Faculty Course Guide For 
MUSC 4370  Marketing in the Performing Arts


	The material in this document is intended to be helpful to an instructor in teaching or preparing to teach this course. Unlike the standard syllabus for this course, this document is not intended to be made available to the students.

Important information about this course is included in the standard syllabus for this course. The instructor should use this document in conjunction with the standard syllabus in order to gain an understanding of the purpose and content of the course. 

	Course
	MUSC 4370
Marketing in the Performing Arts (Music) 

	Program
	Certificate in Entrepreneurship

	Program Outcomes
	The following Program Outcomes have been identified for the Certificate in Entrepreneurship:

1. Knowledge and understanding of the entrepreneurial thought process and the various aspects of small business resulting in an enhancement of student’s entrepreneurial business skill set.  A skill set comprised of marketing, finance, organization, and management.

2. Ability for students to integrate and apply their entrepreneurial business skills to the process of conceiving, researching, developing, and composing a viable business plan based on their own business concept in their field of study.
3. Ability for students to present their final business plan (orally, visual, and written) to a review panel comprised of entrepreneurs and faculty.  The panel will provide feedback on the presentation as well as the viability of the business concept using “real-world” criteria.  

	Catalog Description
	A survey course covering aspects of image building, promotion kits (letterhead, internet site, photography, , video/audio discs (repertoire, recording, art work, copyright, licensing, promotion, sales, reviews, etc), working with a publicist, advertising agency, manager and/or agent, audience connections (targeting educational residencies, seminars, and conventions), contracts, auditions, professional organizations and memberships  Prerequisite:  MUSC 4360 or permission of instructor.

	Intent of the Course
	This course is one of the required courses for the undergraduate Certificate in Music Entrepreneurship.  The course is designed to meet the needs of students from all music disciplines on the undergraduate level. However, it is understood that Music Education majors may not have room in their degree program to take this course. The course is designed to provide an effective introduction to self promotion and marketing in the music industry.    


	Learning Outcomes
	Students will gain a solid foundation in aspects of music marketing and promotion:  promo kits, advertising, audio-video, contracts, recording industry, networking, nonprofit foundations, financial issues, working with an agent/manager/attorney, and so forth. Students will become aware of the multiplicity of music performance options and the interaction of one field with another. 

	Assessment
	Projects:  two major examinations, final examination, class interaction – presentations, a written research project based upon each student’s primary career goals

	Course Content
	1. Marketing and Promotion, an introduction to basic concepts
2. Mapping Success: identifying and pursuing a career goal, concepts of musical entrepreneurship, principles of success. 
3. Networking and Connections:  people skills, speaking in person and by phone, Email, letters, interviews, audience communication.
4. Personal Image Building:  the promo kit (text, art work, bio sketch, references, press releases and reviews, “quotes,” audio-video clips/discs, web site development and promotion, business cards, photography, logo, naming and branding).  
5. Interviews and Auditions:  getting past “the door.”  Discussion of performance anxiety, stage manners, audience communication, mastery of musical expectations, quality vs. quantity. 

6. Manufacturers/Management/Agents & Attorney Issues:   working with an agent or professional manager; issues relating to percentages, fees, contract length and negotiation; working as a clinician/performer/endorser for an instrument company. 

7. Funding Research:  introduction to grant writing proposals; non profit foundations, businesses, NEA, arts councils, Meet The Composer, Mid America Arts Alliance, 

8. Exploring Performance and Teaching Opportunities:  artist residencies (K-12, senior adults, community education centers, college appearances), free lance performing (commercial shows, ensembles, jazz, classical, pop, folk – and being convincing). 
9. The Recording and Audio Industry – a brief review:  recording labels, legal requirements, costs and profit margins, typical contracts, copyright, promotion, sales and deletion of product, independent production, marketing and the Internet.  

10. Developing and Evaluating of Skills:  time management, contracts, effective practice, financial management, research and review of personal marketing/networking materials.  

	Suggested Course Activities
	1. Students will be assigned internet review and development projects.  
2. Students will “shadow” selected professional artists in their primary area of interest. 

3. Students will make individual presentations on their press kits and discuss the experiences they have already had in self promotion 
4. Class will be based upon use of selected texts, reserve materials, guest lecturer presentations, “field trips,” and so forth. 

5. Community representatives will make presentations.  The list includes:  prominent free lance performers, St. Louis Symphony Orchestra, St. Louis Musicians Association/AFM, compact disc retail merchants, casino, club and commercial booking agencies.  

	Prerequisites
	MUSC 4360 or permission of instructor

	Textbooks
	Primary Text:

Beeching, Angela Myles – Beyond Talent, Creating a Successful Career in Music, New York: Oxford, 2005, 0-19-516913-1
Secondary and Reference Text:
Lathrop, Tad – This Business of Music Marketing & Promotion, New York: Billboard Books, 2004

Spellman, Peter – The Self Promoting Musician, Milwaukee: Berklee-Leonard, 2000, 0-63400644

	Instructor Qualifications
	Michael Parkinson, Chair, Department of Music.  Career long involvement in music industry as a professional free lance and contracted ensemble performer, clinician and representative of major instrument manufacturing company; multiple recordings of commercial and non commercial product, union membership.  Well connected to the music industry on a local, regional and national basis. 

	Suggested Waiver Policy
	None
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