
 

Bonus   Episode   #1:   Your   Jewelry   or   Product   Business  
in   the   Face   of   Uncertain   Times  
THRIVE   BY   DESIGN   WITH   TRACY   MATTHEWS  

 

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.   This   is   a   special   bonus   intro,   and  

if   I   had   that   weird   music   that   they   play   at   the   beginning   of   a   new   show,   I  
would   play   it   out   right   now.   This   is   Tracy   Matthews.   I'm   the   chief   visionary  
officer   over   at    Flourish   and   Thrive   Academy ,   and   the   host   of   your   show  
today.   Actually   I'm   the   host   of   the   show,   pretty   much   every   day,  
occasionally   every   episode   but   you   know   how   it   goes.   Anyway,  
pandemonium   is   breaking   out.   Everyone's   freaking   out   because   their  
shows   are   getting   canceled   due   to   coronavirus,   and   we've   been   talking  
about    recession   proofing   your   business    for   the   last   year   and   a   half   on   this  
podcast.   So   I   wanted   to   bring   on   the   voice   of   reason.   My   man,   my  
boyfriend,    Jason   Ayers ,   who   is   an   integrator   who   helps   companies  
recession-proof   their   businesses,   he   helps   them   get   the   founder   out   of  
working   so   much   in   the   business   so   that   they   can   be   more   strategic   and  
help   grow   the   company.   And   he   also   helps   people   sell   their   companies,  
and   we're   going   to   talk   a   little   bit   more   about   that.  

But   I   asked   Jason   to   be   on   the   show   today   because   he   is   a   really   brilliant  
insight   on   what   to   do   in   a   calm   force   of   nature   in   crisis   times.   And   so   we  
were   having   a   conversation   with   me   and   Jess,   and   we   brought   Jason   in  
about   our   ascension   model   last   week   before   everything   kind   of   went   crazy  
on   Friday.   We   were   talking   with   Jason   and   Jess   made   some   comment  
about   Jason   should   be   a   coach.   So   that's   why   I'm   having   him   on   the   show.  
I   think   this   episode   is   going   to   be   really   eye   opening   on   how   you   can   deal  
with   uncertain   times   because   I   know   that   a   lot   of   you   are   not   sure   what   to  
do   when   your   shows   are   getting   canceled   and   it   feels   like   the   world   is  
ending   and   how   do   you   recoup   that   income.   Is   your   business   going   to   go  
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out   of   business?   Well,   the   answer   is   probably   not   if   you   play   your   cards  
right.  

So   over   these   next   couple   weeks,   I   am   leaning   in.   This   is   your   opportunity  
to   lean   into   this   podcast.   If   you're   a   member   of   our   community,   this   is   time  
to   lean   into   me   and   your   coaches.   This   is   your   opportunity   for   those   of   you  
who   are   not   in   our   community,   maybe   to   join   it   so   that   you   can   get   the  
support   of   people   who   have   been   there,   done   that.   For   those   of   you   who  
don't   know,   my   first   business,   my   first   jewelry   company,    crashed   in   the  
2008   recession    because   I   was   not   prepared,   and   I   was   not   proactive.   We  
have   a   huge   opportunity   right   now   to   be   proactive   about   our   success.   

So   I   want   to   really   drive   home   that   the   lessons   that   I   have   from   2008   are  
basically   everything   that   I   brought   into   launching   Flourish   and   Thrive  
Academy,   even   though   I   had   a   very   successful   business   that   was   doing  
nearly   seven   figures   and   I   was   on   QVC,   in   all   the   best   retail   shows.   I   had   a  
singular,   basically   a   singular   point   of   failure.   If   retail   crushed,   then   my  
business   was   out.   So   we're   going   to   be   talking   a   lot   about   diversifying  
revenue   streams,   direct   to   consumer   channels,   what   you   can   be   doing  
now,   especially   if   you're   sequestered   at   home   and   social   isolation   because  
there's   a   lot   that   you   can   do   that   will   put   you   above   the   rest   who   don't   do  
this   in   time.  

So   I   really   want   to   encourage   you   that   if   you   liked   what   you   hear   in   these  
episodes,   it's   actually   this   is   a   two   part   series.   The    first   part    is   going   to   go  
live   today,   which   is   a   Tuesday,   and   the    second   part    is   going   to   go   live   on   a  
Thursday,   later   this   week.   And   if   you   know   someone   who's   freaking   out  
about   their   business,   please   share   this   because   this   is   what   a   podcast   like  
this   is   all   about.   I   know   not   everyone   loves   podcasts,   but   you   can   listen   to   it  
on   our   blog ,   you   can   listen   to   it   on    Apple   iTunes ,   you   can   listen   to   it  
anywhere   podcasts   are   featured.   So   there's   multiple   ways   that   anyone   can  
listen   to   this   show.   So   please,   please   share   it   because   at   the   end   of   the   day,  
this   is   really   about   helping   each   other   out.   This   is   when   community   and  
collaboration   over   competition   runs   solid.  

This   is   March   17th,   the   day   that   this   is   going   live.   There's   a   chance   we   might  
release   it   on   Monday   just   to   give   a   little   extra   traction,   but   on   March   17th,  
we're   launching   a   series   of   email   bundles   and   templates.   We   have   this  
planned   actually   before   things   started   shutting   down   last   week,   and   we're  
doing   a   pre-sell   on   these   templates   starting   today   on   March   17th.   So   if  
you're   listening   to   the   show   on   March   17th,   head   on   over   to  
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flourishthriveacademy.com/emailbundle ,   and   we're   bundling   together  
about   $1500   worth   of   systems   and   email   subject   lines,   email   design  
templates,   an   urgency   promotion   plan,   a   12   month   marketing   calendar,  
and   so   much   more.   

  We're   throwing   in   extra   bonuses,   and   so   if   you   jump   in   and   grab   that  
bundle   while   we're   doing   the   pre-sell,   you're   going   to   get   it   for   $37.   And  
we'll   be   releasing   it   in   about   a   week   or   so.   We'll   be   releasing   it   100%   before  
March   31st.   I   think   we'll   have   it   done   in   about   a   week,   but   we're   giving  
ourselves   about   two   weeks.   So   on   or   before   March   31st   we'll   be   sending  
that   to   you.   And   this   is   your   opportunity   to   just   dive   in   and   reach   your  
customers   where   they   are   at   home   in   their   living   room   looking   at   their  
email   all   day.Also,   if   you   haven't   done   so   yet,   I'm   going   to   be   posting   in   the  
show   notes   a   link   to   apply   for   our    Train   Your   Customers   To   Buy   From   You  
Online .   

   Seems   interesting   that   right   now   couldn't   be   a   better   time   to   be   learning  
this.   Not   only   are   we   in   a   place   where   everyone's   sitting   in   front   of   their  
computers   or   sitting   in   front   of   homes,   they   are   consuming   media,   they're  
on   social   media   all   the   time.   This   is   an   opportunity   for   you   to   use   this   time  
wisely   to   not   pull   back   on   the   marketing   but   to   lean   into   the   marketing  
because   those   who   are   consistent   and   persistent   and   learn   how   to   train  
their   customers   to   buy   from   them   online   are   going   to   be   the   ones   that  
prosper.   So   if   you're   interested   in   learning   more   about   the   TYC,   you   can  
head   on   over   to    flourishthriveacademy.com/TYC    and   apply   for   free   today.  
There   is   no   investment   to   apply.   There's   an   application   process.   If   you're  
approved   for   your   application,   you'll   be   redirected   to   jump   on   a   phone   call  
with   our   business   accelerator   specialist   Natasha,   and   she'll   chit   chat   with  
you   to   see   if   this   is   a   good   fit.   So   I'm   really   excited   for   this.   We're   starting   on  
April   16th,   couldn't   be   a   better   time   considering   the   climate.   So   I'd   love   to  
invite   you   to   join   us   and   do   this.  

  Also,   if   you   haven't   done   so   yet,   I'm   going   to   be   posting   in   the   show   notes   a  
link   to   apply   for   our    Train   Your   Customers   To   Buy   From   You   Online .   Seems  
interesting   that   right   now   couldn't   be   a   better   time   to   be   learning   this.   Not  
only   are   we   in   a   place   where   everyone's   sitting   in   front   of   their   computers  
or   sitting   in   front   of   homes,   they   are   consuming   media,   they're   on   social  
media   all   the   time.   This   is   an   opportunity   for   you   to   use   this   time   wisely   to  
not   pull   back   on   the   marketing   but   to   lean   into   the   marketing   because  
those   who   are   consistent   and   persistent   and   learn   how   to   train   their  
customers   to   buy   from   them   online   are   going   to   be   the   ones   that   prosper.  
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So   if   you're   interested   in   learning   more   about   the   TYC,   you   can   head   on  
over   to    flourishthriveacademy.com/TYC    and   apply   for   free   today.   There   is  
no   investment   to   apply.   There's   an   application   process.   If   you're   approved  
for   your   application,   you'll   be   redirected   to   jump   on   a   phone   call   with   our  
business   accelerator   specialist   Natasha,   and   she'll   chit   chat   with   you   to   see  
if   this   is   a   good   fit.   So   I'm   really   excited   for   this.   We're   starting   on   April   16th,  
couldn't   be   a   better   time   considering   the   climate.   So   I'd   love   to   invite   you  
to   join   us   and   do   this.  

So   I'm   going   to   dive   right   into   today's   episode.   Today   I'm   talking   to    Jason  
Ayers ,   he   is   my   boyfriend.   He   also   worked   in   my   company.   He's   actually   still  
helping   me   out   for   the   last   couple   of   months   because   he's   so   amazing,  
and   he's   really   tried   to   help   me   pull   myself   out   of   the   day   to   day   business  
to   work   more   on   the   business   so   that   I   can   help   grow   it   and   support   more  
people.   And   this   has   been   my   objective   for   many   years,   but   when   you   have  
a   small   and   mighty   team,   sometimes   things   just   need   to   get   done.   So   you  
can   get   roped   back   in.   So   we've   been   working   on   that   together.   

  He's   also   amazing   at   mindset.   I   really   personally   think   he   should   be   a  
business   and   mindset   coach.   He   does   help   businesses   sell   their   businesses  
and   get   on   what   he   calls   easy   street,   and   then   he   helps   them,   other   real  
big   companies   go   to   IPO,   which   is   not   relevant   probably   for   most   of   the  
people   in   this   audience.   But   he's   just   a   wealth   of   knowledge,   really   smart.  
He   goes   in   depth   on   topics.   

He   really   enjoys   talking   about   them.   So   we   went   so   long   on   this   interview  
that   we're   breaking   it   up   into   two.   The   first   portion   of   this   is   just   really  
some   tactical   things   you   can   do   to   really   elevate   your   mindset,   and   what  
we're   releasing   on   Thursday   is   more   tactical   things   that   you   can   do   to  
make   money   at   this   time   and   what   you   should   actually   be   working   on   in  
your   business.   So   let's   dive   into   today's   episode.  

  Welcome   to   the   show   everyone.   I'm   really   excited   to   have   a   very   special  
guest   today,   Jason   Ayers.   Jason   is   someone   who's   a   little   bit   near   and   dear  
to   my   heart.   He's   my   man,   but   I   wanted   him   to   come   on   the   show   for   a  
very   specific   reason,   which   we're   going   to   talk   about   in   a   minute   because  
today   I   wanted   to   talk   a   little   bit   more   about   your   jewelry   business   or   your  
business   and   what   to   do   in   the   face   in   all   this   uncertainty.   And   this   is  
actually   a   bonus   episode.   We   bumped   the   episode   that   we   were   originally  
going   to   have   today   so   that   we   can   have   this   conversation   because   I   know  
a   lot   of   designers   in   our   community   are   kind   of   freaking   out.  

 
This   document   is   owned   and   distributed   by   Flourish   &   Thrive   Academy.   It   may   not   be   sold   or  

otherwise   distributed   without   expressed   written   consent.   |   ©   2020|   Flourish   &   Thrive   Academy  

http://flourishthriveacademy.com/TYC
https://www.instagram.com/jason_ayers/
https://www.instagram.com/jason_ayers/


 
Tracy:   Jason,   thanks   for   coming   on   the   show.  

Jason:   Thank   you   for   having   me.   It's   a   pleasure   to   be   here.  

Tracy: It's   a   pleasure   to   have   you.   So   I'm   going   to   tell   you   guys   a   little   about   Jason,  
and   then   he's   going   to   tell   you   a   little   bit   more   about   what   he   does.   But   I  
met   Jason   because   he   was   working   with   me.   I   met   him   here   in   New   York  
City.   We   were   introduced   through   a   mutual   friend   who   was   doing   some  
consulting   for   me.   He   came   in   on   a   consulting   project   to   help   me   reach  
some   of   my   business   goals,   and   those   goals   at   the   time   were   really   to   be  
able   to   start   this   new   business,    Creatives   Rule   The   World ,   and   to   be   able   to  
keep   Flourish   and   Thrive   running,   and   seamlessly   building   community,  
and   have   the   business   and   the   systems   all   moving   forward   without   me  
having   to   work   so   much   in   the   business.   Which   I   know   as   entrepreneurs  
and   small   business   owners   and   founders   and   especially   highly   creative  
people,   sometimes   being   dragged   back   into   the   business   can   be  
completely   exhausting,   and   we   create   basically   a   job   for   ourselves.  

So   I   did   a   lot   to   remove   myself   from   the   business,   but   Jason   was   kind   of  
helping   us   and   he's   still   helping   us   remove   me   even   more   so   that   the  
business   is   running   better   without   me.   And   Jason   does   some   really   cool  
stuff.   So   Jason,   why   don't   you   talk   a   little   bit   about   how   you   help   business  
owners   these   days.  

Jason: Okay.   So   what   I   do   with   business   owners   is   I   help   business   owners   solve   a  
couple   of   problems.   In   one   group,   you   have   business   owners   who   they  
want   to   get   out   of   the   business.   Maybe   they're   boomers,   maybe   they're  
ready   for   the   next   thing,   maybe   they   want   to   sell.   And   the   challenge   is  
they're   not   able   to   do   it   because   they're   working   so   much   in   the   business.  
They're   essentially   self   employed,   and   they   may   have   a   lot   of   people  
working   with   them   that   they've   hired.   

But   they've   created   a   key   role   that   they   can't   step   out   of   because   they  
don't   have   the   processes   and   the   systems   and   the   other   things   in   place.   So  
I   help   them   put   those   things   in   place   so   that   they   can   sell   without   doing  
something   like   an   earn   out   where   they   have   to   stay   in   the   business   for  
three   years   and   hit   their   earn   out   targets,   which   very   often   that   doesn't  
happen.   So   I   help   them   get   out.   The   other   group   of   people   are   people   who  
they   still   love,   they   want   to   stay   in   the   business,   but   like   Tracy,   want   to  
spend   more   time   working   on   the   business   and   less   time   working   in   the  
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business.   So   I   help   them   put   what   needs   to   be   put   in   place   in   place   so   that  
they   can   do   that.  

Tracy: Awesome.   We   call   that   easy   street.  

Jason: We   call   that   easy   street.   The   first   one's   easy   exit   if   you   want   out.   The   middle  
one   is   an   easy   street.   And   then,   yeah,   it   can   take   some   time   because  
obviously   if   you   build   your   business   over   time   and   build   things   to   work  
their   way   over   time,   so   it   can   take   some   time.   But   it's   great   when   it's   done.  

Tracy: It's   great   when   it's   done,   and   easy   street   is   really   not   that   easy   of   a   street  
but   it   is   exciting.   And   you   really   help   me.   So   I   wanted   to   bring   you   in  
because   you're   really   kind   of   acting   as   an   integrator.   You   have   this   innate  
ability   to   kind   of   see   forward   but   I   really   feel   like   your   strongest   skill   set   is   to  
kind   of   combine   that   visionary   aspect   of   your   personality   and   dial   that   in   to  
actually   the   systems   and   things   that   need   to   happen   in   order   to   make  
businesses   successful   from   a   marketing   standpoint   and   operational  
standpoint   and   beyond.  

So   let's   dive   in.   So   we   were   having   this   conversation   because   we're   doing   a  
lot,   we're   making   a   lot   of   changes   behind   the   scenes   not   only   with   internal  
systems   and   structures   of   the   operations   of   Flourish   and   Thrive   Academy  
but   also   with   our   ascension   model   and   the   way   that   we're   delivering  
programs.   So   we   were   on   a   call   with    Jess,   our   Director   of   Education ,   last  
week   I   think   it   was   before-  

Jason: It   was.  

Tracy: Yeah.   I   think   it   was   before   all   the   travel   bans   were   happening   and   before  
things   got   super   crazy   on   the   news   on   Friday.   I   think   this   was   Wednesday  
of   last   week,   and   Jess   made   some   comment,   just   like   as   a   sidebar.   "Jason,  
you   should   be   the   mindset   coach   for   our   community."   Because   I   know  
right   now   people   are   freaking   out.   If   I   had   to   tell   you   how   many   designers  
had   shows   that   were   canceled   and   they   don't   know   what   to   do   about   it,  
how   are   they   going   to   replace   their   income?   My   main   job   right   now   is   to  
stay   calm.   So   let's   talk   a   little   bit   about   some   of   the   tools   that   people   can  
use   because   I   think   this   opportunity   to   stay   calm   and   use...   I   know   you  
have   a   lot   of   tools   that   you   use   to   help   people   get   over   their   stories   and   not  
freak   out   and   all   these   others   things.   So   I   just   kind   of   want   to   keep   this  
organic   and   see   what   happens,   and   then   at   the   end,   we're   going   to   give  
you   some   tactical   things   that   you   can   actually   do.  
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So   what's   the   best   thing   you   got   when   someone's   like   100%   freaking   out  
thinking   that   it's   doomsday,   everything's   going   to   wind   down,   and   the  
world's   going   to   end?  

Jason: Perspective.   Perspective   and   the   ability   to   identify   the   perspective   that  
you're   in   or   you're   looking   through   and   then   the   ability   to   create   a   new  
perspective.  

Tracy: Yeah.  

Jason: So   those   two   things   are   very   powerful.   The   challenges   nobody   really  
teaches   us   how   to   do   those   things.  

Tracy: So   let's   talk   about   that   a   little   bit   because   in   2008,   you   know   this.   I   mean,  
you   didn't   even   know   this   really   fully   until   a   few   months   ago.   You   said   to  
me   one   time   when   we   were   already   dating,   you   were   like,   "I   didn't   even  
realize   all   that   stuff   happened   to   you."   I'm   like,   "Yeah,   that's   why   I   started  
Flourish   and   Thrive   Academy   because   my   business   failed,   because   I   wasn't  
ignoring   the   signs   or   the   things   that   I   could've   done   early   on   to   prevent  
things   from   spiraling   out   of   control.   And   it   got   away   from   me,   and   it   wasn't  
until   I   hired   a   mentor   and   a   consultant   to   help   me   kind   of   look   inside   the  
business   that   I   figured   out   the   next   stage   of   a   plan."   It   was   kind   of   too   late  
at   that   point   to   save   the   business.   

So   there's   a   lot   of   things   that   we   could   be   doing   now   to   protect   ourselves  
because   when   the   news   media   is   reporting   all   the   things   that   they're  
reporting,   it   creates   mass   hysteria   across   the   board.   And   it's   hard   to   really  
stay   grounded   because   people   start   operating   out   of   fear.   I   think   that's   one  
of   the   things   that   can   be   the   most   debilitating   is   when   you're   panicked  
and   you're   worried   about   what's   to   come   instead   of   being   present   and  
sitting   with   the   situation   and   thinking   about,   "What   can   I   do   now   to  
prevent   my   worst   case   scenario,   my   worth   fears   from   happening?"  

Tracy: And   so   I   want   to   ask   you   a   few   kinds   of   pointed   questions.   But   I   want   to  
just   remind   you   all   that   things   are   going   to   get   shaken   up   for   a   little   bit,  
but   this   is   an   opportunity   for   you   to   use   this   time   wisely.   And   so   Jason,   if  
someone   is   kind   of   spiraling   out   of   control,   they   keep   going   down   that  
rabbit   hole   of   worrying   about   the   worst   case   scenario,   what   are   some   tools  
or   how   do   you   think   the   best   way   to   get   out   of   that   is?   Well,   there   are   a  
couple   things   you   can   do.   One   is   there's   a   thing   that   first   we   create   our  
own   environment   and   then   our   environment   creates   us.   So   if   we're   filling  
our   environment   with   input   that   is   essentially   a   stimulus   that's   causing   us  
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to   have   this   emotional   reaction   of   fear   or   uncertainty   or   panic,   you   may  
just   want   to   turn   it   off.   The   news   is,   for   example,   designed   in   a   way   to  
where   it's   almost,   well   not   almost,   it's   designed   to   be   addictive,   and   it's  
designed   to   be   addictive   because   it   creates   an   emotional   response   and   it  
also   creates   a   chemical   response   in   us.   We   start   to   pump   cortisol   and  
endorphins   and   all   these   other   things   based   on   all   of   this   drama.   So   one  
thing   is   to   essentially   create   some   space   or   to   create   some   distance   and  
some   silence.   So   I   like   to   just   turn   the   news   off.  

Jason: Well,   there   are   a   couple   things   you   can   do.   One   is   there's   a   thing   that   first  
we   create   our   own   environment   and   then   our   environment   creates   us.   So  
if   we're   filling   our   environment   with   input   that   is   essentially   a   stimulus  
that's   causing   us   to   have   this   emotional   reaction   of   fear   or   uncertainty   or  
panic,   you   may   just   want   to   turn   it   off.   The   news   is,   for   example,   designed  
in   a   way   to   where   it's   almost,   well   not   almost,   it's   designed   to   be   addictive,  
and   it's   designed   to   be   addictive   because   it   creates   an   emotional   response  
and   it   also   creates   a   chemical   response   in   us.   We   start   to   pump   cortisol  
and   endorphins   and   all   these   other   things   based   on   all   of   this   drama.   So  
one   thing   is   to   essentially   create   some   space   or   to   create   some   distance  
and   some   silence.   So   I   like   to   just   turn   the   news   off.  

Tracy: Yeah,   turn   the   news   off.   Good   recommendation.  

Jason: You   may   have   to   get   off   social   for   a   little   while   because   things   like   this,   it's  
interesting   to   watch.   Viruses   are   terrible.   Mankind's   had   it   for   a   long   time.  
But   it's   interesting   to   watch   how   thoughts   can   act   as   viruses   and   how  
thoughts   can   spread   quickly   and   be   a   contagion.   And   we   don't   have   to  
cough   or   sneeze   or   breathe   on   somebody   to   touch   somebody   for   them   to  
spread.   Somebody   posts   something   or   goes   on   the   news,   and   then   it   starts  
to   spread.   And   the   people   start   to   react,   and   we're   seeing   that   right   now,  
for   example,   with   stores   that   are   completely   sold   out   of   toilet   paper.   And  
people   getting   in   fights   over   the   last   bag   of   toilet   paper   or   paper   towels.  

Right.   And   strangely   enough,   we're   not   dealing   with   a   virus   that  
necessitates   the   need   for   a   lot   of   toilet   paper.   It's   a   virus   that   causes  
coughing.   Primarily   is   a   respiratory   problem.  

Tracy: People   are   on   a   mad   rush   for   toilet   paper   because   they're   worried   that   the  
companies   aren't   going   to   be   able   to   supply   it   fast   enough   and   everyone's  
going   to   buy   it   out,   and   they're   going   to   be.   
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Jason: You   do   see   this   in   the   Eastern   United   States   when   there   are   ice   storms.  

There   will   be   a   rush   in   the   stores.   People   will   buy   all   the   toilet   paper  
because   they're-  

Tracy: Sandy,   yeah.  

Jason: And   it's   kind   of   interesting   how   it   happens   because   people   are   worried  
that...   Somebody   else   goes   out   and   buys   a   bunch   of   toilet   paper,   so   then  
they're   worried   that   they   need   to   go   out   and   do   the   same   thing.   So   it's   like  
a   contagion.   It   just   starts,   and   it   starts   to   spread.   So   wrapping   back   around  
to   how   do   you   kind   of   pull   out   of   that   fear,   that   uncertainty   state,   you   need  
to   create   some   distance   and   to   give   yourself   some   breathing   room.   You  
can   do   that   by   shutting   off   the   external   inputs   because   you   can   control  
that   to   some   degree   in   your   environment.And   then   the   next-  

And   then   the   next-  

Tracy: They   have   to   be   on   social   a   little   bit   to   be   promoting   their   business,   but-  

Jason: They   do,   but   there's   a   difference   being   a   creator   and   a   consumer.   I   think  
just   generally   in   business   and   I   think   we're   essentially   all   made   to   be  
creators.   So   we   should   be   spending   more   time   creating   than   consuming.  
So   it's   one   thing   to   get   on   promoting   your   business   and   to   do   that,   you're  
doing   that   with   intention.   Versus   let   me   fill   this   gap,   let   me   fill   this   void,   let  
me   fill   this   uncomfortable   silence   by   jumping   on   social   and   consuming   a  
bunch   of   stories.   And   now   I'm   in   a   panic   state,   and   I'm   freaking   out.   And   I  
got   to   go   to   the   grocery   store   and   buy   4000   rolls   of   toilet   paper   and   200  
pounds   of   beans.   If   you   do   that,   pick   up   some   Beano.  

Tracy: I   think   you   did   that.   You   showed   me   your   cabinets   with   all   the-  

Jason: Yeah,   yeah.   Well,   I   mean,   there's   nothing   wrong   with   being   prepared   and  
having   supplies   on   hand.   I   think   there's   a   difference   between  
preparedness   and   panic.   And   I   think   it   is   good   to   be   prepared   in   general.  
I'm   not   advocating   that   anybody   not   be   prepared.   We   should   be   prepared.  
But   you   need   to   create   that   perspective.   So   you   can   shut   off   the   inputs,  
and   then   the   next   thing   you   can   do   is   in   neuro   linguistic   programing,  
there's   something   you   can   do.  

Tracy: Exactly.  

Jason: And   that   will   start   to   reveal   the   stories   and   the   perspectives.  

 
This   document   is   owned   and   distributed   by   Flourish   &   Thrive   Academy.   It   may   not   be   sold   or  

otherwise   distributed   without   expressed   written   consent.   |   ©   2020|   Flourish   &   Thrive   Academy  



 
Tracy: Do   you   want   to   talk   about   that   a   little   bit?   Because   I   know   this   is  

something   that   you   practice   on   a   daily   basis.  

Jason: It   is.   It   is.   So   human   beings   are   meaning   machines.   And   what   happens   is  
we   essentially   operate   very   differently   than   the   way   science   is   supposed   to  
work.   So   science,   you   might   notice   a   correlation.   When   A   happens,   it  
seems   like   B   happens.   And   you   come   up   with   a   hypothesis   and   then   you  
design   tests   to   try   to   prove   yourself   wrong,   to   try   to   prove   the   hypothesis  
wrong.   And   you   run   through   all   these   tests,   and   it   takes   a   long   time,   a   lot  
of   effort.   And   maybe   if   you've   done   everything   you   can   think   of,   you   just  
can't   prove   it   wrong,   then   maybe   it's   true.   As   human   beings,   we   operate  
very   differently.   We   operate   differently   because   we're   essentially   built   for   a  
very   different   time,   and   we   were   built   to   survive   in   a   very   different   time.  
And   although   things   have   changed,   the   way   we   operate   hasn't   changed  
that   much.  

So   what   happens   is   an   event   happens   and   we   ask   ourselves   why,   and   we  
come   up   with   a   story   of   why.   And   this   usually   happens...   A   lot   of   our   stories,  
about   60%   of   our   stories   we   get   from   the   people   that   raised   us   and   the  
people   that   were   around   us.   And   a   lot   of   them   we   create.   So   we   have   these  
instances  

Tracy: Are   you   saying   we're   going   to   blame   all   of   our   issues   on   our   mom   and  
dad?   Mommy   and   daddy   issues.  

Jason: No.   I   mean,   blame,   shame   and...   Yeah,   no.   If   you   want   to,   but   blame,   shame,  
and   guilt   are   essentially   toxic   emotions   that   aren't   very   helpful.   So   I   like   to  
view   things   through   the   lens   of   does   this   move   me   closer   to   what   I   want   or  
further   away?   You   just   kind   of   release   good,   bad,   blame,   shame,   guilt,   all  
that   stuff   because   especially   like   should.   Should   hanging   on   to   this   idea   of  
something   that   you   should   have   done   in   the   past   but   you   couldn't   have  
done   anything   differently   in   the   past   because   reality   did...   You   did   the  
absolute   best   you   could   and   you   made   the   best   decision   you   could   at  
every   single   moment   of   your   life.   And   if   certain   things   happen,   maybe   they  
were   there   to   teach   you   a   lesson.  

Tracy: Exactly.  

Jason: So   what   happens   though   is   we   have   these   events   and   then   we   tell  
ourselves   stories,   and   those   stories   create   emotions.   And   then   those  
emotions   drive   us   to   act   in   a   certain   way.   So   right   now   that's   what's  
happening.   We're   seeing   things   happening   in   the   markets.   We're   seeing  
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things   happen   globally   with   COVID-19.   And   people   are   telling   themselves  
stories   about   what   that   means.   And   those   stories   create   a   reaction.   The  
irony   is   we   don't   think   we   tell   ourselves   any   stories   at   all.   We   think   what   we  
believe   is-  

Tracy:   Is   real.  

Jason: ...   is   absolute   fact.   And   that's   because   unlike   science,   when   we   tell  
ourselves   these   stories,   we   then   look   for   evidence   that   they're   true.   We  
have   this   thing   called   a   reticular   activating   system   or   the   RAS.   Start   to   peel  
the   onion   in   the   process   of   how   that   works.   Something's   happening   in  
your   reality.   You're   telling   yourself   a   story   like,   "Oh   my   gosh.   This   means  
that   people   aren't   going   to   be   buying   jewelry   anymore,   and   it   means   that  
my   business   might   fail.   It   means   that   I   need   to   hang   on   to   everything   and  
to   just   contract."  

Tracy: Yeah,   yeah,   subtract.  

Jason: "And   not   spend   any   money,   and   I   better   turn   off   all   my   advertising.   And   I  
better   not   do   any   marketing   right   now   because   I   might   need   that   money  
to   buy   400   rolls   of   toilet   paper   and   a   gas   mask."   I   don't   mean   to   make   light  
of   a   virus   that's   going   around   like   COVID-19   because   if   you're   in   your   80s,   if  
you   have   comorbidity   like   emphysema,   diabetes,   organ   failure,   a   serious  
issue   like   that.   For   people   in   that   category,   this   could   be   a   very   big   deal.  

Tracy: Yeah,   if   you   have   a   compromised   immune   system   or   something   like   that.  

Jason: Yeah,   if   you're   coming   out   of   chemo   or   you   have   a   very   low   white   blood   cell  
count,   yes,   this   is   a   big   deal.   And   it's   serious,   and   you   need   to   take   it  
seriously.   But   that's   making   a   distinction.   And   very   often   we   fail   to   make  
distinctions   and   we   take   things   as   a   general...   We   generalize   them.   Why   do  
we   do   that?   To   save   time   and   energy.  

Tracy: What   about   someone   telling   themselves   a   story   like,   "My   trunk   got  
canceled   or   my   best   event   spring   show,   and   now   my   business   is   doomed  
because   of   that."   How   would   you-  

Jason: That's   a   great   example.   Do   you   want   me   to   take   you   through   an   exercise  
that-  

Tracy: Yeah  
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Jason: Okay.   It'll   give   you   a   lot   of   perspective,   and   I   owe   some   of   this   to   the   work  

of   kind   of   standing   on   the   shoulders   of   giants   at   times.   So   I   have   a  
background   in   neuro   linguistic   programing.   But   this   particular   one   comes  
from   Garrett   J.   White   who   put   it   together.   Let's   say   you're   telling   yourself  
that   there's   a   trigger   and   there's   a   story.   So   the   trigger   is   the   coronavirus   or  
maybe   the   canceled   trunk   show,   and   you   don't   necessarily   know   what   the  
story   is.   You   just   feel   this   immediate   emotion.   You   might   feel   like   tension   in  
your   chest.   You   might   feel   panicky.   

You   might   feel   a   sense   of   unease.   Well,   why   are   you   feeling   that?   You're  
feeling   that   because   you're   telling   yourself   something.   And   you're   telling  
yourself   something   because   as   human   beings,   we're   meaning   making  
machines.   What   happens   in   life   is   events   happen,   and   we   interpret   them  
to   try   to   make   sense   of   them.   We   make   up   a   story   about   what   happened,  
and   then   we   assume   that   story's   absolute   fact   because   we   look   for  
evidence   that   it's   true   and   we   ignore,   distort,   or   delete   all   the   other  
evidence.  

So   what   happens   is   you   tell   yourself   this   story.   "Oh   my   gosh.   My   jewelry  
business...   It's   going   to   fail   because   the   trunk   shows   are   canceled,   and  
that's   how   I   make   all   my   revenue.   That's   how   I   make   all   my   money.   That's  
how   I   sell   all   my   pieces."   And   then   as   a   result   of   that,   you   might   feel   like  
doing   something   else.   You   might   feel   like,   "Oh   my   gosh.   I   need   to   stop  
spending   money   in   marketing.   I   need   to   get   rid   of   a   bunch   of   expenses.   I  
need   to   maybe   cut   some   employees."   So   you're   going   down   that   path,   but  
what   I   would   invite   you   to   do   is   to   do   a   little   exercise   where   you   ask  
yourself...   

You   go   to   what's   called   the   witness   perspective,   the   meta   perspective.   You  
take   a   step   back,   and   you   just   observe   what's   going   on.   And   you're   like,  
"What's   happened?   This   trigger   happened.   How's   that   make   me   feel?  
What   am   I   telling   myself   right   now?"   Well,   trunk   shows   are   canceled.   So  
my   business   is   going   to   crash.   And   then   I   would   invite   you   to   go   a   step  
further   and   say,   "Do   you   100%   know   that   story   is   true?"Meaning   your  
business   is   going   to   crash.  

Tracy: Meaning   your   business   is   going   to   crash.  

Jason: Right.   Right.   And   define   crash,   what   does   that   mean   even?   Does   that  
mean   it's   going   to   be   paused?   Does   that   mean   you're   going   to   go   for   a  
while   without   sales?   Does   that   mean   you're   going   to   have   to   figure  
something   else   out?   Often   we   generalize,   we   roll   up   things   into   a   big   thing  
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that's   kind   of   undefined   and   it's   scary.   So   the   next   step   is   to   say,   "What's  
your   version   of   that   story?"   Somebody   else   canceled   the   trunk   show,   but  
what's   your   version   of   that   story?   And   the   you   version   of   that   story   might  
be,   "Well,   I   built   my   jewelry   business   to   be   dependent   on   sales   from   trunk  
shows,   and   that's   how   I   make   all   my   money."   What   evidence   do   you   have  
that   that's   true?   Well,   maybe   you   only   make   money   when   you   go   to   trunk  
shows.   Maybe   you   don't   have   a   website.   Maybe   you   don't   have  
eCommerce.   Maybe   you   don't   have   in   person   meetings   with   people.  
Maybe   you   don't   have   an   email   list   that   you're   actively   mailing   to.   Maybe  
you   do   but   you're   not   sending   out   emails.  

So   the   next   step   is   what   is   the   opposite   version   of   the   story?   The   opposite  
version   of   the   story   could   be,   "Well,   the   trunk   shows   are   canceled   so   this   is  
the   perfect   opportunity   to..."   or   it   could   be,   "The   trunk   shows   are   canceled  
and   my   business   is   going   to   do   really   well."   That's   the   opposite   version.  
Now   here's   the   trick.   You   have   to   find   evidence   that   it's   true.   So   how's   it  
true?   Well,   some   jewelry   designers   may   close   down   shop,   especially   if  
they're   not   listening   to   Tracy   and   part   of   Flourish   and   Thrive,   because  
they're   panicking.   And   we   want   them   to   survive.   We   want   everybody   to   do  
well,   and   I   think   I   believe   in   a   kind   of   infinite   pie   that   keeps   expanding.   But  
some   people   are   going   to   close   down   because   they're   going   to   give   in   to  
fear.  

So   what   else   could   be   true   about   that?   Well,   what   do   we   know?   Do   we  
think   that   people   if   they   don't   buy   right   now,   that   that's   just   going   to  
continue   forever?  

Tracy: Yeah.   No.  

Jason: People   aren't   traveling   right   now.   They're   canceling   vacations.   Do   you  
think   after   sitting   inside,   being   super   cooped   up   that   they're   going   to   say,  
"Gosh,   we   need   to   go   somewhere.   Let's   book   a   trip   somewhere.   Let's   go   on  
vacation."  

So   the   next   version   though   is   what's   the   desired   version   of   the   story.   This   is  
where   you   get   to   use   your   creative   insight.   The   desired   version   of   the   story  
might   be,   "The   trunk   shows   are   canceled   right   now,   which   is   perfect  
because   it   frees   up   my   time   to   build   a   business   that   can   survive   through  
anything."And   I   hated   doing   those   trunk   shows   anyway,   and   now   this   is   my  
opportunity   to   start   selling   directly   to   consumers.  
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Tracy: And   I   hated   doing   those   trunk   shows   anyway,   and   now   this   is   my  

opportunity   to   start   selling   directly   to   consumers.  

Jason: Right.   Maybe   it's,   "I   hated   those   trunk   shows."   What   evidence   do   you   have?  
"Well,   I   was   so   busy   at   the   trunk   shows,   I   didn't   have   time   to   do   the   things   I  
knew   I   should   do   to   build   what   I   call   an   anti-fragile   business."   So   if   you  
have   a   single   point   of   failure,   which   is   selling   at   trunk   shows,   that's   a   fragile  
business   because   whether   or   not   the   trunk   show   happens   is   outside   of  
your   control.   In   this   case,   it's   the   people   putting   on   the   show,   maybe   even  
a   governmental   body   that   closes   it   down.   So   maybe   what   you   initially  
thought   now   was   this   terrible   harbinger   of   what's   to   come-Harbinger   of  
doom.  

Tracy: Harbinger   of   doom.  

Jason: Harbinger   of   doom   that   creates   all   this   panic   and   anxiety,   and   I   totally   get  
it.   If   that's   the   story,   you're   going   to   feel   that   way.   And   if   you   create   this  
desired   version   of   the   story,   which   is   like,   "This   is   buying   me   the   time   and  
the   space   and   the   breathing   room   to   build   exactly   what   I   need   to   build   to  
create   a   stronger   foundation,   to   build   a   business   that   has   multiple  
channels   for   doing   sales."   Maybe   even   looking   at   your   sourcing,   could   you  
expand   that   in   case   some   of   your   sourcing   gets   closed   down?   You   start   to  
build   this   antifragile   business.   Now   how   do   you   feel?  

Tracy: Feel   pretty   good.  

Jason: Hopeful,   confident,   optimistic.   So   what   did   we   do   there?   Did   anything  
change   in   the   external   world?  

Tracy: No  

Jason: So   what   changed?  

Tracy: The   way   you   believe   it.   Your   perception   about   the   reality   of   the   situation.  

Jason: Perceptive.   Now   here's   the   challenge,   as   human   beings,   we   tend   to   want  
to   conserve   energy   because   it's   created   our   survival.   When   there   was   a  
certain   point   and   time   when   it   was   hard   to   get   food,   you   had   to   hunt   it   or  
grow   it   or   pick   it,   go   out   and   find   it.   You   needed   to   conserve   energy.   And  
often   you'd   spend   all   day   going   out   to   hunt,   fish,   whatever.   You'd   eat   and  
then   you'd   repeat   the   same   thing   the   next   day.   So   you   didn't   have   a   lot   of  
time   for   extra   energy.   So   our   minds   tend   to   generalize   things   and   they  
tend   to   instead   of   working   like   science   works   where   you   come   up   with   this  
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idea.   You're   like,   "You   know   what,   every   time   A   happens,   B   happens.   So  
now   let   me   design   a   bunch   of   experiments   to   try   to   prove   that   that's   not  
connected   and   that's   not   true.   And   if   I   can't   do   that,   I   might   have  
something."   We   work   differently.   We   take   everything   and   we   make   it   fit  
that   story   that   we   create.   So   that's   how   we   actually   create   our   reality.  

If   we   think,   for   example,   that   we're   very   friendly   and   that   you're   a   people  
person,   you're   probably   going   to   go   out   and   you're   going   to   smile.   And  
you're   going   to   create   conversations   with   people,   and   you're   going   to   be   a  
people   person.   When   somebody's   grumpy,   you're   going   to   be   like,   "Ah,  
they're   just   having   a   bad   day."   But   if   you   think   that   you're   a   shy   person   and  
people   don't   like   you,   what's   going   to   happen?  

You're   going   to   ignore   the   people   that   are   smiling   at   you,   and   you're   just  
going   to   see   the   people   that   are   frowning   at   you.   And   you're   going   to   have  
a   bad   day.   You   create   your   reality,   and   then   together   as   people,   we   create  
our   reality.   So   right   now   we're   seeing   this   hysteria   created   by   the   media.  
Just   going   through   an   exercise   like   that   can   completely   change   your  
mental   state.   It   can   change   your   emotions.   It   can   change   how   you   feel.  
And   you   can   go   from   being   from   a   place   of   panic   and   fear   to   a   place  
where   now   you   can   make   smart   decisions   for   your   business.  

Tracy: Well   you   hear   about   all   these   businesses,   and   I   know   many   jewelry  
designers   who   in   2008   either   started   their   business   or   actually   nothing  
really   happened   to   them   because   they   were   diving   into   the   drama   or   they  
weren't   in   a   compromised   position   that   their   business   was   so   leveraged.  
The   issue   for   me   is   that   there   was   a   lot   of   leverage   and   the   stores   were  
filing   for   bankruptcy   and   there   was   a   lot   of   bad   debt   that   didn't   get   paid  
back   to   me.   Then   that   had   a   trickle   down   effect.   So   this   is   a   really   good  
opportunity,   and   there   were   a   couple   things   that   you   said.  

So   I   want   to   address   the   story   first   and   foremost   because   mindset   I   think   is  
the   most   powerful   thing   that   we   can   all   tap   into   and   utilize,   especially   in  
times   of   uncertainty.   So   this   is   why   it's   really   important   to   stay   calm,   and  
this   is   really   why   it's   important   to   lean   into   your   community   and   on   your  
mentors.   In   2008,   I   had   an   opportunity   to   hire   a   mentor   I   think   two   years  
before   in   around   2006.   Someone   like   Jason,   it   wasn't   Jason,   but   someone  
like   Jason,   this   guy   named   Phil.   And   I   said   no   because   I   was   looking  
originally   at   the   initial   investment.   And   I   was   just   like,   "Oh,   that's   a   lot   of  
money."   And   I   was   thinking   of   it   more   as   an   expense   instead   of   how   is   this  
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going   to   help   change   my   business   and   change   the   way   that   we   operate,  
not   fix   the   operational   things   that   are   happening   behind   the   scenes.  

So   I   ended   up   hiring   Phil   but   it   was   about   a   year   and   a   half   later,   and   it   was  
already   too   late   to   actually   fix   those   things.   So   this   is   why   I   say   it's  
important   to   find   mentorship.   It's   important   to   lean   onto   your   community  
because   you   need   those   external   eyes   on   your   business   when   you're  
wigging   the   F   out.   I'm   just   saying   that   because   you   are   going   to   panic  
because   you   care,   and   it   seems   like   a   lot   is   on   the   line.   But   if   you   can   stay  
calm   and   look   at   things   objectively   and   step   away   and   really   work   on   your  
energy   field   and   your   emotional   body,   then   you   can   start   looking   at   things  
a   little   bit   more   logically.   And   a   lot   of   this   is   like   tapping   into   those   stories  
like   Jason   said   because   at   the   beginning   of   the   year,   I   did   an   episode  
about   money   stories,   how   we   all   have   money   stories   that   are   usually...   Did  
you   listen   to   that   episode?   Did   I   tell   you   about   it?  

Jason: I   believe   I   did.   Yeah.  

Tracy: It   was   for   because   I   went   to   this   mastermind   in   Hawaii   and   was   talking   to  
my   friend    Lee   Richter ,   and   Lee,   when   she   started   out   in   your   career   in  
finance,   the   first   thing   that   they   did   in   order   to   help   the   new   financiers  
climb   the   pump   to   help   start   making   the   company   that   she   was   working  
for   make   money   was   to   help   them   clear   their   money   stories.   Because   they  
weren't   going   to   be   successful   if   they   had   negative   beliefs   about   money.  
So   that's   a   really   important   thing   to   do   now.   So   if   you   think   that   you're  
having   issues   or   thinking   certain   thoughts   about   money   and   you   can   dial  
those   in   to   a   story   that   you   learned   from   your   parents   or   that   you   learned  
from   childhood,   it's   good   to   kind   of   address   those   things   now   and   change  
that   story.   Because   a   lot   of   times,   and   I   know,   Jason,   this   is   one   of   the  
practices   you   do   that   you've   learned   through   your   mentors,   is   that   a   lot   of  
times   these   stories,   they're   not   real.   They're   based   on   our   belief   system   or  
what   we   were   taught   when   we   were   little   or   maybe   experiences   or   trauma  
or   whatever   it   might   be.   But   what's   happening   now   is   not   necessarily   what  
happened   then   or   the   same   frame.  

So   you   want   to   talk   just   a   little   bit   about   that   for   a   second?  

Jason: Sure.   I   have   to   remind   myself   pretty   frequently   that   this   is   not   that.   And  
that's   just   an   idea   that   as   human   beings,   I   mentioned   earlier   that   we   tend  
to   want   to   conserve   energy.   So   conservation   of   energy   is   one   of   the   natural  
laws,   and   we   do   that   as   human   beings.   So   for   example,   if   every   time   you  
came   up   to   a   door   you   had   to   say,   "What   is   this?   What   can   I   do   with   this  
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thing?   How   does   this   work?"   You   would   probably   not   have   a   lot   of   free  
time.   You'd   be   busy   standing   in   front   of   doors   most   of   your   day.Trying   to  
figure   out   how   to   open   that   door.  

Tracy: Trying   to   figure   out   how   to   open   that   door.  

Jason: Trying   to   figure   out   how   to   open   it   or   it   could   be   different   chairs.   So   what  
we   do   is   we   generalize   and   we   batch   things   together,   and   we   say,   "Oh,   I  
know   what   this   thing   is.   This   is   a   door.   I   know   how   this   works.   You   push   on  
it   or   you   turn   something   and   you   pull   it   or   push   it   and   it's   going   to   work  
and   I'm   going   to   go   through   it."   So   the   challenge   is   we   get   kind   of   carried  
away   with   that,   and   we   take   these   stories   from   the   past   where   we   made  
up   a   story   or   someone   has   given   us   the   story   to   explain   something.   And  
then   we   just   kind   of   conserve   energy,   AKA   being   a   little   bit   lazy,   we   just  
apply   that   story   to   this   moment.   And   we're   like,   "Oh,   I   know   what   this   is.   I  
know   what   I   need   to   do,"   or,   "Oh,   no.   It's   happening   again."   Right   now  
people   are   probably   thinking   like,   "Oh   my   god.   It's   happening  
again."Honestly,   I   felt   that   panic   button.  

Well,   do   you   notice   the   generalization   there?   It.   It   is   happening   again.  
What   is   it?   What   do   you   mean?   And   you   start   to   dive   into   that   because   it's  
not   the   same   thing.   You   start   to   see   the   difference.   So   I   think   one   of   the  
key   things   to   do   right   now   is   that   you   need   to   step   back,   you   need   to  
analyze   your   stories,   but   you   also   need   to   look   for   opportunities.   And   you  
need   to   ask   yourself   questions.   So   after   9/11,   we   saw   a   lot   of   the   airline  
stocks   and   travel   related   stocks   really   got   hammered   because   they   shut  
down   air   travel.   And   I'm   kind   of   a   big   believer   in   if   things   are   going   down  
like   that,   being   a   contrarian   because   people   are   acting   irrationally.   I  
bought,   for   example,   Priceline   with   the   reasoning   that   is   travel   going   to  
stop?   Are   people   never   going   to   travel   again?   No,   this   is   a   temporary   thing.  
This   is   a   fear.   But   people   are   going   to   return   to   normal   behavior.  

So   I   would   ask   you   if   demand   disappears   or   does   it   just   get   pint   up?   So  
right   now,   do   you   think   that   people   are   going   to   go   back   to   their   normal  
lives   after   this   is   over,   or   do   you   think   that   they're   going   to   want   to   take  
vacations,   for   example,   and   they're   going   to   want   some   retail   therapy,   and  
they're   going   to   want   to   buy   some   jewelry?   I   would   submit   to   you   that   yes,  
they   are   going   to.   So   then   the   question   becomes   are   you   going   to   be  
ready?   Are   you   going   to   put   yourself   in   a   position   where   you're   ready?   And  
earlier   you   alluded   to   a   lot   of   fear   because   let's   see   all   the   trunk   shows   are  
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canceled.Well,   a   lot   of   them   have   been.   The   outdoor   events   and   stuff   like  
that   because   there's   a   lot   of   people   that   show   up   at   those   things.  

Tracy: Well,   a   lot   of   them   have   been.   The   outdoor   events   and   stuff   like   that  
because   there's   a   lot   of   people   that   show   up   at   those   things.  

Jason: Right.   So   if   that's   your   primary   method   of   selling   your   pieces,   selling   your  
collection,   that   is   naturally   going   to   cause   an   emotional   response   for   you.  
And   I   would   just   submit   to   you   that   maybe   the   universe   is   giving   you   an  
opportunity   to   analyze   your   business   and   to   say,   "Is   this   a   fragile   business  
with   single   points   of   failure?"   In   other   words,   my   only   mechanism   of  
generating   revenue   is   through   a   trunk   show   and   that   trunk   show   is  
canceled.   Whether   or   not   that   trunk   show   happens   is   outside   of   my   locus  
of   control,   do   I   have   a   fragile   business   with   a   single   point   of   failure?   The  
answer   is   yes.   But   the   universe   is…  

I   kind   of   have   this   belief   that   things   don't   happen   to   us,   they   happen   for   us.  
And   if   we   feel   these   negative   emotions,   fear,   anxiety,   stress,   all   these  
things,   that's   the   universe   pointing   out   an   area   where   we   need   to   pay  
some   attention   and   we   need   to   make   some   corrections   to   bring   what  
we're   doing   in   line   with   the   laws   of   nature   and   in   line   with   the   truth   and  
not   with   maybe   a   lie   that   we've   told   ourselves.   I'll   give   you   a   very   common  
lie   is   I'm   not   good   enough.   I   don't   have   what   it   takes.   It   may   work   for   you,  
but   it   won't   work   for   me   because   there's   this   inherent   distrust.I   can   tell   you  
right   now   that's   the   most   common   lie   that   people   tell   themselves,   and   it's  
universal   amongst   men,   women   around   the   planet.   Everyone   I   talk   to.  

So   the   universe   may   just   be   providing   you   with   an   opportunity   to   build  
what   I   call   an   anti-fragile   business.   And   an   anti-fragile   business   doesn't  
rely   on   a   single   source   that's   outside   of   your   locus   of   control   to   generate  
revenue.   You   can   start   to   create   multiple   channels,   multiple   streams   of  
revenue.   So   in   the   event   one   falls   over,   one   is   temporarily   halted   or   paused  
by   the   markets,   a   virus,   a   tech   meltdown,   whatever   it   is,   retail   apocalypse,  
whatever   it   is,   you're   not   so   fragile   anymore   because   now   you   have  
multiple   channels   or   multiple   streams,   multiple   verticals,   whatever   you  
want   to   consider   it.  

Tracy: So   I   want   to   stop   you   there   because   this   is   something   we've   been   talking  
about   a   lot.   I'm   going   to   come   back   to   this   because   I   want   to   get   back   to  
kind   of   some   of   the   mindfulness   practices   people   can   do.  
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Thank   you   so   much   for   listening   to   the   show   today.   Here's   the   deal,   we   are  
doing   the   rest   of   this   episode   on   Thursday.   So   make   sure   that   you   tune   in  
on   Thursday   because   there's   some   really   good   marketing   advice,   things  
that   you   could   do   now   for   your   business   that   will   keep   it   afloat.   There's  
always   seasons   in   business,   remember   that.   And   if   you're   interested   in  
learning   more   about   the   email   bundle   templates,   head   on   over   to  
flourishthriveacademy.com/emailbundle,    and   if   you're   interested   in  
learning   more   about   the   Train   Your   Customers   Workshop,   head   on   over   to  
flourishthriveacademy.com/TYC .   I   will   also   have   both   of   these   on   the  
episode   show   notes   over   on   the   blog.   Head   on   over   to  
flourishthriveacademy.com/podcast    to   find   it   right   there.  

Thanks   again   for   listening   to   the   show   today.   I   am   so   excited   to   be   here.  
Tune   in   on   Thursday   when   we're   going   to   be   dropping   another   bonus  
episode.   Stay   safe,   stay   healthy,   and   enjoy   this   time   working   on   your  
business.  

Links:  

Bonus   Episode   #1   Your   Jewelry   and   Product   Business   in   the   Face   of   Uncertainty  

Bonus   Episode   #2:   Your   Jewelry   and   Product   Business   in   the   Face   of   Uncertainty  

Done-for-You   Marketing   +   Email   Bundle  

Train   Your   Customers   to   Buy   From   You   Online  

Follow   Jason   on   Instagram!  

Episode   #210:   How   to   Recession-Proof   Your   Business  

Laying   the   Foundation  

SOS   Coaching   Program  

SBA   Loans   for   Small   Businesses  

Facebook  

Instagram  

Listen   on   Apple   Podcasts!  
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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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