


1. Deals typically negotiated by Agent/Business Manager

> Arfist agreement on agent’s letterhead, with rider on business




enue Contract




1. Very short term lease between promoter and venue

2. Specific dates 10/20-25 Load-in
10/26-27 Concert dates
3. Rent: 10/28-31 Load-out

ee based on attendance (floor and ceiling)




6. Merchandise:
a. Venue may sell certain items: promoter pays 80% to promoter
b. Promoter keeps 80-100% of what it sells
c. Promoter has own deal with Artist

ions: 15-25% to promoter




Right to Record




1 Signed by production entity, negotiated by agent and management company, each with own rider

a. Inducement letter
2. Date of performance and venue
3. Length of set (90-120 minutes)

4. Compensation: Flatfee, or minimum guarantee against [85%] of gross receipts, less agreed to expenses (venue
rental, crew, advertising, crew, money paid to Artist for sound and lights)

> icket pricing agreed on



6. Promoter will not record, and will prevent others from recording concert
a. Sole right to fransmit: Jumbotron
b. Specify if Artist has right to record/stream
/. Artist (maybe sole) right to sell merchandise
a. Keeps x% of proceeds:i.e., 70% merchandise, 20% CD/DVD/digital media
rovides stage honds, generators, house sound and lights and all performing right

need not repay $ already spent on




1. Compensation: Flat fee easier as tickets usually are for multiple acts
a. Promoter provides all equipment (sound, light)

2. Promoter or Artist may sell merchandise, with [75x%] to Artist, [90%] for CDs

3. Force Majeure: Outside concert greater chance of cancellation
a. Artist paid if at venue and ready, wiling and able to play

ancellation insurance




1. Usually flat fee: No ticket sales
2. Meet and greets part of the event
3. Image conftrol: Artist approves infro and must approve any photos

a. Host can have sponsors, but signage must be placed such that Artist is not seen as
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1. Promoter granted exclusive right to promote for agreed to tour dates
a. Grants non-exclusive right to use name and likeness to promote, subject to Artist approval

b. Artist won't perform or advertise show within 60 miles of a tour city until after performance in that city, subject
to typical carveouts (private shows, charity shows ...)

c. Headline Artist has approval rights over other acts

2. Signed by touring company, which agrees to “provide a first class performance of Artist” for a TBD
at Artist’s sole discretion but in any eventlong enough to be considered a “full” show by
al curfew restrictions)’.

es less specified



. d. 50% of Net Pool Tour Revenue paid weekly, the balance 45 days after last
show

e. Agree on average ficket price/average venue size

Promoter pays all costs, with a cap of what it must spend per show
00,000/show) to cover costs, recouped by




1. Venue: Hotel/Casino
2. Specified period: three years

a. First year dates largely determined, and for years 2 and 3 TBD with Hotel/Casino a first priority

ange depending on date (i.e., New Year’s Eve 3x as much as a usual date)

nal obligations clearly spelled out
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6. Risk of non-payment:
a. Casino loses license
b. How to address. LOC has costs
/. Show parameters
a. No opinions/risqué behavior. No disparaging remarksre: gambling
Hotel provides equipment/sound system/crew
> wanges to stage can be requested. If granted Hotel pays, and otherwise Artist pays




1. Contractor has right to stream live via the internet, at theaters and via satellite
radio during concert, and to make available on cable PPV for 30 days

ad. Revenue derived from what Contractor receives from exploitation, plus sponsorship
money

0. Sponsors must be agreed to by Artist “which approval will be at the sole discretion of

es per an agreed to Budget



5. Economics:. Contractor recoups Advance plus Budgeted costs plus ROl equal to

alal~

or on next $3,000,000




