
 

Ask Me Anything Episode: Questions From Our SOS 
Students 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“It's not annoying your friend because your friend comes and they chat with you and it 

creates a buzz in your booth. You want to have like that traffic and that buzz in your 
booth because it attracts people to your booth when they see that it's not crickets in 

there.” 

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 239. Hey there it's Tracy 

Matthews, Chief VisionaryOfficer of Flourish and Thrive Academy. I'm super 
pumped to be here today to talk about snail mail and how to use that to 
grow your jewelry sales. What is old is new again and old school is coming 
back so we're going to be talking a little bit about that today with my 
guest, Miriam Schulman of Schulman Art And The Inspiration Place 
podcast. Super excited to have her on the show today. 

If you don't know who I am, I'm Tracy Matthews. I'm the Chief Visionary 
Officer over at Flourish andThrive Academy and the Director of our SOS 
Coaching Program, which is our Hybrid Coaching Program Over at 
Flourish and Thrive for ambitious and motivated jewelry designers and 
makers who are trying to make maximum impact with their business, 
trying to scale their sales to six, multiple six figures, and seven figures and 
beyond. And they're really trying to grow their direct to consumer 
business, and we do that. The way that we help you in the program is that 
we do that through 90 day strategic planning,helping you work those 
plans through coaching and consulting and through accountability in 
mentorship. 

This program is designed for ambitious designers who are ready to take 
action now and get big results in their business. It is not for the faint of 
heart. We are going to guide you and hold your hand along the way. You 
have to do the work. It's not a magic pill, guys, but it does work. And I'd 
love to invite you. If You're someone who is really trying to get to your next 
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level in business, you're feeling overwhelmed and you're not quite sure 
why the things that you're doing aren't really helping you reach your goals 
faster. I'm pretty sure after 45 minutes we can help identify the reasons 
why it's not happening for you. 

So I'd love to invite you if you're kind of struggling and feeling like you 
don't know what your next step is and you're ready to take action now and 
really accelerate your sales. I'd love to invite you to a free SOSexploration 
call with my business accelerator specialist, Natasha. On that call, she's 
going to walk you through a little process that we have over here.  

We're going to talk a little bit more about your three year vision for your 
business. We're going to identify where your business is now and then 
we're going to uncover any roadblocks that are keeping you from reaching 
your goals. At the end of this call, we're going to discuss if we think our 
SOS Coaching Program is a good fit for you and we'll share it with you if 
we do think it is.  

And if not, no harm, no foul. You'll walk away with some tangible steps that 
you can work on, on your own, and implement in your business right away. 
So I'm really excited to invite you over to that you can head on over to 
flourishthriveacademy.com/SOS to apply for your strategy session today. 

All right, let's dive into today's episode. I have Miriam Schulman on the 
show today. I was on her podcast Inspiration Place a couple of months 
ago. It's a great episode, which I'm going to link in the show notes. And 
she's an amazing teacher of artists. She helps artists not only improve their 
artistic skills, but she has a group for painters and drawers and all those 
things, drawers. Is that what you call them? Artists. To help them market 
their businesses as well. And we were chatting the other day and she's like, 
"Tracy, I'd love to come on the show and talk about snail mail. I've been 
doing some really cool things to get customers, not only to my art fairs, 
but to get more attention and drag people back to my website." So I 
thought that what is new is old again and snail mail is really a powerful 
way for you to increase conversions and to create a loyal following of those 
thousand true fans. 

So before we dive into today's episode, let me introduce Miriam and a little 
bit more about her background. Miriam Schulman is a watercolor and 
mixed media artist and she's been doing that for over20 years. She's the 
Founder of The Inspiration Place, an online art class site. Schulman 
abandoned hedge fund career basically after witnessing 9/11. I don't blame 
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her at all. And she decided that she wanted to ditch that soul sucking job 
for a career in the arts, which is amazing. And by rejecting the starving 
artist myth, we have a lot of alignment here. Her watercolor art and mixed 
media paintings have been seen on NBC, Amazon Prime, published in art 
magazines and home decor books and collected worldwide. She's been 
published in art magazines like the Art of Man, Art Journaling Magazine, 
andStamping Tin. And she's a regular contributor to Professional Artists 
Magazine. She's the host of theInspiration Place podcast, the number one 
podcast for art lovers who want to learn how to market their art with 
courage. You can check her out over at Schulmanart.com and find the 
Inspiration Place over onApple Podcasts. 

All right, let's dive into today's episode right now. All right, let's dive in to 
today's episode right now. 

Miriam: Hey Tracy. Thanks so much for having me. 

Tracy: I'm excited to have you. You have a podcast called The Inspiration Place 
and a business called InspirationPlace and you interviewed me a couple of 
months ago. We've also hung out in New York a few times at these 
amazing lunches that you curate. And I'm really excited about today's 
topic because in the pre-show we were talking about a mutual friend of 
ours, Brian Kurtz, who his whole basically career has been built around 
direct response, direct mail pieces. And I'm super excited to talk a little bit 
about snail mail today. 

Miriam: Oh yes. So it's like what's old is new again and because so few people do 
regular mail, it's so much fun to get real mail in your mailbox. 

Tracy: It really is. I only check my mailbox like once every two weeks, and it's 
typically letters from the government or the IRS and direct mail pieces 
from brands that I like and follow. So it's pretty cool. 

Miriam: Yeah. And there's no spam filter there. 

Tracy: Yeah. No spam filter. And also the cool part about it is that no one really in 
the art space is doing it. It's Usually like these bigger businesses. So before 
we kind of dive into this because we have a lot to talk about today. Why 
don't you tell us a little bit more about your journey as an artist, a little bit 
more about the Inspiration Place and like what the heck you're doing right 
now. 
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Miriam: Okay. So where do you want to start? 

Tracy: You decide. Let's- 

Miriam: All right, so I've been professional for I guess 20 years since I was in 
corporate and when 9/11 happened,that's when I said no more. I mean, I 
actually was already on maternity leave, but I thought I'd go back.And 
when 9/11 happened, no way. I'm not going back to that soul sucking 
universe. I'm going to do really what I'm called to do, and I'll just make this 
sweeter and shorter for your audience. And I Understood there were a few 
twists and turns before I figured it out that, oh wait a minute, actually Ican 
make a living as an artist and this is what I want to do. So that's what 
brings me here. Well before that. What brings me here on this podcast to 
the whole online space is I was, I just had an Etsy shop, like a lot of your, 
most of your listeners are jewelers. Is that the audience? 

Tracy: Yeah. Jewelry designers, makers. We have a lot of product based 
businesses. They're selling on their own website and I'm sure lots of people 
are still selling on Etsy as well. 

Miriam: So what happened was somebody on Etsy, and I don't remember when it 
was, it was almost seven years ago, which doesn't sound so long, but you 
know online, it's like dog years. You know what I mean? 

Tracy: That was like ages ago, that's when we started Flourish and Thrive 
Academy. 

Miriam: Yeah, exactly right. So seven years it's like, Oh it's not much time, but it 
really was a lot. It really has feels like a lot of times somebody actually said 
to me, do you teach an online class? And I had never heard of that, Tracy. I 
was like, what? What is it? What's that? So I said, what online classes are 
you taking? So Ijust signed up for the one she told me about so I could see 
what it was and it just lit a fire into me because coming from what I had 
done in corporate, I was a computer programmer. I could see how I Could 
meld a lot of my different left side, right side brain, whatever it is. It's 
simply really fun. So I love what I do, creating these online classes and 
about a year and a half ago I started the podcast to support that. 

Tracy: It's amazing. I loved being on your show. I thought it was super fun. So 
when you're teaching at theInspiration Place, you're teaching art classes 
and how to market and sell your art or both? 
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Miriam: That's a great question. So all the art classes on The Inspiration Place are 

how to be a better artist, how to make art. But I also have a small, I guess 
you would call it a mastermind, a small group coaching program for artists 
for how to market their art, how to sell their art. And these are for 
emerging artists who are looking to make between 50 and a hundred 
thousand a year. And some of them aren't quite there yet, but that is what 
the goal is for them. 

Tracy: That's amazing. I love it. I love everything that you do too. It's so awesome. 
So, we were talking about online courses and digital marketing and seven 
years seems like a million years. So, the big push towards marketing and 
selling art, jewelry, all the things these days has really been digital 
marketing or like ditch the snail mail. I remember back in the day I used to 
send postcards out and all these things, but that trend is kind of changing. 
So tell me a little bit about what you're seeing and the impact of what's 
going on in marketing right now. 

Miriam: Those postcards that used to sell, start doing it again, because I can't tell 
you how many people come tomy events because I still sell my art. I'm still 
very much an artist. They come to my event, they're holding the postcard 
and it's like I've already created that experience for them that they have a 
gift. I've invited them and when I say postcard, I print them as postcards of 
two sides, but I do put it in an envelope, I do spend that extra, I don't know 
what it is, 10 cents more to produce it. Have the envelope and an extra 
20cents on the postage. 

That extra amount that you spend so the person will actually open it 
instead of that postcard getting lost in maybe the other flyers that are in 
there and the bills that are in your inbox or mailbox is so worth it and it's 
not like you're going to send it to every single person on your list. But if 
you've been keeping good records, which I'm sure Tracy, you teach your 
students and your clients to do, you can make sure you're inviting people 
who've come to the show before, people who have been good clients. You 
can narrow that list down to those who you most want to have at the 
show and you most think should be there. 

Tracy: Have you heard about the thousand true fans philosophy, Kevin Kelly? 

Miriam: Yeah 

Tracy: Yeah. So I think of this as a great way to start like collecting your thousand 
true fans. And for those of you who don't know the philosophy, I've done 
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many podcasts about it, so you can just go to the show and type into the 
search function a thousand true fans and you'll find the episodes that I've 
done on it.But the idea is that you know when you start collecting or 
building a list of collectors and they buy something from you every year or 
however long. All you need as an artist is a thousand true fans whospend 
$100 from you a year to make $100,000 a year. And so this is like a really 
great opportunity for you to start building trust and awareness with those 
people who are already buyers and invite them to shopping. 

Miriam: I have an artist friend, she was talking about her open studio and she's 
telling me what she sold. She was like, "Yeah, but most of it was through 
this one buyer. So if it wasn't for her '' but it's always that way. It's Always 
that you have these people who are super fans who will buy a lot and 
that's what it's always been throughout art history. These people who are 
these super collectors, these patrons of the arts that have lifted up artists 
throughout the years. So those are the people you have to treat like family 
and just like you would never, your aunt, whoever, expects an invitation to, 
I don't know, the wedding, thewhatever, the shower, they expect the thing 
in the mail. They want the thing in the mail. They don't,they don't really 
like our evites, they want the physical thing. And also people who have 
money, they prefer it as well. 

Tracy: I agree. I think this is such a great angle and idea, and this is something, 
we mentioned Brian Kurtzearlier and I met him probably about five years 
ago or four years ago, five or four years ago in a business mastermind. He 
came to the first mastermind event that we had. He was a friend of my 
mentor, RyanLaveck, and talked about direct mail and how they're using it 
in the digital marketing space for programs and to sell all sorts of things. 
We already know that it works effectively for products 

Miriam: I'm using it for my classes too, should we talk about that? 

Tracy: Yeah. Let's talk about that. 

Miriam: Do you have listeners who have online classes and those types of 
businesses? 

Tracy: I'm sure there are, most selling products, but I want to hear about it. 

Miriam: Maybe you just want to know. 

So I have been using direct mail to sell my online art classes and a lot of 
what we just talked about, the principles are exactly the same. So yeah, 

 
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 



 
maybe I have 8000 people on my email list, I'm not going to send out 
8000 pieces of mail, right? But if I have two courses, and I know some 
people have taken the foundation and now I have this other class, then I 
can identify who are my hottest prospects. So in my specific example, I 
have a class on watercolor and then I was offering a class on pet portraits. 

So anybody who had taken the watercolor class, but not the pet portrait 
class, I went through and Ifound maybe 200 people, but then I only could 
get the mailing addresses for a hundred of them. Basically sent a hundred 
people the sales letter in the mail, and it's not hard to do, Tracy, if you're 
thinking of doing this yourself, you basically take your sales letter, which is 
so gorgeous anyway, you turn it into a PDF, you get rid of the buttons, you 
make a big pretty link on the bottom. You get that printed up and it cost 
me under $200 and I made six sales directly from that mail piece. 

Tracy: Oh that's a great idea. And so I think of this like the same way you could do 
this for create like some sort of, and we're calling it a sales letter, or sales 

Miriam: Well that's what it is. That's why we call it a sales letter online because it 
was originally the sales letter that we got in the mail 

Tracy: Exactly 

Miriam: People, they don't say, "Oh how annoying you sent that." People said to 
me, "Thank you for sending this to me." 

Tracy: Yeah. So this is great because the cool part is that like as a product based 
business or a designer, we talk a lot about landing pages or directing 
traffic to a page that keeps them hyper-focused. So you can send 
something similar like a small brochure of different items or even just a 
page of featured products that you're doing some sort of special or event. 
And this can work in so many ways because I love what you said about 
developing collectors because those collectors are the ones that keep 
buying year over year. 

We have a designer in our SOS Coaching Program when she came to us, 
she's super burnt out because in our industry, and it's the same in the art 
industry too, I'm sure a lot of people are doing shows, events.They're like 
spending all this money for a booth, standing outside. They may or may 
not get sales. 
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Miriam: Yeah. And Tracy with, with my world, what I hear a lot of complaints about, 

which you won't hear is like their back hurts because these paintings are 
heavy. 

Tracy: Yeah. So this is great because the cool part is that like as a product based 
business or a designer, we talk a lot about landing pages or directing 
traffic to a page that keeps them hyper-focused. So you can send 
something similar like a small brochure of different items or even just a 
page of featured products that you're doing some sort of special or event. 
And this can work in so many ways because I love what you said about 
developing collectors because those collectors are the ones that keep 
buying year over year. 

Yeah. So they're tired of it. They want a more leveraged model. And so we 
have this designer Alison came to us like a year and a half or almost two 
years ago now. And she was really trying to get away from the show circuit 
and she had some really good shows that she wanted to continue doing. 
But there were a couple that used to be good, but they're not that good 
anymore. And she was nervous to let them go because she would make a 
good majority of income. So it really encouraged her to start like really 
developing relationships with the customers that she had. 

And two years ago she had one person that was like a dream collector of 
hers. It was a wealthy woman in Montana. The person ordered like a 
$3,000 necklace from her. Since then she has like 10 or 15collectors like 
that and she just keeps building them by building these relationships and 
doing this personal one on one touch. And I feel like direct mail is like a 
great way to kind of continue that connection, even if it's just like a 
personalized handwritten note. 

Miriam: Oh yeah. So, I'm going to assume that your client is perfect and does all 
the things, but like when I did an outdoor show and a lot of times I'm the 
only one at this particular show. I'm thinking I'm doing well and it's 
because I sent the invitations. So there's this one art collector, Mary, who 
goes and spends thousands of dollars every year. But nobody else was 
inviting her but me. 

So if you have a show that's good and maybe it's not doing so well 
anymore, it might be because you're relying on the venue to do all the 
marketing and that's all new customers, cold traffic. You can really 
increase your sales by so much if you are doing your own outreach and 
making sure not just that you're sending those postcards, "Hey, I'm going 
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to be in the show", the emails, "Hey did you save the date?"But I even 
texted people to let them know, "Hey, don't forget to stop by." So a lot of 
times these will be,it could be a friend, but what's good is it's not annoying 
your friend because your friend comes and they chat with you and it 
creates a buzz in your booth. You want to have that traffic and that buzz in 
your booth because it attracts people to your booth when they see that it's 
not crickets in there. Do you know what I mean? 

Tracy: A hundred, a hundred percent. This is such a great idea. Now there's so 
many different kinds of direct mail pieces you could do. Do you want to 
walk us through some, I mean we talked about like a sales letter or an 
invite, but let's talk about like a variety of different kinds of things we can 
just- 

Miriam: Yeah, well I would totally see for your clients with, I would love it if 
somebody who I've bought jewelry from on Etsy or website once, chances 
are, I do not remember who I bought that toe ring from three years ago, 
but if I were to get in the mail what their newest things were, I would 
totally buy again because chances are I lost that pretty toe ring that I liked. 
I was like, "Oh, and I don't remember what the name of their shop was, 
Hawk whatever." So that's the same concept, whether it's online or in 
person, not relying on that passive traffic. Etsy used to be great when the 
only thing to do online was toshop and we didn't have Instagram and 
Snapchat and all these things, but now there's lots of stuff competing for 
our attention. So we can't just sit back and put out our net and hope the 
fish come by.You have to really go out and hunt for your customers and 
make sure, I mean that sounds so aggressive,but you really have to go out 
and find them. We can't just be like Rapunzel up in our tower waiting for 
the Prince to come. 

Tracy: That's so true. And I think the cool thing too is that even on Etsy, you could 
go through a list of all the people that you've sold to in the past. Literally 
just send them a thank you note [inaudible 00:21:11] anda gift card to shop 
again. Or something like that. 

Miriam: I would totally love that if somebody sent me, it was a postcard with a 
picture on it and then like some discount code, "Hey, welcome back. We 
want you back" whatever. It works.  
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Tracy: Yeah, good idea. So you could do like a thank you note, you can send just 

products out, if you have featured items of the month, sales, events, like 
the in-person shows that you were talking about. 

If you were doing art shows, make sure that you curate a local list and 
send direct mail pieces. 

Miriam: Or you're tagging them in your database. I would hope that they have 
both the database for the mailing addresses as well as the emails that 
both are tagged properly so that you can make it more personal andemail 
like, "Hey, am I going to see you tomorrow at Rhinebeck or whatever." So 
people in California Aren't getting your New York emails. 

Tracy: So what are some good ways to get people's addresses? I guess you could 
supposedly send out an email to your list and say, "Hey, I want to send you 
something. What's your email address?" 

Miriam: That's a fantastic question. Really good question Tracy. So first of all, we 
have many more addresses than we think. So we do have addresses for 
anybody who's shopped with us online because we ship them things. 

You also have addresses from people who've bought from you with PayPal 
because PayPal does give us the mailing address. So that is how I got most 
of those customers addresses for the online classes because I wasn't 
always collecting addresses. You really don't need to collect everything. 
But the other thing you could do is offer some sort of free something, 
something by the mail to entice people to give you your address. 

So in my world as a painter, that is really, really easy because all you have 
to say is I will send you a free postcard. The postcard is a painting on the 
card. So they want that. I'm not quite sure what might your 

Tracy: You could wrap it or you could not wrap it like frame it or something 
because it's a piece of art 

Miriam: They could, people do that. That's why actually I don't sell individual cards 
and I tell my clients not to sell individual cards because people will buy a 
$5 greeting card and frame it.  

Tracy: You want to know what this is? 
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Miriam: Is that a greeting card? 

Tracy: So I own this ring right here. It's a postcard that was put into a package 
when I bought this vintage ring,and I love this picture because it's just a 
beautiful picture of hands with jewelry on it. Using a backdrop from here. a 
10 cent postcard is now a piece of art in my house. 

Miriam: I'm sure Tracy's going to put a picture of that postcard in the show notes. 

Tracy: I should.  

Miriam: I'm telling her what to do on her own podcast. 

Tracy: I like it.  

Miriam: So yeah, that is a great idea. So jewelers can actually create some sort of 
sexy hand, whatever it is,photo shoot. I like that idea. Even have an artist 
create a watercolor of it, or God forbid, use one of those apps that turns 
the photo into a watercolor. We don't like to talk about that. 

Tracy: I don't even know what that is, but I'm just guessing that you upload a 
picture and then it makes a piece of art for you. 

Miriam: Yeah, I forget the name of the app cause I don't really like people to know 
about it, but obviously you can create something really cool and I'm sure 
your listeners who are creative will think of something that's a very cool 
looking. Turn the postcard into an art piece even if what you are selling is 
not paintings. 

Tracy: Yeah and just think outside of the box of the direct mail pieces. I mean like 
what if you were to just like a thank you note campaign or basically make 
it part of your followup process to send a handwritten thank you note and 
there are services that can do like handwritten thank you notes that 
appear individual, and send those out with some sort of gift card or 
something as well to get them back shopping again. 

Miriam: Okay. I will confess one of my hacks. All right. So what I've done, and I do 
this both for the invitation, like the save the date or come to my show as 
well as thank you notes. If it's a small show, I just hand write thank you 
notes. But what I've done is I've written a note that says "Hope to see you 
at the show. Smiley Face, Miriam." So I write that in my pen. I scan it in. Do 
you know where I'm going with this? I turn the scanned written note into 
a PNG file and then I can slap that onto my postcard. So now when the 
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postcard is, and it's really messy looking, it's not perfectly written. It is my 
handwriting. It has the little smudge, the ink drops. 

So when it gets printed on the card, it looks like I hand wrote out each 
care. "Hope you could make it."But I also have done that for thank you 
notes as well. Thanks so much for, and I've done it for, oh God,now my 
listeners will know some of my dirty secrets, so like for joining my program, 
"Thanks for joiningInspired Insider's Club", so I'm not handwriting that 
every single time. I've scanned it in, I print it on a postcard and that's part 
of my onboarding for some of my classes to get that thank you note. 

Tracy: That's amazing. I love it. I have so many ideas of things that I want to do 
now. Are there any other direct mail hacks that you think are important for 
our listeners to know about that we didn't cover yet? 

Miriam: Yeah. One thing I would say is a lot of times I will put, it sounds narcissistic, 
but it really isn't, on the postcard to have a small little profile picture of 
yourself because it's really good for people to connect your art with you. 
Now especially if they met you in person, then it can be, "Oh yeah, that's 
the girl with the purple hair and the bumblebee necklace or whatever." If 
they met you and they had a conversation with you, it's really good for 
them to connect because when you're a creative, when you're selling 
art,one of the top reasons that people buy art, whether the art is jewelry or 
a painting, is because they forma connection with the artist. So you want 
to keep that connection alive by showing your human face as much as 
possible so you can put that on your mail pieces. 

Tracy: I love it. I'm writing so many notes here. 

Miriam: This is like mini training. This is like mini training. 

Tracy: Oh, I love it. No, it's so funny. We forget about it. We're always talking 
about sending out handwritten thank you notes, but there's like huge 
opportunities in direct mail. I mean I always thought of it as something 
you would send out to a wholesale buyers list, but you can send this out to 
direct to consumer lists as well. And I think it's super powerful and I like it if 
you send it in an envelope because it seems like a real piece of mail. And 
especially if you could do something, even if you have used a service that 
has like a handwritten address in some way, shape or form because that 
makes it look like it's literally a personalized letter. If you can find services 
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that do that. And I know there are services that do that. I don't know what 
the expenses are, but. 

Miriam: My expense is I pay somebody to do it. I pay somebody $15 an hour either 
that or I Do it myself while watching Real Housewives. 

Tracy: Oh brilliant. I have the worst penmanship. Like I would do it except that 
you legit can't even read my writing. 

Miriam:  Oh really?  

Tracy: Yeah, this is great. Good ideas. All right, so Miriam, where can we find you? 
So you have a podcastInspiration Place. Where can people find that? 

Miriam: Yes. So schulmanart.com/iTunes or just search The Inspiration Place or you 
were going to link to the episode where I interviewed you in the show 
notes. Okay, perfect. So Tracy of course was a rock star on the show, so 
you'll want to check out that interview as well as the interview with Brian 
Kurtz. So BrianKurtz's episode is going live on February 18th, I'm trying to 
remember the exact number. I think it's episode 77. I'll make sure you have 
that for the show notes Tracy. But, we actually went over time on my 
episode with him. He's such a nice guy and my podcast editor gave me a 
real hard time. It's like, "Youknow, I should be charging extra for this." 

So if you're interested in this topic, he is the master of it and I do make 
sure I break down a lot of what he's saying to show you how it applies to 
creatives like us who are selling products. 

Tracy: Yeah. And Brian's amazing, guys. Trust me, I know him personally. Miriam 
knows him personally. He's an amazing, amazing, legit marketer from 
back in the day and one of the top paid direct mail influencers. I Don't 
know what I'm calling it influencer, but like guys out there, he's pretty 
amazing. 

Miriam:  Bow down to him in that niche. 

Tracy: We were saying before the show that I met Brian like five years ago and he 
had sent me this whole package like breakthrough advertising, all these 
things you can't even get, they're out of print now. And I Didn't even know 
what it was at first when I got in I was kind of like, "Oh this is cool." And I 
put it in a cupboard and then I realized people are like, "Oh my gosh, this is 
like one of the most amazing, these are like the Bible when it comes to 
writing direct response copy", which is like advertising copy to get people 
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to actually take an action and buy whatever it is that you're selling, which 
is pretty cool. 

Miriam: Yeah, and he does have a book that people can read called Over Deliver, 
which I talk about on the podcast as well. But sometimes you can get lost 
in when he's talking about what he's doing in his world and how that 
might relate to us. 

Tracy: Yeah, exactly. And he's amazing and you're amazing, Miriam. So, we talked 
about the podcast, where can they find you on social? 

Miriam: Oh yeah, I'm at Schulman Art. That's S-C-H-U-L-M-A-N A-R-T everywhere. 
That's why I'm everywhere.Even my website is schulmanart.com but my 
podcast is The Inspiration Place. 

Tracy: Awesome. Miriam, thank you so much for being here today. 

Miriam: Oh, thanks for having me. It was so fun. 

Tracy: Thank you so much for listening to the show today. This is Tracy Matthews 
signing off. You'll have all links to everything where you can find Miriam 
and her podcast and Schulmanart over on the show notes, 
flourishthriveacademy.com/episode239 and if you are someone who is 
ambitious and motivated and excited but you just feel exhausted and 
overwhelmed by your business right now and you're not sure why, you 
can't reach your next level. You're already doing at least like 60 or 70,000 in 
revenue and upwards to a couple of hundred thousand. You're trying to 
get to that multiple six figure or even sevenfigure marker and leverage the 
power of the internet and direct to consumer sales. I'd love to invite you to 
apply for an SOS Exploration call. SOS is our hybrid one-on-one coaching 
and consulting program where we work individually with designers to 
help them scale their sales, improve their direct to consumer business 
models, and to overall build a business that supports their vision of 
freedom. 

So if you're feeling trapped by your business, like you're stuck kind of in the 
rigamarole in the day to day,then the likelihood of you not having your 
business set up in a way that can actually scale is very high.The problem is 
that you probably don't know what you're doing that is basically shooting 
yourself in the foot, but I'd love to help you uncover that and invite you to 
an SOS exploration call for free with our business accelerator specialist, 
Natasha. 
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Head on over to flourishthriveacademy.com/SOS to check out the details 
of the program and apply right there. On that call, we're going to talk a 
little bit more about your three year vision. We're going to talk about 
where your business is now. We're going to uncover any roadblocks that 
might be holding you back, and at the end of that call, you're going to 
have some tangible steps in a path forward. And if we think SOS is a good 
fit for you where you are in business, we're going to invite you to join the 
program. If We don't, no harm, no foul, just walk away with the tips and 
you're good to go. Thank you so much for listening today. If you'd like to 
apply for SOS, head on over to flourishthriveacademy.com/SOS. Thanks So 
much for listening today. Have a good one, bye. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

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 
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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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