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Nikki Elledge Brown spent nearly 2,000 hours teaching communication at the college 
level before launching her own business as The Communication Stylist™ in April 2013. 

Combining her natural skill set with some seriously purpose-driven inspiration, she’s now 
built a multi-six figure business by helping an international community of  thousands of  

entrepreneurs attract their dream clients, one brilliant message at a time. Click here to check 
out her free copywriting training and be sure to join her for stories, tips, and inspiration on 

life, business, and all things communication at nikkielledgebrown.com

Samantha is our amazing graphic designer, who makes our workbooks look beautiful, fun 
and more appealing! We’re extremely grateful to have her on board. 

You can connect with Samantha over on her website www.TheLittleGreenStudio.com

Carrie is the founder of  the Female Entrepreneur Association and the one who loving puts 
the bundles together. She works with the experts to create something that will hopefully 

leave everyone feeling inspired and empowered, ready to achieve incredible things! 

You can chat with Carrie over in the Facebook Group

Designer

Featured Copy  Exper t

http://acourseaboutcopy.com/
http://acourseaboutcopy.com/
http://nikkielledgebrown.com/
http://www.thelittlegreenstudio.com/
https://www.facebook.com/FemaleEntrepreneurAssociation
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You see, there’s no legit reason to create copy 
for people who are NOT your ideal clients.

Sure, if  you’re making a shift from plumbing 
to salsa dancing, you may want to give a  
little explanation. 

During the transition (especially if  you’re still 
offering those products or services to make 
ends meet), you can personally speak with the 
X clients to let them know your new direction. 
But they don’t need to be the focus of   
your website. Decide who you want to work 
with, and speak to them. (They’ll love it.)

THE RIGHT WORDS MAKE ALL  
THE DIFFERENCE. 

When it comes to dream clients, you’ll attract 
whatever you put out there. Literally. 

There’s so much power behind the words  
we choose!

Sure, we all have unique frames of  reference 
(for example, the word “dog” conjures up a 
distinct image for each of  us). Still, behind 
every word is a generally agreed upon, implied 
meaning (or several).

As a true word nerd, I love to explore those 
unspoken meanings.

For example, “modern” has a slightly different 
edge than “professional.” “Young” limits a 
group that could otherwise be described as 
“feisty.” “Confident” weeds out anyone who 
may be dealing with serious insecurities. 
“Driven” implies intrinsic motivation – people 
ready to move forward.

The words you use will determine who shows 
up to work with you.

To drive the point home, I’d like to present my 
fave, most random example:

If  you say you help “professional bowlers,” 
guess who’s going to want to work with you?

That’s right! Professional bowlers.  

LIFE’S MORE FUN WHEN YOU’RE IN 
GOOD COMPANY. BUSINESS IS TOO. 

TRULY - LIFE IS PRECIOUS. 

And I bet that like me, you want to spend as 
much of  it as possible with the people you 
love. That means that any time you spend 
away from your family needs to be well worth 
the return on investment – not just financially, 
but energetically.

When you work with people you want to work 
with, it doesn’t feel like work. It feels like fun. 
For everyone. And that is sweet.

Dream clients love to work with you, and you 
love to work with them. They’re easy to get 
along with, they’re thrilled with the value 
you provide, and they keep coming back for 
more. (They even refer their friends and write  
great testimonials!)

In short, dream clients make your business 
(and ultimately your life) both more fun and 
more profitable.

REMEMBER: YOU’RE THE BOSS.

As an entrepreneur, you get to be the boss. 
You don’t just get to pick pantsuit vs. pajama 
pants. You get to pick your clients.

One of  the first things I do when I work with 
someone is to ask who she loves to work with.

Quite often I hear something like, “Well I’m 
currently working with X, but I’d really like to 
work with Y.” (She may be transitioning in her 
business – either from one focus to another, or 
from one particular type of  client to another.)

“Perfect!” I say, “Let’s go for Y!”

ream clients are a pretty 
big deal to me, and they 
should be a pretty big deal 
to you too.

Before you write another 
word, let me tell you why.
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Your Simpl i f i ed  Dream Cl ient  Prof i l e

While we’re in the zone, let’s take a few minutes to create a super-simplified  
dream client profile. (It doesn’t have to be complicated.)

Firs t  descr ibe  the  problem your  product ,  prog ram,  or  s er vice  so lves.
(Weight loss for new moms - getting back into pre-pregnancy clothes, gaining energy)

Now,  brains torm who can and would PAY you to  so lve  that  problem  
(or  achieve  that  outcome) . 

(New moms who value their health (and appearance!) enough to invest in support)

Final l y ,  out  o f  those  people  -  who you would  rea l l y  LOVE to  work  with??
(Friendly, proactive new moms who are willing to put in the work, aren’t looking for a magic 
pill or a quick fix. They have flexible schedules so they can MAKE time to prep healthy foods 

and exercise easier than moms who work outside the home full-time.)

Remember, this is your business. You get to choose who you work with.

Choose wisely.
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I genuinely believe that at the heart of  it, attracting your dream clients is as simple as knowing 
your value, knowing who needs it, and communicating your value with the folks who need it in 
a smart, authentic way.

The tips and exercises we’ve curated here will help you do just that. Specifically, this bundle 
provides tools to help you:

Deciding who you want to work with is a big 
deal. It’s actually game-changing.

It can be scary to put yourself  out there and 
OWN it. Publicly proclaiming who you want 
to work with is a bit like asking someone out 
on a date. What if  she says no?!

But you’re a boss. You’re THE boss. So I 
encourage you to squash that hypothetical 
hater in your brain and instead welcome the 
cool guy. The cool guy asks, “What if  she  
says YES?!”

And friend. She’s going to say yes.

Ident i fy  your  dream cl i ent s

The customers who make your business more fun AND more profitable

Get  cr ys ta l  c l ear

On what you want readers to know, feel, and do on each page of  your site

Learn three  s imple  t ips

For collecting valuable feedback you can (and actually want to!) use in your writing

Rediscover  your  own unique  voice

+ finally get comfortable writing like you speak

Sty le  your  words

To help potential clients hear you before they hire you

(+ bio) that you AND your dream clients will love

Write  a  smar t ,  authent i c  about  page

I’ve spent the last decade studying and 
teaching communication at the college level. 
I’ve worked with hundreds of  entrepreneurs 
from all over the world on this stuff  - doctors, 
retailers, coaches, photographers, entertainers, 
stylists, gym owners...you name it.

You may not be confident in your writing 
skills YET, but trust me: 

YOU are your own best spokesperson. It’s 
time to prove it.

To you and your dream clients,
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Know your  purpose

It’s hugely valuable to know your purpose (your “why”), both in life and in business - but that’s 
not what I’m talking about here. I’m talking about knowing the purpose of  your pages, posts, 
and even paragraphs.

While there’s a time and place for creativity and stream of  consciousness, clear beats clever 
every day of  the week. Every bit of  your site’s content needs a crystal clear point. And it’s 
important to identify it BEFORE you start crafting your message.

Consider what you want people to know, feel, and DO once they’ve read your page (or post), 
watched your video, listened to your podcast, etc.

Let’s talk about the “work with me” page as an example.

So how can you do  that?

The value of  your offer. The details of  your offer. That you’re credible.  
That you (your products, or your program) have gotten real results for real people.  

How they can sign up today. What happens when they sign up today.

W hat do  you want  them to  KNOW?

Maybe you want them to feel inspired, empowered, and READY to take action.  
You want them to feel comfortable and confident making this investment.

How do you want  them to  FEEL?

You want them to purchase your product, program, or service.  
(And to be REALLY excited about it!)

W hat do  you want  them to  DO?

How to write
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Know | Fee l  |  Do

W hat  do  I  want  people  to  KNOW from thi s  page?

How do I  want  people  to  FEEL from thi s  page?

W hat  do  I  want  people  to  DO on thi s  page?

How can I  communicate  a l l  o f  the  above  more  cl earl y?
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How to  Seek  USEFUL Feedback

You may THINK you’re communicating clearly, but what if  you click “publish” and nobody 
really gets it?

Never underestimate the value of  useful feedback.

Potential dream clients and colleagues can be an invaluable source of  helpful suggestions (and 
confidence!), but you’ve got to know what and HOW to ask to be sure they know what to  
look for.

Here are three ways to ensure you get USEFUL feedback:

What would you DO after reading this page?

Be Spec i f i c

My dream clients are XYZ, and I’m trying to make them feel ABC with this page

Provide  Context

Offer useful feedback to those who took time to help you!

Return the  Favour
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Nikki  El l edge  Brown
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When I say “use your words,” I really mean 
“use your voice.” 

When I say “voice,” I mean your own unique 
style of  communicating. The distinctive 
manner in which you share your thoughts and 
ideas with the world.

KEY WORD: DISTINCTIvE.

When potential clients or customers visit your 
site, they want to know what it’s reeeeally like 
to work with you. (And they deserve to know.) 
In most cases, this is their only chance to hear 
you before they hire you.

YOU’vE GOT TO BE CONSISTENT, 
FRIEND.

I’m not saying you shouldn’t adapt to your 
audience - or even your mood. In terms of  
actual content, that’s a must. But in terms of  
personality? No way, Jose.

Use your  words

Be honest. Do you feel like there’s a “cool” way 
to write and a “not cool” way to write?

YEAH. YOU GOTTA SHAKE THAT.

You know what makes writing “cool”? 
Authenticity. 

Maybe you’re laid back. Introverted. A bit 
straightforward, or maybe a little goofy. That’s 
OKAY. Wonderful. Refreshing, even. And 
your right people will absolutely LOvE that  
about you. 

If  witty one-liners don’t come naturally 
to you, don’t try so hard to use ‘em. Don’t  
need ‘em.

If  you love a particular turn of  phrase you 
saw in someone else’s content, but it’s not 
something YOU would actually say in everyday 
conversation, chances are it will feel “off ” to your  
readers too.

Your dream clients need to hear what you’ve 
got to say in the way that only you can say it.

Cool people don’t think they’re cool. They’re 
confident being exactly who they are, and the 
world appreciates them for that.

Are you with me now? Do you realize how 
important it is to BE YOURSELF, in each and 
every interaction? Ready to know how to find 
YOUR amazingly unique voice?

Here’s the shockingly simple secret on how to 
do that:

LISTEN TO YOURSELF.

TRULY. IT’S THAT SIMPLE.

You’ve already got a voice. You know, the 
one you use to chat with your best friend? 
The one you use when working with clients?  
Yep. That one.

Whether you’re talking to your dream clients 
or your grandma, you have GOT to be yourself. 
Nothing else will do. 

If  you’re sending mixed signals because you’re 
trying too hard to sound like someone else, you’re 
setting yourself  (and your potential clients 
+ customers) up for a potentially confusing, 
disappointing, and/or awwwkward situation.

It’s like a sneaky bait-and-switch operation. 
Like you’re a social chameleon. Feels slimy. And 
nobody likes to feel slimy.

THAT’S WHY AUTHENTICITY IS 
IMPORTANT.

Now onto my next point…
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You don’t need to borrow someone else’s. To try someone else’s “style” on for size.

You’ve got an entire arsenal of  stories, phrases, and words that you already use to color your 
world. And they’re amazingly unique. Use them!

Here are some tangible examples of  what I mean by “listen to yourself ”:

The point is – your voice is already in there. It may be getting lost on the way to your fingertips, 
but it’s in there.

Keep talking, keep listening, and keep writing. You WILL find it. And once you find it, there’s 
no way you’re gonna lose it again.

Write your copy, then read it OUT LOUD. If  it doesn’t sound 
natural coming out of  your mouth, change it.

Try recording it first, THEN writing it. (If  you do that, though, 
be sure to cut it down a bit to make it more concise!) 

Read it to a friend. One who isn’t afraid to keep it real with you. 
You see – what you may like to think sounds like you, may not 

sound like you at all. And if  she’s really a good friend, she’ll tell 
you that.
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Plant a few of  these in your copy next week, and see how it feels!

Be patient with yourself. Learning to write like you speak is a process,  
but it is totally worth the effort.

The BFF Test

Pick a page, post, or video script.

Ste p  1

Read it out LOUD to your best friend, spouse, partner, mama, etc. 

Ste p  2

Be honest. Does it feel natural and conversational...or a little awk? 

Ste p  3

If  it feels awk, keep chipping away at it and refining it til it really does sound and feel like YOU. 

Ste p  4

Lather, rinse, repeat.

Ste p  5

Eventually you’ll get the hang of  it. Your voice will find its way OUT through your fingertips 
without you needing to read everything out loud (although reading out loud is a great way to 

“hear” typos your eyes may have missed!).

If  you were a pull-string talking toy, what would your key catchphrases be – the things your 
fam ‘n’ friends could probably recite FOR you by now? 

Bonus
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Judy Garland
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Writing like you speak is a WHOLE lot easier 
when you know how to “accessorize” your 
words on the page.

You may not have the nonverbal cues like hand 
gestures and facial expressions like you can in 
video, BUT there are certainly things you can 
do to help folks hear you before they hire you.

I’ve listed my favorite “conversational copy” 
style tips below. Take a peek and start thinking 
of  how you can try a few of  these on for size!  

IN TERMS OF GRAMMAR

Correct spelling always matters. Especially 
since the invention of  spell check. A little 
extra effort communicates professionalism - 
and that matters.

Proper noun capitalization matters too. 
Because Miscellaneous Caps Are Distracting.

For just about everything else: Throw the 
grammar rules out the (browser) window!

FOR EXAMPLE

Write in fragments. (Like this.) 

You can even end a sentence with a preposition 
if  you want to!

Sty le  ‘ em up.

Don’t be scared of  contractions. Otherwise 
it is possible that you will sound like a robot. 
(See?)

(Truly - switching to contraction mode is one 
way to instantly sound more conversational!)

FORMATTING AND SIMPLICITY

Avoid big blocks of  text. Keep paragraphs to 
one main idea and 3-4 sentences max.

Avoid compound sentences (with commas + 
multiple parts). Keep ‘em short and sweet.

Trust that a strong, impactful sentence can 
handle the pressure of  being out there all by 
its lonesome.

FOR TRUE COMMUNICATION STYLING

Use parentheses for things you’d say under 
your breath (usually for clarification or a 
giggle).

If  you want your words to sound like this, and 
not this, use italics.

Use bold for things you want readers to see no 
matter what - especially if  they’re scanning.

Bottom line: This is YOU. On digi-paper. 
Have fun with it!

a c t i o n  s t e p

Pick  a  page  or  pos t  f rom your  s i t e  and tr y  a  f ew of  the  
above  s ty l e  t ips  on  for  s ize.
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Write an about page you AND your dream 
clients will LOvE.

Ready to put your new copywriting skills to 
use, lady? Consider this our bundle’s capstone 
project. It’s little advanced, but super-valuable 
(and totally doable).

Your mission, should you choose to accept it, is 
to put ALL those lightbulbs and aha moments 
to practical use on a brand new about page 
that tells people exactly why they should stick 
around to learn more about you and what you 
have to offer. 

If  you’re stuck on what to write, how much, 
and where, I encourage you to use my world-

famous about page recipe as training wheels 
to get started. As always, style and refine as 
needed to make sure it suits YOU.

The Official A Course About Copy™ About 
Page Recipe

First, the big secret: This page isn’t (just) 
about you. It’s about showing your clients and 
customers how you can help them. Thennn 
you can share more about you.

I recommend writing it in five main steps - 
then adding the fun extras further down  
the page:

Use her words. (This is hugely important - on EvERY page of  your site.) 

Take care to listen to how your dream clients and customers describe their concerns, and start 
what I call a “copy bank” to keep track of  them for use in your copy!

The main idea is to let her know you GET her problem, without spinning her into a totally 
unnecessary depressive spiral.

Quickly shift gears and let her know there’s light at the end of  the tunnel. (That’s YOU!)

Most people start with the intro right at the top. We have it here because before your 
potential dream client (or customer) cares who you are, she needs to know how you can help. 

Now that she knows why she should stick around and explore a bit more,  
she’s ready to meet you!

In a few short paragraphs, introduce yourself, your expertise, and your passion. Avoid TMI, 
and stay concise. (You may find my One Sentence Exercise helpful for the first part of  this one!)

http://acourseaboutcopy.com/one/
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Briefly explain what it’s like to work (or shop) with you. 

Remember: This isn’t an offer page so you don’t need to get into too much detail - just provide 
a sneak peek to answer any lingering Qs that have popped up by this point. 

Offer ONE super-clear call-to-action (ideally to subscribe to your email list or to check out 
your offer page).

Some folks WILL come to this page to find out more about you as a person (not just as an 
entrepreneur). Feel free to list a bit more of  your essence down here! Check out  

The TMI Test if  you need help determining what to share.

It’s great to include your official, written-in-third-person bio on the about page as well, since 
that’s what some folks are really looking for. When you write this one, feel free to brag a 

bit on notable awards, mentions, and features - including anything you may have felt weird 
writing about in Step 3 of  the recipe. In terms of  length, that varies on publication  

- just use this as a “bio bank” for future reference!

Some readers will always want to learn even MORE, so let’s give it to ‘em! Below each of  
these sections, feel free to share a few more useful links where they can find out more about 

you and what you have to offer.

http://nikkielledgebrown.com/the-tmi-test/
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Here ’s  how I ’ve  a ppl i ed  i t  on  my OWN about  page

You’ve got the ideas, but you’re struggling to find the words. 

What you’ve got feels boring. Awkward. Not YOU.

You don’t want to have to hire help every time you need to communicate with your audience. 

You need someone to help you DIY with style.

That’s exactly what I do, friend!

I’m Nikki Elledge Brown, The Communication Stylist™, and my passion is helping bright 
entrepreneurs attract their dream clients, one brilliant message at a time.

I spent nearly 2,000 hours teaching communication at the college level before switching my 
focus from serving bright students to serving bright entrepreneurs. Along the way, I coined 

the title “Communication Stylist” for myself, because it describes exactly what I do.

Much like a stylist-stylist helps her clients find the perfect wardrobe to showcase the very 
best versions of  who they are, I help my students and clients find the perfect words to 

showcase the very best of  what they have to offer.

Through my flagship program A Course About Copy, I give entrepreneurs super-practical, 
actionable guidance so they can write their sites, attract their dream clients, and actually enjoy 

the process.

To learn more (and get all my best communication tips in ONE digi-spot), CLICK HERE.

http://acourseaboutcopy.com/
http://acourseaboutcopy.com/
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AND IN CASE YOU’RE HERE TO FIND OUT MORE ABOUT MY NON-BIZ LIFE...

I’m a Texas girl, born and raised, now living in beautiful Hawaii. I’m a proud military wife 
and toddler mom with a special knack for (and a couple of  degrees in) communication.  
Spent seven years as a part-time college professor and three fabulous years serving as  

a park ranger at Pearl Harbor (and the USS Arizona Memorial)  
before launching my own business in April 2013.

Just 18 months later, that business has generated multiple six figures of  revenue, over 6,000 
subscribers, and more valuable lessons than I have time to share in (most) weekly blog posts.

I love good, tearful laughs, school at all stages, and Waikiki by moonlight. I love my family, 
dessert, good queso, and almost everything in ABC’s fall lineup. I’ve been known to stay in my 

workout clothes all day, as if  that burns more calories  
(see “dessert + good queso” comment above).

God is good, and life is crazy. I like it.

Nikki Elledge Brown spent nearly 2,000 hours teaching communication at the college level 
before launching her own business as The Communication Stylist™ in April 2013. Combining 
her natural skill set with some seriously purpose-driven inspiration, she’s now built a multi-
six figure business by helping an international community of  thousands of  entrepreneurs 

attract their dream clients, one brilliant message at a time.

When she’s not writing about herself  in third person, you can find her spending too much 
time on Facebook or enjoying the beaches of  Oahu with her handsome submariner and their 

alarmingly adorable two-year-old. Click here to check out her free copywriting training 
and be sure to join her for stories, tips, and inspiration on life, business, and all things 

communication at nikkielledgebrown.com. (You’ll be glad you did.)

(W hich  can be  re s ty l ed  for  an y  occas ion)

(For  fo lks  who s t i l l  want  to  dig  a  l i t t l e  dee per)

CLICK HERE to check out my latest interviews, profiles, and features.

AND HERE to discover the people, products, and programs I couldn’t do without.

OH, AND HERE to learn 10 additional fun facts, including a tattoo, a jail threat, and details 
on my national Tv debut.

https://www.facebook.com/NikkiElledgeBrown
http://nikkielledgebrown.com/
http://nikkielledgebrown.com/press/
http://nikkielledgebrown.com/faves/
http://nikkielledgebrown.com/strategic-self-disclosure/
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At this point it’s just a matter of  putting on keystroke in front of  the other and getting it 
OUT there.

In case you’re like me and have a tendency to lean to the perfectionist side of  life, let me offer 
this loving reality check: Really good IS good enough. It doesn’t NEED to be perfect; it just 

needs to be shared.

Truly. Your dream clients are out there, ready to learn about what you’ve got to offer.

Don’t keep them waiting.

To unleashing your inner copywriter,

Attracting your dream clients comes down to knowing your value, knowing who needs it, and 
communicating your value with the folks who need it in a smart, authentic way.

(You’ve SO got this.)

Now that you’ve been through these exercises, you know how to:

Ident i fy  your  dream cl i ent s

The customers who make your business more fun AND more profitable

Get  cr ys ta l  c l ear

On what you want readers to know, feel, and do on each page of  your site

Appl y  three  s imple  t ips

For collecting valuable feedback you can (and actually want to!) use in your writing

Rediscover  your  own unique  voice

+ finally get comfortable writing like you speak

Sty le  your  words

To help potential clients hear you before they hire you

(+ bio) that you AND your dream clients will love

Write  a  smar t ,  authent i c  about  page
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acourseaboutcopy.com (free training series)

nikkielledgebrown.com/blog (for most weekly updates)

facebook.com/nikkielledgebrown

youtube.com/nikkielledgebrown

twitter.com/nikkielledge

instagram.com/nikkielledgebrown

If  you enjoyed these mini-lessons, you’ll love the free training she offers at  
acourseaboutcopy.com.

Be sure to visit these links for more information:

http://acourseaboutcopy.com/
http://nikkielledgebrown.com/blog/
https://www.facebook.com/NikkiElledgeBrown
http://www.youtube.com/channel/UC3oGc4e-h4hFaSDr50cQecQ
https://twitter.com/nikkielledge
http://instagram.com/nikkielledgebrown/

