The Classic World

Sections of this Presentat

making music in loo

ion are drawn from

King glass land

e guicle to survival and

for the classical

business skills

musician

bg Ellen Highstein
Concert Artists Guild

© 2004 Kevin Woelfel, Director, Entrepreneurship Center for Music

Co”egc of Music, University of Colorado at Boulder

BT e Mo en = iy Y S i



The Persl:)ective

(Prior readingz Highstein chapter 1))

> Whg is the excerl:)t from Through the Looking

Glass bg | ewis Carroll used?

* Does Alice’s experience resonate with 9ou?
o What does a career in music and a career

'Politics have in common?

* Both relg on a substantial audience

* Necessitates good communication skills



Perspective modified..

o What clisaclvantage does the musician have?

* Training that focuses on soundinggood enough for thejob,
but little training in how to GET thejob.

+ Not a new Problem, but a growing one

* As comPetition increases and opportunities
are less Aeﬁned) you are left to learn how to

navigate more egectivelg in Wonderland



Ms. Highstein’s faig three..

* Know the marke‘cplace

¢ Know the customer

* Know 3ourse|1C

* Kevin’s addition: The more you know of these) the better able
you are to counter the effects of chance) which may or may

not work in your favor.



The Marketplace

* Buyers
* Audiences, Presenters, media users, etc.

o Sellers

* Artists, managers, Promotcrs, EhC;

& Products

siilye Pemcormancq recordings, written WO!"(S, s



Market Motivator

& Jtisdriven largelg bg money

* You need 1e;

* understand where it is
* how it moves
- W]‘ng it got there

* howitcan getto 3ou!



Market Barriers

¢ [t'sg bugers market

e TI”ICI”C arc mofre SC”CFS thaﬂ bugers

o Product differentiation Prob!ems

*  Too little Perception of the differences between acts

o Use of anintermediate rePresentative

» hcgou have management, you may not be rePresentecl as you are, or need to be

* Jeadsto inaPProPriate Pencormance situations

& Purchasers with questionable abilities

*  Unableto distinguisn your uniqueness or ac[vantages



The Customer

& Customers PT’OViClC revenuc ancl iﬂClUClC:

T
®  Presenters
* Co”eagues

R L e T b

* As consumers, you need to know about them

v Demographics
gl AN T S T N level, education etc.
*  AND their Purclﬁasing tendencies
*  Whatelse thcg like (your competitors)

®  Restrictions theg may have to buging into you
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Selﬁknowleclge

* Know your unique c]ualities

*  Nouare in the best Position to know this info!
*5Be o sPeciﬁc as Possible and write them down

*  Address this from your customers Perspective

> Remember, if you dor’t |<now, tlﬂeg won’t know..
* You car't tell what you dor’t know..
* If you can’t tell. you lose oPPortunitiesl

* Sel1c~‘<nowledge is essential if you want to stand out in a crowd, and that is

l"lOW 9OU SUCCCCCI



Coda

& Unless you do it all for free, You ARE a

business.

o Like all businesses, it

P requires an investment of time, money, marketing, creativity and sound business Principles

- requires inte”igent decisions on finances, time management, resources, etc.

* You've spent years Working on “the goocls”,

don’t neglect how you are going to deliver them!
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