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This is a transcript of the Elise Gets Crafty podcast episode 61, “Marketing 101.” 

Hey! This is Elise and you are listening to Elise Gets Crafty. This is my weekly podcast where I talk about 
blogging and small business and creativity and inspiration and motivation. You can find out more about me and 
about the show at elisejoy.com.

ELISE: Hi, thanks for joining me. We are back! This is the second half of season two so it is July 1st. And, I 
am excited to be recording again and to be bringing back guests again. We are going to be talking about 
marketing today. And it’s interesting because basically every episode of this podcast, we end up talking 
about marketing in some way because it’s such a huge integral part of any business. And so if we’re talking 
about business, we’re generally talking about marketing. But I have a request from a listener and she is just 
asking for a “Marketing 101” episode. And I love that idea and so we’re going to kinda see where this goes. I 
think it’s such a huge topic to cover, but we’ll see what we can do. And my guest today is Samantha Shepard 
who is a friend of mine and she is also the director of sales and marketing for Studio Calico. Which originally 
it was a scrapbooking kit club, but now I think it has grown into something so much larger. They’re doing a lot 
there, and I’ll let her talk about that. But I like this idea. I like that we can have kinda a bigger small business 
and I can represent a “smaller” small business and eventually we can cover even more things but hopefully 
this will get us started. So, Samantha thank you so much for joining me. 

SAMANTHA: Thank you for having me. I’m so excited.

E: Well good.We’re so glad to have you here! Tell us a bit about what your job is and who you are. 

S: Well as you said I am the director of Sales and Marketing at Studio Calico. And I am actually also part 
owner of it.

E: Oh I didn’t know that.

S: Yeah, just- just a little. So enough to make it feel a lot like my business.

E: Yeah, to have it be personal. 

S: Yeah, and I run it with the CEO and founder April Foster. I basically oversee all of our sales and marketing 
efforts across all our different brands. Studio Calico is our main brand and then as you know, we work with a 
few bloggers who have products and wanted to be able to provide products to their audiences. And so those, 
like Elsie and Emma from A Beautiful Mess. We work with them and of course our mutual friend - Alie Edwards 
from AlieiEdwards.com. And, you know,  it is really exciting to be able to see all those different brands and 
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see how customers respond so differently in all the different segments. But, it also makes us in marketing 
have to be clearly defined. And that is one of my favorite parts of about those jobs is working across all those 
different brands. 

E: Yeah and that is something I should have asked you before we even got started, because I didn’t know for 
sure how involved you were in helping with the Alie promotion and helping with the Beautiful Mess marketing. 
That’s something you are doing. That’s a huge part of your job then. 

S: Yes. And you know those brands, they’ve been doing it for years. And Alei is the expert on her brand - it’s 
her name. And so what we do is really just give her some feedback and ideas and then we just support her 
so that she doesn’t have to execute everything herself. She can decide she wants to run a certain thing. She 
gives digitals away on Sunday and that’s something she can do on her own and do on her blog, but if she 
needs us to send a newsletter for her and make it. Or even help her get some more engagement with it on 
instagram or on pinterest then that is something my team works with her on and then also we’ll actually say 
“Hey we’re meeting our goals and list building on emails” or “We’re not and here’s our ideas on what we can 
do.” But she has complete control over her own brand as well as Elsie and Emma do. We just support them 
and give them resources that a lot of those bloggers may or may not even have another person on staff. Alie 
has one person and Elsie and Emma have a team of people, but their time is best spent doing what they do 
which is create content. Our time is best spent just supporting them and lending our marketing expertise to 
them. So they don’t have to be experts on email marketing, you know, we can provide that and they can just 
say “I want to do this type of promotion next month. How can we execute that?” And my team can take that 
and help them. 

E: Awesome! That is really cool! And that sounds attractive. 

(Laughter)
 
S: It’s fun! 

E: Yeah, I get that and there’s so many and you know that’s what I want to make sure we cover in this 
because of course not every small business can hire a team but of course there are small things that you look 
for and big things that you do to cover from different bases. Something that you touched on is the fact that not 
every audience and not every business can market the same way, right? The way that, you know, and I don’t 
mean to keep using them as an example. The way that maybe Nike is going to advertise to their audience 
is going to be completely different than the way that  Apple would market to theirs. The types of things that 
you pick up is going to be different. So, for every small business, the way that you are going to reach your 
audience is going to be probably different. So, what we want to do on this show is just talk about a few of 
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these things. A few of the different strategies you may want to consider, and hopefully they can give you a few 
ideas of what we want to be working on. 

S: Yeah and I totally agree. And I think that a lot of us can take different inspirations from different brands and 
different people. Like I can look at your brand and look at what you do on instagram. (Which I do.) And take 
that and interpret that for Studio Calico and say “This is something that Elise is doing and how can we take 
that and adapt that to make it something that makes us more successful?” because it is obviously working 
for you. So it doesn’t have to be that you’re looking for a big brand or a little brand. I actually find a lot of 
inspiration from artists and people like yourself who are out there on their own doing things. But I just, you’re 
the ones who are innovating oftentimes because bigger companies don’t want to take on that risk. 

E: Right

S: So, I do. I think that we can all learn a lot from each other and we all do things different ways and it’s just 
really interesting to see how things work for different brands. Things that Elsie and Emma do and things that 
audiences to Calico wouldn’t respond to in the same way and vice versa. 

E: Right, and I think that I completely agree. I get so many ideas from just watching what other brands do. 
You know, and seeing - “Oh, that really seemed to connect” or “oh that didn’t really connect,” but I think it 
would work well with mine. You can take a small business and you can take those risks because there is not a 
ton riding on it. If you try an instagram campaign and it fails. Eh, you just…

S: Yeah, who cares.

E: Yeah, exactly. So I hope that is something that is encouraging too is that you get to kinda play around 
and see what works. The few thousand people that works - it’s okay you’ll find another few thousand that 
didn’t notice. And a huge fact with owning a business is getting comfortable with the fact that you have to 
promote yourself. You can have the coolest product and the best plan. It can be the most amazing thing ever. 
But if you’re not telling people about it, nobody’s buying it. And so I am wondering if you have any ideas or 
suggestions in getting people to feel comfortable sharing about themselves and giving people an idea of 
what they do. 

S: I do. I have a couple of things that I think people should consider. First of all, I firmly believe that whether 
or not you are a big name and a company like nike or apple or if you are an individual creating content like 
yourself, that you are a brand. That brand can be your name or that brand can be the name of your logo or 
the name of your store or however you want to determine that. But if you have a brand and you want it to 
grow, than you have to be comfortable going out and telling people what the brand is and how they can buy 
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from you or how they can engage with you. There is actually no shame in that. In fact, when you don’t do that, 
audiences are very confused in what they are supposed to do. Are they supposed to just read your blog? Are 
they supposed to buy something from you? Are they supposed to look at you as the expert on home lifestyles 
of living or are they supposed to look at you as the expert on how to create a recipe for your family. If you are 
clear to your audience on: here’s what I am, here’s what I am about, here’s how you can engage with me: 
whether that’s a service or a product. Then that’s where it is very clear messaging and people understand, 
“Okay, this is what you want me to do. And this is how I can participate in this.” And they can choose then 
whether or not they want to participate. And that’s where you start to get into the fun part because then you 
can fine tune your messaging and getting people to take action. But if you are not comfortable up front saying 
“I am an entrepreneur, and this is my business, and this is what I am selling.” Then that is something that 
you should sit down and say, “Okay, let me figure this out for myself so that I can actually be clear with other 
people.” And I also believe. Which I know we share this kind of opinion which is that a lot of people get stuck 
in the just starting something. And I really do believe that as an entrepreneur and as a solopreneur where it 
is just you, that you have an opportunity to start something every day. And you can decide the next day that 
that doesn’t work the way I thought it would and you can go in a different direction. What that is going to do 
for you is to allow you to learn more about yourself and say: this is what I enjoy doing and this is what I don’t 
enjoy doing. That can even drive your business if you’re not that clear upfront. But just start something and 
find where your energy is and say okay this is where my interest is and that is okay. You know, “I really like 
making pinterest boards for parties. That’s what I do.” 

E: Yeah 

S: “Yeah and I love it, and that’s what I do.” And I think that’s probably one of the things that can be my flaws 
is that I can look at something and see I want to make money from it. And that is the hard thing picking what 
you want to do. But I think that for a lot of people they get more stuck in well, I want to do everything or I am 
not even sure what I enjoy doing. That’s just where you do what you suggest which is just start and keep 
going and commit to trying it. And then you’ll find where your energy is. But I don’t know if I got off track there.

E: No not at all.  I think, first of all, I completely agree. The first thing that you say about -  often I think where 
we struggle to tell people what we do is that we are still figuring out for ourselves. This is going to be such a 
random tangent, but for a summer in college I worked in Target and one of the things that I was supposed 
to do is like this management training program. And it is supposed to encourage people at the register to 
get people to sign up for the credit card. And what we found was that the people at the register, check-out 
people, weren’t asking the customers because if the customer said yes, they weren’t exactly sure how to sign 
them up. Right, and that was the issue. I think that happens a ton because we are kinda hesitant to say what 
we do because we aren’t exactly sure what we do. We are kinda hesitant to publish our services.  Let’s say 
we’re a life coach.We do that because it is “Oh no, what if we actually get a client, or what if we actually get 
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a customer and we have to deliver?” And that can be really scary. And so I like your point that sometimes we 
just have to sit down and hammer out who you are and what you offer. And just getting that clear and feeling 
more comfortable with what it is for yourself makes you more comfortable telling people about it.

S: I totally agree and I don’t think that is a random tangent at all because I think that is exactly where people 
get caught up. And it goes into something that we focus on a lot at Studio Calico which is setting bread 
crumbs and setting what we call conversion for people. And saying “This is the action I want somebody to 
take and this is the  path that I want them to follow.” And then we measure it to make sure that what we are 
doing is actually happening. And then which ones are we doing that are actually working. And so that can be 
really simple and help people understand what people are going to respond to. So if you’re not sure, let’s say 
for example you want to be an event planner, and you want to offer people the ability to hire your services, 
but you’re not really sure if you should target that towards wedding planning or barmitsvas or whatever is out 
there. And I’ve actually had this discussion with someone before and I said, “Why don’t you put three different 
conversion paths out there and try different things actually see which one people respond to and which one 
you have the most fun doing.” And what that does is that enables you to see not only what you liked doing but 
what your audiences respond to. At the end you start to say well, “I really did enjoy creating this free printable 
for somebody for their summer party and I really enjoyed that, but I got the most response when I created a 
check-list for people and their weddings and asked them to sign up for my email for more. And so those are 
simple little things that don’t require people to buy but give you an indicator in what their interest are and that 
is something that we employ quite a bit to help people understand what people are going to respond to and 
eventually convert them into customers.

E: I love that and I think that’s brilliant. And I think even on a smaller scale, let’s say you have an instagram 
account. You could try three different things over the course of a week. One could be a photo where you have 
a direct link and encourage people to sign up for your newsletter and there could be a hook there. One could 
be where you ask them to re-gram for an opportunity to blah, blah, blah. And the third could be just try to get 
engagement. Have them tag a friend in the comments to...whatever...get a free download. Something. So it 
could be a really simple, again all these things are free, but a good way to test your audience and see- okay 
what did they connect with? What did they actually like? And maybe don’t do them all in a week. Do them 
over a little bit more time so you’re not crazy bombarding them. But that can be a good way to see what is 
working and what are people interested in connecting with. Actually it can be even simpler. You can just post 
three different -really different- photo perspectives. Maybe one of your product, one of behind the scenes, 
one of something you’re working on and see which of those people tend to like more, which of those people 
are more engaged with. 

S: Yeah, that’s you know that brings up a really good point which is looking at statistics and going and seeing 
what people respond to and seeing all changes. On instagram we do that all the time and look and see what 
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got the most likes, what got the most engagement and comments and clicks on instagram. And again we’re 
often surprised.

I’m surprised on my personal account when I go and I don’t look at it very often but maybe once a year. But 
I’ll go back and look at those year end review things and people most liked these things or whatever. And I 
am often surprised because most of the time, it’s not my personal family or anything, but a photo of behind 
the scenes here at Calico and they just get really excited and that’s really driven me to want to do that more 
because I know just, and most of my people that follow me on instagram a family and friends and customers 
of ours so it’s funny because I am sure that my mom doesn’t know anything scrapbooking or care anything 
about us packing a book of curling stars but 

E: -Your audience does

S: And my customers. Yeah, they really, really do. So I’m like oh, you know, how can I do more of that? It’s not 
like I am trying to hide a secret or anything. I just don’t want to bore people, but it seems like maybe that’s not 
boring. So it encourages me to share more about my life in a way that people really respond to. And it drives 
some of the content that we will eventually create to find new people, if that makes sense.

E: Yeah, absolutely, I think that kind of thing -  just doing a little bit of free research for yourself and seeing 
what’s connecting can be really helpful.

S: Yes

E: I created a separate instagram account for Get to Work Book because I didn’t want to bombard my 
personal feed with get-to-workbook. Even though it feels like such a huge part of my life right now. I really 
wanted to draw the line and make it separate and already it’s a huge difference. Like if I post something 
about Get to Work Book on my personal newsfeed, one-tenth of my followers will be interested and like it. But 
if I post something about getting on my personal news-feed, 30% of people care and are interested.

S: Yeah

E: And that alone is good data for me because I can feel comfortable. Like if I post five photos of Get to Work 
Book on the Get to Work Book news feed, that’s why people are there. But if I post five photos of Get to Work 
Book on my personal feed, what about the people who are there for crafts and recipes? And Ellory and, you 
know, me? They don’t care about the book. I mean they care, but in small doses.

S: That totally makes sense. 



ELISE GETS CRAFTY WITH ELISE BLAHA CRIPE
LEARN MORE ABOUT THE PODCAST AT ELISEJOY.COM
SHOWNOTES FOR THIS EPISODE: ELISEJOY.COM/PODCAST/SHOWNOTES61

© ELISE JOY INC, 2014-2016, ALL RIGHTS RESERVED.

E: Yeah it’s such a huge part - even in a personal standpoint-  of me not stressing out about what I’m putting 
out there. That made a lot of sense for me to break apart. 

S: Well so, let me ask you a question because I’ve had people ask me this. And I’ve given the same aswer- 
what you’re doing, which is you should separate it. A lot of times I think people work really hard to build up 
their instagram account or a certain channel - let’s say it’s Facebook or Pinterest or whatever. And it’s under 
their personal name and then they start a business or they start, you know, a product like what you did. And, 
you know, they want to separate it but they’re concerned because that other account is starting from nothing 
and they worked really hard on this account. And I still recommend that they split it, but I am interested to 
see what you think. Because people, I guess, people who have worked really hard on those channels, they 
have a lot of apprehension. And I think they don’t experience that as much anymore because it’s been awhile 
since we’ve started a new instagram account. But it’s like they feel like there’s no credibility there. There’s no 
followers. And I am  just interested to know from an individual’s perspective who’s done that. Did you, were 
you worried about that and how did you….?

E: Yeah and that’s a really good question. I think I just sort of… I liked the idea that it was going to start from 
scratch. So there was nothing there. People had no idea what to expect. So I could kind of do anything and 
they wouldn’t be like “ugh - this is such a diversion from you,” Because I had nowhere to diverge from. It was 
just a blank slate, and to me that felt really inspiring and the get-to-work feed has less than half the followers 
that my personal feed has but I know that those people are there for the product and so to me that’s worth so 
much more. I’d rather have 500 followers that are passionate about my product than 6000 followers that don’t 
really care. And so for me it was helpful and made sense. I think though that it’s hard because if you are, if 
you’re a blogger - a lifestyle blogger - let’s say, and you’re life and your blog are very wrapped up together, I 
don’t think that you necessarily have to make a separate account, if it makes sense. Like I would never break 
off a separate instagram account for my blog because, you know, that’s just - it’s all so much a part of me. So 
I don’t feel weird pushing blog posts on my feed. To me that makes sense but with Get to Work Book I want 
it to be a stand-alone product. I want to be able to hire people in the future and have people working for me 
and build this into a bigger brand. And I want to eventually hand off the Instagram account to someone else 
and you know, let them really grow it into something big. And so it was a weird decision, but it’s been fun. It’s 
been really exciting for me to play with it in a completely different way and just see what works for people.

S:Yeah I mean you’ve just done a fantastic job with it. So I’m just so glad to hear that, that you felt like it 
accomplished what you wanted it to. 

E: So far. I’ve noticed that if I post something to the Get to Work Book feed, my sales will go up that day. And 
if I don’t post a photo to the Get to Work Book feed, they don’t - I still get some- but they don’t move as much
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S: Sure

E: And so that’s been hugely interesting to see and I’ve kinda decided that instagram will be my main 
promotion for Get to Work Book. And then I’m using my newsletter kind of secondary which might be weird, 
but right now that’s where I’m at. Eventually I’d like to kind of focus on the newsletter and instagram together 
but so far instagram’s been the major driver. 

S: Well I’m glad you brought that up because I wanted to talk to you today about email.

E: Yes we need to talk about email - this is a huge thing. Yeah tell me everything you know about email

S; Yeah I don’t know that much - so it’ll take about 5 minutes. So I think that when I was thinking about our 
conversation today, one of the things that I have encountered several times with talking to small business 
owners is their resistance to use email. They are almost regarding email as you know, it’s overly salesy overly 
pushy, or whatever. I don’t mean to say “whatever” as dismissive - but people seem to have a connotation 
with email for some reason and I have seen an enormous push back to email in the recent few years from 
social media and one of the reasons why, that I believe, is that brands are realizing that by utilizing social 
media, which is a free platform, it’s wonderful, it allows people to social network and share things with each 
other. I completely love that. But if you increase your reach online on instagram and Facebook, there is a 
person- and by person I am meaning company - in between you and your customer. So, for example, if I work 
really hard on Facebook and I get to the point where I can sale out of all the products on Facebook. That is 
wonderful and I am really excited for that person. I am just like tell me what you’re doing, because obviously 
you’re doing something right! But what I get worried about for that one person is that they have now put a 
company who can arbitrarily decide at any time to decide not to let them post to their audience any more or 
completely, you know, their business is at risk because they have a proxy between them and their customer. 
And one of the things that I am very passionate about when I talk to small business owners; is their need to 
get people to retain people from their social networks onto their email list because that right now is one of the 
most reliable ways and consistent ways that you can keep ahold of those names and actually acquire them 
and keep them. You have the right to send to them and you have the right to move that from email platform to 
email platform but they’re always retained to you. Verses, if you left Facebook, you could not take names, the 
people that like you, you wouldn’t be able to contact them anymore. Not even from legal perspective - but you 
just don’t get their e-mails. You can’t reach out to them. 

E: Absolutly

S: And so one of the things that I think I wish people would do more of is what we were talking about earlier 
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of breadcrumbs. Taking people through a path where you would ask them to come join your email list or ask 
them to come and get a free download on your site in exchange for their email. And I think that a lot of people 
feel that those can be really salesy and pushy, but in reality almost every big company does it. And there’s a 
reason why and that’s because acquiring that customer and that customer name is extremely valuable. And 
it’s very expensive if you were go to start over and try to do it and so I think for small business owners and 
for entrepreneurs like yourself it is extremely important and I’m glad that you have really embraced that in the 
last, what has it been, the last year that you’ve done that? 

E: Yeah it’s been about the last year that I’ve been working on it. And actually I recorded an episode with Amy 
Shoemaker and it’s about building email newsletter and we talked about this exact thing. She said you know - 
what happens if Typepad shuts down your blog? How do you tell people where you’re at? You know, what do 
you do? And she really pushed (it’s a good episode for people who are interested.) And she really pushed it 
as well. And I think that you’re right, I mean I feel anxious and I’m like “I don’t want to be too pushy” But I also 
know that people who sign up for the newsletter, they want more information. You know what I mean? They 
want to know more about the stuff you’re working on and they ask. They literally signed up -they opted in and 
they asked for it. And so I do recognize what a recourse that is.
 
S: Yeah, and I think out of all of them there should be...well I look at marketing as a funnel and I’m sorry if I’m 
going in a direction you don’t want to. 

E: No, no go with it. Tell me about it.

S: I look at marketing - well sales and marketing combined for us - as a big funnel. And for us, feeding people 
into that funnel, is about -  let’s say at the top you have the big part - you have people who are coming in 
usually for content and so that could be your blog it could be what you’re putting out on social media. It could 
be what’s on your email list if they’re on your newsletter. But they’re coming to you for content for a reason. 
So they enter in through that top and as they filter down and the funnel get smaller, you can understand how 
serious they are. How qualified they are as a customer and as a lead. And so making sure that you have 
things throughout that funnel to keep feeding them through and actually eventually at the bottom they come 
out they are a conversion which means they are a sale. And so making sure that you’re feeding people 
through, that funnel is extremely important. And so that requires that you do, you know all those different types 
of activities to walk them through that path. And that can be as simple as posting on Instagram, like you’re 
doing, and then they go and they buy your Get to Work Book. And I mean that is just an ideal situation, right? 
But there is a lot of nurturing you have to do and create the relationship with somebody. And a lot of instances 
that I think people miss out on because they don’t realize well I didn’t get them the first time, but they’re still 
here. They’re still following me. They’re still on my email newsletter list. So what can I do? When is it going 
to be the right time for them? Or what kind of offer or incentive or reason? What feature about my product 
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or service is going to be the right one to make that person act. And that’s really where it’s just about being 
consistent and giving them good quality content that relates to what you do and then eventually telling them 
exactly how to buy from you. And I think what I go back to is I think a lot of your audience’s could potentially 
not necessarily have a buy button on their website, right? They could potentially have, that could potentially 
mean that more people come to their blog and then they get more ad-revenue. And so if that’s the conversion, 
if that’s what you need people to do, then that buy button is simply an call to action to come to your blog for a 
reason, come to your site for a reason. So I think, you know, you can interpret it a lot of different ways of what 
that final conversion that you want. What’s that action that you want people to take. But understanding what 
that is, and then understanding how they could potentially get there. Like, what are the steps that they could 
take to get there. That’s why you talked about bread crumbs. What’s the path that they follow? And if you 
understand that and you’re able to track it. Than you can actually see where you are very effective. And that 
allows you to focus on the activities that are going to get you the most return on investment.

E: That was brilliant! Do you have anything to say?

S: DIi I go off here?

E: No, no. Awesome. I mean to just put it into some perspective for people who are listening. I’m going to 
just use my business as an example. But Sam’s right. I mean this past couple months have just been so 
insane that I’m just sort of like throwing things up. And I don’t have time to really sit down and deal with like 
how is this going to converting, and like what is happening here. But like as I work to grow this and as I work 
to expand my audience I’m going to have to do that. And what I think I’ll be pushing towards is, you know, 
sharing a photo on Instagram and then encouraging people to come to my website just to watch a video - like 
“Hey, you want to see a little bit more- come check this out!” And then what’s something that I’ve done on 
every single page for my website it’s like “Here’s the video, Seen enough? Then purchase” There’s a “buy 
now” button. And then on the photo page it’s like, “Seen enough?” And then there’s a “buy now” button. Or 
blah, blah, blah. So there’s not, I’m making sure that no matter how you land or where you’re at, you have the 
opportunity to buy. Of course you don’t have to buy. You might see it and be like, “eh” over-it” and then you 
don’t have to buy. But I like that idea Sam: that I can kind of think of other ways to get people in. Get people 
to see something. Some people connect tremendously well with videos. Some people need to see a review 
from someone else that they trust. Some people need to see just more detailed pictures or an example of how 
it’s been used. I mean there are so many different things that people connect with and I don’t know exactly 
what that will be. And so what I’m working to do is just provide as many of those as possible and then at each 
stage be like, “Here’s how you can buy it if you want.” or you know, just “Want more information? sign up for 
the email!” And then as the new book comes out or as I expand the product line, I’ll have a way to contact 
those people and let them know, you know, “Hey, here’s the 2016 book you were curious about.” or “Here’s 
the wall callendar you were wondering about.” Whatever it is, I can hopefully then tell them, and bring them 
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back in. 

S: Absolutely!  And I’m interested in knowing what kinds of tools. Well, you’re asking me what kinds of tools 
we use but I didn’t know. Do you have google analytics set-up on your blog?

E: I do. Yep. I have it on my blog and my biggest driver is Pinterest. Absolutely on my blog because so much 
of the crafts and the project push through through that. But my blog is not my biggest link to Get To Work 
Book. You know, the biggest link to Get To Work Book right now is other people’s blogs. Which is awesome! 
And that means other people are talking about it for me and then Instagram.

S: Yes. 

E: Yeah, Yeah. Those are the biggest push-throughs right now.

S: Well, one of the things we look at quite a bit.  And I’m glad you brought up. Pinterest is  - we don’t do it 
nearly as much as we should. I shouldn’t represent this this way, but we need to look at analytics way more 
than we do. Like you said, we just get too busy and it never gets to the top of the list.

E: Right

S: But it is absolutely necessary. Absolutely.  And I tell my teams this all the time. It absolutely one of the most 
important things that we have to do. So we actually have a meeting on our calendar next week to go through 
our analytics for the last month. Because while I look at it regularly, probably every day just to check in, the 
rest of the team doesn’t always know how effective they’re being. And so if I look at (we have it set up so 
that we can actually see), you know, conversions and the amount of money coming from certain channels. 
And so, I can look at Pinterest. And yes Pinterest is a very big driver because Studio Calico is such a visual 
company. I can look at pinterest and see that we’re getting so much traffic from Pinterest. But one of the 
things that we figured out is that that traffic is not buying traffic for us. Somebody will come, and they will look 
around, and they will look at pretty things but then they will leave.

E: Yep

S: And you know there’s a lot of ways to keep them around and you know, those are things that people want 
to do. Is figure out they keep them because Pinterest is a major traffic driver.  There’s ton’s of ideas out 
there on how to keep them around and potentially convert them. BUt for us the traffic that converts at the 
highest rate by far. I mean mounds and mounds above any traffic source is our email and that’s why we have 
consistently, you know, and more and more over the last year, devoted more of our times and efforts to it 
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because it just results in so much more of our bottom line than our efforts in pinterest. Now that doesn’t mean 
that any of those things go away. It just means that it has allowed us to look at it and focus and say, “Okay, 
while we do get a lot of traffic from all these different channels, this one actually gets us the most end results.” 

E: Right

S: So this one we’ll focus a little bit more on and some of these other things, we may not have to be our main 
focus. Although it’s important that those feed the top of the funnels well. Do you know what I mean?

E: Absolutly. I mean you can’t shut down those different channels. You don’t want to be like: “Well Pinterest 
isn’t converting, so we’re done.”

S: Yeah

E: And I do think that is where it is a little bit hard for individuals who only have so much time. And you’re like: 
What do I do? How do I? I can’t do everything but I’ve got to figure out something. And what do you say to 
those folks. You know, how do we… you know I work for myself. I don’t have anyone else helping me out. And 
so I have ignored Facebook. Which is like an idiot move, but I loose my mind if...

S: I don’t know if it is

E:. The only thing I did is put a ‘like” button at the bottom. So you can “like” Get To Work Book Facebook. 
So I don’t really know exactly what that means but the point is, it’s there for the people who are super into 
Facebook. But I don’t have any resources at all devoted to it. 

S: Right

E: And I think that other people might not have any resources devoted to instagram, or whatever it is. But I 
guess what I’m trying to say is just being encouraging. If you know you can’t do everything, that’s okay. You 
know, like pick something that you feel like you can be consistent at. And then do what Sam does and try to 
pay attention to what’s actually bringing in dollars, because followers are important, but dollars are what will 
pay your bills. Haha.

S: That is what will allow you to quit your job. Follows are what allow you to actually pursue this. If you’re not -  
April actually says something a lot that I think is funny. She says, “If you’re not growing, you’re dying.” Which 
is so funny because in so many ways it’s not even in reference to business. But it’s just if you’re not pushing 
yourself and constantly figuring out ways to grow this, then it will chip away. And that doesn’t mean, you 
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know, that you can’t re-invigorate it or it doesn’t, you know it ebs and flows. 

E: Absolutly.

S: But if you’re not figuring out ways and new ways to continue to grow it. The parts that chip away, which is 
natural attrition from your stores leaving for whatever reasons. If you’re not adding more, than eventually it will 
chip away so much that you won’t have anything. And that’s where I look at people and I say, I understand 
that you have integrity and I understand that you want to make sure that you’re not overly pushy to your 
audience. But at the end of the day, you know, you need to make money in order to have this be what you 
want it to be.  And I think that that feeling comfortable and calling yourself a business person is probably one 
of the first steps in saying, you know, this is I’m an entrepreneur. And this may be a part time thing, or this 
may be a full time thing but I’m an entrepreneur this is how I make my money. And feeling comfortable with 
that. 

E: Yeah, and being proud of it. Like hey, it’s okay to make money with it.

S: Yeah, Yeah.

E: Like it’s okay to want to make money. And this you know, you want to deliver a good product, you want 
to be solid and you want to make money. And those things get to work hand in hand. So as we’re wrapping 
up here, for someone who’s listening who is kind of new to this. Whatever they have. Whether they have a 
shop or they have a service industry business or they have a physical product/business, and they’ve kind 
of, maybe they’ve established an account on many different platforms. Maybe we can kind of both share our 
advice but do we have any suggestions for people who are just like “Where do I start?” Like what should be 
my first thing to think about?

S: Um, so I think the first thing you should think about is: who you want to talk to? And who do you want to go 
after and you know, I’m sure you’ve done things about this, about defining your  audience and your target. 
And it’s about who is this that you’re going after. Who is going to want my product? Who do i want to talk to? 
And then you can figure out where they are. So if you’re talking to business owners, maybe they’re you’re 
audience and you’re target. But it’s just really about who is going to want my product? Who am I going to talk 
to? And then if you’re going to talk to business owners, maybe  Linked-in is the channel where they are and 
you need to pursue that to fill the top of that funnel. Or maybe it’s Instagram. For our Studio Calico, you know, 
Instagram is a really big one for us because, you know, it is so visual. So it really just starts with that I think. 
ANd then like you said, picking one and then being consistent with it. Which is like you said, that’s something 
that I think a lot of people say, but it’s so hard and I understand that.
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E: Yeah

S: You know, and I would say that once you  do that. Just making sure that everything you’re posting has a 
reason to click it. A reason to take an action and what’s the next action. And that can be as simple as going 
to your  blog or going and checking out a new video that you posted about your product or anything really. It 
could be engaging with the photo in and of itself. But giving them a reason to come to your site more often is 
always going to result in higher sales. And so I would just say focus on that first and make sure that you have 
Google Analytics set up on your sight. If you don’t know how to do it, yeah, do it now. Even if you don’t use it 
for 6 months, let it start tracking data. Let it start capturing historical things for you and later on, when you are 
ready to delve into it, it actually can be really simple or really complex. I mean you can get a lot of data out of 
it. But even at the top level overview page, it is really valuable. So I would just encourage anybody to set up 
Google Analytics and then set up a page and start it. 

E: The Google Analytics, if you already have it, you already know. But if you don’t, it’s really easy to set up. 
You go you set up your site, it gives you a code and then you paste it in, then it’s rolling. If you’re on Etsy it’s 
even easier, you just paste a code on your Etsy sight. Any site you can add it to and it is free. I think maybe 
you can pay for some level of data, but I think most of it is free. 

S: We don’t pay for anything.

E: Yeah, then you can do it. That’s plenty of data. Yeah, I agree, I think consistency is key and I think 
delivering on one channel consistently, if that’s all you can manage in the beginning is worth it. I went ahead 
and I set up a twitter feed and an Instagram feed for Get To Work Book. And I have done very little on the 
actual Twitter feed, but I like the idea that if someone wants to tag me on Twitter, they can and that feed exists 
for them. And so, I think Amy Henderson, if you read her blog, she posted this. Even if you’re not posting 
on these accounts it’s worth-it to have the page or it’s worth it to own it. And so other people can tag you. 
And other people can share you. And that’s free, amazing marketing that you’re not even having to think 
about. And so it’s worth-it to just kind of get on all of the platforms. And as I’m saying this I’m like “Facebook, 
Facebook, Facebook.” But it’s worth-it to do that so you can let other people start chatting about you for you 
and you don’t have to be quite as worried about it.  And don’t worry if you miss a day or if you have something 
come up, whatever. That’s okay, just come back up the next day and don’t make apologies for “oh, I’m so 
sorry I haven’t posted in 6 weeks.” No, just own it and get working on it again. And it’s okay to have those 
blips in the middle.

S: Yes I totally agree. And I also think that I heard, his name is Scott Stratten. He wrote Un-marketing which 
is a really good book. I heard him speak one time and he said that if you, who are you to decide how 
your people receive your content? You know, if they’re on Twitter they can engage on twitter and have a 
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community on Twitter. Who are you to say, “No I don’t like Twitter.” And so, I think that even sharing content 
across platforms, while there are huge advantages to having exclusive content just for Twitter or whatever. 
That’s a lot of work. So even just sharing content across platforms like posting to Instagram and also posting 
to Facebook and Twitter. Just so people are there I think is just a great practice for people who don’t 
necessarily have a lot of time. Because there are going to be people who are more comfortable engaging 
those platforms and then they can do so and they can find you there. That’s a really great way for people who 
don’t have a lot of time to tailor their content, I think that’s the answer.

E: Yeah. I think that’s a really good suggestion too. Cool. Well this is good. I feel, and I know I already said 
this. But I feel like we could talk and talk about this forever. 

S: I know and I feel like I had so much in my notes that I feel like I could have said, but I also feel like we had 
such a good conversation without the notes. 

E: Yeah, well good, good. And folks that are listening, I’m trying to get the show notes posted to the podcast 
page. From what I gather, can happen is if you’re listening to the show on your phone you can click for more 
information or whatever and there should be a direct link to the show notes. That’s something I had requested 
so I’m working on doing that. So you should be able to click to see other resources that Sam and I mentioned. 
And if you have questions or if there’s something that like really in depth. Obviously we grazed over a lot, so if 
there’s something that you have more in depth questions, I would love that feedback and suggestion so that I 
can hopefully do another episode about it. So go ahead and feel free to email me or get in touch at instagram 
@elisejoy and I can make sure that I am covering some of those topics because I have a long few months 
here to fill with shows. So I’m excited about it. Sam I want to thank you so much and links to where you can 
find Sam and links to where you can find out more about Studio Calico will be all over the show notes but of 
course StudioCalico.com will get you probabably connected too.

S: And I did want to mention, and I hope this is okay. But I have a code for your readers that I wanted to come 
and just try out a studio calico kit. We have kits that help you make beautiful things. So I have a kit that you 
can come and try out for free. So I can put that in the show notes but “ELISE” is the code. They’re welcome to 
try that out for free and just see what we do here at Studio Calico.

E: Thank you that is very generous. I do appreciate that. I will for sure put that in the show notes. But, “Elise,  
E-L-I-S-E” that will do it?

S: Yes, that’ll do it.

E: Well thank you so much. I know that you’re very busy and you have a lot to do on all your social media 
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platforms and you probably have a newsletter to send so...

S: That’s right. Or a couple. Yeah.

E: Thank you so much for joining me. 

S: Thanks Elise, have a great day.

And that’s it folks. Thanks so much for listening as always you can find out more about this show at Elisejoy.
com. If you like what you heard please tell a friend and consider subscribing on itunes. Thanks! 


