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Welcome & Thank you for downloading our FREE Guide! We are super excited 
to share some of our favorite tips for designers who are tired of having sucky 
summer sales.  

We know that not every jewelry brand is affected by this Dog Days of Summer 
phenomenon. But even if you enjoy steady summer sales, it’s never a bad idea 
to brush up on more revenue generating tips and activities! 

We’ve derived these tips from techniques that have not only worked for us, 
but also have worked for other designers we’ve worked with or mentored.  

We suggest you find a few that will fit in well with YOUR specific business and 
commit to making this your best summer ever! 

Enjoy and we can’t wait to hear about your results! 

xo, Tracy & Robin 

#1 – SET GOALS 

Goals will land #1 on every one of our lists because, let’s face it, without them 
we wouldn’t accomplish a thing. Creating solid sales goals gives you a 
framework for success. If you know where you are going, you can achieve it! 

Set a sales goal for the end of summer and break it down into bi-weekly bite-
sized goals for you to chip away at!  

#2 – BOOK OUTDOOR MARKETS AND FESTIVALS 

No one wants to stay inside all summer, so why should your business? Go to 
where the people are and get out into the fresh air.  

Yoga festivals and other types of outdoor markets are a great way to get 
exposure and sell some jewelry. 

#3 – HAVE A HUGE ONLINE SALE 

Have a website? Let’s put it to work! Summer is the time for SALES!  
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The summer-fun attitude lends itself to impulse buys, and what better way to 
convert casual followers into fans than a good old-fashion clearance.  

Do the math and decide if you can offer a site-wide sale or just past season 
merchandise -- there’ll be something for everyone!  

#4 – STAY SUPER ACTIVE ON SOCIAL MEDIA 

Just because you might be traveling, doesn’t mean your promotions have to 
stop. Create special offers exclusively for your Instagram followers. Make sure 
you post branded images daily and actively work to build your following. 

Make sure you have links in your posts and in your profile to get people to 
your online store or Etsy shop.  

Make sure you follow designers who know what they are doing on Instagram! 
Designers with large followings are typically making lots of sales.  

#5 – OFFER PICK BOXES TO YOUR WHOLESALE ACCOUNTS 

If you sell your jewelry to stores, summer is the PERFECT time to unload some 
past season inventory (or even current season). While buyers are typically in a 
buying freeze in July, if your jewelry is selling for them they can be enticed.   

Offer a pick box -- a mix of your best pieces at varying price points -- as a 
suggestion to stock for the upcoming Holiday season. If you can, slightly 
discount the pieces in the box to incentivize their purchase, and secure the 
deal by grabbing the store’s credit card up front.  

#6 – CREATE PRE-PACKAGED OFFERS FOR WHOLESALE 
ACCOUNTS 

Another way to make it easy for retailers to buy your work is to develop what 
we call Pre-Packs. These are just assortments of your pieces that are easy to 
sell all together. They could be best-sellers or a combo of best-sellers and 
other pieces that complement. 
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You can also incentivize them by offering a special pre-packaged price for the 
set. Don’t forget to emphasize your best sellers and pieces that merchandise 
well with your BEST sellers! 

#7 – CREATE SUMMER GIFTS WITH PURCHASE 

Makeup companies know how to do this right. Add on a gift with each 
purchase. Every time I walk into a Sephora store, I am totally hooked by either 
free gifts or specially created combo packs selling at a discounted price. 

Offering a FREE gift with every purchase over a specific dollar amount is 
almost always a win-win situation. You can use this opportunity to increase 
your average purchase amounts as well as unload old inventory or past-
seasons items. 

Advertise the free gift offer on your social media, and make it time-sensitive to 
add urgency!  

#8 – HOST TRUNK SHOWS AT LOCAL BUSINESSES 

Hosting a trunk show is a great way to stay connected with your community 
locally (or abroad) and introduce your brand to newcomers.  

You can host these trunk shows at boutiques, local shops, or even at popular 
local business such as a coffee shop or wine bar. Create and event on 
Facebook and try contacting your local news! Local shoppers love to support 
their community’s small businesses.  

Another related strategy is to reach out to friends who work in office 
environments and host a trunk show during their lunch hour in their 
conference room. This was a favorite strategy of Tracy’s when she was slow 
during the summer months.  
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#9 – NETWORKING! 

Networking is a great way to grab more customers. Attend events for 
entrepreneurs or business owners and talk about your work. Hand out your 
cards like crazy.  

Robin loves networking and is a huge fan of checking in with your local 
Chamber of Commerce. Attend a meeting or join a BNI group. You’d be 
surprised what your presence does to spread the word about your business! 

#10 – JEWELRY PARTY! 

Host an exclusive jewelry party at your place or a friend’s. A night of wining, 
dining, and buying is always a big hit!  

Have drinks and hors d’oeuvres at the ready to get everyone in the mood to 
see some good deals and gorgeous designs! We love coming up with names 
for these parties: “Sip & See,” “Sip & Sparkle”... try it - it’s fun! 

#11 – MARKET RESEARCH 

If you wholesale -- or are trying to get more of your designs in stores -- the 
summer months are a great time to visit local boutiques while you are in town 
or traveling.  

Get to know the staff and try to meet the buyer or owner. See if you can have 
a chat with them and ask a few key questions: What are people buying? How 
can you be of service?  

#12 – CALL CAMPAIGN 

The summer months are a great time to check in with existing accounts and 
clients. While you’re out hustling and chasing new leads, don’t forget about 
your current supporters!  
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Call up your existing customers, see how they’re doing, and ask for a reorder. 
In Tip #5 we talked about Pick-Boxes and Tip #6 we talked about pre-packs 
for wholesale accounts. Here is a great time to offer one or the other. 

#13 – DE-STASH EXTRA INVENTORY 

Get rid of the clutter! De-stashing in the summer is a fantastic, freeing 
experience. Sell old inventory, beads and stones that you are no longer using. 
Refine or scrap raw materials and trade them in for cash! 

Have extra made goods? Get rid of those too by marking down inventory, 
overstock or creating gifts with purchase (tip #7). 

Do whatever you have to do to get rid of your excess inventory: You don’t 
want any of it lying around come Christmastime! 

#14 – PREP FOR THE UPCOMING HOLIDAY SEASON 

Summertime is meant for Holiday Prep. I remember when everyone was 
vacationing, I was finishing up my samples for my holiday collections, calling 
stores for upcoming trade shows and reaching out to press for Gift Guides. 

The Holiday Season is the biggest sales season of the year for the jewelry 
industry, and there is absolutely no excuse not to be prepared.  

In your summer downtime, don’t forget to plan out a marketing calendar for 
the upcoming fall months while you’re lounging by the pool -- November you 
will thank you later. 

#15 – FINISH YOUR HOLIDAY COLLECTION 

We briefly mentioned this above, but in typical retail cycles it is very important 
to have your new Fall and Holiday designs completed. Get photos of your 
pieces and your lookbooks and linesheets done.  

With so much emphasis on the Holiday season in this industry, the LAST thing 
you want is to be scrambling to complete your seasonal collection. Your 
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holiday collection should be 100% completed by the end of summer -- get 
crackin’!  

You’ll feel relieved when all you have to do is focus on Revenue Generating 
Activities for the next few months.  

#16 – TRACK YOUR PROGRESS 

Reaching goals requires focused intention! In fact, if you aren’t making your 
goals, you need to take a step back and figure out why! 

Take some time to analyze what works and what is not working for your 
business. Give yourself bi-weekly and monthly check-ins to track your 
progress. 

#17 – CREATE SYSTEMS 

Creating a systematic approach for every task and process in your business 
might sound like a chore, but is truly a handy tool when tracking progress. 
Downtime in the summer months is a great time to start documenting.  

We call this a sales booster because if you have pre-written scripts for just 
about anything in your business (sales calls, emails, autoresponders, etc) you 
will free up a ton of your time to work on RGAs.  

You can even document the production process so reproducing your work is 
easy and a breeze. 

Solid systems will make you way more efficient! 

#18 – FAKE IT TILL YOU MAKE IT 

Put on the “persona” of a successful designer… even if the books don’t say you 
are one (yet!). Exude confidence, know your stuff, and kick stage fright to the 
curb by putting on a fearless, successful alter ego.  
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Always focus on positivity when talking about your business -- people are 
attracted to success! 

#19 – WEAR YOUR JEWELRY 

It may sound obvious, but so many designers forget to do this! You are your 
best advertisement! Don’t forget to wear your jewelry every day, everywhere 
you go. When you get compliments, talk about your work!  

Talking about your work creates interest and often leads to clients purchasing 
right off your neck! 

#20 – FOCUS ON BRANDING 

Spend your summer getting new business cards designed. Make sure your 
packaging is on point and your website is up to date. Start booking photo 
shoots for your jewelry and lookbooks for the upcoming season. 

#21 – MASTER THE FOLLOW-UP 

Following up is the key to building relationships and relationships are the key 
to more sales.  

After someone purchases your jewelry, send an email or call them up to ask 
how they are enjoying your products. It’s that simple. 

A small act of showing you care will affect your customers in a BIG way! I 
guarantee that this tip alone has the potential to massively increase your sales. 

#22 – HOST A CONTEST  

Create a fun contest! Offer a prize for the best Instagram photo of your jewelry 
or ask for social media posts describing why they should win a piece from your 
collection. 
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 Not only does this spread good karma, but this easy act of kindness helps 
create a lot of buzz about your brand!  

#23 – GIVE BACK 

Despite the cynics out there, people are truly driven to support good causes. 
Throw a sale or event where a percentage of the proceeds will go to a non-
profit and price accordingly.  

Not only will you gain sales and help others in need, but everyone will know 
your business is interested in giving back to the community.  

Believe it or not, this is often a huge reason why people buy from small 
businesses, so don’t be afraid to show off your good side! 

#24 – CREATE TIME SENSITIVE CAMPAIGNS 

For each of the promotions, packages, and events you plan, ALL should be 
time sensitive with a clear expiration date. After all, why else buy now when 
they could just buy later, or worse, forget completely?  

Reel in those buyers who are on the fence with a limited-time only offer!  

#25 – STAY SANE 

Keeping a positive mindset and being open to change are two of the most 
important aspects of boosting sales. After all, a lot of trial and error is involved 
before you find a promotion, deal, or system that works for both you and your 
business. 

Don’t waste valuable time and energy being hard on yourself, and don’t get 
stuck in a rut of trying to force ineffective sales techniques. Sometimes, being 
open to positivity and change is all you need for success to come your way. 

Good Luck! 
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JOIN THE CONVERSATION… 

We hope you have the best summer in sales of your business life!  

Please connect with us via social media and keep us posted with your results! 

 

 

http://www.facebook.com/FlourishThriveAcademy
http://instagram.com/flourish_thrive
https://twitter.com/flourish_thrive
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