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Q Corner: Where Quality Meets Quantity

By Mike Walter

As I'write this my home town of New
York City and my adopted home state
of New Jersey have been devastated by
Hurricane
Sandy.
(Why do
they give
hurricanes
such nice
names? If
it was time
for an “s”
name they
should
have called
this  one
Hurricane
Satan. But
I digress.)
People’s
homes
have been washed away. Banquet halls
on the beach that we play at regularly
have been destroyed. We’ve lost power
and there’s a gas shortage and super-
markets have aisle after aisle of empty
shelves. If 1 didn’t know any better I
would think maybe the Mayans were
right about the end of the world.

In the midst of all this, I’ve seen

some amazing things. One of my DIJs,
Corey Fox, got over a foot of water in
his house. Still, he went and DJed two
weddings less than a week after, enter-
taining people while surely, deep down,
he had to be suffering. It’s that kind of
dedication to our craft (and to our cli-
ents) that makes me grateful for having
the staff I have. Men and women who
understand “the show must go on.”

Of all the things I’ve witnesses or
heard about, regarding our industry,
the best came from another one of my
phenomenal MCs. Many of you in the
industry know Jay Thomson. Besides
being a great DJ, MC and singer, Jay
recently helped launch the video confer-
encing company Bridelive that I wrote
about last month. Jay keeps his DJ gear
in a unit on the fourth floor of a storage
facility. When the storm hit, on Mon-
day October 29th, most of New Jersey
lost electric power. Including, of course,
the storage facility where Jay keeps his
gear. By Wednesday, when power hadn’t
come back, Jay stopped over to the facil-
ity only to find it closed. He had a wed-
ding that weekend (one of the few that
actually went on as planned) and so he
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Talkin’ Bride: Go With Your Gut!

By Tamara Sims

As 2012 comes to a close I thought it
would be fitting to reflect on the many
lessons I have learned from my clients
and fellow
industry col-
leagues. It is
so important
ol as a Dbusi-
| ness  owner
to continue
to learn and
grow  each
@l and  cvery
i day.

Go With
your  Gut!
il Straight and
simple. In
any  situa-
tion whether
business or social, if you feel something
is “not right” it is probably best to walk
away. How many times have you “sec-

ond guessed” yourself and wished you
had stuck with your gut? Too many too
count? It’s ok, as long as you learn from
your mistakes and follow your gut the
next time!

Move On! If you have made a bad
hire, take responsibility for your mis-
take, let the person go and move for-
ward in your business. We received
some great advice this year from one of
our business mentors. If you find your-
self thinking about an employee in a
negative way for more than 30 minutes,
it is time to part ways. A negative em-
ployee can and will be toxic to you and
your team.

ABC! For my fellow Mamet fans,
you know exactly what [ mean. Always,
Be, Closing. Now I am not suggest-
ing you take this as literally as Shelley
Levene or Richard Roma did, but you
should always be in a business mind-

Tamara Sims Continued On Page 2

In The Booth: Know Your Music

By Brian S. Redd

In November, I attended my first
Disc Jockey News Conclave. Like most
DJ conventions, the focus was primar-
ily on new
products, ser-
vices and im-
| proving your

business.
= e e ] The night
—% 7~ |before  the

show kicked
off, a group
of us decided
to have din-
ner in the
pub. We were all talking about typi-
cal first night stuff like where we were
from, how long it took us to get there,
and the types of events we DJ.

Driving Sound To Perfection
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As we all got to know each other,
I was half listening to the pub’s back-
ground music. Not totally focused, mind
you, but just enough to know what song
was playing at any given time. They
were playing a pretty impressive variety
of music. You know, stuff that’s familiar
yet you just don’t hear every day. Rob-
ert Palmer’s “Every Kind Of People”
came on and without even thinking, |
said “Ooh good song!”

“What is it?”” someone said.

“Listen, anybody know this one?”

“I don’t know this one. Who sings
it?” someone asked.

“Listen to his voice. You’ll get it.”

Nobody did. We tried a few more that
evening and the result was pretty much

Brian Redd Continued On Page 4
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Sowing The Seeds Of Love

By Mitch Taylor

No...it’s not just a Tears For Fears
track from the 80s...but the cutesy title
I came up
with  for
this article.

“ 1 f
you want
to grow
a prize-
winning
pumpkin,
you’ve got
to plant a
prize win-
ning pump-
kin seed.”

THANK YOU to Jason Spencer of
Spencer Weddings for turning me on
to this quote from a great book entitled
“The Pumpkin Plan” by Mike Michalo-
wicz. Jason presented at The Las Vegas
DJ Show this past September and I had
the pleasure of introducing my good

friend. After the conference, Jason sent
me a copy of the book along with a $10
Starbucks Gift Card (What are YOU do-
ing to THANK your clients for booking
you?)

In the book Mike Michalowicz cov-
ers simple strategies to help you grow
the largest pumpkin... er I mean busi-
ness and profits... in any field. Everyone
has heard that the travel industry is on
its last leg from a brick and mortar type
business and as a former full time travel
agent (and still VERY part time basis) I
was blown away when the first indus-
try he examined was travel. The second
industry he examined was a florist in
the wedding business. Needless to say,
NOW I’m hooked.

What he explained on page 41 with
the quote above “If you want to grow
a prize-winning pumpkin, you’ve got to
plant a prize winning pumpkin seed.”
really hit home to me. You see in 2005
I was loving performing but the perfor-

Mike Walter Continued From Page 1
needed his gear (even though I assured
him we could get him a system come
hell or high water [come to think of it,
that’s a bad cliché to use in this situa-
tion]).

But Jay was determined to get his
system and on Thursday, with power
still out, he made another trip to the
storage facility. This time he found the
owners, a middle-aged married couple,
out front protecting their property. They
explained to Jay that with no power
they could not let him enter the build-
ing. For insurance purposes. Jay pleaded
and begged and when they continued
to refuse he played his last card (and
this is what I love so much about this
story). Jay said, “Do you remember
your own wedding?” Now he’d made
it personal. Of course, this couple said,
they remembered their big day. Jay had
struck a nerve. He continued: Can you
imagine the disappointment you would
have felt if your entertainment couldn’t
have been there? Can you imagine what
this couple must be suffering having to
plan their wedding in this week of all
weeks? Can’t you just make one excep-
tion, this one time, to help a young bride
and groom have the day they always
dreamed about . . .

Not only did they let Jay in, the hus-
band helped him carry his gear down the
steps.

Jay shared this story with me on one
of the worst days I’ve ever had in this
business. It was Thursday, November
Ist, and I was in the middle of talking
to all 24 of our events that were sched-
uled for that first weekend of November
(18 of them weddings). Call after call
I’d been listening to heart ache, disap-
pointment and even some tears. Brides
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who were forced to move their wed-
ding dates. School dances postponing. A
Sweet Sixteen that had to cancel, even
though their facility had power, because
a township wide curfew would stop their
guests from showing.

And then Jay called to tell me he
didn’t need to borrow any gear for the
weekend. He told me how he’d gotten
his system. And for the first time in days,
Ilaughed out loud. I was thrilled because
of Jay’s determination. I was joyous be-
cause of this couple’s decision (obvi-
ously owing to fond memories of their
own wedding). And I laughed because
I was reminded of just how special our
careers are. We don’t save lives and we
don’t climb utility poles to restore power
to people badly in need. But what we do
(especially when we do it well) is make
indelible memories on some of the most
important days of people’s lives. Don’t
ever forget that. Be proud of what you
do and always do it to the best of your
ability. Because someday, maybe years
and years from now, when one of your
brides and grooms is asked if they re-
member their wedding day, you’ll want
them to smile and look at each other
and you’ll want their hearts to melt just
enough that they’ll break a silly old rule
and let someone into their storage facil-
ity even though the power is out.

And that, dear reader, is the thought I
leave you with in my last article of 2012.
Do your job so well that maybe someday
your clients would break a rule remem-
bering how awesome their day was.

Mike Walter is the owner of Elite Entertain-
ment of New Jersey and a nationally recognized
expert in the area of multisystem company de-
velopment and staff training. You can contact
Mike at mikewalter@discjockeynews.com.
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mance of being a mobile DJ had got-
ten old to me. I was tired of doing the

A SIMPLE STRATEGY TO GROW A
REMARKABLE BUSINESS IN ANY FIELD

THE

PUMPKIN
PLAN

MIKE MICHALOWICZ

AUTHOR OF THE TOILET PAPER ENTREPRENEUS

same old, same old and it seemed as if
every event blended into each other and
honestly, [ was getting bored. I began to
think to myself “There’s gotta be some-
thing more!”

I reached back to moments previous-
ly in my career that had inspired me to do
great things and remembered the name
Mark Ferrell. I decided to do a google
search and see where Mark was these
days and what he was up to. I stumbled
upon Disc Jockey America.com in that
search, found Mark and joined the site.
DJA Radio was BIG at that time and
that also became an inspiration for me
to attend my first DJ conference since
starting my own company. That first
conference was run by the husband and
wife team who founded this very paper
you’re reading - John and Lori Young. I

went to the Northern Disc Jockey Con-
ference 2006 and became inspired once
again by my peers and attended my first
Breakfast With The Game Master there
as well. Soon after I attended Mark Fer-
rell’s big pumpkin seed for his business
The Love Story Workshop.”

That’s the point. In order to take ac-
tion... you must be inspired. Something
inside you must WANT to change.
Then... you must seek out whatever it is
you are looking for and a way to change
it. For me, the seminal moment was real-
izing | was bored and the shift in mind-
set during these events and at The Love
Story workshop.

Mark’s prize winning pumpkin seed
for his business, his signature piece was
The Love Story. With the technology
available to us today there are COUNT-
LESS aspects of your business where
YOU can create your own prize winning
pumpkin seed... er signature piece. That
piece is WHY people book you. It’s what
separates YOU from everyone else. You
NEED to develop it, water it, nurture it,
REMOVE any weeds (bad seeds... par-
don the pun) that are stunting its growth,
and care for it until you explode your
business with this one aspect that you
do better than anyone else. Hopefully
I’ve planted the seed now in your head
of something you can do to help grow
your business. The follow-through is up
to you.

Mitch Taylor is an 18 year veteran
of the mobile disc jockey industry, start-
ing out on the cruise ships of Carnival
Cruise Lines. He is a member of the
American Disc Jockey Association and
WED Guild™. Mitch owns and oper-
ates Taylored Entertainment in the Up-
per Peninsula of Michigan and can be
reached at 906.786.6967 or via email at
mitchtaylor@discjockeynews.com.

Tamara Continued From Page 1

set wherever you are. Jay and I recently
had dinner at a new restaurant in Chi-
cago and while we were in the car on our
way, we received an inquiry to DJ their
New Year’s Eve Party... it was purely
a coincidence as the manager found our
company via Google. When we arrived
at the restaurant we asked to see the
manager and explained to her that we
owned Something 2 Dance 2. She said
that “it was meant to be” and she took
the time to chat with us about the party
and our company and the next day we
had a contract. You never know when a
new business relationship will arise, so
always have cards in hand, in your gym
bag, in your car, etc.

Surround yourself with positive peo-
ple! This is huge. They say misery loves
company, well I say positive energy
loves positive energy! I would much
rather be with a group of people who
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are smiling and laughing. Life is short.
Don’t waste your valuable time with
people who constantly complain, berate
others or take comfort in other people’s
problems. You all know who these peo-
ple are in your life, so get rid of them!

The best thing I learned in 2012: No
matter what happens, You CAN always
have a better day!

Thanks for another great year and I
look forward to seeing you all in 2013.

Please feel free to share your com-
ments with Tamara at: tamarasims@
discjockeynews.com

Tamara is the Director of Sales and
Marketing for Something 2 Dance 2
DJ Entertainment in Schaumburg, IL,
which she proudly owns along with her
husband Jay Sims. She has over 20 years
experience in the wedding industry and
loves creating wonderful wedding mem-
ories for her brides and grooms.
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The Way I See It: ‘Tis The Season
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By Michael J. Lenstra

“I wish they would just call it Retail-
er’s Day and be done with it,” my sister
lamented. “That’s what it really is.” This
outburst, which pretty much summed
up her feelings on the upcoming holiday
season, came just days after she told me
she had
a heated
argument
with her
daughter
on the
subject
of put-
ting up
a Christ-
mas tree
this year.

“We
are  not
even go-
ing to be
home [this Christmas],” she reasoned.
“Why should we put up a tree or out-
side lights?”

It sounded like a typical left brain-
right brain debate: logic vs. emotion.
And even though, in a practical sense,
my sister may have been right, she also
may have been missing the point. May-
be we all are. What is supposed to be
a time of religious observance, peace,
and goodwill toward all has evolved
for many into a period of stress and fi-
nancial burden. My wife pretty much
sums up my sister’s thoughts. “I don’t
even look forward to Christmas,” she
has said in the past. “It’s just so much
work.”

Yes, Christmas has taken a beating
in the last few years. Some department

stores refuse to use the “C” word in their
advertisements for fear of offending
someone, and debates rage over wheth-
er it is allowable for a municipality to
display their nativity scene in a public
park. And while we seem to hear more
and more about jingle bells, the holiday
movie season and the economic impact
of Black Friday, we also seem to hear
less and less about the baby born in a
manger over two thousand years ago.

The dilemma is not lost on Univer-
sity of lowa’s journalism professor Ste-
phen Bloom, who wrote the following in
The Atlantic:

“After years and years of in-your-face
religion, | decided to give what has be-
come an annual lecture, in which I urge
my  stu-
dents not
to bid
strangers
‘Merry
Christ-
mas’  or
‘Happy
Easter,’
‘Have you
gotten
all  your
Christmas
shopping
done?’ or
‘Are you
going to
the Easter
egg hunt?’ Such well-wishes are not ap-
propriate for everyone, I tell my charges
gently. A cheery ‘Happy holidays!” will
suffice. Small potatoes, I know, but did
everyone have to proclaim their Christi-
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anity so loud and clear?

“Maybe it wasn’t such a good idea.
One gutsy, red-in-the-face student told
me in no uncertain terms that for the rest
of her life, she would continue offering
Merry Christmas and Happy Easter tid-
ings to strangers, no matter what I, or
anyone else, said, because, ‘That’s just
who I am and I’'m not about to change
- ever!” Score one for sticking it to the
ethnic interloper.”

Our industry has been affected as
well. Many of us look forward to the tra-
ditional office party for a change of pace
from the wedding season and our last
chance to stuff our own stockings before
we go into hibernation (better known
as our slow season). But many of those
T, parties
have been
set aside,
either for
budget
reasons or
other is-
sues. In
addition,
there’s the
need  to
balance
the politi-
cally cor-

2 :
i rect tight-
- rope.
| | s I “Cer-

tainly, par-
ties can be a great way for companies to
make employees feel appreciated and
for people to relax, get to know each
other and share the joys of the season,”
advises leagalzoom.com. “However, it

is important to get familiar with the le-
gal liabilities associated with hosting a
business party—so that you can avoid
potential problems and possibly, even
lawsuits.”

Instead of a Christmas party, some
of our own clients have opted instead
to have a company picnic in the sum-
mer. Or they rename the annual event
the year-end party; subsequently, they
inevitably ask us to stay away from any
music that specifically mentions Christ-
mas.

The solution, at least for the office
party, may be to ask your clients just to
refer to it as a holiday party and then
suggest they put up a few Christmas
decorations, some snowflakes, maybe a
menorah or two, and some New Year’s
Eve decorations. That way every holi-
day is represented. Offer only food and
soft drinks with a cash bar as an option.

Ben Franklin may have simplified it
best when he said, “A good conscience
is a continual Christmas,” and maybe
we would serve ourselves and others
best if we remembered that. So what-
ever your beliefs or your reason for the
season, I want to take a moment to wish
you and your loved ones a peaceful and
memorable one and hope that your new
year is filled with good fortune—and
lots of gigs.

Mike Lenstra is the owner of Alexx-
us Entertainment and a full time DJ/
Entertainer in Dubuque, IA. He can
be reached at mikelenstra@discjock-
eynews.com
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From The Other Side: Stuck In A Rut?

By Jake Palmer

There’s nothing worse than feeling
like you’re stuck in a rut... whether it’s
professionally or creatively. Ever just
feel like you’re spinning your wheels,
burning out, or just tired of Gangnam
Style?

This industry has a high “burn-out”
rate for a reason. Do you ever feel like
you spend all
week guaran-
teeing you’re

going to be
busy all week-
end? Some
nights you
leave a wed-
ding feeling

like you just went through the motions,
with no passion or feeling, you hear
yourself telling a friend “the wedding
went ok, nothing special, just ok.”

Hey we’ve all been there, we’ve all
looked a wedding crowd and then at
our music and thought... “hmmm, now
what?” We’ve all hung up the phone
with a bride who just explained they are
going to use DJ McCheezy instead of

you, because Cheesy has the unlimited
package and the JBL sound system for
only $795... And we think really? What
do I have to do for these people to re-
alize that I got skillz? Don’t they know
that [ have a tux and lights, even a mir-
ror ball, I mean... I deserve this gig...
Darn Craig’s List DJs are killing me!
Sound familiar? I sure hope not,
but let’s be realistic here, it happens to
the best of us. The difference between
run of the mill, or “former” is all about
HOW we deal with these feelings and
attitudes. We overcome or we go away.
1. Attitude, Attitude, attitude. If your
attitude is not positive, then you are not
positive. Ever notice the one thing suc-
cessful and happy people have in com-
mon... they all have a great attitude.
They have a positive, up-beat, “can-do”
kind of attitude. If you tell yourself you
suck, eventually you will, ever wonder
what will happen when you tell yourself
you’re great?
2. Fresh Eyes. Learn to look at prob-
lems as well as everyday situations
through fresh eyes. Never be afraid

to think out of the box. Have you ever
noticed that it’s always the new guy at
any company who always has the cra-
zy, wacky, bigger-than-life idea? It’s
because he hasn’t been a around long
enough to see the boundaries. He has
a good idea and says why don’t we do
this? He doesn’t say “we can’t do this.”

3. Do something for yourself and
your business. Do something fun with
friends or family. Go somewhere and
just relax. I always make it a point to go
hunting with my son this time of year.
You can attend a workshop or conclave
with friends or colleagues.

Make the most of every non-enter-
taining experience, try to find time dur-
ing the holidays to smile and simply
enjoy the moment. Forget about the
presents and the prep, the food and the
functions, just appreciate your family
and friends around you, it can be very
refreshing. Spend time on your business
in a small way... design a new business
card, update your voice mail. Look for
little things you can do to keep things
fresh, if only in your own vision. Buy

a new toy for your system. You would
be surprised how cool it is to get new
speaker stands, or a new laptop case, a
stand for your I-Pad.

4. Take in outside influence. Go to a
seminar, or a training course. It can be
as simple as joining a community orga-
nization, or taking a class at a commu-
nity college. Influences can come from
anywhere at anytime. Go to someone
else’s show, tag along with a colleague
or go to a dance that someone else is do
the work at, or simply get together with
some other DJs for some brainstorming
and creative idea generating.

Enjoy the down time if you can, per-
sonally I am taking my wife out for din-
ner and a movie, we try to do that every
three years, whether we need to or not...
Mr. Romantic, that’s me!

Don’t get down, and don’t let the
burn-out catch you. We’ve all been there.

Jake Palmer can be reached at jake-
palmer@discjockeynews.com.

Brian Redd continued from page 1

the same. What’s odd is this isn’t unusu-
al at a DJ convention. You would think
that of all people, a bunch of DJs would
have a better than average knowledge of
music. Yeah I know, the songs we heard
that night don’t make the Mobile Beat
Top 200, but that’s a pretty basic list.

Most everyone knows those songs
on the Mobile Beat Top 200 and people
generally like to hear what’s familiar to
them. That’s why it’s a useful list. The
problem is that this list is far from com-
plete. For instance, anyone ever noticed
that out of 200 titles, there isn’t one Lat-
in track? I don’t know about the rest of
you, but at most every party I do, there
are some Latinos in attendance... and I
live in Wisconsin!

Back in the 80’s, we couldn’t bring
every record we had to a gig. It was lo-
gistically impossible. Instead, we had to
cherry pick a few milk crates worth of
vinyl. Many of these titles were party
favorites like you’d find in a list such as
the Mobile Beat Top 200. With a rela-
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tively limited number of songs to choose
from, it was very important to know
where substitutions could be made.
If someone requested something you
didn’t have, like Led Zeppelin or Ozzy
Osbourne, the DJ knew they could say,
“Ahno, I don’t... Hey, do you like Guns
N Roses?”

Of course this method served two
purposes: One was to be able to make
someone happy with a limited library
and the other was to avoid playing songs
that were either inappropriate or cleared
the dance floor. To this day, although I
carry just about any song anyone could
ask on a little hard drive, I still use this
method of substitution. Instead of mak-
ing one guy happy, I can make most ev-
eryone happy without making an enemy
in the process. This method only works
if you know your music.

With better than average musical
knowledge, we can surprise our guests.
Back in the early 90’s, before Retro 80’s
nights were hot, everyone was dancing
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to stuff like C+C Music Factory and
Black Box. Out of left field, I'd throw
on a cut like Safety Dance or Come on
Eileen and the place would explode!
Why? Because everyone loved those
tracks and since nobody had heard them
since they were hot, they were a wel-
comed surprise.

Some of my current surprise tracks
are “Be Faithful” by Fatman Scoop &
Crooklyn Clan and “It’s Tricky” by Run
D.M.C.. Grandmaster Flash and I had a
sit-down a few years back and it turns
out he does the same thing. I've seen
him do it live a few times and it always
takes the crowd up several notches.

If you feel you are lacking some-
where in the musical knowledge depart-
ment, There are several things you can
do to change this. One thing a person
can do is recognize where they need the
most help and start focusing there. For
instance, if you don’t know a lot about
70’s music, check out the 70’s charts on-
line. If you see a track you are not famil-

iar with, search for it on YouTube and
give it a listen. If you are a Sirius/XM
subscriber, take an hour or so a day and
listen to a station like “70’s on 7. Even-
tually you’ll get to know their playlist.
Then, move onto your next unfamiliar
format.

Sometimes we can even fall behind
on the current charts. It’s happened to
me more than once. When it does, I’ll
refer to one of my DJ music subscrip-
tion services by both reviewing the
charts they put out and listening to the
tracks on them.

Even if you don’t own a track or like
it or would never play it at an event, |
feel it’s still very important to be famil-
iar with it. After all, we are the DlJs.

Brian S Redd is a Mobile/Club DJ
in Milwaukee WI, DJ Youtuber & an
official “American DJ” Artist/ You can
reach Brian at: brianredd@discjock-
eynews.com/




Synergy

By Dean C. Carlson

This past October I hit 24 years of
Dling. In that time I have performed at
2000+ events. I have forgotten more great
songs than I remember. I have seen sta-
ples at weddings come and go, have even
invented a few that [ have been proud of
and some |
would
rather for-
get.

There
are unique
problems
that start to
creep into
a person’s
shows as
time goes
on. The
most  no-
ticeable 1is
when you
drop into
your com-
fort zone and then you hit that dreaded
state - a rut. If it isn’t broken why fix it,
right? After all your clients love what you
do, correct? Not to mention that if you re-
ally are that good you’re going to receive
a bunch of referrals. This year there were
three couples, all former clients, at the
same wedding I was performing for anoth-
er couple. Do you think the same shtick is
going to be good enough then?

So this brings up a couple of great
questions. First is how many variations
of each performance piece do you have?
Second, how long is too long to use the
same performance piece? It’s really easy
to use what you consider your best all the
time and thus having variations typically

end up being only one. So many things can
come up during a show that will cause you
to slide back into your comfort zone. Prob-
ably one of the worst is fear of failure, not
to mention you need to constantly show
your best. [ am not saying that you should
try brand new things without practice at
your shows. Far from it.

As far as to how long is too long to use
a performance piece without change, I am
not really sure. For one thing there are cer-
tain things you can only do with a perfor-
mance piece when you know it so well that
you don’t even have to think about what
to say or do next. Such as living in the
moment and mining your crowd for gems
that if you had to think you would miss.
In the past I would only make changes if
and when I get bored with them rather than
when [ probably should have.

Taking the next step to being a profes-
sional performer means you must be pro-
active with your performances instead of
being reactive. The problem then becomes
not what I should change but what I can do
instead of what I have been doing. After
many years DJing you can get in a rut an-
other way too, creatively. Sometimes you
can just feel tapped out of ideas. Believe
it or not creativity is a muscle skill that if
you don’t use regularly it will atrophy. It
needs to be worked regularly.

So where do you go to find the needed
changes? Obviously a lot of DJs go to DJ
conventions in order to get the new “meat”
for their shows. But most DJ conventions
now a days lack performance and idea
training per say in their seminars. Except
for a few DJs who are very secure and
personally very creative, no one seems to
be stepping forward to take the mantel at
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the conventions any more. The problem is
that most DJs think, and incorrectly might
I add, that these performance pieces are
what make them unique. It’s their unique
selling point; if other DJs do what I am do-
ing [ won’t have that selling advantage.
So where else can we come up with new
ideas? Well you could spend thousands
of hours on Youtube watching other DJs
perform hoping for a gem, or maybe just
those DJs you feel are better than you that
you know of. You could also use Google
and hope for the best. (I'm feeling lucky?)
When I managed a large multi-op I had
the privilege of training DJs all the time.
I would give them everything for a per-
formance piece I used down to the exact
words. And without fail every one of them
would take it and change it in some way to
make it their own personally. If you ask me
I will tell you down to a ‘T’ what I do with
no fear of you using it, go ahead use it. |

have always felt that when I gave some-
thing to another DJ it made me stretch
who [ was by looking for something new.

But even as proactive I had been with
my performance pieces, eventually [ came
to a place where I felt tapped out. As a
teacher it’s really easy for this to happen,
this is probably why some of the great
DJs that have fed the DJ industry for
years have stopped doing it. After all the
D] training seminars and workshops that [
had attended and the hundreds of articles
in every DJ publication I could put my
hands on, nothing new was coming to me.

One day during a company DJ meet-
ing I stumbled upon the answer that has
now fed me for the past 7 years. I decided
to take a chance. I threw out a problem
I had recognized in my performances to
the group, how I hated how long it took
to get the single people to the dance floor
for the garter and bouquet toss. What

Dean Carlson Continued on page 6
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You’re Fired!
By Ron Ruth

If you weren’t paying very close at-
tention during this past election cycle,
you may not be aware that a new law was
passed that will affect service providers
across the country.

In a nutshell the referendum that goes
into effect at the end 0f 2012 reads that con-
sumers can terminate a service provider’s
contract for any just cause. In other words,
if any service provider fails to deliver any
part of the service promised at the time
the contract was signed, the consumer has
7] the power to
walk away
from  said
agreement
without
legal obli-
gation  to
compensate
the provider
beyond the
time the
contract or
agreement
was terminated. In very simple terms,
a service provider can be fired like any
workplace employee for failing to live up
to expectations! No one is immune from
this new law, not even wedding profes-
sionals.

How are you going to protect yourself
from falling victim to this new law? What
steps will you need to take, immediately,
to assure that your clients wants, needs
and expectations are not only being met,
but exceeded? What parts of your busi-
ness operation, service theme and policies
do you need to address today to avoid the
possibility that you can be fired? There’s
no doubt that you will have to take a no
nonsense approach to evaluating every
phase of your operation.

Let’s start with the basics. How will
you adjust your contracting procedure?
Will you become more selective as to the
clients you want to work with as opposed
to going for a quick & easy paycheck?
Will you be more cautious as to making

promises that you know are outside of
your skill set and spend more time ask-
ing questions of the client so you have a
complete understanding of exactly what it
is they want before you agree to be of as-
sistance?

What about training? Are you finally
ready to admit that it’s time to get addi-
tional training that will allow you to im-
prove your performance and level of cus-
tomer care so you’ll be less likely to be
terminated based on ineptitude and lack of
talent? If you’re a multi-op, you’ve really
got your work cut out for you. With the
new law, a simple misstep by an employee
or sub-contractor could create the only
cause needed for the client to terminate
your services. How are you going to as-
sure that each and every member of your
team is not only on board, but up to the
challenge?

How quickly do you respond to a cli-
ent’s email or phone call? If it consistently
takes you longer than a couple of hours,
you may have a problem. Understanding
that other business needs may pull you
away from your office for long periods of
time, it might be wise to let clients know
through an advance email that you are go-
ing to be away for awhile and that it may
take you a bit longer than usual to respond
to their needs and concerns.

How about preparation? Are you cur-
rently giving every event and client the
proper amount of time and effort to address
every detail? When you walk into your
wedding reception, have you checked and
double checked every possible “what if”
scenario to assure that your performance
and the client’s event will be as flawless as
they expect it to be? What are your backup
plans in the event the unexpected rears its
ugly head?

And then there’s the question of at-
tentiveness. If your focus is not on the
event at hand, you could be fired. It would
be a good idea to refrain from Facebook
posts while on the job, especially while
in full view of the guests and your client.

What? You’re not a member?
That’s nuts.

Benefits

Weekly “Safe Songs” Top 40
National Do Not Play List
Hot scoop on new dances

“Responsible DJ” certification

Plus

Listing in the School Dance DJ directory
viewed by thousands of school administrators

Amazing what 50 bucks can buy

It would be a better idea to use that time
doing whatever you can to make the cel-
ebration more memorable and to making
yourself easily accessible and approach-
able. Look for guests who may appear to
be lost or confused with their assigned
seating and offer to be of assistance. Help
a mom locate a high chair for her infant.
Be observant and proactive and don’t wait
for problems to come to you.

No employee ever keeps their job if
they aren’t willing to be flexible with their
responsibilities. How flexible are you? If
you’re set-up and ready to go before your
scheduled time and guests begin to arrive a
few minutes early, are you going to stick to
the terms of your contract or are you going
to go ahead and set the mood by starting
the background music? If children are run-
ning around the dance floor during dinner,
are you going to look at them as a personal
inconvenience or are you going to do what
you can to keep them entertained while
guests finish their meals?

These are just a few of the basics you
really need to consider to keep you from
being summarily terminated under the
new law. Unfortunately, there’s not enough
space for us to discuss attitude, appearance
and aptitude. But that doesn’t make them
any less important and I would encourage

you to include them in your overall evalu-
ation because your clients most certainly
will if they’re not already!

I'm a pretty good judge of character
and [ honestly believe that most Disc
Jockey News readers will have little
trouble overcoming the consequences
of the new law. Keep in mind; however,
no one gets a free pass. The status quo
of adequate performance and service are
no longer enough. Greater attention must
be placed on what will make the client
happy as opposed to what we’ve always
perceived. If not, you could be the first to
hear those dreaded words, “You’re fired!”

By the way, there is no new law. But,
if you read the entire article thinking there
is, I must be the greatest story teller in the
land. Or, you must have been worried
enough about your services to consider
the ramifications. I’ll accept either con-
clusion.

Until next time I wish you and yours
a very happy holiday season and a bright
and prosperous New Year!

Ron Ruth is the owner of Ron Ruth
Wedding Entertainment in Kansas City,
a WED Guild™ member and a self-
professed “Disney Geek.” Ron can be
reached at 816-224-4487 or via email at
ronruth@discjockeynews.com.

Dean Carlson continued from page 5
transpired from that question took a very
unmemorable garter and bouquet toss and
created something very unique and what
was to become a cornerstone of not only
my show, but also the other 20 DJs who
were there that night. That process be-
came an integral part of our training and
growth process we used the rest of the time
I worked there.

Oddly enough I had heard of the word
Synergy before that meeting. Mostly it
was used in conjunction with super smart
computer geeks who took companies like
Microsoft, Apple and Google to incred-
ible heights. But I never thought it could
also be used for small DJ companies. How
wrong [ was. Synergy means two or more
things functioning together to produce a
result not independently obtainable. In the
original Greek it means working together.

Unfortunately this is something that
DJs seem to not do enough of. I mean
look how hard it is to get people to join
a national DJ organization. Imagine if the
function of these DJ organizations were to
use the synergy of the group to produce
epic results for all its members. While 1
was working at the multi-op it was easy to
use synergy because I had a willing bunch
of DJs that had seen it work wonders. For
the last 3 years I have been a single op and
that has changes how synergy works for
me.

So how does it work exactly? Typical-
ly there is a moderator. In my experience
as a moderator you are really responsible
for just keeping the energy focused so it
doesn’t just veer off topic, which is very
easy to do as a DJ. A moderator must resist
the urge to dominate this discussion, yet
also maintain the flow.

Next everyone must check their egos
at the door. Without this trust it can be
very hard to build and without proper trust
no one will open up and share like they
should. If you are stuck on ego you will
be unlikely to also let yourself become
vulnerable. Having trust and vulnerability
allows you to share openly without fear of
what anyone else is thinking.

Never should someone utter the words
“well at my shows I...” this brings in ego.
A great synergy circle is about fresh un-
tapped ideas verse the same old same old.
No idea is a bad idea. In fact the pace of the
idea sharing is also very important. Faster
is better than slower and a good moderator

will know when to pick up the pace. The
group’s overall goal should be to share
as many ideas as possible in a short time
span. This will help stop over-thinking the
issues. Albert Einstein once said, “If at
first the idea is not absurd then there is no
hope for it.” The second you cheapen one
person’s idea in the group, you will shut
down the maximum potential of the syn-
ergy circle. Encourage the group to speak
in headlines and stay on topic.

As the circle makes progress a good
moderator will see certain ideas that hit
home with more than one person in the
group. After the fast and furious round
comes a time of review and fleshing out
the bright spots. This is where things be-
come more visual and sketched out. Don’t
be discouraged if your end result looks
nothing like you thought in the begin-
ning. Wasn’t that the point all along? If
the energy at the end of the group is like a
live wire, then you have something really
good.

I mentioned earlier that [ am a single op
now. Yes it can be tougher to form a good
synergy group but my guess is you know
5-8 great DJs that you can conference call
every once in a while. Every time you do
this, let someone else come up with the
problem you want to solve. This works
with just about everything including busi-
ness problems. The best lesson I have ever
learned as a DJ is that there are others out
there that want to see you succeed. They
are not hard to find. Wouldn’t this be a
great exercise every month for 20-30 min-
utes at a National DJ Organization chapter
meeting?

The reality is that it isn’t what you do
that makes you unique, it who you are
that makes you unique. Personality is
the exponential multiplier when it comes
to making your performances uniquely
yours. That’s why ideas sharing like this
is so wonderful. No matter what idea you
share, the others will take it and put their
own twist on it and make it theirs. If you
want to truly take your performances to
another level, jump into a synergy circle
and tap into a greater you. Not only will
your shows be better, so will the entire DJ
industry. Good Luck and Great Shows.

Dean Carlson can be reached at dean-
carlson@discjockeynews.com.
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Please Stop Cold Calling And Get A Sales Life... There Is A Better Way

By Jeffrey Gitomer

“That’s all I can stands. I can’t stands
no more!” When Popeye the Sailor says
that, a can of spinach appears out of no-
where, he pops it open, and downs it to
gain amazing strength. From there he beats
up Bluto and
rescues Olive
Oil.

Well, I'm
grabbing my
can of spin-
ach  because
I can’t stands
no more! [ just
ead an article
eferencing the
1“Seven Secrets
o Cold Call-
ing Success”
originally written by a chef turned finan-
cial planner.

QUESTION: Cold calling is so dead,
why are salespeople still doing it?

ANSWER: Their boss makes them, or
they haven’t figured out a way to make
meaningful connections without being an-
noying.

I’ll save you the trouble of trying to
find the article. Here are the seven “se-
crets”...

1. Plan Ahead.

2. Investigate Before You Call.

3. Seek Out a Personal Connection.

4. Get Information Before You Give It.

5. Get Out of Your Chair and in Front
of a Mirror.

6. Keep Careful Records.

7. Use Referrals in Your Voice Mail
Message.

HELP ME! Where are the secrets?
Maybe it’s a “Where’s Waldo” game.
Yeah, that’s the secret, er, I mean the tick-
et.

QUALIFICATION AND REQUEST:
Please do not email me and drone on about
how cold calling works. It doesn’t work
97-99 out of 100 times. It’s the most rejec-
tion-laden sales process in existence and
the cause of more depression, low self-
esteem, reluctance, avoidance, and disap-
pointment than any other sales strategy [
have ever seen (or used).

Excessive rejection from cold calling
turns you into another Popeye character:
Whimpy — foolishly begging for a ham-
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burger and offering nothing in return.

This article will give you alternative
smart ways to make POSITIVE connec-
tions. And be advised — they are NON-
secrets. Rather, they are obvious strategies
that you can easily and enjoyably employ
— BUT they require work.

If there’s a secret...

* It’s to attract new customers, not pro-
voke them.

* [t’s to build value-based relationships
with existing customers, not ignore them.

* It’s to be proactive in a positive way,
not call and ask, “who’s in charge of...?”

* It’s to approach the process of getting
new customers in a better, smarter way,
because there is no worse or dumber way
than cold calling.

Here’s my “eat-your-spinach” plan for
you — the 7.5 “one-a-day” strategies that
will earn you ten times what the cold call
will produce, build your reputation, and
keep your customers loyal:

1. Visit one customer a day. Talk to the
people that love you and already buy from
you. Find out why they do and ask them
if you can record it on your smart phone.
Video is best. Just a documented minute
about their “why.” NOTE WELL: If you’re
reluctant to do this, it’s because your rela-
tionship with the customer is weak or non-
existent.

2. Have coffee with one customer a day.
Start your day at 7am. Build the relation-
ship. Talk family. Share passions and goals.
Look for ways to help. Look for ways to
connect again. DO NOT ASK FOR BUSI-
NESS OR REFERRALS. Keep it social.

3. Give one referral a day. This is a
revelation, and an overlooked golden op-
portunity to most salespeople. Think of the
WOW your customer will have when you
refer business to them and think of the val-
ue you’ll build at the end of a year.

4. Attend one face-to-face networking
event a day. Don’t just show up. Show up
prepared. Meet new people. Get involved
in the group. Give a speech on the value
of giving value. This will help you become
known as a person of value.

5. Make a wish list of five potential cus-
tomers and post a daily value message for
them. Incorporate your prospects and your
customers into your outreach. When you
name them by name, their search will un-
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6. Get business social media savvy.
Write and tag every day. Post one customer
compliment a day. Post one idea every day.

7. Start a meaningful blog. Something
that can give valuable information to those
you seek to connect with. Start by posting
the qualities of your best customers. Fea-
ture them, not you.

7.5 Wake up and write. It’s the founda-
tion of your messaging and communication
success. It’s been my personal secret for
the past twenty years — and I plan to do the
same for the next twenty.

The big secret is, you gotta do every-
thing on the spinach list. That’s the “work”
part. The good news is it’s all positive work.
It’s career building, value building, reputa-
tion building, relationship building, sales
building, attitude building, pride building,
and success building work. All the things

cold calling is NOT, and will never be.

Put that in your pipe and smoke it, Blu-
to.

Want a few more non-cold-calling
ideas? Go to www.gitomer.com and enter
the words WASTE OF TIME in the GitBit
box.

Jeffrey Gitomer is the author of The Sales
Bible, Customer Satisfaction is Worthless
Customer Loyalty is Priceless, The Little Red
Book of Selling, The Little Red Book of Sales
Answers, The Little Black Book of Connec-
tions, The Little Gold Book of YES! Attitude,
The Little Green Book of Getting Your Way,
The Little Platinum Book of Cha-Ching, The
Little Teal Book of Trust, The Little Book of
Leadership, and Social BOOM! His website,
www.gitomer.com, will lead you to more in-
formation about training and seminars, or
email him personally: salesman@gitomer.
com <salesman(@gitomer.com> .
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How To Valuate Your Business

By Rick Brewer, GetMoreBrides.com

Years ago, I worked for a business
brokerage. I had recently sold a busi-
ness and was fascinated by the pro-
cess. In selling my business I found
some interesting statistics. 1 learned
that most businesses never plan to sell
their business and in fact are reaction-
ary in selling their business. As [ went
on to help oth-
ers sell their
businesses, 1
found three
typical  rea-
sons for want-
ing to sell:

1. Burned
out: They had
struggled for a
long time and
were not real-
ly doing what

they loved and adored.

2. Change of circumstance: Either
they or a loved one became sick, died,
or something drastically changed in
their lives that their business no longer
fit. In this category are the folks who
want to leave the business to their kids
and the kids don’t want it.

3. Financial fall out: Either they had
struggled down to the bottom, they
had an unexpected expense, or they
simply got caught with their shorts
down when the big box store moved a
block away.

No matter what the reason was, less
than 5% had a reasonable expectation
of where they should price their busi-
ness and were disappointed when I
gave them a fair market valuation. The
formula is simple: Take your inven-
tory, F F and E (Furniture Fixtures and

TRICERASOFT

Equipment) put garage sale pricing on
all of it. Add in any real estate. Then,
depending upon how long they were in
business, you had a factoring of good
will (profit or customer base) based
on the frequency and fluidity of pur-
chases. This is a simple formula and in
no way represents what your business
may or may not be worth. Let me ex-
plain why.

Here are some of the struggles in the
wedding industry: 1. There is always
used gear, equipment and any neces-
sary inventory one could purchase at
fire sale pricing. 2. Rarely, if ever, is
there real estate involved. 3. Good Will
is non-existent because we only see
our customers once. We do not have
repeat customers and anyone buying a
business will do so based on walking
into an existing customer base.

Because we have a hard time put-
ting value on our business (not that our
businesses our worthless, but they are
hard to value to sell), we spend a ton
of time building something that has no
worth to anyone but ourselves. That is
why my suggestion is we systematize
everything that we do.

By systematize, I speak about put-
ting ourselves out of the business and
working to have the people we hire
work the systems we have created to
run the business and make the money
for us. The biggest involvement in your
business could come down to stopping
by and picking up the money once a
week. The key becomes being able to
translate the things that you so aptly do
to someone else who will do them just
as well, while making you a few bucks.

While it is easy for me to speak

KARAOKE

about doing this and it happens every-
day in the wedding world; the fact is
we will have a huge struggle in trying
to find a buyer who can. Think about
how hard getting proper credit has be-
come, let alone finding the person who
is willing to leave their security at their
full time job.

If you are looking to start an exit
strategy and are looking for help, con-

nect with me and let’s talk about po-
tentially working together to help you
build you business up so you can step
out.

Rick Brewer is the Nations Fore-
most expert at Marketing and Selling
to Brides. You can sign up for Ricks
Free Weekly “Marketing To Brides Tip
of the Week” on his website, www.get-
morebrides.com
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The Kids Are All Right

By Rob Peters
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You know, it’s funny how quick a
year goes by.

I just went and looked through some
of my old writings for the Disc Jockey
News and it seems that the time just flies
by. I even re-read last December’s arti-
cle so I could become inspired to give
you all some-
thing useful.
So this month
is not about
kids, but
rather some
|inspiration
as we all get
ready for the

New Year!

So  here
it 1s....this
“Jmonth  my

message s
simple: LOOK back so you can MOVE
forward.

One of the most recent events in the
business world has been the sudden and
unexpected closure of Hostess Brands.
In looking at the course of events that
has led to this, there are two sides that
were unwilling to negotiate. As of the
writing of my article, the United States
Bankruptcy Court has given Hostess
permission to begin liquidation and
over 18,000 people are now unem-
ployed. This all could have been avoid-
ed if Hostess had looked back and made
changes to move forward. Having filed
for bankruptcy, management could have
(and should have) made more changes
and re-structured their business model.
In addition, the employees and their
unions were unwilling to compromise,
and basically felt that management’s

threats were similar to the threats made
the last time there was a negotiations
impasse. They called management’s
bluff and lost, and unfortunately, they
are mostly out of work.

So what lessons could be learned

from all of this? The first (and obvi-
ous) big lesson is that your brand and
your business are only as strong as the
people who make it happen for you, and
one decision could cause your business
to fail. The second lesson is about who
works with you and for you...if you’re
unwilling to work WITH them, then
how can you expect them to you? Let’s
be honest, we work in an industry where
there can be moments of a dark side, or
unprofessionalism...it’s  everywhere.
By working WITH your talent, and even
with those who could refer you work

)
MUSIC

“the DJs t

and who you network with, you can be-
gin (or continue) to strengthen loyalty
with them.

Another big lesson from all of this is
that most business decisions are not nec-
essarily black or white. There are shades
of gray in most
business deci-
sions, includ-
ing those deci-
sions made by

the manage-
ment of Host-
ess  brands.
By choos-
ing to cease
operations,
. management

basically said
that they were
unwilling  to
explore those
options  with
the unions and
employees.
The  unions
and employ-
ees were just
as guilty in this case...unfortunately, ev-
eryone lost (including me...I LOVE an
occasional deep fried Twinkie).

But let’s go beyond Hostess and look
at your business. We are at the time
of year where we begin to think about
those “New Year’s Resolutions” for the
upcoming year. Have you thought about
what you’re going to do with your DJ
company to ensure your survival in the
upcoming year? It’s no big secret that
competition in our industry exists, and
there are people who “think™ that they
can become a DJ. We all have our unique

Lcom
oystore

oThe Best Brands & The Lowest Prices!

eThe Largest Sclection of Lighting €ffects
& Uplights on Display

trends.com
2947 Hempstead Turn
Levittown NY, 11756
1-888-621-DJDJ (3535)
(516) 796-7755

pike

selling proposition that helps us iden-
tify what makes our businesses unique.
But what steps are you going to take to
make your company stronger?

Before going there, take a look at
what you have done this year and start
on improving and looking at what you
could do better. We are not perfect,
regardless as to what we may post on
Facebook or on industry related forums.
Is there something you could do better
in 2013 that you are not already doing
now? Maybe it’s improving your per-
formance or sales skills, or perhaps it’s
a new product or service offering you
have had demand for over 2012.

Another consideration us whether
you have begun working on a market-
ing or strategic plan for next year. Once
you make these decisions about where
you are going, you need to figure out
how you are going to get there. So sit
down and put together a plan that is go-
ing to help you get to where you want to
be. It’s like making a list of New Year’s
Resolutions, but this list is for your
business!

Before looking at the new things...
take a good look at what you can im-
prove upon first. You may be surprised
at what you may find. If you don’t know
where to start, perhaps talking with your
previous customers from 2012 could be
a great please to start. They will appre-
ciate your honesty in wanting to learn
what you can do better, and will be flat-
tered that you value your opinion.

Remember one thing...only you can
decide what is best for your business.

Happy Holidays!

Rob can be reached at: robpeters@,
discjockeynews.com.

eQuthorized Dealer for ALL MAJOR BRANDSe
eSecrving Pro Audio & Lighting Community Since 1980¢
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February 4 -7, 2013

Riviera Casino & Hotel
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Follow Your Passion and "Quit

Your Day Job” with Jon Acuff TUES NIGHT, FEB 5:

Jon Acuff, author of Quitter, will show
you how to “blow up your dream

without blowing up your life.” He doesn’t % )
just write about it... he segued from day A R | WED NIGHT/ FEB 6:
job to dream job when he joined Dave o £
Ramsey’s team to become a full-time
author and national speaker. If you

are thinking about going “all in” on
this DJ thing, don't miss this seminar!

Relight Your Fire and Refocus
Your Energy with Judson Laipply

~EXHIBIT HALL STAGE:

Offering much more than just a funny

dance, Judson Laipply is a sought-after

motivational speaker who will inspire I bl T S
with a funny, high-energy session H . HHH T
that is sure to be a show highlight! His

presentation will, of course, include REGISTER NOW
a live performance of his YouTube

sensation, “The Evolution of Dance! https://memberS.mObi|Ebeat.C0m
Rock Your World, One Day or call 800-257-7635

at a Time with Dayna Steele

For almost 20 years as the First Lady

of Houston Rock Radio, Dayna Steele IT PAYS TO STAY

rubbed shoulders with and interviewed

the icons of rock. Now, as a success | ; AT THE SHOW HOTEL

consultant,  FastCompany  blogger X Al .
and author of 101 Ways to Rock Your Riviera room rates rolled back

World she will help you apply the j-__- o 349 PER N|GHT

success secrets of the biggest stars

to your own entertainment career. Siay o 'rhe cenfer OI: the action
’
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““Come-early and enjoy the Big Game<&" .
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Groom With A View

DISC JOCKEY NEWS « DECEMBER 2012 ¢ PAGE 11

By Mike Kazis

I didn’t think anyone would notice
but someone did. Someone noticed
that 1 didn’t submit articles for the
September
and October
editions of
Disc Jockey
News. It
was mighty
flattering to
be missed.
The truth is,
I took two
months off
from writ-
ing in July
and August
to spend
more time
planning and attending my own wed-
ding. After over twenty years of expe-
riencing weddings of friends, family,
and clients, I truly was amazed at how
much i was able to enjoy the moment
without any loss of luster.

Of course, it goes without saying
that what truly made the experience so
magical was who I got to share it with
(and I’m not just saying that because
she reads my articles and I’m looking
to score big points). My new wife and
I had so much fun from start to finish
and I’ve finally gotten the privilege of
experiencing a wedding from my own
point of view. I now know what it’s
like to book the church and the hall, to
sign the checks, to make the choices
for the music, and to accomplish many
other wedding planning tasks that
made that day so memorable.

All that planning and hard work
was truly worth the effort because in

all my experience as a DJ, never did |
have that much fun at a wedding. It’s
this feeling I want to focus on for this
month’s column because there’s defi-
nitely some value in understanding the
bride and groom’s point of view when
it comes to the wedding day. Some
of you married readers likely already
know what I’m talking about so this
information isn’t a new discovery but
there are still many DJs out there are
still single and haven’t experienced
the emotional bliss of their own wed-
ding or maybe you married DJ’s need
a reminder of that experience. I want
to help you all understand how to
increase your empathy toward your
brides and grooms to help give “them”
a greater experience.

Allow me to begin by repeating a
word I mentioned in the last sentence
- empathy. What is it? Empathy is the
understanding of another person’s
feelings, thoughts, or emotions. For
instance, if a friend is sad because he’s
lost a loved one, you may truly under-
stand what he or she is experiencing
emotionally and you are therefore em-
pathic to their current emotional state.

Empathy is often a sought after
characteristic in corporate America.
Having the opportunity to work with
several mid-to-large sized companies
had taught me that managers and busi-
ness owners alike have found that
employees that are more empathic to
customers are more successful with
providing greater customer satisfac-
tion than those employees that are less
empathic.

Now that you know what empathy
is and that it can be used to improve

s &

www.DigiGames.com

your customer satisfaction, how does
one learn to become more empathic?
Most experts advise that you start by
learning to become an empathic lis-
tener. Empathic or active listening is a
popular topic where, according to the
late, great Stephen Covey, author of 7
Habits of Highly Effective People, is
the ability to understand the feelings
of others when you speak with them.

Bt

"l know exactly how you feel."

Salespeople, for instance, are often
taught to be empathic listeners so that
they know exactly what products or
services will make their customers
happy. A technology consultant be-
comes an empathic listener to help him
better understand a client’s problems
and therefore helps him or her provide
a better solution to the client. A wed-
ding DJ becomes and empathic lis-
tener for his or her brides and grooms
in order to provide the best customer
service and music at their weddings.
Becoming an empathic listener is
not a difficult task. You just need to
concentrate on keeping a conversa-
tion focused on who you’re speaking
with. For instance, if you were speak-

Toll-Free 1-888-874-8427

ing with a friend who just said, “I fi-
nally got what I was hoping for!” You
wouldn’t respond by saying, “That’s
great. | got a raise earlier this year,” or
any similar response that turns the fo-
cus on you. A response of an empathic
listener would be one that keeps the
focus on the speaker. You therefore
might respond to your friend by say-
ing, “That’s great, you must be really
excited!” Or anything similar
that prolongs their enjoyment
of sharing the news with you.

In addition to listening em-
pathically to your bride and
groom, [’ve found that it’s also
important to give them their
space when they need it and
your attention when they’re
ready for it.

During my wedding, from
the minute I got out of the car
at the church, I was bombarded
by family, friends, and ven-
dors all at once. My wife and 1
didn’t have a moment of freedom until
we got into the limousine, leaving the
ceremony and headed for the recep-
tion hall, where we were once again
bombarded by family, friends, and
vendors - taking photos, checking the
reception room, and making sure ev-
erything was running smoothly. It was
then that I appreciated the fact that I
didn’t have to worry whether my DJ,
my friend and associate, Mike Wieder
had everything well in hand.

Mike can be reached at mikekazis@
discjockeynews.com.

At bk
Vs

LS




PAGE 12 « DISC JOCKEY NEWS ¢« DECEMBER 2012

Holiday Lighting... Beyond The Christmas Lights!

By Jeremy Brech

So many DJs or lighting companies
find that going into the colder months
that business seems to slow down. Yes,
winter weddings, and Christmas parties
are always popular but what about that
extra work that is out there? You know
the work that most of us don’t even think
about. We have such an advantage in
our industry as DJs and lighting design-
ers because of the awesome technology
we have
in  light-
ing and
sound. So
what are
you doing
with your
equip-
ment in
the  off
g secason?
Don’t put
it on the
back burner. This is your chance to re-
ally show what you can do with your
lighting.

At DJ Jer Events and Lighting De-
sign we have been fortunate to work
with many businesses during slower
times. Because of the opportunities we
have created, our off season keeps get-
ting shorter and shorter! So what are the
tricks to keeping yourself busy when
people aren’t booking your DJ servic-
es? Find ways to utilize your lighting.
Use it to promote businesses and com-
munity events.

Each year our city holds the Parade
of Lights, which yes, as you can imag-
ine is a parade or Christmas lights. But
with a little thinking outside of the box
you can create something even better
and more exciting. Our float is one of
the most anticipated floats because we
are always pushing the ballot and rais-
ing the standard of what a cool float
should look like. By using some of the
lighting you already have you can make
areally amazing float which people will
remember the float and “your” name!
Our theme each year is the Grinch. The

first year we did this float we received
the award for best use of lights and there
wasn’t one string of Christmas lights on
our float. How did we do it?

We rent a large flatbed trailer and a
scissor lift. The scissor lift is chained
and strapped to the back end of the flat-
bed. We then raise the lift about 15 feet
in the air. We created a sleigh that sur-
rounds the basket of the lift. We then

The main city park in Sioux Falls, SD using Chauvet Colorado series lighting to illuminate Falls

Park.

put some 2x4 boards and made them
look like runners. We then securely
screw two Chauvet color strips on each
side and put them on green. This does a
couple things. The white fabric wrapped
around the sleigh now illuminates green
and the other advantage is when the
Grinch leans over to wave at people on
the parade route he will glow green.

So how do you cover up the rest of
the scissor lift? We had about 12 white

bed sheets which were donated from a
local linen company sewn together. The
sheets are then attached to the bottom of
the lift basket near where the jack part
of the lift holds the basket. I will explain
why that is important later. The sheets
are stretched down to the flat bed and
connected to a wooded frame which can
be attached to your flat bed. The gen-
erator can then be hidden under the lift

and under the sheets. The white sheets
will surround the lift all the way around.
These sheets now make the mountain of
snow that the sleigh sits upon. The rea-
son the front part of the mountain is fur-
ther toward the middle of the lift instead
of the front is to give the illusion that the
sleigh is ready to race down the snowy
mountain. For the lighting on the snowy
mountain you can use simple Blizzard
Puck 3 lights and make them an ice col-

Join Today,
Work More Tomorrow!

The ADJA Offers MORE
EDUCATION - NETWORKING
SUPPORT

WeDo! The first app for the iPhone,
iPad, & iPod Touch that allows you to
completely plan your wedding.

Get A Free Subscription
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ADJA + 20118 N. 67th Ave., Suite 300-605 * Glendale, AZ 85308 + 888-723-5776 * office@adja.org

ored blue. It or if you have stark white,
you can add some streaks of white to
give it some contrast.

A little Grinch music of a sound
system and a Grinch looking tree with
presents around it is a good way to add
some extra detail. This is just a teaser
and there really a lot of great affects you
can add to is such as the ADJ starball or
even moving heads to add some spice.
It doesn’t take much
to make a cool effect
and to get noticed.

For the next idea
for your lighting
is very simple and
please note that all of
these lights must be
IP65 or better. Many
businesses and resi-
dence like to spice
up their buildings or
houses for Christmas
and if you knew what
business charge for
Christmas light instal-
lations, you will un-
derstand the potential
cash flow. By adding
outdoor lighting fix-
tures to someone’s
building facade you
are getting them more
attention as well as at-
tention for yourself.
If you really want to
get creative you can
DMX program a light
show to really give an
ultimate experience.
There are many po-
tential clients out there such as the city,
locally owned stores and yes even large
department or grocery stores. If you
would like more information on how to
sell these features to business and how
to create the ambiance correctly, feel
free to contact me. We wish you a safe
and Merry Christmas!

Jeremy can be reached at: jeremy-
brech@discjockeynews.com.

“We“ﬂlp DJs
Builds Grow

Their Business™

We Offer More!

Real local chapters provide “more”
education, networking and support.

“More” benefits that “benefit” you.
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“More” ADJA members in “more”
places.

Exclusive streaming media in HD
Exclusive online Webinars.

One-of-a-kind “DJ in need” program
(see www.adja.org for more details).

“More” Unity -
the ADJA is bringing together
“more” DJs, in “more” parts
of the world, than any other
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Connections: Using Positive Reinforcement

By Steve Moody

As 1 sit writing this month’s col-
umn my emotions are running a bit
high. I have only been a parent for a
few years... but can tell you the worst
feeling in the world is to see your child
hurting physically or emotionally. On
this night, my 7 year old little angel is
heart bro-
ken. After
months of
training,
Taylor just
competed
in her very
first gym-
nastics
meet. To
tell  you
that  she
has given
100 % of
her little body as she has trained over
the past few months would be a gross
understatement. That being said,
sometimes our best isn’t good enough
to take that First Place Medal.

As fate would have it Taylor placed
higher than any of the other children
she had been training with... but due
to the fact that she just turned 7 she
was bumped up and scored against
children that were ages 7-12 years old
rather than those who are 6 and under
(who she has been training with all of
this time). Totally heartbroken. Every
other little girl on her team was able
to take home a medal. Naturally, the
medals in Taylor’s division were all
won by much older gymnasts.

Now here’s the point. I was ex-
tremely impressed that her coach took
the time to come over and sit and talk

with her. A little bit of positive rein-
forcement goes a long long way. Tak-
ing the time to focus on the positive
can totally change our perception of
any situation. Thank you Coach for
making the effort!

Though we are all so different on
so many levels, | am certain that we
all enjoy having a good pat on the
back now and again. So... as we’re
entering this season of giving, [ would
encourage all of us to “give” more of
that positive reinforcement not only
to our staff members but also to the
venue staff and vendors that we work
with throughout the year.

Now, I totally realize that we are all
not financially able to go out and pur-
chase extravagant gifts to show our
thanks but our feelings can be con-
veyed in so many other ways. If gifts
are a bit out of your budget this year,
just think how appreciative a photog-
rapher, florist, videographer or caterer
would be to know that you wrote any
amazing review for them on Yelp or
WeddingWire. People love to hear
that they have done a good job and are
appreciated. Putting it out there for the
world to see on the internet makes it
that much better. How excited do you
get when you get that type of positive
reinforcement?

Looking for an idea for your DJ
buddies from across the country?

Well... a nice

o endorsement
CVWeaainaVWire on Wedding-
- Wire or letter

BP\I DES CHOICE of recommen-
Awards dation would

2012 Winner! probably be

appreciated more than you can ever
imagine. Words from other DJs go
right into our marketing materials
for all local brides to see. They are
priceless. As a bride, can you imag-
ine opening up a DJs marketing folder
to see a packet reading “Here’s What
Other DJs From Across The Country
Are Saying About Our Service!” To-
tally amazing!

Here’s a question. In this age of
technology, is it wrong to go back to
the basics? Certainly not. What about
a hand written card thanking local
vendors for their referrals throughout

the year. For many of our local venues
we even include a staff picture or pic-
ture of our family. As a smaller multi-
op, their referrals put food on the table
for my family and I love to let them
see the kids that they are helping to
provide for. Yes we present ourselves
professionally... but I think there is
something to be said for showing that
we are “real” people as well.

Truth be told, we work in an indus-
try that can give many of us swelled
heads from time to time. We’ve all
been there. It’s very easy to come out
of an event feeling like a mega star.

This being the case, it is extremely
easy to become numb to compliments
and positive reinforcement. I think
that we can forget how much a real
compliment from a “credible” source
can mean to someone. We, as a repu-
table company, can totally be that
credible source for the other vendors.

Coming at this from another an-
gle... I would also like to share a few
thoughts for companies with other
DJs on staff. In expanding my busi-
ness over the past few years, we have
had many ups and downs. Thank the
Lord we have seen more ups. LOL!
As an owner and manager, I have
found that I am learning every single
day. Honestly, I’ll be the very first to
admit that I have stumbled on many
occasions. Here I am, someone who
has always thrived on positive rein-
forcement, yet [ have failed to show it
to my team on several occasions.

I have always expected as close
to perfection (as possible) from all
of our entertainers, yet when looking
back, I’ve failed in rewarding them
with the positive reinforcement that
they have earned. Just because a high-
er level of service and performance is
expected doesn’t mean that it should
go un-rewarded.

While working alone for the first
20 years in this business there was no
one else within my company to give
me a pat on the back. Now that my
company has undergone changes and
we have 15 team members, I need to
be that guy. Yes, I need to be that guy
that the others look to for their posi-
tive reinforcement. I will not drop the

Steve Moody Continued On Page 15
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Lessons They Don’t Teach You In School

By Harvey Mackay

Education is a stepping stone to suc-
cess, but some of the most important les-
sons aren’t
taught in
class. There
are plenty of
life lessons
that we need
to know,
and the text-
books often
do not have

chapters on
them. Here
are some

lessons you
should learn
in order to grow both in your career and
in your personal life.

You can’t do everything yourself.
Control freaks make the job harder and
foster resentment among the troops.
Learn your limits so you can concen-
trate on what you do best and delegate
the rest to people (or tools) capable of
doing as good a job, or better.

You need to understand finance. No
matter what field you’re in, a basic un-
derstanding of how money flows in and
out of your organization will help you
stand out from your peers and enable
you to make better professional and per-
sonal decisions.

You don’t always get a second
chance. Failure isn’t necessarily fatal,
but that doesn’t mean you’ll get un-
limited opportunities to try, try again.
Learn to distinguish between foolhardy
gambles and reasonable risks. Do your
best - but be ready to move on if things
don’t work out. Failure is not falling
down, but staying down.

Your attitude is paramount. Stay up-
beat no matter what happens. Employers
and co-workers respond to your positive
energy and outlook. You’ll be more mo-
tivated and productive if you approach
your work with optimism and a can-do
spirit. Your attitude, plus your aptitude,
will determine your altitude.

Take your work seriously, but don’t
take yourself too seriously. Starting your
day with a good laugh is as beneficial to
your health as it is to your mood. There
is no place that needs humor more than
the workplace. Human resources direc-
tors will tell you that employees with a
sense of humor are more creative. And
much more fun to be around.

Everyone smiles in the same lan-
guage. | learned years ago that one of
the most powerful things you can do to
have influence over others is to smile at
them. A smile comes as standard equip-
ment for everyone!

Your boss doesn’t have all the an-
swers. Listen to your managers, but re-
member that they’re human, too. They
don’t always have the best answers,
so be prepared to offer solutions. Your
job is to help them get things done, not
dump problems in their laps. Offer solu-
tions and support wherever and when-
ever you can.

You never really know it all. Arro-
gance is one of the deadliest of all human
failings and can destroy a business. It is
the easiest to rationalize and the hardest
to recognize in ourselves. Don’t confuse
arrogance with confidence, which al-
lows you to perform up to the level of
your capabilities. As I like to say about
arrogance, | know that you don’t know,
but you don’t know that you don’t know.

You have to market yourself. You’re
responsible for your own success. Most
of your managers and colleagues are too
busy with their own issues to look out

QUNTING

UNDERST
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for your career. Look for opportunities
to shine. Let people know what you’re
capable of. And be ready to prove your-
self.

Beat rejection before it beats you.
Rejection is - and always will be - part

of business. For example, if it was easy
to succeed in sales, everyone would
want in. Rejection helps knock out the
weak. You can’t take it personally. Peo-
ple don’t realize that in order to get the
yeses, you must hear the nos.

Honesty is the best policy. If truth
stands in your way, you’re headed in the
wrong direction. As the father of three
children, one of my rules - especially
when they became teenagers - was to
tell me the truth immediately. That phi-
losophy seemed to work for me, and
quite frankly, I’ve always believed that
telling the truth is the best policy. In
business, it’s the only policy.

You don’t always get a trophy. Don’t
let ups and downs leave you down and
out. Handling disappointment is one
of life’s challenges, and often an indi-
cation of how you deal with adversity
at work as well. Achievers focus on
the road, rather than the bumps in it,
to reach their destination. Rough spots
sharpen our performance. And more of-
ten than not, the obstacles can be turned
into advantages. You just can’t let your
disappointment get in the way.

Mackay’s Moral: You learn some-
thing new every day - if you are paying
attention.

Reprinted with permission from na-
tionally syndicated columnist Harvey
Mackay, author of the New York Times
#1 bestseller “Swim With The Sharks
Without Being Eaten Alive,” “We Got
Fired!...And It’s the Best Thing That
Ever Happened to Us,” “The Mackay
MBA of Selling in the Real World,” and
“Use Your Head To Get Your Foot In
The Door.”

Boaming with FEE

INTIMIDATOR

BEAM LED 350

Brilliant 75-watt LED emits a concentrated, 4-degree beam
Projects aerial, search light and long-throw effects

Easily converts to a wash light using the motorized frost filter
Generate complex looks using the fixed gobo wheel with

animation effects

Earn 1,260
Rewards points

Find out more:
ChauvetVIP.com
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By Matt Anderson

Changing Your Beliefs.

1. All concrete forms once started
out as an idea or thought.

2. Your nonconscious brain pro-
cesses 400 billion bits of info/second
—i.e. it can do astonishing things

3. Neuroplasticity is now a scientif-
ic fact: you CAN change your neural

pathways (be-
liefs) at any age

4 Your
potential to
achieve has no
limit

5. You are
capable of

earning ANY
amount of in-
come you truly
want to earn.
Money is as
available as air

and water.

6. Picture very clearly what you
want. Your brain can help bring it into
reality. You have to believe it.

7. a) Know what you want

b) Be patient — don’t keep digging
up the seeds

c¢) Take lots of action

d) Believe you can do it

8. In order to grow, you will experi-
ence discomfort. It is vital to see this
discomfort as making a breakthrough,
not as a danger signal to retreat back to
the prison of your old comfort zone —
this includes your old comfortable in-
come level. You do deserve the prog-
ress.

9. Focus hard on what you want
(NOT on what you don’t want or
what’s not happening yet.) Feeling

excited about where you want to go
helps with 7c and 7d.

10. How much money do you de-
sire? Decide on a juicy number. Write
your answers to this: What will that
provide? In other words: why does
this matter? What will really drive you
on the days you don’t feel like it?

11. You must strive for excellence
in your work. Good is not enough.

12. Plan on 30 days of consistent
practice to rewire your brain. Clar-
ity, emotional impact (feeling really
good) and repetition are musts.

Step 1: Create clear vision and
goals

Step 2: Create powerful affirma-
tions in the present tense = the beliefs
you want

(How do you know what your cur-
rent beliefs are? Look at your current
life and current results! If you feel like
you never have enough money, your
belief is “There’s never enough.” If
you out of shape, your belief is: “I de-
serve this current level of health” or
“That’s how and who I am.”)

Step 3: Create emotional anchors

(Pick a specific moment in your life
when you felt top of the world. Relive
all the senses around this)

Step 4: Prepare your neural im-
printing anchors

e.g. written beliefs, pictures, vision
board

Step 5: Practice your neural recon-
ditioning routine daily

a) Meditate for a few minutes
(trains the brain to focus)

b) Visualise the same images each
time — the feeling you create is very
important too

¢) Affirmations — read them prefer-
ably to the mirror
Matt Anderson is the author of

‘Fearless Referrals’ at www.fearless-
referrals.com. Matt can be reached at:
http://www.thereferralauthority.com

Steve Moody continued from page 13
ball on this again.

I can vividly remember (fellow
Disc Jockey News Writer) Mike Wal-
ter speaking of properly rewarding
staff members. My take away from
that portion of his seminar was to not
only reward our staff members prop-
erly... but also to reward them in such
a way that it is noticed by their peers.
That is huge! A proper reward... that
is also noticed by their peers... As Lori
and I begin to organize our 2nd annu-
al Company Appreciation Dinner and
Awards Banquet I plan to put that ad-
vice into action. | am super excited to
be able to give back to the people that
have worked so hard for us.

As we enter my favorite season of

the year, I plan on giving more than
ever before. Though funds are always

ORGANIZED?

DJEventPlanner.com
Web Based Event Management Software

Updafe 3 Y

IbPou" prm

tight there is no excuse for any of us.
Taking the time to write reviews and
testimonials for fellow wedding pro-
fessionals, hand writing thank you
notes and publically acknowledg-
ing the accomplishments of our team
members is something that we can
all do regardless of our financial situ-
ation. Get out there and give, give,
give! It will certainly strengthen all
of your business and personal connec-
tions.

No matter what you choose to cel-
ebrate this Holiday Season, I wish you
every blessing and pray that you have
an extremely fulfilling and prosper-
ous 2013 in both your business and
personal life. Please know that you
always have a friend here in Maryland
that is more than eager to listen when
needed and pray for your needs when
asked.

Steve has been the owner of the
Maryland based Steve Moody's En-
tertainment Connection since 1989.
After his 2009 DJ Of The Year win in
Atlantic City, Steve began travelling
the East Coast sharing marketing and
sales techniques with Disc Jockey and
other Wedding Professional Organi-
zations. He can be reached by calling
800-410-3013 or at SteveMoody@
discjockeynews.com
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Top 30 Music Charts

By www.PrimeCutsMusic.com

Pop Country Adult Contempory
1  Maroon 5 One More Night 1 Luke Bryan Kiss Tomorrow Goodbye 1  Gotye Somebody That I Used To Know
2 Fun Some Nights 2 Jake Owen The One That Got Away 2 Maroon 5 Payphone
3 Taylor Swift We Are Never Ever GettingE 3 Miranda Lambert Fastest Girl In Town 3 Katy Perry Wide Awake
4 Alex Care Too Close 4 Lee Brice Hard To Love 4 Train Drive By
5 KeS$ha Die Young 5 Florida Georgia Line Cruise 5 Kelly Clarkson Stronger (What Doesn’t Kill You)
6  Justin Bieber As Long As You Love Me 6  Rascal Flatts Come Wake Me Up 6  Carly Rae Jepsen Call Me Maybe
7  Chris Brown Don’t Wake Me Up 7 Kip Moore Beer Money 7  Jason Mraz I Won’t Give Up
8 Ne-Yo Let Me Love You 8  Easton Corbin Lovin’YoulIs Fun 8 Adele Rumour Has It
9 Rihanna Diamonds 9  Justin Moore ‘Til My Last Day 9  One Direction What Makes You Beautiful
10 Bruno Mars Locked Out Of Heaven 10 Greg Bates Did It For The Girl 10 Taylor Swift We Are Never Ever GettingE
11 Pink Blow Me (One Last Kiss) 11 Eric Church Creepin’ 11 Pink Blow Me (One Last Kiss)
12 Enrique Iglesias Finally Found You 12 Zac Brown Band Goodbye In Her Eyes 12 Phillip Phillips Home
13 Owl City & Carly Rae Jepsen Good Time 13 Brad Paisley Southern Comfort Zone 13 Adele Skyfall
14 Psy Gangnam Style 14 Kenny Chesney El Cerrito Place 14 Owl City & Carly Rae Jepsen Good Time
15 Flo Rida ICry 15 Randy Houser How Country Feels 15 Maroon 5 One More Night
16 Phillip Phillips Home 16 Taylor Swift Begin Again 16 Ellie Goulding Lights
17 One Direction Live While We’re Young 17 Gary Allen Every Storm 17 Jim Brickman Good Morning Beautiful
18 Train 50 Ways To Say Goodbye 18 Darius Rucker True Believers 18 Fun. Some Nights
19 OneRepublic Feel Again 19 Dierks Bentley Tip It On Back 19 Train 50 Ways To Say Goodbye
20 Nicki Minaj VaVaVoom 20 Casey James Crying On A Suitcase 20 Tristan Prettyman My Oh My
21 Ed Sheeran The ATeam 21 Thomas Rhett Beer With Jesus 21 Matchbox Twenty She’s So Mean
22 Lumineers Ho Hey 22 Little Big Town Tornado 22 Demi Lovato Give Your Heart A Break
23 Justin Bieber Beauty And ABeat 23 Jon Pardi Missin’ You Crazy 23 Alex Clare Too Close
24 Swedish House Mafia Don’t You Worry Child 24 Kacey Musgraves Merry Go ‘Round 24 OneRepublic Feel Again
25 Script Hall Of Fame 25 Jason Aldean The Only Way I Know 25 Karmin Broken Hearted
26 Pitbull Don’t Stop The Party 26 Hunter Hayes Somebody’s Heartbeat 26 Kelly Clarkson Catch My Breath
27 Ellie Goulding Anything Could Happen 27 Band Perry Better Dig Two 27 Script Hall Of Fame
28 Christina Aguilera Your Body 28 Chris Cagle Let There Be Cowgirls 28 Jon Secada I’'m Never Too Far Away
29 Bridgit Mendler Ready Or Not 29 Eli Young Band Say Goodnight 29 Chris Mann Roads
30 RitaOra RIP. 30 Faith Hill American Heart 30 Ed Sheeran The A Team
Urban Rock Alternative
1 JuicyJ Bandz A Make Her Dance 1  Three Days Grace Chalk Outline 1 Muse Madness
2 Miguel Adorn 2 Stone Sour Absolute Zero 2 Mumford & Sons I Will Wait
3 Big Sean, Kanye, Jay-Z Clique 3 Halestorm [ Miss The Misery 3  Lumineers Ho Hey
4 French Montana Pop That 4  Soundgarden Been Away Too Long 4  Black Keys Little Black Submarines
5 Trey Songz DiveIn 5 Linkin Park Lost In The Echo 5  Passion Pit Take A Walk
6 Kendrick Lamar Swimming Pools 6  Shinedown Enemies 6 Awolnation Kill Your Heroes
7  Frank Ocean Thinkin’ ‘Bout You 7 Slash Standing In The Sun 7  Alex Care Too Close
8  Brandy PutIltDown 8 PapaRoach Still Swingin> 8  Imagine Dragons It’s Time
9 Beyonce Dance For You 9  Avenged Sevenfold CarryOn 9  Youngblood Hawke We Come Running
10 Lil Wayne No Worries 10 In This Moment Blood 10 Atlas Genius Trojans
11 Kelly Rowland Ice 11 Volbeat Heaven Nor Hell 11 Grouplove Itchin’ On A Photograph
12 Rick Ross Diced Pineapple 12 Green Day Let Yourself Go 12 Linkin Park Lost In The Echo
13 2 Chainz Birthday Song 13 All That Remains Stand Up 13 Of Monsters And Men Mountain Sound
14 Alicia Keys Girl On Fire 14 Black Keys Little Black Submarine 14 Silversun Pickups The Pit
15 Future Turn On The Lights 15 Deftones Tempest 15 Imagine Dragons Radioactive
16 Meek Mill Young And Getting’It 16 Chevelle Same Old Trip 16 Three Days Grace Chalk Outline
17 Chris Brown Don’t Judge Me 17 Pop Evil Purple 17 Soundgarden Been Away Too Long
18 Ludacris Representin® 18 Young Guns Bones 18 Green Day Let Yourself Go
19 Weeknd Wicked Games 19 Five Finger Death Punch The Pride 19 Two Door Cinema Club Sleep Alone
20 Usher Dive 20 Nonpoint Left For You 20 Fun. Carry On
21 DJ Drama My Moment 21 Offspring Turning Into You 21 Metric Breathing Underwater
22 TL Ball 22 Kid Rock Let’s Ride 22 Jack White Freedom At 21
23 Rhianna Diamonds 23 Gaslight Anthem 45 23 Walk The Moon Tightrope
24 Ciara Sorry 24 3 Doors Down One Light 24 Churchill Change
25 Wiz Khalifa Remember You 25 Theory Of A Deadman Gentlemen 25 Killers Miss Atomic Bomb
26 Ca$h Out Hold Up 26 Hinder Save Me 26 Macklemore & Ryan Leslie Thrift Shop
27 Game Celebration 27 Hellyeah Drink Drank Drunk 27 Matt And Kim Let’s Go
28 Keyshia Cole Trust And Believe 28 Adelitas Way Alive 28 Joy Formidable The Ladder Is Ours
29 Keyshia Cole Enough Of No Love 29 Trapt Bring It 29 Tegan And Sara Closer
30 Future NevaEnd 30 Candlelight Red Demons 30 Alt-J Fitzpleasure
n n
A Different Spln by Jason Nocera www.nichecartoons.com
WE ALS0O OFFER A WE HAVE AN \ AND OUR SOCIAL MEDIA

FEW ADDITIONAL
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UPLIGHTING PACKAGE ...
A PHOTOBOOTH PACKAGE...

PACKAGE WHERE WE
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The Daily Journey To Suck Less!

By Ed Spencer

I’d like to take this opportunity to thank
John Young, Disc Jockey News and all the
attendees at the Disc Jockey News Con-
clave for having me speak this year. The
talk was about training and how we as DJs
can progress
through vari-
ous training
techniques. If
you’re inter-
ested in learn-
ing more, [
highly  rec-
ommend you
check out
the talk on-
line. My talk,
as well as all
the others are
available from Disc Jockey News.

I wrapped up the conclave by attend-
ing the new expanded workshop which
will become part of the Entertainment
Experience as done by Bill Hermann and
Jason Jones. This latest expanded content
granted me a lot of insight into who I am
as a person, as a performer, and helped to
develop critical listening skills and much
more. If you haven’t taken the Entertain-
ment Experience, | HIGHLY recommend
you consider adding it to your future
training endeavors. If you have, I can’t
suggest you consider coming to Las Vegas
where they’ll be holding the new expand-
ed material for Entertainment Experience
Alumni.

With the conclave being over... Now,
I’d like to talk about Winterfest. You see,
Winterfest is a performance tour held
in Pensacola, Florida and this is my 3rd
year as a tour guide. It’s both a great
learning experience as well as a chance

to truly focus on entertaining 60 people
who join me in a 2 car open air tram as
we drive through town for various perfor-
mances related to Christmas. Every year
is a new year with new people and some-
times fresh new stops. This year though
something interesting happened - we had
an issue with one of the performances for
the tram because of logistics. I chose to
handle this on my own like I did in the
past instead of bringing it to the attention
of the new director - which was a mis-
take. You see, my performance is part of
a bigger show and if we have problems
all the people who can help stop them
from happening need to be made aware so
they resolve the issue as quickly as pos-
sible. The problems are being addressed,
but it does make me think with a rash of
articles and posts online about how others
are ‘at fault’ when things don’t go right.
Someone recently posted about some
challenging experiences they had with
a photographer who seemed to be butt-
ing in constantly where they shouldn’t
be. They were planning to write a letter
to the wedding coordinator about the pho-
tographer but I threw some thoughts out
on that thread I’d like to share here. You
see, | suggested that if the communication
was more forthcoming from ALL parties
then the problems could be avoided. The
photographer hadn’t worked with the
DJ before and didn’t know what to ex-
pect. They didn’t know if they were go-
ing to be an idiot or someone who knew
what they were doing. When the photog-
rapher behaved as though they expected
the worst the DJ was offended. When the
photographer took steps to insure they got
great photos which caused them to leave
the room the DJ was offended again. All
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of these things need to be communicated
with all the people who can help to make
sure these sorts of things don’t happen.

What I find really sad is that we actu-
ally do a lot of communicating at wed-
dings. Sue takes on that responsibility
so I can focus on my performance. Un-
fortunately, in the case of Winterfest, I,
like many DJ’s chose instead to complain
about it and try to resolve it on my own
rather than to communicate and try to re-
solve the issue with those who can help
resolve the problem.

CUSTOM GOBOS

$49.95

The next time you get a chance, stop
and think about the behavior - is it be-
cause they’re just being disrespectful and
+ or because the lines of communication
have broken down? Communicate in a
friendly and professional manner and you
might be really surprised how it all works
out in the end.... I suspect it might just be
a better performance built out of an op-
portunity to learn that you might just have
normally missed. :)

Ed Spencer can be reached at” ed-
spencer@discjockeynews.com.

0

GOBOMAN-COM:866

VividLite Wireless LED Lighting " .“ '. l 'ﬂ

391-GOBO

Contact us for
More Information!

Viake lighting quick and easy with amazing long lasting color, anywhere!

Completely Wireless

Quick 8 Easy to Use

Compact
Long Lasting
Low Heat

Mountable

Personalize Colors

120 Degree IHHlumination

Available in Black and White

DJs = Trade Shows = Outdoor Events =

Store Fronts =

Weddings = Parties = Runway Shows

Resorts = Night Clubs = Home = Office & Much Morel

Displays =

A simple & functional design: Powered by a rechargeable battery, the VividLite wireless remote control high output tri-
colored LED units provide versatile and vivid lighting. These units are capable of achieving a 120 degree light throw for
amazing illumination; a perfect all-in-one wireless LED unit that can do it all! From up-lighting to furniture illumination,
instantly create stunning effects and atmosphere, anvwhere! For more information, please visit www.VividLite.com

949.371.LEDS (5337) |

www.\VVividLite.com

info@VividlLite.com =
Cwvitter
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Top 30 Clean High School Songs

T™ LM  Artist Title Featuring PC Disc BPM
1 4 Justin Bieber As Long As You Love Me 201227 71
2 6 Pink Blow Me One Last Kiss 201228 114
3 2 Ne-Yo Let me Love You 201229 124
4 1 Maroon 5 One More Night 201229 93
5 9 David Guetta/ Chris Brown [ Can Only Imagine 201230 127
6 14 Rihanna Where have you been 201216 128
7 3 Psy Gangnam Style 201237 132
8 12 Nicki Minaj Pound the Alarm 201227 126
9 5 Chris Brown Don’t Wake Me Up 201221 128
10 18 Trey Songz Heart Attack 201214 75
11 21 Ellie Goulding Lights 201109 120
12 8 Enrique Iglesias Finally Found You 201236 129
13 19 Maroon 5 Payphone Wiz Kjalifa 201217 111
14 22 David Guetta Titanium 201230 125
15 17 Usher Numb 201233 125
16 24 Calvin Harris Lets Go w/Neyo 201212 128
17 7 Taylor Swift We are never getting back together 201234 86
18 15 Owl City-Carly Rae Jepsen Good Time 201227 126
19 26 Katy Perry Wide Awake 201223 80
20 Havana Brown-Pitbull We Run The Night 201216 128
21 10 Flo Rida I Cry 201238 126
22 25 Carly Jepsen Call Me Maybe 201210 120
23 Karmin Hello 201230 128
24 27 Cher Lloyd Want U Back 201206 98
25 Pitbull/Shakira Get it Started 201234 128
26 16 KeS$ha Die Young 201240 129
27 11 Rihanna Diamonds 201241 92
28 20 Alex Clair Too Close 201115 63
29 13 Bruno Mars Locked out of Heaven 201241 144
30 23 Future Turn on the Lights 201226 66
Recurrents- (Still popular)
28 Justin Bieber Beauty and a Beat Nicki Minaj 201244 127
29 One Direction Live While we’re young 201240 126
30 Nicki Minaj Va Voom 201243 127
Kelly Clarkson Stronger 201201 116
David Guetta/Nicki Minaj Turn Me on 201231 128
Justin Bieber Boyfriend 201214 97
Taylor Swft-B.0.B Both Of Us 201220 63
50 Cent/Dr. Dre/Alicia KeysNew Day 201232 98
Katy Perry Part of Me 201210 130
Flo Rida Good Feelin 201137 128
Pitbull Back In Time 201214 127
Gym Class Heroes Self Back Home 201203 130
Nicki Minaj Starships 201209 125
Chris Brown Turn Up The Music 201206 130
Goyte Somebody that I used to Know 201205 129
Rihanna We Found Love 201140 128
The Wanted Glad You Came 201134 128

SchoolDanceNetwork.com

One Direction
Drake /Rihanna
Calvin Harris
Rihanna

Young Jeezy
B.OB

J. Jessie

Karmin

Pitbull/w Chris Brown
Jennifer Lopez
Chris Rene
LMFAO

Hot Chelle Rae
Bruno Mars
David Guetta

J Cole

Selena Gomez
Dev & Enrique Iglesias
Outasight

Foster the People
Gym Class Heros
Drake

Jason Derulo
LMFAO

Lady Gaga

Nicki Minaj-Rihanna
Maroon 5/Aguilera
Britney Spears
Enrique Iglesias
LMFAO

Cobra Starship
Alexandra Stan
New Boyz

Bad Meets Evil
Kanye West
Nicki Minaj
Karmin

Sean Paul

David Guetta
T-Pain

Lady Gaga

Chris Brown
Bruno Mars
Beyonce

Lupe Fiasco
Black Eyed Peas
Jennifer Lopez
Wiz Khalifa
Adele

Britney Spears

What Makes You Beautiful

Take Care

Feel So Close
You Da One
Leave you alone
So Good

Domino

Broken Hearted
International Love
Dance Again
Young Homie
Sorry for Party Rockin
I Like it Like That
It Will Rain
Without You
Workout

Love you Like a Love Song

Naked

Tonight is the Night
Don’t Stop

Stereo Hearts
Headlines

It Girl

Sexy and I know it
Marry the Night

Fly

Moves Like Jagger

I Wanna Go

I Like How it Feels
Party Rock Anthem
You Make Me Feel
Mr. Saxobeat

Better with the Lights on
Lighters (squeaky clean)
All of the lights

Super Bass

Crash Your Party

Got 2 Luv

Where them Girls at
Best Love Song

The Edge of Glory
She Ain’t You

Lazy Song

Best Thing I Never Had
The Show Goes on
Just Can’t Get Enough
I’m Into You

Roll Up

Rolling in the Deep
Til The World Ends

w/Neyo.

FT-New Boyz

Usher

Adam Levine

FT Pitbull
Lauren Bennett

Bruno Mars

201213
201150
201131
201147
201208
201209
201135
201207
201140
201215
201209
201201
201139
201140
201136
201126
201131
201201
201142
201146
201125
201132
201133
201133
201145
201132
201132
201124
201139
201102
201120
201119
201120
201125

Kid Cudi, Rihanna 201050

Chris Brown

Lil Wayne

201115
201144
201129
201119
201108
201120
201114
201108
201124
201045
201106
201115
201106
201048
201111
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- We Turn Heads WIith Our. Products




THIS YEAR GIVE THEM THE GIFT OF

e LGHING m
EXCITEMENT N/

TAKE YOUR HOLIDAY GIGS TO THE NEXT LEVEL WITH AMERICAN DJ

JELLY GO PARG64

RECHARGEABLE LITHIUM BATTERY
POWERED'LED WASH WITH
GLOWING CASE

X-MOVE D 25R

COMPACT MOVI NG7HEAD
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P
2D

WITH 25W CREE LED

7~

CE vipEO

CHECK OUT
PRODUCT DEMO
VIDEOS ONLINE AT:

e® DEMO

WWW.AMERICANDJ.COM
9 J

\4\-HEAD SCANNER WITH
3-wa1"r/TR1 LEDS

MEGASTRI

60

24-INZ LINEARTWASH
FEATURINGI9X 3WATRIILEDS

‘D.l NewsWave

Monthly Online Newsletter

YOUR CONNECTION TO EVERYTHING ADJ. SIGN-UP FOR FRE
WWW.ADJNEWSWAVE.COM. YOUR OFFICIAL SOURCE FOR:
MONTHLY ADJ NEWSWAVE NEWSLETTER // ADJ CONTESTS

Follow Us On:

facebook.com/americandj

NEW PRODUCT ANNOUNCEMENTS // SPECIAL ANNOUNCEMENTS twitter.com/americandj

youtube.com/adjlighting

“eoned/
S o

RECHARGEABLELITHIUM BATTERY,
POWERED LEDWASH!WITH
WIDE1220-DEGREEIBEAMTANGLE
|[GREAT FORBACKLIGHTING!SCRIM]

Lighting the Future

o AMERICAN DJ

Contact us today for an authonzed American DJ Dealer in your area or a free
catalog 23 7 | info icand |
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No More Waiting...

10 Only OnlLine

'm digital delivery service.

- M4A. MPEGA4.

Rock. Country. Dance. Club. Latin. Intro Edits. More.

7-331-3600
sromoonly.com/pool
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