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Kelly: You're listening to the See Jane Invest Podcast, episode 23. Featuring Hope 
Gillerman, a wholistic healer, entrepreneur, and author, and the founder of H. Gillerman
Organics, a line of essential oils that have been feature in spas and luxury retail outlets for over
10 years. 
 
Kelly: Hi, I'm Kelly Keenan Trumpbour. As an angel investor and film producer, there is one
question I always ask myself and the women I mentor, what does it mean to invest in yourself
and not simply wait around waiting for someone else to invest in you? 
 
Kelly: If you want to play big in places that might not be familiar with your voice, your brand of
leadership, and your place in the world, the first person you should be expecting to back you is
you. If you're craving a conversation that goes beyond fighting for a seat at the table, and instead
talks about how to take over the whole damn lunchroom, you're in the right place. 
 
Kelly: Welcome to the See Jane Invest Podcast. 
 
Kelly: I meet many entrepreneurs who are really drawn into the wellness beauty 
space. It's a big thing right now. If you've paid attention to Gwyneth Paltrow on Goop, whether
you think she's doing stuff that is actually wholistic or strange, like wax that you're supposed to
use for very intimate personal wellness. Some of it comes in and looks like luxury and
overpriced, and there's a huge discrepancy in what's good products, what comes with the right
intention, and if you can get into that space. 
 
Kelly: Look, the wellness beauty space, there's a lot of money in it, but it's also highly, 
highly competitive, so it's my pleasure to talk to Hope Gillerman today. She is the founder of H.
Gillerman Organics. It's a line of aromatherapy essential oils. They're all organic, and she came
from a place of curating this line because she, herself, needed it. 
 
Kelly: She was a dancer in New York who suffered from sciatica. You're going to hear more about
that in the interview, but after learning how aromatherapy helped her, she developed her own
line, and she launched a retail line in 2008, right when the market tanked, which was a terrible
time to have to launch anything in retail. 
 
Kelly: But you know what? She went on and has been featured in incredible places 
like, oh, the US, UK, and Japanese versions of Boat magazine, Dr. Oz The Good Life, The New York
Times, Vanity Fair, Town & Country, Cosmopolitan, and Organic Spa. So what she is doing caught
on, and it wasn't just because she was good at her business. 
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Kelly: I think when you talk to entrepreneurs who really make it and survive in 
cutthroat industries, they often have a passion for what they're doing, and I would also say an
intention, and especially in this space, when you're talking about the wellness industry. People
who've really come at it with an intention to bring consumers the best of what they found and to
really connect the benefits of true wellness to their clients, to their customers, when that really
matters, when that matters as much, and I would say even more, than the profit that comes in, if
you can apply that with good business sense, I think that's where you get some staying power,
and Hope certainly has. 
 
Kelly: She had a line of products that originally debuted at Henri Bendel. She's been featured in
many high-end spas, and her products are just really well-thought of, everybody loves them. It's
just a pleasure to talk to someone who not only came with that great intention, but stayed in the
space long enough to know where she wants to head next. She has some great thoughts on what
you need to get into this market now, how the landscape for wellness and beauty has changed,
especially in the last 10 years, and what she hopes to do next. 
 
Kelly: So join me. This is a great show. She's really fun to talk to. Let's learn some more 
about essential oils and aromatherapy. 
 
Kelly: It's my pleasure to welcome Hope Gillerman to the show today. I think so many 
listeners out there are going to enjoy hearing what she has to say because Hope has a line of
essential oils and products that she, herself, has cultivated, curated over the years. She's been
very successful, and she's in the wellness and beauty space. 
 
Kelly: This is a very attractive space, especially for female founders. There's a lot of 
money in it, but there's a lot of challenges. I think Hope has incredible expertise of what it's like
to grow your own brand, get it to a place of success, and then start asking the questions of what
comes next. 
 
Kelly: Hope, welcome to the program. I'm so glad you're here. 
 
Hope Gillerman: Thank you. I'm really enjoying this. I'm looking forward to our conversation. 
 
Kelly: Yeah, me too, me too. Okay. Tell my listeners, how did H. Gillerman get started? 
What is that all about? 
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Hope Gillerman: Everything started for me with essential oils when I was a young woman. I was a
dancer in New York city and it was just a very, very lucky time where I was at the right place, at
the right time. The whole international dance world was located in Lower Manhattan, and I did
some dance training in college. I've been dancing since I was in second grade, and so when I
arrived in New York City, it was the beginning or all my hopes and dreams. 
 
Hope Gillerman: I was a kid who always had goals. I was going to be a dancer, I was going to be a 
choreographer, and that's unusual to feel that early on in life, so I feel very lucky in that I always
have this sense of purpose. 
 
Hope Gillerman: What happened to me when I got to New York City, literally, it was like any night 
of the week you could go into a beautiful loft space, dance performance space in SoHo, which
has been changed over to a residential area. It was really more for artists at the time, and you
could see dance performances, and some avant- garde musician would be playing the music, and
the costumes would be done by a painter who was very hot on the scene. 
 
Hope Gillerman: I mean, it was this incredibly lively moment in the art world where dance, and 
music, and performance, and visual arts all come together, so it was a really big letdown for me
when I developed sciatica. My sciatica was so bad that I couldn't really walk. I mean, it took me a
while to even admit to myself that I couldn't walk. I would go out, do two steps with my friends,
and about six blocks into it, I'd be like, “I have to sit down.” Or, “I have to go home.” and I'd be on
the verge of tears. 
 
Hope Gillerman: Eventually, I had to stop dancing altogether. There is nothing worse for a dancer 
than not dancing. It's like your blood isn't coursing through your veins if you're not dancing, so I
definitely fell into a very painful time in my life. It took me a while to figure out what was going to
help me through it. I went to traditional doctors, and they were like, “You should just be in bed.” 
 
Hope Gillerman: That was just out of the question. I mean, I needed to move. Luckily, my dancer 
friends, I started talking to everybody and telling them my problems, and they came up with a
couple of ideas for me, one of which was to go and get some massage therapy from a woman
who had just moved to New York. She had just finished her training in Europe, which is kind of
the birthday place of modern ... Well, it is the birthplace of modern aromatherapy, in France and
England, which is interesting to readers to know that modern aromatherapy is less than a
hundred years old. 
 
Hope Gillerman: Even though we think of aromatherapy as thousands of years old, it didn't get
reintroduced into the healing arts until the middle of the 20th century. That's where she came
from her training, and she did these two-hour sessions where she would apply essential oils on
the whole body, three different blends. 



© See Jane Invest

EPISODE: 23  See Jane Design a Beauty Brand with HOPE GILLERMAN 

Hope Gillerman: I really didn't know that much about essential oils. I mean, I was always 
enamored with French perfumery. I spent a lot of time in little perfume shops smelling things,
and I was very drawn to the natural scents, and I was always trying to learn more. But when I
encountered essential oils, I was kind of like, “Oh, this is just a plant extract. This isn't something
that's been created in a chemist lab, or something that a perfume house who's had to create out
of synthetic ingredients. This is straight from nature.” 
 
Hope Gillerman: I got very excited about that. Dancers are very much into natural and healthy 
lifestyle. I mean, we're like wellness from day one, really, because we got nothing but our bodies.
We've got to get up there, keep that going. Energy level, for example, is a really big deal with
dancers to keep your energy going, your ability to heal from an injury, all of that. It's like sports,
except you have this artistic goal, which is just totally fascinating project. 
 
Hope Gillerman: Anyway, so I went to see her, and I just got completely blown over. I got off the
elevator, and it was just like this giant wall of kind of ... It felt almost like the air was soft with the
oils. It was like a blanket that started to come around me, and it was very breathable air. It didn't
feel like sometimes if you go into the laundry detergent section in the supermarket, you have all
this synthetic perfumes, and you can almost kind of gag at breathing them in, or I do. 
 
Hope Gillerman: This was the opposite. It was just like this very breathable air, this beautiful 
scent, this kind of soft, welcoming environment. It was as if the air had become the healing
environment instead of it being the spa, it was the air. So I came in, and I remember during the
treatment I was just really confused, “Why is this helping me with my chronic pain? I don't kind of
get this, except I know I love it because it smells so good.” 
 
Hope Gillerman: Eventually, I just kind of let go of all my preconceived ideas, and I just kind of
floated into this other space. Two hours later, I got off the table, and she had really done some
very thorough work with the oils. I got off her table, and I just had a feeling of lightness that I'd
never had before. Dancing, it's a lot of hard work, and so you can get very tense about it. It's not
good. 
 
Hope Gillerman: I suddenly felt all that tension dropping away, and this sense of ease, this sense 
of buoyancy, this lifting of the depression, and this feeling that I had been cleansed from the
inside. I felt like my body needed a totally new set of gifts. Like what I was eating, and how I was
moving, what I was doing. It was like I started to feel that I needed to make some changes. 
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Hope Gillerman: I think that's what wellness really begins with, is that moment when you key 
into your body, and your body says, “No, you know what? I need this. That doesn't feel good. This
feels good.” I mean, that's what wellness is really about. It's about listening to your body. 
 
Hope Gillerman: So aromatherapy, the use of essential oils for therapeutics was my gateway into 
that revelation. That opened up a whole set of other possibilities. I went and studied with an
Alexander Technique teacher who showed me how my dance training had set up some bad
patterns, neuromuscular patterns, which I changed. 
 
Hope Gillerman: I had these two passions, but there was no place in New York City for me to 
train and become an aromatherapist, so I did train as an Alexander Technique teacher. For years,
I started working performing artists, but eventually, I focused my practice on people with pain
because I totally got rid of my pain. I only needed monthly sessions. I mean, that's how long they
lasted. The combination of aromatherapy and changing my body patterns, I got rid of back pain
forever. It was a very empowering process. 
 
Hope Gillerman: I mean, you think about what is empowering? It's knowing that your body knows
how to heal. If knowing that you can change your thought, you can change your patterns, you
can set yourself up on a completely different path and find yourself completely new, and
rejuvenated, and restored. I definitely had a very clear experience of that. 
 
Hope Gillerman: That very much informed my work as a wholistic healer that I wanted to make 
sure that other people had that experience that I wanted to empower them, that they could heal
themselves, that they could take hold of the situation and not feel like, “Okay, what is this
therapist going to do?” 
 
Hope Gillerman: I'm working with a guy ... Well, I'm not working with him, I should be working
with him, but I have a friend of mine who's going through a back pain, and he keeps telling me, I
mean, he's probably gone to five different chiropractors in the past month, since he's had this
pain, and he still got the pain. What I showed him in 10 minutes to heal this pain set him on a
completely course. It's just he didn't want to make the choice to follow through and keep going
with he sessions. 
 
Hope Gillerman: But that's the kind of thing that I'm talking about. When you get to a point 
where you have a problem, “Who's going to help me fix this?” Yes, get support, get input, but
also, look to yourself, listen to you, and see what your body is telling you and work on what you
can do to change your patterns, your thoughts process, your habits, the things that are holding
you back from self-healing because there is no more effective way to get to pain than by being
mindful. 
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Kelly: Take us from finding out all this extraordinary information that changes your life,
addresses wellness for you and for all your clients. I think there is a lot of entrepreneurs out
there who, like you, started with something that really speaks to them that was a transformative
moment in their life, and especially if you're in the wellness space. 
 
Kelly: I'm actually a trained meditation and yoga teacher, and there's this place of 
wellness and wholeness, and many move into the entrepreneurial space, which, of course, can
still nurture all of that. But tell us about what it was like to actually develop H. Gillerman
Organics, and what was the process of moving from being a practitioner into somebody who
basically went into retail and created a line of products that people could now buy. What was
that experience like for you? 
 
Hope Gillerman: I don't really feel I had a choice in the matter. Everything I did just sort of 
propelled me in that direction. What happened was that in my private practice, people came in
and in the very first interview, they would tell me everything. Their sleep problems, their issues
with travel, their issues with their skin, their issues with their immune system, and breathing, and
digestion. 
 
Hope Gillerman: All these different things would come up, and the scope of what I had to offer 
them was much more a sort of bodywork and musculoskeletal, and definitely working with
mindfulness. I mean, you need to give them more tools to work. So what happened was, over a
period of 10 years, I had kind of the ideal testing ground for the formulations that I was
developing. 
 
Hope Gillerman: In the middle of it, I did get some very specialized training with a Dallas monk
who has a very unique training in using essential oils within the framework of traditional Chinese
medicine, and that had tremendous resonance for me as a dancer. 
 
Hope Gillerman: The whole idea of yin yang is, I mean, that's about movement and dancing, so I 
was very drawn to that. The formulations were very much informed by that training. Also, I
discovered organic essential oils, and once I had sort of explored all these very powerful shifts in
my learning about aromatherapy, I very soon realized that I had some very powerful
formulations. That I was starting to be able to create something that was similar to the
experience that I have had with essential oils. 
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Hope Gillerman: This is in a climate where beauty had already brought in essential oils, but in a 
very superficial way. They were introduced into beauty products at very low percentages, very
low grades, and it was not like they were really formulations designed to capitalize on the
therapeutic effect. They were more for aroma, and they were often diluted with synthetic
fragrance, so people just weren't getting the powerful experience of these very, very nature's
most concentrated essences. There really isn't any other extract as concentrated as essential oils. 
 
Hope Gillerman: Once I had these formulations, I had about 40 different products that I had 
developed for my clients, and they were giving me all the feedback I needed. “This is working.
This isn't working. I don't like this. This feels great.” I just was like, “I need to bring this to market. I
need other people to benefit from this.” 
 
Hope Gillerman: I mean, my clients were getting benefits, and it just seemed like I needed to 
open that up to a bigger world. So there I was, it was 2008. It was the beginning of the financial
crisis. I had my products ready to go. I had everything in place, and nobody was buying anything.
I mean, nobody bought it, I think, for a year. I don't know if you remember that, but- 
 
Kelly: Yes, I do. Oh, it was terrible. Yeah. 
 
Hope Gillerman: ... It was a lot of crying. But my students were extremely supportive of me at 
that time. They were like, “You know what? It's only uphill from here. Just stick it out, the
economy is going to change.” 
 
Hope Gillerman: I did happen to have a very lucky shift that happened, which was the whims for
a day of beauty had a section that they would do on new emerging brands, and they profiled my
brand. The department store on Fifth Avenue and 57th Street, Henri Bendel was known for
showcasing new brands before that was into beauty. This was way back. 
 
Hope Gillerman: So all the buyers and all the salespeople would go to the store to look for the
new hot thing. They gave me what they called a pod, which is a table, and you can set up your
own display, right by the elevator. So everybody who was going up to Frederic Fekkai, including
Martha Stewart and all kinds of fun people, would pass by my booth, and I started introducing
people to essential oils, and nobody knew anything about them. 
 
Hope Gillerman: They had no idea if they liked them, they had no idea what they did, and that 
was the beginning of what I have been doing for the past 10 years, which is education. That was
the challenge for me, and I think it is a challenge in the wellness field. 
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Hope Gillerman: I mean, it's different with beauty products because we know what to do with 
shampoo, we know what to do with a moisturizer, but there was a big learning curve when we
started to introduce face oils and all kinds of different types of beauty products. 
 
Hope Gillerman: It's the same with wellness. We're introducing people to tools and techniques 
that they hadn't been using up to that point. Certainly, with essential oils, that is the big issue.
“What do you do with it?” 
 
Kelly: Yeah, and even where you were at Henri Bendel, since this is a retail space, how 
do you tend to get classified? Are you home goods? Are you beauty? How do the department
stores and the retail outlets look at your products? 
 
Hope Gillerman: Well, it was beauty. That was my only way in, beauty. The reason being is that 
luxury, the idea of a luxurious product that you put on your body, I mean, that's beauty. 
 
Kelly: Right. 
 
Hope Gillerman: From there, there was nothing retail, by the way, at that point to handle my 
products. This is all happening in New York City by the way, all the beauty boutiques in New York
City were focused on these very toxic, high-end products. They didn't know how to sell
something that was natural, so they weren't interested. 
 
Hope Gillerman: I remember one of the big chains of beauty boutiques wanted to take up my 
line, and they offered me so little money for the products, I just was like, “Okay. I don't think you
understand what I'm working with here. These are organic essential oils. They're really expensive
raw materials.” 
 
Hope Gillerman: That is the challenge of working with a luxury product like essential oils, is that 
traditionally in beauty, what's actually in the bottle is actually very inexpensive. It's the packaging
that costs so much. That's not true with essential oils, so I really had no choice. I had to go the
luxury route. In order to get people to get the quality that I thought they needed to get the full,
true, and powerful experience of how healing essential oils are, I had to go up into more of a
luxury format. 
 
Hope Gillerman: Luxury is more challenging. It means that you're always spending money on 
your packaging. Everything you have to put more money into it, basically. When you look like
somebody who's releasing a new product in plastic bottles with labels, that's a very economic
way to release a new product, if you can get it on the label, and you have a very inexpensive
bottle like that. 
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Hope Gillerman: But with essential oils, that was just not an option. I had to have glass, and at 
that time, nobody had glass. I had to think about packaging that would protect the glass, and my
glass doesn't break, but it was also the big time of department stores and companies that were
being eaten alive with chargebacks. 
 
Hope Gillerman: The consultants that I worked with, they were in sales and PR, to get myself set 
up, they were like, “Don't do glass. They'll just eat you up with all the chargebacks.” And I was like,
“I have to do glass.” I mean, essential oils react to plastic. I couldn't use it. Besides, I was looking
ahead, and I thought, “The world is about to turn to natural products, to nontoxic beauty.” 
 
Hope Gillerman: No More Dirty Looks had been published, other books about the toxicity in the
beauty [inaudible 00:24:26], or you can say it however you want, but there are definite
ingredients in beauty products that are carcinogenic, and you don't want to have them in your
everyday life. I knew that was happening. I knew that recycled packaging and sustainability was
going to be important. 
 
Hope Gillerman: I knew where we were going, and so I did look ahead very carefully about what I
was doing. The reason I came out with the products that I came up with is that, I realized that, “I
can't do body lotion, I can't do bath”. There was nothing then that was acceptable to work with in
term of the chemistry of it. 
 
Kelly: Wow. You were ahead of your time because I think natural oils, this was all pre- 
Gwyneth Paltrow and Goop, and not just because everything on Goop is natural, but the call to
natural, the kind of the allure of that being a marketable thing in itself. 
 
Kelly: When you're talking about essential oils ... Because I did meditation and yoga 
training in, I think, 2007, 2008 thereabouts, and I remember Wholefoods. Wholefoods was where
you got essential oils. If you wanted essential oils, that's where you looked for anything that was
quality. 
 
Hope Gillerman: Not quality. 
 
Kelly: It's not quality? 
 
Hope Gillerman: I mean, they have better oils there now, for sure, but at that time, when I was 
working on my product line, no, they had very low-grade oils. 
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Kelly: Wow. It's funny because that's where it was available. I mean, it was before a 
lot of online offerings were even available. They weren't luxury marketed at all. They were
marketed towards people who did yoga. You know what I mean? That was who they went after,
not much else had happened yet in that space. 
 
Kelly: Do you consider yourself a leader in getting the natural movement moving? 
 
Hope Gillerman: I don't want to sound popped up about it, but I do think- 
 
Kelly: [crosstalk 00:26:32]. 
 
Hope Gillerman: ... Yeah, I would definitely say that I was one of the set of women and men, at
that time, just like me who feel extremely passionate about the integrity, and the quality, and the
efficacy of our products. Of course, you remember that was another big thing when the market
shifted and people would stop shopping the same way, the big issue was added value. That's
what everybody wanted, so efficacy would go up to the top of the list. 
 
Hope Gillerman: Up until that point it was like, “Yeah, who cares what the advertising says? I just 
want to buy a new cream.” The sort of myth that beauty had dominated, but suddenly the thing
was, it had to work. It was the beginning of ... What was that stuff called? Cosmeceuticals? 
 
Kelly: Yes. 
 
Hope Gillerman: Which was so bad. Oh my God, they were disgusting products. But all that's 
gone, that's given way to much more sophisticated products. But that's kind of what that was
about. Like, “Let's bring in the scientists, and the chemists to make sure we actually do get rid of
our wrinkles.” That was a really big thing. 
 
Hope Gillerman: I think that at the time that I was doing what I was doing, there was nobody who 
was using essential oils in as concentrated a fashion, nobody was using organic essential oils,
and certainly nobody was packaging them in a way that could've helped the consumer
understand what this is really about. 
 
Hope Gillerman: Basically, every single bottle of the essential oil that you'd pick it up, it would
say, “Enlivening. Calming. Soothing. Balancing.” That was the only adjectives they used, and it was
like, “What do I do with this?” 
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Hope Gillerman: And it's like, “This is herbal medicine in a luxury format. You can actually use this 
to deal with pain, you can actually do this to clear your sinuses to help recover from a cold or flu,
to deal with your asthma, to deal with your headaches, to deal with your migraines, to deal with
your jet lag, your mental focus, your emotional health, your anxiety levels, your sleep patterns.” I
mean, this is all stuff that essential oils are great for. 
 
Hope Gillerman: Nobody was really helping people understand that they could use them, and at 
the same time we have all this giant interest in pharmaceuticals for everything. I think, of course,
now that's changed a lot, and people are realizing that they have to be much more careful about
where they go when they're choosing pharmaceuticals for sleep, and for mental health, and stuff
like that. 
 
Hope Gillerman: I think that's also bringing a lot of interest to essential oils, presently, but at that 
time, people just didn't really think about it. They were into vitamins. 
 
Kelly: How did you wind up scaling? Because, I mean, you've been around for 10 
years. You've had a lot of success. What was it like to not only survive, but do well as a leader in
this space? 
 
Hope Gillerman: Well, it was really challenging. Like I said, it's an expensive product to produce, 
so I quickly realized that everything had to happen gradually. I wasn't going to be able to make a
jump. The funding that I got was kind of dribs and drabs. I didn't get a big, giant whoop of, “Here.
Run with this.” kind of money. 
 
Hope Gillerman: It just made me do everything gradually. I realize now, looking back, that that 
kept me paced with what was actually happening in the market. It allowed me to adapt more. For
example, the first thing I figured out was, “Okay. There's no retail, so where are we going to sell
this product?” “Spas.” “Okay. Why are we going to sell them in spas?” Because in a spa, the people
who work there, number one, they're more artists than they are salespeople. 
 
Hope Gillerman: Massage therapists are artists. That's the kind of person I can talk to most
easily, so I knew I would have a bond with them because I was a bodyworker and a dancer. I also
knew that spas pay for training. They actually want their staff to be trained in how to use the
product, what is it for. Of course, we've all had the experience of getting a facial or getting a skin
care treatment, and then at the end, the aesthetician will recommend the products that they
want you to buy. 
 
Hope Gillerman: But that doesn't happen when you get a massage. They don't say, “Oh, when
you go home, buy this massage oil.” They want you to come back for another massage. That was
the challenge for me, was how to help the massage therapist understand that everybody could
make more money if they would help their product do ongoing self-care. 
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Hope Gillerman: That became my training. It was all about, “Look, here's how you're going to 
make your treatments more powerful. They're going to be safer for you because you're only
going ...” My product, being so concentrated, it was going to target a specific body and body part
rather than having to be a full-body treatment. 
 
Hope Gillerman: So it was going to be safer for the artist to work with the product. They were 
going to get better results, and then they were going to be able to recommend ongoing care
because the guest could buy the product in this at-home format, and that create loyalty to the
spa and to that particular massage therapist. 
 
Hope Gillerman: That's what I kept experiencing, and every time I would go into a new property, 
it was always a innovative spa director who would bring me in. Somebody who really understood
the directions like I did. The direction the market was going, what people needed, what was going
to really resonate with their clientele, and it was the beginning of wellness coming into the spa
arena as well. Which is a slow process because the spa world is conservative in terms of change. 
 
Hope Gillerman: Even though we see lots of new products coming in there, I mean, running a spa 
is like running a restaurant. They have so much overhead, and they don't like to take risks with
their products, and they like their backbar to be affordable. So I'm basically saying, “Look, mine
may be more expensive, but you're using less of it. It's so concentrated, they're not going to
overuse it.” 
 
Hope Gillerman: Because that's the main thing that spas worry about, is that when the massage 
therapist is in the room, they use up too much product. But if it's so concentrated that it would
be uncomfortable for them to use too much product, it's kind of self-limiting. 
 
Hope Gillerman: Those were some of the selling points that I highlighted when I went into the
spa world. From there, that kind of evolved, and I spent a lot of time working with press because
that was a really easy thing for me to do because all I had to do was going desksides with my
press agent, and people would welcome me in. All they wanted was for me to come to their desk
and help them relax. 
 
Kelly: So you were going to editors who were just stressed out beyond belief and 
showing them exactly what you do and what your products do? That's kind of ingenious. 
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Hope Gillerman: Yeah, exactly. In fact, one of the editors, she called me up one day and said, “I 
had a headache.” This is the beauty editor of Vanity Fair, SunHee, and she called me up on the
phone and said, “I had this headache, and it was really awful, and I started rummaging through
my drawers,” Of course, you can imagine that she's the beauty editor of vanity Fair, her office has
probable over 2,000 products. 
 
Hope Gillerman: So she's rummaging through the drawers, and she's like, “I saw this thing, and 
its intention. I did what it said to do in the box and my headache went away. You have to come
in. I have to meet you.” That was another break that happened for me when they gave me a little
leg up there. 
 
Kelly: Wow. 
 
Hope Gillerman: But things happen like that, where people are like, “oh, wow. This is really 
working. This is really helping me.” Ava Chen was very, very supportive of. She's now with
Instagram. She does the fashion liaison, and she's very influential on social media. Anyway, she
also was somebody who understood very quickly that, stick with Hope, and you'll feel better. 
 
Hope Gillerman: Also, Melisse Gelula from Well+Good. They had just started sort of right around 
the same time, and they were very, very generous with me. Melisse is one of my favorite people.
Yeah, she came in for a session sometimes. 
 
Kelly: That's fantastic. What's ahead for you? What do you do after 10 years in 
business? You found your way into all these spas. You've charmed editors. What's on the horizon
for your company and what you wanted to do? 
 
Hope Gillerman: Well, I think right now retail has changed. 
 
Kelly: Yeah, I bet. 
 
Hope Gillerman: Now what we have are these national chains, and I'm working with three 
different ones. Credo, and Detox Market that just opened a space in New York City, in SoHo,
that's amazing, next time you go you should go there. And the Anthropologie, which is continuing
to expand these large format stores that have whole wellness shops within them. 
 
Kelly: Wow. 
 
Hope Gillerman: I know. It's like my dream come true. 
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Hope Gillerman: I'm now starting to go back into retail. We now have, the product has to sell 
itself. It's a different set of problems. It's no longer having a massage therapist or receptionists
help to sell the product. Now the product is sitting on a shelf, and it's got to just hold its own. 
 
Hope Gillerman: Luckily, my packaging's held up, so that's been a big coop for me due to the 
work with my art director, Alison Oliver, who's just an amazing artist herself. I'm in a good
position to move into a new area, and I feel like what's going on right now is that people are less
kind of solution oriented with wellness, and they're more into understanding their mental health,
and their spiritual health is what needs full attention. 
 
Hope Gillerman: I think with meditation starting to be something that more people are learning 
about how beneficial it is, and you can take an airplane and turn on a guided meditation thing, if
you want, while they're flying. You know what I mean? It's really a wonderful shift. This shift into
mindfulness and also that fear, and anxiety, and depression are still big issues for a lot of people. 
 
Hope Gillerman: Like I said, a lot of people don't want to be doing the pharmaceuticals. Maybe 
they don't have a severe enough condition to want the pharmaceuticals, but they still want to be
dealing with it. That's been something that's coming up a lot with the press that I've been talking
to. They keep asking me, “What are we going to do about mental focus? What are we going to do
about anxiety?” It's like those two questions just keep coming back at me over and over again. 
 
Hope Gillerman: So I started thinking about the spiritual aspect of aromatherapy. The idea of 
something that evaporates into the air, and that you breathe it into your body, and it transforms
everything on a physiological and a biochemical level. I can substantiate all that, but what I'm
really talking about is the act of inhaling an essential oil is a mindfulness moment, and it is a
moment that you can easily incorporate into your life because it just feels so good. 
 
Hope Gillerman: It's not like something that you have to take time out of your day, and go 
someplace else, and make sure you work it into your schedule. You can literally just keep
essential oils and a diffuser by your desk, or I like to tell people that they can take a goblet-
shaped glass, like a wine glass or a brandy snifter, and put it by their desk and whenever they
want to take a breather, which is a great expression, they can put a couple of drops of essential
oils into the snifter, and swirl it around, and inhale some essential oils actively. 
 
Hope Gillerman: There you have, the act of mindful breathing, stopping, shifting your focus. I 
mean, that's an incredible mindfulness moment. At the same, those essential oils are going up
into the brain, and changing your brain chemistry, and changing your brain patterns. 
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Hope Gillerman: That's the moment that I'm trying to help people experience in many more 
ways. I stumbled onto a fabric company that is working with me on inhalation cloths, and
inhalation scarves, wraps even, inhalation pillows, inhalation night sleepwear. 
 
Hope Gillerman: What I want is for people to be able to take an essential oil and put a few drops 
on a piece of silk that's only dyed with flowers that have been reclaimed from Hindu temples
where they were blessed by the priest to offer up to the god Ganesha who is the god of
removing obstacles and stirring clear of evil. 
 
Kelly: Wow. 
 
Hope Gillerman: Yeah, so I wanted to take that intention from the woman who's preparing to go 
into the temple and offer flowers to the priest. She starts with her thought, “I want to offer
something up to this guardian of my wellness.” 
 
Hope Gillerman: She prepares a wake, and makes a beautiful reef with the scarves, and she 
offers them to the priest, and then they bless them. What had normally been happening was
then they'd sweep the flowers away, and they would go into the ocean. [inaudible 00:41:13]. 
 
Hope Gillerman: The fabric designer that I'm working with, she just had one of these a-ha 
moments of, “I need to reclaim those flowers.” So they're laid out on either organic cotton or
organic linen, or on this very beautiful silk that they make, and she lays out the flowers and
steams them into the fabric. These temple-blessed flowers, and the pigment creates a pattern.
It's just extremely beautiful. 
 
Kelly: Sounds like it is. Yeah. 
 
Hope Gillerman: It's just this really kind of wonderful connection between the ritual, and 
inhalation, beauty, luxury, sensuality, and also this deep connection to intention, and focus, and
mindfulness for all human being. 
 
Kelly: That's exciting. That sounds like a beautiful, beautiful direction to go in. 
 
Hope Gillerman: Thank you. I know, it's definitely beautiful. 
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Kelly: What would you tell someone who's listening who might be in the position you 
were back in 2008 where they're entering the beauty space with the best of intentions, they're
coming from a place of wellness, they want to work with organic products, they want to really
offer people healing wellness, even working with a sense of what's good for the mind, what's
good for the spirit. But they're coming into an industry that there's a lot of money in it, there's a
lot of competition. That would you have told your younger self if she was entering the market
today? 
 
Hope Gillerman: It's very different market. I think that today you do have to get the packaging 
completely down. It has to be Instagram ready, it has to be beautiful. It doesn't have to be
complicated, but it's still just as important as it ever was if you're going into anything that has to
do with beauty and really any product. 
 
Hope Gillerman: It has to look like what the brand is about. To do that, you really have to wait 
until you have the product finished properly. I mean, you can't start off with having to everything,
from sourcing your raw materials, to the manufacturer that you're working with, to who's
handling it at the distribution. Everything has to be set up ahead of time, and you have to make
sure you are ready. I think that's the number one thing, is to be ready. 
 
Hope Gillerman: Rushing something to market in order to kind of get in at the right time is a 
really dangerous thing to do with beauty, and I know a lot of brands that have gone through this.
They launched a product, they do a lot of press, they spend all this money, and then poof.
They're back to square one, they have to reformulate, or they have to find a new manufacturer,
or they have to redo your packaging. 
 
Hope Gillerman: That just stops you in your tracks. You've got to be ready. The other thing I 
would definitely say is work at the pace that makes sense for your distribution channels really
want to go with it. I think that kind of the most important thing is to really know what your brand
is about, really know that it comes from the pace of truth, transparency, love, and deep sense of
creating that loving experience for other people. 
 
Kelly: You and I had talked just a little bit before we started recording, what about the fact that
your brand is H. Gillerman? How has it been, as you grow, to work with a product that bears your
name? I'm not sure if you're looking to work with investors going forward, but what challenges, if
any, have come up doing that? 
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Hope Gillerman: The investors that I've spoken to, they just want really fast growth, and that was 
one of the challenges for me. They want a really fast growth when I was in the spa world, and
that just doesn't happen. It does well to cultivate those partnerships. 
 
Hope Gillerman: I mean, I started going to the spa trade shows, and it just didn't work out. I 
would get an opening order and then nothing, so that's just a waste of my time and money. That
eats up your stock, and you don't get anything from it. 
 
Hope Gillerman: I think it's really important, for me, that I maintain control over what I think is
right for the brand, but, at the same time, I'm more of a creative person, and I would definitely be
interested in a partnership. 
 
Hope Gillerman: That would be something that could be really fruitful, I think, for this company 
because I think I definitely have to be involved not just in formulating new products, but in really
being the spokesperson for the brand, and reaching out, and being present on helping people
have an experience of how essential oils work. 
 
Hope Gillerman: I think the company could grow better. That was the other thing I forgot to say,
if you can get away with starting with a partner, do it. I mean, doing something by yourself is the
hardest way. That's the one thing I wish I had had at the beginning. 
 
Hope Gillerman: I think the other thing is that with crowdsourcing being a new format for 
bringing in revenue, I think that's something I want to look into. I want to find out more about ...
Well, I mean, that's something I'm delving into in terms of the best ways to go ahead with that.
Because I'm kind of working with that sense of passion and community right away. 
 
Hope Gillerman: Community is very important if you're look at getting your brand known. You 
have to be out there with people. 
 
Kelly: I even notice it where there's so many things that formerly would've been what 
you see in a department store, what you would've bought through a boutique shop, Instagram
has created these avenues for independent sellers to do Instagram sales. 
 
Kelly: I've actually noticed that shops that I enjoy, it's actually harder to get some of 
my favorite products from them, especially like, I can think of one company that does these
necklaces that many people might see. I wear them on some of my videos, it's Elva Fields. They're
all handmade, and she reclaims vintage pieces from flea markets, and she just makes these
really fantastic, interesting pieces. 
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Kelly: But she used to just have a website, and you could just go and see what was 
available. I have a nice collection of them. Well, now they sell out in a day because they do these
sales on Instagram. 
 
Kelly: I think you're talking about crowd funding as well, but I think it's interesting 
because you said crowdsourcing. I think new avenues of sales like that, I mean, that's all based
on your community coming in and being like, “I will respond if you put something out that's just
for me, if you understand my timing in this virtual space, if you understand what I'm looking for.
And if you prompt me in a way I find appealing, then I'll give you the money, the feedback,
whatever it is you're looking for.” 
 
Kelly: So I would think that's very important for new entries into the market to 
consider is that, like you've said several times in this interview, the landscape for how you sell
these products has changed, and how you fund them. 
 
Kelly: You're absolutely right. I think a traditional investor looks at this space and if 
they want in, they're expecting high growth very quickly, and they're often looking for a cash-out
that comes from a very commercial understanding of how the market works. 
 
Kelly: That's not what a lot of people like you, who have curated the brand, who really 
have quite an emotional as well as financial and intellectual investment in their own company,
they don't want to do that. So the partner relationship bootstrapping, crowdfunding, if it works,
or getting creative with how to sell it, they're really the best ways to stay alive. 
 
Hope Gillerman: Yeah, I think that's true. I don't know, I think that people want to have an 
experience. I think that shopping online is just pushing buttons. People want to have an
experience, what is going to get somebody out of their homes, or out of their offices. They want
to have an experience with some things. It doesn't really matter. I mean, it does matter, but that
experience could be meeting in a field and smelling roses. It could be anything. You know what I
mean? 
 
Hope Gillerman: That sounds really good, actually. 
 
Kelly: Pop-up shop, rose field. 
 
Hope Gillerman: Exactly. You have the pop-up shops are a great way of taking things to the 
streets. 
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Hope Gillerman: It's about feeling like you're part of something, and isn't that what wellness is 
really about? Feeling that you're part of something that it's like you're on a river, and there's all
these other boats on the river, and we're all going in the same direction. It's peaceful, and it's
quiet, but there's this incredible force pulling us through this experience. 
 
Kelly: Well, that's a beautiful way of thinking about it. I admire the direction that 
you're going in. I think you've done tremendous things in this space, which is not an easy space
to be in. Yeah, that's incredible. 
 
Hope Gillerman: Yeah. 
 
Kelly: Well, on that wonderful note, we should probably wrap up, but I'm sorry, it 
sounds like you keep trying to say something, and I don't want to cut you off. What were you
going to say? 
 
Hope Gillerman: I knew there was something, honestly, but now I don't remember what it is. 
Let's just ... Yeah. 
 
Kelly: I'm sorry. Yes, my listeners, if Hope thinks about it and comes back with 
something that she meant to say, we will post it some more. So you can hear the words of
wisdom I didn't give her a chance to say. Well, Hope, thank you so much for being on the
program. Where can people find out more about your amazing products? 
 
Hope Gillerman: Well, my website is HGillermanOrganics.com, and my Instagram is 
hopegillerman. I don't use the brand name for my Instagram because I started it from the
personal space, and I decided to keep it there. 
 
Kelly: Nice. Very nice. 
 
Hope Gillerman: Yeah. 
 
Kelly: Well, thank you so much for being on the program. I will be checking out more 
of your products because they sound amazing. 
 
Hope Gillerman: Thank you. 
 
Kelly: Thank you for being on the show. 
 
Hope Gillerman: Oh, thank you. It's been really fun. Have a great day, Kelly. 
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Kelly: You too. Bye-bye. 
 
Kelly: You can always find this episode and all the links and resources we talked about 
at SeeJaneInvest.com/podcast. While you're there, check out some of our favorite resources, like
What Will Investors Think Of Your Business? Or Is Seeking Outside Investment The Right Next
Step For You? 
 
Kelly: We'd love to have you stay up-to-date by subscribing to the See Jane Invest 
newsletter. We'll have events, happenings. We'd love to have you be a part of that. As always,
we'd love your review on iTunes. Your subscription, your review means the world to us. It helps
our podcast get heard. It's really important, so thank you in advance. If you've already left one, so
appreciate it. 
 
Kelly: Until next time. See Jane Invest in her idea. See Jane Invest in her community. 
See Jane Invest in her. 


