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Keynotes:
• Danielle Oosterop — Agent and Artist 

Manager
• Ragnar Berthling — Managing director 

Musikcentrum Öst
• Jesper Thorsson — CEO Export Music Sweden



Danielle Oosterop Music Management



How to find venues & Festivals?

Overview:
• Europe Jazz Network: www.europejazz.net
• Members page, 173 hits
• Subscribe to their newletter



National websites:
• Belgium: https://www.jazzinbelgium.com
• Netherlands: https://vnjj.nl/#leden
• Germany: Wegweiser jazz - https://www.jazzinstitut.de/wegweiser-jazz-

3/?lang=en
• Austria: https://db.musicaustria.at/organisationensuche
Under ‘erfasst als’ choose Festival/Vernastaltungsreihe and click ‘Suchen’
• France: https://ajc-jazz.eu/en/members-page/
• Canada: http://www.jazzfestivalscanada.ca/festivals/



Hard facts:

• Find out where artist you feel related to 
played

• Subscribe to their newsletter
• (web) magazines: go through their agenda’s

and news sections



Database — the core of everything #1

Add notes:
• Where did you hear about this place, who played

there
• When you mailed/phone/met them, did they

answer?
• How long in advance do they book
• How to best approach them (mail, messenger, 

phone call?)
• Financial deals: your offer, their answer, final deal



Database — the core of everything #2

Add photo:
• Make sure you can search for country, city
Make groups, for example:
• festivals per month
• venues to approach first
• venues who book far in advance
• Press
• Fans, for a mailinglist
• etc



Questions:



Ragnar Berthling:
Managing Director Musikcentrum Öst

ragnar@musikcentrum.se
www.musikcetnrumost.se/en



Going through the buzz at expos/showcase 
festivals + some useful tips for an international 

career!



What is a showcase/festival expo?

• Industry gathering
• Often focused on emerging artists
• Often mixed with local audience
• Always A LOT more seller than buyers
• You can apply as a band/artist
• Do it right, can start a global career
• Do it wrong, waste of time and money



Broad expos/fairs



Broad expos/fairs



Broad expos/fairs



Broad expos/fairs



Broad expos/fairs



Niche — folk & world



Niche — folk & world



Niche — folk



Niche — classical/contemporary



Niche — Electronic (art)



Niche — Electronic (dance)



Genre hybrids



Genre hybrids



Industry spotlight — no applications



Industry spotlight — no applications



Industry spotlight — no applications



And Sweden?



And Sweden?



And Sweden?



And Sweden?



And Sweden?



Vital tools!



• Structure
• Team
• Visibility/digital tools
• Knowledge
• Network/contacts
• Financial resources
• Time
• A story



Structure: 3 year plan!

• What will happen nex three years?
• Go through your overall financing over the 

period.
• Make a fair estimate of performance fees, 

travel and accommodation costs. Consensus in 
the group.

• What’s in pipeline for the period  — releases, 
distribution, tours, possible markets?



Team?

• Agent/management/booking?
• Publisher?
• Publicist/PR?
• Art director?
• Video director?
• Web
• Other



Visibility/digital tools:
• Web page in order
• Teaser < 59 sec, most important tool for meetings and 

invites. (include press quotes, booking info, if you have a 
showcase, make it like an invitation).

• Video, rather live with qood quality than ”artistic”.
• Social media, update, define purpose between Facebook, 

Insta etc. Remember to use them at site, especially if you 
have a showcase.

• Physical carriers(CD, usb, vinyl, dvd?)
• Printed material, flyers, business cards (always).
• Business cards, consider the size, look, qr-code, temporary 

or permanent.



Knowledge, examples of homework:

• Pick 3 important markets and do your home 
work.

• Pick a few artists/acts, that you respect and 
see how they present themselves/how their 
agents present them.

• Do the same with managers/bookers.
• Penetrate three festivals per market and go 

through their program / presentations  a few 
years back in time..



Network/contacts

• Who do you know?
• How do you keep old contacts in your network?
• Who do you need to know?
• How do you find them?
• What can you offer?
• How do you aproache them?
• Etc… that is… expand your network, deepen your 

relations, nurse them, care for them, bring them 
closer…



Financial resources:

• Own funds
• Grants
• Regular support
• Showcase support



Time:

• Make a careful time estimation 
• Make a careful time ”budget”
• Discuss roles and 
• Split up in the band



The story:

• Music/performance is just a part of what you 
do.

• USP
• How shall others tell your story?



Preparations for the fair:



Book meetings!
• Split the fair in 30 minute slots
• Do your home work, both before you take contact and 

before have the meeting!
• Short & precise!
• Be personal
• Use quotes
• Name in the subject box!
• Brag moderately!
• Graphical element.
• Rather links from image (f ex image with play button) than 

text links
• Teaser!! 59 sec.



The buyer
— festival, venue, klubb, agent etc:

• Make it easy for the buyer. Concise material 
with all relevant info.

• Train your pitch, you only got one chance.
• Elaborated quotes, not long reviews. 
• Well balanced tools — a well edited short 

teaser is often the best.



Check on the fair:
• Opening hours (might be obvious but…)
• Lodging, is there a lobby, can I have meetings there?
• Match make/pitching sessions?
• Plan your time, booked meetings, lunch, walk around time.
• Image-google your meetings and save. Good impression to go the 

right person and useful if your appointment doesn’t show up.
• Which countries has elaborate stands? Organised match makes?
• Try to keep track on drinks, gatherings, brunches etc. Good 

opportunities to network.
• Other, showcases, seminars, updates…



At the fair!



Morning:

• Mail a reminder about when and where you’ll 
meet.

• Check through the meetings before noon, 
make some notes, questions. Good if 
connected to the person you’ll meet.

• Exercise, morning jog, walk, catch a gallery 
and calm down, take care of yourself…



Day & Night:
• Keep track on meeting times (Excel is excellent). But you might as well use pend 

and paper, whatever you like.
• Use an i-pad for demos and your notes.
• Good headphones, no in ears!
• Take quick notes
• Be nice but no goof talk.
• Respect when the meeting is over.
• Take a break for reflection now and then.
• Aps and schedules in order!!
• Flexibility (many rebook/cancel meetings)
• Always use the time! (queue for bath room, coffee, there’s always a contact to 

make)
• Water!
• Let go of your shyness!
• Use the bar, but don’t overdo the booze, or keep sober. Always have your business 

cards at hand, flyers, especially if you have showcase, and maybe a few USB:s for 
VIP’s



Back home, follow up:

• Follow up not later than the week after
• Reconnect to the topics of the meeting
• Try to make a preliminary closure and use 

other ongoing negotiations to get there.
• Be clear of how much you can consider to 

bargain.
• Don’t forget the meetings that didn’t happen. 
• Work on the network, existing an new.



Musikcentrum Öst:
• Use your mentor sessions
• We don’t break you internationally, you have to take 

the important steps yourself.
• Use our career planning templates.
• Give us balls to play but understand the limited 

resources in staff.
• Keep your MCÖ webpage updated.
• Attend seminars, educate yourself.
• Remember, it’s your music, your promo material, press 

coverage, quality of video’s, etc that will persuade the 
festival, venue, promotor…



Thanks and over to Jesper!


