
 

How To Set Up Your Website For More Wholesale 
Orders 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“I think it's really important to know that it should be easy for you, but should be super 

easy for you customer, because if it's complicated for your customer and they're 
having a hard time buying, they will leave.” 

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

 
Tracy: Welcome to the Thrive by Design podcast Episode 194. Hey, it's Tracy 

Matthews here, and I'm excited to be here, I have a very special guest who 
I will reveal in just a moment, but I am excited because this month is 
website month, and as you know I'm super passionate about using your 
website as a tool. That's exactly why I invited our wholesale guru over here 
at Flourish and Thrive Academy, Robin Kramer on the show today to talk 
about how to use your website basically as a wholesale tool or to get more 
sales on your website. We're going to talk about what's put on it and how 
to set it up, and I just, before I dive into all the stuff we're going to talk 
about today, welcome to the show, Robin. 

Robin: Tracy, I'm so excited to be here. 

Tracy: Oh my gosh. Okay, so we are here in New York together in my apartment 
in Hudson Yards and we're having a blast hanging out all day. We don't 
get to spend facetime together that much anymore. 

Robin: No, I'm loving this, this is really fun. And then all the ideas start happening, 
right? 

Tracy: You know it's so funny that we used to like travel one place or another 
every kind of six to eight weeks and you video blogs and all that stuff 
together back in the day when we first started, and then it just became 
harder to get together because of travel schedules and all that stuff and 
that's sort of when I start taking over the podcast and sort of the vlog 
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series because it was hard to get together. So any time we have a 
moment to do something together.  

Robin: We do.  

Tracy: What was your favorite part? So we did a Facebook Live today, what was 
your favorite part about sitting in the chair so close together? 

Robin: I think that people finally realize we're actually were live together. 

Tracy: Someone, I think it was Depa, she said, "Oh my gosh, I just realized this is 
not a split screen, you guys are together." They're like, "How's the art the 
same in Robin's house as it is at Tracy's?" So funny. Well it's lovely to have 
you here and I'm excited to talk about wholesale because we have 
exciting things to share on all sort of realms about using your website as a 
sales tool, and many of you have heard me over the past few months 
talking about, actually the past several years talking about how it is now 
more than ever important to have, essential, if you want to be in business 
these days to have a jewelry website that serves as a business sales tool. 
Because it really is your number one sales tool. It doesn't matter if you're 
selling e-commerce, it doesn't matter if you're just selling to wholesale 
stores, it doesn't matter if you want to just do in person events. If you have 
to janky website and you're trying to get press or you're trying to get 
coverage or you're trying to get a buyer to believe in your brand and invest 
thousands of dollars with you, you better have a good website. 

Robin: Absolutely. 

Tracy: It's really important. 

Robin: It's crucial nowadays. 

Tracy: It is important. It doesn't matter what type of business you have, and if you 
don't, you're never going to really brand validity. There's so many easy 
ways to get a website up and running, obviously my favorite platform is 
Shopify, you hear me talk about this all the time, just because of the 
functionality of all that you can do you, especially if you're selling product 
online. If not, then my second favorite is WordPress, that's actually what 
my website is designed in, and I love WordPress, but I'm not selling 
products on my site, so it's fine for me because I'm doing custom work 
and custom designs. I love, the next favorite tool is Square Space because 
it's easy to get into and inexpensive, and there's lots of other tools like 
Weekly and Wix, but there's no reason now that you can't have a really 
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beautiful looking website that is well designed by even using one of these 
website templates from one of these companies. 

Robin: Absolutely, and I think it's really important to know that it should be easy 
for you, but it should be super easy for your customer. 

Tracy: 100%. 

Robin: Because if it's complicated for your customer and they're having a hard 
time buying, they will leave. 

Tracy: They will. Robin, do you mind, I'm thirsty, I'm going to pop this little can, 
you're going to hear it. There we go. It's not beer, it's La Croix. My favorite, 
grapefruit. Robert didn't want. I brought two over and Robin didn't want 
one, so I'm having hers. Anyway, I've been really passionate about helping 
designers use their website as a tool and kind of cross that marker in 
e-commerce sales. So if you're someone who's trying to sell on your 
website or use it as a tool to really expand what you're doing from a 
customer outreach perspective and trying to get more sales direct to 
consumer and you want some help with that I'd love to invite you to join 
us for our Strategy Session, super easy peasy, it's free, you have to apply for 
it, not everyone gets accepted, but it's free to apply, you just head on over 
to FlourishThriveAcademy.com/StrategySession and all you have to do, 
you or you can just type FlourishThriveAcademy.com/strategy and what 
we're going to do is going to fill out a quick questionnaire, you have to 
apply for it because we have a limited number of spots.  

                         If you get accepted we're going to jump on a call with you, either me or 
someone on my team. We're going to talk about some of your goals, we're 
going to talk about where your business is now and we're going to talk 
about where you want to be going in your business and identify the 
things that are kind of holding you back from getting there. At the end of 
the call you're going to have an idea of some of the things that you need 
you to reach your goals, and also if we think that we can help you we'll 
share our way that we can help you reach your goals.  

                         Now this is really an ideal opportunity for people who are trying to either 
cross the $100,000 mark in e-commerce sales and/or personal revenue, 
personal income salary, revenue, income, salary, all of it. Anyone who's 
trying to make some money with their business it's perfect, and trying to 
get that cross that marker. It's ideal for someone who already has a good, 
solid foundation and base in their sales. Like if you don't have any sales 
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yet, it's going to be hard, you need to kind of do the groundwork first. So if 
that's something that's interesting for you, let's do this, you can head on 
over to FlourishThriveAcademy.com/strategy and check it out and apply 
for a session right there. There's also going to be a video on that page 
identifying who this is really great for. If you're already doing $40-50,000 in 
sales that no matter how you're selling, you're a good candidate. It could 
be even be more, we have people who are trying just work on their 
e-commerce or elevating their website presence who are doing a lot more 
sales but want to get more sales online. I'd love to invite you to do. So 
Robin, let's dive in to this first, because you have an exciting program too 
for people who are really investing in their wholesale business. 

Robin: I do, I do. I love wholesale. 

Tracy: You do. 

Robin: Tracy knows this. I love wholesale, I love the whole relationship with the 
buyer and the designer and I feel it's still very viable. I was just at the New 
York Now show, saw a lot of buyers, saw a lot of exhibitors, and just 
hearing the buzz of what's happening and you have to stay really current 
on what's going on, because buyers even will go to your website. They're 
going to check you out, and vet you and make sure that you're not a one 
hit wonder either, that you're not there for... If they're investing you, they 
want to know. So I get really excited because I did see a lot of new stories 
popping up. 

Tracy: That's so exciting to hear. 

Robin: Oh my gosh, it was so wonderful when I hear somebody saying, I've been 
coming and exhibiting at the New York show and I had 17 new accounts 
or I had a designer tell me that at their Atlanta show, they had like 40 new 
accounts. That is the amazing, and they've been in business for 12. 

Tracy: 40 new accounts? You got to tell me who that was. 

Robin: So exciting, and it really gets me excited about the fact that that tells me 
that store owners are really staying up on what's happening and how they 
can improve their business and they are doing experiential and 
educational things to help their customers. I love that. 

Tracy: 100%. 
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Robin: Yes. 

Tracy: Awesome.  

Robin: You asked me about like what I'm doing, I love working with those who 
are wholesaling. So you have to be wholesaling in order for me to work 
with you, I like to help those to just take to the next level, improve their 
wholesale. 

Tracy: Awesome. We're going to talk a little bit if you're like really focused on 
wholesale strategy at the end of this, I was about to say at the end of this 
master class because that's how we run this podcast, but at the end of the 
podcast you can get in touch with Robin directly if you want to work with 
her in a wholesale program. She has a pretty awesome offer for one on 
one work with her that she's connecting you with buyers and helping you 
really hook you up with the next level for your wholesale business.  

                         So more will be revealed in a moment, but for now we're going to talk a 
little bit more about building how to set your website up to get more 
wholesale sales, because this is, like I said earlier in this podcast, your 
website's number one sales tool, if you're missing out, if you're not 
focusing on this you are missing out and you're going to be left in the 
dust., my friend, and we would not want you to be left in the dust. First 
and foremost, we're going to talk about some of the things that need to 
happen on your site in order for you to get better conversions when 
wholesalers land on your site. So the first thing, this is not really like a 
teaching point but this is like an overview point, you really need to know 
what the objective of your website is before you get started in this.  

                         Are you creating a portfolio platform for press and editors and wholesalers 
to find out more about your company, are you wanting to do a 
combination of those, are you someone who wants to only be selling 
e-commerce? Like you've got decide what the main focus is, and this is 
going to determine how you're setting up these tools for wholesale 
conversions. My best advice for people who are trying to sell direct to 
consumer and sell their products online, it's to not confuse people with 
too many places to go in the home bar, you want to make on that sort of 
navigation bar that you have at the top or the hamburger drop down, you 
want to be focused on like what the number one action you want them to 
take when they move to your website.  
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                         For most of you doing e-commerce, you want people to be buying your 

jewelry . This is just the consideration that you need to have as you're 
setting things up with the nav bar and know where you're going to put 
some of these things. But one thing that I think everyone should have 
somewhere in their navigation bar or in the footer of the website is a 
contact page. So this is like the number one entry point for setting up your 
website for the best conversions. So why don't we talk a little bit about 
what should be on a contact page, Robin? 

Robin: If you want to get wholesale accounts, it's great to just kind of vet them 
before they even get to you. So if you just they, "Hey, contact us and send 
us an email, we'll get back to you." there's so much you could do, it could 
be a waste of your time if it's just someone kind of inquiring about it. So 
we recommend making sure you ask the right questions. How long have 
you been in business, where is your store located, you know things like 
that. 

Tracy: Yeah, so we're going to talk a little bit more about what goes on the form 
a little bit later, which is, that's really great to you bring that up, but I think 
like on the contact page if you're in the very least of what I think is really 
important that they can have information on how to request line sheets, 
they can have a link to that vetting form that we're talking about, which 
we're going to talk about in just a minute, and then you can also have a 
specific contact form embeded just for wholesale orders, or a check box. 
Like what are you reaching out for, wholesale, just to say hi, retail order, or 
whatever it is. So those questions can help you direct where stuff is going 
so that you're not confused when you're trying to get to that next page. 
When you're trying to really connect with those buyers you want to make 
sure that they know exactly what to do you when they land on your 
contact page. Another thing that's really great to have on your contact 
page is a phone number, and if you don't want to provide your own 
personal phone number because you don't have people calling your cell 
phone, you can always get a Google Voice number that redirects to your 
cell phone, so people don't have your real phone number, and if you don't 
answer, it'll send you an email with the voice message transcribed in it, so 
it's a great way for you to build social proof, and Robin loves the phone for 
different reasons. 
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Robin: You get stuff done a lot faster. And also too, just personal experience is 

that I have been on websites and I have a quick question or I want to 
place an order and if I have to do more work I sometimes just abandon it. 

Tracy: Yeah, and you want to make it easy for your customers to buy. 

Robin: Always, always. 

Tracy: This is the thing. That brings in the next thing it's like if you're kind of ninja 
and you have the support, you can put a chat bot on your contact page 
and/or on your entire website so you can answer questions for your 
wholesale buyers and your direct to consumer buyers or retail buyers 
immediately right there in real time. I love chat bots because sometimes 
you just have a quick question, like, "My order is not going through, like 
what do I do?" and they can help you right there, right then and there. Or 
like if you place an order online, maybe you wanted to add something and 
then you can add it right there, or just quick question, it's a great way to 
answer it.  

                         So the next thing, I know that Robin wants to talk about having a 
password protected wholesale section on your site. So the way that I see 
this is you can have a wholesale page or wholesale, even a separate 
website just for wholesale, basically like the first page of that would be a 
landing page that described like your wholesale terms, maybe there's a 
place where people can download their terms, they can apply to be one of 
your preferred retail partners, and you want to ask like specific question. 
I'm going to have Robin walk you through some of those great questions. 
And then when someone gets approved you can have a password 
protected shopping section of your website where people can actually 
place wholesale orders on the website.  

                         This is a great, or it's a password protected section where people can 
come and grab your wholesale line sheets. Either way, both work just as 
well. I think buyers probably love the convenience of being able to just 
place an order and add everything to a cart and put it in. It is a little bit of 
extra work on your part, but if you're really focused on wholesale, this is a 
great way to make it super, super easy for them. So Robin, we're even 
talking a little bit about the spending form, because there's nothing that 
drives you crazies than like... You're like smiling and smirking at me, but no 
one can hear because it's a podcast, because they can't see your facial 
expressions. You want to be able to vet people, and that's like important 
part. A lot of people just are like, "I want to wholesale serve." Then they get 
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these randos filling out contact forms trying to get 50% off or something, 
and it ends up being a big mess. 

Robin: Totally. The more questions and more detail you can get, it also is going to 
help you with how to better service them. You want, I'm going to just give 
some ideas of what you want to have on that form. You certainly want a 
resale number. Every store has to have a resale number, or some sort of 
form of tax ID number. So that's really important. 

Tracy: It's sometimes called a certificate of authority, like in New York it's called 
certificate of authority, in California it's called the resale number. 

Robin: Legally you are required to have that. So if your accountant love you if he 
makes sure you have all that information. Also the store name, super 
important. Type of store, it could be a yoga store or a toy store, but you 
want to know what kind of store. 

Tracy: Yeah, a gift store, fashion store, like all those things. 

Robin: Exactly. The buyer name, because that's important too, website, the 
location of the store or stores, find out if they have more than one location. 

Tracy: So this is important like especially if you're protecting territory, right? 

Robin: Absolutely. And address. If you need any terms requested. I also like to 
know how long they've been in business, I think that's really important. So 
the more information you can get, the better. Also too, you could find out 
like the anniversary of the store, you can go into a lot of detail, but these 
are the most important things that you need to know. 

Tracy: And you also mentioned briefly, but trade references and what that 
means is you want to get basically like referrals in these areas, especially if 
someone wants to request terms. You don't have to have the terms, 
request of terms on the... 

Robin: On the form itself. 

Tracy: On the form itself, but it might be, like it's interesting, like it could be like a 
front end of the process too. I think it's important to have like someone 
who's going to back you up and say like, "Hey, this is like a legit business." 
and I remember we would ask those kinds of questions. So sick and way 
to protect yourself. 
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Robin: Absolutely. One thing I also want to know is trade shows. What trade 

shows do you go to, if any. You know, those things are really important. 

Tracy: Oh, that's good. 

Robin: Yeah, I have a list.  

Tracy: Anything else? Cool. And so the next thing you want to think about is like 
what is the user experience for them, for your wholesale buyers to place 
orders? Now you want to make it as easy as possible, and there's a lot of 
places that connect brands with wholesalers. We just met a brand called 
Fair the other night, which is cool, and there's a lot of these online portals 
that kind of become the liaison between the small batch goods and the 
buyer, which is awesome. But what about the small pop stores or people 
you've had a relationship and you just want to make it easy for them to 
buy? And so placing orders on your website needs to be key, and you can 
do this in a couple ways. This is where the password protected part comes 
into play.  

                         So you can have a way that someone could log in and download your line 
sheet if you want to do like the cheap and chic way, just have a really good 
line sheet and look books, they can log into the online portal, see your 
products, either handwrite an order or digitally like email you the order, 
maybe it's not like a shopping cart type of thing but they can fill out some 
sort of order form. The other thing they could do is you could actually set 
up a separate installation of your website of a shopping cart so they can 
pick pieces from your collection, add them to your shopping cart and 
actually place an order through your website, give you credit card details 
and all that stuff. If you're doing the paper line cheap route it's really 
important have an order form. Right? 

 Robin: Absolutely, yeah. And even if that's the only thing that you offer, give them 
a fillable order that they can fill in online, it also will help with preventing 
mistakes. Because that how many times have you got an order from 
somebody who's written it and then you have to call them and find out is 
this exactly what you want. So the more kind of clean it can be, and again, 
easier, the easier the whole process will be. 

Tracy: Yeah, totally. And I think you make a good point because did I ever tell you 
like I'm slightly dyslexic and I used to like transpose numbers on our order 
forms all the time? I remember a couple times I was looking down and a 
buyer would tell to me, "You have those numbers out of order." I was like, 
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"Ohh my gosh, thanks for catching that." and I realized later that it kept 
happening over and over. I mix the two numbers up all the time. 

Robin: We're just people, we're just humans. 

Tracy: We make mistakes. 

Robin: We do. 

Tracy: Let's eliminate them. So the next thing we want to talk about is really like 
where to put the links about wholesale on your website, and there's a 
couple different ways that you can do that. Like we mentioned earlier, it 
really depends on what your focus. Is your focus e-commerce and direct 
sales or is your focus just using your website as a portfolio tool to get more 
wholesale customers. So that's number one lens you should be looking 
for. If it is that you are really focused on wholesale, you can have the 
wholesale tab on this nav bar, but if you are someone who is more focused 
on e-commerce, I would put it in a footer and on the contact page, so that 
people can find it in two different ways. It doesn't clutter up your 
navigation bar, it's still easy to find and people intuitively know to go to a 
contact page if they have a question or want to place an order. That would 
be the best place to put it. 

Robin: Great suggestions. 

Tracy: How do you feel about supporting your stockists on your website? 

Robin: I think it's great personally, because one, it's a good selling tool that you 
can say, and I wouldn't do it for every stockist, I would do it for those same 
"spend X amount with us and we support you on our website". So if 
someone is just buying, let's say, your minimum and that's all they buy all 
year, maybe that's $200 minimum opening order for you, and that's it, to 
me they're not, you're going to send somebody to their store and they're 
really not going to have a product. So it should be something, it is a 
privilege to do that, but it's also a wonderful tool that you can say, "This is 
what we do for our stores and we would love to put you on that program. 
So you're ordering every quarter and if this amount and that guarantees 
you a spot."  

Tracy: That's awesome. I've never even heard of that before. Is that a new 
strategy? 
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Robin: Well it's always been mine.  

Tracy: I guess if you're a small business there's pros and cons to that, like I think 
it's good if you are someone who has a really established brand, and I love 
this strategy, like, "Yeah, we'll support you on our website." When you're 
just starting out, like it might be cool to throw them a bone in the 
beginning because you might want to have more stores on your site just 
to... 

Robin: Validation. 

Tracy: To validate who you are as a designer and stuff like that. So can be really, 
really important. So the stockist page, really important. One of the two 
strategies, either put them all if you don't have a lot or hedge your bets 
with your stockist and say, "Anyone who places..." What did you say? 

Robin: Well I would say just come up with a number and make sure that you 
have to say, maybe it's $1500 a year, but that means it can be over the 
course of the year with a minimum of you know $500... 

Tracy: I would raise the bar, girl, if you're going to it, like let's raise it like $4000. 

Robin: It depends on who it is and just where you are in your business, but you 
know, give them a dollar amount and say "At minimum you have to place 
this much every quarter." And again, it's working with them and it's 
something that you can't really support. So if those of you who don't know 
what stockist is, because I know when I first came onto the wholesale 
world I was like, "What is stockist?" 

Tracy: "What's a stockist?" 

Robin: It's the store. 

Tracy: Yeah. 

Robin: The stores that you sell to. So yeah, I think that's a great way to present it. 
And also too, it's fun for people to see where it is and you could also, that 
segues into our next thing, which is really great. 

Tracy: Which is to shout out on social? 

Robin: The direct.. 
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Tracy: No, the direct link. Yeah, we have a little note tab here. So I think 

something that's really supportive of stores, especially in this day and age 
is like if you know someone is reaching out and they have a question and 
they're asking through your website and you know you have a store that 
can service them, is seriously such a huge shout out if you can shout out a 
store and send that person to their local boutique where your products 
are sold, if possible. I know that a lot of us want to get direct to consumer, 
but that shows so much face and like face and faith with your customers 
that they will want to keep reordering from you, so this is just a really good 
strategy to kind of get more wholesale accounts. 

Robin: Could not agree with you more. I think it's a really nice thing to do, and it 
really can boost your relationship with the store. 

Tracy: I think as you're like posting on Instagram and your other social media 
platforms, is that as you're featuring pictures, if a store carries a product, 
like give them a shout out or regram the stuff that they're sharing, 
because all that stuff like kind of shows that you're in a partnership with 
them and you're developing a long term relationship, not that it's all about 
you, you, you, you're trying to like feature. Also, all that stuff offers, gives 
you validity and a sale is a sale. I mean if you're shouting out like a 
wholesale account and someone sees something and then they feel more 
comfortable buying from a twist online or one of these other portals that 
have really rich e-commerce businesses or one of your accounts that does, 
this is a great way for you to get them sales and for them to notice, 
because they're literally getting @ mentioned, they're getting tagged, and 
they'll want to keep buying more jewelry from you.  

Robin: So true. In fact, I just saw this, Emily Shapiro is a designer, just did a 
wonderful post about some earrings and a heart necklace that she did 
specifically for Uncommon Goods, and it was such an amazing shoutout 
to Uncommon Goods that it also was, it created excitement about what 
she was making just specifically for them, so I use that as an example. 

Tracy: Love it. That's a great one, thanks girl. And I think nothing thing that you 
can do is if you have the functionality to really segment your email list, you 
can email those segments of the list abut new deliveries in stores and 
really help promote your partners, and I think that that's a good thing to 
do as you're list building or a way to make your last later is just like, 
"Where do you live?" Like send out an email saying, "Where do you live?" 
"Hey, I'd love to know where you live. Would you mind filling out this quick 
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form or fill out this field?" and then it could automatically tag them on 
your MailChimp or Clavio or wherever they are. You can use that as a tool 
to kind of drive traffic to your wholesale accounts. 

Robin: I think it's a wonderful idea. Again, it's working on relationships. It all 
comes down to relationships, right? 

Tracy: So true. Cool. So what's the last thing, Robin? 

Robin: Last thing is photography. I think it's really important, again, make it really 
clean, the photography that you're using on your site, but also in your line 
sheets and in your wholesale site that you want customers to really see 
the product, your product needs to be the hero of the shot, and also good 
descriptions, what is your product made out of. That's something that you 
want a buyer to come read through the information and have everything 
they need to place a really nice order. 

Tracy: That is so, so true. Thank you for that, Robyn. Anyway let's kind of scroll 
through these tips again, we want to make sure that you have your 
contact page all tight right, that you have a request for line sheets, a 
phone number, you can vet people in a very authentic way, that you 
wholesale page on your website and then the ordering section of the 
wholesale page is password protective, that you have a vetting form, that 
there's a way for people to place orders either in a shopping cart or with 
an online form or something along those lines, or even like a PDF that can 
be filled out online, that you have links on your website either in the 
navigation bar or the footer, depending on your objectives. If this is 
e-commerce, you want the footer, if your primary objective is wholesale, 
than in the nav bar. That you're supporting your stockists in as many ways 
as possible or your stores and that you have good photography and clean 
imagery so that people actually want to buy from you. Robin, so fun. 

Robin: High five on that one.  

Tracy: Nice. So Robin, tell us a little bit about your wholesale mastermind. 

Robin: So the program is really for, it's only available to 15 designers. We're really 
honed in on your business, your whole business, so there's a lot one to one, 
you get a lot of feedback from me. We have Kelly who has joined this year 
because systems and process of wholesale is super important, so I wanted 
to make sure I had somebody there who was expert in implementing 
processes for wholesale because that is a big deal, and it's about taking 
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action, having commitment and really going to that next level in your 
wholesale business. 

Tracy: Which is awesome. So if you want to check out Robin or learn more about 
it you can apply to her wholesale mastermind by heading on over to 
FlourishThriveAcademy.com/WorkWithRobin, and that will send you to a 
page where you can apply. Right? 

Robin: Yeah, it's the application and would love to accept your application and I'll 
review it and have a conversation with you, we want to make sure we have 
the right group that works well together. 

Tracy: Synergy is important. Synergy is important, like we don't want to get you, 
she wouldn't want to get you in something like this. I'm not involved with 
it at all by the way, but wouldn't want to get you involved in a group like 
this if you weren't quite at the revenue stage, you don't have like the basic 
foundation, or if maybe Robin didn't think she could help you, because 
there might be people that are beyond where she can help, and it's good, 
she's really good with brands who are emerging who are really building 
our business, that great product lines and the girl's generous. She like 
provides introduction, gives you the right feedback, gets you in the right 
places and it's good. 

Robin: I love it, I really do. 

Tracy: She really does, she's like, "Did you know I'm like I'm so out of the 
wholesale word, I don't even know what to say." Alright you guys, thanks 
so much for listening, you got lots of ways to get in touch with us now so if 
you're interested in using your website as your number one sales tool and 
you want to learn more, head on over to the show notes, I'll have links to 
apply for a Strategy Session and links to apply for Robin's wholesale 
mastermind if either of those sounds interesting to you, and I just want to 
thank you from the bottom of my heart for listening to this show. I cannot 
believe that we're at episode 194 and that we're almost at our 200th 
episode. This has been a crazy ride. I'm going to have to do something 
special for episode 200, it's going to be fun. I am just blown away by you 
guys, and if you haven't done so yet and you enjoy the podcast, we have 
literally 194 episodes to listen to, so go back into the archives, some of the 
first episodes are some of the best. I love the episode that I did about my 
grandfather about building like a legacy, I think that's episode number 
four, did a great episode with Ashley Longshore about being a rich artist 
and I say that because she has, if anyone has debunked the myth of the 
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starving artist, that girl is, and she will tell you more about selling 
confidently and really being in alignment with why your art matters and 
super great episodes. Those are some of the first episodes I ever recorded, 
and then Robin and I have done so many episodes together that have 
been... 

Robin: Super fun, informative. 

Tracy: Incredible and just fun. Usually about wholesale or something fun that 
we're doing.  

Robin: Wholesale, sales, relationshapes. 

Tracy: Wholesale and sales, that's all we do. Relationshape.  That's a new way to 
say, relationshape. 

Robin: I like that. You heard it here first. 

Tracy: You heard it here first. We have a new... 

Robin: Relationshape and ship. 

Tracy: Anyway, if you haven't done so yet, give us a rating an review, we're 
available on all, for your listening pleasure on podcast platforms, thank 
you so much for joining us today, take care until next time. 

 

 

 

 

 

 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 

otherwise distributed without expressed written consent. | © 2019| Flourish & Thrive Academy 


