
 

Hey there, I'm Tracy Matthews, I'm the Chief Visionary Officer of Flourish and
Thrive Academy and the author of the Desired Brand Effect. Welcome to today's
training, where I'm going to walk you through the Desired Brand Effect
methodology in a nutshell, and share with you the whole impetus. And the reason I
created this in the first place. Now, I've been a jewelry designer for the last 25
years. And over the years as my businesses have grown and changed and evolved,
and at certain points even failed in the beginning, in the early days, I needed a way
to create a filter to identify problems that I was having in my business, and also
create a way to solve those problems. And so The Desired Brand Effect was
something that I've been using for years without a name, until I gave it one over
the last couple of years to help me generate more leads and sales to help me get
repeat customers to help me build a brand that was carried in over 350 stores
around the world. And it also was a filter that I could use that if I was struggling
with certain parts of my business. 
 
Like, for instance, if my sales had stagnated or if I had, was having a trouble
ramping up sales for a period. Or if I was hitting a growth plateau, or I've had
having issues with my team or things felt like they were kind of slipping or falling
apart inside the business. Or worse, I was having some sort of business backslide
where things kind of went backwards. And gosh, I hope that never happens to
anyone, but it can happen to get me to a place where I could actually identify and
take a look at the core aspects of my business to see like, what needed to be
strengthened what needed to be changed, how did I need to edit or evolve my
strategy to improve those things. So that I was always in a place where I was
expanding my audience able to grow my sales and to get to a place that I was
creating financial security and freedom for myself, where I was,
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I don't know, being able to live the lifestyle that I wanted that my business is actually
supporting what I wanted, instead of me becoming like, basically, someone just
working in my business all the time an employee for a company, and so much more.
Because at the end of the day, one of the things that was always so gratifying for me
was to see people wearing my jewelry, and to know that the pieces I made for them
actually made a difference in their lives. And I knew that I had done a good job when
those people would come back to me again and again and again, and buy more
jewelry for themselves or for their friends, or when they were referring people to me
to design their engagement rings, or wedding bands or whatever it might be. So
regardless of where you are in the jewelry spectrum, whether you're a designer, a
maker or a retailer, this training is going to change your life. Because rather you're in
the startup phase, and you're just launching a business, you're going to understand,
like, the core concepts that need to be in place for you to grow a successful business. 

If you have an established business where, you know, you're trying to grow to
multiple six figures or so, and really get some traction to reach more of those perfect
people. Well, this is going to help you when you kind of hit some of those roadblocks
and plateaus in your business. And if you're scaling to seven figures, or multiple,
seven figures and beyond, this is going to give you some of the systems and
frameworks that you need to grow at a quicker pace and at and grow a business at
scale. Because at the end of the day, what gets you started in that launch phase is
different from obviously what's going to help you scale to a multiple seven figure
company. But at the end of the day, the principles are the same. And we're always
revisiting those principles. And I like to say that The Desired Brand Effect is sort of
like this model, this ideology that you will always be coming back to it is a system, it's
a framework and a structure that you can always look back, if you're trying to grow
your audience and reach more new customers, we got a framework for that if you are
trying to really deliver a great service and get people to buy from you again and
expand that part of your business, then we have a framework for that. 

If you're trying to double down hire team, really optimize the things that you're doing
so that you aren't the doer of all things in your business. We have a framework and a
model for that. And it goes so much further beyond that. In fact, this model works so
well, that I've used it across multiple industries to scale for businesses, to multiple
seven figures and beyond. So multiple six and seven figures, I should say, depending
on the business that I've had. 

D E S I R E D B R A N D E F F E C T . C O M

http://desiredbrandeffect.com/


So this, this model works, it will work for you if you use it, and you work it. And one
more thing that I want to say before I start sharing my screen and walk you through
the methodology and everything that it's about is that I don't want you to think like
oh, this is something that's just for beginners or oh, this is just something for really
advanced business owners because I want to keep it simple right? Marketing is
marketing, sales or sales, maybe the strategies that you use and the tactics that you
use as a multiple seven-figure business owners are going to be much more advanced
than if you're just starting out. But the principles are always the same. 

So wherever you are in business, I think of this as like going to university, you know,
you started as a freshman, and then a sophomore then a junior or senior. And then
once you graduate from college, you're moving on to that next level, where you might
get a masters to go to get a master's program or an MBA or something like that. But
you don't necessarily need to spend invest all that money on an expensive university
program, when you use this model, because it's going to basically take all of the
guessing about what you need to do in business out of it, so that you always have
somewhere to go to look at. And it's designed to be layered upon and to be really
expanded on as your business grows. I hope that makes sense. Let me know if you
have any questions about that. 

Alright, so let me share my screen, I'm just going to reduce my audio for a second. Let
me share my screen. Alright, here we go. So I'm a visual person. And I like to look at
this model through a visual realm, because it's really helpful to visualize the things
that need to happen. 

So we're gonna work through this Venn diagram and talk about the core pillars of the
desire brand effect, what happens when you're doing it, right, what happens when
you're doing it wrong, and also what have what those problems are, and how to solve
those problems using this methodology.

So we start, as we're going through this with creating the three core pillars, which
are creating desire, sharing desire and scaling desire, I'm going to start with
creating desire. Creating desire has three core aspects to it. The first aspect are
brand assets, your brand assets are things like your collection, or the pieces that
you're selling, your packaging, your website, your line sheets, any catalogs, or look
books, or photography. So basically, all the visual assets that you use to promote your
brand, we can, we can extend that depending on how far along you are in the
process, to a lot of different things. But we are going to keep it simple. For now, just
think, think of it through the lens of the basic brand assets that you have, that you
use to visually promote your brand. 
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Now, the second piece of this is your audience. Now, your audience is not only
people that you have sold to in the past, because that's definitely your audience.
But it's that bigger, extended audience. 

So I like to think of it as maybe your personal and professional network, so or your
alumni network, potentially, if you went to school, and you have connections and
people that you know, it's your social media followers, your bigger subscribers on
your mailing list, if you have an email list already, or anywhere that you can reach
potential people who might either become customers or refer customers to you, I
think is the best way to do it. And we can look at this is a really wide topic, but we
start with it as audience. And this would also include what we call a dream client,
Avatar, and actual dream clients that you might have who are already buying your
jewelry.

The next piece of this is your brand voice. So I always think of the brand voice is
like the personality of your brand. Now, in this day and age have a digital world and
so much competition. In the jewelry industry, I know that there is a or even
product industry because I know we have a lot of product based business owners
as well. I know that a lot of people feel like they need to, or maybe they want,
they're maybe shy or introverted. They're like, oh, I want to hide behind the brand,
and you lead with my brand first, that's fine. But your brand still now needs to have
a personality. And I will tell you, the more that you can step outside the scenes and
show your personality. Even if you are more shy or introverted, the more you're
going to attract more of the people that you want to sell to. 

And so this brand voice becoming the personality of your brand is really important
in creating desire for your brand. Because that's when people start to say, when
they start to resonate with what you create, and the packaging and all that stuff.
And they're aligned with your values and everything that you do as a business.
When you're building the audience, that personality or voice is going to be the
thing that is going to really create a connection with them and get them to say
that's so me right. 
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So the next pillar of or general aspect of The Desired Brand Effect is called
Sharing Desire. This is really everything that we think about from a sales and
marketing perspective. So this is how you also get people to buy from you more
than once, if we're looking at the phases of a buyer journey, the initial phase of
the buyer journey is getting people to know what you're all about. The next phase
is getting them to like you. And then the third phase is getting them to trust you.
And this is where the decision is made, do I want to buy from this brand or not,
that's when they actually become a customer. 

So this is a really important part because in the creating desire aspect, you're
always going to be like, getting people like, and I use the word indoctrination, for
lack of a better word, but indoctrinated into your brand, introducing them to
what you stand for and who you are, right? The sharing desire phase is really
about turning people into a customer, but turning them into a customer more
than once, which is the fifth part of the buyer's journey from when they become
an actual customer, or they make a decision to buy from you or not to the loyalty
phase. 

And so in sharing desire, this is all about the sales and marketing activities that
you do. So this is all this, this is a really big topic. So this is a huge pillar of this.
And even in the book, it's really extended, we had to break it out in two more
chapters in this particular module. But this is all the sales and marketing activity
that you do, which is basically self-explanatory. So anything that you're doing to
promote your brand from a digital or a manual or an analog aspect, and then also
like actual selling of the jewelry. The next piece of this is all about what I like to
call exceptional service. And this is really, this encapsulates a lot of things because
it's really about getting great reviews and testimonials from your customers who
have already purchased from you.

But it's also about delivering great service before and after the sale. So people
actually feel a connection and want to buy from you again, the more that you can
do this, the more that you can create a great experience for your brand. And in
that initial phase, the more people are going to remember you again. 
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And the more you can continually do this, before and after the sale both are just as
important, the more people are going to refer you and say like this is a great brand to
work with, and you will always notice, and you know, I've been this has happened to
me before when something went wrong. And we didn't give a great experience to a
customer over the years, you know, or something like that. They're walking away
with a bad impression of your brand, you don't want that to happen. So everything
that you're doing is to try to be of service even, you know this, and this is not
necessarily about the customer is always right. This is about making the customer
feel heard and seen and understood, that is really, really important. So this
exceptional service aspect is a key part of the desired brand effect in keeping people
engaged with your brand. 

Now, the next part of this is all about what I like to call revenue generating activities.
Now one of the most important things that I see when someone says to me, Tracy
sales are slow, I'm really struggling to get the right customers to buy for me, I asked
them, well, what are you doing on a regular basis to generate sales. And these are
revenue generating activities. A lot of times what they're, they'll say is like, Oh, I like
to post a couple of times on social media, but they're spending most of their time,
actually like working behind the bench and creating inventory. Instead of going out
there and selling. 

You can have all the inventory you want in the world. But if you're not selling a
product, it doesn't really matter if you're just going to create a huge cash problem for
yourself, because you're investing a ton of money in a product that's not selling. So
the sales piece and the active part of selling revenue generating activities are is really
important. So what are you actively doing to make sales on a daily basis. And it's not
just one thing, I go into depth on this in the book and what that looks like. And I have
a name for it, we call this 75% rule. And the reason we call it the 75% rule is that you
should be spending 75% of your time or someone in your company of their time
promoting marketing and creating and generating sales for your business. 

Otherwise, you're going to see that you're going to always be kind of in that feast or
famine mode if you don't have a consistent lead flow coming in. 
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Now, the third core aspect of this is Scaling Desire.  Scaling desire is what probably
arguably one of the most important parts of this model when it comes to creating
more ease and flow in your business and life. Now, a lot of times people come to the
table to creating a business, or thinking that they're creating a business because they
have a skill set that they enjoy doing. And in this case, it would be that they love
making or designing jewelry or selling it, and maybe they have a store maybe you
have a retail store. 

But what ends up happening is that people open a store, they create this whole thing,
and then they realize, oh shoot like I am doing everything, like I'm wearing all the
hats. And it doesn't seem like there's any way out of this. And so what ends up
happening is they end up getting burned out, getting stressed out, they feel like
there's no way out, they kind of hit a glass ceiling when with how much money they
can make and it's quite frustrating and so this scaling desire piece is designed to help
you pull yourself out of the business so that you can work on your business instead of
in your business, and create the infrastructure for growth, right and so, this starts
with having the right plans and what I mean, this is all about business planning. So I
look at business planning, not from an aspect of having like a 35-page business plan,
you never look at that as full of a bunch of imaginary numbers and things that aren't
tangible. When I think of business planning, as is really strategic planning. 

So when I work with my students over here at Flourish and Thrive, when I work with
the people in my Mastermind group, and in our coaching program, the things that we
always look at our growth and financial plans from the from like a big picture for a
year, one year, two years, three years out, so that you have some goals that are
further out. So you actually know where you're going in a long term, but then dialing
that down into 90 days strategic plans. And also understanding the numbers. I think
this is something that people don't look at enough. And what oftentimes happens is
people primarily focus on sales numbers instead of overall, like general revenue
numbers, and or excuse me, they look at their revenue and sales numbers instead of
the holistic view of all the numbers in their business.
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And what ends up happening is they just are focused on selling, selling, selling
instead of profits, profits, profits. So I learned this the hard way, the first time
around, had a very successful business that was in the demo, find price point, we
were shipping my product for about 50 to $300, retail, and we were shipping 1000s
of units a month. And I was in a ton of stores. But I was so focused on sales, sales to
try to hit these vanity sales metrics, wasn't as focused on the profit margins. So as
making very poor decisions for my company, and actually driving myself out of
business because of the decisions I was making, because I was only focused on one of
the numbers.

So you really need that holistic view point of what your numbers look like. Because
what I will tell you is that, you know what your goals are for your business don't
really matter. What matters more is the money that you're taking home. And what's
leftover after you're kind of after your business, like at the end of the year, right?
That those profits and how much you're paying yourself. So if there's not, if the
money is not there, then you need to take a look like what's going on? Am I just
spending everything? Or am I being frivolous with how I'm purchasing inventory and
all these things. So it's really, really important to take a look at this. This is really
important as you start scaling beyond just $100,000 a year.

And I see that this is one of the places that a lot of people like to avoid in the
beginning because it's not the fun part that that a lot of creatives like to look at that
they feel like the numbers are scary. But the numbers can be quite empowering, the
more that you embrace them. And as you start to grow to millions of dollars in
revenues, this becomes even more important because the cost to run your business
becomes so much higher. And you have to keep a tight rein on that, which might
seem counterintuitive, but a lot of times bigger businesses end up being having lower
profit margins because of the expense to run them. 

So what we're always trying to do is to create efficiencies in business so that we're
bringing more money home, which brings me to my next, the next part of scaling
desire, which is all about systems automation. So when I think of systems and
automation, these are basically the infrastructures or the frameworks that you use,
or your way of doing things in your business. 
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Now a lot of people say like, can someone else like to create systems for you, for me,
and I used to say that to myself. In fact, I remember back in the day as probably about
five or six years in business, I hired this bookkeeper, she's like, You really need to dial
in the systems that you have and document things that you're doing in your business.
And I was like, can you just create them? For me, she's like, sure I can, but you will
never use them because it's not your way of doing things. 

Took me a couple more years to figure that out. But I got it finally when I was really
stressing out because I would hire people and expect them to just know how to do a
job or to make a piece of jewelry without explicit instructions. And there were a lot of
inefficiencies, a lot of problems in the business. Or I was trying like I would never
document or in the beginning I wouldn't document like certain technical
technological things. So every time I would try to go and do something, and
nowadays, there's even more technology. When I go do something, I would be
figuring it out for the first time every single time. So the more that you can document
your way of doing things from your production process, from the making process,
from the operational procedures and everything in between, the more streamline
your business is going to be and the more that you'll be able to remove yourself from
those parts of the business. 

And then the other part of this is automation, which is all about taking the manual
labor out of things that can be parts of the business that can be replaced by
technology, or just simple, I guess, basically, technology and technology, technology
and technology. So it might be application. 

So when I think of automation, you know, it used to be back in the day that when we
were doing bookkeeping, everything had to you have to like print out your bank
receipt and manually enter all of the things like thank goodness, like all these
software programs like QuickBooks and Xero, that do accounting that we record that
those are the two programs we mostly recommend for our community. You can
automate bank statements into your account. And then it takes a lot of the manual
part out of that. Other examples might be automating email flows in your email, CRM,
so that when you ship an order, someone automatically gets a series of six emails
that thank them for their order, tell them the orders on the way, ask them for a
review after the order. 
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Ask them to share it with their friends, give them some sort of gift certificate or
something so that they can shop from you again, and get them buying, again from
you like a lot of these things can be automated, so you don't have to think about it
again the next time. 

So, and there are thousands of things that you can automate. There's a great tool
called Zapier where you can even automate things that come into your inbox all the
way to creating a task for you in a project management tool. Or you can use things
like Slack or Asana or Trello, to manage projects, and create templates in there so
that you're so that's sort of like a hybrid of automation and system systematization,
that can really speed up workflows, when you're launching a new collection or
planning a promotion, or whatever it might be, the sky is the limit, there are so many
things that you can do. And we're just going to keep. And you know, I'm gonna leave it
at that set, because we want to keep this short. 

Now, the next part of this is really about getting the right support. And when I think
of support, one of the biggest things I think creators do is they, a lot of times they
end up thinking that they're alone, or trying to build this business. And maybe they
don't have the business acumen, or some of the things tools in place to actually like,
help them cut through like the learning curve that they have, I guess is the best way
to put it and so they end up leaning on like friends and family who have like literally
zero experience in the industry and don't know what to do. 

So support can look like a lot of things. It could be supportive friends and family to,
to an extent, meaning that they're going to support you in your goal or dream of
being an entrepreneur. But it also might look like in finding a supportive community
of peers who have already done what you're trying to do like Flourish and Thrive
Academy, it could be that it is finding a mentor or a coach who can help you or
consultant who can help you look inside your business and help you move through
problems a lot more quickly, or can actually tell you what to do, which I think is really
important. It might be getting support through taking programs or courses, there's
the sky's the limit, right? 

But then support also comes in another way. It's about hiring a team when the
time is right. And so I know when a lot of people just start out like it when they're
just starting a business like I don't really want to have employees, that sounds like
a nightmare. 
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I will tell you that to a certain point, if you ever want to get out of doing
everything in your business, that might be hiring a VA or a virtual assistant or an
employee or even a part-time intern can be like a game changer for you.

Because you start taking some lower leverage activities off your plate, so that you
can start doing things that are going to actually make you more money in your
business. And this can be really, really important. When you're first starting out,
you might think to yourself, like this is not something I never want to do. But I will
tell you, the more that you can get into a habit of documenting your way of doing
things, it will be so much easier down the road when the time is right to find
someone to help you with marketing or to find someone to help you with shipping
your products or running errands for you. 

And I just want to mention one other thing. As entrepreneurs, we have a lot going
on busy households and things to do support could also look like even hiring out
some of the household stuff that you do in the beginning. So maybe you hire
someone to help you clean your house when you have enough money. So that
saves you time, you can focus more on your business and showing up for your
family. Maybe it's that you end up finding a helper, maybe to like to pick up your
kids from school or someone like that. My sister used to do that when we lived in
New York City. 

One of my sister, two sisters living there at the time, and she was young and was
working She was working in a bunch of different jobs. And so she would work with
families and pick up the kids when the parents were still at work, or running their
businesses to help out. So there are a lot of different scenarios. And I just really
encourage you to think of all the things that you dislike doing in your life or in
your business, start making a running list of those things that can be hired out,
that actually you can pay someone else less money to do than the amount of
money that you would actually want to make per hour. 

So when these things are going really well, when creating desire and sharing
desire, or like working in unison, what we're going to see in business is consistent,
predictable sales. And that's when we know like businesses growing things are
going well, I'm on the right path. 
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Now when sharing desire and scaling, desire overlap, this is when you start to see
more repeat customers and your sales start to grow. And you're going to the sales
process becomes a lot easier, because we know that it takes a lot less time to sell
to you or a lot less time and a lot less money to sell to someone for a second time,
third time, fourth time when they already know like and trust you than it is to find
a new customer. So this is when your perfect profits start to actually grow, your
sales start to increase and things become a little bit easier in business. And when
creating desire and scaling, desire are fully aligned, you're gonna see that your
business is more profitable, you're having a bigger reach with your products, and
you're making a more impact with your brand values and voice and everything
else that comes along with that. 

And then when everything's working in unison, you're going to see that you've
created financial security for yourself, lifestyle, freedom, a sense of
accomplishment for yourself and your family, which is amazing. So I kind of use
financial security and freedom in the same in the same line, this is a little small
box is hard to get everything in there. But really, at the end of the day, we are
creating a legacy for ourselves, we're creating something that matters and that
we're leaving an impact and in a good way. And that the work that we do matters
and that people are aligned with that. Now, as I mentioned before, The Desired
Brand Effect was created to help solve problems in business. So let's take a look at
when you get kind of stuck in the buck cracks between or the plateau zones or, or
whatever you want to call it. I like to call it the buck cracks. But we wanted to
keep it a little above the board for the book. So we call it plateaus zones.

When this happens, what you're going to see is slower inconsistent sales, or
maybe like rollercoaster sales, that feast or famine model that you hear a lot of, of
entrepreneur entrepreneurs or artists talk about like things are going well for a
while and then all of a sudden, it's like off and there's no sales like feast or famine.
So slower and consistent sales. 
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Now when you're stuck in the plateau zone or bit profit between sharing desire
and scaling desire, you're going to see a growth plateau, or some sort of like
hitting a glass ceiling. And what I mean by that you're this is when the common
symptom of this is burnout and overwhelm. 

So if you feel burnt out and overwhelmed, and like you're spinning your wheels,
and you're working really hard, and you feel like you should be growing because
of all the hard work you're putting in. You probably hit the ceiling, and it can
happen at a lot of stages in business, might happen in the early stages, might
happen when you have a multiple six figure company. And what that means is that
you need to take a look at what you're doing to optimize your strategy so that
you're being more efficient in your business. 

Now, the next plateau that we're going to see is a business backside or a decline
in sales or reach or whatever that might be. So business back side is the worst one
because this means that you're kind of having some sort of brand disconnect,
meaning maybe you've lost touch of like what your customers want from you, and
you're trying to test out a bunch of different things. It could be that your systems
are falling apart, and you're not leading your team or whatever is happening
inside your business properly. Once again, we talk about operational efficiencies a
lot here, because those are things that can suck up profit, and keep you
distracted. Because you're putting out fires all the time inside your business,
instead of moving into a state of flow, where things are working really well. So you
need to look at how you're attracting your customers, what you're doing with
your collections, how you're speaking to them, and then also the operational side
of your business. 

And as I mentioned earlier, this is not something just for beginners. This is for
people at all stages in business. And that's why as you grow we like to think of this
through the levels of, you know, really these rings could continue going and going
and going in the levels of where you are in business. So we have programs over at
Flourish and Thrive Academy for instance, are laying a foundation program that
touches on levels 100 of all of these things and a little bit of level 200 in the
creating desire and sharing desire 
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As of this, now in our other programs like Momentum and my small group
Mastermind program, we're going to be hitting on the more advanced strategies
here. So this is more advanced marketing, more advanced sales tactics, more
advanced systems, team building, like all those things like the core focus of once
you kind of have the base layer in place, is the focus is going to be more on
creating more operational efficiencies, so that your business can continue to
scale, and you can do things right. 

And once again, there are a lot of different ways to grow a business, obviously,
everyone's got their own vision of what success looks like to them. So if you want
to have a nice lifestyle company and have something where you're, you know, just,
you know, working part-time, and maybe having like a six-figure business, or a
high five-figure business, that's just kind of bringing a little extra cash into your
family. And this is a fun, more of a fun thing for you. I don't want to call it a hobby
business, but you're not serious about building like a jewelry empire, right? Then
that's great, you can use this model to align your business with that. 

Now, if you want to build a multiple six-figure business, have a couple of people
on your team bring home, you know, 100 grand a year personal salary, awesome,
this model is going to help us streamline your business and create the support to
do that. And if you're someone who really wants to build a big empire, this is
going to help be something that you're going to be revisiting off often when
things go sideways. 

Because I will tell you, as someone who's been an entrepreneur for 25 years, there
is nothing no such thing as set it and forget it and over the years, I have learned
that when I'm experiencing the different problems that I represented in this
model, it's time for me to take a look. In fact, over the last few years, as I was
writing the book, one of our main focuses is really optimizing scaling, desire, and
mostly in the systems and support section, because we are bringing on a lot of
new teams. 

Part of the struggle that we were having was getting everyone on the same page. 
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So we created more aggressive onboarding protocols, more aggressive
checkpoints and check ins where we're doing more, I don't want to say I'm using
the word aggressive is not aggressive, but like more active review process so that
people have a feedback loop when they're coming in to work for me about to
know when they're doing a good job, and when they need to, like, figure their stuff
out, because things aren't working well. And then also creating projects and
project planning and templates and systems for the team to use so that they know
the right way to do something. 

You know, there have been many moments in my career were like, maybe
something happened in customer service, and I'm like, why aren't you following
the protocol, we've had to let people go because of that, because they were just
basically ignoring the systems, and ignoring our way of doing things because like
my most important thing, and I will tell you like, I'm not perfect, and you're not
perfect, we all we're all a work in progress, right? We use this model as a learning,
a way to learn through doing right. 

So I hope that you enjoyed this training, and you understand a little more about
what The Desired Brand Effect is all about. Now, I want you to make sure that you
read the book. And then if you want extra help, you know, I would love to help
you. We have some amazing programs over here at flourish and thrive. So you
might be wondering how to pull this all together. And you also might be someone
who wants a little of help with the desire brand effect and implementing it in to
your business. 

So I wanted to share a little about how we can help you over here at Flourish and
Thrive Academy implement The Desired Brand Effect based on where you are. So
if you're in the more startup phase in business, we have an amazing program
called Laying The Foundation. I typically say like if your business is doing less than
$100,000 a year, this is the best place to start for you. So this is great for people
who are in startup mode with zero sales or people who are trying to grow their
sales up to about six figures. 

Now if you have an already established business, and you're trying to figure out
what you know what to do next, to grow your business to multiple six figures and
really optimize some of these things, or even grow your business bigger to seven
figures and beyond. 
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Then we have another option over here are a couple of options actually that are
kind of advertised and then some that are a little under the radar. So there are, we
have our Momentum program, which is an amazing program. There are two levels
in that program and I say levels based on sort of the level of support that you
want to get, so we have Accelerate level and Elevate level. 

Accelerate is more of the full group coaching program, and the Elevate level is a
hybrid group and one on one coaching program. And we focus on in that program
is really all about creating strategic plans helping you implement those plans and
growing your business using these three core pillars of The Desire Brand Effect,
so that you can optimize your business to continue to attract more of your
perfect customers, expanding your audience,

Growing your sales, creating systems that allow you to repeat the stuff that
you've done really well. And then scale that effort. There's a big emphasis on
planning and operational efficiencies to help you grow. And then we bring in
experts every month for marketing and sales strategies as well. 

So if you're interested in learning about either of those programs, you can head
on over to our website, for laying the foundation, the best place to go is
flourishthriveacademy.com/ltf and for momentum, you can head on over to
flourishthriveacademy.com/momentum and you can check out the programs
right there. If you're not sure which program is the right fit for you, because you
might be in a gray area, or you just want to talk to someone on the phone about
how we can support you the best in your business. 

Well, then I would love to invite you to apply for a strategy audit. And on that
audit, we're going to take a look at some of your big picture goals. We'll take a
look like three years out, like where do you want to go with your business? What
are you trying to create, then we're going to take a look at your current business,
like what you're doing well, and then also take a look at some of the roadblocks
and things that might be standing in your way to reaching your goals. 
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At the end of that call, we're going to walk you through some of the steps that we
think you need to take so that you have a clear path forward on what needs to
happen. And then, if it makes sense, we'll invite you to join one of our programs.
And if not, you know we are only going to invite you to join if it's a if we really do
believe it's a good fit. We're all about support here. So and if it's not any, you know
if it's not for you, no worries, no harm, no foul. So if you want to learn a little more
about that, I want to be really clear, this is not a free coaching call. This is really
an exploration call to see what's going on in your business to see how we can help
you reach your goals a lot faster using the desire brand effective methodology. 

So if you'd like if you're interested in learning more about that strategy audit,
head on over to flourishthriveacademy.com/strategy you can fill out a quick
application. If you're approved for the audit, you'll book a time in with Natasha
and make sure that you show up for the call and get ready to dig into your
business go, it's going to be awesome. 

Alright, thanks so much for watching this training. And I wish you the best in the
growth of your company, and obviously you know where to find us over at
Flourish and Thrive
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