CUSBAD13A
Assess performing and recording deals

This unit covers the competencies required by artists or their managers to gauge specific contract potential for best fit with the music act, once an act has been considered.

Element
Performance criteria




1
Assess the company for artistic fit
1.1 
Identify and assess the style of the artist/group against artist and repertoire policies of the organisation making the offer





1.2 
Assess the long term plans and viability of the organisation making the offer to identify potential advantageous and disadvantageous directions for the artist/group, and assess whether the balance is positive or negative 





1.3 
Confirm the size and scope of budgets that will be available to the artist/group and the willingness of the company to support the artist/group





1.4
Identify and appraise promotion policies and activities of the organisation making the offer to assess their likely impact on the profile of the artist/group





1.5
Establish how and with whom the artist/group would communicate with the organisation 





1.6 
Assess the organisation’s policies and practices for distribution locally and overseas





1.7 
Ensure that soloists or guest artists are integrated into performance in a manner that considers their needs and artistic requirements




2
Assess the artist/repertoire manager for artistic fit where required
2.1 
Assess the artist/repertoire manager for his/her compatibility with the artist/group and for relevant experience and mentoring potential


2.2 
Confirm that the artist and repertoire manager is able to advocate confidently on behalf of the artist/group with management and other relevant parties to enhance career opportunities for the artist/group





2.3 
Confirm that the artist and repertoire manager is confident that the artist/group can deliver recordings on time and to budget




Range of variables

Variable
Scope




Performing and/or  recording deals may involve parts or different combinations of the following:
· recording

· distribution only

· manufacture and distribution

· publishing

· merchandising




Evidence guide

Underpinning knowledge and skills
Assessment must include evidence of the following knowledge and skills:




Music industry
· deal analysis

· career analysis

· music markets

· revenue structure of the music industry

· record companies and their operations

· music promotion

· business and finance

· strategic anticipation of options and outcomes

· risk analysis

· contingency planning

· using appropriate advice

· communicating constructively to achieve planned outcomes




Product development
· creative judgement

· imaging

· repertoire knowledge

· evaluation of artistic standards and potential




Legal
· recording contracts and their components

· contracts

· Copyright law

· copyright

· intellectual property




Product development
· repertoire knowledge

· effectively researching the commercial potential in developing music acts

· developing products effectively in line with available resources and expertise

· balancing artistic and commercial outcomes




Promotion and marketing
· communicating effectively to achieve planned outcomes

· researching deal potential

· adjusting the act to optimise opportunities for promotion

· planning promotions on the basis of anticipated outcomes

· networking to promote the act

· using media to promote the act




Linkages to other units
This unit has strong linkages to, and may be assessed with, the following units:

· CUSMGE02A
Develop self as artist

· CUSMGE01A
Maintain self or group in music

· CUSBGE17A
Maintain and apply industry knowledge

· CUSBGE16A
Maintain self or group in business

· CUSMGE01A
Maintain self or group in music




Critical aspects of evidence
The following evidence is critical to the judgement of competence in this unit:

· balancing potential contracts against career objectives

· understanding potential contract outcomes




Method and context of assessment
Evidence of competence may be obtained in a variety of ways including:

· oral questioning on issues in appraising and negotiating deals

· discussion of strategies for interview

· samples of planning

· authenticated details of relevant work or other experience

· authenticated details of achievement in relevant courses or training programs

· simulation

· case studies and scenarios as a basis for assessing appraisal and interviewing/questioning techniques

Assessment may need to occur on a number of occasions to ensure consistency of performance. Assessment should ensure that a sufficient range of tasks is covered.





This unit of competency may be assessed on or off the job and requires direct evidence of ability to effectively appraise and evaluate deals.




Resource requirements
This unit of competency must be assessed using:

· model case studies for appraisal

· checklists of issues to be considered in assessing deals



Key competencies
Level




Collecting, organising and analysing information
3

Communicating ideas and information
3

Planning and organising activities
2

Working with others and in teams
3

Solving problems
3

Using mathematical ideas and techniques
1

Using technology
2
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