
 

Bonus   Episode   #2:   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,   bonus   episode   number   two.   We  

threw   in   a   couple   of   bonus   episodes   this   week   so   that   you   can   get   some  
voice   of   reason   during   these   uncertain   times.   I'm   excited   to   be   here   with  
my   boyfriend,    Jason   Ayers .   He's   an   amazing   guy,   super   smart   integrator  
and   someone   who   is   a   voice   of   reason   in   a   lot   of   uncertain   times.   He's   been  
a   great   sounding   board   for   me   over   the   last   year,   and   also   an   amazing  
integrator.   He's   one   of   those   people   who   sees   business   behind   the   scenes,  
unlike   a   lot   of   us   who   are   artists,   and   can   really   identify   those   places   where  
you   should   work   on,   where   you   can   lean   in   to,   so   you   can   use   this   time   for  
your   benefit.  

When   you   listen   to   the   show,   especially   I   would   go   back   if   you   haven't  
listened   to   the   episode   that   I   did   on   Tuesday   this   week,   the    bonus   episode  
number   one .   I   would   listen   to   that   first   if   you   haven't.   I   introduced   Jason   a  
little   bit   more.   This   whole   conversation   started   because   he   is   wonderful  
with   mindset   and   really   understands   how   to   identify   where   stories   are  
coming   from,   or   how   we're   spiraling   out   of   control   and   some   of   the  
reasons   why,   and   how   to   counteract   that.   We   spoke   a   lot   about   that   on   the  
episode   earlier   this   week,   and   today   we're   going   to   be   talking   a   little   bit  
more   about   tactical   mindset   and   marketing   strategies   to   keep   your   energy  
high   so   that   you're   truly   focused   on   what   needs   to   happen   next   in   your  
business   so   that   you   can   use   this   time   wisely   and   be   ahead   of   the   game  
when   things   happen.  

It's   funny,   because   over   the   last   year   and   a   half,   I've   been   talking   about   the  
economy   and   how   things   are   cyclical   and   also   how   to    recession-proof   your  
business .   We   are   seeing   some   interesting   things   happening   in   the   world  
economy   and   we're   seeing   some   interesting   things   happen   with   this  
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pandemic,   the   coronavirus.   As   I'm   recording   this,   things   may   even   have  
changed   a   lot,   so   I'm   not   quite   sure   how   things   will   be   a   couple   of   days  
from   now   as   I'm   recording   this.   But   what   I   do   know   at   the   end   of   the   day   is  
that   people   are   going   to   be   home,   they're   going   to   be   sequestered,   they're  
going   to   be   looking   on   their   computers,   they're   going   to   be   reading   their  
email,   probably   for   the   first   time   ever,   and   they're   going   to   get   bored   at  
some   point   and   they're   going   to   want   to   buy   because   shopping   makes  
them   feel   good.  

I   want   to   remind   you   that   this   is   not   the   end   of   the   world,   that   instead   of  
panicking   and   freaking   out,   do   what   you   can   to   reach   out   to   your  
customers   and   create   a   community   and   work   on   your   business.   I   know   a  
lot   of   people   are   freaking   out   because   their   shows   have   been   canceled.   I've  
been   speaking   about   recession-proofing   your   business   and   about   the  
shows,   because   if   your   main   source   of   income   is   just   foot   traffic   and   people  
showing   up   to   a   place,   you   are   literally   putting   yourself   at   risk   for   basically  
a   singular   point   of   failure   in   your   business.   Jason   talked   about   that   on   the  
episode   on   Tuesday.   Also,   we're   going   to   be   talking   a   little   bit   more   about  
that   today.   Now   is   the   time   to   start   diversifying   your   revenue   stream,   start  
building   your   audience,   start   emailing   more   frequently   than   you   think   is  
possible,   and   training   your   customers   to   actually   buy   from   you   online.  

Before   all   this   happened,   we   had   planned   to   host   a   workshop   called   the  
TYC .   This   is   the   last   time   we're   running   it.   We   ran   it   twice   last   year.   We   got  
such   amazing   feedback,   and   the   designers   who   are   in   it   are   really   great.  

One   of   the   directions   that   we're   moving   in   at   Flourish   &   Thrive   is   to   be  
doing   more   handholding   and   individualized   coaching,   and   this   was   a  
great   opportunity,   because   it's   a   three-week   intensive   workshop   that   we're  
doing   now   so   that   you're   prepared   for   the   holiday,   that   allows   you   to   really  
build   a   strong   and   robust   direct-to-consumer   business   model,   so   that  
when   things   like   your   events   get   closed   down   because   no   one   wants   to   be  
socializing   or   brick-and-mortar   retail   is   struggling   a   little   bit,   this   is   your  
opportunity   to   still   make   sales,   to   still   reach   your   customers,   and   to   build   a  
fan   base   of   people   who   buy   directly   from   you   at   higher   margins   and   all  
those   things.  

If   you're   interested   in   learning   more,   you   can   head   on   over   to  
flourishthriveacademy.com/tyc    and   apply   right   there.   It   is   100%   free   to  
apply.   If   your   application   is   accepted,   you'll   jump   on   the   phone   with  
Natasha,   and   she'll   talk   to   you   a   little   bit   more   about   the   program   and   you  
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guys   will   identify   if   it's   actually   right   for   you.   It's   an   amazing   program.   It  
really   has   changed   many   people's   lives.   I   think   that   there   is   a   huge  
opportunity   right   now   for   us   to   all,   instead   of   freaking   out,   start   working   on  
our   businesses   and   setting   them   up   for   success   and   reaching   our  
customers   directly.  

I   want   to   dive   into   today's   episode   because   there   are   a   lot   of   insights.   This  
is   the   more   tactical   part   of   the   episode.   Over   the   next   couple   weeks,   I'm  
going   to   be   doing   a   lot   of   coaching   online,   being   on   Facebook   Live,   all  
these   things   to   help   support   the   community.   Make   sure   that   you're   diving  
in,   that   you're   following   us   on   the    Flourish   &   Thrive   Facebook   page ,   that  
you   are   following   us   on   Instagram   at    @flourish_thrive ,   I'm   going   to   be  
doing   a   lot   of   IGTV   videos,   and   that   you're   on   our   email   list.   Make   sure   that  
you   join.   You   can   head   on   over   to   our   website,    flourishthriveacademy.com ,  
and   there's   a   bunch   of   things   that   you   can   grab.   You   can   download   our  
freebies   or   take   our   brilliance   factor   quiz   or   whatever   to   get   on   our   email  
list,   and   we'll   be   sharing   all   those   things   with   you.  

Without   further   ado,   let's   dive   into   today's   episode.  

I   want   to   get   back   to   some   of   the   mindfulness   practices   people   can   do.  
This   is   a   really   important   point,   because   for   the   last   year   and   a   half,   I've  
been   having   a   lot   of   podcasts   and   conversations   and   teachings   around  
recession-proofing   your   business   because   economies   are   cyclical,   there  
are   long   areas   of   booms   and   then   the   markets   correct   at   any   given   time,  
and   they   will   always   do   this.   It's   proven   throughout   history.   We   can   take   a  
look   back   in   history   and   see   the   ups   and   downs   in   the   markets.   We   know  
that   this   is   to   be   true.  

The   way   that   you   recession-proof   your   business   is   by   having   diversified  
revenue   streams   and   building   a   strong   direct-to-consumer   funnel   that   is  
built   online.   These   days,   you   can   always   reach   your   customers   by   selling   to  
them   via   email,   via   your   website,   via   social   media,   or   however   you're   doing  
it,   but   you   just   don't   know   what's   going   to   ever   happen   with   a   show.  

The   whole   conversation   started   when   show   traffic   started   declining   over  
the   years,   and   we   had   designers   who   had   built   their   business   around  
doing   25   or   35   shows   a   year.   How   many   weeks   in   the   year   are   there,   54?  

Jason: 52.  
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Tracy: 52.   Yeah.   Still   can't   get   that   right.   That's   a   lot   of   weekends   spending   at  

markets,   and   people   wanted   to   have   a   life   back.   This   is   your   opportunity   to  
really   step   back   and   look   at   what   needs   to   change   in   order   for   this  
business   to   continue   to   thrive   in   the   face   of   adversity.  

I   want   to   come   back   to   the   mindset   piece   because   it   really   does   start   with  
you,   and   so   I'm   just   going   to   give   you   a   couple   things   that   you   can   do   right  
now   to   keep   your   head   in   a   good   place.   This   is   important   for   all   of   us.   I   do  
this   every   morning.   My   mind   moves   so   fast.   You   can   probably   tell   because   I  
talk   so   fast.   It's   really   hard   sometimes   for   me   to   sit   down   and   meditate,   or  
sit   down   and   journal.   I   want   to   do   all   the   other   things.   Jason,   you've   seen  
me   many   times   blowing   it   off   because   I'm   like,   "I've   got   to   start   doing   all  
this   stuff   because   la   la   la   la   la."  

Jason: It   is   funny   how   we   blow   off   the   very   things   that   have   contributed   so   much  
to   where   we   are.   It's   like,   "Oh,   I'm   in   a   good   place   now.   I   get   to   take   my   foot  
off   the   gas.   I   don't   need   to   do   that   thing   that   was   helping   me."   Right   now,  
people   may   be   thinking   about   that   with   marketing   or   advertising;   it's   like,  
"Oh,   I   can   take   my   foot   off   the   gas,   or   maybe   I   should."   It's   like,   well-  

Tracy: Not   so   much.  

Jason: That   may   be   supplying   the   oxygen   that's   allowing   you   to   breathe.  

Tracy: Exactly.   The   other   thing   is   make   sure   that   you're   journaling.   Get   all   those  
negative   feelings   out.   Work   on   thinking   of   other   possible   outcomes   for  
these   stories   that   you're   creating.   We'll   be   talking   more   about   that   in   the  
future.   This   is   going   to   be   a   three-hour   podcast   if   we   keep   going   in   that  
direction   because   this   is   really   powerful   stuff.Make   sure   that   you're   moving  
your   body.   This   is   really   important.   Even   if   you're   not   going   to   leave   your  
home   or   your   apartment,   do   something.   Do   yoga,   even   online   Zumba  
class.   There   are   classes   that   are   doing   virtual   streaming   classes,   I'm   sure,  
like   Peloton.   I'm   sure   SoulCycle   is   going   to   be   doing   it   soon.  

Make   sure   that   you're   moving   your   body.   This   is   really   important.   Even   if  
you're   not   going   to   leave   your   home   or   your   apartment,   do   something.   Do  
yoga,   even   online   Zumba   class.   There   are   classes   that   are   doing   virtual  
streaming   classes,   I'm   sure,   like   Peloton.   I'm   sure   SoulCycle   is   going   to   be  
doing   it   soon.  

Find   ways   to   move   your   body   and   sweat   so   that   you   can   remove   that  
chaotic   vibrational   energy   that   lives   in   your   body.   Our   bodies   are   made   up  
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of   cells,   which   are   made   up   of   energy,   which,   when   it's   out   of   balance,   the  
frequency   can   be   really   out   of   whack,   so   you   need   to   be   removing   that  
negative   energy   and   staying   positive.  

It   is   so   important   because   a   lot   of   what   we   think   is   real,   as   Jason   said  
earlier,   is   not   the   reality   of   what's   going   on,   and   so   we   have   to   really   focus  
on   outcomes   and   what   we   want   to   create,   not   the   doomsday   of   what   we  
think   is   going   to   happen.   I   see   so   many   designers   posting   all   the   negative  
crap   on   social   media.   I   was   reading   someone's   posts,   scrolling   through   her  
feed,   three   posts   in   a   row,   "Oh,   this   show   got   canceled.   That's   another   loss  
in   revenue.   "Oh   my   gosh,   this   canceled.   Oh,   this   sucks.   Well,   at   least   the  
show   paid   me   back."   I'm   like,   "Who   wants   to   buy   jewelry   from   someone  
like   that,   Negative   Nelly   all   the   time?"  

Jason: Well,   and   consider   that   that's   just   her   one   story   or   interpretation   or   her  
perspective   of   what's   happened.   How   do   you   know   that   that's   not   the  
universe   saying-  

Tracy: Time   to   stop   doing-  

Jason: Well,   it's   been   a   time   of   expansion.   Now   there's   a   slight   pause.   Let   me   give  
you   an   opportunity   and   a   pause   and   some   breathing   room   where   you  
normally   might   not   have   the   time   to   put   the   things   in   place   to   make   your  
business   more   antifragile,   because   when   things   are   going   great,   we   often  
don't   feel   like   we   even   have   time   to   stop   and   do   these   things.   We're   just  
going   full   speed   ahead.That   brings   me   on   this   next   topic.   You   mentioned  
this   earlier.   Focus   on   the   things   that   you   can   control,   because   you   can't  
control   what's   going   to   happen   with   this   virus,   you   can't   control   what's  
going   to   happen   with   the   markets,   but   you   can   control   your   actions   and  
how   you   show   up   for   your   business   every   single   day.   That   means   showing  
up,   doing   the   work,   doing   your   best,   not   being   attached   to   the   outcome,  
just   doing   what   you   can   do.  

Tracy: That   brings   me   to   this   next   topic.   You   mentioned   this   earlier.   Focus   on   the  
things   that   you   can   control,   because   you   can't   control   what's   going   to  
happen   with   this   virus,   you   can't   control   what's   going   to   happen   with   the  
markets,   but   you   can   control   your   actions   and   how   you   show   up   for   your  
business   every   single   day.   That   means   showing   up,   doing   the   work,   doing  
your   best,   not   being   attached   to   the   outcome,   just   doing   what   you   can   do.  

I'm   going   to   walk   into   some   tangible   business   tactics   that   you   can   use  
right   now.   Jason,   we   were   talking   about   this   on   the   phone   a   couple   of  
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nights   ago,   and   you   said   something   along   the   line...   Maybe   this   is   when   we  
were   in   our   meeting   with   Jess,   but   you're   like,   "The   first   thing   people   think  
that   they   should   do   when   things   get   crazy   is   to   stop   putting   money   and  
investing   time   into   marketing."   That's   the   worst   thing.  

Jason: Right.   Should   you   make   cuts   when   things   are   contracting?   I   would   argue  
that   you   should.   Just   consider   the   possibility   that   you   need   to   make  
distinctions   in   where   you   make   those   cuts.   Is   there   software   you're   not  
using?   Are   there   expenses   you're   incurring   that   are   not   creating   an  
economic   positive   return   on   investment   or   an   emotional   positive   return   on  
investment?   Maybe   it's   time   to   cut   those   things.   You   don't   necessarily  
want   to   cut   off   the   fuel   that's   supplying   everything.   Real   quick-  

Tracy: I   think   those   are   the   two   things.   I'm   going   to   go   back   to   this.   I   went   from  
having   $0   in   my   bank   account,   or   negative   $2,   literally,   to   committing   to  
investing   $1,500   a   month   to   work   with   a   consultant.   This   was   over   10   years  
ago.   This   was   12   years   ago.   Now   that   would've   been   $3,000   or   $4,000   a  
month   for   something   comparable.   In   hindsight,   and   in   that   moment,   that  
was   the   best   investment   I   could've   ever   made   because   it   was   the   thing  
that   kept   me   from   legitimately   spiraling   out   of   control,   because   I   needed   a  
sounding   board.   You   need   your   community   around   you,   you   need  
mentorship,   and   you   need   to   focus   on   surrounding   yourself   with  
like-minded   people   first   and   foremost.  

I   don't   know,   I   feel   really   lucky   to   have   someone   like   Jason   because   he's  
such   a   calm   guy.   He   gets   to   listen   to   me   when   I'm   like,   "Duh   duh   duh   duh  
duh,"   so   I   don't   take   it   out   on   my   team   or   the   rest   of   the   people.   It's   been  
really,   really   helpful.   So   if   you   have   someone   in   your   life   that   you   can   let  
things   out   on...   If   you   have   people   working   with   you   on   your   business,  
please,   please,   please,   don't   freak   them   out.  

We're   going   to   talk   a   little   bit   about   team   in   a   minute,   but   just   make   sure  
that   you   have   some   sort   of   sounding   board,   whether   it's   a   community   like  
ours   in    Diamond   Insiders    or    SOS    or   the    TYC   workshop    that   we   do,   or  
something   beyond   that   where   you   can   really   get   some   feedback   from  
people   who   aren't...   They're   going   to   voice   the,   maybe,   feedback   that's  
reasonable   instead   of   diving   into   your   stories.  

Jason: If   I   can   jump   in   real   quick-  

Tracy: Yeah.  
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Jason: One   of   the   challenges   is   we   want   to   surround   ourselves   by   a   community   of  

people   who   are   either   where   we   want   to   be   or   that   are   headed   in   that  
direction   as   well.   We   don't   necessarily   want   to   jump   in   and   verbally   vomit  
all   over   them   or   introduce   fear   or   chaos   of   all   these   things,   because   the  
reality   is   we   create   our   own   realities   as   individuals,   but   also   as   groups.  

If   I   can,   I'll   take   you   through   a   really   condensed   version   of   what   you   can   do  
in   terms   of   changing   your   perspective   to   calm   yourself   down   so   that   you  
can   get   back   in   the   game,   and   especially   if   you   have   employees   or   people  
you're   working   with.   Tracy,   you   already   mentioned   meditation   and  
journaling   and   exercise.   They're   critical.   You   have   to   take   care   of   yourself.  
Stress   creates   cortisol,   and   we   know   that   under   stress,   people   make  
decisions   that   are   not   as   optimal   as   they   could   be   when   you're   not   under  
stress.   You   need   to   be   doing   those   things,   to   get   enough   sleep,   enough  
exercise,   to   burn   off   the   stress.  

Tracy: I   think   this   is   a   really   important   conversation.   I   know   that   as   creative  
thinkers   and   visionaries   and   all   that   stuff,   it's   hard   to   keep   your   head  
straight.  

Tracy: I   want   to   get   into   some   of   the   tactical   stuff   that   we   can   do.   We   started   into  
it,   but   I   think   the   most   important   thing,   especially   if   you're   selling  
wholesale   and   you're   selling   at   shows,   you   may   or   may   not...   Most   of   the  
people   doing   in-person   shows   are   going   to   experience   the   shows   just  
canceling   the   events   and   the   potential   maybe   for   not   getting   your   money  
refunded.   It   sucks.   You   can't   get   hung   up   on   it.   There's   nothing   you   can  
really   do   except   move   forward.  

What   are   the   opportunities   that   are   in   front   of   you   that   you   could   actually  
recover   that   revenue?   Well,   something   that   we   teach   all   the   time   is   that   if  
you're   doing   in-person   shows,   you   should   be   capturing   those   email  
addresses   and   building   your   email   list,   so   this   is   an   opportunity   for   you   to  
get   back   to   that   place.  

But   what   I   want   you   to   start   with   first   is   to   really   just   check   in   with   your  
existing   customers,   anyone   who's   bought   from   you   before.   Send   them   a  
personalized   message   or   email   or   something,   or   text   message,   and   just  
say,   "Hey,   I   just   want   to   check   on   you.   Stay   safe.   How's   everything   going  
with   you   and   your   family?   I   just   wanted   you   to   know   I   was   thinking   about  
you."   Doesn't   have   to   be   a   sales   conversation   or   anything.  
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The   reason   why   this   is   important,   and   Jason,   tell   me   what   you   think   about  
this,   is   that   when   someone   feels   like   you   actually   care   about   them   and  
you're   not   just   trying   to   push   something   on   them,   they   think   of   you   when  
they're   ready   to   buy,   right?  

Jason: Absolutely.   Very   often,   we   buy   from   salespeople   who   just   make   us   feel  
good,   because   it's   an   enjoyable   experience   to   buy   from   them   and   we   don't  
feel   like   they're   pushing   anything   on   us;   they're   just   guiding   us   to   the   best  
decision   for   us,   and   they   seem   to   genuinely   care.   A   lot   of   these   things   are  
going   to   be   fundamentals   that   you   hear,   but   that's   what   solid   businesses-  

Tracy: You've   got   to   go   back   to   basics.  

Jason: ...   that   last   is   built   on.   Right.  

Tracy:   You've   got   to   get   back   to   basics,   guys.   This   is   legit   basics   right   here.   Really  
having   that   care   factor,   as   my   friend   Clint   calls   it,   about   the   people   that  
you   serve,   this   is   really   important.  

Then   I   really   encourage   you   to   go   back   to   grassroots   strategies.   As   you're  
checking   in   with   people,   see   how   the   jewelry   is.   See   how   they're   enjoying  
the   pieces   that   they   previously   bought   from   you.   If   you   see   an   opening,   sell  
them   something   else   that   might   go   with   it.   If   that   feels   awkward   or   weird  
for   you   at   that   time,   I   understand   that,   but   you   are   running   a   business  
here.  

It   could   even   be   something   like,   "This   is   weird   timing   and   stuff,   but   I   just  
wanted   to   check   in."   Or   first,   you   check   in   with   them   and   just   say,   "I   just  
want   to   let   you   know   that   I'm   here   for   anything   that   you   need.   If   you   have  
gifts   to   buy   or   if   you're   just   feeling   like   you   want   to   brighten   your   day   and  
add   a   piece   to   your   collection,   I'm   here   for   you.   In   fact,   I   just   launched  
these   new   pieces.   A   couple   of   these   I   think   you'd   really   like.   We   could   put   it  
on   the   back   burner   for   later,   or   if   there's   something   you   see,   I'd   be   happy   to  
wrap   it   up   and   ship   to   you   now."  

Tracy: There's   a   lot   of   different   ways   that   you   can   segue   into   this   without   feeling  
pushy   and   coming   from   a   place   of   service,   because   the   fact   of   the   matter  
is,   if   legitimately   most   of   the   United   States   and   the   world   is   cooped   up   in  
their   homes   for   a   month   or   longer,   people   are   going   to   get   restless.   They're  
going   to   get   freaking   bored.   Well,   probably   more   babies   will   be   born,  
probably,   more   than   likely,   or   conceived   maybe   is   a   better   way   to   put   it.  
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Jason: Nine   months   from   now.  

Tracy: I   know.   A   huge   influx   of   children   in   December   and   January   of   2021.   But  
they're   also   going   to   be   scrolling   online.   They're   going   to   be   scrolling   the  
internet.   They're   going   to   be   scrolling   Instagram.   They're   going   to   be   on  
Facebook,   because   they're   freaking   bored.   This   is   where   what   Jason   said  
about   you   can't   take   the   gas   off   marketing,   where   it   becomes   important.  
You've   got   to   do   it.  

Then   if   you're   hosting   these   in-person...   If   you're   supposed   to   do   a   trunk  
show   or   go   to   an   art   show,   what   if   you   were   to   invite   those   customers   that  
you   normally   would've   seen   there   to   a   virtual   event?   Make   it   fun   and  
playful   like,   "Oh,   the   Sage   Festival   was   canceled,   so   I'd   love   to,   in   spirit,   keep  
the   Sage   Festival   going   and   host   it   virtually."   Invite   those   people   to   your  
trunk   show.  

Jason: Well,   and   what   do   we   know?   What   do   people   enjoy   doing?   Earlier,   you  
mentioned   feeling   awkward   and   pushy.   Those   are   two   words;   those   are  
related   to   emotional   states.   Why?   Because   they're   related   to   stories.  
What's   the   story?   It's   weird   to   reach   out   to   somebody   during   a   pandemic  
and   offer   them   to   buy   something.   Well,   why   is   that   weird?   Because   you're  
telling   yourself   some   story.   From   my   standpoint,   I   feel   better   when   I   buy  
stuff.  

Tracy: I   know.  

Jason: I   feel   good   afterwards.   I'm   like,   "All   right,   I'm   looking   forward   to   it.   I'm  
excited   about   it."  

Tracy:   You   feel   like   that   after   you   buy   a   gas   mask.  

Jason: Right.   Just   in   case,   folks.   Yeah.  

Tracy: Just   in   case   I   need   to   paint   something   or   do   something   dirty.  

Jason: There's   no   better   way   to   show   that   you   truly   love   someone   than   to   send  
them   something   that   will   keep   them   alive   if   they're   sanding   or   painting  
their   dresser   or   their   furniture.  

People,   they   feel   better   when   they   buy.   If   they're   sitting   around   and   they're  
bored   and   they're   scared   and   they're   worried   about   the   pandemic,   and  
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you   offer   them   an   opportunity   for   a   brief   moment   in   time   to   actually   feel  
better   about   themselves,   isn't   that   a   good   thing?  

Tracy: Yes  

Jason: Yeah,   I   would   argue   it   is.   We   also   know   a   certain   person,   who   may   or   may  
not   be   on   this   podcast   with   me,   who's   been   on,   for   example,   a   shopping  
network   channel,   right?  

Tracy: On   TV.  

Jason: On   QVC.   People   love   watching   QVC.   What   are   they   doing   on   there   if   not  
essentially   almost   like   a   virtual   trunk   show,   or   virtually   showing   off   your  
collection?   People   tune   in   to   it   and   watch   it,   and   they   buy   a   lot   of   products  
from   QVC.  

They   buy   a   lot   of   products,   so   host   your   own   virtual   trunk   shows.   We   teach  
you   how   to   do   that   in   our   Train   Your   Customers   to   Buy   From   You   Online  
workshop.   Actually,   we   teach   you   a   lot   of   these   things,   how   to   do   it.  

The   other   thing   is,   too,   is   I   think   this   is   going   to   be   the   one   time   probably   in  
recent   history   that   people   might   actually   go   through   and   read   their  
emails,   all   of   them,   because   they're   going   to   be   bored.   They're   not   going   to  
be   out   to   dinner   or   running   the   kids   to   soccer   practice   or   whatever.   So  
send   emails,   and   send   more   than   you   think   you   should.  

We   are   dropping   something   today   as   this   podcast   goes   live.   It's   only  
available   for   24   hours.   This   is   going   live   on   March   17th.   It   is   an   email  
marketing   bundle.   We're   giving   you   a   ton   of   done-for-you   templates.   If   you  
want   to   check   that   out,   head   on   over   to  
flourishthriveacademy.com/emailbundle    and   grab   it,   because   it's   going   to  
cut   all   the   time   and   thinking   out   what   to   send   and   how   much   to   send.  

Over   the   years,   we've   mentioned   many   designers.   When   I   look   back   and  
look   at   the   really   successful   ones   now   and   the   ones   that   are   really   doing  
well   online,   I've   asked   them,    Colleen   Mauer ,    Ann   Chikahisa ,   all   these   people  
who   worked   with   us,   who   have   started   to   really   spend   time   building   their  
direct-to-consumer   business.   The   one   thing   that   they   say...   And    Melissa   Joy  
Manning    too,   because   I   see   her   doing   this   all   the   time.   The   one   thing   that  
these   successful   designers   is   that   the   number   one   thing   that   built   their  
direct-to-consumer   business   was   sending   more   emails   than   they   felt  
comfortable   with.  
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It   is   true   that   email   sells,   and   you   have   to   send   more   emails   than   you   feel  
comfortable   with.   Don't   worry   about   bugging   people   or   having   people  
unsubscribe,   because   if   they   unsubscribe,   they   didn't   really   want   to   be  
there   anyway   and   you   were   just   paying   for   someone   on   that   list   that  
doesn't   want   to   be   there.  

This   is   your   opportunity   to   serve   these   people.   Surprise   and   delight   them.  
Send   them   funny   stuff   too.   Sell   in   the   emails,   but   send   them   funny   stuff,  
too,   to   entertain   them.   This   is   a   great   opportunity   for   you   to   really   make   it  
work.  

Then   focus   on   your   conversions,   website   development   and   conversion.   This  
is   an   opportunity,   if   you   have   extra   time,   to   think   about   the   customer  
journey   and   the   process.   We've   worked   with   many   people   over   their   career,  
and   the   one   thing   that   I   know,   when   people   are   running   ads   and   doing   all  
this   marketing,   if   they   aren't   getting   conversions   on   their   website,   typically  
the   reason   is   because   they're   not   talking   to   their   customers   and   their  
brand   story   isn't   coming   through,   and   there's   no   connection   there.   It's   just  
like   they're   commoditizing   their   business.   Jewelry   is   not,   in   essence,   a  
commodity   unless   you're   going   to   sell   at   Amazon   or   Target   prices.   It   just  
doesn't   happen   that   way,   so   you   need   to   really   be   creating   a   brand   story  
and   connecting   with   your   audience   on   your   website.  

This   is   a   great   time   to   start   developing   new   offers,   because   if   you   have   this  
extra   downtime,   you   might   have   all   these   materials   that   have   just   been  
sitting   around   that   you   haven't   done   anything   with.   Now   maybe   it's   time  
to   design   a   new   collection   or   a   capsule   collection   or   something   that   is   a  
limited   edition.  

I   know   a   lot   of   the   designers   in   our   community   have   a   philanthropy   aspect  
in   their   business.   They're   really   focused   on   donating   a   portion   of   the  
proceeds   to   things.   So   if   there's   a   charity   that   matters   or   something   that  
maybe   is   relatable   to   what's   happening   in   this   day   and   age   with   the  
coronavirus   or   COVID-19   or   whatever   it   is,   whatever   is   happening   in   your  
community,   maybe   this   is   an   opportunity   for   you   to   fundraise   for   that.  

There's   two   other   things   I   want   to   talk   about,   and   this   is   working   on   your  
business   and   also   getting   rid   of   the   extra   stuff.   When   2008   came   around  
and   Phil   was   consulting   with   me,   the   number   one   thing   that   he   said   was  
"Anything   that   is   no   longer   useful   or   valuable,   get   rid   of   it."   Sell   it   for   50  
cents   on   the   dollar,   refine   it,   have   a   sample   sale,   whatever   you   can   do,  
because   that   inventory,   that's   like   cash   on   the   shelves.   When   you   need  
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money   in   your   business,   lean   on   that   right   away.   Dead   inventory,   get   rid   of  
it.  

Then,   Jason,   I   want   you   to   talk   a   little   bit   about   this   because   I   think   it's  
really   important   to   use   this   time   to   really   work   on   your   business,   because  
there's   a   lot   of   things   that   you   might've   been   putting   off   for   a   while,   so   let's  
talk   about   that.  

Jason: Okay.   Well,   you're   a   visionary.   You're   the   chief   visionary   officer   of   Flourish   &  
Thrive,   and   you   move   fast.   You're   a   quick   start.   You   put-  

Tracy: I   talk   fast.  

Jason: You   talk   fast.   You   move   fast.   You   put   stuff   into   action.   While   other   people  
are   thinking   of   all   the   risks   and   pitfalls,   you're   going   full   speed   ahead,   and  
because   of   that,   you   win.   The   challenge   with   that   sometimes,   though,   is  
we   move   so   quickly   that   we   create   what's   essentially   like...   There's   this   idea  
that   we   create   a   debt   that   has   to   be   paid   back,   and   it's   not   always   a  
financial   debt.   It   may   be   a   system   debt.   It   may   be   an   infrastructure   debt.   It  
may   be   a   foundation   debt.   It's   the   things   that   we   moved   so   quickly   past  
that   we   didn't   really   get   in   place   and   shore   up   and   make   sure   they   were  
super   strong.  

The   universe,   our   planet,   people,   the   seasons,   everything   works   in   cycles,  
and   now   we're   essentially   given...   I   said   earlier   I   think   things   happen   for   us  
and   not   to   us.   We've   been   given   this   opportunity   to   get   some   perspective  
and   to   figure   out   what   needs   to   be   built,   what   needs   to   be   moved   out.   If  
you   have   inventory   that's   not   moving,   you   have   some   emotional  
attachment   to   it,   try   that   story   strategy   ticket   that   I   walked   you   through   to  
get   perspective,   then   go   ahead   and   move   it.   If   it's   not   moving   at   the   retail  
prices,   you've   got   a   story   that   you   believe   it   should,   but   it's   not.   So  
acknowledge   what   is   so   and   get   it   out.  

Jason:   I   think   going   back   and   building   your   foundations   is   always   wise,   and   the  
interesting   thing   is...   I'm   in   some   very   high-level   masterminds   in   terms   of  
the   economic   achievement   that   the   people   in   those-  

Tracy: Yeah.   They're   doing   multiple   seven   figures   and   stuff.  

Jason: Right,   or   eight.  

Tracy: Eight   figures,   yeah.  
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Jason: Low   eight   figures.   But   the   interesting   thing   is   we   spend   so   much   time   just  

focused   on   the   fundamentals.   The   story   always   seems   to   come   back   to  
that,   analyzing   the   fundamentals.   Are   you   making   it   easy   for   your  
customers   to   buy   from   you?   Are   you   communicating   with   them   on   a  
regular   basis?   Because   frequency   times   the   number   of   offers   you   make   is  
going   to   dictate   your   revenue   if   you   have   an   offer   that   people   desire.  

Like   Tracy   said,   one   of   the   things   that   the   successful   designers   do   is   they  
email   more   than   they're   comfortable   with.   I   would   just   invite   you   to   put  
yourself   in   the   opposite   shoes   and   say,   when   you   receive   emails   from  
brands   that   you're   interested   in,   from   things   that   you   like,   does   it   really  
bother   you   if   you   get   an   email   every   day   or   every   couple   of   days   or  
whatever   it   is?   Or   do   you   not   read   the   ones   that   you   don't   have   time   to  
read?   Cole   Haan   is   always   offering   me...   They're   doing   sales   on   shoes   all   the  
time.   I   get   those   all   the   time   and-  

Tracy: You   get   the   female   shoes   too.  

Jason: Yeah,   which   is   funny.   That's   weird.   Maybe   they   want   me   to   buy   shoes   for  
you   too.  

But   it   doesn't   bother   me   to   get   those   offers.   Then   when   we're   on   the   other  
side   and   we   have   to   push   send   on   that   email,   all   of   a   sudden   we   tense   up  
and   we're   like,   "Oh   my   gosh,   they   might   judge   me.   They're   going   to   feel  
like   I'm   bugging   them.   They're   going   to   feel   like   I'm   sending   too   much."  

It's   like,   why   do   you   think   that   they're   any   different   than   you   if   you   were   on  
the   other   side   on   the   receiving   end?   Just   because   the   ego   is   trying   to  
protect   you   from   being   rejected.   The   reality   is,   if   you   have   the   templates  
and   you   have   all   of   this   proven   stuff   that   you   can   just   push   send   on,   just  
push   send.  

Tracy: Push   send.   Let's   do   it.  

Get   all   those   back-end   things   done.   Get   your   systems   in   place.    Develop  
your   new   collections .   Take   a   look   at   your   procrastination   list.   This   is  
something   I   learned   from   you.   It's   that   procrastination   list   of   all   the   things  
that   you've   been   putting   off.   What's   on   that   procrastination   list?   Now   is   the  
time   to   check   it   off,   because   those   are   usually   the   first   things   that   you  
need   to   do   in   order   to   get   things   done.  

Jason: Yeah,   your   best   to-do   list   is   your   procrastination   list.  
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Tracy: That's   a   good   one.   I   love   that   you   say   that.  

Jason; Yeah.   I   think   I   even   own   the   domain   The   Procrastination   List.   Yeah,   I  
haven't   put   anything   there,   but   I   bought   it.   I   just   realized,   even   myself,   I'll  
go   out   and   I'll   buy   solutions.   I'll   buy   things.   It's   like,   "Why   do   I   want   to   clean  
the   oven   right   now?"   Well,   I   want   to   clean   the   oven   right   now   because  
there's   something   I'm   afraid   to   do   in   my   business,   and   cleaning   the   oven  
seems   more   enjoyable   than   doing   that   thing   in   my   business.   Well,   guess  
what   I   should   really   be   doing?   I'll   give   you   a   hint.   It   has   nothing   to   do   with  
the   oven.You're   keeping   Easy-Off   employed   or   something   like   that.  

Tracy: You're   keeping   Easy-Off   employed   or   something   like   that.Right.   It's   like,   no,  
just   go-  

Jason: It's   like,   wake   up   and   do   that   thing   that   you're   afraid   of   doing.   What   you're  
going   to   find   is   that   the   fear   will   dissolve,   because   you   built   up   this   huge  
thing   in   your   mind   about   what   it   was   going   to   do   and   then   you're   probably  
going   to   realize,   "Oh   my   gosh,   that   was   way   easier   than   I   thought   it   was"   or  
"That   was   actually   kind   of   fun."   Exactly.   Yeah.   This   is   also   a   great  
opportunity   for   you   to   start   problem   solving   and   thinking   about   alternative  
solutions   for   everything   that's   in   front   of   you,   because   you're   creative,  
you're   smart,   all   of   you   listening   to   this   show,   and   you   have   an   opportunity  
here   to   really   flip   whatever   it   is   on   its   head   instead   of   trying   to   control   it,   or  
whatever   that   might   be.  

Tracy: Exactly.   Yeah.   This   is   also   a   great   opportunity   for   you   to   start   problem  
solving   and   thinking   about   alternative   solutions   for   everything   that's   in  
front   of   you,   because   you're   creative,   you're   smart,   all   of   you   listening   to  
this   show,   and   you   have   an   opportunity   here   to   really   flip   whatever   it   is   on  
its   head   instead   of   trying   to   control   it,   or   whatever   that   might   be.  

I   want   to   just   talk   about   two   more   things   before   we   go.   The   first   is   if   you  
have   a   team   and   you're   freaking   out,   communicate   with   them,   but   don't  
communicate   with   them   what   you're   freaking   out   about.   Just  
communicate   with   them,   "I   know   that   you   might   be   worried   that   there's  
all   these   things   going   on,"   and   tell   them   what   your   number   one   interest   is,  
especially   those   people   who   are   really   valuable   to   your   operation   and  
moving   things   forward,   because   here's   the   thing.   You   need   people   to   rally  
behind   you   in   tough   times,   and   there   is   a   lot   that   you   can   do   to   get   them  
to   rise   up   and   level   up,   even   if   it   means   that   things   might   change.  
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I   remember   I   had   to   reduce   my   team   to   part-time   hours   in   2008.   We   had  
to   impose   summer   Fridays   that   were   unpaid.   But   I   had   a   conversation   with  
them   and   I   just   said,   "Look,   things   are   changing   here,   and   I   want   to   keep  
you   employed.   I   understand   if   you   want   to   leave   because   of   this,   but   I'm  
here   to   try   and   keep   everyone   employed.   And   the   way   that   I   can   do   that   is  
to   reduce   everyone   one   day   a   week."It   helped   me   keep   them   all   employed  
for   six   months,   and   they   were   grateful   for   that.   Some   of   them   got   other  
part-time   jobs.   Some   of   them   started...   I   hired   a   lot   of   jewelry   designers,   so  
some   of   them   started   their   own   businesses.   But   it   worked.  

This   is   an   opportunity   too.   Sometimes   we   don't   always   hire   the   A   players,  
and   so   if   you   have   any   dead   weight   or   C   players   or   people   that   aren't   really  
contributing   to   the   good   of   the   department   or   the   team,   maybe   it's   time  
to   reconsider   if   they're   a   good   fit   for   your   company,   because   this   is   a   great  
way   for   you   to   reduce   expenses,   as   long   as   someone   else   on   the   team   can  
absorb   those   roles,   because   people   are   willing   to   get   scrappy   if   they   know  
that   their   contribution   is   helping   towards   a   bigger   mission.   Jason,   you  
taught   me   that.  

Jason: Yes.   This   has   borne   itself   out   through   a   lot   of   different   interviews   and   stuff  
with   people.   Once   you   actually   make   a   certain   amount   of   money,   more  
money   doesn't   necessarily   work   as   a   motivator,   for   example.   One   of   the   six  
human   needs   is   significance.   We   want   to   feel   like   our   lives   matter,   and   we  
want   to   feel   like   we   contribute   in   a   meaningful   way.So   if   you   give   me   a  
challenge   of   "You   know   what,   the   market   is   doing   crazy   things   right   now.  
They've   closed   down   the   trunk   shows.   I   think   this   is   a   real   opportunity   for  
us,   and   I   need   your   creative   power   and   your   intelligence   on   this   situation  
with   me.   Here's   what   I   think   we   can   do.   How   can   we   do   it?   What   do   you  
think?   Who's   ready   for   the   challenge?   Who's   up   for   it?"   People   will   rise   if  
you   will   lead.  

The   challenge   is   it's...   Leadership   is   actually   not   that   hard.   The   hard   part   is  
making   the   decision   to   be   the   leader,   to   step   into   the   space   and   to   be   like,  
"You   know   what..."   Everyone   is   afraid   of   leading,   because   when   you   lead,  
you're   also   in   charge   of   the   consequences,   but   I   can   guarantee-  

Tracy: Yeah,   and   when   you   lead,   also   there's   a   backlash   sometimes   because  
people-  
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Jason: Right.   Sure.  

Tracy: What   are   you   going   to   do?  

Jason: But   there's   also   backlash   if   you   don't   lead.   I   can   guarantee   you   that   if   you  
don't   step   up   and   lead,   things   will   definitely   go   off   the   rails.   If   no   one   has  
their   hand   on   the   steering   wheel,   it's-  

Tracy: I   wanted   to   mention   that   because   I   think   there's   a   fear   in   leadership.   There  
was   a   time   when   I   kind   of   lost   my   vision   one   time   last   year.   We're   not   going  
to   talk   about   it,   because   I'm   back.   I   went   a   little   bit   off   the   rails,   and   the  
internal   culture   of   the   team,   they   were   concerned   because   they   didn't  
know   what   was   happening   and   they   felt   lost.   It   was   evident   in   the   way  
people   were   showing   up.   When   I   got   it   back   and   I   started   leading   again,  
everyone   rallied   behind   what   we're   doing.  

This   is   a   really   powerful   time.   That's   the   reason   why   I   brought   it   up.   I   always  
teach   all   the   lessons   that   I   either   needed   to   learn   or   I'm   working   through  
now.   It's   an   important   thing   to   do,   because   you   have   to   always   do   that.  

Jason: As   a   leader,   you're   going   to   have   those   moments   where   you   have   a   crisis   of  
faith   or   you   question   what   you're   doing,   you   question   the   path,   and   that's  
totally   normal.   The   trick   is   to   then   spend   some   time   in   reflection   or   with  
your   peers,   and   not   necessarily   voicing   all   of   your   concerns   to   the   team,  
because   you   don't   want   to   create   uncertainty.  

I   would   submit   to   you,   Tracy,   that   what   happened   with   you   was   more   of   a  
matter   of   you   communicated   in   a   high-level   way   where   you   thought   you  
were   communicating   what   you   were   feeling   and   thinking,   and   it   was  
taken   a   different   way   because   you   didn't   dial   in   the   details,   because   you're  
a   big-picture   thinker.   What   you   were   really   trying   to   say   is   "Look,   I   want   to  
turn   Flourish   into   a   very   solid   business.   That   will   also   allow   me   to   work   on  
the   business   instead   of   so   much   in   the   business,   so   I   can   make   some   very  
strategic   moves   in   terms   of   helping   our   community   even   more,"   like   you're  
doing   now   with   Jess.   I'm   really   excited   about   what's   coming.   It's   going   to  
be   amazing.  

Tracy: It's   so   awesome,   you   guys.   The   new   stuff   that   we're   doing   for   our  
community   is   going   to   be   incredible.  

Jason: Yeah,   what's   coming   is   huge,   so   if   you're   not   subscribed   or   on   an   email   list,  
you   need   to   do   that,   I   think,   for   sure.  
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Once   you   communicated   with   clarity,   everybody   got   back   on   board  
because   they   realized,   "Oh,   this   is   not   a   ship   that's   adrift.   What   we   really  
have   is   a   captain   who's   getting   ready   to   command   an   entire   fleet   of   ships,"  
so   to   speak.   Yeah,   step   up   and   lead   and   go   through   the   exercises   and  
things   we   brought   up   during   this   podcast,   and   get   back   to   foundations.  
You   have   that   course    Laying   the   Foundation ,   Tracy,   right?  

Tracy: Yeah.  

Jason: Essentially   created   to   solidify   the   foundations   of   a   jewelry   business,  
because   without   those   foundations,   you   can't   grow.   You'll   keep   running  
into   this   glass   ceiling,   and   you're   wondering,   "Why   do   I   keep   struggling?   I  
hit   this   point,   and   it   drops   back   down.   And   I   hit   this   point,   and   it   drops  
back   down."   It's   because   some   fundamentals   are   missing.  

Tracy; Yeah,   we   talk   about   that.   It's   a   business   backslide.   If   you're   ever   having   a  
business   backslide,   something's   amiss.   There   is   a   disconnect   between  
what   you're   doing   on   the   inside   of   your   business   and   what's   happening   on  
the   external   branding   side   of   your   business.   It   happens   to   a   lot   of   people,  
and   I   always   encourage   people   to   take   a   hard   look   if   you're   not   getting  
consistent   sales,   if   you're   hitting   some   sort   of   profit   plateau,   or   you   start  
backsliding.   Those   are   clear   indicators   that   you   need   to   take   a   look   at   the  
foundational   aspects   of   what's   happening   in   your   business   because  
something   is   awry,   and   you've   got   to   get   back   to   clarifying   that.  

Little   setbacks,   while   we'd   all   like   to   always   have   increases   in   revenue   and  
increases   of   sales,   sometimes   we   do   have   to   take   a   step   back,   and   that  
might   even   include   a   slight   dip   in   revenue   or   a   setback   in   revenue   for   the  
short   term   for   longer-term   gain,   to   be   able   to   evaluate   what's   happening,  
first   and   foremost,   and   then   reconnect   and   get   those   things   in   place   so  
that   we   can   actually   drive   the   ship   again   or   move...   Do   you   drive   a   ship,   sail  
it?  

Jason: I   think   you   steer   a   ship,   but   I'm   not-  

Tracy; Steer   it?  

Jason: ...   entirely   sure.   Yeah.  

Tracy; I   don't   know.  

Jason; Direct   it.   Navigate   it.  
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Tracy:   I   just   want   to   be   the   conductor.   There   we   go.  

Then,   also,   in   a   couple   of   groups   and   in   our   SOS   Slack   channel,   one   of   the  
designers   dropped   a   link   to   emergency    SBA   loans ,   so   if   you   are   really   in  
financial   crisis,   you   can   explore   in   your   area   if   there   are    SBA   loans    available  
to   you.   I   know   that   there   probably   is   more   leniency   with   who   they'll   give  
them   to.   I   don't   know   what   that   looks   like,   but   I   think   that   there   are   a   lot   of  
accommodations   being   taken   into   account   because   they   want   to   keep  
this   economy   strong   and   we   want   to   keep   people   employed,   because  
that's,   at   the   end   of   the   day,   the   most   important   thing,   to   keep   the   money  
flowing   into   the   economy   so   that   our   businesses   continue   to   survive.  

Jason,   thank   you   so   much   for   being   here.   This   was   awesome.  

Jason; You're   welcome.  

Tracy: So   fun.  

Jason; Thank   you.  

Tracy: Thanks   for   humoring   me   when   I'm   like,   "Can   you   come   on   a   podcast   with  
me?   I   think   it'd   be   so   good.   It'll   be   awesome."   You're   like,   "Really?"  

Jason: I   thoroughly   enjoyed   it.   I   know   I   tend   to   be   a   little   bit   verbose   at   times,   but   I  
don't   know,   I'm   really   passionate   about   small   business   and   about   business  
owners   and   about   helping   people   to   achieve   their   potential,   and   maybe  
even   the   potential   that   they   don't   see   for   themselves.   Because   I   am   more  
on   the   integrator   side,   I   can   see   it.   I   can   see   how   it   all   connects   and   how   it  
can   happen.  

I've   just   been   in   the   trenches   a   long   time.   But   I   would   encourage  
everybody   to   just   view   this   as   this   is   like   a   season.   You   can't   run   a   marathon  
all   day,   every   day.   You   have   to   take   a   break.   You   have   to   step   back.   You   have  
to   reflect,   and   you   have   to   rebuild.   You   have   to   put   the   things   in   place   that  
are   going   to   allow   you   to   run   the   next   marathon   even   faster,   even   better,  
and   to   continue   forward.  

You   mentioned   the   SBA.   Right   now,   the   government   is   very   interested   in  
helping   businesses   get   through   this   period.   You   can   go   to    sba.gov .   There's  
a   deal   on   their   site,   at   least   at   the   time   that   we're   recording   this,   that   says  
Guidance   for   Businesses   Impacted   by   Coronavirus .   There   are   a   lot   of  
resources   out   there.I   would   encourage   people...   I'm   a   little   bit   biased,   but   I  
would   definitely   encourage   people   to   take   advantage   of   these   email  

 
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  

https://www.sba.gov/page/guidance-businesses-employers-plan-respond-coronavirus-disease-2019-covid-19
https://www.sba.gov/page/guidance-businesses-employers-plan-respond-coronavirus-disease-2019-covid-19
http://sba.gov/
https://www.sba.gov/page/coronavirus-covid-19-small-business-guidance-loan-resources


 
templates   and   the   things   you   have   coming   out,   because   where   do   you   get  
frozen?   It's   sitting   in   front   of   the-  

I   would   encourage   people...   I'm   a   little   bit   biased,   but   I   would   definitely  
encourage   people   to   take   advantage   of   these   email   templates   and   the  
things   you   have   coming   out,   because   where   do   you   get   frozen?   It's   sitting  
in   front   of   the-  

Tracy: Not   knowing   what   to   do,   say   all   the-  

Jason: It's   that   blinking   cursor   on   the   subject   line,   and   you're   like,   "I   don't   know."  
Then   there's   this    fear   of   being   judged   and   rejection    and   everything   else.  
It's   a   lot   easier   to   just   model   something   that   already   works.  

You   mentioned   timing   a   number   of   times   in   this   podcast.   Timing   is  
everything.   A   lot   of   times,   executing   quickly   really   helps   you   to   survive   and  
to   thrive   more   so   than   sitting   on   the   sidelines   and   being   cautious   and  
timid,   because   it's   very   hard   to   steer   or   navigate   a   ship   that's   not   moving.  
But   once   it's   moving,   you   get   a   sense   of   what's   happening   and   you   can  
change   the   rudder   and   adjust   as   you   go   forward.   You   need   to   get   in  
motion   and   stay   in   motion.   Now   is   not   a   time   to   freeze   or   to   pause.   Now   is  
the   time   to   keep   moving   forward,   but   to   do   it   from   a   place   of   analyzing  
your   foundations   and   making   sure   they're   really   strong   100%.   Thank   you.  

Tracy: 100%.   Thank   you.   Everyone,   chill   out.   Let's   do   this.   We   got   you.   Have   a   good  
one.  

Thank   you   so   much   for   listening   to   the   show   today.   This   is   Tracy   Matthews  
signing   off.   Before   I   do,   if   you're   interested   in   getting   support   from   us,  
make   sure   that   you're   on   our   email   list,   that   you   are   definitely   following   us  
on   social,   and   that   you   are   keeping   the   vibe   high   and   staying   calm.  

If   you'd   like   some   help   over   the   next   coming   weeks   really   with   your   online  
marketing   strategy,   we're   starting   our   next,   TYC   intensive   on   April   16th.   You  
can   head   on   over   to    flourishthriveacademy.com/tyc    to   check   out   what   it's  
all   about   and   to   apply   right   there.   We   have   very   limited   seats   available.   We  
are   filling   up   fairly   quickly   because   a   lot   of   people   are   realizing   how  
important   it   is   to   really   be   able   to   have   a   direct-to-consumer   business  
model.It's   my   mission   to   help   you   right   where   you   are   in   your   business   and  
to   keep   you   focused   on   things   that   you   can   actually   control,   instead   of  
spiraling   out   of   control   thinking   that   the   world   is   going   to   end.   I   see   so  
many   designers   panicking   on   social   media.   
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That   is   not   the   thing   to   do   right   now.   The   thing   to   do   is   to   lean   in,   to   keep  
your   vibe   high,   to   stay   positive,   and   to   really   be   working   on   some   of   these  
tools   that   we   recommend.  

That's   all   for   today.   Thanks   so   much   for   listening.   This   is   Tracy   Matthews  
signing   off.  
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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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