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GUARANTEED

¢ Great looking disc jockey websites

at affordable prices

e Websites for every market including
weddings, corporate, schools, and

general events.

Watch for the 2006 Northern Disc Jockey Confer-
ence wrap up in the December Disc Jockey News!!

Is This What Your

Customers See f

When They Visit|Your

Current Web Site?

¢ “Niche” your business and

make more money.
e Website customization available.
e D] Intelligence integrated free of charge.
e New designs added monthly.

mrté

TERRITORY

PROTECTED

www.discjockeytemplates.com
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casy as MegasSeg + Mac

If you are moving toward computer based DJing,
you may be worried about stability during a live
show. With most DJ software, you should be. But,
MegaSeg is different. It runs on a Mac, the most
stable and user friendly computers around.

MegaSeg is easy, powerful, and stable

MegaSeg benefits from running on the state-of-the-
art and extremely stable Mac OS X. Everything runs
smoothly because the hardware and operating
system are both designed by Apple; a synergy not
possible with a typical PC. You can rely on
MegaSeg's stable performance, clean and versatile
interface design, and powerful feature set for total
control of your music and video mix.

We sell software only

Some of our competitors sell PC-based hardware
and software bundled together at higher prices.
They charge more because they need to cover the
cost of tech support issues. They’ll pressure you
into buying a large and heavy “lunchbox” system,
because most PC laptops

are not powerful enough to

handle the job.

Pick your system

With MegaSeg, you decide
which Mac is best for you.
It's highly optimized to run
on any system, from the affordable MacBook, to
the high-end iMac with a beautiful 20” screen. And
don’t forget the $599 Mac mini! Because we know
there will be little to no tech support needed, we
can sell MegaSeg at a reasonable price.

==

The S599 Moc mini

MegaSeg running on
a MacBook [laft)
and iMac (right]

ERRRrTEr

Features galore —~
MegaSeg's powerful ]
feature set includes
intuitive management
of song rotation, timed
playlist events, Hot
Keys for instant sound
effects, playlist rules
for artist separation,
color coded Request
Lists with notes, and
play history logs. MegaSeg also integrates directly
with iTunes or your iPod, so you can mix music
purchased from the iTunes Music Store.

-—
-
-
—
-
-
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MagaSeq running on a 157 MocBeok Pro

The big picture

MegaSeg even mixes music videos seamlessly into
your playlist. You can connect a video projector to
any Mac, and entertain a crowd with MPEG or
QuickTime compatible videos encoded directly
from DVD or other sources.

Expand your D) business

Mobile D) companies can inexpensively add a
MegaSeg system to their growing business, and
double or triple book the weekends. Every DJ will
benefit from a well-tuned music library, complete
with perfect pre-set segues. Imagine yourself free
from carting around all your CD's, players, and
mixers to gig after gig. With MegaSeg, a Mac, and
powered speakers, you have a complete compact
system with instant access to your entire library!

Mix it up
MegaSeg's real-time beat mixing allows you to mix
with automatic or manual cross-fades, and includes
an Auto-BPM button to match the

tempo of songs. MegaSeg also
works great with new USB
digital mixers. With

MegaSeg, you are in full
control of the mix.

Free demo download
Visit www.MegaSeg.com
and take it for a spin...

MegaSeg

dj software
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Hey DJ...Up Yours!

By Dude Walker

It’s quite possible that Mobile Disc Jock-
eys (MDJ‘s) become most dangerous when
they begin to buy into to the lies they tell
others. The lies that they tell others to cope
with issues that make them feel inadequate.
Refusing reality is a trademark of those op-
erating with diminished capacity. The Mo-
bile Disc Jockey (MDJ) industry routinely
gets caught up in debate initially on subject
matter regarding price and labels. It then
moves to the ideals of the groups within the
debate. Once the subject matter is forced to
the background egotistical issues take over
and any hopes for some resolution fade
quickly.

So let’s look at the money issue from a
different perspective. Earning a living wage
is not just an idea...it’s the law in over 130
cities and counties. According to the Cen-
ter for Policy Alternatives < www.cfpa.
org/issues/issue.cfm/issue/LivingWage.xml
> Living wage laws have been enacted in
areas such as Baltimore, Boston, Chicago,
Cleveland, Des Moines, Detroit, Los An-
geles, Milwaukee, Minneapolis, New York
City, San Antonio, San Francisco, and St.
Louis. Maryland was the first state to enact
such a law in 2004. On July 26, 2006 the
Chicago city council passed an ordinance
requiring “big box” stores, like Wal-Mart
and Home Depot, to pay a minimum wage
of $10 an hour by 2010. This ordinance also

includes at least $3 an hour in fringe benefits
to be paid. The ordinance passed with over-
whelming support in a vote 35-14 in favor of
a living wage. In a June 2006 poll by a na-
tional public opinion firm 84% of Chicago
voters indicated support for the proposal.

<www.nytimes.com/2006/07/27/us/
27chicago.html?ex=1311652800&en=807b
b2062a8d6aSa&ei=5088&partner=rssnyt&
emc=rss >

So how is it that within the Mobile Disc
Jockey (MDJ) industry you end up with the
ignorant and immature attitude that people
deserve a low cost alternative...which di-
rectly impacts the living wages possible to
Mobile Disc Jockeys (MDJ)? There is no
benign benevolent mission at hand. In fact,
quite the opposite. Offering low rates in
most cases falls into three categories.

1) Ignorance or business immaturity

2) Greed (competitive price point)

3) False assumptions of market capabil-
1ty

I’ve been witness to people curse those
within the industry that are pushing the price
barriers. It puzzles me how someone can
vilify a person for attaining more for what
they are supposed to be best at? Unfounded
jealousy is perhaps the most precise descrip-
tion. I’'ve had Mobile Disc Jockeys (MDJ)
in my own market that profess openly that
anyone charging more that (x) is screwing

their clients. Huh????

Facts are facts, costs increase over time
and it is the responsibility of a legitimate
business owner to take into account these
changes and react accordingly. Increases in
the supplies we use must be passed on to the
consumer that is in want of our services. Pub-
lic perception is the key. The problems that
arise with NON-career oriented Mobile Disc
Jockeys (MD)J) is that they fail to routinely
evaluate their costs. This failure perpetuates
stagnant price quotes that are garnered from
random price checking of Mobile Disc Jock-
eys (MDJ) with the same deficiencies. Let’s
call it PDD - Price Deficiency Disorder.

Recently, to prove a hypothesis...I had
fun with a cable purchase. I asked 30 dif-
ferent Mobile Disc Jockeys (MDJ) how
much they would expect to pay for a 100ft
really heavy gauge extension cable. Most
price guesses ranged from $35 - $100. With
the exception of one Mobile Disc Jockey
(MDJ) who actually asked for the specific
gauge being purchased. In reality, the 100ft
4-4 gauge cable was purchased for around
$725.00 not including my time for assem-
bly. The point in all this is perception. Most
Mobile Disc Jockeys (MDJ) used a personal
point of reference to a really heavy gauge
cable similar to one they use...not the spe-
cific purpose intended. Potential clients are
no different. If the client assumes that one

PROT

YOUR LIGHTING |

.GREAT FOR MOBILE DJ5, KARAOKE
RIGS AND WORKING BANDS

.SECURED ZIPPED POCKET FOR
STORING EXTRA LAMPS, CLAMPS
AND OTHER ACCESSORIES

-SAVES VALUABLE TRANSPORT
SPACE WHILE TRAVELLING

SECURE "VIEW WINDOWS" ON
ARRIBA CASES MAKE IT EASY TO
IDENTIFY SPECIFIC FIXTURES EVEN
AFTER THEY'YE BEEN PACKED

Mobile Disc Jockey is equal to another, then
price in most cases becomes the determining
factor. With Mobile Disc Jockeys asinine
enough to sell their service cheaper than the
next...the core of the Mobile Disc Jockey
(MDJ) industry is held back by the fear of
raising one’s price. Business acumen clari-
fies the needs and underscores the necessity
to overcome business fears relating to price.
Here’s a dose of reality from the Bureau
of Labor Statistics < www.bls.gov/news.re-
lease/cpi.nr0.htm > and the Federal Reserve
Bank in Minneapolis <http://www.minneap-
olisfed.org/research/data/us/calc/hist1913.
cfm >. The cost of living price index has ris-
en 81 of the past 93 years. Specifically, the
cost of living has increased every year since
1955. This is where Mobile Disc Jockey
(MD)J) ignorance becomes really apparent.
The ignorant misconception that you can DJ
cheaper today than yesterday is a fallacy.
Despite a handful of technologic advances
that have made DJing more accessible to
rookie endeavors, the cost of doing business
today is higher than yesterday. Add to that
the cost of living and the need for increas-
ing rates that outpace the cost of living/price
index has never been higher.
A $400 Mobile Disc Jockey that has not
increased their rates for the past:
5 years is earning -12.59% less ($50.37)
Hey DJ Continued on page 4

WWW.ARRIBACASE.COM
FOR E;Jnf INFO, BROCHURE

DOWNLOAD & THE CASE

LEXTRA WIDE MOUTH DESIGN ALLOWS
GEAR TO BE REMOVED QUICKLY AND

EASILY

Arribax

CALL TODAY FOR AN AUTHORIZED
DEALER NEAR YOU: 626.217.6710

GUIDE
"Q

CASES
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Starting From Scratch
By Jeff Richards

Starting from scratch is a monthly ar-
ticle that will help those of you new to the
Disc Jockey industry. Each article will
cover what it takes to be a successful mo-
bile DJ. Today’s topic: Digital vs. Disc.

When 1 first started as a DJ I used vi-
nyl records, eight tracks and cassettes. In
the 90s compact discs took over and in
the past few years digital has moved in. I
have always thought of myself as a person
who wants to be a leader in our industry.
I bought one of the first home single disc
CD players available to the public (mid to
late 80’s) at a cost of more then $400.00. I
was one of the first DJs in my state to buy
the newest in sound technology from the
Bose Corporation when it became avail-
able at almost $5000.00. I held off with
going digital because of the complexity of
computers and my general lack of com-
puter knowledge, but this year I felt it was
time to make the next move of the future
and go digital. The change over was ap-
proximately $3500 in computer software
and accessories. So which is better?

Over the last few months I have con-
verted from CD to MP3 and have used it
several times at events. This is my obser-
vations of the difference between the two
formats. When comparing the quality of
the sound between a CD and a MP3, if the
MP3 is recorded at the correct bit rate and
you use quality playback equipment, the
average human ear will not be able to dif-
ferentiate between the two.

Here are some of the selling points to
digital and some of the problems with it.
1) With digital you can have a library of
twenty to forty thousand songs with out the
extra weight of CDs, cases and the hassles
of locating the songs amongst all those
cases or the possibility of someone walk-
ing off with a CD. 2) To locate, load or
play a song you just point and click. There
is no down time, no waiting for a player
to read the entire disc before you can push
play and no time wasted with the drawer
opening and closing. This is very handy
when you want to insert a song and play it
instantly. 3) Your entire library is at your
finger tips. To find a song you click on
“find”, type in words (artists name, song
title, or genre) and every possibility that it
could be comes up, even if you don’t know
the full name, the artist or even the correct
spelling, all it takes is one word. If you
are more familiar with the song, you can
type in more information and it will find
the exact song you are looking for in a split
second, push the load button and you are
good to go. 4) Some digital formats have
programs where you can have it in a “play”
mode and it will automatically load in the
songs, play and fade in and out between the
two as if you were there doing it yourself.
This feature is great for cocktail-dinner
hour. You can create a song list of the titles
you want to play for dinner, push play and
walk away without having to worry about

anything. 5) If your Bridal couple has a
list of songs they want played, you can pre
program these songs into a special wait list
and have all the songs and information at
your fingertips in the order you need them.
When you’re done with the night you sim-
ply delete the list and you’re ready for the
next event. 6) I know music by decades and
genres, so I programmed my record case in
this matter making it easy and fast to locate
a particular song. 7) You can pre-program
lists of songs example: Best of a decade,
style, genre or topic, that are the ones you
like to play the most and have it ready at a
clicks notice. I know of DJs who will pro-
gram the complete nights worth of music
for a wedding into a special waitlist, hit
play and have it run perfectly. This option
still allows them to insert requests or skip
songs that they don’t think will work for
the group. 8) There are many add on op-
tions that you can get for digital. You can
purchase a remote control to completely
control your system from the dance floor.
This is great for a DJ who is very interac-
tive with teaching dances, playing games
or other things that keep you away from
your booth. You can start, stop, restart,
skip what ever you need to do, from any-
where in the room.

If you are just thinking of starting as a
DJ or are tired of hauling cases of discs, 1
would go start with/go to digital. There are
many different kinds, makers and styles for
you to choose from. Some offer “extras”
like karaoke or video mixing within the
unit. Some offer special effects and other
unique items to buy. You need to look at
and try out the different selections to get
the one that is right for you.

When it comes to troubles with digi-
tal, I found only one, but that one had me
very frustrated and swearing off comput-
ers for a long time. The problem I found
was the lack of knowledge and the lack of
instructions on the process of ripping your
CDs to MP3 files that a non-computer user
will easily understand. The manuals and
little “help instructions” were written by
a computer tech with years of experience
who assumes the user has the same tech-
nological education. The digital DJ manual
could have been written in Klingon as far
as [ could understand it. It wasn’t until the
summer of 2005 that I even began to use
a computer. [’'m not a computer wiz and I
never will be, so for me it was very hard
to understand the little information avail-
able to consumers on the best methods
and the actual “how to” of changing CD
to MP3. Every DJ I talked to had differ-
ent ideas, different answers and most felt
the same way as [ did. There are services
on the internet you can/must use that will
assist you by finding all the information
needed such as track titles and lengths and
encoding. You can do this all manually but
it would take so much time to type in all
the information needed, you would never

finish. The problem is they have no real in-
structions on how to use the online services
for a DJ application.

I followed one “experts” simple way
advice and ended up recording 8000 songs
into a wave file and not in MP3. This was
three weeks of time spent thinking I was
doing great just to find out it was a waste of
time and had to start over.

I also wanted to create folders and sub
folders while I was creating the original
MP3 files on my home PC and then trans-
fer them to the DJ computer and was told
by everyone “you can’t do this. You need
to first transfer all your songs from the
home PC into the DJ computer then cre-
ate the folders and sub folders with in the
DJ computer”. With a little trial and error I
was able to discover a way to fool the pro-
grammer allowing me to create the exact
folders, sub folders and library I wanted
and just hit transfer and there it was in my

DJ computer the exact way I wanted it.

Overall the new world of digital Djing
has really changed my life, business and
performance for the good. It has also
shaved about 30 minutes each off my set
up and tear down times. It has freed me up
to be able to spend more time and attention
on what is going on in the ballroom and
on the dance floor. It’s so simple (once you
make the transfer) that even a computer il-
literate like me can party the night away!

Until next time, Keep on Rockin’!!

To respond to Jeff's column send an
e-mail to jeffrichards@discjockyenews.
com. Jeff Richards has over 25 years of
experience as a DJ/Entertainer and is the
Executive Vice President of the Midwest
Association of Professional Disc Jockeys,
He speaks at National DJ Conventions and
for local DJ Associations. Jeff also offers
private consultations to DJ services.

Hey DJ Continued from page 3

than in 2001. Present value ($349.63)

10 years is earning -22.52% less ($90.07)
than in 1996. Present value ($309.93)

15 yearsisearning-32.74%]less ($130.96)
than in 1991. Present value ($269.04)

20yearsisearning-45.88%less ($183.51)
than in 1986. Present value ($216.49)

So how is it possible for Mobile Disc
Jockeys (MDJ) to stagnate in price, effec-
tively earning less and still continue to offer
their services?

1) Theft of material, media or equip-
ment?

2) Tax evasion?

3) Dependence on outside sources of in-
come?

4) Maintaining a rate capable of autono-
mous operation, maintaining a livable wage

that outpaces cost of living price indexes?

We’ve all heard the “I love to DJ” song
and dance. Well golly, gee! Good for them.
I like DJing too. I also like supporting my
family and saving for retirement. It offers
a sense of completion. The absolute funda-
mental difference between being a career
oriented Disc Jockey and a NON-career ori-
ented Disc Jockey is that a career oriented
Disc Jockey has the capacity for business
knowledge to survive solely on their skills
and talent. In some cases, to make it possible
for others to share in that benefit.

Earning more in everything we do is a
necessity. So Hey...Up yours DJ! You de-
serve a cost of living raise...and don’t take
no for an answer.

Dude Walker can be reached at dude-
walker @discjockeynews.com.

Business Name:

A Free Subscription

or subscribe online at: http://www.discjockeynews.com
rF= = === =" == ==========®=®=™"=1"

Please clip and mail this form to:

Disc Jockey News

29442 120th St. » Grey Eagle, MN 56336

Contact Person:

Address:

City:

email:

State:

Zip:
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What is the best way to make my quota every month?
By Jeffery Gitomer

Figure out a way to make it in your first
week instead of your last week.

Quotas are arbitrary numbers mostly
set by people who can’t make sales. People
who concentrate predominantly on “num-
bers.”

Most salespeople who can’t make quota
either lack selling skills or a deep belief in
what they sell. If this is you, get more skills
or change jobs.

REALITY: You know what to do. So
why don’t you do it?

Here are 7.5 reasons why you don’t hit
your numbers: (The answers are provided
in parenthesis).

1. You don’t know what your numbers
really are. (Start backwards: How many
prospects does it take to get an appoint-
ment? How many appointments to get a
sale?)

2. You are not working consistent num-
bers. (Make time to set appointments and
do follow-ups.)

3. You’re on your own and don’t know
how to do it. (Poor sales training. Get some
soon!)

4. You’re lazy. (Find new employ-
ment.)

5. You have poor work habits. (You can
change them with thirty days of doing it
differently.)

6. Bad boss. (This is no reason to fail if
you are determined enough to succeed.)

7. No or ineffective information docu-
mentation. (Get a laptop, and do it your-
self.)

7.5 Low, poor, or unfair compensation
package. (Change jobs.)

If you’re struggling to make quota, con-
sider this: Suppose your quota were double
and you had to make 25% of your quota
each week instead of your whole quota on
the last day of the month (which is what
you’re doing now). Could you do it?

ANSWER: Sure you can -- on one con-
dition. Your pipeline has to have enough
prospective sales in there to make that
happen. Let’s say your quota is $50,000
a month in sales ($12,500 a week), your
commission rate is 10% and your closing
ratio is 25%. In order to make your $50,000
quote in a month, you must have $200,000
worth of sales in your pipeline (or at least
$50,000 in any given week).

Let’s break it down further. Let’s say
it takes you three calls to get one appoint-
ment. So if it takes you four appointments
to get one sale -- it will take you 12 calls to
get to one sale. See how easy it is once you
break the numbers down? If you’re not ly-
ing about your numbers, then making your
quota is only a matter of filling your pipe-
line by working your own numbers.

To keep your pipeline full, it boils down
to your work ethic, and your self-disci-
pline. How good are they? How consistent

are they? Without them, you should con-
sider another job, because you won’t make
it in sales.

Here are the numbers-rules-of-thumbs
to keep your sales pipeline (and your wal-
let) full:

Make 10 new prospect calls per day.

Make 10 new appointments per week.
Preferably by Monday.

Make 10 follow-up calls per day.

Make one strong face-to-face presenta-
tion in the morning and one in the after-
noon.

Take prospects or customers to break-
fast or lunch four times a week.

Take your boss to lunch once a week.

Attend at least one business networking
function per week.

Have something memorable to give (ei-
ther new information, good ideas, or cre-
ative ad specialties) your prospects so that
they talk about you in a positive way after
the meeting.

Oh, and keep detailed sales records on
some kind of database. If you don’t record
what you do each day, your ability to fol-
low up is nil.

Go back to the best week you ever had
and look at the numbers that made it hap-
pen. I guarantee if you work those numbers
every week, your sales (and earnings) will
soar. All it takes is self-determination and
hard work. Oh, that.

FINAL ANSWER: Most salespeople
don’t make quota because they don’t have
enough in their pipeline, and the reason
you don’t have enough in your pipeline is
because you’re not working hard enough
to fill it. If it doesn’t go into the pipe, it’s
never going to come out of the pipe. That’s
why the call it a pipeline.

Want to know an even better way to
make your quota? Don’t set quotas, set
goals. To find
out more, go
to  www.gi-
tomer.com,
register if you
are a first-time
user and enter
GOALS in the
GitBit box.

Jeffrey Gi-
tomer, author 7
of The Littlel|:
Black Book of |
Connections, |it
and The Little
Red Book of
Selling. President of Charlotte-based Buy
Gitomer, he gives seminars, runs annual
sales meetings, and conducts Internet
training programs on selling and custom-
er service at www.trainone.com. He can
be reached at 704/333-1112 or e-mail to
salesman@gitomer.com
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The Q Corner, Where Quality Meets Quantity

By Mike Walter

Before you begin reading this article,
go grab your “Queen Greatest Hits” CD (or
punch up Queen on your laptop) and get their
song with David Bowie cued and ready. You
know the one, the song that Vanilla Ice sam-
pled and turned into his one and only hit back
in the day. Ok, got it? Proceed:

I am currently working with two train-
We are two months into training and
they are com-
ing along very
well.  So last
night I sched-
uled what I call
“Performance
Final”  night.
This is the
evening where
I don’t say a
word  while
they perform.
I sit in the back
of the room
and take notes
while each of them performs everything we
have worked on so far. They do everything
from Bridal Party Introductions to the Elec-
tric Slide to Mony Mony. Fifteen routines in
all. And unlike the first two months where
I am offering advice and guidance along the
way, [ say nothing. I give them no indication
of how I think they are doing throughout the

€Cs.

ADJA Adds FOUR MAJOR
New Benefits!

- Promo Only - Get 17 discs
for the price of 12!

. CellCharge - Process Credit
Cards on your Cell Phone!

. Verizon Wireless - Save on
all wireless products and
services

. ADJA Visa Card - 9.9% APR

night. After each performance I simply say
“next” and we move on.

Keep in mind, I have informed my train-
ees that this night is their one chance to move
on in training. If they disappoint me or fall
short of my expectations during “Perfor-
mance Final” night they will be forced to take
the entire first two months of training over
again.

Intimidating?

I certainly hope so.

(Okay, hit play) See, I believe in mak-
ing my trainees feel pressure during training.
I believe that if you coast through training
and never feel those beads of sweat on your
forehead that you are ill prepared for the “real
world” of Mobile Disc Jockeying.

We all know the adage that most people’s
number one fear is public speaking, right?
Well, what we do is public speaking on ste-
roids (or Human Growth Hormones to avoid
testing positive.) We don’t just stand up in
front of a crowd and speak but we have to
direct people. We have to move people. We
have to command a crowd that is often times
half-drunk and disinterested. We have the in-
credibly important task of introducing a Bride
and Groom into the room for the “first time as
husband and wife” or the equally important
role of asking Uncle Saul to step forward for
the Motze.

If you don’t feel pressure when you are

EDUCATION

= ADJA exclusive DVD
Instructional Series
featuring key topics

for the professional DJ

= Learn to educate consumers
on how to choose a truly
professional Disc Jockey

country

NETWORKING

= Network with other professionals
in your city and across the

» Bulld and grow YOUR business
and help encourage success
among other ADJA members

DJing, quite frankly, there is something
wrong with you. I get nervous all the time
when I emcee an event. Nervous and anx-
ious and I feel that “pressure, pushing down
on me.”

And so, in my constant quest of preparing
my young emcees as best as possible, I feel
the need to create pressure in the classroom
setting, both to prepare them for handling
that pressure, and so that I can see how well
they deal with it.

Besides “Performance Final” night I try
to manufacture pressure on other occasions
as well:

Once or twice during training I will bring
a video camera in. I’ll tell them that we are
video taping this evening and then we are go-
ing to evaluate their performance next week
by looking at the footage. This will often
ratchet up the pressure. I was even told by
a trainee years ago that it wasn’t fair. That I
should have warned her. Needless to say that
trainee never did headline for Elite Entertain-
ment. Must have been the “terror of knowing
what this world is about.”

Another way I create pressure just to see
how they handle it is to ask my trainees to get
on the microphone at one of my gigs. It’ll
be at a good spot where even if they freeze
up the night won’t be wasted. Something
like opening up the dance floor after dinner
or taking over halfway through the Electric

-weHelp pJs
Builds Grow

Their Business™

SUPPORT

* Membarship has its benefits!
As a member you will recehee:
Discounts on Liability and
Proparty Insurance, Exclusive
Legal & Accounting Advice,

A Mobile Beat Magazine sub-
scription, Music Discounts,
Marketing Materials and
much more...

BECOME A MEMBER TODAY!
Visit our web site for detailed information and membership application: www.adja.org
ADJA = 20118 N. 67th Ave., Suite 300-605 « Glendale, AZ 85308 - B88-723-5776 » office@adja.org

Slide. I'll tell them about it a few minutes in
advance so they have a chance to think about
what they are going to say (even though
these are raps and routines we’ve already
practiced ad nauseam in training.) And I also
give them an out (“but you don’t have to”)
although woe to the trainee who accept that
out. Their progress with the company will be
severely limited.

We all deal with pressure differently.
The great emcees amongst us are the ones
who don’t ignore it but feed off it. The ones
who take the energy that comes along with
the pressure and channel it into their perfor-
mance. | am very interested in seeing how
my trainees deal with pressure and so I do
my best to create it. There is nothing more
satisfying to me then seeing one of my new
emcees nail a rap in the classroom and then
take the microphone from him only to find
it is hot and wet. That means he was grip-
ping that microphone for dear life he was so
nervous. But it didn’t stop him from giving a
stellar performance. That is a great sign in a
new emcee’s development!

Mike Walter is the owner of Elite En-
tertainment of New Jersey and a nationally
recognized expert in the area of multisystem
company development and staff training. You
can contact Mike at mikewalter@discjock-
eynews.com.

Comes See For Yourself!
Visit a local ADJA Chapter
Meeting Near You

AZADIA - ARIZONA
CA  SCADJA -50. CALIFORMNIA
L PLCDJA - VENTURA,
PADJA - LOS ANG
SACRAMENTO, CA
SDCDJUA - SAN DIEGO, CA
CON VALLEY, CA
RADD
TPOUA - TAMPA BAY, FL
ATLADJA - ATLANTA, GA
HPDJA - HAWAL
CIDDJA - CENTRAL ILLINDIS
HICAGDADJA - CHICAGD, IL

BADJA - KENTUCKY/INDIANA
MINNEAFOLIS, MK
KCADJA - KANSAS CITY, MO
NEW HAMPSHIRE
SLTADJA - 50, LAKE TRHOE, NV
¥ SYRACUSE NY
{ HADJA - HOUSTON, TX
FWADJA - DALLASFORT WORTH, TX
SALT LAKE CITY, UT
NWDJA - SEATTLE, Wa
IASHINGTON | OCREGON
E NE, WA
LAKE GENEVA, WI
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a FOCUSED TWO-DAY WORKSHOP FOR
Disc Jockey Industry Leaders and Up and Coming Industry Leaders

ILLeadership
Development
Workshop

March 19-20, 2007
Holiday Inn Select, Bloomington, MN

Based on Content from Dr. John C. Maxwell
Produ y the Disc Jockey News

IMPLEMENTING THE BEHAVIORS OF SUCCESSFUL LEADERSHIP

DEevELOPING
the | EADER

WITHIN YOU"

Check It Out!!

Sign up today for the Disc Jockey
News email update list

* Receive discounts for upcoming shows
* Receive updates on upcoming events in your area
* Receive late breaking industry news
* Receive info on killer deals!

Sign up today to stay up to date on the upcoming 2007
Disc Jockey News Leadership Conference and the
2007 Northern Disc Jockey & Wedding Professionals
Conference including email advance ticket discounts!

http:/Iwww.discjockeynews.com/emailsignup.asp

Midwest Mobile Entertainer’s Seminar
January 21 & 22, 2007

1t MisS - -
Don s day Wichita, Kansas

event!

Bryan Dodge
Randy Bartlett
Scott Faver
Marc Weinstock

$49 Pre-Registration by 11/30/06
$74 12/1/06 through 1/5/07
$99 as of 1/6/07

A www.wa2dja.org/mmes07.htm
Call Today 1-888-398-6583
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Make A Connection
By Dr. John C. Maxwell

Think back to your high school days for
a moment. Who were your favorite teachers?
Who were your favorite friends? If you were
involved in sports, who were your favorite
coaches?

The answer is the same for each question.
Your best teachers, friends and coaches were
the people with whom you had a connection.
They connected with you, and you connected
with them.

You know when someone connects with
you, don’t you? Words flow easily. You laugh
readily.  You
leave the
encounter
feeling
valued and
understood. It’s
a bit tougher
to  determine
whether you’ve
connected with
another person
or a group
of people,
although body
language  is
usually a good indicator. For example, if you’re
leading a strategy meeting and the members of
your team are yawning, gazing out the window
or looking at their watches, there’s a good
chance you’re not connecting with them at all.

Good leaders get the best out of others

because they know how to relate—both
individually and collectively—to the people
they are leading. For some, this comes
naturally; for others, it’s more of an acquired
skill. Fortunately, the more you do it, the more
comfortable you become doing it.

If you could use some improvement in this
area, here is a simple formula to follow:

C — Consider others first. O — Open
yourself up to them. N — Never violate
their trust. N — Never manipulate them. E
— Encourage them at every opportunity. C —
Constantly add value to their lives. T — Treat
them with respect.

Relationshipsbuiltonthiskind of connection
can have a dramatic impact on the morale and
performance of your team. Here’s how baseball
great Don Mattingly, who played first base for
the New York Yankees in the 1980s and 1990s,
explained how he learned this.

“Team sports are really difficult things,”
he said. “Sometimes your team wins because
of you, and sometimes in spite of you and
sometimes it’s like you’re not even there.
That’s the reality of a team game. Then at one
point in my career, something wonderful began
to happen to me. [ don’t know why and I don’t
even know how; but I came to understand what
‘team’ meant. It meant that although I didn’t
get a hit or make a great defensive play, [ could
impact the team in an incredible and consistent
way.

“I learned that I could impact my team

NO MONEY DOWNI PAY IT OFF!
Llﬂh““:}" & Eq“lpmmt (Theft & Damage)
“Never leave your house without it!”

-Ar1 Beadhoe

From World Renowned

St. Paul Travelers Insurance

Available ONLY thru
Global Mobile Entertainers Association

www.GlobalMobile.org Toll Free: 877+-DJ*ASSOC

www.musicmagicéu.com 631.821.7980

by caring first and foremost about the team’s
success and not my own,” Mattingly continued.
“I don’t mean by rooting for us like a typical
fan. Fans are fickle. I mean care, really care
about the team, about ‘us.” I became less
selfish, less lazy, less sensitive to negative
comments that were personally given to me.
And when I gave up me, I became more to the
other players. I became a captain, a leader, a
better person; and I came to understand that life
is a team game, and that you know what? I've
found most people aren’t team players. They
don’t realize that life is the only game in town.
Someone should tell them. It has made all the
difference in the world to me.”

Mattingly’s statement stuck with me long
after 1 read it because it is so universally
applicable. Whether you’re playing baseball,
providing a service or manufacturing widgets,
you don’t have to make a direct contribution
to be a valuable team member. Home runs are
an important part of the process, of course, but
so are coming to the ballpark every day, caring
for your teammates and helping other people
succeed.

Of course, no matter how good you are at
connecting with the people around you, conflict
is inevitable, especially on a team. That’s why
knowing how to pick your battles is just as
important as knowing how to get along with
people. The following disciplines will help you
gain a better perspective on when to fight and

A %

when to acquiesce.

1. Spend time with people who are different
from you. This will help you to appreciate
others and understand how they think and
work, which will make you less likely to judge
or battle them.

2. In matters of personal preference or taste,
give in. Keep the main things the main things.
If you don’t save your energy for what really
matters, you’ll wear yourself out and wear out
your welcome with others.

3. Don’t take things too personally. Always
remember, hurting people hurt people. That
doesn’t excuse bad behavior, but it can make it
easier to deflect insensitive or rude comments.

4. Practice the 101 percent principle.
Whenever possible, find the one percent you do
agree on in a difficult situation and give it 100
percent of your effort.

5. Finally, be a servant leader. If your mind-
set is to serve rather than to be served, you will
likely encounter less conflict.

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

His Training program on building and de-
veloping leaders will be presented on March
19-20 in Bloomington, Minnesota for current
and up-and-coming disc jockey industry lead-
ers. For more information, visit http://www.
discjockeynews.com.

66-580-9696
S @@es@justdeejays.com

Spread The Word: JDJ Members Save More On The Hottest Gear In
The Industry! Top Pro Audio And Lighting Brands In Stock.

Finally! An equipment retailer run by professional working DJs
that "get it!™ As authorized dealers of all of the lines we carry,
you have the security of a full factory warranty and excellent
service. Get YOUR FREE MEMBERSHIP for a limited time only.

Member Specials

DVJ-1000 /4

Pioneer
CDJ-200

Numark
v.Jo1

Numark
1DJ2
Pre-Order

Special Blowout Member Sale On
All Community Speakers
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» Join And Log In To See Member Prices
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PROMO ONLY
THE INDUSTRY STANDARD OTHERS CAN ONLY COMPARE TO....

The Complete Source For DJs

e High quality CDs & DVDs filled with the music you need now!

e Unbeatable customer service and a staff here for you!

407-331-3600 www.promoonly.com

This service is for professionals only, you must meet
qualification requirements, not available to the general public.
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No One Knows Whose Tomorrow It Will Be

By Harvey Mackay

If you compare a walnut with some of
the beautiful and exciting things that grow
on this planet, it does not seem to be a
marvelous creation. A walnut is common,
rough, not particularly attractive, and cer-
tainly not valuable in any monetary sense.
Besides, it is small. The hard shell that sur-
rounds it limits its growth.

Of course, that is the wrong way to
judge a walnut. Break one open and look
inside. See how the walnut has grown to fill
every nook
and cranny
available to
it. It had no
say in the size
or shape of
that shell but,
given these
limitations, it
achieved the
full potential
of growth.

How for-
tunate we
would all be
if, like the walnut, we could make our-
selves blossom and bloom in every crevice
of our life.

People have the potential to become in-

finitely better than they are now. In fact,
the greatest limitations we ever face are the
ones we place on ourselves by not staking
claim to our potential.

I’ve always been aware of the observa-
tion made by that great philosopher of “Pea-
nuts” fame, Charlie Brown, who is still my
favorite. He said there is no heavier burden
than a great potential. And the creator of
Charlie Brown and the rest of the “Peanuts”
gang, Charles Schulz, said, “Life is like a
ten-speed bike. Most of us have gears we
never use.” What a waste of potential!

Companies will fight over people who
exhibit a willingness to stick their necks
out. The ability to see not just what is,
but what could be, is an invaluable career
builder ... a ticket to the fast track. Alan
“Ace” Greenberg, the former chairman of
the investment firm Bear Stearns, wrote:
“Our first desire is to promote from within.
If somebody applies for a job with an MBA
degree, we will certainly not hold it against
them, but we are really looking for people
with PSD degrees. PSD stands for poor,
smart, and a deep desire to become rich.”

That description covers a good many of
us, I suspect. The challenge then becomes
how to kindle that desire not only to become
rich, but also to become successful and con-

fident in your risk-taking behavior.

Thomas Watson Jr., the highly respected
former chairman of IBM said: “Several in-
stances have come to my attention recently
of a practice that will work against our keep-
ing our company going in the right direc-
tion - this is the practice of “playing it safe.”
It appears in many forms - from excessive
copying of people in correspondence to
committees organized not for thoughtful
deliberation but to share responsibility.

“Even more serious than the resulting
waste and lost opportunities is the effect
this practice has on those who look to us as
examples. We go to great lengths to bring
people into IBM who have the potential for
developing into strong leaders capable of
positive decisions based on sound judgment
and firm conviction. The manager who sets
the example of ‘playing it safe’ is destruc-
tive of our most valuable human asset.”

“Safe” is for baseball. “Safe” is for stor-
ing valuables. “Safe” is for good tires on
your car on a slippery road. But in business,
I’ve never been a fan of “better safe than
sorry.” I’ve given my accountants and law-
yers a few headaches practicing this theory.
Sometimes things work out because you
have taken a calculated risk based on facts,
past experiences and good hunches. For

the times it becomes the sorry route, there
is always a lesson to be learned. Never give
in to the naysayers who tell you something
can’t be done. Look for the potential in the
situation and find a way to make it work.
The results may amaze you - and those who
tried to dissuade you.

Playwright George Bernard Shaw was
interviewed by a reporter shortly before his
death. The reporter asked him, “Mr. Shaw,
you have visited with some of the most fa-
mous people in the world. You’ve known
royalty, world-renowned authors, artists,
teachers, and dignitaries from every part of
the world. If you could live your life over
and be anybody you’ve known, or any per-
son from history, who would you chose to
be?” Shaw’s reply was simple: “I would
choose to be the man George Bernard Shaw
could have been, but never was.”

Mackay’s Moral: The greatest unde-
veloped territory in the world lies under
your hat.

Reprinted with permission from nation-
ally syndicated columnist Harvey Mackay,
author of the New York Times #1 bestsell-
er “Swim With The Sharks Without Being
Eaten Alive,” and the new book “We Got
Fired!.. And Its the Best Thing That Ever
Happened to Us.”
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Product Review: DVJ-1000

For infomation on how to have your product reviewed, email djnews@meltel.net

by: DJ Dan, Just Deejays

When we first got the DVJ’s into our show-
room we were very excited both because of the
sheer potential of the product and also because,
let’s face it, being able to scratch and easily beat
mix video is just cool.

From right out of the box we found the de-
sign and layout of features of the DVJ both in-
tuitive and generally easy to
use. However, as we played
more the awesome power of
the deck became quite clear.
We realized that almost every
DJ or VJ could have a huge
competitive advantage by
adding these players to their
arsenal but we also realized
that getting to be really good
on these players would take
some practice.

If you are familiar with
the Pioneer CDJ-1000’s or
CDJ-800’s then learning to
use this player will go a lot
faster. The deck has so many
options and features (includ-
ing instant start and master
tempo) that if you are not careful you could end
up annoying an audience as you gleefully play
with the instant hot cues, wide pitch control,
loops, and reverse function. We did but it was so
worth every second.

What surprised us most was the absolute
precision with which the video was synced to
the audio even at +/- 100 BPM while scratch-
ing a loop. We went absolutely out of our way
to totally abuse the power of this machine and
it did not fail or even do anything ‘weird’ even
once. In fact, the response of the deck was so
dead on that we called almost every DJ we knew
and invited them over to take a look at it. Never
before have I seen 15 totally entranced grown
men huddled around a 26 inch TV screen for
four hours without moving. It was that good.

The only downsides to this player that we
noticed are relatively minor in the grand scheme
of things. It is somewhat bigger than a typical
CD player though it is smaller than its predeces-

Proneer

sor the DVJ-X1. The load time for the player to
buffer the DVD is shorter than the X1 but it is
still somewhat longer than a typical CD deck.
Also, when fast forwarding through a song,
there is very short delay before the deck begins
playing again presumably as it buffers the new
point in the song. However, these problems are
erased as soon as a cue point, loop, or hot cue is
set and the operation is then
flawless once again.

After several hours of
playing with the decks in our
showroom and one live road
use, we are ready to con-
clude that Pioneer has once
again redefined the standard
in the mobile DJ industry.
The DVIJ-1000 has more
features and options than
we knew what to do with
but I am sure that our fellow
DJ’s out there could figure
out some neat tricks pretty
quickly. Perhaps the best
part of the player is that it
immediately and immensely
satisfies our need for new
‘toys” while simultaneously adding value and
flexibility beyond measure to our business. We
recommend the DVJ-1000 strongly and with the
significantly reduced price point from the X1, it
is easy to love.

The DVJ-1000 audio features include:

*MP3 Playback from DVD-R/RW, CD-
R/RW: Allows playback of MP3 files recorded
onto DVD discs (record about 1,500 MP3 songs
depending on bit rate and compression technol-
ogy used).

*MP3 Navigator: Viewing of MP3 folder /
track name on the preview screen of a monitor.
Navigate the folder hierarchy, showing seven
lines worth of information for quick song selec-
tion.

*Hyper Jog Mode: Increases the response of
the jog-dial by four times for a quicker response
on jog-dial motion for audio and video.

*4-Beat Loop: Pressing the button while
playing automatically sets a seamless four-beat

loop.
*Back & Forth loop: Creates a loop repeat-
ing playback and reverse-playback in turn with
the specified loop.

+24bit/96kHz Digital Out: The audio output
for DVD provides a connection to a Pioneer
digital mixer (DJM-1000, DJM-800) that retains
the signal path entirely in the digital domain for
a cleaner sounding mix with less noise and dis-
tortion.

*Preview Monitor: A preview screen shows
a range of information without the need to
switch display modes, including: track number,
time, track name/artist name/album title, wave
display, playing address, hot cue point data and
cue point data.

+Cue / Loop Point Navigator: Display mem-
orized cue / loop point information on the pre-
view screen of a monitor (12 points per page) for
quicker navigation and callback of stored data.

+Jog Feeling Adjustment: DJs control the re-
sistance of the jog-dial to tailor the tension jog
to their liking.

*On Jog Display: The display at the center
of the jog-dial allows quick viewing of rotation
or current playing position similar to an analog
record. Additional hash marks have been incor-
porated for better referencing of the playback
position during scratch performance.

*Super-fast Search: Search through a track at
a very high rate of speed which varies according
to the rotation applied to the jog-dial by holding
the search button while rotating the jog dial.

*Wave Display: The display resolution of the
DVIJ-X1 was doubled so the audio levels offer a
higher degree of display for the track dynamics,
from low to high passages.

*SD Memory Card: SD cards in addition to
MMC cards can be used to store memory, cue
points and wave data.

*Resume Play: A resume play feature starts
the disc at the exact time a disc is ejected elimi-
nating the need to start playback from the begin-
ning of a disc. The feature is especially helpful
when a CD is ejected accidentally.

sLegato Link Conversion Pro: Enhances the
audio for a richer, more natural sound.

A Different Spin by Jason Nocera

www.nhichecartoons.com

WOW, )'VE I'M JUST DOING
NEVER SEEN { WHAT | CAN TO
A DJ RUN GET THE CROWD
AROUND ON THE ) MOTIVATED
DANCE FLOOR AND THE
LIKE THAT! PARTY GOING!

| KNOW...BUT NEXT TIME

USE A WIRELESS MICROPHONE!
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The Game Show
Entertainment
System...
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than ever, and now you can
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Ft. Lauderdale, FL 33314

800-644-3141
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Show System,
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Success Demands 3 Simple Steps
By Dan Nichols

In an earlier article I defined with some
detail the importance of order in achieving
success. In the way a plant needs to have
water and sunlight to succeed, an entrepre-
neur needs to adhere to the three impera-
tives of success; passion, persistence and
vision.

Using the analogy of the plant we all
know that if the
plant doesn’t get
water it begins
to wilt. In our
efforts to fully
blossom as en-
trepreneurs, we
need  passion,
persistence and
vision the way
the plant needs
the soil, water
and sunlight.

Passion — the
first imperative
to success.

To get cliché
for amoment, passion is the thing you would
do if money were not an issue. When some-
thing is done from passion it doesn’t feel
like work. In the way I love my daughter,
it requires no thought it’s just there. Passion
calls at you. Passion is not something you

Make BIG money hosting trivia parties:
1-888-874-8427 [/}
www.TriviaProducer.com

try on or find, passion is part of you. Usually
passion is exposed thru something you have
just always been good at. You can’t explain
why you are passionate about it, it has just
always been there; it’s your strength, your
groove. Passion can make you jump put of
bed in the morning or keep you from going
to sleep.

Persistence — the second imperative to
success. Persistence is the attribute that helps
successful people accomplish what they set
out to do. Often you will here successful
people referred to as extraordinary and what
that literally means is they do more than the
ordinary and without a doubt it is because
they press on despite setbacks and struggles.
Persistence is the work. You need to do the
work to enjoy the vision. Persistence as an
imperative of success is only possible if it
is flamed by passion. Persistence is the big-
gest barrier to entry and the most required
component of success.

Vision — the third imperative to success.
Persistence is grounded in proper planning.
Vision is often misunderstood. The best way
to explain it is to use an analogy. Imagine
you are building your custom home. Your
vision needs to include not just the red brick
3 story home with 12 rooms and 4 jacuzzis
but the bricks and mortar that go into it, the
contractors doing the work, the weather, the

time of year, the availability of supplies, the
placement of the sprinklers, windows, the
types of sprinklers, siding and the thickness
of the siding, who is responsible for what,
when they get paid, local codes, the grade of
the lot and on and on the list goes. Realizing
a vision comes first from recognizing each
and every step that goes into it. Since we
are talking business growth here, it means
planning the business strategically. Success
demands order and order demands detail --
a complete picture; bricks, mortar labor and
all.

In closing, you need to recognize that
none of these three components to success
can work alone. To achieve real success in
any endeavor you need to have passion for
what you are doing and persist toward a

clearly defined vision to achieve success.

This article was taken in part from the
audio series “8 Degrees of Separation” by
author and business launch expert, T. Dan
Nichols. Dan will send regular information
to help you launch your business, if you vis-
it his website at businesslaunchexpert.com
and sign up. If you send him an email after
signing up for his newsletter telling him you
are a fellow deejay, he will include a special
bonus.

Dan Nichols is a professional business
coach and published author based in Mich-
igan. He also has 16 years experience as a
mobile dj. As a coach he helps his clients
discover which steps to take next to grow
their business. www.businesslaunchexpert.
com or by phone at 248-541-0250.

dijfinder

bringing together dj’s and event planners

http:// www.djfinder.com

The original easy to use online event planner!!
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Monthly Music Charts

By TM Century

Pop Rock
1. Nickelback Far Away 1. Stone Sour Through The Glass
2. Jolo Too Little Too Late 2. Nickelback Rockstar
3. Hinder Lips Of An Angel 3. Disturbed Land Of Confusion
4. Justin Timberlake SexyBack 4. Three Days Grace Animal I Have Become
5. Justin Timberlake F/T.1. My Love 5. Hinder Lips Of An Angel
6. Mario Vazquez Gallery 6. Breaking Benjamin The Diary Of Jane
7. Pussycat Dolls F/Snoop Buttons 7. Godsmack Shine Down
8. Fergie London Bridge (Oh Snap) 8. Red Hot Chili Peppers Tell Me Baby
9. Snow Patrol Chasing Cars 9. Shinedown Heroes
10. Fray How To Save A Life  10. Aerosmith Devil’s Got A New Disguise
Urban County
1. Ludacris Money Maker 1. Dierks Bentley Every Mile A Memory
2. Chris Brown Say Goodbye 2. Carrie Underwood Before He Cheats
3. Beyonce Ring The Alarm 3. Heartland I Loved Her First
4. Birdman & Lil Wayne Stuntin’ Like My Daddy 4. Kenny Chesney You Save Me
5. DJUNK Walk It Out 5. Keith Urban Once In A Lifetime
6. Lyfe Jennings S.E.X. 6. Rascal Flatts My Wish
7. Jay-Z Show Me What You Got 7. Josh Turner Would You Go With Me
8. Rick Ross PushIt 8. Sugarland Want To
9. Jibbs Chain Hang Low 9. Tim McGraw My Little Girl
10. Chingy Pullin’ Me Back  10. Montgomery Gentry Some People Change

The DJ Swap Shop

For Sale: Purchase the BPM List 2006
Edition today at bpmlist.com.” (TFN)

For Sale: 2 used Mackie 1521’s with hard
cases. Used about 25 times. 2 Mackie
powered 450°s, one is sealed in factory
packaging. Mackie 1501 powered sub
with hard case, used about 25 times Call
Jim Yunek at 715-845-3461/715-846-
5773 or e-mail jimyunek@gmail.com. I
can e-mail pictures if interested.

For Sale: Gemini CD-8800 professonal
cd player $125.00. Electro voice EVT
2230, 27 band Graphic Equalizer, 40hz-
16khz $150.00. 320-876-2181.

For Sale: Ness Fog Machine, 1,700 watt
high output professional fog machine,

15,000 cubic feet per minute fog output,
Timer remote control, Includes 25 FT
cable remote and hanging bracket, Exter-
nal fog control switch $85.00. Clark, NJ
(908)451-4562

For Sale: Confetti Max portable electric
confetti machine, weighs 20 Ibs, original
box and parts, used one year, paid $700 will
sell for $200. Call Mario 212-714-7188

On Sale: Midwest Mobile Entertainer’s
Seminar Tickets, $49.00 until November
30, 2006, http://www.wa2dja.org/mmes07

For Sale: 4 MARTIN MX 4 Intelligent
Lights w/ MC Showtime Controller. Used
for only one show. In original boxes etc. —
ONLY $2,600.00 obo. Clark, NJ (908)451-
4562 For Sale: DJ equipment $2,900: 1
Numark (CDN-34S) Professional Dual CD

Upcoming Events
The NAMM Show April, 16-18, 2007
Anaheim, CA http://www.djkj.com
January 18-21, 2007 C .
: amp Mobile Beat
http://www.NAMM.com Sturbridge, MA
Midwest Mobile Entertainer’s Seminar June 26-28, 2007
Wichita, KS http://www.mobilebeat.com

January 21-22, 2007
http://www.wa2dja.org/mmes07.htm

Mobile Beat Las Vegas Convention
Las Vegas, NV
February 20-22, 2007
http://www.mobilebeat.com

Leadership Conference
Minneapolis, MN
March 19-20, 2007
http://www.discjockeynews.com

NAME’s Building For The Future
Atlanta, GA

DJ Times DJ Expo
Atlantic City, NJ
August, 2007
http://www.djtimes.com

Disc Jockey News Northern Conference
Minneapolis, MN
October 28-30, 2007
http://www.discjockeynews.com

Have an upcoming event or meeting? Email the
information to us at sales @discjockeynews.com

player with anti-shock. 1 Gemini Plati-
num series stereo pre-amp mixer (PS-
900). 1 ETA conditioned power distribu-
tion (EMI/RFI spike surge protection)
(PDSL). All professionally enclosed in
1 Fiber Tech DJ case. (2) Community 2-
way loud speaker system (XLT 47) (each
speaker cabinet contains two 15” sub-
woofers and a single horn). Contact Ran-
dy 703-491-3557 or email: occarshow 1@
yahoo.com.

For Sale: 2 Mackie powered subwoofers
SWA1501 With 2 custom quilted covers
and 2 pole mounts (SPM100). Total origi-
nal purchase price: $2256. I only used
these twice. Everything looks just like
brand new. Asking only $1800 OBO. Call
Tim at 314-705-0680

For Sale: The remaining DVD sets from
the Southern Disc Jockey Convention
from Dallas in April of 2006. We have a
few sets remaining and we are blowing
them out at $145.00 per set. The 3 disc set
includes presentations by Bryan Dodge,
Bryan Flanagan, Ron White plus many
more! Once these sets from the initial
run are gone they will not be reproduced.
http://www.discjockeynews.com/south-
erndvd.asp

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 @discjock-
eynews.com

icdjnow

PRO AUDIO | LIGHTING | VIDEO

CD Player / Mixer Combo
- Ao G0 and CO-R compatibie

= Anti-Sheck using RAM
Butler Memery

- Inskant-5lart and Cue
with preview

- Singlecontinuoas
|play modes
Fader-Start capabidy
Seambesss boop per side
with reloop

FLOMS00

Tabie Top Media Player
Designed for (s wanting lo incorperate
vismals indo their enbertainment mix,
Compact. tabletop media

player that sepports 2
wealth of video and
audio

W0

i rtumttes auatlatgle
gbﬁn &Pau&enﬁ. NY Locations
. part Time
Pt I SALES

icdinow

1015 Sunrise Highway
W. Babylon NY 11704
1.800.355.7746
In NY 631,320.1700

=eoE GENE o

SHOP

OPEN 7 DAYS oo |iclinow
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