
 

How to Know When It's Time to Do the Work to Ask 
for Help 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
"And oftentimes when we're really close we start defending our choices, we start 

defending the reasons why we're running a business in the way that we're doing it. 
And that defensiveness is usually one of the first keys or one of the first signs I should 

say, that it's time to actually get some help." 

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 229. Well, the end of 

the year is coming up on us shortly and I'm excited because I have some 
really great episodes coming up in the next couple of weeks, including this 
one today, which is all about how to know when it's time to do the work 
and ask for help in your business. Now, I'm Tracy Matthews. I'm the host of 
the Thrive By Design Podcast. I'm also the chief visionary officer over at 
Flourish & Thrive Academy and Creatives Rule The World. And we aren't 
hanging out on Instagram yet, why not? Go find me over 
@tracymatthewsny and let's hang out and chat.  

I love hearing from listeners of the podcast. I love hearing from you and I 
love just chatting with people who like what I'm doing. And I'm saying that 
because this podcast really has been a labor of love for the last, I think 
almost four years. Yeah, I think we started this in 2015 in the Fall. And so 
we've been running the show for about four years now and it's just been a 
blast. And I'm excited to be here today. Now, I've worked with thousands 
and thousands of designers and makers in the jewelry industry over the 
last, I don't know, seven years or so. And actually even before that, because 
I was doing one on one consulting before that and coaching, so probably 
about eight or nine years quite frankly.  

And over that time I have seen almost everything. And a lot of what I've 
seen is behavior in other people, behavior that I actually exhibited at one 
specific time. And I'm saying this because there was a time in my business 
when I didn't believe that anyone knew how to grow my business better 
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than I did. In fact, I was so ashamed to ask for help when I was struggling 
that I pretended like nothing was wrong and started brushing all the 
problems in my business under the rug. Then I started setting these crazy 
goals without a really strategic plan to get there. And so what would end 
up happening is I would have these goals but then not have the plan, end 
the year feeling stifled. I didn't reach my goal and feeling really frustrated 
because of that.  

And over the years, what ended up happening is problem upon kept piling 
up upon each other and it created huge problems in my business. And it 
wasn't until my business was really struggling and suffering when the 
economy started to wreak in back in 2007 and eight that I finally had the 
courage to go ask for help, to really do the deep work that I needed to do 
in order to reach the goals. And also, I think more than anything, to really 
create the lifestyle that I wanted for myself. Because we're entrepreneurs, 
we are jewelry-preneurs as I like to say, and we're out there building a 
passion business.  

I mean, I think that the majority of people listening to this show are in this 
industry because they're passionate about making jewelry, they're 
passionate about designing jewelry, they're passionate about getting their 
ideas onto other people and witnessing and seeing other people wear 
their work. You're not here because you just want to do this for fun and 
you're probably not here if you're trying to build an insane global brand 
where it's all just about the money. And I know that even though maybe 
some of you want to build a global brand, you have to be doing this if 
you're listening to this show, more than likely because of other intrinsic 
reasons.  

And that's just the gist of what I've experienced over my career and what I 
know to be true from speaking with so many of you on social. And so I 
think something really interesting starts to happen when we grow a 
business, and that is really what got us to the point where we are now is 
not going to get us to the next level. And I know this from personal 
experience because so many times I've had to really take a deep look 
inside my business and sometimes I just don't have the answers. And so 
that's required me to really interest other people who've already done that.  

... or the way that they're growing their business. And there's fear around 
this admission, I want to say admission of guilt. It's not really guilt, but this 
admission that maybe I can't do it all alone. Maybe I do need some help. 
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Maybe what I've done hasn't been the right way and I've made all these 
mistakes and then someone comes in, they're going to look at it and how 
embarrassing that I don't know that much about business or I'm not a 
good business person. In fact, I was talking with a designer yesterday who 
kept telling me, "Well, I'm not good with numbers. Well I'm not really good 
at the business side. I'm just an artist. I like the art stuff."  

And the woman's doing over $250000 in revenue. I'm like, "You're not bad 
at business and you're also not bad at the numbers. I think that you need 
to reframe the way you think about it because it causes anxiety maybe for 
you to look at it because you don't know what to look for." And when you 
can bring people in and ask for help and actually do the work to 
restructure or to get better perspective or to dive deeper into things like 
numbers, goals and milestones, and also strategies and tactics, et cetera, 
then you're really operating and moving your business from a place of 
empowerment instead of a place of being reactive to anything that just 
comes at you. 

And they're two very different things. And then the first clue, which I'm not 
going to give it all away, is really this defensive nature that you might have 
about your business. I'm going to share a story in a moment and trust me, 
I've been there too and we all have triggers when it comes to how we 
approach our business. There are certain things that really stress us out or 
really put us over the edge or really kind of make us feel a certain way that 
is not the way that we want to feel. And so I'm going to talk a little bit 
more about this in this episode  

today because this is really about knowing when it's time to stop learning 
and start just really doing the work and implementing things.  

And then also getting some outside eyes on your business and asking for 
help so that you can move a lot faster. And as I mentioned earlier, the kind 
of help that you get is really dependent on where you are in business. So if 
you're someone who's already doing, let's say eight to 10 K a month and 
you're trying to kind of get to that next level, you know that you're at a 
place where you need to start bringing on a team where you need to start 
really being strategic about your growth and you are ambitious and want 
to really grow your business to multiple six figures and or even cross that 
million dollar marker but you're struggling to get there, I'd like to offer you 
some help. 
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And I'm going to share with you how you can just jump on a call with us 
for free to take a little deeper dive into your business. So I'd love to invite 
you, if you're at that place where you know that you have ambitious goals, 
you're not sure how to get there and you're kind of struggling because 
you're stuck still inside your business, you're reacting to all the things that 
are happening. Do you have an ambition to increase your sales, to take 
more money home, to really reach more customers and you'd like to do 
that with a direct to consumer business model? Meaning that you might 
be selling some wholesale but you really want to ramp up your 
opportunities to get in front of customers and increase your profit 
margins.  

I'd love to invite you to get on the phone with us right away, especially if 
you're ready for our help. We have a program here called SOS. It's our 
strategic online success coaching program and it is designed to help you 
scale your sales, help you reach more customers, direct to consumer, help 
you really elevate your wholesale business by using your online presence 
and also help you get the right support around you. And that support 
comes in the form of community, of team, of having our coaches and 
consultants supporting you and your business and mentorship. And the 
reason why this program is so powerful and it's helped so many designers, 
including designers like Alex, nearly double their sales year over year and 
go from just crossing the six figure mark last year to almost doubling that 
this year.  

That's what she's on track for and I'm super stoked and it's very exciting to 
see designers do this. We had one of our designers, Melissa claim and 
state her goal was to start selling important stones and this year alone, or 
last month I should say, she sold a $370000 Sapphire with the tools that 
we helped her with to kind of reach those high high end clients. So 
whether you're selling lower end product like Alex is in the hundred to 
$500 range or you're someone who is really scaling your fine jewelry 
business, we can help you over here in our SOS coaching program.  

The program is individualized coaching program so it's structured around 
one-on-one personalized coaching. To support you with that, we're always 
working  

with you on your mindset, we have mentorship and accountability with 
our staff coaches who come in and make sure that you're on track and 
you're following the core path so that you're getting stuff done. And it's a 
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really powerful program for those of you who want to move very quickly in 
your business. There are so many other deliverables, I'm not going to 
babble them off right now, but you can go check it all out by heading over 
to flourishthriveacademy.com/sos. 

And over there, you're going to see all the deliverables for the program, 
you're going to have access to an opportunity to apply for a strategy 
session. And on that strategy session, it's a completely free call. We're 
going to talk a little bit more about how SOS can help you in your 
business. We're going to talk about your three year vision, we're going to 
talk about where your business is now, and we're also going to identify the 
roadblocks that are preventing you from getting there on your own so 
that we can help you create a crystal clear path to move forward and reach 
your goals very quickly. We call it an accelerator for a reason because 
you're going to start moving really fast in reaching some pretty epic goals.  

Now, I'm super excited about this and I'd love to invite you for that call. So 
head on over to flourishthrive academy.com/sos to apply for a free strategy 
session today. And the reason why I'm talking about this now is that we're 
doing our end of the year intake for this program right now, and we're 
going to get you started off in 2020 with a bang and get you off on the 
right foot so that you're starting and ending your year 2020 and making 
this the best year ever. Because there is so much opportunity with direct 
to consumer, there's so much opportunity in amplifying your current 
wholesale sales and there's so much opportunity with you to reach more 
customers using your website as your number one sales tool. We want to 
help you do that.  

So head on over, as I mentioned, flourishthriveacademy.com/sos. This is 
perfect for designers who are ready now to kick 2020 off with a bag and to 
really end their year having massive results in sales growth and a more 
streamlined, better functioning business. Trust me, it's going to be 
awesome. So I just got back as I'm recording this episode from Hawaii and 
had a great time there. It was my first real vacation in a very long time or 
the closest thing to a real vacation that I actually took this year. I don't 
consider going to visit family or going to events necessarily vacation, even 
though I travel a lot. This was the one time when I was going to get some 
time for myself to actually lay on the beach, relax and refresh and all those 
things.  
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So I'd done all this work before to really clear my energy and to show up 
super positive and then I had a set back. Some things were happening in 
the business that really stressed me out that I couldn't just put off on the 
back burner. I had to deal with it in the moment. And I kept things 
thinking to myself and really shaming myself like, "Why is this happening 
again?" And these are things that happen that come up to test you to see 
how strong your systems are and how strong is your business. Well, the 
good news is everything worked out from the business side even though it 
was a little bit of a setback. While I was there and dealing with this, I 
started working with a friend of mine who was at the event who does 
some energy clearing and so I was in a really good place.  

It seemed as though everything was moving in the right direction, I was in 
my flow, I was in my manifestation state and I felt really good. And I ended 
up out one night with my friends and this mastermind group, we're going 
to watch the sunset. And I was introduced by someone I really admire who 
I'm claiming as my mentor and my friend Lee. And she introduced me to 
another jewelry designer and we're having this discussion and I asked her 
the same question I ask every single jewelry designer that I first meet, tell 
me a little bit about your business. And it was interesting because first of 
all, we had a really interesting conversation that kind of turned into a 
downward spiral because at some point she started getting defensive 
about our business.  

And from my viewpoint I was just asking her in friendly conversation, 
maybe see how I can help. And immediately she started defending her 
business to me. And then that put me in a state of like, "Well..." Because 
she had an opinion that her business should only be run one way. And I 
have an opinion that businesses can be run in multiple ways, it really 
depends on your goals. But I started getting triggered based on how I've 
built my business and sort of the approach that I teach. And it was really 
interesting. And so this was a great opportunity for me to actually take a 
look at myself first and foremost and identify sort of what is it about me 
that's making me defensive about my business model but also what is it 
about this other designer that's making her defensive about her business 
model. 

And when I sort of had some afterthought in the process, because I really 
do believe that there are multiple ways to grow jewelry business and I 
know that a lot of people listening to this podcast might assume that I 
only think that there's one way to grow a jewelry business, that's not my 
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belief. If maker's going to make and you want to make all the time, go 
ahead and make my friend. And I'm telling you this because I reveal real 
stuff on this podcast. I'm not here to sugarcoat what happens. Because 
business is hard, you're always going to have setbacks. There's always 
going to be things that go wrong.  

You're going to take three steps forward and two steps back, let me get 
the cliche right, there we go, many times over your career. And the 
number one identifier of you having the opportunity to change and grow 
is your willingness to step back and take a look at your business and 
identify that you don't know everything and that other perspectives might 
be valid as well. And I say this because the second you ever start getting 
defensive about your business, this is a sign that there's something else 
going on. And you probably heard that saying before, that when the 
student is ready, the teacher will appear. And I think that if you're not 
ready for help, you might be ready to admit maybe that you need help.  

You might be in a place where you're struggling and you're getting 
defensive and you assume that everyone who asks you about your 
business is going to criticize the way that you're running it or whatever. 
Because the big piece of this puzzle was that this woman is a maker. She 
makes beautiful jewelry and she's very talented and my friends were all 
wanting to buy stuff of hers. Before I had even said anything, she made 
the assumption that I was going to tell her to stop making the jewelry, 
that she needed to outsource the production and that that was the only 
way to be successful. And my first response to that was, "Well, it depends 
on your goals," because that's really the truth.  

If you want to stay small and make all the pieces of jewelry and not have 
exponential growth in your business, then that's fine. And you can still 
make every single piece of jewelry and scale your sales, but it requires you 
to start working in a different price point. And I think that this is a 
misconception about... I don't think that every brand needs to have 
outsourced production in order to be successful. But I think that there are 
smarter ways of doing things to help your business grow and scale 
depending on your goals. And so that is really where we get started here 
with this thing. It's because if you don't understand where you're going or 
what your vision or what you want to create in your business or your life 
and you don't have lifestyle goals, you don't have financial goals, you don't 
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have these other things in place, then it's really hard to make any change 
and it's really hard to grow.  

And this is coming at a time when we're ending this year, we're about to 
embark on a new year and it's a really awesome time for you to just take a 
look and evaluate your business. Every year Robin and I used to do an 
evaluation period with our designers in our programs to have them take a 
look at their last year, like what worked, what didn't work and what's 
working now. And one of the first clues that I always see in designers, 
because I've talked to so many people guys, this conversation that I'm 
having about this one person in Hawaii who I really respect and admire 
and I think that she has a beautiful line of jewelry. It's something that 
happens in a lot of designers, it wasn't just her.  

And so it's just a story that I can share about knowing when to ask for help. 
So the first clue is that when you're automatically defensive, whenever 
someone asks you about anything about your business. So if you say 
things like, I know what you're going to tell me, or I already tried that or 
that won't work for me, this closes off the energy for you to actually 
perceive things in a different way because there is no one way to run a 
successful jewelry business. But sometimes outside perspectives might 
get you to see something in a different way that will help you optimize 
and amplify your results.  

And so honestly that defensiveness is the first thing. And I am totally guilty 
as charged because as I was having this conversation with this designer or 
this maker, I was getting defensive myself and I had to take a look at my 
response as well. I have been getting help and I always do invest in 
consultants so that's a good sign. Another way to know that it's time for 
you to ask for help is when you aren't reaching your goals and you're not 
really sure why or maybe you don't even have goals and you just feel like 
your business isn't growing. Another time to ask for help, which I think is 
really important, is when you don't have the skills or knowledge yourself.  

Now we just hired a COO here at Flourish & Thrive Academy, is a big step 
and a big investment for me. And throughout this last year we've been 
restructuring our team and restructuring the roles and because of that 
some of the roles that we had were eliminated and I've had to let go of a 
couple of people who have moved on to do amazing things on their own. 
I've also had to really uplevel who I am as a CVO, chief visionary officer 
because we were struggling to kind of hit some of those bigger goals that 
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we were trying to create. And in order to get there, there's this old saying 
or this old adage that the people who got you here aren't going to be the 
people who get you there to the next level.  

And sometimes the person you are today is not going to get you to where 
you want to be later. And so it forces you to have to take a deep look inside 
and actually change the way you're approaching and viewing your 
business. The next way to know when it's time to ask for help is when 
you've hit a plateau, we call this a profit plateau or you start backsliding in 
your business. What I mean by this is that you've been working really hard 
and then maybe for a year or two you haven't had an increase in sales and 
you just stay the same. Unless that was your objective, be honest with 
yourself. Was that really your objective? Because a lot of people will say 
things like, "I just want to keep the status quo," but that's not really what 
they feel.  

They just say that because they are maybe embarrassed because they 
don't know what to do. At least that's in my opinion or experience, that's 
what it's been for me. Or you start to backslide you. You built a business 
and your business starts to shrink. And that means your sales shrink, your 
accounts shrink, all the things that you've done to build aren't the same as 
they used to be. And that's usually because you've been resting on your 
laurels for a while and you haven't really been strategic about moving 
forward. And it's so awesome when you can rest on your laurels for a 
minute because things keep growing without you having to do a lot of 
work, but you always have to be ahead of the curve in innovating.  

And so if you rest on your laurels too long, what ends up happening is that 
you end up back sliding. And then another way to know that it's time to 
ask for help is when you're operating out of lack or what is also called 
scarcity mindset. This looks like the idea or the feeling that because 
someone else is successful, you can't be, or there's not enough money to 
go around. I'm going to be doing a whole money sort of clearing episode 
right at the new year. So take a look at that, it's coming up in a couple of 
weeks. But this is really about scarcity mindset. It's about, there's not 
enough to go around and if I don't get that piece of the pie, someone 
else's going to. But look, money is limitless, sales are limitless and your 
opportunities for growth are limitless if you get your head in the right 
place.  
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And so if you have noticed any of those things happening in your business, 
like you're getting defensive, you aren't reaching your goals and you're not 
sure why, things are really stressful inside your business and you're not 
really sure why, maybe you don't have the skills or the knowledge to get to 
that next level. And I think the clearest signs are really that you've hit a 
profit plateau and, or your business starts to backslide. And if you're 
operating out of lack or scarcity mindset, these are all clear indicators, 
amongst probably many more, that it's time to actually ask for help 
because you want to get around a supportive community that can kind of 
shift the way that you're thinking. 

So let's talk a little bit more about how to look at yourself and know that 
it's time. I said this before, but when a student is ready, the teacher will 
come. So you have to be open to receiving. And what I mean by this is that 
a lot of times we say we want to help, but we're not really ready or willing 
to accept the help. And so there has to be that willingness and openness 
that you will accept help when it comes. And so you need to actually take 
a look inside yourself because when you're ready to get the help, someone 
will appear. You start looking for it. I had a designer, she's in our SOS 
coaching program, Kristen Roman. She has a company called Kristen 
Mara.  

When she first encountered Flourish & Thrive Academy, she was working a 
full time job. She's now doing her jewelry business full time. But several 
years ago when she first came to us and came to her laying the foundation 
program, she asked the universe basically like, "I want to really make a go 
at my jewelry business. I just need some help. Can you please show me the 
teacher?" And the next day she saw an ad or a social media post from 
Flourish & Thrive Academy. And that's how she started working with us. If 
you really want to help, you have to kind of open yourself up to the 
possibility that there's someone out there and then start looking.  

I mean, obviously we're here to help you and I would love to help you. Also, 
the next step of this, is what you're doing aligned with the goals and what 
you want? So I say this because a lot of times people make these goals. 
They're kind of sky goals, what they're doing in their business is not 
aligned with reaching those goals. And the reason that it's not aligned is 
because they don't know how to align the actions with the goals. And so if 
you notice, this kind of goes back to when to know when to ask for help, is 
that if you're not reaching your goals, probably what you're doing is not 
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aligned to help you reach your goals and you're just doing a lot of busy 
work that's not helping moving you forward.  

We sometimes call this revenue generating activities. Another step to this 
that I think is really powerful is that you have to trust your intuition and 
your gut. A lot of times when we're deciding to make a big change in our 
business, fear comes up. Maybe it's the best way to put it, right? So earlier 
this summer I was working with a CMO, my girl Shelby, and she pitched 
me on a bigger consulting project. And she brought in two other people 
who she works with to help us uplevel our marketing, restructure the 
company, give some coaching to my team and all the things. And when 
she presented me with this consulting package, I almost freaked out and 
panicked and I was very reactive in the beginning.  

I was like, "I can't believe that," because it was a significant increase into 
what I was actually investing in before. But once I calmed down and 
stepped back, I realized that this is really what the company needed so I 
decided to invest in it. And it was one of the best investments that I ever 
made because it got me to see all this stuff that was going on inside the 
business that was stunting our growth and preventing me from getting to 
that next level. And I just trusted my intuition to know that this was the 
right step. And so this process, like how to know when it's time to ask for 
help is to start tuning in to your intuition or your gut instincts.  

And is really paying attention to what's happening in your body. Is it a 
heck yes? Does it feel good? When you separate an investment in 
something like SOS or hiring a one-on-one consultant or something like 
that, does it feel right? Despite the investment in all those things, do you 
feel like you're going to be moving in the right direction? And that's when 
you know when you're on the right path. You also want to take a look and 
identify what is ego-based when reacting in your business. Now a lot of 
times, we have attachments to things like the old way of doing things or 
pieces in our collections or the way we do our pricing or the way we reach 
our customers or our beliefs about selling online or whatever. And a lot of 
these beliefs are really based on our ego, and what that causes is 
resistance and struggle instead of flow.  

And what we're always moving towards is being in a state of flow. And I 
know this podcast might seem a little bit woo-woo to you, but all of this 
work that I did in Hawaii was really about trusting your intuition and 
feeling into the answer. Because I know a lot of times we're so in our 
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heads, we're always thinking like, "Is this the right thing? What if I make a 
mistake?" And that is all based on your ego because you're not trusting 
yourself. And when you get caught up in your ego, in your mind, you end 
up operating and making decisions that aren't necessarily in the best 
interest of where you're going with your company. And so this kind of 
leads you to developing an extreme sense and a deep knowing of what's 
real and what isn't.  

And that is when you can really identify the situation. So I'm going to give 
you an example. Over time, all of us are going to have an issue where we 
run into a cash flow crunch. This has happened to me many times over the 
years and there are different reasons for that. Maybe we're investing a lot 
in ads, maybe we're investing a lot in a new team or getting to the next 
level and there's this period of the cash might not be flowing in as robustly 
as before because we're investing a lot of money back in our business. And 
a good example of this is feeling a cash flow pinch and then not being able 
to identify that the feeling that you have that your business is going under 
is just a feeling instead of the reality of that.  

Because based on my experience, a lot of times when I have to make an 
investment in my business and move money from my business savings 
into our cashflow account to invest in something new, it puts me in this 
state of panic. Like that money's never going to come back and I start to 
fear. And when you start operating out of fear, that's really moving from a 
place of understanding that that's not the reality of the situation, this is a 
short term investment for bigger growth. And if you know the outcomes 
and what needs to happen in order to not only repay that investment in 
your growth, but to also continue moving your business forward and 
moving on the path, then you can identify that's just a feeling, it's not real. 
This is not the reality of the situation. Does that make sense?  

I know that's a little bit woo-woo, but these are really important things for 
you to understand and the more you can heighten your intuition and 
deep sense of knowing, the more important it can be. And the final step of 
this is to identify your triggers. Now I mentioned this story about in Hawaii 
because this woman that I was talking to was clearly triggered by me and 
it had nothing to do with me. It just had to do with the fact that I think a 
lot of people have been telling her what to do for her business and she 
wasn't ready to hear it. I got triggered too because she said some things 
about her beliefs on different ways to grow a business and how the only 
way that was authentic was the way that she was doing it, and that 
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triggered me because I really have this deep seated belief that there are 
many ways to grow a business. 

You could be a designer, you could be a maker, you could be just a CEO 
and have someone else design for you and you run a company. There's so 
many different ways to build a successful jewelry brand. If you follow the 
desired brand effect like we teach in SOS and in our programs over here at 
Flourish & Thrive, you're going to be on a really strong path to move from a 
place of story selling based in your brand story and all the things that build 
desire and demand for your brand. I want to mention this, that you can 
identify your triggers. So if money issues trigger you, if certain 
conversations trigger, if certain people trigger you, you need to identify 
what those triggers are and ask, what is this supposed to teach me?  

Because after this conversation with this woman... And I really feel grateful 
for the conversation for a lot of reasons because it showed me a lot about 
myself and where I need to show up and be a better person and a better 
human. And this is all things that happened along our journey and our 
paths as entrepreneurs and as jewelry-preneurs, I should say. Understand 
what is this situation or this circumstance? What is it supposed to teach 
me and what can I learn from this? When you can identify what these 
triggers are, it becomes so easy to overcome it quickly. Now we've talked 
about how to know when it's time to really take a deep look into your 
business, when it's time to do the work and ask for help. We talked about a 
lot of sort of indicators of what that looks like.  

Well, let's talk about some action steps that you can do. Because I think 
anyone who is kind of at a place where they're not sure what the next step 
is, is ready to take a deeper look and get some help in their business in one 
way, shape, or form. As I mentioned earlier, we do this all the time in our 
coaching program called SOS. We're working in an individualized and 
group format with the students to help them scale their businesses, help 
them restructure the inside of their business so that their business can 
grow to multiple six and or seven figures depending on where they are in 
business and to keep things moving forward. So the first thing that you 
need to do in order to start making progress is to clarify your goals.  

If you don't know where you're going, you're not going to be able to get 
there. We like to do something on our SOS strategy session, it's called a 
three year vision. And I've been practicing three year vision calls with my 
entrepreneur friends because it's a really amazing way to manifest what 
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you want. And so the way this works is you want to dream up your perfect 
scenario three years from now and paint the picture of what that looks like 
for you. And you can do this with a friend. We'd love to help you do this on 
a strategy session call, you can head on over to 
flourishthriveacademy.com/sos and check it out and apply for an SOS 
strategy session if you're ready to kind of get some help in your business 
now. 

We'd love to do this with you and this is a really awesome way for you to 
kind of paint a picture of what you want your business to look like so that 
way you can reverse engineer and set milestones and strategic plans to 
actually get there, which is pretty cool. The next action step that you can 
take after you listen to this podcast is to be honest with yourself. This is 
really important. What is standing in your way of success? The best way 
that I've found to kind of really identify these things is to sit down and 
write out what's going on in my business right now and what are the 
roadblocks that are standing in the way of me being successful. The more 
clear you can be on this, the better.  

In fact, I mentioned this earlier, but I was on a call with a designer who has 
a successful business already. She's going to be pivoting her business 
model in the new year. And I mentioned this before, but she kept having 
all these statements about her beliefs about herself, which had to do with 
she's not good at money, she's not good at business, she's not good at all 
these things. But she is good at those things because if she wasn't good at 
them, she wouldn't have been able to grow her company to that level. This 
was a huge opportunity for us to take a look in her business to really 
identify what's standing in her way.  

And a lot of that was just mindset. It's like her beliefs about who she is and 
what she believes to be true because. Because another thing that she kept 
saying is that she wasn't good at sales and I'm like, "Girl, you have to be 
good enough at sales to be able to get your sales to the number that 
you're at." So I think it's just really about discovering a way to feel confident 
in your conversations with how you speak to people and use those 
conversations to kind of transition those into sales conversations. And it's 
not as hard as people think, it's really about the mentality and the way you 
perceive those conversations.  

The next action step that I want you to do is to find a mentor or a coach. 
Now obviously we have a great coaching program over here called SOS 
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and this is a perfect program for ambitious designers who already have 
consistent sales, who are ready to take their business to the next level and 
get to that place where they're doing five, six, $700000 a year or maybe 
even a couple of million, once they get to that spot. So we're going to help 
you kind of get unstuck from where you are. But if it's not us, find 
someone else because mentoring and coaching is really powerful and you 
want to make sure that you're working with someone who understands 
your industry and the kind of business that you're doing. Find a peer group 
support. Now this is really important.  

One of the things that we've really curated hard at the Flourish & Thrive 
Academy is really about building community and allowing our designers 
to find peers who can support them. So we do this in our diamond 
insiders, we do this in our programs and we also do this really well in our 
SOS coaching program because we curate accountability groups where 
you are talking to your pod members on a weekly and daily basis to help 
support each other, help get each other unstuck, to help move your 
business to the next level. And it is amazing what happens because a lot of 
people have different skill sets. Someone might have really mastered the 
live event, drop and release launch over virtual trunk shows and someone 
else might've really mastered the wholesale game, and someone else 
might've really mastered how to sell from email.  

And this is all about you guys working together, kind of lifting each other 
up. I find one of the biggest challenges when people try to do self-driven 
peer groups without a leader. And I say that because I've been a member 
of really expensive investment masterminds that are 25, $30000 a year. 
And I've also joined peer group masterminds. And when there's someone 
who's not basically deemed a leader, it's really hard to keep those peer 
groups going. So I highly encourage you that when you're ready, to find a 
group or program where there's this peer element where you have 
accountability groups in the program that you can work with, and it's 
organized by someone who knows how to kind of steer the conversations 
and move along the path.  

The next action step I should say is do the work. This is the hard part 
because a lot of people just want to continue learning. I know this, but 
they're not really implementing. I had a designer reach out to me, this is 
over Instagram and she's like, "I need your help." I had posted something. 
I'm like, "DM me if you want my help." And I'm like, "Okay, what are you 
doing? Tell me about your business. What's going on?" Her business 
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wasn't doing enough revenue for us to help her at the level that I was 
working with at the time. She was doing a couple of thousand dollars a 
month and she was struggling to keep the consistent sales going. And I 
said, "Well, have you taken our laying the foundation program?" She's like, 
"Yeah, I took it but I haven't finished it. I only took the first two modules." 

I was like, "Everything you need to know is in that program, why haven't 
you finished it?" And she's like, "Okay, I'm going to go back and do it." And I 
think it's really important you have to do the work. You can't expect a 
miracle. If you say that you want success and you want to increase your 
sales, you have to learn how to sell. If you say that you want success in 
selling online, you have to learn to market yourself online. If you say that 
you want success in growing your business, you have to learn how to put 
yourself in a position that sets yourself up for success. Because if you're 
ignoring all of things and you're saying like, "Well I learned that," but you're 
not implementing it, it doesn't matter.  

You just have to do the work. Because here's the thing, change is painful 
and growing a business requires you to take the right action. So if you 
aren't sure that your actions are right, get an audit. So you can do this 
internally, you can get peer advice or you can have someone like Flourish & 
Thrive Academy coaches come in and take a look and get their eyes on 
your business so that we can kind of pinpoint for you what's going on and 
where we see the gaps in your business. And the final action step is to ask 
for help. Asking for help is one of the hardest things to do. Because for 
some reason, our reptilian brain it means that we are not successful or 
we're not on the right path or we're doing something wrong. But asking 
for help is really a strength.  

And so I want to encourage you to ask for help from your network, from 
other designers, from your community, from your higher power if you pray 
to God or if you believe in the universe or whatever it is, ask for help. Ask 
for help from us, we would love to help you. And this is important because 
when you claim that you need help, the help starts to arrive. As I 
mentioned, when the student is ready, the teacher will come and the 
more you ask for help in getting to the next level, the easier it's going to be 
for your business to grow. So I want to thank you so much for listening to 
this show today. I know this was kind of a different kind of episode, but at 
the end of the day, all of us are really just trying to grow a business and I 
want you to remember there is not just one way to build a successful 
brand, to build a successful business, it's about aligning your goals and the 
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way you like to work and setting yourself up for the best way to grow and 
scale based on that.  

And there is no one size fits all formula. I know that for sure. I've had so 
many different business models in the jewelry industry by now, I know this 
firsthand. And many of you who have maybe started out in one business 
model and have taken a pivot, understand this as well. I don't know why 
I've been saying this a lot, it's kind of weird, I'm sorry for all the cat lovers. 
But there are many ways to skin a cat. There are many ways to build a 
jewelry business, so there's not just one way. And just remember that over 
the course of your career, you're always going to need help in one way, 
shape, or form. You're always going to have to do the work. And even 
though it's painful, I want you to remember that change is the only 
constant.  

So if you're on a growth trajectory and you want to continue moving in a 
space of growth mindset and moving forward in your business, it's 
important to do the work and ask for help. So this is good. I love it. I love 
this episode. Anyway, that's it for today. I'm going to sign off now in just a 
minute, but I wanted to remind you that if you are interested in getting 
help in your business right now and you're doing at least a hundred 
thousand or more, we're helping designers all scale their business, and for 
some reason your business isn't growing at the pace that you'd like, we 
would love to help you in our SOS coaching program. So head on over to 
flourishthriveacademy.com\sos, check out the offering over there.  

It's a really amazing program that is full of individualized coaching, our 
core path. We're going to help you implement the desired brand effect in 
your business. We're going to help you with your money mindset so that 
your head's in the right place and you're moving forward. Plus, we have 
amazing accountability and support from our mentors and opportunities 
for you to get my eyes on your business as well and get on the hot seat 
with me. It's super fun. So head on over to 
https://www.flourishthriveacademy.com/sos/ and apply for a free strategy 
session today.  

And you'll jump on the phone with our business accelerator Natasha, and 
she is going to help you identify where you want to go in your business, 
what's happening right now in your business, some of the roadblocks, and 
then we're going to discuss if SOS is a good program for you or not. We 
only want the right people in this program so this is like no hard sell. This is 
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really about helping you get to your next level in business and we're going 
to give you some really deep clarity on what needs to happen next in order 
for you to reach your goals. All right. Thank you so much for listening 
today. This is Tracy Matthews signing off till next time. I am so excited to 
be here, I can't wait for next week's episode.  

 

Thank you so much for listening to today's episode. It's my mission to help 
thousands of creative businesses, inside and outside the jewelry space, use their 
creativity to make money.  Make sure that you're subscribed to Thrive-by-Design 
on iTunes, Spotify, Stitcher and wherever podcasts are played.  We would love to 
hear what you think, please rate and review the show.  If you're inspired, please 
share this with your friends.  Here's to seeing you flourish and thrive. 
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