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About the Author
Tamara Eckles is the founder of Jem of the South, the premiere on-
line boutique to “Discover Something Sweet”. She is also the host of 
“Discovering Sweet Success” Radio and the producer of Rare Jems TV. 

Tamara is a self-taught baker who has been tinkering in the kitchen since 
she was a young girl.   Since making her first cake from scratch, Tamara 
has been in love with all things sweet. Tamara’s dessert “Jems” include 
homemade pralines, assorted marshmallows, cakes, pies and cookies, just 
to name a few. 

In 2010 Tamara launched Jem of the South as a place to chronicle her 
adventures in dessert making and as a result, Jem of the South has quickly 
turned into the go-to place to discover dessert recipes, tips and the latest 
trends for all things sweet.
Tamara  also uses her Jem of the South platform to promote rising 
dessert industry stars. Some of the dessert business owners Tamara has 
interviewed include High Road Craft Ice Cream, Julia M. Usher award 
winning Pastry Chef and Author and Lifestyle blogger Courtney Dial, 
author of Push-Up Pops and founder of Pizzazzerie. 

When not creating yummy desserts in her own kitchen or seeking out 
hidden dessert jems, you can find Tamara cheering on her college Alma 
Mater, Clemson University on game day. Go Tigers!

Want to connect with Tamara? Check out these links:

http://www.jemofthesouth.com
http://www.jemofthesouth.com/high-road-craft-ice-cream/
http://www.jemofthesouth.com/julia-m-usher-the-ultimate-decorated-cookie-artist/
http://www.jemofthesouth.com/interview-with-courtney-dial-of-pizzazzerie/
http://pinterest.com/jemofthesouth/
http://www.facebook.com/Jemofthesouth
http://www.twitter.com/jemofthesouth
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Recipe 1
Don’t Get Stuck in the Kitchen-Plan Ahead!

Ingredients:

Planning Calendar
Budget

Directions:

Have you ever gotten ready to bake something really amazing and then 
realize that you didn’t have the crucial ingredient on-hand or the right size 
pan? This is usually the result of a bit of poor planning. 

When it comes to a dessert business, poor planning will not only ruin 
your recipe, it will make or break your success. It’s crucial to have a super 
sweet plan in place before you attempt to run a dessert business. The most 
important element to your plan is timing. If you leave your cookies in the 
oven too long, what happens? They are a burnt, crispy mess that stink the 
whole house up. The same goes for your business. If you have poor timing, 
you’ll miss opportunities to sell your goods leaving you with a whole lot of 
stale ingredients and no money in your pocket. 

Taking a chapter from the fashion industry, you may notice that they have 
us thinking about Spring while we are still in December. Another example 
comes from the home goods industry. Every year we see Christmas 
decorations going up earlier and earlier. No longer are retail stores 
waiting until November to get  us thinking about how we will decorate for 
Christmas. Nowdays, they start in October! 
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So planning out your year in advance is critical because you don’t want to 
be scrambling to come up with ideas and promotions a month before a 
holiday. 

In order to assist you in planning your year, we will break down each 
month with all the holidays and events that you can cater your business 
towards, to serve your client base. However, remember that there is always 
a party somewhere, so make sure you focus on year round promotions. Be 
creative and think outside the box!

The following activities take place during the year:

•	 Weddings 
•	 Wedding Anniversaries
•	 Bridal Showers
•	 Baby Showers
•	 Birthday Parties (Adults and Children)
•	 Business Grand Openings
•	 Business Anniversaries
•	 Business Expos
•	 Book Launch Parties
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January
Offer an item that may be waist conscious, since people will be getting over 

an overindulgent holiday season. An example could be to offer a mini-
version of your baked item. 

February
Valentine’s Day: Start marketing for this holiday in early January. 

Chocolate Lover’s Month, Black History Month, Superbowl

March
St. Patrick’s Day: Soon after Valentine’s Day, start promoting your St. 

Patrick ’s Day specials.

Mardi Gras, March Madness

April
Easter, Passover, Bridal Showers will begin, Administrative Professionals’ 

Day

May
inco de Mayo, Memorial Day, Graduation, Mother’s Day, Basketball 

Playoffs

June
Father’s Day, Beginning of Summer, Weddings, Graduations

July
National Ice Cream Month, Independence Day, Weddings
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August
Weddings, Graduation, Back to School/College- Tailgating ideas, etc.

 
NFL season  think about dessert ideas for those parties

September
Labor Day, Back to School, Hispanic Heritage Month

October
Bosses Day, Halloween, Weddings

November
Thanksgiving

December
Christmas, Kwanzaa, Hannukah

Here is a link to all of the quirky food holidays that are celebrated 
each month. Study this site and use this as a fun way to strategize your 
marketing tactics for the year.

http://www.thenibble.com/fun/more/facts/food-holidays.asp#index 

http://www.thenibble.com/fun/more/facts/food-holidays.asp#index
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I believe that marketing is all about persuasion. When it comes to desserts, 
people will bite because who doesn’t like something sweet? All they need is 
to be reminded.
 
Think about when you see a restaurant commercial. You could be minding 
your own business, and then you see a juicy hamburger, hot fries and an 
ice cold soft drink. You don’t even have to be hungry, but the impact of 
that commercial makes you want what you just saw in the commercial. 
You want to make the same impact on your potential customers with your 
dessert offerings.
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Recipe 2

Your Carrying Card

Ingredients:

Business Cards
Cellophane Bags

Stickers
Ribbons

Double-Sided Tape
Bling:-)

Samples of your dessert
Great Photos of your desserts

Directions:

Of course what comes to mind when we think about networking and 
marketing ourselves to a new audience is Business Cards. 

In addition to your business card or even in place of a business card use 
your product as a way to promote your business. Offering samples of your 
dessert is an approach that will surely make your business stand out.  I 
know this will not work for every dessert business, but I would like to give 
you a few examples of how you can use this concept to work for you. 

Let’s say you have a specialty candy that you make. Instead of spending 
money on 5000 business cards and having half of them tossed in the 
garbage, spend that money on cellophane bags, print some stickers and add 
a small sample of your candy and hand that out when you go to your next 
networking event. 
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Another great example of using your product as a marketing tool can be 
seen with the Coffee Toffee Company. I’m not sure if they carry their toffee 
around with them, but I do know that if you visit their website, you can 
order a free sample of their toffee. 

Offering free samples on your website is also another good way to market 
your business and allow people to try before they buy.  Mailing your 
product to someone also opens up a larger market for you to distribute 
your product. Remember, you are in a business that focuses on taste and 
presentation. If it looks and tastes good, you could find yourself with an 
immediate sale!

Jem of the South’s Vanilla Marshmallows
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Jem of the South’s individually wrapped chocolate chip toffee cookies w/ sticker and website information

When using stickers, make sure to include your business name, contact 
number and website address. This is useful information that will direct 
your potential customers back to your business for the sale! The stickers I 
use for Jem of the South were done by a local company and cost me around 
$10 for 30 stickers. So, make sure you seek out local companies to do the 
work for you, if you don’t have the skills to make the stickers yourself. In 
the long run, it will save you time and money and you will walk away with 
a quality product. 

Keep in mind, everything you put your company name on reflects your 
brand so you want to make sure you are building a brand that people 
respect, recognize and will recommend to others. 
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Now for those who don’t have a dessert that can be used in place of a 
business card, I still have an option for you. As I stated earlier the dessert 
business is a visual one. If your dessert is visually appealing, then you will 
likely have a person want to try that item for sure. That being said, if you 
can’t carry your dessert with you, put a picture of your actual dessert item 
on the front as well as the back of your card. Don’t use stock photos, show 
your desserts so that people can see what they are investing in. Also, make 
sure the picture you use is a quality picture. People eat with their eyes so 
make sure the color is sharp and the product looks outstanding!

Where to shop:
Business Cards: Find a local print shop to make your business cards and 
stickers.  

Graphic Designer- No Contenders Creative Agency, www.nocontenders.com

Miscellaneous items: Craft Stores Like Michael’s or Joanne’s fabric (bling, 
ribbon, cellophane bags.)

http://www.nocontenders.com
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Recipe 3 –  Build Your Online Presence : 

Social Media, Your Website & Blog

Ingredients:

Your witty personality
Valuable information

Specials & Offers
Website Concept Ideas

Good Graphic Designer
Reliable Hosting Website Service

Directions:

Yes, social media. A year ago if you had told me I would over 2000 Twitter 
followers and over 500 Facebook Fans, I would have laughed hysterically 
or given you a weird look. I’m so glad that I didn’t allow the thought of a 
new way to market myself and my brand hold me back. If you are not using 
social media, you are missing out on an effective and inexpensive tool to 
promote and sell your product. Social media opens your business up to an 
audience that reaches far beyond you local community.   

Twitter
I am going to get a little elementary here, so those of you who are already 
utilizing Twitter as a marketing tool, please bear with me. 

Twitter is a real-time social media tool used to convey an idea, thought, 
etc. in 140 characters or less. In the Twitterverse as it’s called you have 
to be creative in how you get your point across. If you are thinking, 
I’m a business person, why do I need to be on a social media site to tell 
people I am at the grocery store?  Twitter is much more than that. If 
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used strategically, you will meet and engage with people you would have 
never thought would give you the time of day! One way to use Twitter to 
market your business is to first build your list of who you want to follow. 
For example, I follow King Arthur Flour, Domino Sugar, Duncan Hines, 
the Food Network as well as baking bloggers and other influential dessert 
people and businesses. I also follow local dessert business owners. I re-
tweet dessert business owners’ specials and anything else I believe my 
followers would like to know about these businesses.  You can also add 
photos of your dessert goods and link back constantly to your website so 
that people will visit to check out what you have to offer. 

Twitter is one part social club and one part boardroom. Twitter allows 
you to converse with people all over the world as well as allows you to 
meet potential customers and make business connections in a new and 
exciting way. Why the boardroom analogy? I’ve personally met people via 
Twitter that have in turn become guests on my radio show, “Discovering 
Sweet Success” or have opened up the door for me to be a guest on a radio 
show as well. I had the pleasure of interviewing Lynn Steinberg, owner 
of Goodies For Gifts and a tweet opened the door for me to be a guest on 
WVON 1690 AM, The Talk of Chicago. 

Even with the business part of Twitter, make sure you balance the social 
aspect as well. Sell, but also have conversations with your Twitter followers 
and those whom you follow. People do business with people they like 
and trust. If you genuinely show interest in others, I believe it will be 
reciprocated. 

One example of a great relationship I built from Twitter is with Julia Usher, 
Author of “Cookie Swap” and “Ultimate Cookies”.  I saw a tweet about a 
contest her publisher was having and I just so happened to be highlighting 
cookie artists on my blog at the exact same time! I sent Julia a note via her 
website’s contact page explaining how I found out about her new book. 
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Julia immediately emailed me and agreed to do an interview with me on 
my radio show. I was even able to host a contest and give away a copy of 
her new book. How amazing is that? Now all of Julia’s 4000+ followers 
know about Jem of the South and could potentially become a part of my 
customer base.
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Facebook
Most of us started out using Facebook to reconnect with old friends and to 
stay in contact with family members who live miles away from us. Wait, let 
me backup a bit. Facebook was originally only available to students with 
a college email address.  Now, fast forward to where Facebook is today. 
Businesses clammer to get their customers to “like” their Facebook pages. 

I was recently on a tele-seminar with Facebook Guru Amy Porterfield and 
she offered the following Facebook statistics:

•	 96% of American’s are on Facebook
•	
•	 96% of businesses use Facebook as a marketing tool
•	
•	 Of all age groups who use Facebook, usage has never dipped below 95% for 

people who have a other social media accounts
•	
•	 60% of small and mid-size businesses spend less than $100 on social media 

marketing
•	
•	 People are more likely to purchase from companies they follow on Facebook

These are exciting statistics and prove the value of using Facebook to 
market your business. Not only is Facebook a platform for all age groups, 
using Facebook for marketing is extremely cost effective. Who can beat 
paying less than $100 for marketing?

Proper use of Facebook, like Twitter, involves engagement with your 
audience. Ask your “fans” questions about what they want from your 
company as well as offer tips and specials. Facebook also allows you to  
display your products to potential customers so post pictures galore on 
your page! 
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You can also use Facebook to take quick and easy polls from your 
customers. For example, I conducted a poll where I asked my fans what 
content they wanted to see from Jem of the South. From that poll, I found 
out that people wanted dessert tips and trends. As a result of the feedback 
from my fans, I started a monthly dessert trend feature that has really taken 
off and  has gotten loads of rave reviews.

Also, talk to your customers often so that they know you are there for them 
and haven’t just put up a page to get a bunch of “likes”. 

A word of caution about using Facebook as your businesses website. Do not 
rely on Facebook to be your only place of virtual real estate. Facebook is 
owned by someone else, it’s not yours so the owners can change the look, 
functionality, etc. and you have no say in the matter. Use Facebook only as 
a tool to market to a large audience and engage with your customers on a 
more intimate level. 
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Other social media sites include Pinterest which is one big virtual wish 
list and LinkedIn. I have not delved deeply into LinkedIn, yet, but a great 
source to learn how to maximize LinkedIn is www.smartblondemedia.
com/ 

http://www.smartblondemedia.com/
http://www.smartblondemedia.com/
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As I mentioned above, having a website or your own company’s virtual real 
estate is critical. When I receive someone’s business card or I am given a 
referral for a business, I immediately look for their website or do a search 
to find them online. If a company does not have a website it’s very hard to 
determine their credibility. You’re probably thinking that a website costs 
money. Yes, that’s true, but your business is an investment and a website, 
at a minimum should be factored into your business budget because you 
want people to find you online. Your website lets the world know you are 
serious about your business and about providing a quality product and 
service to your customers. 

Not sure where to start regarding the look of your business website or 
where to find a graphic designer?
 
•	 Look at websites of dessert businesses you admire to get inspiration as to 

how you want your business website to look.
•	 Study their sites to see the ease of use and note the things you like and dislike 

and build your website inspiration from there.
•	 Also, you can find out the web designer they used by scrolling down to the 

bottom of the homepage which usually shows site created by, XYZ company.



Tamara Eckles © http://www.jemofthesouth.com

Once you have your website up and running, make sure you include a 
section for a blog. Blogging is another way to market your business.  You 
can use your blog to share the daily ins and outs of your world in the 
dessert industry. I’m sure you are thinking, “great another thing I need to 
do”.  To that, I would say, yes, it’s another thing for you to do, but it could 
be the only thing you have to do. How you may ask? You can use your blog 
content as the ingredients for Twitter and Facebook posts. How do you 
achieve this harmony? 

Write your blog, then post the link on Facebook and Twitter. The goal is to 
always drive people to your website so that they can see what products you 
offer. As stated earlier, your website is your virtual real estate. Facebook 
and Twitter are great, but they could be here today and gone tomorrow. 
Use them now while they are popular and free, but never forget they are 
tools used to get people to your business.

http://www.jemofthesouth.com/blog

http://www.jemofthesouth.com/blog
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Recipe 4 

Word of Mouth

Ingredients:

Family and Friends who are you #1 fans
You and your employees

Directions:

Let’s not forget tried and true word of mouth method of marketing.  Get 
your friends and family talking about your business and how great it is. 
Give your mom, dad, sisters, brothers, your extended family and  friends 
your business cards as well as samples of your goodies. Use your support 
system to help sell your business. This is yet another form of inexpensive 
marketing for your business. When your friends or relatives have a party 
at work, offer to provide a dessert and ask them to give out your business 
cards. 

Also, don’t forget the power of email. Get your website and product 
offerings into the hands of your friends and family via e-mails. Have them 
forward those e-mails to their networks. Some will bite, some won’t, but 
what do you have to lose? 

There are several companies that offer email services marketing services. 
The two that I am familiar with are Constant Contact and Mail Chimp. 
These email platforms allow you to create newsletters and will also allow 
you to add icons that link back to your Facebook and Twitter pages. Mail 
Chimp offers a free service while both companies offer paid premium 
programs as well.

http://search.constantcontact.com/index.jsp
http://mailchimp.com/
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Sample E-mail Newsletter
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Recipe 5

Attending and Preparing for Events

Ingredients:

Great Venue
Eventbrite for ticket sales

Camera
Table decor (tiered stands, white serving trays)

Napkins, plates
Friends and Family

Personality and a smile!

Directions:

I have people ask me all the time, how do I plan my own events and how 
do I prepare to present Jem of the South at events where I’m vendor. In 
this section, I want to offer tips and tricks I used to plan my very first 
event, “2011 Dessert Bucket List, Spring Edition” as well as the process I 
go through to set Jem of the South apart from the rest of crowd, at other 
events I attend. 

The first event I participated in was the one year anniversary celebration 
for Stylish Consignments, a local retail boutique. It was my very first 
event and the first time I prepared over 100 of anything. Yes, it was a huge 
undertaking for me, but I pulled it off. I am what you called a hybrid 
entrepreneur, a phrase coined by Ms. CEO owner Felicia Joy. In other 
words, I work full-time while growing Jem of the South part-time. I’ve 
interjected this bit of information to let you all know that I had to juggle 
my full-time job while taking on this project so it was indeed a challenge, 
but I was up to it! 
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I used what I had in my home to display my baked treats. I had a three-
tiered stand and white serving trays. Using white dishes to display your 
baked goods is an excellent way to have your desserts “pop” because they 
allow your desserts to be the star of the event. It was my first event and I 
used very basic items. I didn’t go out and buy anything new and you don’t 
have to either. Solicit items from your friends, family, neighbors, basically 
whomever that party decorator extraordinaire is in your circle. They will be 
happy to let you borrow items to help your business look professional!

Once you’re at the event, make sure you smile, greet people and be 
energetic. Not feeling energetic? Just remember it’s your business so do 
your best to show people you are enthusiastic about what you do. If it’s 
your passion, make sure that shines through in how you carry yourself and 
present your product. Don’t slouch, frown or stay seated when a customer 
comes by your table. Think about the message you are sending when 
you stay seated and have a sour look on your face. Would you want to do 
business with you? First impressions are everything and that is not cliche. 

Okay, now let’s back up a minute. I’m sure you are asking, “what’s a dessert 
bucket list”? Well, it was a popular blog post I wrote that turned into a fun 
event where I was able to meet my awesome Jem of the South fans. 

I set my menu, tested recipes then about a half month prior to the event, I 
set up a page to sell tickets via the online ticket venue, Eventbrite. 

http://vimeo.com/16455576
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Eventbrite is an easy tool to use because it allows you to sell tickets to your 
event for a small fee. Eventbrite also allows you to promote your events 
through Facebook and Twitter.

Here is the postcard I used to advertise my event. I asked fellow business 
owners to hand them out and display them in their stores. The venue I 
used to hold my event also handed out the cards as well has had the cards 
on display. 
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Video from my event

http://vimeo.com/23753776
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Recipe 6

Face to Face Networking 

Ingredients:

Business Card
Samples of Goodies

Winning Smile
Dynamic Personality

Elevator Pitch (Sample Pitch)

Directions:

Social media and email are great, but attending networking events is also 
important. There are meet-up groups in almost every city in the U.S. Find 
the meet-up group that suits your needs. I have met some amazing people 
at events where I didn’t know anyone, but stepped out of my comfort zone 
to make sure my face was in the place. One event that I attended was a 
Crave Atlanta event. It cost me just $25 to attend and it was at this event  
that I met several small business owners. A year after attending that one 
event I was able to contact the owner of a dessert business and have her as 
a guest on my website. I would not have met this person if I didn’t get out 
of the house and attend this event.

Other events I have attended have been free as well. At one free event, I 
met a business owner who makes candles and as a result of attending that 
event she donated a candle as a door prize to my Bucket List event. Again, 
if I had not gone to the networking event, I would not have met this young 
lady to partner with. Today, we have become close friends in business 
and help encourage and motivate each other in our respective business 
endeavors.
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Recipe 7

Give Back to your community

Ingredients:

A generous spirit
An organization you love

Directions:
I  strongly believe in the importance of giving back to the community. My 
only cautionary statement is that you must make sure that you are strategic 
in the number of events you give back to. One suggestion would be to give 
charitable donations twice a year or maybe once a quarter (depending on 
what your budget allows). You may only be able to make one donation a 
year, but that’s okay. 

Give from your heart and be okay with the fact that your giving back is also 
a way for you to let others know that you are a viable business owner who 
is aware of the importance of being a good corporate citizen. You also want 
the community to know you are a business owner who believes in working 
a profitable business (which is also a way to show you are providing jobs 
for the community, etc.) 

A few organizations I was happy to partner with was Gem and Jewels an 
organization that has programs for young girls. I provided my famous 
chocolate chip toffee cookies for an event for the girls.  I also participated 
in the Share our Strength Great American Bake Sale with fellow Atlanta 
food bloggers.  I provided mini lemon bundt cakes and we raised the 
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most money of any organization during the day of our bake sale! Other 
organizations I donated baked goods too were the Atlanta Diaper Relief 
Fund, Alpha Kappa Alpha Sorority and Free Chapel’s Men2Men Ministry.

Mini Lemon Bundt Cakes for Atlanta Bloggers Great American Bake Sale
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Closing Words

I hope you find these tips helpful and that you will implement as many of 
them as possible to help you build your customer base and generate the 
sales you desire. 

Best wishes -for becoming a successful dessert business owner!

Here’s to your sweet success,
Tamara Eckles

Want to work one on one with Tamara to help promote your business? 
Send her an email at info@jemofthesouth.com to set up a consultation.

mailto:info@jemofthesouth.com

