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WRITING COPY THAT SELLS WITH MAKENA SAGE 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

 

“The main thing you want to happen when someone comes to your About page 
is you want your ideal client – not everyone – your ideal client to go ‘Ah! This 
person gets me’ and sort of stay on that page long enough, and then to know 

like ‘I can trust you.’” – Makena Sage 
 

You’re listening to Thrive-By-Design business marketing and lifestyle 
strategies for your jewelry brand to flourish and thrive. Let’s get started.  
 
Tracy: Hey there! It’s Tracy Matthews and I’m so excited to be here on the 

Thrive by Design podcast. Welcome to Episode 14! And I’m really 
excited to be here today with Makena Sage, and we’re going to talk 
all about the secrets to writing irresistible copy that sell more of 
your jewelry online. And even more excited to have Makena here 
because I’ve been working with Makena for almost a year now – 
right, Makena? 

 
Makena: Yeah, it’s been a lot of fun. We were just reflecting on how long it’s 

been.  
 
Tracy: So thank you so much for being here with me today. 
 
Makena: Thank you for having me. Super excited.  
 
Tracy: So before we talk, we dive into some of these secrets, I’d love to 

just like formally introduce you and then move right in so… 
 
Makena: Perfect. 
 
Tracy: Makena is a direct response copywriter and marketing strategist 

who helps mission-driven entrepreneurs attract more clients and 
earn more money online. She specializes in supporting experts, 
authors and small business owners to create irresistible marketing 
that turns prospects into clients and clients into raving fans. 

 
Makena is an avid traveler, book lover and foodie and she’s based in 
San Diego, California and travels frequently for work and for fun. 

 
Makena: Mm (affirmative.) 
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Tracy: Yeah! 
 
Makena: I think we have that in common. 
 
Tracy: We do. We both love to travel, which is awesome. We were just 

talking… 
 
Makena: Always like ‘Where’s your latest location?’ 
 
Tracy: I’m like ‘Where’s Makena today?’ and you’re like ‘Where’s Tracy 

today?’ 
 
Makena: Uh-huh (affirmative) exactly. Very lucky. Very blessed. 
 
Tracy: I follow you on social media which is awesome, which brings me to 

how I found you originally. I saw your picture posted on Caroline 
White’s Instagram feed and I was like ‘Who is this?’ She said 
something like ‘One of the most genius people I have met.’ So I go 
and I like click on the picture and I look, and it’s like this beautiful 
blonde and I’m like reading the description. So I click through to her 
website and I Googled you. I don’t remember which but, I found 
your website and it was like your old website so it wasn’t even a 
new website, but it was like… 

 
Makena: Mm (acknowledging.) 
 
Tracy: ‘I do copy for marketing strategy’ or something and I was reading 

through like all your raving reviews. And you know I feel like 
sometimes when the student is ready the teacher comes and I felt 
like it’s definitely you. It’s like [I’m] on Instagram saying I need a 
marketing strategist and someone to help me with some copy and 
all of a sudden there you are – Makena Sage. 

 
Makena: Oh, it was love at…love at first call. 
 
Tracy: I know, love at first call. So I’m just excited to be talking to you 

today because you are such a fun copywriter. I love what you’ve 
helped me with personally [3.00] and I also like seeing what you’ve 
done with other people. And you just have a really, you know, a 
creative take on copywriting and tweaking things to get people to 
buy products. 
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So why don’t you tell me a little bit…? You have such an interesting 
story. We were at dinner one time and you were telling me this 
story about how you got into copywriting. So I would love to hear a 
little bit more about you and if you want to tell our reader or – 
excuse me – our audience a little bit more about how you got into 
copywriting et cetera. 

 
Makena: Sure, sure. 
 
Tracy: Yeah.  
 
Makena: Yeah. So my mom’s actually a coach, she has been for thirty years 

so I grew up in the personal development world which is why a lot 
of my clients tend to be in either personal development or health 
and wellness, that sort of thing. So she’s a coach and I was raised 
around her work and I guess the way she tells the story is that she 
was praying for a writer. She was everyday like ‘Please bring me a 
great writer, like I need help with writing’ because she’s brilliant at 
speaking and you know doing her work in person as so many 
people are, right, we’re great at the part we’re good at, but then 
when it comes to putting things into words it can be really 
challenging. 

 
And so one day I guess she woke up and realized that, you know, 
there her daughter at 17 was…loved writing and I was always an avid 
reader and really loved to write in high school and everything, and 
so she saw at that point – that was about, you know, 10+ years ago 
– she saw that this wave of internet marketing was starting. It was 
in the early stages then. It was, you know, Ali Brown’s early stuff 
and David Deangelo who’s Eben Pagan and yeah, Mary Forleo I 
think was just getting started on some of the online stuff around 
that time as well. 

 
And so she saw that this was kind of happening and that’s where, 
you know, a lot of the personal development work and everything 
was going. And so she said, “You know, hey! You should write some 
copy for my business and I’ll pay you for it. And read what these 
people are doing and help me get on some of these email lists and 
everything,” and so that was sort of where it all began. It was just 
like me in high school wanting to make some, you know, side 
money and thought ‘well, this seems easy enough, right? I’ll just 
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kind of study what these people are doing and then do it for my 
mom’s business.’ 

 
So I ended up doing that, you know, on and off throughout the rest 
of high school and college and never really though much of it 
though. I was like ‘Well, this is kind of cool and I can do it from 
anywhere’ but, you know, like not really thinking of it as a valid 
career option. But I went to business school, graduated and I was 
like ‘Oh my gosh, I cannot sit in a corporate office!’ I went in…I went 
on a couple of job interviews and I couldn’t even pretend to be 
excited. I just was so used to a very, you know, been able to travel 
and having all this freedom growing up and so I was like ‘Well, I 
guess I’ll just start copywriting again. This is like what I know to do, 
right?’ and that just sort of snowballed from there. So that became 
my career. 

 
Tracy: I love it. I love it that you are like totally on [6.00]…you know, you 

sort of described it when we at dinner. You’re on just on these 
people’s email lists and you would just observe what they were 
doing and you’re like ‘How can I mimic that?’ and then you would 
rewrite things and it’s so cool. 

 
I think there’s a great lesson in that because you know you were 
observing these other people, you know, when they were just 
coming on the scene like Mary Forleo or Eben Pagan’s guy or 
whatever and it’s fine, because you know a lot of the times you 
were just like observing what other people are doing that is working 
as a way for you to sort of like shape and mold you know what you 
were doing in your own way and I think that was…I just always I 
don’t know why I found that so interesting when you told me that 
at dinner. 

 
Makena: Yeah, I think it’s really…it’s a lot of how I learned. People are 

shocked to hear that I never really took copywriting courses and 
I’ve been working professionally as a copywriter for years now and 
you know I can’t say that that’s better or worse. Like I could 
recommend if you want to learn more go take a course. There are a 
lot of great ones out there, however you don’t have to sort of 
reinvent the wheel like you said. And I definitely don’t recommend 
plagiarizing or you know or copying… 

 
Tracy: No, no, absolutely. 
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Makena: …What anyone is doing. However what I do when I look at how 

other people are writing is rather than copying what they’re doing, I 
look at what are they doing. Like I actually break down. 

 
So if I’m looking at a sales page for example, I break down like 
‘Okay, in this first section what is it that they’re doing? They’re 
addressing the reader in this way. They’re…they’re talking about 
their pain points, right? In this section they’re telling their story. 
They’re doing this, this and this. Oh, that’s interesting the way they 
use that like phrase and that…’ So I’m just kind of become…I became 
this student of what are people doing and what’s working and 
what’s not working and sort of taking on what worked for me and 
then sort of leaving the rest. 

 
So I always put it in my own tone and words and…or my client’s 
tone and words right, but looking at what is working and what’s not 
working, how are people laying things out, what’s the structure and 
the flow and since I’m sort of a lifelong learner in that regard and I 
think that that’s one of the biggest tools people can use or kind of 
habits that they can practice to start improving their copy and their 
marketing in general. 

 
Tracy: Yeah, it’s like learning through observation but making it your own 

and like, you know, coming from an authentic place, you know 
writing original material and content but like observing what works 
and how what works is being done. You can do that even by 
mimicking. I hate to use the word ‘mimic’ but watching what big 
brands that you like do. 

 
You know one of the brands that Robin and I are obsessed with is 
the Drybar because their marketing is so good but it’s so simple but 
it works, and you know for products or services that are trying to 
get out there in a bigger way I think that’s an important key point.  

 
Makena: And I think also looking to see like part of that process is what’s 

working and what’s not working and part of it’s what do I like and 
what do I not like? Right? 

 
Tracy: Yes. 
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Makena: A lot of when I’m working at marketing is there’s a lot of different 
ways you can go about it and so I would sort of study well what 
resonates for me, and often [9.00] not always your ideal client is 
going to have similar likes and dislikes to you. 

 
There’s definitely something to be said for market research and 
really understanding them because not everything is going to be 
the same way, but I found right that I preferred to write for let’s say 
the personal development, health and wellness, some other small 
businesses – mission-driven entrepreneurs is basically the way I 
describe it. 

 
And my clients have similar likes and dislikes to me in that we don’t 
typically like sort of the sleazy salelzy pushy internet marketing 
type copy, so when I would read that copy it was like ‘Oh, I don’t 
like this sort of hyperbolic tone they’re taking here.’ Not that it 
doesn’t work and not that it’s good or bad, it doesn’t really work for 
me and I don’t think it will work for my clients. 

 
 So some of the process was ‘What’s working? What’s not working?’ 

but there’s also a lot out there that will work that’s not right for you 
or your ideal client and so it’s also this process of saying like ‘What 
resonates for me and what resonates for my ideal clients?’ 

 
Tracy: Yes, I love that and it’s I love what you said too about you know 

what is it that you like because a lot of people so in their head 
about ‘Who’s my dream client? Like who are the ideal people I need 
to market to?’ Well, it’s coming from you so there has to be 
something from you that is resonating inwards and outwards so 
you have to…you have to like you know be focused and like 
attracted to like what…like the types of things that you like and you 
don’t like and start from there. 

 
Makena: I give that example not just in copywriting but also in marketing in 

general. There’s so many people who are going to tell you a lot of 
different ways and blueprints and what you have to do, right, to be 
successful in online marketing, and in my experience like so much of 
that is valid but it really come down to again what resonates for 
you. 

 
For me even though I work online a lot and I love online marketing, I 
don’t particularly enjoy taking online programs myself, so for me I 
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haven’t felt a call to create one yet, right, versus speaking in person. 
I love going to in-person events. I love the sort of intensive in-
person let’s lock ourselves in a room for two days and like… 

 
Tracy: Yes. 
 
Makena: You know have this transformation or take our businesses to the 

next level. So that tells me that for me and probably for a lot of my 
ideal clients that’s what’s going to resonate. I say the same thing 
about social media site. It’s like people try to do all the different 
social media sites and it’s like ‘No. Like which one or two really calls 
to you? Which one do you think you’d have fun with?’ Like dive in 
and learn those ones. Get really…establish your presence on those 
ones and it’ll be so much more effective and you’ll build so much 
more quickly than trying to do all of them. So I think it just applies 
kind of across the board. 

 
Tracy: Absolutely. So I want to get a little bit more into the meat and 

bones of some of these secrets because there you have such a 
brilliant mind when it comes to writing. So we’ve heard it over and 
over again by buyers [12.00], from editors, from PR people that the 
one thing that sets a jewelry designer apart from anyone else is 
their story. So what tips do you have to write an amazing brand 
story or artist story? 

 
Makena: Are we talking specifically about like an About page or are we 

talking about more like speaking, telling your story? 
 
Tracy: It could be either of those things, but I mean I think it starts with the 

About page and then, you know, being able to come up with some 
sort of elevator pitch as well.  

 
Makena: Perfect. So I was just working with the client, like literally just before 

this call on their About page and my favorite thing to tell people 
about your…so I’ll get to this story part in just a minute, but just in 
terms of how to approach your About page or even you know 
telling your story I think in person, so many of us think that the 
reason to tell our story is to sort of establish credibility and you 
know explain like what…how we got where we are and all of that’s 
true to some degree but it’s actually not the main thing. 
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The main thing you want to happen when someone comes to your 
About page is you want your ideal client – not everyone – your ideal 
client to go ‘Ah! This person gets me’ and sort of stay on that page 
long enough and then to know like ‘I can trust you’ – like that’s the 
goal. So they’re not really interested in you educating them about 
something. They’re not really interested in you just telling the sort 
of generic-sounding story that doesn’t really captivate them in any 
way. 

 
The example I gave is if someone were walking by and you were 
telling your…about reading your About page, would they…if your 
ideal client was walking by would they just sort of be like ‘Oh, that’s 
interesting. That person’s like telling their story’ and just kind of 
keep walking or would something in what you’re saying captivate 
them that they stop and go like ‘Oh, I have to hear the rest of this’ 
right – that’s the goal. When they come to your page on your site or 
if they’re walking by hearing you telling your story you want your 
ideal client to go ‘Ah, like this is fascinating and I want to know 
more and this person gets me.’ 

 
So all of that being said, I always say to make sure that you first 
address the reader in some way even if it’s just in a line or two but 
they need to sort of be captivated and pulled in and get that you 
get them. So there’s a lot of different ways you can do that. 

 
And then when you’re telling your story you want to take the piece 
that’s... You know we all have lived long lives. There’s a lot of 
different aspects of your story you could tell, but you want to take 
the pieces that on the one hand do show some sort of credibility in 
what you do and kind of knead a little bit of that in but you don’t 
need to later sort of list out like ‘I went to this school and did this 
and that one.’ That’s not so interesting for people, right? 

 
You want to tell like what’s the piece of your story that’s going to 
really resonate for people. So you know – what is it that you’re 
really passionate about as a jewelry designer? – for example. Was 
there an aha moment? Was there something that inspired [15.00] 
you to do what it is you do? Then it’s going to captivate your ideal 
clients. 

 
So there’s different ways you can sort of weave that in but just I like 
to tell people about think about is less as sort of like a list of you 
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know credentials or just like a generic story, and more about that 
really captivating them and bringing them in. Now if you want you 
can always put like a bulleted list of credentials in there or you can 
do an official bio under your more conversational bio, but generally 
those are…those are some of the things I recommend.  

 
Tracy: I think a lot of people write really an official bio and then except 

that people are going to be captivated and engaged when they get 
there. 

 
And one of the things that I love about when I just rewrote my bio 
and I had you help me with it after I kind of got the nuts and bolts is 
you know I went through and like fixed it up and then you went 
through and gave me some feedback, and it really got me thinking 
about how I can pull, like you said, pull the reader in or get them 
thinking it about you. 

 
So in my bio and like the beginning I was talking about my design 
process and what inspires me and instead of talking about my 
design process and what inspires me I brought it back to them. So 
you know, instead of saying like I designed jewelry that’s unique 
and original, I said are you someone who likes jewelry that’s unique 
and original and that’s…those are not the exact terms we used, but 
it really turned it back about them so that they were thinking like 
‘Oh!’ They were like really able to self-identity – ‘Oh! This is me. This 
is me. This is me,’ you know. Or ‘No, this isn’t me. I want something 
that’s generic that everyone else has.’ You know what I mean? So 
they could either stay or go. 

 
Makena: Yeah I just…I just pulled up your page here and see you have these 

questions and you say ‘I love to design for originals like you, the 
style makers, the trendsetters, the quality over quantity people who 
wear jewelry because it’s an heirloom or a treasure (rather than a 
fad.)’ So that’s exactly what you’re doing here. 

 
Right here you’re taking that person, not everyone. Some people 
are going to read that and go ‘That’s not really me’ and they may 
leave, but I always tell people not to keep everyone on your 
website. It’s to keep your ideal clients on your website and get them 
to take action. So it’s fine if other people leave, right? But your ideal 
clients are going to read that and go ‘Yeah, that sounds like me. 
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Like I wanna…I wanna know more about this woman and her 
jewelry,’ right? So that that’s the goal basically. 

 
Tracy: Absolutely. Well, thanks for sharing that. 
 
Makena: Yeah. 
 
Tracy: Little piece of copy. 
 
Makena: Yeah.  
 
Tracy: So there’s a lot of places on a jewelry website that might have copy 

like on a Home page or the…you know the About page which we 
were just speaking about, on the blog and then the product 
descriptions. So what other…what are some of the secrets for 
writing irresistible copy on these pages? I mean I know that there 
are a lot of different types of parts of the website but I’m curious to 
hear what you have to say about that. 

 
Makena: So Home – let’s take the Home page. The Home page has a 

similar…similar goal but with a lot less copy generally. You want 
your ideal client to immediately go this is for me and be curious 
enough to stay on and click and take action to either go read more 
on another [18.00] page or to take action to… 

 
I always say think about the top two things you want people to do 
when they come to your website. For me on my website that’s to 
either opt in for my email list or sign up for a discovery call. I don’t 
actually sell anything directly on my website, so like those are the 
two actions I want people to take. So my entire site is focused 
around other than communicating who I am, what I am about et 
cetera, who my ideal client is and what they are about, everything is 
focused around getting them to opt in or getting them to book a 
discovery call with me. 

 
So for someone else it might be getting them to opt in or getting 
them to purchase something off your selling let’s say your jewelry 
directly on your site. Or you know, there’s a multiple different things 
but think. Always have that in the back of your mind. Make sure that 
it’s not so cluttered and there’s not so much going on that they’re 
kind of getting distracted and not sure where to go. 
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You really want to kind of focus their attention on the things that 
you want them to be…to be doing and not be you know super 
blatant about it. But then your copy should sort of captivate them 
again, let them know they’re in the right place and then lead them 
to sort of take some sort of action. 

 
So for me, I knew that when people came to my site even though I 
do marketing strategy most people come to me originally for 
copywriting. They think ‘I need a copywriter.’ They’ve heard that I’m 
a copywriter. They come to my website. So immediately even 
though it’s Online Marketing with Heart, my whole header section 
and my opt-in is all about writing irresistible copy. So people go oh 
yeah this is…this is kind of what I’m looking for. 

 
Tracy: Right. 
 
Makena: And the Marketing with Heart part tells them that it’s just not like 

sleazy salezy whatever. 
 
Tracy: Exactly. 
 
Makena: So those two things work together to get my ideal client to go ‘Oh 

yeah, this is kind of I’m in the right place’ and then they might read 
more of the copy, and then hopefully they’ll take one of the options. 

 
So your Home page whether you have just the opt-in copy and 
then you have a blog feed or you have a little bit of copy on there 
kind of speaking to the person who’s visiting your page, whatever 
you have there that those are sort of the goals of the Home page. 

 
 The About page we’ve already talked about. 
 
 Blog – I’d say blog is really more educational. I mean you want to be 

writing about topics that are interesting to your ideal client. Do it 
conversationally. You know I can give a lot of sort of little tips on 
how to do that. I have a free giveaway that I made that I’ll tell you 
guys about later that lists a lot of them out. We can go into more 
detail if we have time in this interview. But things like just writing 
conversationally, short sentences, short paragraphs, making it really 
easy for people to read and absorb what it is you’re writing. 
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 And then product descriptions – I would say you know similar sort 
of things. I mean that might be a little bit more official-sounding 
than you know maybe not as conversational as like a blog article or 
something like that, but you do want to…some of the things like 
shorter sentences are really helpful. [21.00] If you have a long run 
on sentences they might sound fancy but they actually kind of 
make it more difficult for the reader. So shorter sentences are good, 
shorter paragraphs, descriptive, you know, language. 

 
But you know there’s sort of this misconception I hear a lot that is 
using fancy words or lots of descriptive language – it makes it 
sound better? 

 
Tracy: Yeah. 
 
Makena: And actually it can if it makes the reader ever feel like they don’t 

know what that word means or just sounds really complicated or 
it’s like hard in any way to read. People’s attention spans these days 
just can’t…can’t sort of deal with that. So the more – even in official 
copy – this sort of simpler and more, you know, yes, descriptive but 
not complicated you can make it, the more effective it’s going to 
be. 

 
Tracy: I love that. Simple and to the point. 
 
Makena: Mm-hmm (affirmative) absolutely and those would be some of my 

like top… I mean I could go on forever. 
 
Tracy: I know. 
 
Makena: It’s like I just want to keep like talking and talking. If there’s like a 

specific one you want me to dive deeper into I can absolutely do 
that. 

 
Tracy: No, I think that’s good and we can talk a little bit more about what’s 

offered in your little gift. That would be awesome. 
 
Makena: Absolutely. You want to do that right now or later?  
 
Tracy: Sure! Why don’t you tell us a little bit about what your gift, Makena? 
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Makena: Sure. So on my website, Online Marketing with Heart I have just take 
‘10 Simple Tips for Irresistible Copy & Killer Conversions (Even If You 
Hate to Write!’ So basically I just created this because a lot of…a lot 
of people are asking me like ‘Well, what are these simple little 
tweaks and things you do that I need to be doing when I’m writing?’ 
and the idea is that you can almost use this as a checklist. That’s 
a…it’s a PDF plus the video. You can watch the video once and then 
kind of know how to use it, but the PDF is really designed to use 
almost as a checklist. 

 
You can sit down with it while you’re writing and it’s just a little 
reminder and I give like a positive example and a not so great 
example of a sample of them to sort of illustrate what it is I’m 
talking about. So that’s Online Marketing with Heart. You can grab 
that and I think it’d just be a good supplement to sort of what we’ve 
talked about here. And again if you want me to dive any deeper in 
within this conversation I’m happy to do that as well. 

 
Tracy: Awesome. So I did want to ask you something else though. You 

write copy for a living and writing comes really naturally to you. So 
you mentioned something you know in your freebie about even if 
you hate to write. How do you get your juices flowing if you aren’t 
naturally inclined to writing or you don’t like it? 

 
Makena: Yeah, absolutely. I hear this a lot from my clients. And what I found 

is that you know, yes, some people are more natural at writing than 
others. They enjoy it more et cetera, but it’s challenging even for 
people who are good at writing to write their own copy. That’s 
what I found. I don’t know if you’ve had that experience with this. 

 
Tracy: Yeah, it is, yeah. I mean you’ve seen me through the process. 
 
Makena: Specially writing the About page, something like that right. We’re 

like ‘Oh my gosh! How do I write about myself?’ right? Which 
[24.00] sometimes it is appropriate to hire a copywriter and 
something like that. But if you really want to learn and get better at 
doing it yourself or get those creative juices flowing there are some 
things I found really work for the people. 

 
So [the] biggest thing is figuring out what gets those creative juices 
flowing for you in general right. So people just I think people sit 
down to a blank screen a lot of the time and just try to like knock 
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out amazing copy and that’s just not going to be the reality for 
most of us, even me most of the time. So it’s what is the 
environment you need to be in to feel creative. Is it you know going 
to a 5-star resort that has Wi-Fi and like, you know, having a 
cappuccino while you come up with you copy? Is it, you know, 
sitting in your dining room where you have, you know, beautiful 
flowers? Whatever that looks like. Is it getting outside and going for 
a walk and then coming back in and writing? So what is it that’s 
going to get those creative juices flowing? 

 
And then are you someone who…? You know there’s different 
styles. Some people need to speak to get the idea of what their 
message is first. So maybe you’ll get your iPhone out and use your 
voice notes and just speak kind of stream-of-consciousness what it 
is you want to write about and sort of type up some notes from 
that and craft that into some copy. That might be a good way to do 
it. Or send it to a transcriber and get it transcribed and then turn it 
into copy. That’s what I found can be really effective. 

 
And then, even if you do sit down to just write something some 
people are like do it all in one draft, like get it right the first time and 
that’s just the only way they can write. Some people start like I 
usually…the beginning is the hardest part for me when I write 
something, writing a sales letter, writing anything, it’s like I probably 
spend a third of the time I spend writing in total just writing the first 
like couple of lines because I write it 10 different ways and I’m like 
start this one and then maybe I go over to this section, and that’s 
just I’d learned my creative process right. And then once I had my 
stride and my flow it’s a little bit more like ‘Okay, I’m just kind of 
pulling it together.’ 

 
So just the main thing is realize that the creative process is different 
for everyone. Don’t judge it. Just allow whatever it is to happen and 
you know find a way to work within that to then sort of you know 
create something. And you could always write something and have 
someone else edit it or there’s so many different variations, but 
those are just a few of the kind of things I found worked for me or 
for my clients. 

  
Tracy: Awesome. I love that. And everyone you know…and I love what you 

said because everyone’s creative process is so different. 
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Makena: Yes. 
 
Tracy: If I have too many distractions round me, it’s really hard to write 

because like I’ll keep skipping from thing to thing and I’m not 
focused. You know it’s like I have to shut everything off, you know, 
and then ‘Okay, I have an hour to write this blog post so that’s what 
I’m going to do.’ 

 
Makena: Yeah, whereas I found I you know…I need just I need to set aside 

distractions for periods of time but I actually have to distract myself 
every 30 minutes to an hour, otherwise I like hit a wall. So I’ll be 
writing a sales page [27.00]. I’ll work on it for like 30 minutes to an 
hour and then I actually have to go get on Facebook or I have to go 
do something. It sounds totally backwards and I… 

 
Tracy: No, totally. 
 
Makena: I wouldn’t recommend this for most people, but for me I’ve just 

found like if I don’t distract myself, it’s almost like the writing 
continues in my subconscious mind while I’m sort of doing other 
things for a little bit, and then I come back to it and I can like get 
back into my flow again. 

 
So again, everyone is different, their creative process is different 
and just sort of make it a fun exploration of what works for you and 
when you get frustrated realize that’s part of the creative process. 
And even professional copywriters, we hit that all the time. 

 
Tracy: That’s brilliant. So I love talking to you about copywriting because I 

think you’re just like a genius when it comes to it and such…and so 
many brilliant little tidbits come out all the time. 

 
With that being said, do you have just like one piece of advice or 
words of wisdom that you’d like to share? 

 
Makena: Let’s see. I think the piece I said before about, you know, really 

seeing what resonates for you is really powerful. Become an 
observer of yourself. I used to keep a Google doc on marketing that 
works on me. 

 
Tracy: I like that. 
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Makena: And I would just like take a screenshot when I saw something and I 
was like ‘Oh my god! That’s brilliant!’ like I think it was really silly, 
but I think I can’t even remember what it was. I think it was…do you 
know how when you unsubscribe from things they give you like the 
option to get it you know weekly instead of daily or…? 

 
Tracy: Yeah. 
 
Makena: Things like that. You know when they first came out I was like 

‘Wow! That’s really cool!’ and I actually took the option, right. So 
that’s always going to be evolving because things sort of change 
and get more widespread and so on, but be an observer of yourself 
and see what’s resonating, what’s not resonating and then weave 
that into what you do. 

 
 The other thing I would say is to test. So you know, as a marketing 

expert people come to me and really want me to tell them what to 
do, right, understandably. They’re like ‘What? What’s working? And 
what should I do?’ and you know. But the thing it really comes 
down to is testing and so try something and pay attention to your 
metrics. Pay attention to how is your audience responding, you 
know. What’s the engagement of people opening your emails, 
clicking on things? When it comes to your website make sure you 
have Google analytics installed and you would know these are the 
basics of how to get around in there. It really is not as complicated 
as – I mean it is as complicated as it looks – but there the basics are 
not, right, to get in and just see how many page views are you 
getting, and you know it works as opt-ins like you can easily come 
up with a conversion number there. 

 
So a little bit of, you know, understanding the metrics and really 
talking those can be really tracking those can be really helpful. Or 
even the less, you know, numbers side of things and just how is 
your audience engaging, or you know have you surveyed them to 
see what they’re liking and what they’re not liking. Testing is really 
the best way. And then if you are a little bit more sort of advance 
din the online marketing things [30.00] like split testing are really 
valuable and can teach you a lot about what’s working and what’s 
not working. 

 
And you know, this is so important because you can go to a million 
different masterminds and online marketing courses and everyone 
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is going to tell you something different, because what they are 
telling you is what has worked for them – that is not necessarily 
what’s going to work for you and your audience. So take things as 
ideas. Take them as something to try, but no one can give you the 
magic formula. It really comes down to trying it out for yourself.  

 
Tracy: Test, test, test! 
 
Makena: Test, test, test. 
 
Tracy: I like that. 
 
Makena: Make it a…make it fun, you know. It doesn’t have to be sort of a 

stressful ‘oh, the numbers and the…’ you know, it can be really 
simple but it is still important. 

 
Tracy: You just like make it like a game. I like to gamify everything. 
 
Makena: There you go. 
 
Tracy: How do you make this fun? 
 
Makena: Exactly.  
 
Tracy: So thank you so much for that. Is there anything else that you’d like 

to share? 
 
Makena: I think that’s a pretty good, you know, overview. Like I said 

always…always can go deeper into… 
 
Tracy: No, we’ll just… 
 
Makena: …Tweaks and tips and all that, but I think…I think that’s a good high-

level overview even if you just take one or two things you heard 
today and implement them. Don’t get too, again, don’t get too 
overwhelmed. There’s a million things I can tell you and every other 
marketing expert can tell you, but what resonated for you today, 
take that one thing or those two things, implement those and you’ll 
see some shifts. 

 
Tracy: Thank you so much, Makena, for being here today. I just wanted to 

ask you –where can we find you? 
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Makena: So again my website is onlinemarketingwithheart .com, and yeah, 

grab my free guide up there and I would love to connect with you. 
 
Tracy: Thank you so much, Makena, for being here. And thank you, the 

audience, for listening today to the Thrive by Design podcast. 
 

If you’ve enjoyed this show, we’d love for you to do us a huge favor. 
Make sure you subscribe to our podcast, rate the show and then 
write us a little review. 

 
I’m super excited to keep bringing you super valuable content and 
inspiration every week. I’m Tracy Matthews. Take care until next 
time! 

 
 
 
 

 

 


