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Did They Say The ‘B’ Word?

By Derrick Thompson

In the disc jockey industry, there are words
which can illicit strong emotion and utter
dislike quickly among mobile disc jockeys.

One phrase which has been batted around
the chat boards and disc jockey meetings in
the same light as one would talk about the
plague is the term “bottom feeder”.

Let’s look at what the term “bottom
feeder” really means.

First off, by definition of the terms as put
together, a bottom feeder is one that derives
their livelihood by ‘feeding on the bottom’.
In the case of your son or daughter’s fish
aquarium, a bottom feeder survives off the
leftovers (uneaten food) of the prettier fish at
the top, along with a few other things they find
deposited at the bottom of the tank.

But, how does that fit in the world of the
mobile disc jockey?

First off, a mobile disc jockey company
“feeds” itself off the revenue generated from
income of work completed. So, a mobile disc
jockey company (like it or not) will be defined
by the income they generate and to some
extent, the source of that income.

While there isn’t a consistent source of
income for the typical mobile disc jockey
(most companies at one time or another have
done everything from bars to private parties
to weddings), labeling a company as “higher
end” or a “bottom feeder” strictly related to
the type of entertainment they provide and
the type of show they will take is horribly
misleading. The source of income might have
a bit to do with the equation of what makes a
bottom feeder, but overall, it is such a small,
almost unrelated part of the equation that we
move on.

In reality, the only factor that can
accurately define one mobile disc jockey
company as a “bottom feeder” or not is where
they fall on the local markets price range.

I have heard many times the lament
that “guys who charge less than $xxx are
bottom feeders and should wise up.” How
can someone make such a blanket statement?
Each market is different, with a different price
range. If the range in a given market is $50-
$5000 for mobile disc jockey entertainment,
only those truly at the bottom CAN be the
bottom feeder. Unless everyone at the lower

rate charge the same, there CAN NOT
be more than one. And, every market has
someone who (again, like it or not) would be
the “bottom feeder.”

Some like to point to anyone who is
charging too little (in their eyes) as a “bottom
feeder”. Well, that isn’t accurate. There is only
the one mobile disc jockey company that can
hold that title in a given market. That same
company might be (via rate which is the only
true measure) considered a high end mobile
disc jockey company in a market just down
the road. Many people and companies who
throw out the label of “bottom feeder” are
actually upset with those who are (if your
have read any of Dude Walker’s writings)
producing shows under production costs.
Please don’t confuse one for the other.

It has nothing to do with professionalism,
being part time or full time, or what gear you
use, how you dress, or if you meet with a
client or not. It is ONLY based on your rate
as compared to the others in your market. If
you are the lowest in the market, be proud!
You are your market’s bottom feeder! This
doesn’t make you bad, it only makes you the
least expensive.

Someday I hope to be a bottom feeder. I
hope that someday the market rises and the
starting rate for entertainment will make my
rate that of the “bottom feeder”. If I can make
a comfortable living, cover expenses, and
provide for my family (and retirement) as the
lowest priced disc jockey in the city, then I
will be proud to be the area’s bottom feeder!

Heck, I might even get a T-shirt made!
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( 1. Great seating, a great view, video updates:

The Flagship Auditorium offers great seating and won-
derful line of sight viewing of the presenters and video
screen. Vendor’s/advertiser’s commercials or informa-
tion will be shown on the screen between seminars. You
Qvon’t miss a thing!!

Southern

Disc Jockey

3. Great breakout rooms:
The breakout rooms for Monday afternoon follow
the design of the Flagship with attendees having a great
view of the presentation. The breakout rooms will be a
great place to see the newest products , demonstrations,
Qnd hands on training!

(

4. Casual Networking areas:
The American Airlines Training Center is designed for
networking! The entire property has small networking areas
which will allow attendees to connect. As an added bonus, n"
after each seminar, the speakers will be available in the b’
Qecond floor commons area (pictured) to answer questions.

\
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Don’t look now... but it’s almost tax time!
By Dude Walker

Imagine your surprise if the IRS knocked
on your door toting swords and shields, de-
spoiling your home for their personal cut for
the government. That sad scenario has been
played out by governments in almost every
corner of the world throughout time.

Here’s a few things to ponder:

1) Paying taxes and filing a return is not
purely voluntary, even though taxpayers are
permitted to determine their own tax and fill
out the IRS forms.

2) The 16th Amendment to the Constitu-
tion, which instituted the income tax, was
properly ratified by the states. The income tax
is not a government “taking” of property with-
out due process of law.

3) Definitions of such basic terms as “tax-
payer,” “United States,” “person,” or “employ-
ee” cannot be manipulated in ways that exempt
someone from paying taxes.

4) Income means what it appears to mean.
Some people have tried and failed to assert that
wages, tips and other compensation are not
income, that income refers only to money from
a foreign source and even that Federal Reserve
notes are not actually currency.

I’ve had the chance to speak with DJs from
all over our great nation. Some are business
people in the truest sense of the word and
others have absolutely no idea of where their
company is on the map, in part, for failure to
file their taxes. Tax time doesn’t need to be

burdensome. In most cases the burden arises
from simple neglect in bookkeeping which
compounds itself over the course of a year to
become a major headache come tax time. Set-
ting aside a mere 1 hour per week to update
your books will ease your anguish of paper-
work related to filing your taxes.

As a business owner the 1040ez waved bye
bye for me decades ago only to be replaced
by the dreaded Schedule C - “Profit and Loss
From Business.” In my first year in business,
I found myself mired down in a mysterious
world speaking a language foreign to every-
thing that seemed related to how I earned a liv-
ing. I made call after call to a tax preparer that I
knew, hoping for magical insights into the byz-
antine world of the US Tax Code. Form after
form, instruction sheet after instruction sheet,
I felt less like a business owner and more like
a stowaway in the land of opportunity. Every
form and instruction demanded answers from
the pile of business receipts in the shoe box on
the kitchen table.

I’m not sure if it was common sense or just
dumb luck but the most instrumental words
ever voiced to me by a tax preparer were “why
don’t you stop by tomorrow and we’ll take a
look at things.” Pheeww! I arrived at the office
with contracts in one hand and a shoebox full
of receipts in the other. The accountant simply
chuckled and in less than 1 hour I went from
a “hobbyist” to a US business owner. WOW!

That brief moment of salvation set me on a
path to tax enlightenment that was greater than
any knowledge culled from reading the IRS
website.

It became quickly apparent that there are
individuals that are skilled, trained and pre-
disposed to keep themselves up to date with the
latest “secrets” from the IRS. Hmmm...spend
countless hours pouring over related tax
codes...hire a CPA...oh the dilemma! Perhaps
the second smartest choice I made in business
was finding a CPA willing to learn the MDJ
business with all it’s quirks.

Perhaps it’s a toss up. With all this keeping
of books and filing forms...are we preparing for
an audit or avoiding one entirely. Fill out one
wrong form or better yet fill out the right form -
“wrong* and you’ll find yourself filling out 10+
additional forms to undue the mistake.

Quite possibly the best reason to account
for all revenue and file correctly was illustrated
by one of my local competitors. He had landed
a rather lengthy contract in a bar. The bar paid
him cash...substantial cash. As luck would have
it the bar was audited and during that audit the
“CASH” expenditure was questioned. Which
in turn prompted an audit of my competitor.
The auditor asked for deposit receipts to verify
compliant reporting. The auditor was happily
surprised to find that all cash had been deposit-
ed and reported. Audit complete. One moments
decision in the past affected the present and

future for my competitor.

The MDJ industry is rife with what could
be considered “red flags” for the IRS. It is ac-
tually pretty humorous. The person that thinks
that they’ll never get caught by the IRS is the
very person that the IRS is looking for. The
IRS has a singular mission. Collect the money
that is due the federal government and penal-
ize those that do not comply. Perhaps it will be
poetic justice for those that lower their rates for
clients willing to pay cash in hopes of avoiding
a tax liability. The IRS is becoming more savvy
with every audit performed of whom and what
to look for with regards to tax evasion within
the MDJ industry. That...coupled with the
person that squeals on others like a stuck pig
when caught.

Tis’ the season for pre-tax planning. Ar-
ranging an appointment with a tax preparer now
can save frustration later. For instance, there’s
still time to purchase needed gear, vehicles or
supplies that can count toward this current tax
year. Perhaps funding an IRA or SEP account
for retirement instead of giving Uncle Sam the
lions share of this years earnings. There are
countless “legal” ways that the Federal Gov-
ernment allows you to hang onto your income.
You just need to know whom to ask and where
to look. Picking up the phone and calling a CPA
/ Tax Preparer is a good start! Or try these help-
ful links: www.irs.gov www.irs.gov/formspubs
www.irs.gov/individuals.
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Starting From Scratch
By Jeff Richards

Starting from scratch is a monthly, pro-
gressive article that will help those of you just
starting out in the DJ business. Each article
will cover what it takes to be a successful
Mobile DJ. Today’s topic is: Continuing your
DJ education.

Continuing in your education is the best
way to create a professional, desirable busi-
ness. Tower of Power said it best with their
song “The more you know, the more you don’t
know”. Here are five easy ways to help you in
being the best DJ that you can be.

1) JOIN A DISC JOCKEY ASSOCIA-
TION: T joined the Midwest Association of
Professional Disc Jockeys several years ago
when it was just an idea, a dream of a few
local DJ’s. Today it continues to grow to be
a leader in the DJ industry. At the monthly
meetings I really get to know other DJ’s like
me. I listen to and share in stories of events,
different ways to perform the standard wed-
ding staples and new ways to interact with the
audience. At each meeting MAPDJ brings in
specialists who instruct us on how to improve
our skills, our business, and our DJ image.
Each meeting I learn how to take what I am al-
ready doing and do it better. It’s not that I was
doing it poorly; it’s that there are other, better
or different ways of doing it. There is an open
dialogue between members; we work together
as a team to improve ourselves and each other.
The association has many of the same views
and ideas that I’ve had for a long time about

improving the quality and professionalism of
DJ’s and being able to make a livable wage. I
was so impressed with the group that in Nov.
of 2004 I wanted to get more involved, so [ ran
for a spot on the executive board and became
the Vice President of MAPDIJ.

2) GO TO CONVENTIONS: When
you're first starting out in the DJ business
you might not have a lot of funds available
to you, but I would definitely suggest at-
tending a Disc Jockey convention. They take
place several times a year and all across the
nation. The ones that get the most press are
the national conventions held in cities like Las
Vegas, Chicago and Minneapolis. At conven-
tions you can attend many free seminars given
by people who are experts in their field. You
will learn so much then can apply it to your
own business. There are always rooms filled
with venders with the latest in DJ equipment,
BRING YOUR CREDIT CARD! You can’t
leave without finding something that you will
really need. [ always purchase the audio, video
or DVD’s of the speakers that have a message
I want to learn and apply to myself. I think
one of the biggest highlights of a convention
is meeting DJ’s from all across the world!
Conventions are educational and fun at the
same time.

3) DISC JOCKEY MAGAZINES: There
are many publications that are aimed directly
to the DJ industry. Read them cover to cover,
even the articles that don’t directly apply to

you. Save every copy you can, every now
and then you will find yourself going back
and rereading an article that might not have
pertained to you then, but does now. The Disc
Jockey News is an excellent resource that
comes directly to you at no charge. Many
of the contributors to the DJ News are the
same people who speak at the conventions. I
was truly honored when I was asked to write
a column. It is especially wonderful when
DIJ’s with years of experience say to me that
they’ve learned something new in my column
and have had great success with it.

4) ATTEND PRIVATE SEMINARS:
Many of the speakers at the conventions of-
fer a more private seminar to teach the latest
in their field of excellence. Instead of a room
with 100 or more DJ’s, they offer a course for
twenty or fewer. It’s more of a one on one
atmosphere. They will teach a specialty then
have you perform it to critique you. You will
get immediate feedback to help learn to do it
better. Recently I took a seminar with Mark
Farrell on the correct way to write and perform
the “LOVE STORY”. We’ve all heard about
it, seen it done or maybe even perform these
at receptions now. There were two things that
I personally learned at this seminar, one: DO
IT RIGHT or DON’T DO IT AT ALL! When
something as special as the “Love Story” is
performed properly, it will give beautiful, last-
ing memories for everyone at that event, but if
it’s done poorly, it can destroy your business

and leave a bad reflection on all DJ’s. The
other thing I learned was; it’s harder to per-
form in front of a room of ten DJ’s than a room
of 400 strangers! (everyone’s a comedian) So
take a class and learn to do it right!

5) WATCH AND BE WATCHED: On a
night off check out other DJ’s performing in
your area. I've quietly watched other DJ’s and
have learned from this experience many times.
Watch what they do well and try to improve it,
watch what they do badly and try not to copy
it. Ask a more experienced, respected DJ to
come and watch you perform. Have them take
notes and TRUTHFULLY critique you. It may
hurt your feelings a little but it will help you
grow and be better at your craft.

At the MAPDJ convention in Minneapolis,
Nov. 6, 7, & 8th, I will be giving a one hour
seminar entitled “BE THE SHARK” Being a
successful Single Operator DJ in a Competi-
tive Ocean. I will be addressing the concerns
of the single operator DJ. I will share some of
mine and other talented DJ’s ideas on how to
be a successful, professional, full time Mobile
Disc Jockey. I will convey to you ways to be
a leader in our industry instead of just swim-
ming along with the others. In the vast ocean
of Disc Jockeys, don’t be the gold fish, “BE
THE SHARK”.

Until next time, Keep on Rockin’! Jeff
Richards. To ask Jeff a question or respond to
his column please e-mail him at jeffrichardsp
tp@yahoo.com

We’re open fewer hours to bring you LOWER prices!
Mon-Wed & Sat: Noon-6 pm ¢ 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!

AUDIO-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
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The Q Corner, Where Quality Meets Quantity

By Mike Walter

One of my veteran entertainers just
left my company. After nine years. And I
couldn’t be happier about it!

Sound odd? Here’s his story:

Sal started with me nine years ago when
he was 17. He came to me from a classified
ad I'd placed. He responded, came in and
interviewed. 1 hired him immediately. It
was an easy decision since he met most of the
requirements I always envision

He was a good looking and fit young man
finishing High School and he had the enthusi-

- asm that comes
often with
youth. He was
excited about
'] finding a new
career, albeit
part-time, but
something that
could help him
work his way
| through college
and compen-
sate his income
as he got his
full-time career underway. That’s the career
path that so many of my new people take. It’s
the career path that I sell to them.

So Sal got started as a mixer and after a
few months I invited him into Emcee train-
ing. He had natural ability and made quick
work of my training program. I had hired
him in August and he was emceeing his own
parties by that holiday season. He was still
a senior in high school making more money
and having more responsibilities than any of
his classmates.

One of the guys that worked in my of-
fice at the time (I'll call him “Neil”) took Sal
under his wing. They had a mutual interest in
the musical group Cake and I remember they
even took a road trip once to Syracuse to see
them. They hung around a lot. This was a
good thing when it came to Sal’s development
because Neil was a top notch emcee for me.

Then one day Neil quit. He wanted to
open up his own DJ company. He told me he
wanted to have a carefree life like I had, own-
ing a company. I remember that line like it
was yesterday. I told him, there may be some
things to envy about my life but lack of stress
is not one of them. One of the first things I
did after my meeting with Neil was call Sal
in. I was naturally worried that he’d follow
his friend and become one of his DJs.

Sal was upfront and honest with me. He
told me that Neil had indeed made him a very
good offer and told him he’d (Sal) would be
his top DIJ. I started to explain to Sal that Neil
would just be getting started and he’d be
booking himself vigorously so he (Sal) wasn’t
exactly guaranteed a lot of work. But Sal cut
me off. “You don’t have to worry about it
Mike,” he told me. “I’m not going anywhere.
You taught me this business and I’ll always
remember that.”

I'll never forget that conversation.

After two years at a local college Sal

decided to get his degree at a school in Jack-
sonville. He gave me ample notice so I didn’t
have to reassign any gigs and off he went. I
actually helped him get a DJ job down there
as a friend of a friend knew someone who
owned a company and so I put a good word in
for him. Sal spent two years in Jacksonville,
got his business degree and supported himself
as a DJ. With the skills I’d taught him.

He would come back to New Jersey dur-
ing his school breaks and he always promised
he would work for me again. Sure enough,
after college in Jacksonville he moved back to
New Jersey and asked to come back on staff.
I asked him what his future plans were and
he said that wanted to land a job in financing.
“How much longer will you DJ?” I asked.

one of them but didn’t want any new ones
booked.

My concern has always been when a DJ,
like Sal, is playing out the string, will he be
motivated? Will he continue to do the excel-
lent job he’s always done or will he start los-
ing focus and slacking off. Well I didn’t have
to have any concern with Sal. He continued
to call his clients on time, consistently got
raves from his Brides and Grooms and even
continued attending our monthly meetings.

In August, Sal did his last wedding. 1
asked him if he’d attend the September meet-
ing even though he was officially done and he
said he would. I don’t know if he knew what
was in store for him. But half way through
the meeting I told my entire staff Sal’s story

(some of the new people just know Sal as a
seasoned veteran.) I thought it was impor-
tant that they all hear it. Sal has proved that
the career path that I lay out is not only pos-
sible, but that it’s a win-win for everyone. He
proved that loyalty is not a dead trait.

After telling everyone at the meeting Sal’s
story, I thanked him publically for his years
of great work and I then I presented him with
a gift certificate for golf lessons with a local
pro. He got an ovation from everyone.

One of the things I bring up at every semi-
nar I do is that “talent moves on.” Sal’s story
is a great reminder of this.

And that it’s not a bad thing. The reason
I’'m thrilled about Sal leaving is that he did it
the right way.

And he told me, “Till 1
don’t have to anymore.”
That was good enough
for me so I hired him
back.

Sal started back up
with us and, being the
motivated guy he is,
also started pounding the
pavement in the business
world. This was right af-
ter 9-11 so his opportuni-
ties were limited. But he
eventually got a position
at Chase Manhattan. It
was entry level but it
was something at least.
We would talk from
time to time and he was
working his butt off but
he never let it show with
his DJ work. He always
got excellent evaluations
and his referrals came in
consistently.

Sal’s day job started
taking off. He was mak-
ing some good money.
He moved out of his
mother’s  house and
bought his own place
(no easy feat here in
New Jersey.) He started
driving a BMW. His golf
play became a running
joke (I kept telling him
he needed to work on
his game because he’d
need to be a good golfer
to succeed in business.)
Then one day early this
year he came to me and
said he just couldn’t do
both jobs anymore. He
was working consistent-
ly 60 hour weeks at his
day job and he needed
his weekends free. We
looked up his schedule
and he had about 25
weddings on the books.
He would honor every
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http://www.dowdledesign.com

PUBLISHERS/PUBLICATIONS
The BPM List 2005 Edition
http://www.bpmlist.com

htto://www.EZDJwebsites.com

DJ Event Planner/ DJ Finder
The original online event planner
http://www.djfinder.com
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10 Commandments for the Office
By Harvey Mackay

It’s just business as usual, day in and
day out. The fast lane gets faster. Com-
petition for business and jobs gets meaner.
The world gets smaller every day. You’ve
dealt with a hundred co-workers, custom-
ers, vendors, and the irritating kid who
works at the lunch counter. It’s time to go
home and unwind.

The traffic jam gives you an opportuni-
ty to replay some of the day’s encounters.
Regrettably, you wish you would have
handled a few things quite differently.
How can you make tomorrow better?

My mother always told me, “You don’t
have to like everybody, but you do need to
learn to get along.”

Over the years, I’ve developed a list,
a “Ten Commandments for the Office,”
which makes my commute home a little
less guilt-ridden. Better yet, it’s improved
my commute to the office. If I follow my
own advice, I won’t have to spend my
time apologizing for what I should have
done in the first place. Try it out.

1. Be respectful. This includes re-
spect for other people’s property, ideas
and time. Frankly, this commandment
should about cover everything. If you
are respectful of others, you can usu-
ally work out most issues — even if it’s
agreeing to disagree. An added bonus is
that when you treat others with respect,

Contains all the

radio edits that

crack the Top 30

of AC, Hot AC,

CHR, Urban, Country,

Rock, Dance, and Christian charts.
Delivered EVERY week, 52 weeks a
year... all on one disc! If it’s a hit, it’s on

/21

c @,
Uts /
Many have been B e
asking for the

hottest new Latin music to complement
their other PC music, and add some

spice to their repertoire. We've listened
and here it is... PrimeCuts Latin!

PrimeCuts Latin
was created with
our DJ and Club
clients in mind.

PrimeCuts Latin will be offered every
other week with music from multiple
formats.

they are more inclined to return the fa-
VOor.

2. Follow through. If you promise
to do something, do it. No ifs, buts or
maybes. No excuses, no whining. You are
only as good as your word. There will al-
ways be a place in this world for the person
who says, “I’ll take care of it.” And then
does it.

3. Think before you speak. Don’t say
whatever is on your mind, unless you want
your mindless thoughts to come back to
haunt you. Those ghosts can rise up years
later, just when that promotion looks so
promising. And while we’re on the topic,
remember that how you say something is
as important as what you say.

4. Help out. So what if it’s not in your
job description. If you have an opportu-
nity to be useful, jump at it. Even if the
rewards are not in the form of a paycheck,
your co-workers will remember who
helped them when they needed it. Taking
on a little extra work — or a lot — shows that
you are a team player, an employee worth
watching.

5. Learn something new every day.
It could be a new skill. Maybe the latest
developments in your industry. Or just the
name of a person you see daily at the copy
machine. You have millions of brain cells
just waiting to work for you!

/2T I
}
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other venues that need the latest dance music.
This service is delivered 50 weeks per year.

PrimeCuts
Dance:

Jam packed with
the hottest songs
from the US dance

Just the thing for

DJs or venues that

need just the right

music to create a

mellow atmosphere. & W3]

Perfect for dinner

music, cocktail hour music,

weddings, restaurants, and other venues. We
created this service to meet an overwhelming
demand for new Smooth Jazz music.
PrimeCuts Smooth Jazz will be similar to our
other recurrents with a guaranteed release of at
least six issues per year. The disc is formatted
by tempo - slow, medium, and fast.

M CENTURY

972.406.6800

TMCI@TMCentury.com

www.TMCentury.com

Service only available to mobile/club DJ’s, non-broadcast professionals or ASCAP/BMI compliant public performance venues.

6. Pay attention. If you go directly
to your cubicle and barricade yourself all
day, you’re missing important develop-
ments in your workplace. Not the gos-
sipy events, of course, but the really good
stuff — new procedures, new ideas and so
on. This commandment also covers those
occasions when the value of your input
depends on your familiarity with the situ-
ation at hand. In short, always keep your
antennae up!

7. Ignore pettiness. Rise above it, or
you will be dragged down with it. There
will always be someone who will make a
mountain out of a molehill. It better not be
you.

8. Be patient. Not to be confused with
tolerating incompetence, this command-
ment covers a multitude of situations.
Someone misunderstood you. A job is
taking longer than you planned. You are
missing every traffic light. What will you
gain by losing your cool? I’m not a patient
guy by nature, so I’ve really had to work at
this one. If I can do it, you can too!

9. A good attitude is up to you. It
takes a lot for the world to come to an
end, so don’t act like it’s happening every
day. Be encouraging, be cheerful. Refuse
to be brought down by minor — or major
— setbacks. Bad attitudes are contagious.
The good news is that positive attitudes

are catching, too.

10. Do your best. Like commandment
#1, this should also cover just about every-
thing. No one can ask you to do more.

It’s important to decide early on how
you will conduct yourself. Then, when a
crisis erupts or challenge arises, you won’t
have to think twice about the right thing to
do. DI’ve always said that perfect practice
makes perfect. These rules are no excep-
tion. And just for the record, these com-
mandments work outside the office too.

Mackay’s
Moral:
Some rules
are made not
to be broken.

Reprinted
with permis-
sion  from
nationally
syndicated
columnist
Harvey
Mackay, au-
thor of the
New York
Times #1
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.”

PrimeCuts...The Clear Choice

Compare Us...We Dare You!
All The Hits When You Need Them...

The Music

Discs Ship WEEKIY .......ccvcuricrriciriiierirenicscseeeris
Radio EAItS .......coveeeiieiiiiriince s
7 Formats On EVEry DiSC ........cccoeuvuirniieiniiniieieiesesecieienens
(AC/HOT AC, CHR, Urban, Country, Rock, Dance, Christian)

Discs ship On A Regular Schedule ...........cccccovvniccrnnnincenn.
Guarantees To Service All Songs In Top 30 In 5 Formats ........
Tracks Separated By Format (easier to find Songs) ...........c..ccevne.

More Than 40 Years Industry Experience ...........c.cccoeuevuvvunnee.

Cost & Payment Information
Price Per CD (Shipping & Handling Includeq) ................c.ccceeevrvnnas
Convenient Monthly Debit (instead of year up front) .......................

Online Tools

Data Imported Into DJ Intelligence (djintelligence.com) ..............
Free Downloadable EXIras ..........cccccoevrniccnnneneccenseens
(artist IDs, song instrumentals, a capellas, movie sound bites and more)
Weekly Top 30 Charts Based On Radio Airplay

Contact your TM

PrimeCuts | Promo Only ERG RPM

$13.84 $14.61

Rep for details.



Good Thinking

By Dr. John C. Maxwell
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If you watched the swimming events
at the 2004 Olympics, you probably
observed the incredible focus the medalists
demonstrated. Sure, they’re strong and
fast. But when hundredths— maybe even
thousandths—of a second are all that
separate the winners from the losers, it’s
obvious that something besides strength
and speed is at work.

A comment by Flip Darr, a former
collegiate swimming coach who played
a part in
training eight
Olympic
medalists,
sheds some
light on what
that  critical
ingredient
might be. “I
felt in my
coaching
career  that
if T would
work on [the
swimmers’]
head[s], their bodies would come along,”
he said. “A lot of coaches work on their
bodies and then at the last moment try to
do their heads. The thing is, if they are
working with their heads all the time, and
working with their head over the body,
mind over matter, they will have more
confidence when they walk up to the
block.”

What a great illustration of the value
of good thinking. Athletic ability is
important, but preparing for the biggest
race of one’s life is as much mental as
it is physical—if not more so. As Bill
MacCartney, the former head football
coach at the University of Colorado, once
told me, “Mental is to physical what four
is to one.”

That’s a powerful argument in the case
for good thinking—on the football field, as
well as in your office at work. The specific
thoughts that increase your effectiveness
as a leader might not be the same as
those required for an Olympic medal, but
the overall commitment to thinking is
identical.

As we continue the discussion about
thinking that we began in the last issue of
Leadership Wired, here are five statements
that further underscore the importance of
solid contemplation.

1. Everything begins with a thought.
Every great invention, every technique,
every conversation, every leadership
practice and every bit of personal growth
starts in someone’s head.

2. What we think determines who we
are, and who we are determines what we
do. What kind of person do you want to be?
What do you want to accomplish in your
life and career? Are your thoughts paving
the way for you to achieve those goals, or
are they getting in the way?

3. Our thoughts determine our destiny,
and our destiny determines our legacy.
That’s pretty sobering, especially for
those of us who have already passed life’s
halfway point. The good news is that, no
matter how old you are, it’s not too late for
good thinking to influence your legacy in
a positive way. This quote by James Allen
says it well: “You are today where your
thoughts have brought you, and you will be
tomorrow where your thoughts take you.”

4. People who go to the top think
differently than others. There are many
reasons for this, but it’s absolutely true.
As William Arthur Ward said, “Nothing
limits achievement like small thinking,
and nothing expands possibilities like
unleashed thinking.”

5. We can change the way we think.
This is a comforting thought, especially
in light of the previous statement. One
of the best ways to change the way we
think is to invest in resources that help
us improve our leadership methods, our
relationships, our technical competencies,
our time-management skills, our ability to
handle conflict, and so on. Over the years,
I have been helped tremendously by books
and tapes that cover such issues. They
boost my thoughts and add great value to
my life.

Before I close, I want to highlight
the positive influence other people can
have on our thought processes, and the
critical impact we can have on theirs. For
example, Flip Darr understood that one
of his functions as a coach was to help
his athletes develop the mental stamina
necessary to win the big races. That’s why
he spent so much time “working with his
swimmers’ heads.” As leaders, one of our
jobs is to help our people learn how to
think for themselves so they can perform
successfully when we’re not around.

At the same time, we also need to spend
time with people who help us think better.
I love interacting with good thinkers. They
energize me. They stimulate my thoughts,
challenge my ideas and stretch my mind
like nothing else can. That’s why I like to
say that some of my best thinking has been
done by others!

The bottom line is this: When it comes
to success in life, the ability to think well
isn’t just an asset; it’s a necessity. And
when you make good thinking a priority
today, you lay the groundwork for success
tomorrow.

Dr. John C. Maxwell has authored over
30 books, including such New York Times
best-sellers as “Failing Forward” and
“The 21 Irrefutable Laws of Leadership.”
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The Complete Source For Ds

= High quality CDs & DVDs filled with the music you need now!
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Product Spotlight: Hey DJ...Focus!

Every professional in the disc jockey
industry is always looking for opportunities
to improve themselves and their entertain-
ment services. There are countless training
aids on the market and new ones coming out
each year.

This past month I had the opportunity to
watch and review Todd Mitchem’s new DVD,
“Hey DJ . . . Focus!” For those of you who
have not heard of Todd Mitchem he is an
accomplished leadership trainer, disc jockey
and performer. He has performed at count-
less events and trained thousands within our
industry.

Having seen Todd speak at several DJ
conventions, I was excited to see if his humor
and laid back speaking style would be evident
in his DVD. I was certainly not disappointed.

“Hey DJ . . . Focus” opens with a short
introduction on how to use the DVD. Here
Todd explains the format of the training and
reminds us that our success is continuous and
that there are no quick fixes.

The first section of the training is shot
at one of Todd’s own live performances. He
takes you step by step through his event giv-
ing useful advice along the way. He really
asks the viewer to look at simple things that
are often overlooked such as performance
space and focal points. Todd speaks in length
about building relationships and trust with
clients, guests and the other vendors at the
event.

Accu Scan 250

By Amber Benning

The first section of the DVD is truly
unique over many of the other training aids
that I have viewed. Often times we get tons
of useful information, but never get to see
the ideas implemented. However, in “Hey
DJ . . . Focus!” we are able to see Todd’s
wealth of information at work and then get
to learn more about it as he
elaborates on his ideas in the

business. If you are looking for a good train-
ing aid for yourself or your staff, whatever the
skill level, “Hey DJ . . . Focus!” is definitely
a great option.

To order “Hey DJ . . . Focus!” or for more
information please visit Todd Mitchem’s web-
site at http://www.mitcheminteractive.com.

second section of the DVD, T e ‘:'[IZI' :.:"'“.’E.....f]" VD

the workshop.

In this second section
of the DVD you view a
workshop session lead by
Todd. During this workshop
he talks about everything he
was doing during his show.
He elaborates on how to
talk to your crowd instead
of talking at them. He goes
over some very basic ideas
that can really improve
how we communicate at
our shows. Nothing that he
talks about would be too
hard for even the starter DJ
to master.

Overall the video is well
worth the investment. “Hey
DJ . . . Focus!” is easy to
view, easy to understand,
and it will be easy to put the
material to work for your

Hey DJ...Focus!
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www.mitchemint

eractive.com 314.882.6812

GVEAWAY ITEMS
PARTY MATS, HAWAIAN LEIS,
WFLATABLE ITEMS,

GLOW MECKLACES, GLOW BRACELETS,
PAETY SLPFLIES & FAETYWEAR
WE HAVE IT ALLS

LOWEST PRICES GUARANTEED!

800-959-4569
SUREGLOW.COM

nes\a fulllinetoffintelliogentDMX lights
| atRENG

Focus Spot 250

Martin MX=1

WonathelEroywakyith MDM@ zL Sho)s!

EMI Rentals - 2852 Johnson St NE - Mpls 612 789:24965:www.EMirentals.com




PAGE 10 « DISC JOCKEY NEWS e« OCTOBER 2005

The 13 Characteristics 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!

Digital Scorekeeping
Fast Electronic Lockout
Zany Sound Effects
Rugged and Portable
Sets Up in Minutes

The Original
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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!

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 becoming,
a success in the business of life. These are
the things you do well.

The things you do easily and effort-
lessly. These are your strengths.

When you find you need a skill or tal-
ent 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 complement your
own.

These people will become your team-
mates, colleagues, co-workers, profession-
al advisors, and friends. With these com-
bined skills and talents organizations grow,
prosper, and become successful.

These are the five things you’ll find
every successful person has in common:

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 answer.

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

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 influenced by the

Upcoming Events

Midwest Disc Jockey Convention
November 6-8, 2005
http://www.mapdj.org

LDI Conference 2005

November 7-13, 2005
http://www.ldishow.com

East Coast DJ Cruise
November 10-17, 2005
http://www.djcruise.com

West Coast DJ Cruise
November 13-20, 2005
http://www.djcruise.com

WEDJ Cruise
January 9-14, 2006
http://www.wedjcruise.com

Winter NAMM Show
January 19-22, 2006
http://www.NAMM.com

thoughts and opinions of others. They have
willpower. They have ideas.

Their strong desire brings strong re-
sults. 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 excuses.

2. Successful People Have
Ambition. They want to accomplish some-
thing. 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 whatev-
er it takes to get the job done.

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

3. Successful People Are Strong-
ly Motivated Toward Achievement. They
take great satisfaction in accomplishing 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 until 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 them-

Mobile Beat Las Vegas Convention
February 21-23, 2006
http://www.discjockeynews.com
NAME Conference -Nashville
April 17-19, 2006
http://www.djkj.com
Disc Jockey News Southern DJ Convention
April 23-25, 2006
http://www.discjockeynews.com
New York DJ Cruise

July 10-15, 2006
http://www.djcruise.com

DJ Times DJ Expo
August, 2006
http://www.djtimes.com

Disc Jockey News Northern DJ Conference
October 22- 24, 2006
http://www.discjockeynews.com

Have an upcoming event or meeting? Email the informa-
tion to us at event@discjockeynews.com

selves to getting the job done.

Remember: Happiness is found in do-
ing and accomplishing, not in owning and
possessing.

6. Successful People Take Responsi-
bility for Their Actions. They don’t make
excuses. They don’t blame others. 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
Decisions. They think about the issues
and relevant facts, give them adequate
deliberation and consideration, and make
a decision. Decisions aren’t put off or de-
layed, they’re made now!

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

Success Tip: When you don’t get the
expected results from the decision you’ve
made, change your course of action. Deci-
sions should never be carved in stone.

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

Remember: When people are wrong,
they may admit it to themselves. 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 become very defensive and
angry when others try to cram their mis-
takes down their throats.

10. Successful People Are Self-
Reliant. They have the skills, talents, and
training that are needed in order to be suc-
cessful.

11. Successful People Have Specific
Knowledge, Training and Skills. They
know the things they need to know to be
successful. And when they need informa-
tion, 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 personalities. They sur-
round themselves with people who offer
them help, support, and encouragement.
They are leaders.

13. Successful People  Are
Enthusiastic. They’re excited by what
they’re doing, and that excitement is con-
tagious. They draw people to them because
these people want to work with them, do
business with them, and be with them.

Note from the Editor: The Late Jeffrey
Mayer had submitted many quality articles
on sales and marketing. The Disc Jockey
News will continue to run his articles until
the new articles become available from
Succeedinginbusiness.com.
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Press Releases

Submit your press releases to the Disc Jockey News by email at djnews@meltel.net

ProDJpc Dr. Drax Signature Edition Hits
The Market

ProDJpc, a division of ProDJ.com, an-
nounces the release of the Dr. Drax Signature
Edition Digi-
tal Video DJ
ProDJpc.
Dr. Drax has
worked with
the staff at
ProDJpc to
design an
optimized
hardware
device  that
would meet
the exacting
standards he
sets for his
own  units.
The Dr. Drax
Edition is
powered by a high end Intel P4 with 2 gigs of
RAM. Standard features include a dual 400 gig
mirrored music array, an ESI 1010 audio card
(10 input / 10 output), a DVDR/CDRW optical
drive, a set of high end video cards with a total
of four full outputs and a video and audio opti-
mized Windows XP pro OS.

This Drax signature edition is backed by
the same exclusive one year full swap out war-
ranty as all ProDJpc devices. Backup devices
are available within 2 to 3 days in the event of
catastrophic failure. ProDJpc’s comprehensive
protection plan utilizes the swappable music
drives not only to provide quick recovery from

problems, but to provide sound and safe back-
up of your most important Digital DJ asset,
your music and video data library.

“There are only two suppliers whose de-
sign standards and support are high enough that
I would put my name on it. ProDJpc is one of
them,” said Dr. Drax at the first stop of the Digi-
tal DJ Tour on August 9th. Finishing touches
are being made on the Digital DJ Tour spon-
sored by ProDJpc and the ADJA at this time.
Current plans include stops in Chicago, New
York, Boston and LA. later this year. Please
check http://www.prodjpc.com for more infor-
mation about ProDJpc and the Digital DJ Tour.

About Dr. Drax - Dr. Drax has been a
mobile DJ for almost a decade and is known
throughout the DJ industry as a leading guru
of technology. He is a recurrent speaker on
technology, new entertainment concepts &
trends at international trade shows. He provides
some of the largest, most technically produced
digital DJ shows in the country. Dr. Drax is also
the current President and Executive Director of
the American Disc Jockey Association (http:
/l'www.adja.org), the largest registered profes-
sional trade association for Mobile DJ’s in
North America.

About ProDJpc (http:www.prodjpc.com)
- For 10 years, the DJ industry has trusted
ProDJ.Com for web marketing and services.
Now they offer the ultimate solution for your
event production.... The ProDJpc Solution. The
ProDJpc Solution is the fusion of a rock solid
DJ instrument, a strategic plan that protects
your valuable creative assets, and a compre-
hensive needs based service plan to back it all

up. ProDJpc is your silent, expert, partner in the
digital DJ world.

Mackie S400 Loudspeaker

At this year’s PLASA show, Mackie is
unveiling a new family of passive loudspeakers
that utilize design techniques originally devel-
oped for large-format
touring systems to
deliver greater pat-
tern control and sonic
performance than is
currently possible with
traditional ~ two-way
loudspeaker designs.

The new S400
Series are the first
loudspeakers to benefit
from Mackie Tetrad
Technology, that was
co-developed with the
loudspeaker design
experts at Eastern Acoustic Works (EAW).
Tetrad Technology effectively challenges the
commonly accepted compromise in traditional
two-way loudspeakers designs—that a perfect
sonic image will deteriorate rapidly as a listener
moves off-axis or further away from the loud-
speaker.

“It’s not that a narrow dispersion isn’t a
good thing, sometimes it’s exactly what you
need,” commented John Boudreau, Live Sound
Product Manager for Mackie. “However, many
applications call for a much wider dispersion
pattern than traditional two-way boxes can
provide. This is why the technique of arraying

multiple two-way boxes in larger venues is so
common. It’s the most efficient method of get-
ting both effective coverage and great sound.”

Boudreau continued, “With the S400 our
goal was use design techniques originally
developed for high-end touring systems to get
both from one loudspeaker. And since EAW and
Mackie are both part of LOUD Technologies,
we had access to some of the best touring loud-
speaker designers in the world. Tetrad Technol-
ogy is the result of this collaboration and the
S408 and S410s subwoofer are the first Mackie
products to incorporate it.”

About Tetrad Technology and the S400
Series Loudspeakers:

Tetrad Technology starts by replacing the
single woofer found in traditional two-way
Loudspeakers with four smaller 8-inch woof-
ers, and then adds an unusually large horn in the
center of the S408. The result is greater overall
low-frequency driver surface area that can de-
liver more punch than a single 15-inch woofer
and a horn that delivers far better pattern control
in the upper mid frequencies.

Additionally, since four smaller drivers
have a quicker attack (transient response) than
a single 15-inch woofer, they can be made to
deliver a much tighter and focused low-end
with a great deal more impact. As such, this
quad driver design is applied to both the S408,
which features four 8-inch woofers, and the
S410s Subwoofer, which features four 10-inch
woofers.

Pattern control for the S408 was further en-
hanced when spacing of the four 8-inch woofers

Press Releases Continues on Page 12
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| I vou wanl fo make over 510000000 per vear as a mobde D 1 can help,

EREE REPORTANDCD REVEALS:

Chicago, IL — Making good
money as a DF doesn't have a
whole ot 1o do with how good of
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Becoming A Hi

If you could use a STEADY ETFIEAI! of HIGH PAYING g

and that discovery chang life,
My proven SYSTEM took m&1 $2,200 monthly income to over !11
Now I'm adplng DJs world-wide skyrocket ﬂmlriammgs.

“How I Went From Dead Broke, ‘Dime-A Dozen’ DJ To
ly Respected And In Demand Single Operator
DJ Making $141,956.96 A Year (In Less Than 7 Months).”

Eﬁ I can help. The Big Money Is NOT IN DJing, It's in MARKETING DJ SERVICES
and | know for a fact that anybody can copy what | am doing
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by Mark Imperial
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was calculated so that the polar pattern of the
drivers matched the polar pattern of the horn at
the crossover —both horizontally and vertically.
This consistency is important because when
sound radiates from a loudspeaker, listeners
will typically hear the direct sound first; then
they’ll hear the energy that is reflected back
from the room. If the low-frequency directivity
is wide, and the high frequency directivity is
narrow, there will be a lot more reflected low-
end, which results in a “muddy” tone. Careful
attention to detail has eliminated this anomaly
in the S408.

The Big Horn:

Because of the smaller 8-inch drivers, the
S408 is able to incorporate a large, central 75-
degree x 40-degree horn. A big horn presents a
friendly load impedance to the high-frequency
device, which means lower distortion. And
big horns offer better pattern control at lower
frequencies than smaller horns—which is why
they’re used in large-format touring systems.
Additionally, the large horn also eases the
crossover transition from the 1.75-inch titanium
compression driver to the 8-inch drivers. This
allows the S408 to keep the crossover frequency
low enough that the critical vocal and midrange
frequencies are all reproduced by the horn. Put
simply, the S408 sounds and projects better than
any other portable PA speaker in its class.

Taken together, the spaced woofers and
central horn allow for a horizontally and verti-
cally symmetrical design. This means that the
off-axis frequency response is the same on one
side of the S408 as it is on the other. This is par-
ticularly useful when the S408 is used as a stage
monitor. As the performer moves, the sound
remains the same.

For more
www.mackie.com.

information, visit  http://

New Tri Pack Live From American Audio
Delivers Thunderous Sound In A Small
Package

American Audio set a new low for compact
satellite speakers earlier this year with the in-
troduction of its Tri Pack. A nifty little system
consisting
of a 157
powered
subwoofer
for ex-
treme
lows and
two 87, 2-
way satel-
lite speak-
ers, the
Tri Pack
gave new
meaning
to the term
“boom box.” Now the company has taken its
“good-things-come-in-small-packages”  phi-
losophy a step further with the introduction of
the newest addition to the Tri Pack family of
powered speaker systems, Tri Pack Live.

Smaller, lighter and even more mobile than
its famous namesake, the Tri Pack Live still
packs plenty of punch, making it ideal for mo-
bile musicians and DJs who want a big sound
when performing in small clubs and similar
venues.

The Tri Pack Live features a 10-inch
powered subwoofer that supplies power to two
6.5-inch 2-way satellite speakers. The muscular
subwoofer puts out a robust bass sound thanks
to a combination of smart features. Weighing
in at 62 lbs. (28 Kgs), the subwoofer sports a
built-in 3-channel amplifier, microphone input
and auxiliary input with volume control. Other

features include 300W RMS power handling,
30-250 Hz frequency response, and 4 Ohms
nominal impedance.

Each of the light (13 1bs./6Kg) satellite
speakers features a 6.5-inch woofer and a
1-inch tweeter, as well as 50W RMS power
handling capability, 150-20 Khz frequency
response, 4 Ohms nominal impedance and a
crossover frequency of 3,500 Hz.

“A subwoofer-and-satellite speaker sys-
tem of this size has never offered this kind of
sound capability,” said Tom Freret, national
sales manager for American Audio. “With its
extreme portability and affordable price, the Tri
Pack Live is ideal for any working musician or
mobile DJ who wants to bring big time sound
to a small room. Plus, the system’s compact
design makes it real easy to transport from gig
to gig.”

Designed for convenient, easy transport,
the Tri Pack Live system is extremely compact
and lightweight. The subwoofer measures 17" x
14” x 19.75” (430mm x 360mm x 500mm), and
the satellite speakers measure 14” x 8.25” x 10”
(360 mm x 210 mm x 250 mm).

American Audio also has Tri Pack dual pole
mount T Bar units available for hanging two
satellite speakers, as well as speaker stands.
The pole mount T Bar units and stands are sold
separately.

The suggested retail price of the Tri Pack
Live is $799.95.

For more information,
www.adjaudio.com.

visit  http:/

Promo Only Announces the Release of Hot
Video Classics Best of 2000 Volume 2!

More Classic Music Videos on DVD from
the Pros at Promo Only!

Promo Only, Inc., the nation’s largest sub-
scriber-based music and music video service,

today announced the release of Hot Video
Classics Best of 2000 Volume 2, the latest in
its series of digitally remastered music video
classics on DVD.

“Putting together a collection of such recent
classics certainly had its challenges,” said Pete
Werner, Promo Only vice-president and execu-
tive producer. “Not the least of which was our
desire to deliver the inspired programming our
subscribers have come to expect from our Hot
Video Classics series. Thankfully, once again
our staff brought their game. What they’ve
given us is an essential collection of the hits
of 2000; one that can proudly stand alone, or
shoulder-to-shoulder with our previous compi-
lations.”

Featuring 40 digitally remastered music
videos, Best of 2000 Volume 2°s track listings
include such chart-topping hits as: Oops!...I Did
It Again, Britney Spears; Music, Madonna; Big
Pimpin’, Jay-Z; With Arms Wide Open, Creed;
(Hot S**t) Country Grammar, Nelly; It Feels
So Good, Sonique; Desert Rose, Sting; and Last
Resort, Papa Roach.

“To be honest, we’re as excited about our
latest Classic release as we were our first,” con-
cluded Werner. “Do we think our latest volume
is our greatest volume? Until we release our
next Hot Video Classic, you bet.”

Hot Video Classics Best of 2000 Volume
2 marks the 26th specialty DVD from Promo
Only, and, like each of its predecessors, features
the same high quality classic music videos that
have long made the Promo Only line of Hot
Video Classics the industry benchmark for
quality, selection and reliability.

For more information about the Promo Only
line of Hot Video Classics, or any Promo Only
audio or video product, contact Promo Only at
http://www.promoonly.com.

Technical Support
Accreditation Program

Bimonthly Magazine

DJs & KJs,

Do you want more of this

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

e |nsurance - the best coverage and lowest rates available

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

24/7 Emergency Hotline Number

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

The largest association for professional mobile entertainers in the United States

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

N.A.M.E. offers FULL TIME staff, service & benefits

toll free for a free membership package
1-800-434-8274

www.djkj.com

National
Association of
Mobile
Entertainers
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Monthly Music Charts

By Promo Only

Pop 6 Doesn’t Remind Me Audioslave
1 We Belong Together Mariah Carey 7 Sugar, We’re Goin” Down Fall Out Boy
2 Listen To Your Heart D.H.T. 8 The Hand That Feeds Nine Inch Nails
3 Don’t Cha The Pussycat Dolls Feat. Busta Rhymes 9 Girl Beck
4 Pon De Replay Rihanna 10 Only Nine Inch Nails
5 Behind These Hazel Eyes Kelly Clarkson Urban
6 You And Me Lifehouse 1 We Belong Together Mariah Carey
7 Lose Control Missy Elliott Feat. Ciara & Fat Man Scoop 2 Like You Bow Wow Feat. Ciara
8 Get It Poppin’ Fat Joe Feat. Nelly 3 Shake It Off Mariah Carey
9 Scars Papa Roach 4 Gold Digger Kanye West Feat. Jamie Foxx
10 Cool Gwen Stefani 5 Cater2 U Destiny’s Child
11 Don’t Phunk With My Heart The Black Eyed Peas 6 Let Me Hold You Bow Wow Feat. Omarion
12 Beverly Hills Weezer 7 Free Yourself Fantasia
13 Shake It Off Mariah Carey 8 So Seductive Tony Yayo Feat. 50 Cent
14 Let Me Hold You Bow Wow Feat. Omarion 9 Hollaback Girl Gwen Stefani
15 These Words Natasha Bedingfield 10 Lose Control Missy Elliott Feat. Ciara & Fat Man Scoop
16 How To Deal Frankie J Country
17 Feel Good, Inc. Gorillaz 1 Mississippi Girl Faith Hill
18 Let Me Go 3 Doors Down 2 Something More Sugarland
19 Holiday GreenDay 3 As Good As I Once Was Toby Keith
20 Switch Will Smith 4 Play Something Country Brooks & Dunn

Rock 5 Alcohol Brad Paisley
1 Feel Good, Inc. Gorillaz 6 Do You Want Fries With That Tim McGraw
2 Best Of You Foo Fighters 7 A Real Fine Place To Start Sara Evans
3 Right Here Staind 8 Help Somebody Van Zant
4 Wake Me Up When September Ends Green Day 9 Something To Be Proud Of Montgomery Gentry
5 Don’t Tread On Me 311 10 All Jacked Up Gretchen Wilson

[ °
A Free Subscription | The bj Swap Shop

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 Disc Jockey News.

e Nationally Known Best Selling Authors!
e Industry Information
e DJ Classifieds
e Disc Jockey Spotlights

Please clip and mail this form to:

Disc Jockey News

29442 120th St. » Grey Eagle, MN 56336

Business Name:

Contact Person:
Address:
City:

email:

BPM List: To purchase the new
2005 edition of The BPM List, go

to www.bpmlist.com.
09/01B

For Sale: (2) Electro Voice Sub
Woofers S-181- 400 watts (each)
(1) Rane Crossover Mint condition
used only twice Total package $650
- will split shipping cost. 1-845-
344-1119.

For Sale: Going out of business
after 11 years in the trade. Lighting
effects, CD Library, PA System,
CD+G’s and Player, Stands,
everything you need to become a
Mobile Disc Jockey. Will NOT
SEPERATE. For more info
call 512-791-4543 or email at
atozdj@io.com.

Disc Jockeys...

Advertise your used item here for FREE!
Non-used items, ads for services, or
employment are charged
Mail your ad to: Disc Jockey News,
29442 120th St., Grey Eagle, MN 56336
email your ad to:
swap @discjockeynews.com
Classified ads deadline is the 20th of the
month.

DJ PRODUCTS
FAST & EASY

PCOL Fed with DA -2 ooniroles.
inalanl sbat. Lisk S400.90

s, S

e g,
ORDER NOW! 1.800.355.TT46
Visht Our Showroom | OFEN T DAYS |
Seo it Online! | weww.idjinow.com |
[ Abracadabes | 631.321.1700

E 1015 Sunniss Hywy W. Babyion NY 11704
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"PERFECT BALANCE,
BEST VALUE"

ERG's Nu Music Traxx gives you ALL the new music you NEED
on just two CDs every month. If vou're anly getrting ane
L] 1 ' (] ' [l . " 1

Mainstream Radio" disc, you're missing key titles that your
audience wants to hear. Check out why Nu Music Traxx strikes
the perfect balance for the best subscription value available!

wwmergmusi-:.cmrg 1-800-465-0779 Exr. 238

erg SiC

.-' h-inllurl-

Sul'm.nptmn Services

CD Compilations For Use By Radia Stavions aad Professional Dls Only,. Mor For Sale To The Public




What is Your ROI?

By Brian Kelm

Hello, fellow entertainment
professionals! Life is a long, winding
road full of choices. Along with every
choice, there’s a decision that has to be

made. As business owners and staff

members, we have many decisions
to make on a daily basis even before
our day can officially begin. The
decisions we make can either be
positive in terms of an investment or
negative in terms of an expense. The
term “Return On Investment” or ROI
is something business professionals
are familiar with. It is the ability
to forecast & demonstrate the time
it will take for the revenue used to
make the investment shall return and
start showing profitability. Making
more money, better productivity, and
efficiency are just a few of the benefits
you shall receive if you look at your
purchases as investments. With
everything we do on a daily basis,
to promote and grow our businesses,
what’s your ROI? Is it solely based on
money? Brand identity? Growth or
expansion?

For every business decision you

ADJA Adds FOUR MAJOR
Mew Benefits!

1. Promo Only - Get 17 discs
for the price of 122

2. CollCharge - Process Crodit
Cares on your Cell Phamnel

3. Verinon Wireloss - Sawe an
all wirelose prodects and
BErvices

4. ADJA Visa Card - 9.9% ARH

end up making, no matter how small
or large, consider the following
questions:

1. What are my  business
objectives? (business plan)

2. Does this particular decision
match my objectives?

3. How will we benefit from this
decision?

4. How will this benefit us short-
term/long-term?

5. What struggles or barriers could
we face based on this decision?

In general, everything we end up
doing in business is a potential risk.
For best results, evaluate, research,
and determine what is right for your
business in making worthwhile
investments.

Brian Kelm will be a featured
speaker at the 2005 Midwest Disc
Jockey Convention in Bloomington,
Minnesota on November 5-7th.

Brian Kelm is the Chief Entertain-
ment Officer of Boomin’ Beats Mobile
Entertainment, serving all of Wiscon-
sin and Illinois. Your comments are
welcome: info@boominbeats.com

EDUCATION

« ADIA exchasive OVD
Instructignal Series
featuring key toplcs Couniry
fiear Shee prafetslonal B

on how to chooies & Eruly
prodessionad Ddse Jockey

“weHelp pss
Builds Grow

Their Business"

NETWORKING

+ Matwork with sther professlonals
In your city and across ihe

* Buibd and goow TOUR Daisimeds
vLearn to educate contumery and bl p @nCowrsge sUliess
armian sther AN rembers

BECOME A MEMBER TODAY!

DISC JOCKEY NEWS ¢« OCTOBER 2005 » PAGE 15

A Music Reference Guide for Mobille Dis

More than
8,000 songs
and 700 pgs

indexed by
BPM,

Category,
Artist,
and Title

Dance, Rock,
and Urban
Style Editions

New 2005 Edition
www.bpmilist.com

Comes See For Yourself!
Wisit a lecal RDJA Chapter
Mesting Near You

ATLADE - ATLARTA, G
HPDRL - HARAE

SUPPORT

» Mambarship haa (ks Besvedies]
Ax & menbier you will recelve:
Discoustis on Liakility and
Proparty Iniwranca, Exchahee
Lageal & Accosanting Advice,

A Mobily leat Magasime sub-
werl pElan, Ml Discounts,
Mankating Maierialy and
much mosa._

‘ EROEENE WA
Wisit our web site for detailed information and membership application: www.adja.org WE  LAKE GEMEVL W3
ADJA - 20118 W, 67th fwe., Saite 300-605 - Glendale, AL 85308 - BBE-723-5776 + ofhce®adja.org
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SOUND & LIGHTING

www.metrosoundlighting.com
1731 University Ave. W., St. Paul

(651) 647-9342

T2

AMERICAN AUDID

CDI-300 System

« (2) CDI-300 players with digital scratching,
anti-shock, seamless loop, tempo lock,
sampling, auto beat counter & MORE!

e (1) Q-D6 mixer with MP3 input,
balanced outs & MORE!
e Case and cables!

System priced
at UNDER $700!
: 3 =W
- MiWi.0

The Area’s #1 Supplier
QQX; OF PR()/.Z:S’)}

NS

PA e Lighting e D) e
e Recording ¢ Karaoke o

STUFF!

Amenican 207

Emerald Scan

Green Scanning Laser

e Control x/y mirror and laser
patterns with DMX/

¢ Sound active mode!

 Master/slave mode for creating
a synchronized light show!

Incredibly priced
at UNDER $300!

AMERICAN AUDIO

PDP-850

o {Mount Power Distribution
‘ / Panel with Dual LED Lights
e Super bright!

. gy I
g * (8) AC outlets!
:‘!e-

-y
o USB receptacle!

¥ & With LED lights
and UNDER $60!

—=> Unbelievable!

VISIT OUR SHOWROOM FOR THE BEST IN DRO DV EQUIPMENT !11




