
 

5 Surprising Ways to Increase Sales on your Jewelry 
Website This Month (and for the Long Haul) 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“Using live events where you're actually physically there and it's like a small period of time, you 

can really get people excited about your project and get them buying right then and there.” 

 
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: Welcome to episode number 148 at Thrive by Design.  Hey there, it's Tracy 

Matthews, the Chief Visionary Officer over at Flourish and Thrive Academy and 
I am super stoked in super excited to be here today to talk about five surprising 
ways to increase sales on your jewelry website this month, and for the long 
haul.  I've been sharing a little bit more publicly in our groups and on our 
Facebook lives, I thought I would share here on the podcast.  One of my 
missions this year is to help 1000 designers make $50,000 in salary or more this 
year and cross their business over that six figure in revenue mark.  So I'm really 
excited about this goal.  Today's going to be a fun episode to talk about how do 
you actually do that.  I'm going to be talking about websites and building your, 
you know, online presence and all that stuff, but also specifically how to get 
more sales online, specifically on your website.  I said "specifically" a lot.  You 
know me, I love talking about Shopify, because Shopify is one of the most 
amazing tools, I should say, for a website platform.  And some of the things that 
I'm going to talk about in today's episode actually integrate into Shopify, which 
is super duper cool and I'm excited about it, so let's do this.  If you haven't 
checked out the Flourish and Thrive Academy Shopify trial you should definitely 
check it out if you haven't moved over to Shopify yet and you're thinking about 
it.  We’re having extended free trial with Shopify for 21 days, and if you decide 
to stay, you know, no questions asked, you are able to you get 10% off your 
membership fees and Shopify for over a year.  Pretty awesome.  So you can go 
check out over at FlourishThriveAcademy.com/Shopify.  Also I'm going to have 

 
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 



 
all the stuff listed in the show notes because I'm going to be talking about a lot 
of different things and resources in this episode, so I'm going to have all the 
links in the show notes.  So if you are trying to find all the stuff, you can just 
head on over to you FlourishThriveAcademy.com/episode148 and we got you 
covered over there.  We'll have the links to everything I talk about in this 
episode.  

Alright, cool.  Today's episode is sponsored by Flourish and Thrive Academy, 
and here's the reason.  Why we just launched this amazing new masterclass that 
we are hosting this month called “The Five Mistakes that Even Talented Jewelry 
Designers Make and How to Avoid Them”, and I love this masterclass because 
we're going to show our fast and simple formula to attract consistent sales, get 
more of the right customers and get that exposure that you've always been 
dreaming of.  And walk you through some really fun stuff during this 
masterclass including why going after a target market is squashing your sales 
and wasting time, the one unexpected way to increase your sales today.  I'm 
going to tell you a super fun story about how one designer used her husband's 
doubts as motivation to three times her business in just a month.  This one is 
awesome and good.  I'm also going to talk about a silly strategy that's actually 
hurting your chances of getting noticed by your favorite influencers, and the 
surprising secret to success that has nothing to do with talent, skill set or formal 
training.  So this masterclass is amazing, it's brand new over at Flourish and 
Thrive, and we've been having a blast bringing it to you, which is really exciting. 
So make sure that you check it out, I will have the link over in the show notes, 
you can pick a time that works for you head, on over to 
FlourishThriveAcademy.com/5mistakes, that's 
FlourishThriveAcademy.com/5mistakes and check it out.  Register and I'll see 
you there.  

Alright, so I want to jump into five surprising ways to increase your sales on 
your jewelry website this month, and for the long haul.  I talk a lot about a lot 
about traffic driving strategies, a lot of ways to connect with your audience, but 
there is one thing that is tried and true, the best way that you are ever going to 
have getting people to actually buy from you is building your email list.  I want 
to continue reminding you of that, it doesn't matter about social media 
followers as much as it does about getting the people following you on your 
email list, because that is going to in the long run have a much bigger impact on 

 
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 



 
your sales.  Here is a perfect example of this.  So you've heard me probably talk 
about this, you've heard other gurus talk about the importance of social media, 
because it is really important, but also understanding how to diversify your 
audience, because with some of the recent changes that are going on with 
Facebook after that breach that happens many months ago with the data breach 
with the Russians or whatever is going on, with Cambridge Analytica, there are 
cracking down on businesses with, you know, even their fan pages and what 
they're allowed to see or know about the people who actually like them.  And 
I'm not saying this to scare you or anything, but it's just like a highlight of how 
like we don't really have control over what Facebook does, and we don't really 
own, and I'm using the word "own" for lack of a better word, own those 
audience members on our email lists, because if they're just like people who like 
our page, it's harder to get them to actually take an action on your website.  But 
we can use that as a tool to move people over, so I just want to remind you that 
consistent list building is always going to be very, very important.  In fact, we're 
going to link a bunch of episodes on this podcast all about list building, so make 
sure that you check out the show notes over at 
FlourishThriveAcademy.com/episode148.  

So we have this coaching program over here at Flourish and Thrive Academy 
called SOS and it's filled with designers who are really trying to either build 
their online presence and grow their sales on their website, and/or transition 
from other types of business to build more revenue on their website.  We just 
had a Maker Day here in New York City where we went through and did some 
maker videos for some of our designers, and video is such a great way to 
capture audience on your website.  In fact we have a whole podcast about how 
to do a brand video on a budget which is super duper fun.  Anyway, I was telling 
one of the designers Barb Mason that she is one of our SOS MVP's because she is 
really taking everything that we're telling her and putting her best effort to 
move things forward.  It's just fun to see someone's energy like that.  The reason 
being is that the way that you're going to really get results on the stuff is to test 
things, to move things forward, to keep taking action and to keep trying things 
out.  So if you don't first succeed, try and try again until something is working. 
So I want to make sure that you remember that because it's not just a set and go 
type of thing, you have to always be innovating and trying to make things better.  

 
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 



 
My first tip for you today is all about, this is one of the surprising ways to get 
more sales on your website this month, is to take anything that you're doing 
offline and move it online.  Here's what I mean.  So you might be hosting some 
live events in person for Mother's Day, you might be meeting up with people in 
person, you might have customers in person, but this is something that you can 
do every time you have a live show, any other time is to create some special 
offer promotion for the people that you meet in person at those live events with 
product that is not at the live event, and get them to their website.  So let me 
share an example.  So you could do some sort of gift in exchange for an email 
address, so maybe you could do a contest or giveaway, and a lot of you do this 
like free drawing for peace a jewelry, then people can get on your email list and 
on the thank you page once they actually sign up for your email list if you have 
some sort of offer or place for them to go to sign up, you have an opportunity to 
have a thank you page after they opt in, and thank you page could actually be 
selling some sort of product on the other end.  So you can have some special 
promotion or bundle, you could be selling the products you're actually giving 
away at a special price, like a bundled price, you could share other product that 
they might like, you could send them through a quiz funnel where they can find 
out what their jewelry style is, and then you can get them into a sequence that 
actually sells them different types of your product based on their answer.  Super 
cool, but this is a great way to get people on there.  Another thing that I thought 
was really clever is they do a lot of sample sales here in New York with New 
York City based designers, and a couple of years ago I was at a sample sale 
called Leoffler Randall, and Leoffler Randall gave out these little gift cards to 
everyone who showed up for $50 off of a $300 purchase or more.  So you could 
give like basically a gift card to anyone who shows up to purchase on your 
website within a certain date for people that you meet in person.  You can even 
do this out in the real world, you could do, like have a special things that it's like 
once the cards activated, you know, they have like ten days to buy or something 
like that.  It's just a great way to you sort of engage the people who already 
purchasing with you in an in person event, and get them on your website 
shopping.  And then you can also do you like special things for VIP's.  So maybe 
another thing is that if you're meeting people in live events, like in offline 
setting, you can send them to some sort of VIP offer only for your insiders.  So 
it's not available to everyone, it's just available to certain people who are 
special.  These could be limited edition items, maybe you have only quantities of 
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five of something, but something that's super special that only special people 
get access to.  So that's like a really great way to start to build up.  

My second surprising way is to create a special promotion and email your list 
about your promotions regularly.  People think a lot of designers are hoping to 
get this like random classic traffic through SEO and all these other things, and 
while all those things are great, a lot of times it takes time to build that up.  In 
fact, you know, I think if you can get ten new people on your email list every 
single month that's going to do a lot more value than spending a ton and ton of 
time on just SEO alone.  Those followers are actually engaged, and you're 
actually emailing them, asking them for the sale.  So create reasons to email 
your list.  You want to do a combination of value added content and promotion. 
So it's not just selling to them.  So if can give them tips on things that they can 
use to take care for their jewelry or how to style stuff.  So thing about, create a 
content calendar of things that you can give them reasons to actually buy, and in 
every single email you have some little P.S. or offer in it, and then every three to 
four emails you can do some sort of pitch where you're actually sending people 
to buy your product and getting them there.  

Another thing, we're going to talk about this later, but you can create some sort 
of special service on your site where it's a subscription box service, where 
people get jewelry every single month.  Now I'm going to have an episode 
talking all about this in a few weeks with one of our SOS designers Michael 
Adams, and I'm really excited about it because this is such a great idea.  In fact, 
back in like 2006, 2007 my sister and I were talking about doing this for Tracy 
Matthews Designs, but we couldn't really figure out how to get it to work right 
away for our brand, and I wish I'd done it back thanks it's such a brilliant idea, 
because what ends up happening as if you can keep people, you have this 
ongoing, you know, subscription of people getting jewelry every single month. 
They get great value, they get amazing product and they get new pieces in their 
jewelry box every single month, which is super rad, super awesome.  So I'll be 
sharing more about that later, but that is a great way to get sales on your 
website every single month because if you have a subscription service, it's 
consistent revenue that comes month, after month, after month, and it's such a 
great idea.  So don't discount this, I would think that all of you should have some 
sort of subscription service model in your business as much as you possibly can.  
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Alright, so my next surprising way, and I'm sure that subscription services 
might seem surprising to you because it might not be something that you're 
thinking about, but it is an awesome way, so don't discount it.  Think outside the 
box of what you can do; is to use landing pages to drive traffic to, instead of 
sending people straight to your shopping cart or the homepage of your site.  So 
a lot of you, you're posting on social, you're sending a link just straight to your 
home page, people aren't sure what to do with that and so they bounce off your 
site, and you're wondering why you're getting all this traffic to your website and 
no one's buying anything.  Raise your hands, be honest if you've ever done that 
or thought it.  I'm curious, I want to know because if you're expecting to get 
conversions from sending people to an unfocused page on your site, then all 
that time you spend doing social media and creating content is just basically a 
waste of time.  So another way to do this that is much more productive and 
valuable and we use it a lot over here at Flourish and Thrive Academy is to send 
people to a landing page that is specifically targeted towards whatever it is that 
you are offering.  So if you're sharing a special piece of jewelry, special 
promotion, or special offer, instead of sending people to your shopping cart, just 
send them to a landing page with that offer on it.  You can collect email 
addresses on that page, you can actually sell the product, you can use planning 
pages for content upgrades or downloads that talk about the value of what you 
deliver or give, adds value to their experience.  Maybe it's like a ring sizing guide 
or how do wear necklace chain links and stuff like that.  You can create a landing 
page where people can download it, so it's like double duty, you're actually cut 
the email addresses, and then maybe on the thank you page when they enter 
their email address you can sell them a product.  So there's a lot of ways to use 
landing pages.  I think it's a huge missed opportunity, and it gets a much better 
conversion.  Think about like if you send 100 people to your website how 
stoked would you be if 30% of those people gave you their email address. 
Because that's a good conversation and that is like what landing pages can do. 
Or what if you send 100 to your website and sometimes to your landing page, 
and 10 of those 1000 people bought because the offer was so crystal clear and 
they weren't distracted.  They just actually saw what you had to offer and they 
went and bought it right away.  So there are a lot of things, a lot of ways that you 
can use landing pages.  One of my favorites is Zipify, and it fully integrates with 
Shopify, so it's a great, great platform.  We'll have a link in the show notes to 
that as well, so definitely, definitely check it out, and think about strategies.  If 
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you're in our Diamond Insiders, I'd love to workshop with you on ways to use 
landing pages.  We'll be coming up with ideas on using that very, very soon, so 
stay tuned.  But this is a really great way to get your traffic focused towards a 
purchase, and this is a great way for you to promote content using landing 
pages.  You can use video content; you can create little mini sales pages for your 
jewelry products.  And you know, do all the things that really smart marketers 
do to increase their conversions.  You can have downloads there, bundle offers, 
great squeeze pages, and all these things can integrate right on your website if 
you're on Shopify using Zipify forms, which is pretty cool.  You can input things 
like countdown timers on there, like for time sensitive offer, which is super 
duper cool.  

Anyway, another one of my favorite ways, and we talk about this a lot, and you 
probably heard me share this.  We have two great episodes here about doing a 
Facebook live sale, and also a Facebook trunk show, but using your social 
platforms, in particular Facebook either in a group, on your page, even using 
Messenger to host a live trunk show that sends people to your site.  So you can 
either send, have specific landing pages set up for each of the products that 
you're selling on your trunk show.  You can make this event from like a certain 
amount of time to certain amount of time; you want to get people there.  If you 
have a Facebook group this is a great way to get people excited about your 
product, but using live events where you're actually physically there and it's like 
a small period of time, you can really get people excited about your product and 
get them buying right then and there.  So hosting almost like a live virtual trunk 
show on your Facebook page once a quarter is a great way to get sales.  I'm 
saying every month, you may or may not want to do this every month 
depending on how big your audience is.  You don't want to burn them out, but 
you could potentially do this every month.  I heard of a clothing company that 
was doing a million dollars a year using Facebook live to sell products on their 
website.  So don't discount this tool, it's a great way to utilize your Facebook 
followers, but also send your email list to that Facebook live page to get them 
excited about your Facebook live that you're actually doing and to get them 
there.  So you can create...  So what do you think about this strategy?  You 
decides you're going to host the trunk show, whether it be in a Facebook live 
format or whether it be in a trunk show format where you are just like listing 
things manually and you're not live on video, and then from there you have 
teased your list and had them register and sign up for the event on Facebook, 
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they get notified on Facebook either through messenger and/or the events at 
the time that the event starts.  Plus, you send an email back out to those people 
who opted in to hear about it and probably to your entire list, you get them 
there live, you create a lot of buzz and excitement, you're going off at like 150%, 
you have support there, so people can in the comments link to your landing 
pages, you have landing pages set up for all the individual products that you're 
selling so you can send people right there, sending them to your website, so it's 
a win-win because they're actually like buying something and signing up for 
your email list at the same time.  If something sells out you can have a wait list 
form on that page to create excitement and also build your email list so that you 
can sell them similar products at the same time.  So if you can see how all these 
tools can kind of work together; the landing page, your email list.  You can even 
do this if you had a subscription service where you're doing the announcement 
on Facebook live and getting people excited and sharing this, using landing 
pages.  So I don't know, I'm really excited about this and I am excited to share 
more about how to use landing pages to actually drive more traffic and sales on 
your website via e-commerce.  

Then the next thing, you know we did a huge workshop here in New York City 
with our SOS designers, these are designers that we're coaching in our high 
level group to build their e-commerce sales, and we had Dale Bertrand of 
Primera Labs come in and talk about SEO.  It was an awesome, awesome 
workshop.  We loved it, we had a blast.  One of the things that he was talking 
about as the most effective way to actually get SEO traffic and SEO juice to your 
site are high quality back links.  And what this means is other websites that are 
qualified, highly reputable websites driving traffic to your website.  So this is 
huge, and so I was talking with my friend Susie at dinner the other night, Susie 
and Keith, they're good friends of mine.  You've also heard me interview Susie 
Moore on the podcast a few times, and I'm going to have her back actually 
talking about guest blogging, because this is huge and I think that there's such 
an amazing opportunities for jewelry designers in the guest blogging space.  She 
was telling me a story about how she posted a guest blog post for a platform 
called The Greatest, and that directed back to a landing page on her site, which 
got her 450 opt ins in one week.  That is huge, you guys.  It's a great opportunity. 
I'm going to be doing it again more for Flourish and Thrive, and I'm also going to 
be doing a lot more for my jewelry business, because you don't think about how 
all those high quality links, how important they actually are to making your 
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website look relevant in the eyes of Google.  So if you're blogging about different 
keyword on other sites and you have a content upgrade on your website where 
you can send people to, it's a great idea.  This is an opportunity for you to 
provide value, share tips about jewelry, share fashion, and style tips, share so 
many different things;  like how to wear necklace links.  You can do it in video 
format, there's just so many ways to do it.  So you just want more traffic 
pointing and linking to your site, and a great way to do that is not only get 
featured in a press, but also be doing guest blogging.  So I have to be honest, this 
strategy is not something that you're going to do right away, it's going to have 
an end effect, but for the long term, it's going to help you generate sales every 
single month.  

So I want to recap this because I said I was going to talk about five surprising 
ways, but I kind of talked about like five and a half or six because I didn't want 
to spill the beans about an episode that we have coming really soon with 
Michael Adams, but that's alright, we'll talk about it anyway.  So the five 
surprising ways to get more sales on your website this moth are focusing on 
offline to online, so any offline events you do, any time you're interacting with 
real human beings, think of a reason to get them online to your website and 
actually signing up for your email list.  You can use a landing page for this, which 
is an awesome opportunity, and maybe have a contest or a giveaway.  Just find 
ways to move those people that you meet in real life on to your website and get 
them excited about buying from you.  

The second way is to be emailing your list on a regular basis, maybe it’s that 
you're creating a promotion, but the most important thing is that you're 
emailing regularly and you're adding different kinds of value, so it's not all just 
pitch, pitch, pitch, it's sharing social proof, it's sharing tips about jewelry 
making, it's giving them ideas and helping them with their next steps.  Really, 
really important, all great ways to use your email list not just for selling.  

And then I talk about this other way because you can also email your list and 
use that to build a subscription service so the more that you can get recurring 
revenue in your business, the better.  So if you want to create a jewelry of the 
month club or like some sort of insider's group where they get to pick up a piece 
of jewelry that you already designed for a special price every single month for 
being a subscriber, just a great way to get people excited about your new 
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products and things that are coming out.  You can have different levels too, 
which is awesome.  

Using landing pages, this is a great opportunity and a great way for you to 
squeeze traffic and get higher conversion rates when you're trying to build your 
email list.  Super, duper important when you're trying to get more people 
engaged in your brand.  It's insanely important and very exciting, so just think 
outside the box of different ways that you can use it, and also stay tuned 
because I'm going to be sharing different ways and make sure you check out 
Zipify, we'll have a link in the show notes over to their app for Shopify, it's super 
cool.  

The next thing that you can do is host a virtual trunk shows and cross promote 
it like crazy and then send people back to your website to buy.  You can use time 
sensitive offers, limited editions and it can be a race for whoever gets there first, 
which is really, really important.  So the virtual trunk show thing is huge, 
utilizing tools like Facebook, maybe Zoom, whatever platform that you work.  I 
like the idea of you doing it on Facebook because you can get traction and get 
people who might not have be on your email list actually excited and there as 
well.  

And then guest blogging to get back links and traction to your website.  Think of 
different things that you can blog about, more episodes coming up on that and 
I'm going to be bringing out my friend Susie Moore really soon.  She's awesome 
and she has just a wealth of knowledge.  Really great.  

Anyway, that's it for today.  I hope that you will join us for the amazing 
masterclass that we've prepared for you called “The Five Mistakes that Even 
Talented Jewelry Designers Make”, and you can head on over to 
FlourishThriveAcademy.com/5mistakes to learn more.  This is a really great 
masterclass, it's one of the favorite master classes that I've ever done, and it's 
super simple and tangible.  I just want to say that.  It's awesome.  Also it would 
be a really great resource for you, those of you are trying to get more sales 
online, I'm was going to post in the show notes, it's called “Websites That 
Work”, and it's basically a checklist that helps you make sure that you have all 
these tools on your site that you actually need to get better conversions and 
sales online.  So super simple, I'm going to have it linked over to the show notes 
at episode 148, you can also write this URL down, 
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FlourishThriveAcademy.com/websites-that-work.  You know not to remember 
everything because everything is going to be over at the show notes, you can 
just click there.  

Alright, I am so excited to be here and we have a great episode coming up next 
week, I'm going to be talking about when to know if it's time to lean in and or 
give up your hopes of a jewelry business.  So I'm not going to spill the beans 
here, because it's going to be a really great episode, and I hope that you will 
listen, and especially if you're feeling overwhelmed or defeated with what's 
going on with your brand right now.  I'm going to have some really solid tips for 
you to help you get out of any funk, and you're really decipher whether or not to 
continue down this road as a jewelry designer and maker, or think about doing 
something else.  Because you know, sometimes it might be the right time to do 
something else, and sometimes it might be the right time to actually lean in go 
for it, you just need some clarity on what is bugging you down.  Alright, this is 
Tracy Matthews, I am signing off for now, I'm looking forward to supporting 
you.  Take care until next time. 
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