
 

Top Business Questions From The Metalsmith 
Society Answered 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“Brick and mortar retail is always going to be around. It's changing though and it has 
been changing since 2008. 2008, it was changing, it was changing way before that. I 

built my first company only wholesale. 5% of my business was direct to consumers, the 
rest of it was retail..” 

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 234. Hey there, it's 

Tracy Matthews here, Chief Visionary Officer over at Flourish & Thrive 
Academy. I'm excited to be here because I have a fun interview. I met this 
girl on Instagram. I love social media for that reason. You can end up 
meeting some really amazing people who completely change your life. 
This episode was so good that we actually made it an extended episode. 
I'm going to tell you how you can get the full download at the end of the 
episode. I found Corkie Bolton of the Metalsmith Society on Instagram, I 
don't know, maybe six or eight months ago. We started talking. 

We were chatting about doing some things together and we're trying to 
figure it out, but she was busy raising her young children. I said, "Corkie, let 
me just have you on the show because I know that your community, the 
Metalsmith Society, has a lot of questions about building a successful 
business." One of the reasons why Corkie started the Metalsmith Society 
was really to solve a problem that she was having. We're going to talk a 
little bit about that in this episode. One of the things that I love about 
being a metalsmith is that you are a natural problem solver when it comes 
to making your jewelry and trying to figure out how to make the jewelry. 

That's where Metalsmith Society comes in. Corkie is going to talk about 
the evolution of the Metalsmith Society in this interview, which I think is 
really awesome. She goes deep into her story about the transformation 
and what brought her here to where she is today. It's a really powerful 
story. I think you're going to enjoy it. We're also going to have some 

 
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 



 
extended content because this interview ended up being over an hour, 
because we had a lot to talk about. We are going to answer the top four 
questions that her students at the Metalsmith Society have. 

I'm really excited about it because since she focuses mostly on the making 
of the jewelry and we focus mostly on the business side of jewelry, it's a 
really fun and exciting collaboration. I'm really excited. If you haven't 
checked out the Metalsmith Society yet, head on over to Instagram and 
find them. We'll have the link in the show notes as well. I'm excited 
because we are going to be partying with many of the Metalsmith Society 
members in our revenue reboot challenge. This is a challenge that we're 
starting actually today as this episode goes live to help you get some fast 
cash in the door for your jewelry business. It's a really simple challenge. 

I'm very excited about it. It's brand new. Every January, we like to host 
some challenge or boot camp. We retired from our jewelry brand 
makeover bootcamp last year. I'm excited for this challenge because it is 
really results oriented. You are all going to get fast wins. At the end of this, 
you are going to get a sale if you do everything that I tell you to do, I bet 
you, and if you're persistent enough. I say that because persistence is 
important, you're going to leave no stone unturned and get some sales at 
the end of this, which is really, really fun. 

If you'd like to join us, make sure that you head on over to 
flourishthriveacademy.com/reboot and register for the challenge today 
because it's going on like, I'm just going to say it, Donkey Kong already. It's 
awesome. Anyway, we are wrapping this challenge up with our brand new 
master class called the desired brand effect. The desired brand effect is our 
signature methodology that we use over here at Flourish & Thrive 
Academy, writing a book about it as well. It wraps up everything that we're 
going to be doing in the challenge to help you make money and help you 
build some systems to scale what you're doing, which is really awesome. 

I'd love to invite you to join that as well. You can head on over to and 
register now and save your seat because seats are limited to 
flourishthriveacademy.com/desiredbrand and register for the master class 
today. All right. This interview is long. I want to make sure that we dive 
right in because everything that we're talking about in this interview are 
things that we're going to be uncovering in our challenge as well. Let's 
dive in to this interview with Corkie Bolton. I am so excited because I have 
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an amazing guest on the show today. Welcome, Corkie Bolton of 
Metalsmith Society. 

Corkie:  Hi 

Tracy: Well, I'm so excited to have Corkie on here because I was perusing 
Instagram one day and I saw her dropping some amazing tips for 
metalsmiths on Instagram. I was like, who is this girl? I just reached out. 
We started a conversation and realized we had a lot in common. 

Corkie:  Totally 

Tracy: We've been talking for months, and now I finally have you on the show. I'm 
excited to have you here. Why don't you tell us a little bit about how you 
came into the jewelry world? 

Corkie: Absolutely. I was really fortunate. I grew up in Ossining, which is 
Westchester County, outside of New York City. My public high school had a 
jewelry ... I don't want to call it a jewelry program, but it was very much a 
part of the curriculum. One of my classmate's grandmother donated 
enameling kiln and all this other stuff. I really got to dabble quite a bit, fell 
in love, and knew that I wanted to pursue a Bachelor in Fine Arts that was 
going to have that concentration in jewelry making. I knew it before I went 
off. That's what I did. I went to Pratt Institute in Brooklyn and I majored in 
jewelry there. That had me graduating in 2007. 

2007 was an interesting time because a lot was changing and it was right 
on the precipice of the economy doing that crash. I'm living in New York 
City and I'm an entry level bench jeweler. I had some great experiences 
where I worked with a studio jeweler who had a very successful business 
and got that kind of experience. I worked on 47th Street in the Diamond 
District and had that kind of experience. I had a few different jobs in the 
field. I got to be honest, Tracy, I got discouraged because of what was 
happening. It was a very hard time. 

Tracy: It was a very hard time. I know. 

Corkie: Yeah. I was trying to pay rent. I mean, I would enter into these jobs making 
$12 an hour. If I really proved I was proficient after a certain amount of 
time, then perhaps I would make $15. It's hard. It's hard to pay rent on that. 
A huge part of my story, which I feel like I can't share my story unless I 
share this is like I was definitely at this time hitting my own personal rock 
bottom. I was struggling a lot, alcohol, just my whole life was spiraling. I 
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rejected the jewelry world and was bitter. I was like, I'm never going to 
make it. It was around that time that I actually did study to get my 
national academy of sports medicine certificate. That's how I ended up 
working at Equinox, but at the same time I got sober. This was December 
of 2010 … 

Tracy: Wow.. 

Corkie: ... by the time this happened. By the time this podcast airs, I would have 
celebrated nine years sobriety. It's a major part of my story because I was 
so just negative and depressed for rightful reasons. When I took that 
action to do that in my life, things slowly started getting better. When I 
had been really down and out, I had literally ... I'll try to make this a quick 
story because I don't want to go on and on about it, but I found a girl on 
Craig's list. I'd given her a bunch of my jewelry making equipment, sold 
her some. I was giving stuff away. I was like, "I'm never going to do this 
again." It had been my biggest dream. 

My whole world was jewelry making, but that's where I was at in my life. 
After I got sober and after I got with my now husband, I was slowly getting 
back into it. I had moved to the New England area at that point and I 
started finding little gigs to teach at local spots, teach jewelry, because 
that's something I'd always been really passionate about. Even in college, 
I'd been a studio monitor. I had had some stints assistant teaching at the 
92nd Street Y. In any case, the last bit of my story that pushed me over the 
edge was while living in the Boston area, I met a woman actually through 
my sobriety. 

We didn't know each other that well, but she had heard that I was a 
jeweler or I guess a lot less jeweler. She invited me over to her house one 
night and she was like, "Hey, my grandmother that I was really close with 
passed away and she was a jeweler for 20, 30 years. 

Tracy: Wow.. 

Corkie: I wanted to give you all of her jewelry making equipment because I know 
you're going to do something with it." 

Tracy: How cool is that? 

Corkie:  To me … 
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Tracy: I mean, except her grandmother died but like … 

Corkie: Yeah. The jeweler, her name was Mary O. I don't know what her line was 
called. I don't know. I think she might have gone by Mary O. Just telling 
you the story now, it gives me chills every time. When I was going through 
the tools with my friend, literally, identical tools that I had given away 
came back to me. It was so crazy. Honestly, I was just like, okay, the 
universe is telling me that I'm meant to do this in some capacity. I need to 
reexamine what I think success is. Maybe it doesn't mean that I'm going to 
be a household name designer that everyone's going to know, but I'm 
going to do something and make an impact somehow. That was back in, I 
want to say 2012. 

Since then, I have been in the fitness industry. I was working other jobs, 
other life changes happened, got married, at this point had two children. 
Right now, I have two and a four-year-old. My life really, a lot of things 
changed. What that leads me is how I came about starting Metalsmith 
Society. If you want … 

Tracy: I want to stop you just there for a minute … 

Corkie:  Okay, sure. 

Tracy:  ... for a very specific reason. I think what you said about how this woman 
Mary died and then all of a sudden these tools that you had given away for 
so long came back to you, it's almost like you try to give up jewelry, but 
jewelry didn't give up you, found its way back to you. 

Corkie:  Totally. 

Tracy: I think that that's really interesting because the same thing happened to 
me. I closed my first business. I was designing some jewelry on the side, 
and then I was teaching yoga and doing all these private lessons and 
feeling really stretched thin freelancing, and designing private label, 
designs for Stella & Dot, and doing all these things, all these things. Then I 
decided to launch Flourish & Thrive Academy and I was like, "Maybe I just 
stop doing the designing and the making of the jewelry." I realized at a 
certain moment, it's like, I have to design, I have to be creative, I have to do 
this or else it's ... It's just like I'm not a whole person. 

I wanted to just acknowledge that because I think it is really a real thing. I 
know many of us in the jewelry industry, especially those of us who started 
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out as makers, I don't really consider myself a maker anymore, but I 
started out as one. It's something that 's in our bones almost in a way. 

Corkie: Absolutely. Honestly, I threw my hands up at the sky and I was like, "All 
right." It was crazy. It absolutely was the universe telling me to do this. At 
that time, I lived in a 400-square foot condo situation with my husband. I 
had a little bench in my kitchen. It was like using it or losing it. I was like, 
okay, let's just do this. I really did try to get my jewelry going and I had 
previously done it under a different name. I'd come up with Metal Rubin 
Studio, which is still my LLC. It's funny. It's like I wanted to be different. I 
didn't want to go by my name even though I'm like, my jewelry line is just 
me. I was like, everyone does that. I want to be different, whatever reason. 

It suited me at the time, but I did outgrow it. I rebranded to Corkie Bolton 
Jewelry. I have slowly just been plugging away. I still continue to teach. I 
moved from the Boston area to where I'm at now, which is in Providence, 
Rhode Island. I found a place down here where I could teach occasional 
workshops, work that into my other responsibilities and family life. What I 
found was I didn't have a community of jewelers around me when I was 
working on my own personal work. One of my favorite things about 
college was being in the studio late night and having an issue and being 
able to be like, "Hey, what would you do here with this?" 

Tracy: Yeah, problem solving 

Corkie: Yeah. I was definitely a lone wolf. Because even when I would be teaching 
a workshop, you're not crossing paths with other teachers. My studio 
mates, I have three studio mates and a lot of times, we don't cross paths 
either. Also, everyone's doing very different styles of work. There wasn't 
someone around to necessarily help me with soldering fabrication, stone 
setting, those things, or to exchange ideas. I … 

Tracy: Go ahead. 

Corkie: Go ahead. 

Tracy: I was going to say it's so cool. It's like what you're doing for the making side 
of jewelry is exactly what we're doing for the business and marketing and 
sales side of jewelry. It's so fun to hear you say that because one of the 
things that I always wanted ... I always had a different problem because 
the making of the jewelry was never a problem, the jewelry that I made in 
my first company and the jewelry I'm making now is very different. It was 
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very simple. It wasn't complex. There wasn't a lot of problem solving 
involved. Then I had a team that were probably better metalsmiths than I 
was or they actually were, and they were able to solve the problems for 
me. 

What I really struggled with was actually like, what do I do here if I'm 
ambitious and want to grow a business and want to make money from 
this craft that I have? I love that one of the reasons why you started 
Metalsmith Society is for the community and all that stuff. It's pretty 
awesome. I just wanted to acknowledge that. 

Corkie: Definitely. It was also I think having both of us been in the industry for a 
little while, there was this climate of keeping things secretive … 

Tracy: Exactly 

Corkie: ... very much so. I feel like I have to acknowledge that and not so much 
with the people that I work with per se. Well, one of the funny stories, the 
origin stories I like to tell about Metalsmith Society was I had this awful 
white gold commissioned piece. I just mean awful and that there was 
some troubleshooting that came along the way and I had to … 

Well, what happened was I had to solder on it with an opal already set, 
which is a nightmare. 

Tracy: The opal was already set you said? 

Corkie:  Yeah. I reached out to my old coworker because I was that desperate. I 
probably hadn't talked to her in a few years. She is awesome. Hega, shout 
out to Hega. She's awesome. 

I emailed her and she was so amazing. She was like, "Listen, get a potato. 
Cut the potato. Cover it over the opal, you'll be fine." Honestly, while I was 
working on this piece, I was pregnant. I was so stressed out. It was all the 
things. I did what she said. I took the potato and I covered the opal and it 
was fine. I made the repair. 

Tracy: Perfect. That's such a good tip because the potato probably kept it cool, 
didn't crack. 

Corkie:  Exactly. I mean, still proceed with caution on that, especially with opals. It's 
like it did work. It was one of those circumstances where it was like, I had 
to make it work. With her in mind, I thought what if I could create a 
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community where people were sharing ideas. I have to say, I know that 
Metalsmith Society isn't completely original in the sense of like there is 
Ganoksin blog. There have been other people who have shared 
information, chat rooms, message boards and stuff. I felt like on Instagram, 
there wasn't. I was like, this is a perfect visual platform where we can show 
each other what we mean. 

My biggest goal was I didn't want anyone to share anything that would be 
proprietary information about their designs. I didn't want anyone to share 
to let someone copy their designs. That was always really important. I was 
like, oh, we could share how we make pickles and dispose of them. That's 
how it came to be. It started in February of 2018. 

Tracy:  Wow 

Corkie: I'm almost coming up on two years. 

Tracy:  That's huge. That's amazing. It's so cool. We were talking a couple weeks 
ago or days ago probably, I'm losing all sense of time because we've talked 
a lot. I was asking you like, what are some of the top questions that you get 
from your community that have nothing to do with making, because what 
we handle over here at Flourish & Thrive Academy doesn't have anything 
to do with making. It's all about actually marketing and selling your work, 
and making money, and making sales with your creativity. What are some 
of the top questions that you get from people? I thought we could break 
them down one by one and help your community sell more of their work. 

Corkie: Yeah, that'd be amazing. I would say in no particular order, but some of the 
most asked questions, and this is people send me emails, DM, they 
comment on other posts, I would say one of the number one things is how 
to price jewelry. 

Tracy: Okay, awesome. That's a great question. 

Corkie: What I did, my way to help people with this, but it's limited, is I asked a few 
different jewelers like a high-end jeweler and someone who does one of a 
kind, and we created a blog article. I think that's just really scratching the 
surface. 

Tracy: I'll answer that if you're cool with that. 

Corkie: Yeah, 
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Tracy: Okay. We have a program which you know about because you're taking it 

right now. It's called Laying the Foundation. Or I gave you access to it 
where you were checking it out. The second module, which is collections 
and pricing, we have a pricing module. In those pricing modules, one of 
the things that I would say about jewelry pricing is that there is no one size 
fits all formula. The biggest issue is that most people underprice their work 
and they don't realize that they're doing it. They think of themselves as 
hourly wage earners. You mentioned earlier that you were working for a 
jeweler for $12 an hour or whatever when you started. 

Then maybe if you did excellent work, you would get raised to $15 an hour. 
I bring this up because if you're a business owner, you can't think of 
yourself as an hourly wage earner. If you start adding into your pricing 
what you want to make per hour, let's say you want to be paid $50 an 
hour, it totally skews the pricing. You have to start thinking in a different 
way about your pricing and thinking about how you think of yourself in 
your business. This really starts with, first of all, thinking of yourself, it's not 
an hourly wage earner, but as the chief visionary officer as I like to call it, or 
a CEO, or the owner of the company, or the founder, or whatever you want 
to call yourself. 

Founders and people who run companies don't make hourly wages. They 
make a salary. You have to really remove the attachment to what you want 
to make per hour out of that equation. I'm not saying that you don't 
include labor there, you do, but you don't include what you want to make 
per hour. Because as a jeweler myself and a designer and someone who's 
designed jewelry of all ranges from things that cost $50 at retail, two 
things that costs tens of thousands of dollars, the way you price labor is 
very different for those different types of things. 

Tracy: If you're doing something, let's say you make beaded jewelry or you make 
... This is Metalsmith Society, so we're assuming that most of the people are 
working with metal and using a torch, and soldering, and hammering, and 
stuff, there is a common per hour rate that bench jewelers charge. The 
max typically, unless they're really doing fine, fine work, is max $40 an 
hour, but most of them in the range for things that are not super 
complicated would probably run in the $15 to $20 an hour range. Because 
if you go to one of those places on 47th Street, the people actually making 
your jewelry are not the owner of the company usually, it's someone else. It 
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really depends. You have to really start by thinking like what is the market 
rate for labor for what I'm trying to do. That's the first step. 

Corkie: Yeah, totally. 

Tracy: The next step of this is understanding your cost to actually make the piece. 
That would be the materials costs, but also including the labor in that. In 
our Laying the Foundation program, we have five different pricing 
formulas for different business models. Because like a custom jeweler is 
going to price things differently and their margins are going to be much 
higher than someone doing production work. An art jeweler is going to 
price things differently than someone doing beaded jewelry or whatever. 
We have those different models, but I'm just going to give you a 
generalization of a baseline of what you need to be thinking about when 
you're pricing. 

Figure out how much the market rate for labor for the things that you're 
doing are, and figure out the amount of time that it would take to make 
the piece, figure out your cost of goods. Then you'd mark that up by a 
minimum of two, but sometimes up to four. I think a four times margin 
from there is really hard. That get these days because the jewelry industry 
is much more competitive. Back in the day, in the early 2000s, it was not 
uncommon that you could get a wholesale price almost four times, three 
to four times your cost of goods plus labor. The problem is, a lot of these 
pricing programs remove the labor and they don't mark up the labor. 

That's where you get your margins. This is why it's important to have 
accurate labor costs in your materials. Then once you get your wholesale 
price, you want to mark that up by 2.2 to 2.5, and that gets you to a proper 
retail price for, let's say, like a demi-fine price point jewelry. Now fine 
jewelry might be a little bit different. Just as a baseline, the easiest thing to 
do is cost of goods sold plus labor times that by 2.0 to 2.5, that's a pretty 
standard markup that will give you a wholesale price. Then you take that 
wholesale price and mark that up by 2.2 to 2.5 times. That's a general 
broad formula. 

Now people are going to say like, "Oh, what about my overhead and all 
these other things?" I address this a lot in our program and a lot of content 
that I do all over Flourish & Thrive Academy, on our YouTube channel, and 
on this podcast. We have other pricing podcast here, is that I think a lot of 
people spend a lot of time deliberating about how much to put into a 
piece of jewelry like, do I put a $1 or $5 for my overhead, when they could 
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be spending a lot more time just making and selling more jewelry. That's 
up to you. You can include that. There is a model for that that we teach as 
well. I think that the more accurate and simple you can make your pricing, 
the easier it's going to be for you to actually focus on the thing that's 
important, is getting your work out there in front of people. 

Corkie: Totally. 

Tracy:  That is if you want to sell your work, right? 

Corkie: Yeah, right, right. 

Corkie: I do agree. I think we were talking about another very similar formula. I 
think at the end of the day, people do need to consider one thing. They 
need to price their work as if it were going to be in a boutique and they 
were losing 50%. It's just a consideration because it's cool if you're doing 
direct to customer sales, but then all of a sudden a boutique wants to pick 
you up, but your pricing is so low that once you're wholesaling to them, 
you make no profit. That's just a consideration I think. 

Tracy:  Well, I think the other problem is too is that the difference, the reason why 
you're selling, and people say a discount, it's not a discount, you're selling 
wholesale pricing to boutiques, is that you're selling multiple units. You 
might have a minimum order of 12 units. When you're selling direct to 
customers, most people are buying one or two pieces. The amount of time 
it takes to ship and package all those things, at the end of the day, if you're 
selling directly to customers at wholesale prices, you're not making any 
money because of all the time and energy it takes to sell that one piece of 
jewelry. You need a higher markup for that. 

Corkie:  For sure. 

Tracy: That's just normal. 

Corkie: This is another interesting one I get a lot, which is whether a person should 
start selling on Etsy or do another e-commerce. People, this is a very 
heated debate in the Metalsmith Society world where we try to … 

Tracy: I personally have a very strong opinion about this. 

Corkie:  Hit me. 
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Tracy: Here's the reason. Just like Instagram, just like Facebook, just like anything 

that you don't own, Etsy is the owner of your success. I think Etsy is a great 
platform as a secondary source. If you're building a business on someone 
else's platform, you're at the mercy of that platform. I'll give you an 
example. We had a designer in our community, they'll remain nameless. 
They had a very successful business. We were working with them to set up 
systems and to work on their pricing because they were definitely pricing 
too low because they're competing in the Etsy market, but they were 
doing about $500,000 a year on Etsy. They had a very successful business. 

They live in Houston, Texas. There was a hurricane a couple of years ago, 
I'm not sure if you remember that. The hurricane basically ... Their studio 
was flooded. They had no internet, no power. They couldn't get online, and 
they had all these orders coming in. Someone complained that the orders 
weren't shipping on time and Etsy shut them down, basically shut down 
their entire business right before the holidays. They had no recourse, and 
their business was gone. We had been working with them for many years 
before. We kept talking to them about focusing more on the direct to 
consumer. They did have website customers and at presence. 

The majority of their sales were coming from Etsy because they were 
ranking so high, because people knew who they were and were 
continuing to buy from them. It became this huge problem. I've seen it 
over and over again. People who rely on a platform like Etsy, it takes so 
much work to rank and continue to get in a place on their price 
competition like all these things that all the energy, if you were to just 
focus it on your own website and forget about price competition and focus 
... You use Etsy as the secondary thing. Like if you got orders from it, great. 
Then you work that to get people to buy from your own website, then 
you're building a real business that you own. Our preferred vendor for 
websites is Shopify and some of my … 

Corkie:  Same. 

Tracy: What? Yours too? 

Corkie: Same. Yeah, yeah, same. 

Tracy: Yeah. Some might say like, building a website, well, Shopify is another 
platform. That's just a tool. You own the website URL. You can still move 
your URL anywhere else at any time if you wanted to. You'll have more 
longevity in your business. Sure, you might not get the kind of spike in 
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sales at random periods of time from Etsy. Like one of our designers, the 
Fox and the Stone, they've been ... I talk about them all the time on the 
show because they're crushing it. They still have strong Etsy sales, but 
they've been really working hard to build their website presence. They use 
all virtual and online methods to sell their work for the most part. 

They backed that up with some trunk shows here and there. They got 
featured on the homepage of Etsy I think in 2016 or 2017, I can't remember, 
for some bridal thing that they were doing for wedding season. They were 
killing it for three months. They were like, oh my God, this is crazy. She 
retired from his job. He came to work in the company, but they were smart 
because they knew that they would never be able to replicate that success 
on Etsy. They came to us for help. They worked with us in a higher level 
program and our SOS coaching program to help replicate that because 
they were making $10,000, $15,000, $20,000 a month during that period of 
time.a 

They had an amazing year. They wanted to be able to develop predictable 
income every single month by doing that. They knew that they would 
never be able to replicate that Etsy scenario. I think that Etsy is a great 
secondary source and it can bring a lot of revenue. I just shared two 
examples where people were making a ton of money. You're putting your 
business in the hands of someone else and that's very risky because you 
don't have control over it. That's my opinion. 

Corkie:  That leads me into another question that I'm asked a lot. I think it's some 
of the anxiety around that decision of Etsy versus another e-commerce is … 

Tracy: Yeah, talk about it. 

Corkie:  ... people say, "Well, if I'm not on Etsy, how are people going to find me?" 
Essentially, how do I drive traffic to my website? Let's say, Instagram is 
your only way to do it but you only have 1,000 followers. It's like, how do 
you get people … 

Tracy: Well, there's a lot of this. If you guys are new to this podcast, I just really 
would want to encourage you to subscribe because I talk about this 
literally on a weekly basis on how to get traffic to your website and there's 
a ton of ... I'm going to make myself a note to put some links in the show 
notes of some of the best episodes for doing that. The best way to get 
traffic to your website is to build an email list. You build an email list in 
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person at your trunk shows. You build an email list by using social media. 
You use the email list by asking your friends and families for referrals. 

You build an email list by ranking on SEO or having an opt-in your website 
so that when people come, they might want to grab it. There's so many 
ways to get traffic that I have a whole article with like 15 ways to build your 
email list. You can build your email list by using tools like Pinterest to drive 
traffic to your website, SEO, all these things drive traffic to your website. 
When you're just starting out and you only have 1,000 followers, it does 
take time. It requires you to be a little bit scrappy. It requires you to be a 
little resourceful. It requires you to leave no stone left unturned. I say that 
because Instagram is always changing. Corkie, I know you have a huge 
following. We have a decent size following. You have a huge following. I 
think that you might've seen engagement changing over the past several 
months like in. 

Corkie:  sure 

Tracy: It's always going to change. It's not going to stay the same ever. It's like 
once you finally nail something, it changes. You have to really stay up to 
date on all that stuff. The best way to really build a business is to nurture 
and create what Kevin Kelly calls a thousand true fan base. The premise of 
this philosophy, which is the whole premise of what we teach in this 
Laying the Foundation program that I mentioned earlier, is all about how 
can you create a community of raving fans that want to buy everything 
that you do. It starts with one person at a time. 

The premise of this article, was written in 2008, is all about if an artist had 
1,000 true fans, whether it's a musician, a painter, or whatever, and all they 
did, or a jeweler, whatever, was by $100 in revenue, $100 order every single 
year, it would take 1,000 true fans that bought that $100 every single year 
to make a $100,000. 

Corkie:  sure 

Tracy: If you figure this out based on your price point like for me, I only need to 
sell five pieces a month based on my price point or less than that probably 
that make $100,000 a year. For someone who's selling $20 pieces of 
jewelry, it would take a lot more than that. When you think about it this 
way like one client at a time and you stop thinking about this big 
daunting, stressful thing that you have to build a business and get traffic 
to your website, you start thinking, okay, how can I strategically start 
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collecting one customer at a time? A lot of this is being able to leverage 
different opportunities. Back in the day, I built my email list and buy in 
person events. 

I have over 2000 people on my jewelry email list. I don't email them all that 
much because my clientele for my new business is a little bit different. I 
reach out to them in a different way because if you're a fine jeweler, you 
need a more high touch outreach program. We recommend using 
platforms like HubSpot and stuff like that to do that as CRM instead of 
something like Klaviyo, which is an email ecommerce platform. When you 
build that email list, if you really develop relationships with people, they'll 
buy and then they'll share it with their friends. Then they'll share it on 
social media, and then someone else will see it, and then you start doing it. 

Tracy: I have over 2000 people on my jewelry email list. I don't email them all that 
much because my clientele for my new business is a little bit different. I 
reach out to them in a different way because if you're a fine jeweler, you 
need a more high touch outreach program. We recommend using 
platforms like HubSpot and stuff like that to do that as CRM instead of 
something like Klaviyo, which is an email ecommerce platform. When you 
build that email list, if you really develop relationships with people, they'll 
buy and then they'll share it with their friends. Then they'll share it on 
social media, and then someone else will see it, and then you start doing it. 

Corkie: I have to admit, I listened to your podcast about building your email list. I 
don't remember who you had on as a guest, but it definitely inspired me 
and step my game up with Metalsmith Society because even then … 

Tracy: I have over 2000 people on my jewelry email list. I don't email them all that 
much because my clientele for my new business is a little bit different. I 
reach out to them in a different way because if you're a fine jeweler, you 
need a more high touch outreach program. We recommend using 
platforms like HubSpot and stuff like that to do that as CRM instead of 
something like Klaviyo, which is an email ecommerce platform. When you 
build that email list, if you really develop relationships with people, they'll 
buy and then they'll share it with their friends. Then they'll share it on 
social media, and then someone else will see it, and then you start doing it. 

Those were some of the digital ways. Then there's also traditional ways 
that are really good like getting PR, public relations, TV appearances, 
getting featured on fashion and jewelry blogs. All these things together 
help you get traffic and help you build your brand. Now, is it going to come 
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as fast as posting at Etsy store? Maybe, maybe not, but that's why you 
have both. Your focus should always be driving traffic to your website. 

Corkie: I have to admit, I listened to your podcast about building your email list. I 
don't remember who you had on as a guest, but it definitely inspired me 
and step my game up with Metalsmith Society because even then ... 

Tracy: Awesome 

Corkie: And my jewelry business too, of course, but people tell me all the time, 
they're like, "Oh man, can you help me with this kind of tip?" I'm like, 
"Funny you say that. I just posted about it two days ago. How come you 
didn't see it?" I'm posting on a daily basis. I know people are out living their 
lives. Just because you post something, it's not a guarantee that everyone 
is seeing it. I try not to hit people up too much, but email has been an 
amazing way to let them know, hey, there's a new blog article, hey, there's 
this new item of Merch if you want to support the page. Thank you for 
that. I thought that that was really good. Even though it's a simple 
concept, it was definitely something that I wasn't really doing now. 

Tracy: Awesome. I told you that on the call like, you're low hanging fruit here, girl, 
we can build you a huge business with an email list. 

Corkie: It's nice. Well, because I think the final thought on that is people always 
talk a lot about what is happening with engagement and algorithm and 
oversaturation of just people. I know a lot of people that follow 1,000 
people. What's your feed look like? If you keep scrolling, you'll eventually 
see everything, but who has time? With that in mind, you can never mess 
with someone's email inbox, really. I know people filter things, promotions 
and whatnot. I know personally I can raise my hand and say that I did 
some shopping this week. As we're recording this basically right after 
Thanksgiving, based off of emails that I received. 

Tracy: Exactly 

Corkie: That's just me though. I clicked the links and they got me. 

Tracy: Did you notice, Corkie, that they're sending three emails the same day or 
four emails? Sometimes they're even stacked in your inbox like, did you 
see this? Last chance, 20%. Finally, you open it ... 

Corkie: I'm still here. 
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Tracy: ... you're like, all right, maybe you missed it, but then you're bummed. 

Corkie: Yeah, sure. 

Tracy: It really does work though. I hate to say it, I mean I don't hate to say it, I 
know it to be true. The email, when you can nurture your list in the right 
way, people will buy from your email. It does take a skill though. It's not 
just sending random emails. You have to learn how to create the kinds of 
emails that actually get people to take that next step. 

Corkie:  Yeah, definitely. 

Tracy:  Do you have other questions for me too or questions ... 

Corkie:  Well, I had one more. 

Tracy: Perfect 

Corkie: Another question I see and get asked is, should I do wholesale? Should I 
do retail? Once I make that decision, how am I approaching wholesalers? 
Are there any of these ... I know we don't want to get into it too much, but 
the shows, which one of them are valid and worth it, which are fading out? 

Tracy: Yeah, that's a big question.It's a big loaded question, but … 

Corkie:   It's a big loaded question, but … 

Tracy: I'll do my best to touch on all these points. Brick and mortar retail is always 
going to be around. It's changing though, and it has been changing since 
2008. 2008, it was changing, it was changing way before that. I built my 
first company only wholesale. 5% of my business was direct to consumers, 
the rest of it was retail. That's how I built my business in the first place. You 
can also get a sales rep and all those things. Before I could even get a sales 
rep, I needed to have 15 doors under my belt. Then a sales rep got me into 
30 stores. When I had 30 to 50 stores, that's when I was able to do the 
trade shows because I had money coming in. 

It wasn't like this was just a way to expand the offering. Then eventually 
doing those trade shows over time, when the market was really good, got 
me into 350 stores around the world. I don't think that that is the same ... 
It's not the same story anymore. It takes more time, right? 

Corkie:  Yeah, totally. 
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Tracy: When I started, I was like, we're going to try and ... 

Corkie:   Whoa! 

Tracy:  ... keep it to 30 minutes. Now, we're going pushing an hour. Before I let 
you go, I want to know, because you repost tips from other people for 
metalsmithing, what's one of the coolest tips that one of your followers 
has shared besides the potato story? 

Corkie: Okay. My favorite tip is take a three-ring binder and fill it with baseball card 
holders and three-ring zipper inserts and storing all of your sheet metal 
and wire and bezel wire in there. 

I'm going to be mad at myself because the girl who originally shared this, I 
wish I could give her a shout out, I think her handle is at Rek, R-E-K, 
something. Ugh, I'm so bad, but this is … 

Yes, we will, we will. She shared that. To me, I love organization tips. That's 
something I utilize on a daily basis. I just actually reorganized my metals 
and added more inserts over last weekend. I love that kind of stuff because 
for some people they had a shoe box filled with uncategorized metal and 
it brings some order and organization into that. I just love it. That's been 
one of my faves that I definitely utilize. 

Tracy: Do you have a favorite resource that you want to share? 

Corkie: Yeah, it's a hard one. I drew a blank on it. 

Tracy:  That's all right. We'll just say Flourish & Thrive Academy. I'm just kidding. 

Corkie: Yes. Let's just say Flourish & Thrive podcast, specifically love it. 

Tracy: The Thrive By Design podcast, here we go. 

Corkie: Yeah. Genuinely though, podcasts are such a great thing to put on in the 
studio and listen, especially ones like yours that you might just be working 
and then suddenly you're hearing about how to build your email list. That's 
multitasking, baby. Yeah, that's just ... 

Tracy:  I used to do a YouTube show and do video content. I did that for years. It 
was more work because I had to set up the camera and everything, but it 
was like the videos were really short. They were 7 to 10 minutes. I transition 
to a podcast because I was like, it makes more sense for a jewelry designer 
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to listen while they're working or picking up their kids. Plus, I could do 
expanded content and talk a little bit longer on a podcast. 

Corkie: Totally 

Tracy: Because you can, exactly what you said, listen while you're working and 
then get some information and keep going. Corkie, tell everyone where 
they can find Metalsmith Society. 

Corkie: Okay. Definitely, give a follow, join the community on Instagram, it's 
@metalsmithsociety. I have to say, you are forced to create a Facebook 
page to have an Instagram page. I'm not very active on there, so please 
find me. If you need to contact me, feel free to send me an email, contact 
me on the page. I love to hear from you. They can also find me 
@corkiebortonjewelry, that's my jewelry line. I also like to share my tips 
and process on my jewelry page as well, in my stories. Then lastly, 
metalsmithsociety.com is becoming more and more, I like to think a 
resource for people. I have a page where I have places to take classes listed 
that's categorized by state. There are some international ones. People just 
send them to me and I add them. There's a blog. There's a Merch shop ... 

Tracy: That's amazing. 

Corkie: ... if you want to represent. 

Tracy: That's amazing. Corkie, thanks so much for being here today. This was 
such a fun episode. 

Corkie: Thank you. 

Tracy: Thanks for sharing some of your community's questions. 

Corkie:  Thank you so much for your insights and having me on the show. 

Tracy: Thank you so much for listening to the show today. This is Tracy Matthews 
about to sign off, but I want to remind you to join us for the revenue 
reboot challenge. We are having a blast already and it's just starting. Head 
on over to flourishthriveacademy.com/reboot. You can also get the 
extended version of this interview over at 
flourishthriveacademy.com/episode234. Really, really important if you 
want to listen to the full interview with Corkie. We're going to have all the 
details right over there and on the show notes on our website. On top of 
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that, if you'd like to join us for the master class, I know that's a lot of things 
here, we're going to have all the links over at the show notes. 

You can just grab it right there, flourishthriveacademy.com/episode234, 
but also register for the desired brand master class. It is going to be 
amazing. It's a completely free master class that's designed to help you 
scale your sales in 2020 by setting up the systems that actually allow you 
to do that and getting your head in the right place. Let's do this. You can 
register for that master class over at flourish, 
flourishthriveacademy.com/desiredbrand. Thank you so much for listening 
to the show today. I hope you enjoyed it. If you haven't done so yet, make 
sure that you go say hello to Corkie. She's awesome and amazing. You're 
going to love her. Follow the Metalsmith Society on Instagram. You're 
going to love it. All right, I'm going to head out now. Thank you so much 
for listening today. I'll see you inside the challenge. 

 

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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