
 
It's Not Really About Your Voice  

 
In my experience, the vast majority of new voice-over actors quit within their first year. What 
bums me out is that they give up after they’ve invested all of this time and money into their 
career, only to give up because they simply don’t know why “doing voice-over” isn’t the same as 
“operating a business.”  
 
That’s really what it comes down to the vast majority of the time. There are three common 
problems I see with the so-called, “failed talents:” 
 

● They're not consistently operating in a business-like fashion 

● They're not marketing correctly 

● They don't have confidence 
 
 
However, while those things I just mentioned are generally the issue, there are times I work with 
talents who were rushed through a demo mill and didn’t actually receive much training. If that’s 
something you want to talk about, please feel free to get in touch with me.  
 
So before you assume that there’s something wrong with how you are- or are not - operating 
your business, make sure you do the following: 
 

1. Get a sound review  
2. Get an acting review  

 
I’m fairly solid when it comes to all things voice-over with the exception of the sound engineering 
part, so I hire editors and engineers to make sure that my sound is right for my client projects. I 



get sound check-ups fairly regularly and get help with the tech part because that’s what I have 
the least amount of experience in.  
 
You will always have weaknesses that you’ll need outside help for. For some people this is web 
design, for others it’s marketing, business operation, and accountability.  
 
So once you’ve consulted with the pros to discover that your recording space or acting skills 
aren’t what’s preventing you from getting work, it’s likely one of those three things I mentioned, 
the first of which is... consistently operating in a business-like fashion.  
 
But what does that mean? What does it mean to operate in a business-like fashion?  
 

● It Means Being Your Own Boss - I actually hate this phrase because of the image that it 
conjures up. So many people think “being your own boss” means “do whatever I want,” 
and it does, but then that means you’re a crappy boss. Being your own boss means 
bossing yourself around. That’s why people who have ever had to self-manage in 
anyway are SO good at voice-over. Because, it’s really not about your voice (hold for 
dramatic effect), it’s about CONSISTENTLY running a PRODUCTIVE  business. That 
means you need to hold yourself accountable. That looks a little different for everyone 
and is also what I offer in my sessions, I help you create and stick to a business plan.  

 
So now you might be thinking, “Ok, that’s not it, I definitely put at least 20 hours a week into my 
voice-over career, why aren’t I booking work?” 
 
That’s because you’re probably not doing it right. P2P’s aren’t going to get you far and direct 
marketing to 2 potential clients a week won’t either. That’s where my point “Marketing Correctly” 
comes in.  
 
And everyone really over complicates marketing, this is what you need to remember - 
Consistently reach out to at least 25 new prospects a week. If you know how to write emails, 
you know how to look for potential clients, and you know how to talk on the phone, you need to 
actually reach out and keep reaching out.  
 
Marketing is like doing squats to keep your booty looking good. If you do squats for a week, you 
might notice some results but they won’t be dramatic. Give it a couple of months of 
CONSISTENTLY and CORRECTLY doing squats and you’ll see results. If you stop doing 
squats, your booty won’t be looking so good and likewise, if you stop marketing correctly and 
consistently, your business won’t be looking so good.  
 
Marketing is like fishing, which means the basic principals are the same for everyone, but your 
fishing set up is going to look differently from your colleagues. It depends on what fish/client 
you’re trying to catch. It depends on WHERE you’re fishing/where you’re marketing. It depends 
on what kind of bait you’re using/how you’re marketing. And it depends on what you have to 



work with. If you’re out there looking for fish where there aren’t any, you’re going to go home 
hungry. You need strategy and you need to be proactive in regards to your surroundings. So if 
you aren’t catching any fish, consider that you might need to move your boat.  
 
But you might be too scared to move your boat because you’ve only ever fished in one place. 
That’s where the “Confidence” part comes in. When you’re a new business owner, especially 
one without a partner or manager, it’s so easy to question yourself. You’re new and you feel like 
you don’t know what you’re doing, which is the problem exactly. Not that you’re new, but that 
you feel like you don’t know what you’re doing. This is an issue for the vast majority of new 
voice talents.  
 
They have everything they need to be successful, but because they don’t believe in themselves, 
nobody else does either. Think about if a plumber came to your house and seemed less than 
confident about his ability to repair a busted pipe.  
 
First of all, you’d pick up on his lack of confidence pretty darn fast. It’s obvious when you’re 
nervous.  
 
Would you hire a nervous plumber? A nervous doctor? A nervous driver? I don’t think so. That’s 
what “fake it ‘til you make it” means. That’s a confusing phrase for a lot of people because they 
think they need to fake some kind of career. That’s not what that means. Fake It Til You Make It 
means you’re faking confidence when you’re really nervous.  
 
I like to tell my students, “you’re an actor… ACT like you’re confident.” 
 
And being confident doesn’t mean knowing all the answers at that moment. It means being 
enthusiastically proactive. There’s a LOT I don’t know about voice-over because that’s a big ole 
category. I’m more than happy to admit that because not knowing isn’t a problem that can’t be 
fixed. I know how to find the answer to just about any question. 
 
That’s what freaks out a lot of new talents. They ask, “What if my client asks me x,y,z?! I don’t 
know what my rate is, I don’t know how long it will take to get this project turned around, I don’t 
know what they’re asking me for, what do I say?!” 
 
You don’t have to know the answer. One of my favorite phrases is, “I’m not sure off the top of 
my head but let me check with so and so/do some research/run the numbers etc. and I’ll get 
back to you by x time, is that ok?” 
 
Does anyone have anything they’d like to chat about, voice-over or otherwise?  
 
Thanks for joining me! I’m hoping to make this a weekly thing and I’m building some 
accountability tools for the group. If you have any requests or ideas or to book a session with 



me, email me at Tawny@TawnyVoice.com or you can hit me here on messenger, whatever is 
easiest for you!  
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