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You Don't Hate Marketing. You Hate
Performing.

This book is for people who are good at what they do, but feel ridiculous trying to market it.
You know your work helps people.

You’re on a call with a nutrition client who’s asking for a better meal plan. You listen for a minute, then ask

what time they usually eat lunch. There’s a pause. They say, “...sometimes I forget.”
That's the moment everything makes sense.
Then you open Instagram. Or LinkedIn. Or a blank doc.

You try to turn that moment into a post with a strong opening line and a clean ending. You
reread it. You picture someone you respect seeing it. Your shoulders tense. You close the tab.

You're competent in real life. But online, you feel like you're pretending.

Most marketing rewards the version of the story that fits in one post. But
that's not what really happens when you meet with clients.

A client books a call because they want to know what to eat. They think food is the problem.
You ask a few questions and realize they're skipping lunch, running on coffee all afternoon,

and getting home so hungry that dinner turns into damage control.

“We’re not changing what you eat yet. We need to fix WHEN you eat first.”



That part doesn’t make for a great post. There’s no dramatic transformation. No satisfying
reveal. Just a small change that makes the rest of the work possible.

And you don’t know how to make that sound attractive in a post.

So you're asked to compress things you usually explain slowly. To write sentences you'd
never say out loud. To sound certain about decisions you normally make by watching,
listening, and adjusting.

That tension is exhausting. If marketing drains you, it's not because you lack discipline. It’s
because youre constantly editing yourself. Editing out the caveats. Editing out the “it
depends.” Editing out the part where you normally say, “Let’s figure out what's happening
first.”

The Real Problem Shows Up Before the Words Do

Most marketing advice would say you need better sentences. More “viral hooks.” Better ways
to sound confident. Better examples to model yourself after. But the real problem shows up

before you ever write a word.
It's the moment you sit down and think, “How do I explain this without sounding fake?”

Now compare that to how you talk when you're not marketing. When a client says “I feel like I
just can'’t eat healthy on busy days,” you say, “Okay, let’s look at when you're skipping meals

and why that happens. We'll fix that first, then talk about what you eat.”

You're not dramatic. Youre not trying to inspire anyone. You're specific. You're pointing out
patterns you've seen over and over. That's what this book is for — helping you use that same

language online.

Marketing doesn't have to turn you into a performer. It can sound like you
explaining your work to a client who's listening carefully.



Instead of starting with “What should I post today?” we'll start with: the question clients
always ask five minutes into the call. The assumption you correct every time. The advice
people are surprised to hear.

Those moments are concrete. They already happened. You don't have to invent them. When
you write from those moments, you don’t need to hype it up, smooth the edges, or reread it
five times wondering how it sounds. Because youre describing something that’s already
familiar to you.

You don’t need to be louder. You don'’t need to simplify yourself into something catchy. You
need a way to write that feels like continuing a conversation you're already having. That'’s
what we're building here.



The Myth of Better Copy

Most people think the problem is the words. “Make the headline punchier. Use a stronger
call-to-action. Just tweak your sentence structure.” So you try. You rewrite your post three
times. You agonize over which verb feels confident. You even ask a friend to read it and give
feedback. It’s tighter. Clearer. Sharper. And still... it falls flat.

Better words don’t fix the real problem.

Here’s why. On a call, a client says “I just want a meal plan thatll stick.” You listen, ask a few
questions, notice they skip lunch and rely on coffee all afternoon. By dinnertime, theyre

starving and grabbing whatever’s easy.

“That gap is why cravings hit so hard. Let’s focus on a snack at 2pm — protein and fat — to stop the crash

before we tweak the meals.” Their face lights up. “Oh... that’s why I keep falling off my plan.”

The advice worked instantly. Now you take that same idea and try to share it online. You
spend an hour crafting a witty, structured post about meal timing. It's neat, polished,

perfectly written. People skim it. Scroll past it. Leave no comments.

Because the post doesn’t show the client’s real situation. It doesn’t capture the skipped lunch,
the coffee crash, or the moment of recognition. The reader can’t picture themselves in that

story.

Copy can make a sentence prettier - but it can't recreate the moment
someone realizes, "Oh - that's exactly me."



Better copy is like a nicer frame around a picture no one recognizes. You can craft every
sentence beautifully, but if people don't see themselves in the story, it won't matter.

The Real Problem Shows Up Before the Words Do

It's in orientation: how you see the problem, what you notice first, what you decide matters
enough to talk about.

A nutritionist notices skipping meals first:

+ On calls, she asks, “What are your afternoons like? When do you get hungry?”

« Online, she posts a structured meal plan with bullet points for breakfast, lunch, dinner.
A consultant notices weak onboarding first:

« On calls, she asks, “What happens after someone signs up?”

« Online, she posts, “5 steps to double your revenue.”

The difference isn't style. It's what she’s paying attention to. Even the sharpest copy won't
land if it's missing the right perspective.

Start With What Actually Happens in Your Work

The moment a client hits a wall. The tiny habit that keeps tripping them up. The small tweak
that suddenly makes the rest of the plan click. Write from that.

A client says, “I just can'’t stick to my plan.” You notice they skip lunch. They run on coffee
until 4pm. By the time dinner rolls around, they're grabbing whatever’s easiest. You describe
that exact pattern, explain why it matters, and show what one small change could fix first.
The client nods: “Oh... that’s why I keep falling off my plan.”

That's what you write from. Not a shiny summary or a bold claim. The real, everyday moment
that makes the work matter.

A coach posted “5 ways to manage stress.” It got polite engagement. Nothing meaningful. But
on calls, she noticed clients start the day in reaction mode — emails first, Slack first, other

people’s priorities first. So she wrote:



“Stress doesn’t come from your calendar. It comes from starting your day in reaction. The first hour sets the

tone. If you begin with everyone else’s demands, pressure builds before lunch.”

People saw themselves. They commented. They shared it. They booked calls. She wasn't
performing. She was articulating what she actually observes.

Better copy can polish a message, but it can't create relevance. It's not about
writing better. It's about writing from what you already notice.

Next Time You Sit Down to Write, Ask:

« What did I notice first in this client call?
« What's the one thing people almost always overlook?

« How would I explain this in real life, step by step?

Start there. Even one post written this way feels lighter, more natural, and more useful.
You're no longer marketing as a performance — you're sharing insight you already have. And

that’s far more powerful than any sentence tweak.



The Performance Trap

At some point, marketing stops feeling like communication and starts feeling like a role you're
supposed to play. You can feel the shift. Youre not asking “What’s useful to explain here?”
You're asking “What will land?” You're thinking about the algorithm. The timing. The format.
Whether this sounds impressive enough.

Your body knows before your brain does. Your jaw tightens. Your shoulders creep up. You
open a post draft, stare at it, close it again. Youre not tired of writing. Youre tired of

performing.

What Performative Marketing Looks Like
Most performative marketing doesn’t look dramatic. It looks like:

« Posting even when you have nothing you actually want to say.

« Rewriting a sentence to sound more confident than you feel.

« Adding a stronger claim because softer truths don’t seem to “work.”
« Checking likes ten minutes after posting, then again an hour later.

« Deleting a post because it didn'’t land the way you hoped.

On the outside, it looks like consistency. On the inside, it feels like low-grade anxiety. You're
not sharing insight. You're auditioning.

Most people aren't burned out from marketing. They're burned out from
self-monitoring.



Watching how they sound. Watching how theyre perceived. Watching how the post
performs. That constant self-awareness drains energy fast.

Think about how you show up on a client call. You're listening. Youre noticing patterns.
You're adjusting in real time. You're not thinking “Is this impressive enough?” or “Will this
make me look smart?” You're just working. Marketing flips that. Suddenly, you become the
object being evaluated.

How the Trap Starts

The performance trap starts innocently. Someone says “You should post more.” So you do.
Then “Shorter posts perform better.” So you cut. Then “You need a hook.” So you sharpen the
opening. At some point, youre no longer following your thinking. Youre following
instructions.

You can see it happen mid-sentence. You start writing something true: “Most clients don’t
need a new plan. They need to eat lunch.” Then you pause. Is that... enough? You add more.
“This one shift can completely transform your energy and metabolism.” You reread it. Your
stomach drops a little. You didn’t lie. But you also didn't tell the truth the way you would tell it.

Performance isn’t about lying. It’s about exaggerating certainty.

Smoothing out the thinking. Skipping the nuance. Jumping to the clean takeaway. Because
clean performs better than honest. This trains you to notice what gets rewarded, not what’s
accurate — to speak in conclusions instead of observations, to optimize for reaction, not
recognition.

The Trap Closes When Posts Do Well

You can feel the misalignment when a post does well. People comment “This is so good” and
“Needed this today” — and instead of relief, you feel... weird. Because the thing they loved
isn’t quite the thing you actually do. Now you're boxed in. If you post something quieter next
time, it feels like a step down. So you keep performing the version of you that got applause.

Performance rewards repeatable personas. The “straight-talking expert.” The “no-BS coach.”
None of these are wrong. But when you start maintaining one, you stop thinking freely. You
don't ask “What's true here?” You ask “What would this version of me say?” That’s not



expression. That’s brand management.

If marketing feels performative, it's not because you're bad at it. It's because
you're out of alignment with how you actually think.

The Orientation Shift
Stop asking: “What kind of content should I make?” Start asking: “What am I tired of
explaining because people keep missing it?”

Stop asking: “What’s the hook?” Start asking: “What part of this do clients resist at first?”

Stop asking: “What will perform well?” Start asking: “What would I say if no one was keeping

score?”

When you write from thinking instead of performance, your posts get more specific and less
dramatic. You explain before you persuade. You describe before you declare. And
paradoxically, people trust you more — because youre not trying to win them over. You're

orienting them.

Marketing stops draining you when it stops asking you to be someone else.



Developing Your Point of View

Most people think a point of view is something you create. Like one day you sit down, decide
what you stand for, and then build content around it. You brainstorm “pillars.” You write a
positioning statement. You try to sound decisive about things you're still figuring out. That’s
usually where things start to feel fake.

POV isn't what you say online. It's what you notice in real life.

If you've worked with real clients, you already have a POV. You just haven't been taught to
trust it yet. It shows up in moments like: a client says they “need more confidence on
camera,” and five minutes into the call you realize the real issue is they don't actually know
what they believe yet.

Those reactions aren’t random. Theyre pattern recognition. They're your brain quietly
saying, “I've seen how this plays out.” Most people ignore those moments because they don’t
sound polished enough to post. They feel unfinished. Too blunt. Too specific. So they move
on.

Why POV Gets Edited Out Before It's Published

People are sharp, clear, and honest when they're talking one-on-one. On client calls. In voice
notes. In DMs. Over coffee. They describe what theyre seeing as it's happening. But when
they sit down to write publicly, something shifts. They stop describing what they see and
start imagining what they're supposed to say.



Their language tightens. Their sentences get safer. They add context no one asked for.
Disclaimers. Cushioning. Not because they don’t know better — but because they're trying to
be acceptable instead of accurate. This is where POV disappears. Not because it wasn't there,

but because it got edited out before it ever had a chance to land.

Strong POV doesn’t come from confidence. It comes from proximity.

People with strong POVs aren’t louder. They're closer. They've been close enough to watch a
client rewrite the same About page ten times without ever saying what they actually think.
They've sat through launches that failed not from lack of effort, but from too many
last-minute edits meant to offend no one. They've seen exactly where popular advice breaks
once it hits real life. They don’t need to speculate. They've watched it happen.

POV is Not a Belief System. It’s a Filter.

Think of POV less like a stance and more like a lens. It determines what you notice first, what
you dismiss quickly, what you stop spending time on. Two people can look at the same
situation and walk away with completely different conclusions.

Two marketers look at a post that didn’t perform well. One says, “The hook wasn’t strong
enough.” The other says, “This person doesn't actually agree with what theyre saying yet.”
Same post. Same data. Different filter. That filter is POV.

How POV Actually Forms

POV usually comes from repetition. You hear the same thing enough times that you can’t
unhear it anymore. A founder says they need better copy. Another says the same thing. Then
another. Eventually, something clicks: it's not the copy — they don’t trust their own thinking

yet.

That realization didn’t come from insight. It came from paying attention. From staying close

enough to the work to notice what keeps breaking.

What POV Looks Like Before It Sounds Smart



At first, POV shows up as frustration. You find yourself thinking: “That’s not the real problem.”
“Everyone keeps skipping this part.” “This advice works in theory, but not here.” Those
thoughts are usually followed by silence — because you assume you need more proof, more
confidence, better wording. What you actually need is to stop editing yourself so early.

POV doesn't start as a clean sentence. It starts as a reaction you haven't learned to value yet.

When you have a POV, you don't ask "What should I post today?" You write
about the client conversation that stuck with you, the advice you watched fail
again, the pattern you can't ignore anymore.

You Don’t Add Conviction. You Stop Diluting It.

Conviction isn’t something you hype yourself into. It's what happens when you stop softening
things you've already seen break. Most people weaken their POV by adding disclaimers, “this
might not apply to everyone,” extra paragraphs explaining themselves. They think clarity

requires cushioning. It doesn'’t. Clarity requires trust — mostly in your own experience.

Not: “Studies show many entrepreneurs struggle with marketing...”
But: “Every founder I work with thinks they need more content. They don’t.”

That sentence doesn’t come from confidence. It comes from proximity. And once you start
writing from that place, marketing stops asking you to perform. It asks you to notice.



Marketing as Orientation, Not Activity

Nothing changes all at once. You don't suddenly post more. You don’t become louder. You
don't feel “on” every day. What changes first is quieter than that. You stop forcing yourself
into the app.

When Marketing Stops Feeling Heavy

Before, marketing feels like an exam. You open the platform already bracing yourself. You
scroll to see what's working. You save posts you think you should sound like. You close the

app and tell yourself you'll come back when you're more focused, more confident, more clear.

After, marketing feels more like observation. You still open the app — but youre not looking
for a template to follow. You're watching how people explain their problems. Youre noticing
what feels over-promised. Youre paying attention to what doesn’t quite land. Youre not

preparing to perform. You're orienting yourself.

Marketing as Orientation vs. Activity

Marketing as Activity Marketing as Orientation

Posting because it's “time” Paying attention during real conversations

Writing even when nothing feels clear Noticing what people keep
misunderstanding

Forcing consistency so you don't Letting ideas form before you touch the
disappear keyboard



You're still thinking about marketing. You're just thinking in the right direction.

What You Start Noticing Instead

When performance drops, attention sharpens. You notice: the moment a client relaxes once
they finally name what’s been bothering them. The hesitation right before someone says what
they actually think. The gap between what people say publicly and what they admit once the
call feels safe.

Those moments used to pass by. Now they stick. That's not content strategy. That’s

awareness.

Why This Feels Slower at First

Orientation doesn't create instant output. There are fewer posts. More space between them.
More silence. That can feel uncomfortable — especially if you've been trained to equate
movement with progress. But slower doesn’t mean stuck. It means you're letting things take

shape before you show them.

Marketing starts to feel like thinking again. You don't sit down to "create
content.” You write because something is clear.

A sentence forms during a walk. A thought sharpens after a client call. An opinion settles after
you've seen the same thing play out one more time. By the time you post, the work is already
done. The post is just the last step.

Nothing Flashy Changes — And That’s the Point

Your page might look quieter. Your output might look simpler. Your tone might feel calmer.
But what you're saying finally matches what you see. That alignment is what people respond

to. Not a polished performance.



If this feels easier, you’re not doing it wrong. You’re just no longer working against yourself.
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You Were Never Behind

If you've made it this far, nothing dramatic has happened. You haven’t been handed a system.
You haven't been given a plan. You haven't been told what to post tomorrow. And that’s
intentional. Because the problem was never a lack of information. It was the pressure to
sound like someone you're not.

What Actually Changed

You didn’t learn how to market. You learned how to stop performing. You learned how to

recognize:

« When you're editing out the part that matters
- When you're borrowing language instead of describing what you see

« When effort is replacing clarity

That shift is subtle. But it's permanent. Once you see it, you can’t unsee it.

You Don’t Need More Discipline. You Need More Honesty.

Most people think their marketing problem is inconsistency. It's not. It's self-censorship.
They know what they want to say — they just don't trust it enough to leave it intact. So they

soften. Overexplain. Or dilute their message. And then they wonder why nothing lands.

What you've done here is quieter. You've started trusting your own observations again. You
started trusting your intuition again.



Marketing was never supposed to feel like a performance - auditioning for
attention, proving credibility, competing with louder voices. When you stop
copying that behavior, things simplify real quick.

You Don’t Need to Find Your Voice
You already have one. It’s the voice you use:

« When you explain something to a client
« When you name a problem without overthinking it

« When you say, “That’s not the real issue”

That voice didn’t disappear. You just stopped letting it lead.

What Happens Next Doesn’t Need to Be Decided Yet

You don’t need a plan coming out of this book. You don't need to promise consistency. Or
map out your next six months. You just need to notice when you're about to perform — and

choose not to. That choice gets easier with time.

A Quieter Definition of Success

Marketing that fits doesn’t feel urgent. It feels clear, specific, honest. It sounds like someone
who knows what they’re looking at. And people trust that — not because it's polished, but

because it's grounded.

If this book felt relieving instead of motivating, that's a good sign. You weren't
meant to be hyped up. You were meant to stop fighting your instincts.



You don’t need to become better at marketing. You need to stop editing yourself.

Your voice was always enough.

— Marine Ashnalikyan
copybymarine.com
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Marine Ashnalikyan
Copywriter & Marketing Strategist

This book started with a LinkedIn post that never got written. Marine sat down to do her
social media, looked at the blank screen, and thought: I really don’t want to do this. So instead,
she wrote this book — in about two to three days. That felt a lot more like her.

Marine Ashnalikyan is a first-generation Armenian-American, born and raised in Glendale,
California. She’s a copywriter, marketing strategist, and published poet who has written for
brands like Mazda, Toyota, AAA, McDonald’s, and more — and has done some of her most
meaningful work helping small business owners find the words that actually sound like them.

She speaks English, Armenian, and Spanish. Dance is her first love — Argentine Tango
especially. She also trains BJJ, Judo, Muay Thai, and lifts weights. She lives in Los Angeles and
does her best thinking outdoors — on forest trails, by the ocean, or at the park with her dog.

Her poetry collection, The Moon Taught Me, is available on Amazon — find it here.

I
She believes marketing works best when it sounds like thinking out loud - not

stepping on stage.

Work with Marine

« Copywriting Services

 Social Media Marketing


https://www.amazon.com/Moon-Taught-Me-Marine-Ashnalikyan/dp/1098368118
https://www.copybymarine.com/copywriting-services
https://www.copybymarine.com/social-media-marketing

« Nonfiction Book Editing
« Marketing Strategy Consulting

copybymarine.com
The Moon Taught Me — available on Amazon
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https://www.copybymarine.com
https://www.amazon.com/Moon-Taught-Me-Marine-Ashnalikyan/dp/1098368118

