
 

Ask Me Anything Episode: Questions From Our SOS 
Students 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“Freedom time allows you time to think about your business, to focus on the new ideas 
that you have going forward, and to also work on new designs and things that you're 

trying to move forward every single week.” 

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 238. Hey there, it's 

Tracy Matthews, the chief visionary officer over at Flourish & Thrive 
Academy, and I'm excited to be here today because I'm doing something 
different. I'm going to start pulling in Ask Me Anything podcast. Today's 
podcast episode is centered around some questions that I've gotten over 
the past year for our SOS coaching program.  

I'm excited about this because SOS is our top tier program over here at 
Flourish & Thrive Academy and we're really helping designers who are 
doing amazing things in their business, growing their business, getting to 
the next level, scaling to multiple six figures and beyond, reach their goals. 
It's been super duper fun. We love helping people use their website as a 
tool, build their direct to consumer businesses and create really strategic 
omni-channel businesses where they're bringing in revenue for multiple 
revenue streams. 

I'm excited about today's episode for a very specific reason. We get 
questions all the time in our community, people sending us messages on 
Facebook and really building our community. I get DMs weekly about 
business questions that I'm trying to get help with. So if you want your 
question answered on the podcast, I want to ask you to do something 
right now. Head on over to you @flourish_thrive on Instagram and follow 
us over there. If you have a question for us, then I would love for you to ask 
us the question and say this is for the podcast and then my team is going 
to curate a bunch of podcasts questions for Ask Me Anything. We'd love to 
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know your name and your business. This episode is going to be specific 
questions asked from our SOS students. 

Because these were answered in confidence, I'm only going to give first 
names. I'm not going to be sharing their first name and last name and 
their business. But if you'd like your question answered on the podcast, 
then I'd love to hear what it is. You can head on over to @flourish_thrive or 
you can even head over to my personal Instagram account because I take 
a look at those.  

That's @tracymatthewsny. Let's do this. Make sure that you follow us over 
on Instagram so that we can basically stock your stuff because we love 
doing that. We're always sourcing images from our community, so make 
sure that you're using the hashtag FTA designers rock so that we can 
search your images and potentially use them in our Instagram feed and 
give you credit. Anyway, I'm super duper excited to answer a bunch of 
questions today. You have to forgive me because I'm losing my voice. 

I've been at an event all week and I've been talking a lot and I'm about to 
go into another event basically on Sunday. I'm getting through this 
podcast the best that I possibly can. So I'm going to answer the questions 
in a moment, but some of you might be wondering what SOS is all about. 
SOS is our hybrid one-on-one coaching program that is centered around 
90-day strategic plans. So it is a three-year program with a one-year 
commitment.  

We just ask that you give it one year to start implementing things. We 
really recommend three years in the program because that gives you 
basically the groundwork to really take off. We help you build systems in 
your business and move forward. These three strategic plans that we work 
on with you every 90 days are designed to help you move forward at 
lightning speed so that you're reaching all of your objectives and your 
goals and moving things forward quickly and so that you're focused on the 
things that are the most important in your business because I know what 
happens sometimes is you get distracted and off the rails and all those 
things. 

We also offer individualized coaching. We do monthly group coaching 
calls with our theme and coaches of the month. I personally do monthly 
hot seats. So if you're stuck, you're going to get feedback directly from me. 
I work with all the students on this, which is really amazing. You get 
mentorship from our coaches. We host that in a Slack channel where if 
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you're stuck or need some help on anything, they're going to help you 
move forward really quickly. We have a core path of basically systems and 
processes and implementation that we suggest that you follow. So it's a 
really structured program designed to help your creative mind get 
focused and move forward in a quick way. I love this program. So if you're 
thinking about or if you'd like our help right now and getting help with 
your business and getting my eyes on your business, I would love to help 
you. 

So if you're ready right now to get our help, let's do this. I'd love to invite 
you to hop on a SOS exploration call with us. SOS is for designers who are 
making at least 60,000 to six figures or more, a lot more than that. We 
have designers who are already doing multiple six figures, high six figures, 
who are ready now to start scaling their jewelry brand through our desired 
brand effect methodology that will help you attract the right customers, 
convert those customers into true fans, and scale all of that desire that 
you've built so that your business keeps growing without requiring you to 
be the doer of all the things in order to make growing your business 
actually happen. Some of our most successful students have had amazing 
results. Twyla, one of our students reached her goal of over $200,000 this 
year. Her revenue was up by 43%. Her sales increased by over $50,000. This 
is happening all in a year when her mother passed away and she took two 
months off. 

She helped set our systems in place that allowed her to remove herself 
from the day to day so that she could keep growing her business without 
her needing to be there. When Alex joined us as a one-woman show about 
18 months ago, she was doing about $70,000 in sales. She had a successful 
business by the end of her first 18 months in the program, which was really 
cool. She over doubled her business and saved enough money to buy a 
house and hire her first employee. She is estimating to continue scaling 
her profits and getting to the next level and she's expecting to cross the 
multiple six-figure marker next year, which is super duper awesome. So if 
you are someone who is ambitious and motivated and ready to take 
action now, I'd love to invite you to head on over to 
flourishthriveacademy.com/sos to apply for a seat in SOS right now. 

We take rolling admissions. Our next event is in April and you definitely 
don't want to miss that. So if you're interested in joining us and getting 
your business on track and getting your 90-day strategic plan moving 
forward and getting help from our coaches had an over to 
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flourishthriveacademy.com/sos. All right. Let's dive into today's episode. 
Some of these I'm going to keep it anonymous because they're very 
specific and you might be able to figure out who they're from and I just 
want to respect those people. But the first question is from Jen. She said, "I 
struggle to get enough done. My business is good and the sales are good, 
but I'm feeling like I'm missing out on really implementing some of the 
bigger picture projects that I'm moving forward and I'm putting them on 
pause because I'm switching gears all day. Now, I know I'm not as 
productive as I could be. How do I change that and know what to do? Any 
advice?" 

I know after exploring this on the call with her, she was saying that she felt 
not very creative most days and was trying to get back to the reason why 
she started a jewelry business, which was to make money with her 
creativity. The suggestion that I gave her is to create more structure in her 
week. First and foremost, we asked her to really be working on her 90-day 
plan. When I asked her frankly about this, she said that she was falling off 
track a little bit and was kind of going all over the place and not really 
focused on those 90 days. So we got her back on a call with one of our 
coaches. We moved her back through that 90-day plan to help keep her 
focused. We also got her focused on her weekly schedule. She was 
bouncing around all day without a plan. So we got her to time block her 
day. 

She also had theme days for the week. So Mondays and Wednesdays were 
really marketing days and she spent time reaching out to PR. Tuesdays 
and Thursdays were sales days and she spent Wednesdays as, excuse me, 
Fridays as her creative day and design day. So this was an opportunity for 
her to think of big picture planning and keep things moving forward. 
There are many ways to structure your week, but we really suggest that 
you plan your week in advance. Sometimes you need to switch gears or 
shift out of some of those more planned days for certain things, but I think 
what's really important is that you are setting boundaries and also making 
sure that you're creating enough space for your creative time because 
creative time allows you time to think about your business, to focus on the 
new ideas that you have going forward, and to also work on new designs 
and things that you're trying to move forward every single week. 

If you can't do one day a week of that, I would suggest doing at least one 
day a month for now and keep that moving forward. This next question 
I'm going to keep anonymous because it is a really deep question, but I 
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think it would be really valuable for you. "We are seeing a large decreasing 
trend in our sales volume, specifically from ..." This was represented in 
August, but I think if anyone's ever experienced a decrease because of 
social media algorithms, this will be helpful. This is specific to August to 
now. "One of the biggest contributing factors seems to be the very low 
social engagement or visibility specifically on Instagram and Facebook 
despite a good-sized follower and counts. I'm wondering how we can fight 
back against this low social visibility without sinking thousands into ads. 
We've heard many people, especially with my real life friends that they 
love our work and they totally forget that we exist on certain days because 
they never see our posts. One friend even said that she thought that we 
had closed up shop because it had been so long since she'd seen 
anything." 

So let's dive into this feedback that I gave her. My first feedback is that you 
always need to be building your email list. Email is the best way to 
increase your sales online. If you're focusing all your efforts on building 
engagement and followers on Instagram but you're not using that to 
actually build your email list, then you're really losing out on a huge 
opportunity to email people. So my first step would be to really focus on 
building that email list and send emails often. This would be a minimum of 
once a week. I'd really recommend it if you want to make sales, two to 
three times a week. In fact, one of our SOS students, Jennifer Dawes, said 
she had a record-breaking December with some advice that I gave her 
because she had basically sent out way more emails than she felt 
comfortable with and sold way more product than she ever expected. 

So there is really truth in this and it's really valid. So I would highly 
recommend that you send out emails a lot more often than you think. 
Create a power friends list or a pod. There's controversy about pods on 
Instagram because they could ... Instagram's algorithms are smart and 
they could kind of see if the same people are commenting and engaging 
all the time. That might work against you. But if you create a power friends 
list or mix up the pods so that you have multiple pods of people 
commenting and liking your stuff, then that starts to push this out. If you 
have a really important post or announcement, you can create a power 
friends list of people who have followers, your friends or whoever, and ask 
them to share it with their networks as well. This is a really good way for 
you to get to that next level. 
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Something that I noticed, I have several business accounts, is when you 
post a personal comment post it can go viral and that gets people to start 
seeing your posts more. For example, I posted the other day a post about 
my boyfriend, Jason, and I wove it into a business topic. Literally, it got 
more likes and engagement and comments on that post than I have on 
any posts over the last year. It was pretty insane. Start focusing on building 
know, like, trust, content into everything that you do. So when you're 
thinking about getting people to know about your brand, you want to 
really communicate what your friends all about, share more about what 
you're doing as a business, feature behind the scenes, show a little bit 
more about the people on your team or yourself. 

Give some insights into your personal life, share your core values, and all 
those things. Like really has to do with creating entertaining content and 
maybe sharing jewelry quotes or memes, doing things that are going to 
get people excited about what you do and creating community around 
your brand. The trust is really around social proof. So I'd feature people 
who have worn your work, start building your 1000 true fans. I did an 
episode all about how to build your 1000 true fans a couple of weeks ago. 
So definitely look that one up. I'll actually post it in the show notes as well. 
Feature client testimonials, client case studies. Show how your customers 
are wearing your products and really build community around that. And 
then every five to six posts, you could pitch something. So if you keep 
filtering through that content and adding value, you're going to get more 
engagement on what you do. 

Use the right hashtag. I would mix up your hashtags over time and start 
checking and notice if you switch hashtags, which ones are getting 
followed more, which ones are seeing more engagement and which ones 
keep growing. And then I know that this particular question asker didn't 
want to spend a lot of money on ads, but I would definitely test a small ads 
budget. So if you're driving traffic to your website and you're increasing 
your email list, you could do retargeting ads for people who landed on 
specific pages to basically feature products that they saw or looked at on 
Facebook or Instagram. So here's another question from our SOS 
community. "Do you have a way to choose between full-on collections 
every six months versus smaller releases of new items? I find myself 
getting inspired to make a few new designs at a time and want to keep 
them around, but I don't feel like they fit into a specific collection per se. 
Doing large collection releases feels like more work." 
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Yeah, I totally understand that and I do recommend typically doing bigger 
collections. But if you want to test this out, and I know this worked really 
well for Twila, one of our designers. What I would do is speak to these 
smaller collections or smaller groups as limited edition items or design so 
that they fit into the other collections. I kind of gave her the feedback, you 
can design items or expand other collections and create new releases that 
drop into those. What she ended up doing though that worked really well 
for her is she started doing one of a kind collection drops with an urgency 
timeline or limited edition collection drops, so she might have had more 
than one piece. But this worked really well for her. She had an amazing 
month in July last year, one of her slowest month typically. I think she did 
over $30,000 which I thought was amazing. This worked really well, not 
only in her in-person events but also online because Twila increased her 
online sales to scaled growth by using this, which is really, really awesome. 

So test a couple of different things and see how it works because the only 
way that you'll know what works is to share this with your community and 
your customers who actually buy from you. I have a question from Erin. 
She has a question about diving deeper into her dream client. She would 
like to know more about who her existing customers are. "How do you 
recommend I do this? Is a survey cheesy or should I offer a coupon in 
return for feedback?" I gave her a couple of tips. I told her that a survey is 
not cheesy, that she should try it, but there should be some sort of 
incentive. I don't recommend doing a coupon because that is a little 
cheesy, but you can position it as a gift card, which I'm going to share with 
you how to do that in a moment. 

I would test this out because not everyone likes to fill out surveys. I think a 
better option is to really individually reach out to existing customers or 
people who purchased more than once within the last year and interview 
them. I would interview at least five people. Ask the questions that you 
need to know to dive deeper into who they are. Basically what we did with 
them is they have access to one of our programs, the Dream Client Clarity 
Kit and I told them to ask them some of the questions on the 
questionnaire of Dream Client Clarity Kit for their ... basically ask their 
customers the same questions. The reason why this is important is that 
you can dig deeper if they say something interesting. That's why I always 
recommend that instead of just sending a written list, that you get these 
people on the phone. It can be really valuable. I would record the phone 
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calls and tell them that you won't reveal their names or anything, but 
you're going to use this for market research or whatever. 

As far as giving them an incentive, I think as a thank you it's really nice to 
give them a gift card in a specific amount or a specific piece of jewelry as a 
thank you, especially if they're loyal customers because that will go a long 
way. This is a great way for you to really dig deeper into who those people 
are and understand what motivates them to buy and why they are buying 
it from you. Sound good? Awesome. All right. Here is a question from 
Ingrid. "I was just wondering if you can chat with us about what's coming 
up in SOS. I'm excited about the events and the mentorship program. 
Thanks so much." We launched a mentorship program last year, which has 
been really amazing. We wanted to be able to offer a higher level of service 
to our students because this program is an investment. We're really 
keeping people, working on keeping people for a long period of time 
because, in my opinion, one year isn't really enough to see the results or 
the outcomes of the program. 

What we really are trying to do is to mentor you along for three years. Our 
mentorship program is run by our mentors, Ana Maria and Sheri, and they 
help you get unstuck. They do unstuck calls. They also help move you 
along when you're stuck. They're doing basically office hours, which is a 
way for you to come and get feedback on the work that you're doing, to 
get direction on who to work with next, and all those things. They're also 
helping with implementation of strategic planning, which is really the core 
focus of what our SOS program is all about. Also, our live events are pretty 
epic. The last live event that we had in September was focused all around 
hiring and building systems and your business. This next one we're going 
to go deeper into getting support in hiring and some of the operational 
stuff behind scaling to a multiple six-figure business, which I'm really, 
really excited about. 

We're also going to bring in some new marketing strategy and all those 
things, which I love the live events. The live events are really the best part, 
in my opinion, of the program because you get to meet your community 
members in person. We do work together. You get access to me. It's super 
fun. I love meeting people in real life, which is amazing, and we really love 
that. Here is another question from Bridget. "How do I track changes on an 
eCommerce site? I'm in the process of updating SEO, alt tags on images, 
more copy on landing pages, et cetera, as well as changing my navigation 
to be more straightforward. When these products are completed, how do I 
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actually know that they are increasing or decreasing the traffic and sales 
on my website?" So the most important thing that we want you to do is to 
get Google analytics plugged into your website if you don't have it already. 

 

And then once you do that, you want to see where you are now by getting 
analytics and start tracking that on a weekly or monthly basis. Then you 
can create some custom ... You can customize it a little bit to create 
custom traffic sources so you can see where your traffic is coming from. 
And then when you have this all set up, what you want to do is to measure 
what's happening now and keep tracking changes over time. That's how 
you start to see the growth and what's happening and changing. I know a 
lot of people don't realize that you should do this, but looking at those 
analytics can be really powerful because if you don't have data, you don't 
really know if what you're doing is actually working. Trust me, I've been 
there, done that, not a good plan. It's time to get you focused on 
measuring your work with the right results. Let's do that. 

This next and final question comes from Morgan. "I'm considering hiring 
someone." Morgan has a very successful business. She's doing a great job, 
multiple six figures. "I'm considering hiring someone to help me design 
custom jewelry pieces. I've never done this before. I'm spending too much 
time designing custom jewelry and it's preventing me from working on 
anything else and the most important projects in my business. Any ideas 
on how to outsource this task? Should I outsource designing? If not, how 
should I juggle getting things done when it takes up days in my week?" 
Okay. This is a great question because as you start to grow, you might 
need to hire help. In fact, when I got to the about $150,000 marker in my 
business, I started hiring not only employees but I also started hiring, I 
hired a head designer, promoted my production worker to designer. This 
was really helpful to take things off my plate. So she worked under my 
guidance and we kept moving forward. 

So I would definitely recommend hiring a designer. If you don't have work 
for a full-time business, probably what you'd want to do is to hire a 
freelancer. There are agencies that you can hire jewelry designer 
freelancers. One of them is here in New York called 24 Seven. You can 
check that out. I would start by hiring them remote and freelance because 
if it's just design, a lot of times it can be done ... They don't necessarily need 
to be in your office. You will definitely need to give them direction and 
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specs of things that you want to do. When you hire them as a freelancer, 
you can use them on an as-needed basis, which is really important. Now, 
another approach to doing this is if you have production staff on your 
team that has an artistic or creative bent, like they are someone who is 
potentially a designer or can do this work, you can maybe promote them 
or have them handle the custom projects. 

I mean obviously you'd want to test it out. I think just the best way to do 
this is to really give that person a lot of direction so that they can move 
forward really quickly. I think it's a great idea. I'm always up for getting 
things off your plate because as the visionary and the founder and leader 
of your company, if you are someone who really wants to scale like our 
SOS designers want to do and get to that multiple six-figure and up or 
potentially even seven-figure range, you need to get things off your plate. 
You are only one person. If you're doing everything, then you're going to 
be at a loss. The best use of your time usually is on strategy and growth for 
your company. 

So those are the questions I have to answer today. I want to remind you if 
you have questions for me about growing your business, shoot us a direct 
message on Instagram. Head on over to @flourish_thrive or 
@tracymatthewsny. Make sure you follow us too. That's awesome. Use the 
hashtag FTA designers rock and shoot us a DM because we'll be 
answering some of your questions on the show. It's just a great way for you 
to get free coaching. Pretty good, right? Make sure that you're saying that 
this question is for the podcast or else we won't know where to put it, and 
we're going to go from there. I'd also love to know what some of your 
favorite episodes are. So if you have an episode that you enjoy listening to, 
please share it in your stories on Instagram. 

If you're interested in joining us or applying for our SOS coaching program, 
you have an opportunity right now. If you want to get on the phone with 
us right away, you can head on over to flourishthriveacademy.com/sos. A 
lot about what we chatted today is foundational in our SOS coaching 
program. So if you're interested and ready to step out of being 
overwhelmed and panicked and exhausted all the time and step into 
having more profitability and scaling without needing to be the doer of all 
the things in your business, head on over to 
flourishthriveacademy.com/sos. There, you're going to see a way that you 
can learn more about the SOS program. If you're ready for our help, I'd love 
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to invite you to fill out an application for an SOS exploration call with our 
business accelerator specialist, Natasha. 

She is ready to jump on the phone with you and talk a little bit more about 
your three-year vision, where your business is now, and any roadblocks 
that are stepping in your way. At the end of the call, she's going to walk 
you through with a clear path forward and share with you if she thinks 
SOS is a good fit for you. We aren't going to try and get you in the program 
if we don't think it's a good fit. We have other programs for people who 
aren't quite a fit for SOS at the moment. So this is an opportunity for you to 
get support right now and scale your business. If you're someone who's 
ambitious and wants to scale to multiple six figures, and if you don't want 
our help, no worries, no harm, no foul, just keep listening to this podcast 
because I'm always dropping amazing ways that you can grow your 
jewelry business and get to the next level. So let's do this. 

Have an awesome day. If you haven't done so yet, make sure that you 
head on over to Apple Podcasts and rate and review Thrive By Design 
right there. We love to hear your feedback and we love your five-star 
reviews because this really shows Apple that this podcast is important and 
helps us find more followers just like you so that we can spread the word 
about what we're doing over here and really support. One of our mottos is 
community and collaboration over competition. My desire is to really 
support as many jewelry designers as possible and help them scale and 
grow their businesses. All right. This is Tracy Matthews signing off until 
next time. 

 

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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