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MegaSeg 4.0 is highly optimized
for full speed power on every
Mac. With over 100 new 
improvements and features,
including Ambient Video
Playlists, color coded tracks and 
categories, refined interface customization, faster 
iTunes importing and playlist access, track looping, 
pitch locking, full MIDI control, and network
library syncing.

MegaSeg integrates directly with iTunes or your
iPod, so you can mix music bought from the iTunes
Music Store. Other features include Hot Keys for 
instant sound effects, artist separation rules, request
lists with reminder notes, play history logs, music 
scheduling and event timers. 

With MegaSeg, you can even mix music videos 
seamlessly with your main playlist. Simply connect 
a TV or video projector to your Mac, and play
MPEG and other QuickTime compatible videos 
encoded from DVD or other sources.

Visit www.MegaSeg.com

and take the free demo 
for a test spin today!

New Version Available:
MegaSeg 4.0

Copyright © 2007 Fidelity Media, Inc.

.MegaSeg.com

and take the free demo 
y!
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Terrorism can take on many forms and 
many faces. Terrorism commonly involves 
unknown action setting into motion a series 
of events that results with a jaw dropping 
“what just happened” reaction.

Where does it all begin? Al Queda and 
Taliban militant groups despise the west. 
They despise us for our beliefs and what we 
stand for. Drawing upon the disenfranchised 
as recruits. Recruits with such a bleak future 
that they are willing to commit suicide to 
gain favor for a promise of riches and vir-
gins in the afterlife.

To many Americans, this is a foreign 
concept that could never happen within the 
land of opportunity and the land of plenty. 
Yet, like all shocking concepts there are 
truths behind what many find to be fiction. 
We rally behind the principles of freedom, 
yet we cannot obtain and enjoy freedom 
without rules.

Take a look at the MDJ industry; an in-
dustry that is evolving upon the backs of 
rebels with a love for music and gear. The 
allure of easy money, being cool and the 
life of the party are the paltry equivalent of 
the 20 virgins in the afterlife. Yet, with the 
onslaught of more and more MDJs the ter-
ritorial squabbles erupt not unlike the battles 
that erupt between rival tribes and sects.

If you boil away all the blustering rhet-
oric the hatred is based in self righteous 
greed. The overt coveting pangs of jealousy 
that turn to hatred that are no longer being 
respectfully contained.

There are three components that foster 
terrorism:

1. ideological rationale
2. moral climate
3. organizational process
So how does all this apply to the mdj in-

dustry?
Clients aren’t naive, they know the but-

tons to push. They are savvy at price manip-
ulation and pitting one company against the 
other to foster an environment that is con-
ducive to their goals, in many cases, at the 
expense of the mdj company itself. In some 
instances to the point of outright decep-
tion. These entities act like militant training 
camps. They are ever present entities ready, 
willing and able to indoctrinate mdj hope-
fuls into a mindset that runs contrary to ev-
ery principle of business and profitability.

So where is this genesis? What perceiv-
able gateway can be defined that is creating 
an environment for legions of illusive, il-
legal and non-conforming business minded 
mdjs to enter the market?

Schools and bars are at the entry level for 

many mdjs. The mindset there is in a low 
price. The great evil is “those” that pursue 
even a marginal profit. Time and time again, 
these entities mourn that they have little or 
no budget. In many cases, these entities will 
remain loyal only as long as your price stays 
low which is at the core of their indoctrina-
tion. Schools are, quite possibly, the most 
hypocritical. They condemn cheating on one 
hand, yet, throw open the doors to mdjs of-
fering low prices that are “working“ the sys-
tem. They publicly groom an appearance of 
creating a wholesome and safe environment 
for students, yet, fail to conduct background 
checks to determine whether or not the mdj 
entering the school plant is a responsible 
choice.

Many schools hide behind their students. 
They empower students as ambassadors to 
contact entertainment for events and revere 
those that find the lowest price. Perhaps this 
is where several schools become most negli-
gent. Students that are not mature enough to 
understand the dynamics of “how and why” 
are watching the hypothetical school borders. 
It is sad, but there are schools that have gone 
from one mdj to another with one mission 
in mind. Hiring/recruitment based on price 
alone. There are schools in the midwest and 
in other regions that boast that they have not 

Economic Terrorism Part 2
By Dude Walker

paid more than (X) for entertainment for the 
past 20 years. We now find ourselves com-
peting with high school entities that are not 
of legal age to enter into contract.

I’ve been pushing a comment card from 
a school around my desk since 1993. I use 
it as motivation to overcome price objec-
tions To thwart those weak moments where 
the “business person” frame of mind gives 
way to the immaturity of seeking acceptance 
by price. It states: “You guys are awesome! 
We’ll keep hiring you as long as you keep 
your prices low”. Much to my embarrass-
ment that 1993 show was performed for a 
contract fee of $250. Out of curiosity for 
this article I contacted the school we‘ve not 
performed at for 10+ years. They’ve gone 
all out. In 13 years they’ve found it within 
their budget to pay as much as $300 for a 
mdj. This school has the student body and 
means to raise over $1,200 per dance at $3 
per ticket, yet they still pay their entertain-
ment $300. How? Why?

As much as we would like to point to all 
of the “other guys” who are ruining the mar-
ket, maybe, just maybe they have help.

Are they teaching more things in schools 
today than we think?

Dude Walker can be reached at dude-
walker@discjockeynews.com.
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Still Trying To Think ‘Outside The Box’?
By Jeffery Gitomer

Music City USA Hosts

Our Biggest 

Event To Date

Full Slate of Top Line 

Educational Seminars

& Special Show Events 

APRIL 10-12
Building For 

The Future IV

APRIL 10-12
Building For 

The Future IV

New Conference Committee 
Schedules Top Industry Speakers:

Steven Muchnij,  owner of COMMANDING TOP DOLLAR.com
Todd Mitchem- Mitchem Interactive.com
Dean Lichtenwalner A/K/A “Game Show” Dean
Cap Capello - Concepts of “How To Work a Money Back Guarantee”
Ray Mar(tinez)- “Music & Passion Are Always In Fashion”
Laura Gibbons- “A Woman's Point of View” 
Larry Rodkin- “99 Ways To Improve Your Business”
David Hanscom- “How Will My Business Survive?” 
Robb Smith “The Art of Role Playing” 
Matt Peterson- “Networking Opportunities Abound”
Tony Alonso- “High Energy- High Profit- High Schools”
Jeff Siegel - “Advertising & Marketing To Increase Your Bottom Line”
Eric Godfrey- “Digital Karaoke” 
Plus Doug Dandler, Marc Burgess and many more

EXCLUSIVE RIAA
SEMINAR ANNOUNCED
Come hear direct from the RIAA - Where they stand with the DJ Industry, 
how they will proceed moving forward,complete questions and answer 
sessions and more.

EDUCATION  • EVENTS  •  NETWORKING
BUILDING FOR THE FUTURE IV

Educate Your Mind - Build Your Business 

CALL (800) 434-8274
Visit www.nameentertainers.com

Special Conference & member pricing until 3/15/06

N.A.M.E. and It’s Growing Membership....

Building the Future of the Industry Together 
It’s Your Association and We Work For You

Largest DJ Association

Most Comprehensive Insurance Program

Traveling Tour Stops

Education Conferences

Association Newsletter

Banking & Business Benefits

& Much More  Simply Put... No One Offers More Than NAME

Call 800.434.8274 To JOIN TODAY  • www.nameentertainers.comCall 800.434.8274 To JOIN TODAY  • www.nameentertainers.com

Have you ever heard the expression, “Think 
outside the box”? Of course you have. It is, by its 
very nature, old before you start. There’s nothing 
innovative about outside the box thinking. You 
need to come up with a new expression if you’re 
going to start thinking new. 

Outside the box thinking has been around 
since before email. (If you can remember when 
that was.) 

I had breakfast yesterday with Rex Eagle. 
Rex is not an outside the box thinker – he’s 

an outside the 
world thinker. 
He’s an artist 
and a sculptor. 
Actually, he’s a 
practical artist 
and sculptor.

Rex spe-
cializes in wire 
sculpture, and 
many of his 
works adorn my 
home and of-
fices. Coffee cup 
replicas of the 
Starbucks logo 

in wire, facial profiles, personal logos, and other 
modern designs, both male and female, depicting 
everything from smoking a cigar to holding an 
umbrella. All in wire. All one-of-a-kind pieces 
of art.

“I have an idea I want to run by you,” Rex 
said in an all-knowing way. “I want to talk about 

corporate communication and creativity.”
He showed me a few pictures of different 

size balls shadowed on a page and talked about 
how art can be used as a communication tool for 
executives looking to have their message heard, 
and looking to create a team. The art would be 
the medium for learning how to communicate on 
a higher level. 

Like all new ideas, at first it seemed a bit 
outlandish, over the edge, impractical based on 
present circumstances, and, in general, not in the 
main stream. (Whatever that is.) But rather than 
simply brush it off, I decided to take a deep listen 
because of my respect for Rex and because of 
the possibility that his idea just might be a good 
one. 

Rex’s idea is to create a corporate training 
program called “The ‘Art’ of Communication” 
that will use imagery and creativity to create a 
new dimension of thinking. Not to use the word 
“challenge.” But, rather, to use the word “oppor-
tunity.” What opportunities are there to create 
something new and create a meeting atmosphere 
where people don’t have to try be smarter than 
one another? Where they can collaborate as a 
team and try to make the idea better. 

Rex told me that, “Outside the box thinking 
is an oxymoron. I would rather show manag-
ers and team leaders how to craft a ball out of a 
box. They would sit around a table and sketch, 
or sculpt, or storyboard an idea, and then col-
laborate to produce new ideas, or better ideas. 
There’s only one precondition to entering the 
meeting. You must enter with an open mind.” 

Here are the steps to success in Rex’s pro-
gram:

1. Bounce ideas around the table. Once you 
storyboard the ideas, or draw them out on a flip 
chart, or some other means of visual communi-
cation, then you…

2. Think about what you have done. Don’t 
talk about it. Think about it. Each person in the 
room spends some personal think time so that 
they can formulate ideas, rather than simply 
shout them out. Once think time has elapsed, 
then you…

3. Express yourself with image-words. Each 
person is permitted time where they can draw out 
their idea of a box or a ball, or whatever the idea 
is that you’ve decided on. Simultaneously, all 
other participants must…

4. Listen. Not listen with the intent to respond; 
listen with the intent to understand. Take notes at 
your space until it’s your turn. And each person 
is permitted as much time to express themselves 
as needed. Once the personal expression and lis-
tening section are completed, then you…

5. Collaborate. This is where everyone has 
their crayons or writing instruments in hand, and 
works together in art form to help better ideas 
emerge. Once the ideas are mature, then the 
group will…

6. Decide. Decide what’s best. Decide what’s 
most comfortable. Decide what will be accepted 
by others. And decide on a game plan to move 
forward. Once the decision has been made, it’s 
time to…

7. Act. Actions as a result of decisions may 

not be the best method of moving forward. But 
actions based on bouncing ideas, thinking, ex-
pressing, listening, collaboration, and then de-
ciding will be much more refined and much more 
likely to succeed. If true collaboration has taken 
place and there’s a consensus of opinion mov-
ing forward, then it won’t be difficult to take the 
final step. Rex may call it number 8, I’m going 
to call it…

7.5 Refine. All decisions, all actions, all cre-
ative ideas should be designed to be refined as 
they mature. 

Well that’s Rex Eagle’s idea about creating a 
new form of communication. There haven’t been 
many new ones in the past 100 years. (Text mes-
saging, not withstanding.) 

How do you communicate? What are your 
communication stumbling blocks? If you’re 
complaining that people just don’t listen, then 
maybe you should draw a few pictures together, 
have an art class, maybe even call it “The Art of 
Communication.”

It wouldn’t be fair to talk about Rex Eagle 
and not give you an opportunity to see his art. To 
see a few examples of his fine art, go to www.
gitomer.com, register if you’re a first-time user, 
and enter the word REX in the GitBit box.

Jeffrey Gitomer is the author of The Little Red 
Book of Selling and The Little Gold Book of YES! At-
titude. President of Charlotte-based Buy Gitomer, he 
gives seminars, runs annual sales meetings, and con-
ducts Internet training programs on sales and custom-
er service at www.trainone.com. He can be reached at 
704/333-1112 or e-mail to salesman@gitomer.com.



It was another exciting year at the 
Mobile Beat Conference in Las Vegas. 
Aside from the great networking opportu-

nities and idea sharing forums and semi-
nars there were plenty of surprises at this 
years show. 

The convention featured celebrities 
from outside the disc jockey Industry. 

DJs scribbled down Merry’s thoughts and 
ideas for serving clients.

He announced the release of his book 
“The Best Wedding Reception… Ever!” 
The book is being marketed to brides and 
is currently available on Amazon.com. It 
is filled with great planning and entertain-
ment ideas from talented DJs all across 
the country with the intent of educating 
brides on what we have known all along, 
the entertainment can make or break the 
party. 

The biggest shock came when Merry 
announced the creation of the Wedding 
Entertainment Directors Guild™. This 
guild is unlike any current association. It 
has stringent standards for membership 
with the intention of representing the best 
entertainers in the country. If Merry’s ef-
fort is 
success-
ful it will 
set a new 
standard 
of excel-
lence for 
the wed-
ding DJ 
industry. More information will be avail-
able soon at www.wedguild.com.
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Mobile Beat Las Vegas 2007 Was A Big Hit!
By Jason Jones

Chubby Checker performed his new song 
Pony Time and DJs were treated to the 
new dance steps. Checker was around 

during much 
of the conven-
tion to sign au-
tographs and 
connect with 
DJs. Many 
were surprised 
when Flava 
Flav from the 
band Public 
Enemy and 
most recently 
the VH1 real-
ity TV show 
the ‘Flavor of 
Love’ made 
an appearance. 
He was hard 
to miss with 
his signature 
clock hang-
ing around his 
neck. 

The American Disc Jockey Associa-
tion (ADJA) held their annual meeting 
and made some announcements many 
members were expecting. The ADJA has 
shifted from a non-profit to a for profit 

corporation based in Arizona. They will 
join the other for profit associations like 
the National Association of Mobile En-
tertainers (N.A.M.E.) and Global Mobile. 
The only disc jockey trade association 
that remains non-profit in the industry is 
the regional Midwest Association of Pro-
fessional Disc Jockey’s based in Fargo, 
North Dakota.

The ADJA also honored some of its 
members with awards. The ADJA Mi-
chael Butler Humanitarian Award was 
presented to three ADJA members. This 
award honors those who have gone above 
and beyond the call of duty to serve their 
community in the name of the ADJA or 
the DJ industry as a whole. Roy Duitt of 
Humble Texas, Bill Dunsing of Walton 
Kentucky and Jeremy Miller of Sparks 
Nevada were all honored with the award 
in an emotional presentation. The final 
award presented was the AJDA Peter 
Merry Leadership Award. According to 
the ADJA website this award is presented 
to an individual who has displayed ex-
ceptional service, dedication and commit-
ment to the ADJA. This was presented to 
John Young of Grey Eagle Minnesota. 

The event that created the most buzz 
at the show was a sponsored seminar by 
Peter Merry. It was standing room only as 

Chubby Checker made an appearance at the All Stars event 
during the 2007 Mobile Beat Disc Jockey Convention.
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Starting From Scratch
By Jeff Richards

Starting from scratch is a monthly article 
that will help those new to the Disc Jockey in-
dustry. Each article will cover what it takes to be 
a successful mobile DJ. Today’s topic: Is your 
set up appealing to the eye?

When I first started as a DJ it never occurred 
to me to make my set up attractive to the guests. 
Like most DJs I would just toss up the speakers, 
lights and hang my business sign. Stretch out 
what seemed like miles of lighting, sound and 
electrical cables. Display my multiple cases of 
CDs and center it all around my DJ booth. 

In 1998 I was gathering pictures together to 
display on my first web site I was having built, 
when I realized that my equipment set up could 
at times look very intrusive and sometimes com-
pletely unattractive. It brought to my attention 
the importance of having a work area that not 
only was functional but also fashionable. 

Since this epiphany, I began to constantly 
look for ways to make my participation at an 
event as pleasing to view as possible. Here are 
a few of the things I have done to improve the 
appearance of my set up.

1) Bigger doesn’t always mean better. I 
scaled back on the size of the light show. I did 
this by purchasing quality lighting equipment 
that offered a better show but with fewer lights. 
I went from a three pole system with over 30 
lights to a ten foot, over head truss system with 
only ten lights. I now bring 1/3 the number of 
lights but give a better looking lighting effect. I 
also scaled back the size of the speakers. I once 
used huge subs and giant speakers, but with 

the improvements in technology I was able to 
go smaller with better sound quality. In 2005 I 
purchased the BOSE Personal Amplification 
System (better known as the “towers”) and when 
placed directly in front of my lighting poles, they 
blend in so well people will ask me where my 
speakers are. 

2) Cabling creates tripping hazards as well 
as ugliness. When I had three light poles I had 
multiple long cables lying all over the floor. Now 
with the truss system there is only one short cable 
that controls everything. I have gone complete-
ly wireless with the microphones, which work 
wonders for karaoke events. This eliminates any 
chance of inebriated guests tripping on the mi-
crophone cables. The old system used very thick 
cables from the amp to the speakers, now I use 
a standard microphone cable from the mixer out 
to the speakers. This thinner cable is easier to 
tape down and not tripped over. There are also 
fewer electrical cables involved and I always try 
to keep these cables short and taped carefully 
down. 

3) Taping down cables is an absolute must in 
our industry; not only for safety but also for ap-
pearance reasons. I bring several different colors 
of duct tape (stage or gaffers tape) so that I can 
blend the tape in with the colors of the floor or 
room. When taping cables try to make the job 
as neat and clean as possible. Use a scissors to 
make the ends straight, not frayed, and as even 
as possible. The tape pieces that lay across the 
cable should not be wider than the tape that runs 
the length of the cable. When taping a plug into 

an electrical wall outlet, be as neat as possible. 
Keep the tape on the plastic outlet cover and nev-
er allow it to touch any wall surface. Tape can 
take the wall paper or paint right off the wall! Try 
to expose the least amount of cabling as possible 
so that there is as little tape showing as possible. 

4) Your light poles and work station, be it a 
podium, rack box or “coffin” style station, should 
always be well kept, painted and clean. I use two 
podium style rack stations that I created for my 
show. One is tall with the sound and lighting 
equipment rack mounted; the second is shorter 
and has mostly drawers for packing cables, spare 
light bulbs, tools and other extras needed. It also 
doubles as my table top surface where I place the 
computer screen. This rack eliminated the need 
for several additional containers for storage, the 
need to bring or ask for a table, and it helps keep 
things well organized. Both racks are on wheels 
that roll in and out very easily and look sharp 
next to each other. 

5) Signage at the event has always been a 
hot topic amongst DJs. For most of my career 
I had some form of signage. I thought that I had 
to have a sign in order to get people to remem-
ber and possibly hire me in the future. Through 
the years my signs got smaller but at the same 
time more professional and attractive. My last 
sign looked like a compact disc in the colors and 
design of my company. I completely stopped 
using signage over eight months ago and have 
found not having a sign did not hurt my business, 
but may have actually helped it. Not displaying 
a sign helps look more professional and at the 

same time helps me to qualify possible clients. 
I’m not the DJ for everyone, but for those who 
enjoyed my work, they will come up after the 
event and ask for a business card. This gives 
me a chance to have a one on one conversation 
with them. They get to know me a little better 
and qualify myself as their possible DJ while I 
qualify them as my possible client. 

6) How do you look to the guests watching 
you? How do you dress? What about your hair? 
Is there a food stuck in your teeth? It won’t mat-
ter how good your area looks if you don’t look 
good. Do you dress appropriately for the occa-
sion? Many DJs are getting away from the tux-
edo look at weddings because they tend to blend 
in with the bridal party and you end up looking 
like every other DJ (average). I prefer custom fit 
suits from a men’s wardrobe franchise. No mat-
ter how you dress, always look your best. Keep 
your jacket on the entire night. Keep your shirt 
tails tucked in and maintain a smile on your face 
at all times. 

To sum up: keep everything in your area 
clean and uncluttered. Keep your equipment in 
good condition and most importantly look as 
professional as you possibly can. 

 To respond to Jeff’s column send an e-mail to 
jeffrichards@discjockeynews.com. Jeff Richards 
has over 25 years of experience as a DJ/Enter-
tainer and is the Executive Vice President of the 
Midwest Association of Professional Disc Jock-
eys, He speaks at National DJ Conventions and 
for local DJ Associations. Jeff also offers private 
consultations to DJ services.
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The world of the mobile disc jockey is in-
creasingly moving toward digital playback sys-
tems utilizing computers or hard drive compat-
ible play decks.

While there are many options for audio play-
back of digital music files, there are only a few 
good quality digital video playback solutions on 
the market.

Today we will be looking at one of those 
video (VJ) playback systems.

We will be running the latest version of 
Megaseg on two different computers for pre-
senting a video show for our clients.

Megaseg just released a short time ago their 
version 4.0.1 of their Macintosh based dj soft-
ware. Megaseg has been a preferred playback 
system for Macintosh users for a number of 
years and as computer processor speeds have in-
creased, it has become popular as a music video 
playback system.

Many of today’s higher rate entertainers 
are utilizing video in their mobile shows. This 
ranges from showing music videos, ambient vid-
eos, photos from the event, to even some graphic 
visualizers which change based on the type of 
music being played. To get a feel for what these 
visualizers look like, take a look at Itunes and 
some of the visualizers you can download into 
Itunes for some very spectacular visual effects to 
go along with your Itunes music library!

Playing music and music videos has been 
very easy with Megaseg, but the problem be-
came what would you do between music videos? 
Not all songs in the music library had a music 
video and the screens would go blank once regu-
lar non-video songs were being played.

The people at Fidelity Media came up with 
a solution. They included the ability to have 
a playlist of ambient videos which would be 
played during songs which did not have a video 
file available.

This is a great feature to keep something on 
the video screens all night long! You can use a 
simple program to create some video title clips 
or commercials of your dj company, and those 
could rotate through during the non-music video 
songs.

In our testing of the ambient video features, 
we pulled some 20 second video clips from vari-
ous sources, along with Club Visuals from the 
Shadow Dancers Series from VJWorld.com.

The shorter videos included some ambient 
video clips pulled from some of our ambient 
video library of computer created video clips. In 
the past, we used similar clips from Promo Only 
between music videos (but, that system included 
a video switcher and additional hardware). We 
also shot a short video clip with a digital camera 
at one event of the group dancing to use on the 
screen as an ambient video.

We tried the combination of Megaseg and 
ambient videos on two different Macintosh 
computers. One is an G5 Imac with a 2.0 proces-
sor, and the other has the new Intel duo core 2.0 
processor.

First review of the latest version of Megaseg. 
First off, The ambient video capability feature 
alone is enough to make many DVD based video 
playback disc jockey move to a computer. On our 
test G5 Imac, the videos mixed and flowed very 
well from a music video file (saved as an mp4 or 

Product Review: Megaseg With Club Visuals
For infomation on how to have your product reviewed, email djnews@meltel.net

mov file) to the ambient video file (saved as an 
mp4, mov, or avi file). It is such a great feature to 
be able to have something on the video screens 
all night long without the additional hardware 
needed for past ambient video solutions.

One negative, the G5 Imac handled the videos 
well, but it had was a bit sluggish when clicking 
and moving things within the Megaseg program 
while the videos were running. On the positive 
side, there weren’t any video or audio hiccups or 
drop outs, but it was a bit frustrating trying to do 
music searches and move songs when they com-
puter is dedicating itself to the video playback.

Next, we used the same set up and videos on 
a Macintosh with the Intel duo core 2.0 proces-
sor. The latest version of Megaseg was designed 
to take advantage of the newer, faster Macintosh 
processors using the Intel chip, and you can cer-
tainly tell the difference when using Megaseg to 
playback videos. The Intel processor handled the 
video transitions better than the older G5 (which 
we thought the initial transitions were pretty 
good) and it allowed for almost regular manipu-
lation of all of the regular ‘search’ ‘edit’ ‘move 
to playlist’ functions used when performing with 
Megaseg. The difference was so noticeable, that 
investing in a new Intel Imac with the large hard 
drive would be a great dj investment.

Crowd response: 
When you get down to it, the most impor-

tant thing is how the crowd responds to what you 
are offering. We have performed for many video 
shows (going back to the VHS/Beta/8mm days) 

so we had a level of expectations when it came 
to the video effect on the crowd.

We used a combination of music and am-
bient videos as described earlier for some teen 
events. In the past we have used videos at these 
events running computer generated ambient vid-
eos from DVD during non-music video shows. 
This time, we set up the new Megaseg to play the 
Club Visuals Shadow Dancers as our main filler 
video. We used footage from the Family Friendly 
disc set and specifically used the ‘Girls & Guys’ 
disc as our ambient video source. 

The difference was incredible! The teens re-
ally loved the Shadow Dancers! In the past, the 
group would watch the video screen from around 
the dance floor and do their own thing. When the 
Shadow Dancers came on, the teens migrated to-
ward the screen and danced with the image on 
the screen. The teens loved the constant image 
of people on the screen, and we liked having an 
easy alternative to playing some questionable 
music videos.

In the past, we have had to mess around with 
switches/DVD players/extra wires.. and it makes 
the video show more stressful while trying to 
keep everything running smoothly. But, not 
anymore. It was as easy as clicking and moving 
songs over with the new Megaseg and the ambi-
ent video feature.

For more information on Megaseg, you can 
check out there ad on page 2. For more informa-
tion on VJWorld.com, you can see their ad on 
page 7.
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The Q Corner, Where Quality Meets Quantity
By Mike Walter

Almost 2 years ago now, I wrote an article 
in these pages about the importance of holding 
Monthly Meeting for your DJ Staff.  I began 
the article by saying I had had a conversation 
recently with a Multi-Op owner who did not 
have regular staff meetings.  While this might 
have seemed like a clever writer’s technique 
to introduce a topic, it was actually true.  The 
Multi-Op owner is a dear friend of mine and 

when he read the 
article he called 
me right away 
and said, “that’s 
about me, isn’t 
it?”

At the risk of 
losing a friend-
ship, I admitted it 
was and I again, 
encouraged him 
to try monthly or 
at least regular 
meetings.  What 
could it hurt?

As he often does, this good friend of mine 
not only took my idea and ran with it, but he 
one-upped me in the process.

His company not only meets regularly 
now to discuss a variety of topics, but he has 
also set up a chat board for his DJs to contin-
ue their discussions on and for ideas to ger-
minate even further than a 90 minute meeting 

once a month will allow.
I had the opportunity to ask his staff 

what they thought of this increased sharing 
of ideas and experiences and the responses 
came as no surprise to me.  One DJ, an eight-
year veteran, said, “I have learned new ways 
of working with the crowd during dinner and 
cocktail hour to get a better feel for them. I 
have learned new games for ice breakers and 
great new sets!”  They added,  “The plethora 
of knowledge regarding music and songs I 
wouldn’t even think of is just amazing with 
our group.”

Another DJ felt: “One of the biggest ad-
vantages to being a DJ in a large company 
like this one is you can talk to each other. Fig-
ure out what works, what doesn’t. It’s cheesy 
to say two minds are better than one but in a 
business like this creativity is a major asset so 
being able to collaborate is important.”

Still another told me: “I feel that as enter-
tainers we need to interact with our mentors 
and our contemporaries to keep a fresh edge. 
As far as things learned: dances, seasonal 
games (Christmas), event protocol, and mix-
ing.” 

So the sharing of information is clearly 
important.  As I wrote in my fi rst article, you 
always need to remember that most of your 
staff is part-time at this profession.  You as 
the owner or manager attend the conven-
tions, read the publications and garner all 

the knowledge.  So it becomes your burden 
to fi lter that information down to your crew.  
And there is no better way than having regu-
lar meetings.

But what about the increased camarade-
rie that I also wrote about as an advantage 
to having regular meetings?  Well, his DJ’s 
agreed, telling me, “The DJ industry is unique 
in that you don’t see your colleagues face to 
face every day as is the case in many other 
industries. This face-to-face contact I believe 
is important, especially to boost team morale 
which oftentimes goes underestimated to a 
company’s success.”  Another added simply, 
“nothing compares to face to face, personal 

communications. “
If you have a company of any size, and 

you have DJs that work for you who are not 
full-time in this industry, I can’t emphasize 
enough the advantages of holding regular 
meetings.  As you can see, it made a huge 
difference with my friends company.  And I 
know it will with yours.

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.

make your life easier
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In The Communist Manifesto, Karl 
Marx imagined an entire world based upon 
his theory of economics. He envisioned a 
“utopian society” where everyone received 
equal shares, and lived without competition. 
In Marx’s communist system, government 
would enforce the utopian economy. On pa-
per, the theory was great—in practice, as his-
tory has shown, the economic model of com-
munism was a disaster.

In Wealth of the Nations, Adam Smith 
popularized a different theory on econom-

ics: free enter-
prise. He laid 
the intellectu-
al framework 
that explained 
the free mar-
ket which still 
holds true 
today. Smith 
coined the 
e x p r e s s i o n 
“the invisible 
hand,” which 
he used to 
demonstrate 

how self-interest guides the most efficient 
use of resources in a nation’s economy. He 
argued that government efforts to promote 
social good are inferior compared to the un-
bridled market forces of commerce.

Smith became the key influencer of West-
ern economic theory. His ideas underlie our 
present U.S. economy – an economy based 
on supply and demand. His system didn’t re-
quire a “big brother” government to ensure 
its success. Instead, it was governed by the 
natural forces of a free market.

Supply and Demand
I believe our influence operates on similar 

“supply and demand” principles as the free 
market economy. Leadership should not have 
to be forced on a group of people. Someone 
who leads by coercion or manipulation isn’t 
a healthy leader. Healthy influence is based 
upon providing a resource that is needed by a 
group. When you possess that resource, your 
influence goes up, just like a stock price goes 
up when a company is providing goods or 
services that are in demand.

Albert Einstein once said, “Don’t try to 

become a person of importance. Try to be-
come a person of value.” He understood the 
principle of supply and demand. Our impor-
tance is a by-product of the value we add to a 
group; it is the result of the “leadership capi-
tal” we have that is in demand. Our influence 
is a side-effect of our gifts or strengths that 
meet the needs of others.

How a Leader’s Influence Acts Like Cap-
ital

If leadership, like the marketplace, func-
tions according to the laws of supply and de-
mand, then let us ponder what kind of capital 
we might have that will increase our influ-
ence with others.

1. Intellectual Capital
Resources in this category include: knowl-

edge on a particular subject, insight and intu-
ition into a given area, or data on a relevant 
issue. When someone puts their intellectual 
capital into a tangible form, it becomes what 
attorneys call “intellectual property.” If it is 
rare and relevant, it will be valuable.

How to Accumulate Intellectual Capital
(1) Study and Know Your Business
(2) Think More Than Others About Your 

Business
(3) Think About Solutions and Share 

Them With Others
2. Social Capital
Resources that represent social capital 

are the relationships and respect a person has 
built up over the years within their network. 
Social capital comes from interfacing with 
others in a healthy way and adding value to 
them individually as well as professionally—
especially in times of need.

How to Accumulate Social Capital
(1) Value People and Relationships
(2) Look For the Key to Each Person’s 

Life
(3) Become a Networker and Connect 

People Together
(4) Seize Every Opportunity to Add Value 

to Others
3. Experiential Capital
Resources in this category include past 

experience, a good track record accompanied 
by a strong work ethic, integrity, and sound 
past decision-making. Experiential capital 
is akin to intellectual capital, but not identi-
cal. This capital is the intuitive wisdom that 

The Leadership Economy
By Dr. John C. Maxwell

comes from raw experience rather than the 
hard data or content from a book.

How to Accumulate Experiential Capital
(1) Find Your Niche and Dig In…Don’t 

Hop Around;
(2) Evaluate Your Experiences
(3) Build on Your Experiences, Don’t 

Camp on Them
4. Talent Capital
Resources that fall within talent capi-

tal are the abilities a person has to pull off 
a desired goal. When an organization wants 
to produce a good or render a service, it has 
need for specific talents–graphically, techni-
cally, physically, organizationally–and the 
person with those talents carries the weight. 
While talent is never enough, it is a good 
place to start.

How to Accumulate Talent Capital
(1) Discover Your Top 3 Strengths
(2) Stay In Your Strength Zone
(3) List Ways Your Talent Can Add Value 

to the Team
(4) Stretch Your Strength Areas
5. Creativity Capital
Resources that represent creativity capital 

are creative thinking; the aptitude to merge 
two current ideas into a new one; the capac-
ity to communicate a thought originally and 
persuasively; and the ability to invent new 
products, methods, services, or strategies.

How to Accumulate Creativity Capital…

(1) Develop a Creative Think Team
(2) Continually Ask: “Is there a better 

way to do what we are doing?”
(3) Continually Ask: “Is someone else 

doing it in a better way?”
6. Passion Capital
Finally, this capital is about the “pathos” 

of a person. Leaders with passion capital car-
ry weight because of their strong personality 
and charisma. They bring to the table excite-
ment, enthusiasm and determination; a fire 
that magnetically draw others to them. Pas-
sion energizes talent, both individually and 
collectively.

How to Accumulate Passion Capital …
(1) Discover Your Strengths
(2) Hang Around Passionate People
(3) Give Your Passion Away
Summary
Leadership revolves around the timeless 

principles of supply and demand. Your influ-
ence as a leader will be proportionate to the 
“leadership capital” you bring to an organiza-
tion. Cultivate your leadership capital wisely, 
and you’ll be flooded with opportunities to 
invest it in a leadership economy hungry for 
healthy leaders. The Leadership Economy

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.”

Visit www.djmgr.com today to download your no-obligation, 60-day free trial
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audience’s time and he got to the heart of 
his thinking right away.

He began his remarks by acknowledg-
ing that he had had difficulty deciding what 
“wisdom” to impart to his fellow gradu-
ates. He said he had reviewed all the cases 
of law the class had studied and had found 
nothing that he felt was appropriate to such 
an important occasion.

At a loss for any inspiring thoughts, 
Travis sat at his kitchen table eating a 
student’s breakfast of biscuits made from 
packaged dough. And there, right in front 
of him on the opened roll of refrigerated 
biscuit dough, he spotted the belief that he 
knew he and his fellow graduates had in 
common and that he felt was worthy of the 
occasion. The package, he said, had this 
message, “Keep cool. But do not freeze.”

And with that he thanked all assembled 
and returned to his seat, amid rousing ap-
plause.

Mackay’s Moral: The hotter things 
get, the more important it is to keep your 
cool.

Reprinted with permission from nation-
ally syndicated columnist Harvey Mackay, 
author 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.”

Lead With Poise, Not Noise
By Harvey Mackay

Grace under pressure—what an impor-
tant attribute for anyone aspiring to be in a 
leadership role. I was researching the topic 
when I came across a simple five-question 
test developed by psychologist Donald A. 
Laird to measure a person’s leadership po-
tential:

Can you take a reprimand without 
blowing up?

Can you take a turndown without be-
coming discouraged?

Can you laugh with others when the 
joke is on 
you?

Can you 
keep your 
spirits up 
when things 
go wrong?

Can you 
keep cool in 
emergencies?

If your an-
swer is yes to 
all five ques-
tions, you’re 
on your way 
to being a 

leader. Dr. Laird, however, singled out one 
great quality of a leader—poise.

“Poise is what makes you a master of 
situations,” Dr. Laird said. “Although we 

call some persons natural-born leaders, 
usually the poise of leadership is a trait that 
has to be developed, and anyone can de-
velop poise a little bit at a time.”

The way to develop poise, he says, is 
to destroy its enemies—nervousness, anger 
and the habit of speaking before thinking.

It’s easy to show poise when everything 
is going well. It’s a lot tougher to maintain 
your poise when things are not going well. 
But the minute you lose your composure, 
the chances of defeat increase. You are giv-
ing the mental edge to your opponent.

If you maintain your composure, good 
things can happen. Focus on what you can 
do or control. Forget the past.

Look at pro football quarterbacks. The 
great ones, like Peyton Manning, don’t 
ever lose their cool, even when they’re 
behind with two minutes to go. They just 
keep their poise and often lead their team 
to victory.

Terry Bradshaw, the Hall-of-Fame 
quarterback for the Pittsburgh Steelers and 
now at TV analyst, said: “Quite often, the 
mark of an experienced quarterback—one 
who has poise—is the amount of time he 
holds on to the ball before releasing it. The 
quarterback who can be patient enough for 
lanes to open and receivers to clear will be 
more successful. I played a long time be-
fore I had poise, and I suffered for it, and 

so did my team.”
It’s similar for other professions.
President Ronald Reagan said: “I have 

learned that one of the most important rules 
in politics is poise—which means looking 
like an owl after you have behaved like a 
jackass.”

Many of us live and work in hectic and 
pressure-ridden environments, so it’s wise 
to remember the words of the psychiatrist 
who said to his assistant who was trying to 
answer two telephones at once.

“Miss Smith,” he said, “just say we’re 
terribly busy—not ‘It’s a madhouse 
here.’”

There’s a story that circulates in the 
sales profession about a sales rep who was 
ready to demonstrate his company’s state-
of-the-art computer software to a group of 
important customers, when the screen went 
blurry and finally crashed. His efforts to re-
establish a link to the office systems failed. 
He called tech support and every number 
he had available, but without luck.

Unfazed, he turned to his customers and 
said, “This has been a demonstration of our 
competitor’s product. Next week, I’ll show 
you what ours can do.”

Now that’s poise under pressure.
Travis Graham, the class valedictorian 

of the University of Tennessee Law School, 
promised to take only two minutes of the 
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I had an opportunity to speak to the 
Michigan Chapter of the American Disc 
Jockey Association in January (yes, with 
the wind chill it was sub zero) and what 
followed was an interesting email from a 
member. In my audio series 8 Degrees of 
Separation I address in complete detail a 
core psychological issue that holds entre-
preneurs back from succeeding in business. 

To over simplify 
it for the sake if 
this article, let’s 
just say the im-
poster syndrome 
is usually an er-
roneous belief 
that stems from 
a story you’ve 
written about 
yourself. A story 
you collect evi-
dence to support 
and a story you 
have come to 
rely on. The im-

poster syndrome says, “you don’t believe 
you are so you don’t think you can”. As 
a business owner you may have felt this 
way early on -- you may have felt being an 
entrepreneur wasn’t really you. Generally 
speaking we get over these feelings after 
being in a situation for a long period but 
we need to be careful that our belief, our 
core belief hasn’t extended to areas we’re 
failing to realize. In this case we need to 
be careful this hasn’t extended to or busi-
ness. 

The email came from a dj that owns 
a multi-system operation. I am sharing a 
portion of it below. 

Hi Dan, 
“One thing that is bothering me, and 

really setting up a major roadblock in my 
mind is I can’t stop wondering “Is it worth 
it?”.  I’m spending lots of money & time 
creating these systems with the goal that 
one day I won’t actually have to DJ events 
myself anymore. But deejaying isn’t ex-

actly the most lucrative business to be 
in.... I’m thinking is all this effort worth 
it? ---etc.--- I’m scared to death about end-
ing up a 50-year-old broke DJ out on Sat-
urday night working someone’s wedding 
reception. In my dream world, I build my 
business up as far as I can and then when 
I get tired of it, I sell it.  Is selling it even 
possible? I hear about gas stations, restau-
rants, party stores and more for sale all 
the time, but never a DJ business. Do you 
think somebody would want to buy a DJ 
business?” 

What this dj echoed were the senti-
ments of many deejays. We have trouble 
believing that our dj business is really a 
business and because we think like that 
we don’t work in a manner to make it 
one. The answer is - yes it’s a real busi-
ness. Yes it can be sold. In fact I know a 
guy in another state that was just offered 
several million dollars for his dj business. 
However to sell it you need to treat it like 
a “real business” and systematize it so it 
can be turned over with a set of directions 
on how to run it. In addition the margins 
of a properly run dj business are as high or 
higher than many other businesses. On my 

website, in my blog (no room for it here) I 
have a breakdown of a fast food franchise 
to give you a better feel for what I mean. 
Finally, if you do want to sell it you need 
to believe in it as well otherwise it won’t 
be very convincing to a prospect looking 
to purchase such an income stream. So it is 
heretofore duly dubbed the “business im-
poster syndrome” for those believing their 
business isn’t really a business. 

Do you have difficulty in believing that 
the business you are in is a real business? 
Maybe something else is holding you up 
from growth? Visit my blog and write 
about it. Oh… one more thing, I can’t help 
it (it’s the coach in me)… in response to 
the statement our dj makes above about “is 
selling it possible” I have but one response. 
You tell me, it’s your realm of possibility! 

Dan Nichols is a professional busi-
ness coach and published author based 
in Michigan. He also has 16 years ex-
perience 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. 

Broke 50 Year Old DJ, Needs Food
By Dan Nichols

Mobile disc jockeys: are you looking to grow your business 
and reach more customers than ever before? We’ve got 
the solution! DJFINDER.COM is the most comprehensive 
database of disc jockeys throughout the US. Register your 
business with our search engine and customers can find 
you and your contact information with a few simple clicks.  
Searches are available by area, music lists, and more. 

Get your business listed today!
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Elation Design Spot 250 & Alkalite PD-80 
Controller Receive cETL Approval For U.S. 
And Canada

Elation Professional has announced that two 
of the company’s highly acclaimed products 
have been distinguished with cETL approval: 
the Elation Design Spot 250 moving head and 
the Alkalite PD-80 
LED system con-
troller.  The cETL 
seal, a  recognized 
standard of qual-
ity and safety in 
both the U.S. and 
Canada, is only granted after rigorous testing of 
the product and manufacturing facility.

“The new 
cETL rating comes 
as great news for 
us and our cus-
tomers,” said Eric 
Loader, director 
of sales for Ela-
tion Professional. 
“The Design Spot 
250 and PD-80 had 
to pass the very 
strictest safety and 
quality inspections 
in order to merit 
this internationally 

recognized seal of integrity. Our cETL status 
ensures that you are purchasing a high-quality 
product that is professionally built and com-
pletely safe to operate.”

The new  cETL approval will further broaden 
the market for the Design Spot 250 and Alkalite 
PD-80 Controller, both of which are already hot 
sellers, said Loader.

The Design Spot 250 DMX moving head is 
a unique “hybrid” effect that’s both a spot and 
wash in one. The ultimate rental unit for any 
production, show or corporate event — as well 
as a versatile fixture for permanent installation 
in theaters, concert halls, and churches — this 
16-channel, 250-watt spotlight offers both Frost 

and Iris capabili-
ties. Equipped with 
dual gobo wheels, 
the Design Spot 
250 allows users 
to create a morph-

ing effect via gobo overlay. It includes 14 inter-
changeable metal and glass gobos (7 rotating, 
7 static), and 8 dichroic filters (7 colors plus 
white). The Design Spot 250 also features true 
UV filter, which, combined with its Frost filter 
and high-output lamp, delivers an outstanding 
UV wash effect. It carries a suggested retail price 
of $2,499.95.

The Design Spot 250 is also available in a 
white color finish  (Design Spot 250WH), and 
this unit is cETL approved too. Great for church-
es and other installations with a light décor, the 
Design Spot 250WH has a suggested retail price 
of $2,799.95.

The PD-80 controller is included with the 8-
unit Octopod 36, Octopod 80 and Riva 80 LED 
lighting systems from Alkalite. The control pack 
gives the user 6, 12, 24, or 48 DMX channels 
to work with, so you can control all 8 pods at 
once or manipulate each one individually. It also 
comes with 9 stand-alone chase programs featur-
ing both speed and fade control. Like all Alkalite 
products, the PD-80 is distributed exclusively by 
Elation Professional in North America.

Alkalite’s Octopod 36, Octopod 80 and Riva 
80 are networks of 8 LED lighting pods that use 

RBG color-mixing technology to produce a vir-
tually infinite range of colors with amazingly 
smooth transitions. Since the LEDs produce no 
infrared or ultraviolet light, heat production is 
kept to a minimum— so they can shine directly 
on an object or surface at close range with no 
risk of discoloration, fading or burning. The 
three systems are flexible enough to fit a wide 
variety of applications, and their low heat pro-
duction makes them ideal lighting systems for 
architectural use, retail displays, art galleries, 
video/film productions and more.

The Octopod 36 comprises 8 small pods con-
taining 36 LEDs each: 12 red, 12 blue and 12 
green. Each pod measures 4.5” by 6” by 4.25” 
and weighs 0.5 lbs. Available in a white or black 
finish, the system has a suggested retail price of 
$999.95, which includes connector cables and 
the PD-80 controller.

The Octopod 80 has 8 large lighting pods, 
each equipped with 90 LEDs: 30 red, 30 green 
and 30 blue. The system’s individual pods mea-
sure 6.5” by 4.5” and weigh 1.5 pounds, and are 
available in a white or black finish. The sug-
gested retail price of the Octopod 80, complete 
with connector cables and PD-80 controller, is 
$1,999.95.

The Alkalite Riva 80 system features 8 large, 
recessed pods of 27 red, 18 green and 35 blue 
LEDs. Each pod of the Riva 80 measures 6.5” 
by 4.5” and weighs 1.5 lbs. With a list price of 
$1,999.95, the system comes with connector 
cables and the PD-80 controller.

“All of the components of our Design Spot 
250 moving head and PD-80 controller were dis-
assembled right down to the wires and inspected 
against Canadian and U.S.-set regulations,” 
Loader said. “The fact that both great products 
achieved cETL approval reaffirms that our qual-
ity controls are in place at Elation, and that every 
single fixture is of the same high quality as the 
last one that was produced. In order to retain this 
seal of approval, we need to ensure that our fac-
tory production methods remain outstanding.”

Loader noted that Elation is aiming to get 
the cETL or UL seal of approval on many other 
products in its line.  “New fixtures are being sub-
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mitted every month as we finalize products,” he 
said.

For more information, contact Elation Pro-
fessional, 4295 Charter St., Los Angeles, CA 
90058; Phone: 866-245-6726; Web www.ela-
tionlighting.com

Peavey Distro Solves Sound Reinforce-
ment Power Needs

The new Peavey Distro, an exclusive, high-
current power transport system, makes deliver-
ing energy to multi-amplifier sound reinforce-
ment systems as easy as inserting a plug into a 
socket.

The Distro is a two-rack-space unit that pro-
vides up to 100 amps at 120 volts from a NEMA 

14-50 plug. 
By dividing 
the current 
into six 15/20-

amp services, each with a heavy-duty Edison 
socket and magnetic circuit breaker, the Distro 
allows users to permanently wire their amplifiers 

and outboard 
gear while 
p r o v i d i n g 
plenty of 

power to run backline and front of house. 
Since the Distro can be mounted inside a 

standard rack case, it allows users to run a clean, 
simple stage setup without the messy cable 
routing caused by external power supplies. The 
Distro also greatly reduces hum and increases 
ground safety by putting the entire system on the 
same breaker.

The Peavey Distro will be available from au-
thorized Peavey retailers in Q2 2007.

Features
· Six 20-amp power services at 120 volts 

(100 amps maximum)
· Six 15/20-amp Edison sockets with dual 

plugs
· Magnetic circuit breaker on each power 

service
· Two rack spaces
· Terminates in standard NEMA 14-50 plug
· U.S. MSRP $ 599.99
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Pop
1.	 Nelly Furtado	 Say It Right
2.	 Justin Timberlake	 What Goes Around…
3.	 Daughtry	 It’s Not Over
4.	 Gwen Stefani	 The Sweet Escape
5.	 Beyonce	 Irreplaceable
6.	 Ludacris F/ M.J.Blige	 Runaway Love
7.	 Paula DeAnda	 Walk Away
8.	 Fergie	 Glamorous
9.	 Rihanna	 Break It Off
10.	Gym Class Heroes	 Cupid’s Chokehold

Rock
1.	 Three Days Grace	 Pain
2.	 Red Hot Chili Peppers	 Snow (Hey Oh)
3.	 Stone Sour	 Sillyworld
4.	 Godsmack	 The Enemy
5.	 Three Days Grace	 Animal I Have Become
6.	 Saliva	 Ladies & Gentlemen
7.	 Daughtry	 It’s Not Over
8.	 Tool	 The Pot
9.	 Disturbed	 Land Of Confusion
10.	Breaking Benjamin	 Breath

Monthly Music Charts
By JonesTM.com

Country
1.	 Trace Adkins	 Ladies Love Country Boys
2.	 Keith Urban	 Stupid Boy
3.	 Kenny Chesney	 Beer In Mexico
4.	 Martina McBride	 Anyway
5.	 Tim McGraw	 Last Dollar (Fly Away)
6.	 Carrie Underwood	 Wasted
7.	 Jason Michael Carroll	 Alyssa Lies
8.	 Rascal Flatts	 Stand
9.	 Sugarland	 Settlin’
10.	Craig Morgan	 Little Bit Of Life

Urban
1.	 Robin Thicke	 Lost Without U
2.	 Lloyd F/Lil Wayne	 You
3.	 Mims	 This Is Why I’m Hot
4.	 Pretty Ricky	 On The Hotline
5.	 Rich Boy	 Throw Some D’s
6.	 Ludacris	 Runaway Love
7.	 Chris Brown	 Poppin’
8.	 Omarion	 Ice Box
9.	 Ciara	 Promise
10.	T.I.	 Top Back

The DJ Swap Shop

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

Leadership Conference
Minneapolis, MN

March 19-20, 2007
http://www.discjockeynews.com

NAME’s Building For The Future
Atlanta, GA

April, 16-18, 2007
http://www.djkj.com

Camp Mobile Beat
Sturbridge, MA

June 26-28, 2007
http://www.mobilebeat.com

DJ Times DJ Expo
Atlantic City, NJ

August  2007
http://www.djtimes.com

Upcoming Events
Disc Jockey News Northern Conference

Bloomington, MN
October 28-30, 2007

http://www.discjockeynews.com

NAMM 2008
Anaheim, CA

January 17-20, 2008
http://www.thenammshow.com

Mobile Beat Florida DJ Conference
Ft. Lauderdale, FL

October 29-31, 2007
http://www.mobilebeat.com

Mobile Beat Las Vegas Convention
Las Vegas, NV

February 12-14, 2008
http://www.mobilebeat.com

For Sale: Purchase the BPM List 2006 
Edition today at bpmlist.com.Also pick up 
the Most Requested Songs Checklist, a great 
tool for client requests, at djmusiclist.com

For Sale: Entry Level Complete DJ Rig 
w/Lights, Sonic Rack Slant Top, Numark/
PPD Mixer, Dennon Model 1800F CD 
Player, Werk Lite, 2 AKG Wireless Mi-
crophones, Ultra Mic Stand Black Tri-Pod 
w/Boom & Spring Clip, Furman PL-8 + 
Power conditioner, PV. DECA 554 Amp, 
2 14 G Rapco 25ft.Speaker Cables, 2 PV. 
SP-3 Spkr’s, Wheeled Dollys for Speak-
ers, 2 Four Head helos, 2 Large Strobes, 
2 12” Mirror Balls w/Mtrs, 4 Pin Spots, 
Stands & Brackets. Carpeted Sonic Case 
for Mirror Balls, Large Commercial Stor-
age Box (Needs casters installed comes w/
casters) Add it all up and its about $5259! 
I’ll take $2750.00. Call Jim @ (316)776-

1332 or (316)776-9191 or (316)259-5593

For Sale: (4)Double 15” Subwoofer Sugar 
Scoop Sub Cabinets with 1/4” terminal 
jacks in the rear.  They can be purchased as 
unloaded cabinents for $800.00 or loaded 
with Peavey 15” Lowrider Subwoofers for 
$2000.00.  Call D.J. Cuttmaster at 478-
957-6911 or email me at prodjservices@
windstream.net 

For Sale: Karaoke System, Sonic rack, 
CAVS JB-99 w/remote control and approx 
11,000+ songs pre-loaded. Check it out at 
http://www.cavsusa.com/product/H_play-
er/jb99.htm, Also a JVC XL-SV22BK 
Player, Plays CD-G includes about 180 
- 300 tunes on CD-G, Monitor Stand, 19” 
Video Monitor, 13” host Monitor, Plus 
20+/- books Alphabetized by artist and song 

title in plastic, Approx Value $6250.00 
You can own it for $2700.00 Might part 
out.......Call Jim @ (316)776-1332 or 
(316)776-9191 or (316)259-5593

For Sale: Cortex H D C 1000  never 
used open box  retail $500 Will let go for 
$450  call bill at golden touch dj.  763-
557-6462 

For Sale: 24 - 30 par 36 pin spots and 
rain lights, Didn’t come from Radio 
Shack or Spencer’s. These are Lumi-
trol’s. With heavy duty transformers,  
Contoured color lenses. a little club 
worn. Sold new for $49.00 each. I’ll 
take $10 -$20 each for them. Call Jim 
@ (316)776-1332 or (316)776-9191 or 
(316)259-5593 For Sale: Rane MP2400 
mixer, $250. Viewsonice PJ452, XGA, 
LCD projector, used 4 times, 1800 lumen, 
$850. Call: 270-782-1172

For Sale: Complete karaoke system. 2 
Peavey International 112 speakers with 
stands, 4 channel powered mixer, 2 wire-
less microphones, 2 handheld micro-
phones, library of CDs, books, karaoke 
player, $750. Call: 270-782-1172 or email 
djstevehooks@hotmail.com

Have an upcoming event or meeting? Email the information to us at sales@discjockeynews.com
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www.metrosoundlighting.com
1731 University Ave. W., St. Paul

The Area’s #1 Supplier 

of PRO DJ 
Equipment
• PA • Lighting • DJ•

• Recording • Karaoke •

The Area’s #1 Supplier 

of PRO DJ 
Equipment
• PA • Lighting • DJ•

• Recording • Karaoke •
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NOW! BUY ONLINE!shopMSL.comfor online only specials!

FIREWORKS-like
“Brilliant

FIREWORKS-like
projections !”

Stand-alone 
or DMX!

Only

$249.99!

NEW
!

VUE series
RGB / LED 

effects fixtures

A visu
al milestone in

LED
effe

cts lighting!

• From 84 to 469 RGB LEDs
• Automated + sound

activated or DMXColorbank LED
RGB color mixing

wash light

3 Models
Starting at

$89.99!

“Powered & unpowered
speakers for
bands, DJs &

Karaoke !”

& Thump
loudspeakers

(by Mackie)NEW
!

Series 69
loudspeakers

*** NEWS FLASH!!! ***
Loudspeaker experts at EAW & Mackie

called upon to design affordable 
AND quality loudspeakers.

• Internal 40 gig hard drive
• External USB device support
• Keyboard support & intuitive

live navigation system
• 4 superb built-in EFX
• 3 platter EFX

Only

$899.00!
A total

all-in-one

music
nerve center!NEW

!

DN-HD2500
Hard drive based, professional

media player/controller

5 Models
Starting at

$219.99!
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