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D] Convention: Minnesota Style

Disc Jockeys from around the country
will find themselves trekking to Minne-
sota for the Midwest Disc Jockey Con-
vention.

This is the third year of the popu-
lar convention which features national
speakers talking about the disc jockey
industry along with a full exhibit hall.

This is the only disc jockey conven-
tion put on totally by volunteer disc
jockeys from a non-profit organization.
“This convention is truly for the working
disc jockey as it is put on by working disc
jockeys,” explained Midwest Association
of Professional Disc Jockeys’ President
Bill Hermann.

Featured speakers for 2004 include
Randy Bartlett, Scott Faver, Mark Fer-

rell, Ben Miller along with local speak-
ers Ryan Burger, John Young, and Dude
Walker.

Seminars include: Bar/Bat Mitzvah,
Getting What You’re Worth Revisited,
Preparing Your Staff For Success, Pro-
moting for Pocket Change, What Does
It Cost, 1% Solution, The Game Master,
Website Marketing Strategies.

“We wanted a variety of speakers
covering a wide range of topics,” stated
convention committee member Bill
Lage. “We want to appeal to disc jockeys
from around the country. We want this to
be really BIG!”

2003 was a very big year seeing the
attendance nearly double from the year
before. “We had disc jockeys from as

far away as Connecticut!” explained past
convention committee chair John Young.
“In our second year we already were hav-
ing the feel of a national convention.”
This year’s convention will also have
the added attraction of being located near
the Mall of America. Convention attend-
ees can catch a ride to the mall, courtesy
of the convention hotel. “Being located
this close to the Mall, people can run over
for lunch and still be back in time for the

afternoon seminars.” stated Bill Lage.

Checking email and keeping in touch
with your office will be as simple as turn-
ing on your laptop. There will also be free
wireless internet available throughout the
hotel available for convention attendees.

For further information on the
Midwest Disc Jockey Convention
or for online registration, visit http:
//lwww.mapdj.org.

Inside this issue:
Page 2: Ask The Tech Page 11: John C. Maxwell
Page 4: Harvey Mackay Page 12: DJ Times
Page 5: Jeff Richards Page 13: Photo Page
Page 6: Mike Walter Page 14: Jeffery J. Mayer

Page 10: Disc Jockey Spotlight

You can’t have everything.

Mon-Wed & Sat: Noon-6 pm

v’ Lowest Prices in the Nation

v’ Great Customer Service

—Open-lLongHours-

We’re open fewer hours to bring you LOWER prices!

e Thur-Fri: Noon-8 pm

We compete with mail order and internet stores to bring you the lowest prices in
the nation on dj gear, effect lighting, remix, pro and semi-pro sound systems!

RAUDIO-DEPOT

For the lowest prices in the nation, call:

Check out our webiste at: http://www.audio-depot.com

608-251-2000 » 888-251-2002 » 708 E. Johnson St.» Madison, WI




PAGE 2 « MIDWEST DISC JOCKEY NEWS « OCTOBER 1, 2004

M Disc Jockey News
IDWEST

www.midwestdjnews.com
29442 120th St.
Grey Eagle, MN 56336
Phone: 320-285-2323
Fax: 320-285-5264
Published by The Disc Jockey News
Corporation

President/Editor
Lori Young
320-285-2323 office
612-597-2998 cell
loriyoung@meltel.net

Advisory Board
Bill Hermann 612-327-5919
Bill Lage 612-387-1900
Dude Walker 218-790-2024
Troy Ackerman 320-760-1888

Sales Manager
John Young
djjohnyoung @meltel.net
320-285-2323 office
612-597-4499 cell

Sales:
320-285-2323 office
320-285-5264 fax
advertising@discjockeynews.com

Classified:
http://www.midwestdjnews.com
classified@discjockeynews.com

Deadlines: Advertisement deadlines are the
20th of the month. The publication is distrib-
uted on the 1st of every month.

Letter to the Editor: Questions can be
submitted to the editor, Booth Chat, or the
Ask The Tech writers of the paper via mail,
website or email. All letters must have com-
plete contact information included for use and
publication. Personal information will not be
published in the letter areas.

Classified ads: Classified ads are $5.00 for
the first 20 words and $.50 per word there
after. Classified ads must be paid in full prior
to publication. Ads can be submitted via mail
with an accompanying check or they can be
submitted via the website with online pay-
ment. We reserve the right to edit or reject
questionable ads. Classified ads taken via
telephone will receive an additional $2.00
handling fee.

Subscriptions: Subscriptions to the Midwest
Disc Jockey News are free to all disc jockeys
and entertainers. Subscriptions are available
through sign up on the website.

Advertising: Our ad takers have no authority
to bind this newspaper and only publication
of an advertisement shall constitute final ac-
ceptance of the advertiser’s order.

Press Releases: Press releases and photos
can be submitted via email or CD to the Disc
Jockey News by advertisers. Releases may be
edited for content and size.

Photos: Photos can be submitted to the Mid-
west Disc Jockey News via email. Photos must
be in jpg format with a minimum of 1500 pixels
(300 dpi at 5 inches wide) for publication.

The Midwest Disc Jockey News is published
monthly by The Disc Jockey News Corpora-
tion, 29442 120th St., Grey Eagle MN 56336.

Ask The Tech

By Phil Frank

“I have amps with all sorts of
different connections for the output
side, what is the best connection to
use?”

Good question. ~ When deciding
which type of output connections you are
going to use, it’s important to understand
the pros and cons of each option.

There are generally two or three
different outputs on a typical amp. The
most common are quarter inch, binding
posts, and over the last several years,
speakon.

The quarter inch connection is widely
used but it has a few issues. First of all,
the quarter inch connection doesn’t pass
power as well as the binding posts or the
speakon connections. Also, the quarter
inch doesn’t lock into the amp or your
speakers, so it doesn’t take much for
someone to accidentally unplug your
speakers. On the bright side, quarter inch
cables are inexpensive and easy to find.
They also allow you to daisy chain one
speaker to the next with relative ease.

The binding post connection gives
you several different ways to connect
your speakers, either by using bare wires
or banana plugs. Bare wires should only
be used in a situation where you don’t
intend on disconnecting the speaker wire
from the amp anytime soon. Frankly,
it’s a bit of a pain to get the wires in this
way, but it does give you a direct wire
to metal connection, so signal loss is
kept at a minimum. Banana plugs are
best used when running an amplifier in
bridged mono mode, as they allow you to
run a pair of speakers in a mono load by
simply piggy backing two banana plugs.
The bad news with banana plugs is that
they are even easier to accidentally
disconnect than a quarter inch plug.

Finally, we have the speakon
connector.  Speakons offer a solid,
locking connection that makes good
contact with the output connection on
the amplifier. The only disadvantages
with speakon connectors is that they are

more expensive than the other speaker
cable options, and there are quite a
few speakers out there that don’t have
speakon connections.

So what’s the best one? That depends
on the application. If you are setting a
system up permanently, use the binding
posts. If you need to bridge your amp
into more than one speaker, use banana
plugs on the binding posts. If you have
a mobile setup and can afford the extra
cost of speakons, and your speakers have
speakon inputs, that’s the way to go.

“How can I avoid an “echo” effect

in a gym?”

If T had a good answer for this
question, I would be a rich, rich, man.
Unfortunately, short of covering all
the walls of the gym with blankets or
acoustic tiling, there isn’t any way to
stop the echo. It’s just simple physics
at work. When you send a high decibel
signal at a flat, hard wall, in a room with
a hard floor and a high ceiling, it’s going
to bounce back and cause an echo.

Submit your audio or techni-
cal question to “Ask The Tech” at
djinews@meltel.net
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Goals for 2005...

1. | want to reach DJs

2. | want to reach a lot of DJs
3. | want to get DJs excited
4. | want to make more sales

Advertise here
Reach DJs
Spread your word

Call: 320-285-2323
email: dinews@meltel.net

D
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Upcoming Events ® Upcoming Events ® Upcoming Events ¢ Upcoming Events ¢ Upcoming Events

Red River MAPDJ Meeting
First Tuesday of Month
http://www.mapdj.org

Central Illnois ADJA Meeting
First Tuesday of Month
http://cidja.com

Kansas City ADJA Meeting
Second Tuesday of Month
http://www.kcadja.org

Chicago AJDA Meeting
Second Tuesday of Month
http://www.chicagoadja.org

St. Cloud MAPDJ Meeting
Third Monday of even Month
http://www.mapdj.org

Twin Cities MAPDJ Meeting
Third Tuesday of Even Month
http://www.mapdj.org

G.W.Y.W. Revisited
October 17
http://www.chicagoadja.org

M.A.P.D.J. Annual Meeting
November 7
http://www.mapdj.org

Midwest Disc Jockey Convention
November 7,8,9
http://www.mapdj.org

WeDJ.Com Cruise
January 9, 10, 11, 12
http://www.wedjcruise.com

Mobile Beat DJ Convention
February 22,23,24
http://www.mobilebeat.com

Have an upcoming event or meet-
ing? Email the information to us at
djnews @meltel.net
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Third Annual

2004 Midwest Disc Jockey Convention
Holiday Inn Select, Bloomington, MN

(Free shuttle service t0 the Mall of America)

November 7-9

Seffiinars ¢ Exhibit Hall ¢ Parties ¢ Prizes

Purchase your $150.00 show pass by October 20, 2004 for
ONLY $125.00 with the Midwest Disc Jockey News Discount!

| Reglstratlon form on page 15, Offer only good with this registration’form'and must be postmarked by Oct 20, 2004 1
p- _ E.-f?-'- A\ ‘ Online rate is $150 ﬂi@a fdﬂlshowpass untll November 1,2004 - A

SN, ) e '1 'P‘ :ﬁ'. w- i o ! . |0
ur‘. “""‘"'*
.;'\I:I'l'h

(Al Yo
AV T&i‘i: \ﬁ
& &=

| Reglster online at: http://www.mapdj.org*

Midwest Association Of Professional Disc ]ockeys
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Manage your time or others will do it for you
By Harvey Mackay

I’'ll never forget an important time
management lesson I learned in a
seminar many years ago . . . especially
how the instructor illustrated the point.

“Okay, time for a quiz,” he said,
as he pulled out a one-gallon wide-
mouthed mason jar and set it on the desk
in front of him. Then he produced about
a dozen fist-sized rocks and carefully
placed them, one at a time, into the jar.

When the jar was filled to the top
and no more rocks would fit inside, he
asked, “Is the jar full?”

Everyone in the
“Yes.”

Then he said, “Really?” He reached
under the table and pulled out a bucket
of gravel. Then he dumped some gravel
in and shook the jar. This caused pieces
of gravel to work themselves down into
the spaces between the big rocks. Then
he asked the group again, “Is the jar
full?”

By this time the class was onto him.
“Probably not,” we answered.

“Good!” he replied as he reached
under the table and brought out a bucket
of sand. He started dumping the sand
in and it went into all the spaces left
between the rocks and the gravel. Once
more he asked the question, “Is this jar

seminar said,

full?”

“No!” the class shouted. Once again
he said, “Good!” Then he grabbed a
pitcher of water and began to pour it in
until the jar was filled to the brim. Then
he looked up at the class and asked,
“What is the point of this illustration?”

One eager beaver raised his hand and
said, “The point is, no matter how full
your schedule is, if you really try hard,
you can always fit some things into it.”

“No,” the instructor replied. “The
point is if you don’t put the big rocks in
first, you’ll never get them in at all.”

So, today, tonight, or in the morning
when you are reflecting on this story,
ask yourself: What are the ‘big rocks’
in my life or business? Then, be sure to
put those in your jar first.

And by the way, you get the same size
jar as everyone else. No exceptions.

What changes from person to
person is the size of each rock. I've
got a couple boulders in my jar: family
first, always.  Things like friends,
my company, my speaking/writing
“hobby,” maintaining my network, my
volunteer commitments, my health, and
my religion all take up a lot of space.
The gravel is all the stuff that takes up
more than a few minutes but doesn’t
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necessarily happen every day, like a
committee assignment, a vacation,
learning new software ... you get the

idea.

And now, the sand. You can decide
whether to be that 98-pound weakling
who gets sand kicked at him, or the
creator of a spectacular sand castle. The
sand is the yes/no stuff that absolutely
has to fit around everything else after
it’s in the jar. A little piece of sand in
your eye is a big pain, and those are the
ones that get the no-thank-you right off
the bat. A little sand on an icy street
is one of life’s little pleasures when
you live in snow country as I do. You
choose the sand. It’s your jar.

In other words, it’s your time.
Change the rocks, gravel and sand
into hours, minutes and seconds. Then
decide what your priorities are and how
much time you’ll spend on them. If
you don’t, someone else will decide for
you and you’ll end up with a jar full of
heavy, jagged, nasty shards that nobody
could touch without getting stabbed
by another rock. Do you really want
to spend your time working on other
people’s priorities?

As Benjamin Franklin said, “If we
take care of the minutes, the years will

take care of themselves.” Good time
management is taking care of the things
that matter most to us first and keeping
that jar of rocks in sight all the time.
My friend Lou Holtz has a great
formula: W.LN. - What’s Important
Now? Use some of your precious time
to figure out what’s important in your
life and you will win.
Mackay’s Moral:
Superman
had to work
around the
Kryptonite.
So can you.
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Reprinted
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permission
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nationally
syndicated
columnist
Harvey
Mackay,
author of the New York Times #l1
bestseller “Swim With The Sharks
Without Being Eaten Alive,” and the
new book “We Got Fired!..And It’s
the Best Thing That Ever Happened to
Us.”

VidDisc™ monthly DVD Music Videos complement
our PrimeCuts music service. You can choose from an
assortment of 7 different series of DVDs including:
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Hits, Dance, Club, Country, Urban, Latin & Rock.
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Starting From Scratch
By Jeff Richards

Hello, I'm Jeff Richards, owner-op-
erator of Party Time Productions. I have
been in the DJ business for over twenty
years. In 1997 I took my fun hobby and
turned it into a full time business. Look-
ing back to when I first started, there
were no DJ associations, Mobile Beat
magazine, or a kin ship amongst people
in our profession. There was no one to
ask questions, help solve problems or
share experiences with. Through the
years I had to learn the hard way about
starting my business and keep it going.

“Starting from Scratch” will be a
monthly article that will talk about what
it takes to be a successful Disc Jockey.
Each month I'll pick one topic and give
you advice, tricks and trade secrets to
help you spin your dreams into reality.
My article is designed to help the just
starting out in the DJ business and who
knows maybe the guy who has been in
it as long as I have may learn a thing
or two. I know I learn something new
almost every day.

Today’s topic is the most important.
DO YOU HAVE WHAT IT TAKES TO
BE ADJ?

Seems like a simple enough ques-
tion, not like you’re asking yourself

do I have what it takes to be a Brain
Surgeon? Sure you’ve seen a few Dj’s
at weddings and parties and it looked
easy, but it takes more then a few cd’s
to make it big.

PERSONALITY is the most impor-
tant trait to be a GREAT DJ. You must
be an out going, up beat, always happy
and confident type person. If you are
uncomfortable talking to people you
don’t know, or have a phobia to speak-
ing to groups, or lack imagination to
improvise on the spot, then you may
want to think again about your profes-
sion. You have to believe in yourself
and your abilities and express that con-
fidence 24 hours a day or your potential
clients, booked clients and their guests
won’t believe in you making it difficult
to sell yourself. A DJ needs to be able to
clearly communicate and relate to large
groups of people in an entertaining
fashion. Think of yourself as part news
reporter, part comedian, part rock star.

A COMPLETE COMPREHEN-
SION OF MUSIC is the second char-
acteristic of a great dJ. You will need
to know more than just what’s playing
on your radio today. You will need to
know song titles, musical artists, styles

CD Players
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and genre’s dating back to the twenties.
Do you know who recorded the song
“In the Mood”? Who sang “Tennessee
Waltz”? “What’s that song, you know
the one, it goes La, la, la something,
something...” and you will be asked
that. Your audience will be from the
ages of one to one hundred and one.
When a guest asks for a request they
will expect you to have it and know
the song. Be prepared! On my home
and auto stereo’s I program my presets
to different styles of music. Today’s
top hits, country, adult contemporary,
hard rock, metal, classic oldies, hip-
hop, rap and urban. Always surfing for
something new or different to add to my
collection. I also keep a close watch on
my request forms to see a trend in songs
being asked for and add then to the se-
lection.

WORK ETHICS AND STAN-
DARDS, will help differentiate you
from the not-so-professional Dj’s. Hav-
ing solid ethics and standards will help
make your possible clients and booked
clients very appreciative of your perfor-
mance and recommend to others. What
do I mean by solid work ethics and stan-
dards? In a future article I will go into

Mixers

Disc Jockey Supply

of Minnesota

Sales - Rentals 35w. water st.

News - St. Paul, MN

Used

Owned and operated by DJ’s.
After hours by Appointment

Ph: 651-298-0821
Stands

www.djsofmn.com
Microphones

great detail of what is meant, but for
now let me just put it to you this way.
Be HONEST,

TRUSTWORTHY, PUNCTUAL,
PREPARED, RELIABLE, RESPECT-
FUL, and DELIVER exactly what you
have promised and then be willing to
give them even more. Most people only
hire a DJ on average once in their life
time (unless your Liz Taylor or J-LO)
You need to leave them with the best
possible image of what a DJ is and what
we can do for them.

You don’t want to leave them with
a negative image or a bad feeling to-
wards our profession. This can hurt
your future bookings as well as your
bottom line pricing and profit. We all
know what STANDARDS means, aver-
age, typical, the usual or customary. A
standard is a base or set image or cookie
cutter design for something. Yes, an av-
erage DJ has cd players, discs, speakers,
amps, tuxedo’s etc., etc., etc. Now think
to yourself, do you really just want to be
AVERAGE?

Look for my next piece when I will
be talking about taking the first step to
starting your Mobile Disc Jockey Ser-
vice business.

VOV VSOXVDOT
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By Mike Walter

Moving to a Multi-System Company

Wow! A monthly article where I get
to share my thoughts on the topic that |
consider near and dear to my heart. In
my opinion the most important part of
running a successful Multi-System DJ
Business is Maintaining your Staff!
Check here every month for tips on
Finding, Training and Keeping the
lifeblood of your business: the weekend
warriors who will represent you and your
good name.

Bill Parcels was recently speaking
to the Dallas media about how tough it
is to find quarterbacks in the NFL. He
quipped, “you reporters think we just dial
1-800-Find-A-QB.” It’s the same thing
in our industry. There is no “1-800-Find-
A-DJ” for business owners. Discovering
and training new entertainers is a difficult
task. You can fail more times than you
succeed and even when you finally find
the right person, it’ll take months to train
them properly. Then you cross your
fingers and hope you can keep them on
staff.

Yet similar to a great quarterback,
adding an awesome entertainer to your
staff can bring you incredible rewards
like extra referrals, the opportunity to
cover more events on those busy days
and maybe even new accounts. And with

each DJ you add, you get these benefits
over and over until you can actually start
measuring your market share in whole
percentage points. In our county, for
example, Elite Entertainment performs
at approximately 4% of all the events
that take place. That might not sound
like much but think about it, one in
twenty people that attend a party on any
given weekend in Monmouth County
New Jersey are seeing one of my DlJs.
The exposure factor is very impressive
which is one reason why two-thirds of
our events every year come from either
direct or secondary referral. We have
literally saturated our market.

My first suggestion to anyone who
is interested in growing their Multi
System company is you need to treat
Recruitment and Training as an ongoing
operation. Just like sales and marketing,
the R&T division of your company needs
to be tended to almost daily. You don’t
plant a bunch of seeds in a garden and
then return three months later to a full
bloom. New DlJs take work to get up to
speed and since no one on staff embodies
the level of talent and professionalism as
the owner (or so we all believe) that work
should fall to you. If you’ve ever seen
me do my seminar on Recruitment and

FRINT EMAIL
CONTRACTS

:I.;unli'ne pooking /event administration for D1s

. 4Complete company setup in minutes!

Create your own custom forms!
2417 accessibility from the web

Live constant free upgrades

NEW.

Versionn

3.0

Microsoft Outlook® / Palm™ QS Integration

Website Integration (through D] Intelligence)

21GN UP FOR
A FREE TRIAL
TODAY!

Training you may have heard me say “If
Only I Could Clone Myself!” I'm a firm
believer that we all can. In fact, much
like the “6 Million Dollar Man” I not
only think you can clone yourself, but
I think you can make a better you. You
can start with yourself as the template
and then find someone who better
exemplifies the traits that make you
successful. Someone younger, better
looking and a better dancer for example.

So let’s start there. Take a figurative
look in the mirror and jot down the
traits that you believe have made you
successful in this business. This isn’t an
exercise to pump up your ego, although
we could all use a shot of good self
esteem every once in a while, but rather
an attempt to draw a picture of your next
dream recruit. Start with yourself as the
canvas. What makes you a great DJ? If
you regularly receive evaluations from
your past clients, read through them.
After all, what we consider to be our
own best traits isn’t as important as what
the paying customer sees as our most
valuable assets. What do your clients tell
you? Do they say it was your beat for
beat mixing? Your voice? Your attention
to detail? Jot it all down and create your
list of what you want, no, what you need,

in your next dream recruit.

Now, just like any good goal setting
exercise, take that piece of paper
and mount it over your desk. Put it
somewhere that you’ll see it every day
and be reminded of what you are looking
for. Before you head out to an event,
read it over because you just might bump
into that dream recruit on the dance floor.
Or maybe they’ll be the bartender the

next time
you go out
for a drink,
or the waiter
the next
time you

have dinner.
Will you
recognize
him or her
when  you "
see  them? | _a
And will you |
approach
them with a
job offer?

Finding out what you need in a dream
DIJ is only the first step to successfully
recruiting but it’s an essential one. As
Prince says, “Paint a perfect picture”
before you even begin the search.

A Free Subscription

For the latest upcoming regional and national events as well as
timely coverage of what is new in the industry, subscribe FOR
FREE to the Midwest Disc Jockey News.
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ILS Colortrack f - ILS Trackscan
ILS-606DCR { ILS-606DSR / ILS-606DBR
e 5-channel DMX-512 color changer / wash ¢ 7 Programmable DMX channels
¢ Integrated Linking System™ e |[LS™: Integrated Lighting
¢ Consistent DMX configuration enables System™
linking among all ILS™ models in stand e Separate gobo and color wheels
alone e 7 interchangeable rotating gobos
e Separate gobo and color wheels plus open
¢ 7 interchangeable rotating gobos plus e Gobo Bounce™
open ¢ 9 trapezoid cut dichroic colors
Gobo Bounce™ plus open
9 trapezoid cut dichroic colors plus open Ils cnlnnTnncK e Seamless split colors (trapezoid
Seamless split colors cut)
Digital segment display (Optional On or $ (X°) 9‘9 (] 5 = ) \( ¢ Digital segment display
Off) i e Built-in beat-activated programs
¢ Thermal protection - (stand alone)
e Built-in beat-activated programs (stand e Linkable via master / slave
alone) * Programmable via any universal
e Linkable via master / slave DMX controller
* Programmable via any universal DMX
controller
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= /LS CONTROL CENTER'™—

INTEGRATED LIGHTING 5YSTEM

ILS Legend ILS:CONTROLLER .

ILS-515DMR

* 7-channel DMX-512 moving yoke e Universal DMX-512 controller ~ ® Joystick

* Integrated Lighting System™ * (2) DMX-512/ILS™ outputs  * Chase & speed slider

¢ Consistent DMX configuration enables * 1,152 scenes » Midi compatible
linking among all ILS™ models * 192 DMX channels * Controls 24 intelligent lights
in stand-alone ¢ 24 sets of chases containing (8 DMX channels per fixture)

o Sgparate gobo and colgr wheels 48 scenes * (12) preset movement effects

* 7 interchangeable rotating * Fog control button (cable not  * Beat-activation, auto run
gobos plus open included) e Grab any fixture on the fly

* Gobo Bounce™ * (2) Integrated CA-8 Easy e 3-space 19” rack mount

* 9 trapezoid cut dichroic colors plus open controller (cable not included) e Power: Available in 110v or

* Seamless split colors (trapezoid cut) * Integrated variable strobe 230v

* Digital segment display controller (cable not included) e 2-year limited warranty

e Built-in beat-activated programs (stand\alone) e Blackout button

¢ Linkable via master / slave

® Programmable via any universal DMX controller 24 ,:,”

nrtnernugmp- i

.ound & Cighting Equipment

he team at NorthernLightFX gives you top notch customer service and technical support from a
iendly knowledgeable staff with hands on experience with the equipment that we sell. Call us today
o find out about our great low price guarantee (www.northernlightfx.com/lowprice.php) or visit our
ewly re-designed website at www.northernlightfx.com.
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Multi-angle cabinets which can be used as a
stage monitor at either of two angles or in a
traditional upright fashion. Both cabinets are
lightweight and great for mobile DJs. Each
enclosure is covered with durable black car-
peting, and additionally features a perforated
steel grille, stand socket, and three mounting

POTS o DnD12 12” $I78.68
O DnD15 15” $IGR.EH
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MPX:3

The MPX-3 dual CD/MP3 player offers the user unique features
such as looping, cueing & text display from MP3 files. ROBOSTART
will enable you to play up to 20 hours of continuous music from

2 CDs. The MPX-3 can read audio CD, CDR, CDRW & MP3 CD
ROM’s. Imagine having as many as 150 songs on EACH CD ROM.
Travel lighter after you create your personal DJ MP3 collection &

play NEW music from the internet.
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Socket Adapter.

Adapter accommodates both 1-
3/8” (35 mm) and 1-1/2” (38 mm)
speaker sockets.

Safe Telescoping Collar with Pin.
Collar has safety pin for maxi-
mum strength and security.

Rubber footcaps won't fall off.

TS-70
black finish

height 4°2”- 6’5” (1270 mm-1956 mm)
weight 5 Ibs. 4 oz. (2.4 kg)
base diameter 40” (1016 mm)
load capacity of 150 Ibs. (68 kg)

folded 41-1/2” x 5”
(1054 mm x 127 mm)

3-YEAR WARRANTY

Pair for
$60.99

LILTINVIAT ES

This package comes with: 2 JBL EON 15G2 powered
speakers, 2 Ultimate TS-70 Stands and 2 Eon bags! What
more could a mobile DJ ask for in portability, awesome
sound quality and amazing price!

$7,896.99
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e Gain for each channel
¢ On/off channel assign switch
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e 3 -3 . =l o WoW™ by SRS® button - Sonic
| | | I = Enhancer with 3 dimensional sound

e Fader “Q” Start w/ on/off switches for

L5l

-

|
b - each channel (for use with American DJ

T

i - rh ol L CD Players with Fader “Q” Start - fader
“ull wl - * PP 'L_i_: Vo e A fe . -;ﬂ allows auto return to preset digital cue
4 e = points

e Feather Fader plus Crossfader with
VCA fader control (replaceable)

(AN $799.9
— e

¢ Split Cue on headphones

¢ High level headphone output

® Zone volume knob

e Cue Mixing and Cue Level knobs
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Disc Jockey Spotlight

Howard Walstein and KIDSDANCE/Total Entertainnment

After a grueling three-month
schedule of performing nearly 50 shows
each month in June, July, & August
this year, “Howard the DJ” was less
enthusiastic than normal to wake up
early on a Sunday morning to perform
for a children’s triathlon. The booking

came last minute, the planning of where
to set the DJ was not clear and the fee
was discounted like many non-profit
organizations who book his company,
KIDSDANCE, a disc jockey service
that specializes in children’s events.

Howard sets up quickly thinking,
“at least it’s one of those picture
postcard days.” His contact person
is very stressed and states “we really
don’t have many announcements for
you, just do what you normally do.”
The only instructions Howard has is to
make announcements for the charity,
the Miracles of Mitch Foundation, a
non-profit organization that helps raise
money for families of terminally ill
kids and to get ready for a processional
march. Each child racing has a name
written on their body with magic
marker to signify an ill child as if they
are swimming, running, & biking for
that person.

Howard thinks to himself, “What
do I play? I can’t play a march it’s too
hokey.” Quickly he chooses to play
You Raise Me Up by Josh Groban. As
the song starts, the processional begins.
Hundreds of kids wearing swim trunks
approach as the bagpipes in the song
begin to play as if each of them is on a
mission. The lyrics begin as they march

closer...“You raise me up so I can stand
on mountains; You raise me up, to walk
on stormy seas.” A waive of emotion
comes over the children of all ages as
the song continues, “I am strong, when
I am on your shoulders; Your raise me
up; To more than I can be.” By the time

its over a thousand family members
parade towards Howard, all have tears
in their eyes, or are fighting back tears
in their eyes --even big burley men are
at the mercy of their emotions.

“What a powerful demonstration of
how rewarding my job as a disc jockey
can be,” says Howard. “Most people
never get to experience the magic
a talented disc jockey experiences.
How often does someone get a round
of applause at their work for doing a
great job.” Now as he approaches his
third decade of performing as a deejay,
he relishes having made so many
memories for so many people. He’s
performed at wedding receptions for
Bar Mitzvah kids he’s performed for;
as well as performed Bar Mitzvahs
for kids of couples that he performed
wedding receptions for.

In 1977, Howard Walstein, owner
of Total Entertainment/Kidsdance -
- performed his first show at Hopkins
West Junior High School with a
modified home stereo system as part
of his high school radio station, KDXL.
He was so impressed with the idea
he could make money doing what he
loved best that he started performing at
Roller Gardens, his neighborhood roller
skating rink to “very appreciative fans.”

In 1982, disillusioned with his chosen
field of advertising when he went to
school at the University of Minnesota,
he started Total Entertainment. His
company now performs nearly 400
shows annually compared to 50 shows
that first year in business. Besides
putting up with the limitations of vinyl
records, he thinks the biggest difference
in the market is how a deejay really
had to hard sell the mobile DJ industry.
According to Howard, “It wasn’t till
movies like Fame, Footloose, and
Grease that the mobile industry really
became the standard for most parties.”

Howard has always branded Total
Entertainment a little differently then
competing mobile DJ companies in
the Twin Cities. In the 80’s & 90’s
he marketed himself with a number
of different radio stations including -
KDWB, KQRS, KS95, & KOOL108.
He thinks the long-term effect of his
marketing with different radio stations
actually hurt his company’s identity.
“Most DJ companies have such generic
names anyway, it’s hard for clients to
remember what company they’ve hired
for their event,” says Howard. “This
is the single biggest problem the DJ
industry has as a whole. My number
one job as a business owner is to change
the perception that all disc jockey
companies are interchangeable.”

After specializing in wedding
receptions for 15 years, his company
performing over 200 weddings annually
in some years, Howard decided to
change the identity of his company.
He felt the wedding market interfered
with his Bar/Bat Mitzvah clients and he
preferred dealing with less formal kids
events instead.

For Total Entertainment, less than
1% of the companies performances
are for weddings, 1% are class
reunions, 20% are private parties &
company events (holiday parties, award
ceremonies, picnics, grand openings,
& promotions), 25% are for schools
(including pre-schools), and 25%
church & community events (festivals,
block parties, fundraisers) and 30% are
Bar/Bat Mitzvah receptions.

As a performer or a business owner,
Howard feels it’s very important to ask
himself or herself:

1. How am I different?

2. What do I like to do?

3. What am I good at?

4. How do I get more of that type of
gig?”’

Howard Walstein is creator of the
interactive Total Entertainment format.

He’s been warm-up DJ for Chuck
Berry & Chubby Checker. He’s been
featured as a “DJ All Star” in the
national publication of “Mobile Beat
Magazine”. He’s performed at The
Metrodome, The Taste Of Minnesota,
The Mall of America, Grand Casino,
The Twin Cities Marathon, The St.
Paul Winter Carnival, The Minneapolis
Aquatennial, Valley Fair, St. Paul Saints
Games, and The Ronald McDonald
House. He has lectured on children’s
events and Bar/Bat Mitzvah reception
performing tips at the Las Vegas &
Chicago Mobilebeat DJ conventions.
Recently, Howard has started a
national network of DJ affiliates called
KIDSDANCE AMERICA, playing
family oriented functions in Chicago,
Phoenix, Seattle, Nashville, Sacramento
& more start up cities to come.
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Self Improvement, Part 1
By Dr. John C. Maxwell

Home improvement is big business
these days.

If a trip to your local Home Depot
or Lowe’s store doesn’t convince you
(as a group, home improvement retail-
ers rang up an estimated $197 billion
in sales last year), just check out the
latest edition of TV Guide. From hit
television shows such as Trading
Spaces  to
entire cable
networks
like Home
and Garden
Television,
the airwaves
are full of
program-
ming geared
toward help-
ing people
with little or
no construc-
tion experience, transform their kitch-
ens, bedrooms, and backyards into the
living spaces of their dreams.

There’s nothing wrong with mak-
ing your home more livable, invit-
ing, attractive, or efficient. But while

ir*f‘|
3

you’re working on that don’t neglect
another area that could always use a
little improvement: yourself!

In the last issue of Leadership
Wired, I talked about some miscon-
ceptions people have about success
that keep them from achieving their
full potential. As you may recall, I
stated that the secret to success doesn’t
lie in some mysterious formula that
can only be known by a chosen few.
It is determined by your willingness to
improve yourself —every day, starting
today.

In my life, I choose daily to im-
prove in several key areas: intellec-
tually, physically, relationally, and
spiritually. These daily improvements
aren’t necessarily huge; in fact, taken
individually, they may seem rather
minor. But, as I once heard a teacher
explain, “Daily goals are reached by
doing things which may be uncomfort-
able at first but eventually will become
habits. And habits are powerful things.
Habits turn actions into attitudes, and
attitudes into lifestyles.”

You may classify areas of poten-
tial improvement differently than I

do. But the categories you choose to
work on aren’t nearly as important as
your overall commitment to improve.
Are you improving every day? Have
you developed the daily discipline to
say, “I'm working in these specific
areas”? Do you have a clearly defined
target—a way to know when you’ve
achieved your desired result?

Whether you want to hone your
public speaking skills, become a bet-
ter listener, lose weight, get more
organized, or advance in some other
way, here are some insights about im-
provement that will help to guide you
as you grow.

1. Don’t be afraid to admit you
were wrong.

Acknowledging your mistakes
proves you’re wiser today than you
were yesterday. If you never admit
you’re wrong, you’re saying, “I’m not
growing; I’'m not wiser.”

2. You will never change your life
until you change something that you
do daily.

This is a huge concept to grasp.
People always tell me, “I'm going
to make some major changes.” My

response to that is simple: Certain
aspects of your life might need a sig-
nificant overhaul, but I don’t need to
know about those big changes. I'm
more interested in the minor change
you plan to make today. Personal
improvement starts when you change
something you do daily—a routine, a
habit, a way of working, or interacting
with other people.

In the next issue, I'll give you sev-
eral more thoughts that will assist you
with your self-improvement projects.
In the meantime, think about the parts
of your life that need a little work.
Choose one or two, and figure out
what you can do each day to improve
in those areas.

The daily changes you make may
not be as dramatic as the before and
after pictures you see in your favorite
home improvement show. But chances
are, they’ll be much more rewarding.

Dr. John C. Maxwell he has au-
thored over 30 books, including such
New York Times best-sellers as “Fail-
ing Forward” and “The 21 Irrefutable
Laws of Leadership.”

Technical Support

Bimonthly Magazine

& & & & » 8 B @

Accreditation Program
24/7 Emergency Hotline Number

DJs & KJs,

Do you want more of this

in your wallet 7?7
It's as simple as picking up the phone!
Start saving on the benefits and services you want and need.

Free Website Listing and mini website
rReferals, Member Networking and so much more....

The larges! association for professional mobile enferfainers n the United Stales

Call N.A.M.E,, the National Association of Mobile Entertainers today and begin reaping the benefits.

i =
» Insurance - the best coverage and lowest rates available

on Liability, Property & Casualty, Health and Building & Contents
Merchant Card Services
Music & Equipment Discounts

N.A.M.E. offers FULL TIME staff, service & benefits
Call toll free for a free membership package

1-800-434-8274

www.d|k].com

Mational
Awssociation of
Motile
Emtartainars
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DJ Times Convention, Atlantic City

Nearly 5,000 DJs converged on
the Atlantic City Convention Center
this past August 30 to September 2
to learn, network, buy and, of course,
party, at the 19th International DJ
Expo. With attendance at an all-time
high, and more than 30 seminars and
workshops, an exhibit hall stuffed with
150 booths and countless DJ products,
the International DJ Expo-sponsored
by DJ Times and its publisher, Testa
Communications-is by far the largest
gathering of DJs in the world. For
beginner jocks to mobiles to club DJs
to remixers, there is something for
everybody at the Expo.

“I was inspired from the Monday
morning kick-off seminar until the last
one on Thursday,” said Russ Harris,
owner of Chicago-based, multi-system

DJ

business Show on the Road
Productions. “After going to the Expo,
I determined that this year I’'m getting
out of my leased office space and
looking for a place to buy and pay a
mortgage instead of rent.”

“It was a slamming time,” says
Nigel Richards, global DJ and owner
of 611 Records in Philadelphia. “I had
a great time on the [‘Club DJ Confab:
Roadmap to Success’ seminar] and
then later at dinner with some of the
DJs I met.”

On the exhibit floor, a wide swath
of DJs left fully satisfied after having
played with a smorgasbord of DJ toys
from manufacturers like Technics,
Pioneer, Numark, Korg, Vestax and
many, many more.

The DJ Swap Shop

For Sale: 14x7 cargo trailer, white, dual axel,
side door, ramp, $3400. 218-886-7846

For Sale: (2) Peavey FH2 subs, good condi-
tion. 913-706-8546

For Sale: (5) Martin MX-1 intellegent lights,
$375. 218-886-7846

For Sale: Mackie 2600i power amp, $575.
218-886-7846

For Sale: 2 cargo vans, $1000.00 each. ‘91
Dodge or ‘87 Ford. Not real pretty but runs
great. 701-772-0455 Must sell

For Sale: (2) Peavey SP2 speakers, good
condition, 913-706-8546

For Sale: 3 Complete DJ sound and light
systems (turn key). If you are looking to ex-
pand or just getting started, this is the deal for
you. 701-772-0455 Must sell

For Sale: Vestax PMC 15MKII mixer, 4
channel, 3 mic, XLR outputs, $200. 320-
285-5263

For Sale: Stewart 2.1 power amp. Many
consider these amps equivalent to a QSC
powerlight. 181b, 2100 watts at 4 ohms
bridged mono. 701-772-0455 Must sell

For Sale: Numark EM 360 mixer, 4 channel,
one mic, Kaos scratch pad, XLR outputs,
$200. 320-285-5263

For Sale: Speakers. Cerwin Vega, Sunn,
Yamaha, Yorkville, JBL, EV, Peavey. We're
downsizing. The bigger they are the cheaper
they will get. 701-772-0455. Must sell

For Sale: TA 12jr Bag End Speakers, excel-
lent condition, $400 pair. 320-285-5263

For Sale: Furman Mixer. This mixer is as
good as any Rane mixer out there. $200. 701-
772-0455 Must sell

For Sale: SISEC Bag End Subs, 18” cone
500 watts rms, excellent condition, $400 pair.
320-285-5263

For Sale: '93 Chevy Astro AWD 7-8 pas-
sanger loaded. New tires and exhaust. Four
grand Kelley Blue Book price selling for
$2500.00. 701-772-0455 Must sell

For Sale: SR 4722 JBL speakers and SR4715
JBL dual 15 subs, new drivers in subs, never
used, $1000 for all speakers. 800-977-4248

For Sale: Digitech 128. Digital signal
processor. Reverb, Flange, echo, etc. 701-
772-0455 Must sell

For Sale: Peavey 2 channel amp, Mackie 2
channel amp, (4) JBL 15” unpowered speak-
ers, cords cases, bags and stands available, call
Tom for details. 507-896-7510

For Sale: Yamaha Compressor/limiter. 701-
772-0455 Must sell

For Sale: EQs, crossovers, BBEs, power con-
ditioners, SKB cases, Minidisc players, Sony
CD players. 701-772-0455 Must sell

For Sale: CSL Pro 4. Four par cans with
relay pak all neatly assembled in a carpeted
box for easy setup and protection. 701-772-
0455 Must sell

For Sale: Lightcraft controllers, relay paks,
dimmer paks. 701-772-0455 Must sell

For Sale: QSC PLX 3002, very good condi-
tion. 320-760-1888

“The DJ Expo is always the place
to sneak-peek new products, and you
get a good mix of markets,” said Karl
Detken, Director of Product Planning
for Pioneer Electronics, which debuted
its EFX-1000 and EFX-500-R effects
boxes.

“And if you make a big splash at the
Expo, these DJs will talk.”

“This is our first show, and we knew
it would be great for us,” said Kyle
Griffin, Northeast product specialist
for M-Audio. “Our market now is

everyday DJ users and this show is
perfect-and just wait, you’ll see more
integration in the future. DJs will start
wanting to be producers, too.”

But  more importantly  for
manufacturers, the DJ Expo is a built-in
R&D opportunity. “DJs ask questions
and give suggestions that make our
products better,” said Detken. “We
premiered the DVJ-X1 last year and
the DJs asked for it to play MP3s. We
didn’t have plans then, but now we
plan to have an MP3 upgrade soon.”

Advertise HERE...

...and reach over 6000 disc jockeys!!!!
Ad rates start at $20 per month!!

The DJ Swap Shop

Buy e Sell e Trade

Disc Jockeys...

Advertise your used item ad for free!
First 15 words are FREE, $1.00 for each additional word.

(Phone # and complete name count as one word each)

Non-used items, ads for services, or employment are charged
$15.00 per issue for up to 20 words. Payment must accompany ad.

Midwest Disc Jockey News Classified Ad Form
(Ad must be disc jockey equipment related--call if you have questions)

Name:

Note: We make every effort to accurately advertise your item. Should we have any questions,
please include your name and phone number where we can reach you during business hours.

Phone:

Mail your ad to: Disc Jockey News, 29442 120th St., Grey Eagle, MN 56336
email your ad to: djnews @meltel.net

Place your ad online at http://www.midwestdjnews.com
Classified ads deadline is the 20th of the month.
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DJ Times Convention: Atlantic Cit
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1. The exhibit hall was full of new products to demo. 2. 4 days of
seminars on the busy schedule. 3. Speaker Mike Walter reviewed
his seminar. 4. Jim Robinson from Promo Only showed his mix-
ing skills. 5. Pioneer’s new dvd player. 6. Demonstrations drew
huge crowds on the exhibit floor.
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The 13 Characteristcs of Successful People

The Game Show

Entertainment

System...

Game Show Mania® is bigger
than ever, and now you can

offer your guests complete show

productions using our popular
games or inventing your own!

o Digital Scorekeeping

¢ Fast Electronic Lockout
e Zany Sound Effects

* Rugged and Portable

o Sets Up in Minutes

Creative Imagineering
4153 SW 47th Ave, #146
Ft. Lauderdale, FL 33314

800-644-3141

www.gameshowmania.com
954-316-6001 / Fax 316-6005

Ask about our
economical
Mini-Game
Show System,
too!

The Original

By Jeffrey J. Mayer

I’ve spent many years studying suc-
cessful people and have identified the
skills, talents, and characteristics that
enable them to succeed. As you look
at and study these skills, talents, and
characteristics, you’ll realize that you
possess many of them yourself. Some
of these skills and talents are more
dominant than others and will play a
greater part in your being, or becom-
ing, a success in the business of life.
These are the things you do well. The
things you do easily and effortlessly.
These are your strengths.

When you find you need a skill or
talent you don’t have, just go out and
look for a person or group of people
with the skills, talents, and training
you need. Skills and talents that com-
plement your own. These people will
become your teammates, colleagues,
co-workers, professional advisors, and
friends. With these combined skills and
talents organizations grow, prosper,
and become successful.

These are the five things you’ll find
every successful person has in com-
mon:

1. They have a dream.

2. They have a plan.

3. They have specific knowledge or
training.

4. They’re willing to work hard.

5. They don’t take no for an an-
SWer.

Remember: Success begins with a
state of mind. You must believe you’ll
be successful in order to become a suc-
cess.

The following is a list of the skills,
talents, and characteristics you’ll find
in successful people:

1. Successful People Have a Dream.
They have a well-defined purpose.
They have a definite goal. They know
what they want. They aren’t easily in-
fluenced by the thoughts and opinions
of others. They have willpower. They
have ideas. Their strong desire brings
strong results. They go out and do
things that others say can’t be done.

Remember: It only takes one sound
idea to achieve success.

Remember: People who excel in
life are those who produce results, not
excuses. Anybody can come up with
excuses and explanations for why he
hasn’t made it. Those who want to
succeed badly enough don’t make ex-
cuses.

2. Successful People Have Am-
bition. They want to accomplish
something. They have enthusiasm,

commitment, and pride. They have
self-discipline. They’re willing to
work hard and to go the extra mile.
They have a burning desire to succeed.
They’re willing to do whatever it takes
to get the job done.

Remember: With hard work come
results. The joy in life comes with
working for and achieving something.

3. Successful People Are Strongly
Motivated Toward Achievement. They
take great satisfaction in accomplish-
ing a task.

4. Successful People Are Focused.
They concentrate on their main goals
and objectives. They don’t get side-
tracked. They don’t procrastinate. They
work on the projects that are important,
and don’t allow those projects to sit un-
til the last minute. They’re productive,
not just busy.

5. Successful People Learn How to
Get Things Done. They use their skills,
talents, energies, and knowledge to the
fullest extent possible. They do the
things that need to be done, not just the
things they like to do. They are willing
to work hard and to commit themselves
to getting the job done.

Remember: Happiness is found in
doing and accomplishing, not in own-
ing and possessing.

Anecdote: Many years ago I was
asked: “Jeff, do you like pleasing hab-
its or pleasing results?” As I pondered
that probing question, and squirmed in
my chair like a worm at the end of a
hook, I felt as if I had painted myself
into a corner. A few moments later I an-
swered: “I like pleasing results.” From
that moment on my life changed. I be-
gan to do the things that were difficult,
because they enabled me to achieve my
goals.

6. Successful People Take Respon-
sibility for Their Actions. They don’t
make excuses. They don’t blame oth-
ers. They don’t whine and complain.

7. Successful People Look for Solu-
tions to Problems. They’re opportunity
minded. When they see opportunities
they take advantage of them.

8. Successful People Make Deci-
sions. They think about the issues and
relevant facts, give them adequate de-
liberation and consideration, and make
a decision. Decisions aren’t put off or
delayed, they’re made now!

Success Tip: Spend more time
thinking and planning before you make
your decision, and you’ll make better
decisions.

Success Tip: When you don’t get

the expected results from the deci-
sion you’ve made, change your course
of action. Decisions should never be
carved in stone.

9. Successful People Have the Cour-
age to Admit They’ve Made a Mistake.
When you make a mistake, admit it,
fix it, and move on. Don’t waste a lot
of time, energy, money, and/or other
resources trying to defend a mistake or
a bad decision.

Remember: When people are
wrong, they may admit it to them-
selves. If they are handled gently and
tactfully, they may admit it to others
and even take pride in their frankness
and broad-mindedness. But people be-
come very defensive and angry when
others try to cram their mistakes down
their throats.

10. Successful People Are Self-Re-
liant. They have the skills, talents, and
training that
are needed
in order to
be success-
ful.

11. Suc-
cessful Peo-
ple  Have
Specific
Knowledge,
Training,
and/or
Skills  and
Talents.
They know
the things they need to know to be
successful. And when they need in-
formation, knowledge, or skills and
talents that they don’t possess, they
find someone who does possess them.

12. Successful People Work with
and Cooperate with Other People.
They have positive, outgoing person-
alities. They surround themselves with
people who offer them help, support,
and encouragement. They are leaders.

13. Successful People Are Enthusi-
astic. They’re excited by what they’re
doing, and that excitement is conta-
gious. They draw people to them be-
cause these people want to work with
them, do business with them, and be
with them.

Jeff is president of SucceedingInBu
siness.com, author of the Best-selling
books include: “Opening Doors with a
Brilliant Elevator Speech,” “Winning
the Fight Between You and Your
Desk,” “Overcoming the Fear of Cold
Calling,” “Success is a Journey,”
“Time Management for Dummies.”
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s Saye $ 1#0# full show pass
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2004 Midwest Disc Jockey Convention

November 7th-9th, 2004 - Holiday Inn Select, Bloomington, MN
Official Registration Form

Company Information: Please make check payable to:
Company: Email MAPDJ Convention
Narme. orone. Mail form & check to:
MAPDJ

Address: Attn: Mike Sherry
City: State: Zip: 222 North Concord Exchange
Spouse: (if also attending) Suite #3

South St. Paul, MN 55075
Staff Member: *Must be postmarked by Oct. 20, 2004
Name: Phone: Q_t)l m m Price
Address: ____ Full Pass $125 §_
City: State: Zip: L Monday Pass $70 $
Staff Member: __ Tuesday Pass $70 $
Name: Phone: __ Exhibit Only Pass $35 $
Address:
City: State: Zip: Total Enclosed: $
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“THE AREAS #1 SUPPLIER OF

Pk 0 0«/ EQUIPMENT
SINCE 19857

® GREAT SELECTION *
® GREAT PRICES *

® GREAT PEOPLE *
St. Paul, Minnesota

(651) 647-9342 Sates & Service!
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DENON SHURE

e AND MANY MORE!




