in revenue. To me, that was the most I'd ever made in my jewelry 
business in my life, and that was my first year out of the gate doing this 
full-time, let me clarify, because I did have a jewelry business as a part-time 
business. It was a side hustle for probably five, six years. I'm telling you this for 
a very specific reason. I was focused on the wrong things in the beginning, and I 
would come home every day, and my husband at the time, he's now my 
ex-husband and husband [00:17:30] for many, many years, but my husband at 
the time would come home and ask me if I made any sales. I would come home 
and say, "No." I'd make some excuse like, "No. My collection's not ready to really 
show to the stores yet," or, "Oh, I forgot to call that person back because I was 
doing X, Y, and Z," or, "Oh, da, da, da, da, da." This was the days before Internet 
even happened.  

What ended up happening was I got to a point where I would just go into the 
office, and I would feel paralyzed to actually pick up the phone and call. This 
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was back [00:18:00] in the days when we didn't have email or websites or 
anything like that online to actually reach out to people.  

The funny part about this is, is that eventually I was starting to get threatened 
that I was going to have to go back to my job at Nordstrom, and I really didn't 
want to do that, so I started forcing myself to get out of my comfort zone. I'd 
pick up the phone every day. I would try to make appointments. I got mostly nos 
in the beginning. It was so debilitating at times. I'm like, "Oh, I'm never going to 
be able to make this happen. [00:18:30] How am I going to have this business? 
This is my dream," but I kept persevering. I'd go on these appointments, and I 
would listen to what the buyers said. They would give me feedback on my 
collection, about why they weren't buying now, or if they were buying, they 
would give me just tips for improvement. I would ask them for referrals. I'd ask 
them for the types of shows that I should do, and that's how I grew my business, 
one meeting at time, one food in front of the other, one customer at a time.  

[00:19:00] Ultimately, that huge rush of nos that I was getting in the beginning 
turned into mostly yeses. That's the one thing that I want to remind you is that 
when you start getting paralyzed by the fear that you have and it feels like 
you're getting stuck in your business and you're unable to move forward, that 
just requires you to take one little step at a time, one foot in front of the other to 
ask for the sale because that is really the most important thing that you can do.  

That first year back in the '90s, I sold $55,000 in revenue. I probably brought 
[00:19:30] home $20-25,000. Next year, I did $150,000 in revenue, and that's 
when I finally started feeling comfortable. That time, I was probably bringing 
home about $50,000 in my paycheck. I had a couple of team members at the 
time because I was doing a decent volume because my jewelry wasn't very 
expensive at all, so I had a couple of team members that ate up some of the 
other margins, and I also had started investing in shows. That was eating up 
more of the money.  

I just want to recap this again here. [00:20:00] There's a lot of things that you 
can do to easily get to 50K: streamline your business, simplify your business, 
take a moment to actually work backwards. I want you to question what it 
actually really cost to run your business, and then look at those numbers, 
numbers are empowering, and see where you can lean back and see where you 
can lean in. I say this because a lot of times, just leaning into support from your 
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peers can be super helpful. That's one the reasons, quite frankly, that we have 
the Diamond Insiders here at Flourish & Thrive [00:20:30] because I wanted a 
low-cost opportunity to create a community of designers who are really 
committed to their goals, committed to moving themselves forward, committed 
to investing in themselves because they know the power of doing that.  

Jess is our community manager, and she posted in our Slack channel today 
about a designer in our community who hasn't been super active in the 
community lately. You know what she said? She said that her business is so 
busy right now because of exactly what she did in the Diamond Insider. She took 
our quiz [00:21:00] and ended up landing in stage five, which is she needed to 
build systems. She started building systems in her business and using our 
systems that we provide, and her business just skyrocketed. She is crazy busy. 
She has a seasonal business that has not stopped. It's like season-less now.  

There are so many opportunities for you to take that action and start moving 
forward and invest in yourself. Make sure that you know what it takes to really 
run your business and lean into support when you can. Know [00:21:30] your 
product margins and your profit margins. Make sure that you're really crystal 
clear on the numbers and that you're looking at them. Don't hide your head in a 
rock because you're afraid of them. Not a good idea. Also, make sure that your 
products are priced correctly. This is really important. Make sure that you are 
commanding the right perceived value for your pieces of jewelry because if 
you're designing things that are perceived at a low price point, it's going to be 
really hard for you to ever really raise your price, but if you also, if you're 
pricing your jewelry too low, it's going to be harder to sell [00:22:00] because 
people might see value, actually the quality of the work if it's too cheap. This is 
true. We have a lot of case studies of this happening to designers in our 
community who they raised their prices and sold a piece of jewelry that was 
stuck in inventory for a long time really quickly. Then dream big. Make sure that 
you're taking daily actions towards your goal. This is so important. Pick a goal, 
keep going for it. Make it a financial goal. If it's $50,000 in salary, commit to that 
and hit your 100,000 grand number, and we want to help. [00:22:30] We're 
going to help you in so many ways. We have so many opportunities to help you 
over here at Flourish & Thrive. But I wanted to invite you again, if you haven't 
jotted down that URL, I will also have it in the show notes, to The 5 Mistakes 
That Even Talented Jewelry Designers Make and How to Avoid Them. It's an 
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amazing masterclass. We did it for the first time a couple of weeks ago, or 
actually last week, and it was so fun. It was so fun that I decided to do it again. 
Make sure that you register for that class. Pick a [00:23:00] time slot that works 
for you. You can head on over to flourishthriveacademy.com/5mistakes. 
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