
 

Why I Care So Much About Your Jewelry Business 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

“Lucky when it was around. Lucky was a great publication to be in. Real Simple, 
Women's Wear Daily, a bunch of trade magazines, DailyCandy back in the day. All 

these media outlets that were really great revenue and sales drivers.” 

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 237. Hey there, it's 

Tracy Matthews, chief visionary officer over at Flourish & Thrive Academy. 
And I've got a fun episode in store for you. So someone asked me the other 
day why I care so much about mentoring jewelry designers and jewelry 
businesses. This conversation came up a couple of times because my 
boyfriend Jason, who wasn't my boyfriend when we first met was asking 
me about my origin story, and how things came about. And now he's been 
helping me with my business and helping us streamline things because 
he actually worked for Flourish & Thrive Academy for a couple of months 
as a consultant. 

He kind of dug deep into my history and all this stuff, and he's like, "Wow, I 
had no idea about how deep you are into the jewelry industry, and why 
you actually care so much. This is really fascinating." And then our business 
accelerator specialist, Natasha, was on a call with someone who said, "Who 
is Tracy and why should I listen to her?" And then we just had a challenge 
with thousands of people who were participating in the challenge and 
they were like, "Well, why should we listen to your kind of thing." And so, I 
thought this was interesting and you know, I've been doing this podcast 
for about four years and we've had Flourish & Thrive Academy for, geez, I 
guess about seven and a half years now. 

I'm going to have lunch actually with Robin here in New York City 
tomorrow. Robin is my co-founder over at Flourish & Thrive. So, I thought 
today would be a fun episode to just kind of talk about my origin story. 
We're always talking about your origin story and like why it matters to you. 
So, I'm going to tell you a little bit about my jewelry businesses. The one 
that I currently have and the one that I had in the past. I might tell you a 
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little bit about why I decided to start mentoring designers over at Flourish 
& Thrive, and I'm going to talk about the good, bad, and the super ugly 
stuff that has happened over the years because many of you might be 
thinking, "Who is this person to be helping?" Well, I am a lot older than 
most people think if you've ever seen a picture of me. I usually get aged 
down about 10 years and I'm almost 50 years old. So, I've been in this 
industry for a very long time. 

I say that because with the rise of Etsy that allowed many, many people 
over the years, since mid 2000, students, artists, hobbyists and all those 
types of people to actually get their jewelry online. And so, immediately 
overnight anyone could literally have a jewelry business. And the industry 
has changed and the barrier to entry is very low now. It doesn't take much 
actually get to reach customers online and off. And so, I wanted to talk a 
little bit more about my history and why I care so much because I always 
remember saying back in the 90s, and the early 2000s when I was 
plugging along and trying to figure everything out with trial and error, 
getting rejected left and right and then finally getting into stores, getting 
wins, and building my business that I wished that there was someone out 
there who could tell me everything that I needed to know about growing 
a successful jewelry business. 

That became my mantra for years because the jewelry industry back then 
was a very tight lipped group. I remember asking a really good friend of 
mine, like really good. We went to dinner at the trade shows, we would see 
each other when we were at honks. We were both living in the San 
Francisco Bay area once or twice a quarter, and I asked her for the name of 
her hang tag supplier, and she wouldn't give it up. And anyone who buys 
hang tags knows that they're not that special and a lot of people supply 
them. Back then, I actually think that she was probably using something 
like Infinity Stamps who is not a sponsor, but at the end of the day you're 
welcome. There you go. There's a stamp, a hang tag supplier for y'all. 

Back at that time we were trying to find a different resource because the 
resource that we were buying from just seemed like a little bit more 
expensive than we needed to pay. Anyway, long story short, it was the 
simple things like that, that I could've really used help with. And then 
when my business started to scale and grow and I started experiencing 
cashflow issues because of having to wait for payment cycles or landing 
bigger orders or what does it mean when an account, when something 
comes to you, maybe that gets produced. How do you deal with that if 
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something comes back to you, and you place a production order in China 
and it's not up to speed? Or how do you handle quality control and all 
these things when you're doing fine jewelry like I do now. 

I've basically seen and done it all when it comes to this industry, and I 
made a choice after my business was taken out in the recession in 2008 to 
continue along in the jewelry industry, but in a very different model. So, 
I've experienced a lot of different things. I've also witnessed so many 
designers doing amazing things in their businesses. And so that's the 
purpose of this podcast is to really be able to help support you. And I love 
delivering free content. I love adding value. I love sharing stories. I love 
interviewing people. In fact, we're going to have a lot of interviews coming 
up in the spring season, which I'm very excited about. And at the end of 
the day, what matters to me about this whole thing is that I am a highly 
creative person. 

I'm a creative visionary, I am ambitious, I am motivated, I enjoy making 
money. I love the benefits that building successful businesses have on 
your bank account. And I want to help you guys do that too. And the 
reason why I talk about money and income and sales a lot here because I 
really do have this firm belief that money gives you choices in life. It offers 
you freedom to take time off or to be with your family. We've helped so 
many designers over the years build lifestyle jewelry businesses that don't 
run them, the designers actually run their businesses. The business 
doesn't run them is what I'm trying to say. 

And so, ultimately at the end of the day I want to help you and I'm on the 
mission to help people build a business that means something to them, 
that supports their lifestyle, and what they want to create in their life. And 
that's why we developed all these programs over at Flourish & Thrive. 
When I started out, when Robin and I first started Flourish & Thrive, our 
first program is still our signature program. It's called Laying the 
Foundation. The purpose of that program was to help people understand 
why... Get to a point where they could seek clarity on why they weren't 
actually reaching their customers. Why they weren't getting consistent 
sales, and how to kind of combat that problem. Because I think in the 
entry stage of running a business like that is something that people really 
struggle with is getting to that consistent sales marker and potentially 
scaling your business past the first six figure mark. So, that was the 
purpose of that program. 
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Then we delivered many, many other programs over the years, including a 
program we call Multiply Your Profits, which is about business systems 
and sales programs and all those sorts of things, which we retired all of 
them last year, and we're moving into a new model where it starts with 
Laying the Foundation, and we progress you up depending on your level 
in business to the next stage so that you're consistently accelerating your 
sales, growing your revenue, increasing your profit margins, and building a 
business around what matters to you most. 

I found that there are many, many ways because I've done it all as I 
mentioned, that you can grow and scale a jewelry business or grow it to a 
lifestyle business like I have now. And the path you choose to go on really 
depends on you. And that's why we have so many different types of... Or 
not so many different types of programs, but this core ascension path that 
we created over here at Flourish & Thrive. Because we know for people 
who are just starting out, their issues or their problems in their business 
are a lot different for people who have been in business for a while who are 
at that economy of scale or people who have been in business for a very 
long time or scaling to high six figures or even seven figures in revenue 
because the issues that you have at those points are very different. 

I know that from personal experience because I've been in all those places. 
And that's exactly why we developed our SOS coaching program, which is 
a hybrid model of one-on-one and group coaching where we're giving you 
weekly and monthly support for your business to help you build these 
systems in your business so that you're reaching your customers in 
multiple ways and we truly believe over here at Flourish & Thrive that 
having access to your customers online is not only necessary, but it's really 
essential in this day and age. 

And a lot of people who have been in business for a long time don't really 
get that. They built their life and their business on doing shows, whether 
they're trade shows or in person events or maybe even selling wholesale. 
There's a shift happening now. We're feeling it right now where stores like 
Barneys are completely closed down. I was driving down seventh avenue 
the other day and Jason was in the taxi with me and he's like, "Whoa, that's 
Barneys?" And I was like, "Yeah." Because it's all over. It's like store closing, 
discount 75% off. It's a change in the era. Wholesale is still a very valid 
business model, but we're seeing a shift in brick and mortar retail and it's 
changing a lot. So every jewelry brand needs to really take advantage of all 
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the ways to sell jewelry in this day and age, especially the online channels. 
So it's super, super important. 

If you're someone who really wants to get on the phone with us and you're 
ready to start growing your business now, I'd love to invite you to join us 
for an SOS exploration call. This is perfect for jewelry brands and designers 
and makers. We're at that point where they're kind of hovering around 
that six or multiple six figure marker. They're ready to take their business 
to the next step. Maybe they haven't been able to explore or really fully 
leverage everything that the power of online sales, and they're trying to 
get that, reach more of their customers direct. And I say that because I 
know a lot of people... We're helping someone in the program right now 
who has a really successful business. 

She's closed the year out doing about 350,000 and she has a really good 
online, basically online sales channel. She's doing a lot of e-commerce. 
She's at the shows and her retail popups, she just didn't want to do them 
anymore because they don't work out as well. She's not there selling and 
so we're helping her train sales people. We're helping her get to a point 
where she can eliminate the shows and the events that aren't really 
working as much for her and then turn those people into more online 
sales so she can start scaling her sales, creating markers. This program is 
really based all around implementation of what we call 90 day strategic 
plans, which are really awesome. 

So if you're someone who's really ready to scale your sales and leverage a 
360 trifecta point of view with your business and get more customers and 
build your direct to consumer business, then we would love to help you 
get to that place where you're setting up systems in your business that 
remove you in a place, in a way I should say, that allow you to grow your 
company, grow your revenue without you having to necessarily do more 
work because that's what it's all about. And I love that. So you can head on 
over to flourishthriveacademy.com/sos to apply for a free SOS exploration 
call. The call is 100% free, as I just mentioned. 

On that call we're going to talk about your three year vision. We're going 
to take a look where your business is right now, and then we are going to 
take a look at some of the things that might be standing in your way or 
any roadblocks that you might have. And then at the end of it, we're going 
to talk about a program that we have over here called SOS. If we think it's a 
good fit for you, and if not, we'll send you on your merry way with some 
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actionable items that you can use to implement into your business right 
now. So, if you're interested in learning more, head on over to 
flourishthriveacademy.com/sos, and jump on a call with our business 
accelerator specialist, Natasha. She is awesome and you're going to love it. 

Anyway, I want to dive in a little bit more into my history because a lot of 
people are like, "Who's this girl, Tracy? Why does she have this podcast? 
Why does she care about the jewelry industry?" I think it's funny because I 
have been an entrepreneur since I was in my mid 20s, and I've been doing 
this my entire career from the time that I graduated school. Actually, even 
while I was in college I had a side hustle business where I made, I think at 
that time in the 90s I remember being so excited because I had made 
$13,000 from my jewelry business one year working on it just doing some 
trunk shows and sales and stuff like that. 

So that to me was very exciting. And this was back in the day when we 
didn't have the internet. We didn't have email. Either pick up the phone 
and call or send out invites or call people to get people to a trunk show, 
things have... And send out literally paper invites. Things have changed 
and it's so much easier to get in front of customers than it was back then. 
So I'm just impressed that I actually built, was able to do that when I was in 
my early 20s, which is so fun. But over the years, I launched my first 
company in 1998, and went full time. I experienced a lot of resistance in a 
lot of different ways. I was facing fear from all levels, which I'm going to 
share with you and talk about a little bit more. And I didn't even have the 
support necessarily from the person who was supposed to love me the 
most and support me the most, my ex husband. 

And while I know that he was doing the best that he could, we were in a 
space in our life where we were in our mid to late 20s where we weren't 
really at a place in our careers where he could financially support me full 
time. So we both definitely had to work, and my business wasn't making 
money in the beginning, in the first six months. So I had to scramble and 
figure it out. So, as I mentioned, launched my first business in the 90s. 
Pretty much I'm self taught, I took classes in college. I worked with Sue 
Dorman over at Loyola Marymount University. I think she might still be 
teaching there. I'm not a 100% sure. 

The reason why I decided to really pursue this is because she said 
something to me in class one day, "Tracy, you have an eye for design and 
unlike many of the other students in this class, you're also technically 
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good. You have the eye for design plus you're technically good at making 
the jewelry. And I think if you wanted to you could actually make a career 
out of this." I look back at some of those first pieces that I made and I'm 
like these weren't really good. But to have that person who believed in you 
way back when was really the thing that fueled this fire. 

So, I started making jewelry. I was trained as a metal smith. I would say 
casually trained as a metal smith because I just took classes in college and 
you had a solder and a cast and carb waxes and stuff like that. And then 
eventually launched my first collection, which was actually a beaded 
jewelry collection that was wire wrapped and hand strung. So I've kind of 
done everything. I did that because I was living in a very small apartment 
in San Francisco. 

I didn't have a lot of extra money to get a studio where I could actually 
solder and work out of, but I wanted to make jewelry and sell it. So, my first 
story collection was a beaded jewelry collection. I was selling things... I was 
doing all the shows, a lot of live events, trunk shows, jewelry parties in 
[inaudible 00:17:03] homes. I would host trunk shows at my friend's houses 
or have my friends bring their friends to my house. And then I started 
selling in the stores because back then that was the only way to grow a 
successful business. I remember in the beginning, coming home from the 
studio one day, because eventually once I started my business, my ex 
husband was like, you got to get another space because you can't do this 
out of the home, which was the best thing ever. 

So I got my first apartment or not apartment, studio I should say on 
Columbus Avenue in San Francisco. I totally remember. It was like an office 
space, super funny, and it was 100 square feet. At a certain point we had 
four people working out in that 100 square foot office. Then we got the 
office across the hall, and so we had 200 square feet with a bunch of 
people in it. And over time we ended up moving south of market in San 
Francisco into a 1500 square foot space where I was for several years until I 
moved to New York and basically felt like I started over when I moved to 
New York. 

But during that time in the beginning I came home one day and my 
husband said to me, "Tracy, you got to start making sales or else you got to 
go back and get your regular, go back to your retail job at Nordstrom." And 
that made me want to cringe. I couldn't handle it because there was 
nothing worse than that. And it was bad for a couple of reasons because I 
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know a lot of you might not feel supported if you're just starting out and 
someone might think that what you're doing is kind of a stupid, silly 
hobby. 

I also know what it feels like to feel like your spouse doesn't have faith in 
you. I also know what it feels like to be terrified AF because you're like, if I 
don't make this work, I have to go back to get my real job. So there was so 
many layers there and I was shaking in my boots. So I just decided to go 
for it. And even though I thought I was going to throw up every day when I 
picked up the phone, because as I mentioned, there was no email or even 
internet back then, I did it, and I started calling stores, eventually got 
appointments. It took time because at that point we had the snail mail line 
sheets, and all those things. 

I started booking appointments. I got a lot of rejections in the beginning 
and then I started getting some yeses. And the reason I got yeses is 
because I started asking for feedback when I would go on those 
appointments. What is it about my collection that makes you not want to 
do it? So sometimes they would say we already have that look covered. 
Sometimes they would say it's not developed enough. Sometimes they 
would say it's just not for us. So it gave me a lens to look through as I was 
looking for other customers or clients like that. And that was really, really 
helpful. 

So, over time I kept charging along. Those nos started turning into yeses. I 
landed a really key account back in the day. That store was called 
[inaudible 00:19:50] in San Francisco and that was maybe my eighth 
account at the time. I got an introduction through a friend to meet with 
Sherry, the owner. And that opened the door for a lot of other accounts 
because my friend had a hookup for Twist in Portland, Oregon. And so, she 
introduced me to the owners. They asked for line sheets. I sent them, and I 
was shocked because one day my fax machine because I knew how to 
develop line sheets, which is something we teach in our Laying the 
Foundation program. I got a fax for $4,000 and I think maybe Twist was 
my 12th store because I did a short phone call with the buyers there, and 
they asked, "What stores are you selling to you?" So I gave them my like 
laundry list of stores. I'm being nonchalant, "Oh, this store and this store, 
and this store." 

I wasn't represented in Portland yet or Seattle. And they ended up sending 
me a $4,000 order, which at that time was the biggest order I'd ever 
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gotten. And they wanted it ASAP. At that was when I hired my first 
employee, Mara, and Mara became my production staff for a while. 
Eventually, she was working as... Or going to school, I should say, getting 
her BFA or I think it was her BFA in jewelry arts. She had a bunch of 
classmates that were also looking for jobs. So I ended up hiring a bunch of 
students who were in the jewelry arts program at CCA in the Bay Area, and 
that became my production team and my team of workers who worked at 
my company in the beginning. Many of them were with me for many, 
many years, and throughout my time in San Francisco. 

During that time I had my business, Tracy Matthews Designs for about 11 
years. During that time, I scaled my sales up to about close to a million 
dollars in revenue, and I was selling really low end products. When I say 
low end, it wasn't inexpensive costume jewelry, but it was more of like a 
[inaudible 00:21:49] price point where it was Sterling silver and 
semi-precious stones. I didn't have a fine jewelry line until a little bit later, 
and I was shipping sometimes 1000 units a month at a certain point. So I 
really got this production thing nailed down. We were shipping orders to 
big stores like anthropology and Sundance catalog over the years, ABC 
Home. Those were some of my key accounts. TWIST, as I mentioned. And it 
was awesome. 

Over that 11 year period, my jewelry was represented and sold in over 350 
stores around the world. I launched multiple different types of collections. 
So, I had my regular production line, Tracy Matthews Designs. I had a TM 
Fine. I launched a fine jewelry collection maybe in 2006 or 2007 which kind 
of put me on the trajectory of what I'm doing now, which is custom fine 
jewelry. And in addition to that, I had a men's line that was sold in some 
really cool stores like Harvey Nichols and Isetan in Japan and 
Bloomingdale's here in New York City. So, it was really, really fun to get 
representation all over the world. I had huge customer fan base in Europe 
and the UK and Japan, some in South America, all over the United States 
and Canada. And I feel like I did a really good job. 

During that time, I kept hitting these business roadblocks and things that 
would happen. So one of my biggest issues was being able to fund the 
trade shows that I needed in advance because we were always waiting for 
payments. A lot of our accounts were on net 30, net 60, sometimes net 90. 
I think Sundance catalog was on net 60 and net 90 at times. And so, we'd 
have to put out cash up front for production and we wouldn't to get paid 
for many months later, and it caused cashflow issues. So, cashflow, was 

 
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 



 
one of my first problems. I didn't really understand it. So eventually we got 
a factor and the factor is someone who basically would buy your 
receivables off you and advance you money so that you had cashflow to 
pay your employees and run your business. 

Over that time I had over 13 employees and it, it went up and down. 13 
employees and contractors mix. So, I had students who would come in 
and work a couple hours a week or they were peace workers who would 
take work home and office manager or business manager at the time, 
salesperson, those types of people. And then several production workers 
because when you're producing 1000 units a month or more at times, my 
two little hands couldn't do that. This is not to say that you can't have a 
smaller business because I totally believe in supporting what you want 
and your lifestyle. And I think all of that matters. 

So, over those years I did a lot and the cool part is that my pieces, as I 
mentioned, they were in 350 stores around the world. I was in many, many 
publications. I have a ton of press. I was featured on the Today Show. I 
remember that day when I was featured on the Today Show my phone 
because we didn't have a website was a ringing off the hook because they 
posted my phone number in the rolling credits at the end. And it was 
crazy cause I think it was a Mother's Day edition and I had that pearl 
necklace on there. 

We sold out in literally a couple of hours. It was insane. We were able to 
continue producing the earrings that were featured, but that was pretty 
awesome. And then we had another feature on the Today Show later, but 
some really cool stuff. I was in InStyle multiple times. Lucky when it was 
around. Lucky was a great publication to be in. Real Simple, Women's 
Wear Daily, a bunch of trade magazines, Daily Candy back in the day. All 
these media outlets that were really great revenue and sales drivers. Gosh, 
I have a whole list somewhere but there's tons, tons, tons of... I've been in 
tons of media. 

I had celebrity stylists, and TV and movie set stylists buying my products 
and loaning it. In fact, several of the American idols were wearing my 
jewelry when they actually won the show. Mostly men because my men's 
line was super edgy. My women's line was very delicate so it was hard to 
see on TV. That didn't always get featured as much except for... It did on 
the TV shows, but it was a little bit more, and the movies a little more 
nondescript because it was a harder to see. But the cool thing was that my 

 
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 



 
men's jewelry got picked up a lot on those performance shows because it 
showed up. The stylists were trying to rock out these guys and get them all 
excited, so super, super fun. 

I also won a couple of awards or got selected for awards. I was picked as a 
rising star for one of the trade shows, and then also there was an 
organization called Gen Art in San Francisco when I was living there and 
they chose me as one of their rising designers, which is super fun, so I got 
recognition and accolades, which was super cool. 

The issues were though is that I was stressing out all the time because 
there wasn't anyone that I could really lean on and I didn't value investing 
in myself as much at that time because I saw that as money going out 
from money that I could be investing in trade shows, materials, more staff 
and stuff like that instead of really investing in me. That was the biggest 
mistake I ever made. I remember I having the opportunity in year three 
and four to work with a consultant and I said no, because it was $500 a 
month. That was back in 2001 or 2002. It seemed like so much money and I 
was probably pulling at least 10 grand a month at that point. No, actually 
definitely a lot more. Probably at least, yeah, around that point, three years 
in I was probably doing at least 350,000 in revenue. 

Probably anywhere from 15 to 50 grand on the busy months and I didn't 
even make the investment of $500 back then because I didn't value it. And 
what a mistake that was because down the road so many years later I 
ended up hiring consultants who were at that time 1500 a month, and it 
was too late because my business was in such financial and systems 
distress that it was really hard to recover it. Because I waited so long, my 
business was wiped out. And so, this is why, people ask me, why you care 
so much is because I... People don't get, when you wait and you don't get 
help, you keep getting the same thing over and over again and you start 
building a house of cards instead of a business that is really structurally 
sound developed on business systems. And it could get wiped out by 
something like a recession in 2008, and I know that was a massive 
recession for so many people. 

But my business like within the first month could not withstand. I had to 
lay half my staff off. My year over year income, the previous year I did 
$150,000 in October in 2007. In October of 2008 we only brought in 
$10,000 in revenue. I mean it was such a dramatic shift and I was still 
paying off bills from that time because I'd been financing all these orders 
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and such. So there was a huge cost. The cost that came with that was 
sleepless nights. 

I remember one time trying to pull out 20 bucks out of my ATM and there 
was negative two dollars and two cents in my bank account, and I had to 
pay payroll the next day. My sister was my operations manager, and I was 
like, "What the heck?" And she said, "Well, I don't know what we're going 
to do. I don't know how we're going to pay people." And she would literally 
hand out the paychecks one by one making sure that we weren't going to 
bounce them and stuff. It was really, really stressful. I felt like I was running 
around with my head cut off. I was not a very good leader at that time 
because I was putting out fires most days and spending most of my time 
managing people. 

Ultimately what that led to was, as I said, my business got wiped out in the 
recession, but I had to file for bankruptcy and I never wanted anyone to 
have to deal with that. When you file for a business bankruptcy and you've 
personally guaranteed a lot of those loans and credit card debt, it has a 
devastating impact on your life. Eventually things changed, and I got help. 
I remember when I hired Phil, my first consultant, I kept thinking to 
myself, the investment in him was so stressful at that time because 
literally we were looking at the bank account sometimes on an hourly 
basis. But it was the most life changing thing that I ever did. 

This is why I think people who wait too long to invest in themselves 
become... Are basically like shooting themselves in the foot. Because I wish 
now in retrospect, if I had hired him two years earlier, we would have been 
so much more profitable. We would have streamlined the business in a 
way that would have protected us from the recession instead of now 
throwing basically bandaids on a boat that's sinking, which is what 
happened. Because in that previous year, over the course of my career I 
sold over $8 million worth of revenue, and in 2007 my business did almost 
a million dollars in revenue selling low on products. So we were shipping a 
lot of units because it wasn't really till later, until I started my second 
business that my fine jewelry line took off, and that's where I am now. 

Anyway, when I hired Phil, he would pull me into these meetings. I was 
losing weight. I was smoking cigarettes just because I couldn't even figure 
it out. I was in my late 30s at the time, and I was really struggling to make... 
I felt like I was a total freaking loser. I was really struggling to make sense 
of what had just happened because I'm a smart girl, but I felt stupid. I felt 
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like I had wasted my career because here I am nearly 20 years into 
working or 15 years into working and everything that I've built, tried to 
create in my life was gone, and my business was my baby.  

And while that's not the same as a human baby, I'm not trying to really 
compare the two. It just felt really devastating because my identity was so 
wrapped up in who I was. And so, when I'd be in these meetings with Phil, 
he would look at me and just be like, "You are not happy. What makes you 
happy? What do you love?" For many, many sessions, I could not even 
answer that question. What do you love? What do you love? And I was like, 
"I don't know what I love Phil. I just said, "No, I don't love this," and I could 
only identify what I hated. And that was the starting point. I'm like, I hate 
this, I hate this. 

Then I got to the core of what I really loved. And it was really the design 
piece, interacting with the customers, sales and delivering something that 
people actually love. And that is how I eventually reinvented myself. So in 
2009 I wound down my business and closed it for good. After the 2008 
year, we were literally scraping by for several months. I remember I had to 
lay off my whole staff. I asked them if they would stay until the end of the 
summer. Some of them did, some of them left, and it was very stressful. 

Ultimately, it's funny because there was a lot of resentment towards me 
and a lot of these staff members were not happy with me that they lost 
their job, which is obvious. It's funny because a couple... One of them left 
when she saw things were going crazy because it was getting hectic. And 
she had been with me for many years. I remember her coming back to me 
later and saying, "I want to apologize I gave you such a hard time for when 
I was working for you." I guess that's how I should put it. And she said, "You 
are the best boss I've ever had." I'm like really? Which is funny I think 
because I really cared about my people and I tried to mentor them. 

But in a way, I think what I've learned through this process is that there are 
things that you share with the people who work with you. Because I still 
am human and I succumb to the regular stresses of running a business at 
times, but there's a way to lead your people and also be able to like get 
things off your chest that don't leave them stressed or worried about what 
was going on. I'm an open book, so I think that they could see the stress 
on my face and that made them stressed, and not valuable. But I am 
super... I'm great to work with. In a way, I love really nurturing people and 
talent, and I love people who are scrappy and excited to get things done. 
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And you're really motivated to build and work towards a vision. It's been 
fun to be able to do that and multiple times in my career. 

When I decided to wind down that business, I knew I didn't want to leave 
the jewelry industry. I wanted to do something, still be a designer and I 
was worried because I had to file for bankruptcy if I would actually be able 
to do it. So we came up with a business model that actually would work for 
me because it was really more service driven at that point because I wasn't 
really selling off the rack product even though I kind of was. I was 
designing one of a kinds and selling them on my website. Really my core 
offer became designing custom engagement rings and wedding bands. 
Then I also came up with this offering for heirloom redesign pieces. 

That business model really came out of this process of discovery. So I 
started consulting with people who wanted to do private label or private 
label designing for people. In fact, I was recruited to work at Stella & Dot 
for a very long time and I worked for them for about a year and a half on a 
contract basis on the side while I was still running my other business and 
teaching yoga, and that was a great experience, but I got to design 
products for them. A bunch of the pieces ended up in their collection, and 
it was like, I was just putting my feelers out there until I really landed on 
what I do today, which is I'm doing this custom engagement ring and 
heirloom redesign offer. 

And a lot of people want to know, how successful is that business? And I 
would say on good years, I have a waiting list of clients and I probably pull 
in anywhere from 250 to $300,000 in revenue doing it maybe five hours a 
week. This is why I really do believe that when you're so dialed in with your 
messaging, and your website and you have a strong referral component, 
you build a loyal fan base, they refer people to you. They come back again. 
It is not very hard to grow a successful business working part time. If I were 
to do this full time, I could easily make this a million dollar business with 
one assistant, but it's not. I really have a passion for mentoring and this is 
where it comes into like why this matters to me so much because I really 
do care. 

So, with that being said, on a slower year, when I'm stepping back and not 
marketing at all, I easily pull in about 150,000. So, typically right now I am 
on a wait list of people. In fact, my assistant is like, "Tracy, can you take calls 
with these people?" And I said next month. I can't take any more clients 
right now because I'm too busy because my referral base is so high. And 
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this is where it becomes super fun when you get into business because if 
you can get that referral base super high, then you can really delve deeper 
into growing multiple streams of revenue in your business, which is fun. 

Ultimately, at the end of the day, the reason why this matters so much to 
me is because I was you, many of you out there who needed help back in 
the day. And I don't claim to know everything because I don't, and I think 
that anyone who's going to tell you that they know everything about 
running a business is lying to you. But what I do know is that I've 
supported myself with people who do know the things that I don't know. 
So, I am really good at business strategy and marketing and a lot of the 
things that need to happen in order to grow a successful jewelry business. 

We bring in experts who can do deep dives into those other areas, 
especially in our programs like SLS. And then Laying the Foundation, we've 
developed a system really based around what I call the Desire Brand 
Effect, and Desire Brand Effect is what happens to your business after you 
implement everything that we teach you over here at Flourish & Thrive 
Academy. That's getting predictable, consistent sales, having the afterglow 
that your business can scale without you, and also getting to a place 
where you have that 1000 true fans base that continues to grow every 
single year that buy from you every season. So growing your business does 
not become that hard because that's what it's all about. 

So, a couple of people have I've reached out with different little topics and 
questions because they're wondering, why would you develop this 
program? Do you want to actually leave your jewelry business? No, that's 
not necessarily it, but I always have known that I'm here to help people 
and it's something I've been called to do. Not something that I actually 
was seeking out to do, and it's deeply ingrained in me. And if I look back 
on my history as an entrepreneur and just a human being, I've always 
been in a position, not only in my family because I'm the second oldest of 
eight children in an entrepreneurial family. If you know anything about 
birth order, the second child is a lower position, and they're always the 
helper. I didn't really believe this until I realized I was always the one like 
helping out with different things. 

But I say that because I've naturally been drawn to teach people things, to 
mentor my first employees. I remember Gabby who has a jewelry line now, 
Gabby Bella, she said to me in the early stages, "Tracy, it's so awesome 
working for you because you really have mentored me in business and 
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taught me what it really takes to grow a business." And I wasn't even 
trying to do that. It was just like I was just an open book. I wasn't going to 
hide anything from them. I wanted to help them because I knew that they 
probably wouldn't be with me forever. They were designers themselves. 
So, that later translated into me teaching yoga as something like a 
spiritual outlet. Taught yoga for 12 years and then eventually transitioned 
into me becoming a consultant for companies and then eventually 
starting Flourish & Thrive Academy. 

So this strong desire to help really stems from this past history of mine 
that I didn't have that support when I was growing up. And I think about, if 
something like this were around back in the 90s and the early 2000s, wow. 
My business would be so different. We have all the case studies and 
testimonials to back it up because our successful students, the ones who 
actually implement what we teach them and take action. 

I have to decipher those people because we've had a lot of people who've 
taken our courses, and if they come to me and say, "Tracy, I signed up for 
Laying the Foundation," or... Not SOS typically because those were people 
who were making an investment in their business. So they are actually 
doing the work. But for instance that we just were doing an intake for 
Laying the Foundation, and someone reached out to me like, "Oh, I took 
Laying the Foundation and I'm not getting consistent sales yet." So I said, 
"Okay, well tell me a little bit about what you implemented? And they said, 
"Well, actually I haven't completed the course. I never got past module two 
and I have a child, and I don't really work on my business at all." So, well 
there's your answer. 

I always think those things are kind of funny and I joke around about it a 
little bit. If you've taken Laying the Foundation and you haven't completed 
it and you're not implementing, go back in because it does work. We have 
so many case studies of successful students. In fact, many designers 
who've been in business for 30 years doubled their sales the first time they 
took it. So, you can just go back to the last couple of weeks episodes and 
listen to all those case studies if you want to listen to it. 

But our SOS program, students like Twyla are coming in, ambitious 
designers at all stages. We have designers who are a little bit later in life 
like me in their 50s who are trying to basically translate what they've built 
their career on into this new business model because they know that they 
have to start reaching their customers online. Or younger designers like 

 
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 



 
Twyla who are just coming in to the industry, and maybe they've had a 
business for about five years selling markets who are really trying to 
leverage the online presence. 

I love talking about these students because someone like Twyla, she came 
in to us in a year where she knew her mother was going to pass away via 
terminal illness, and they were preparing for this, and she needed to life 
proof her business, and increase their sales in the same year. By working 
our SOS program, she increased her revenue by 50% to for the first time 
ever cross the multiple six figure marker in her business. She took two 
months off during this process, and during the two months that she took 
off, she had hired a staff member or a sales person to run her business for 
her. Her sales increased over the previous year and her online sales over 
the year increased by 10%. 

Online sales do take some time to grow. You have to train your customers 
to actually buy from you online. And so, I was really impressed and she was 
so stoked. She just signed up for her second year and I'm just thrilled. Or 
designers like Deirdre Donnelly who end up working with our coaches to 
have the best shows ever. Deirdre, I think sold over $50,000 at one 
weekend show, and I'm just blown away by her. And she just enrolled in 
her second year of SOS as well. And I loved Deirdre because she was 
battling with some personal issues that she had to overcome to get her 
energy back so that she could focus on her career. 

So, sometimes her business was taking the back burner and ultimately my 
goal over here is that I get you to a place and this company, Flourish & 
Thrive Academy supports you, me, the coaches and everything that we do 
here support you so much in your jewelry business that you are able to 
keep it going if something happens to you or you have to take a step back 
or you get sick or someone in your family gets sick and you have to take 
care of them or God forbid someone passes away and you need time off to 
grieve. 

The ultimate goal is to life proof your business so it doesn't require you, 
and to get you to a place where you're reaching your goals, not only 
financially but how you want your life to look like. Because if I've learned 
one thing in this process of reinventing myself and starting over, what I 
learned was that just building a business [inaudible 00:44:17] alone if you 
didn't have a vision of where you wanted to go, if you didn't have a vision 
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of what you wanted your life to look like because your business is going to 
overtake that and run you if you don't start running it. 

So, ultimately over time, that is my goal for you and I do this out of love 
and support because I've seen and done it all. I've been through all levels. 
I've had all kinds of businesses and I understand the struggles that you're 
going through even more than you believe. I feel like this episode could 
literally be three hours because I could keep talking. So, at the end of the 
day, if you'd like our support, I'd love to invite you to join us for a SOS 
exploration call/strategy session and jump on the call. Apply for a call and 
jump on an exploration call with our business accelerator specialist, 
Natasha. 

The way you do that is to head on over to flourishthriveacademy.com/sos. 
We're going to ask you to fill out a questionnaire with a couple of 
questions. If you're approved, we're going to send you a link to book a call 
time with Natasha. I just ask you that if you do book a time and you fill out 
that application that you show up for the call because you're basically 
taking slots away from other people who would like that, and we get a lot 
of inquiries when I share this on the podcast. 

So it's really helpful. We're going to walk you through a three year vision. 
We want to take a look at where you want to go. We're going to take a 
look at your business now and we're also going to take a look at the things 
holding you back from reaching your goals. So that we can help you set up 
a plan to move forward and we'll discuss our programs and help you 
decipher what is a good fit for you. So, that's all. Head on over to 
flourishthriveacademy.com/sos if that sounds good to you. 

I just want to end this by saying thank you so much for listening to this 
show. It is really a labor of love and I come here every week. It's hard 
sometimes to come up with ideas and topics, so I'd appreciate your ideas. 
And if you love what you're listening to, I would love for you to be so kind 
as to go over to Apple Podcasts, and give us a five star rating. Share a little 
bit more about what you love about the show because it really helps me 
cater the content to what is serving you the most. Thanks so much for 
listening to the show. I hope you'll share this with your friends. Until next 
time, this is Tracy Matthews signing off. 

 

 
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 

https://www.flourishthriveacademy.com/sos/
https://www.flourishthriveacademy.com/sos/


 
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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