Freaky Freddy

You are looking to sign a music recording deal with GoRed Records and discontinue your own record label, FreakyTown Records.
You would like to focus more on the production of music and leave the distribution and marketing to someone else. You are currently _
very unhappy with your situation and are hopeful that a deal can be worked out in which you’d carn at least half of what you made last
year. Last year, you earned $5 million combined from all of your music — so you’d be willing to carn at least $2.5 million — on the
basis that you could earn more money based on your sales of music, concerts and merchandise. You are negotiating on your own -

behalf and would like to convince GoRed Records that your rap music would be a great entry point into rap music for them — as they
currently don’t have any rap artist signed. You want a two-year deal and will only take three or four year deals if you’re able to make
more money. You don’t want to be locked into a long-term contract and feel underpaid or undervalued. Currently, you have no one
else interested in your music so it is critical that you come to some agreement. The relationship is important to you as you hope it will
be a long-term one. o _ S o
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is imperative that you not let GoRed Records know that you have it: R : L _ o _

Musician Signed [Years -~ jAmount per year: |Amount per’ ~ |2013 Total Music | Total Amount earned by
: - |Basesalary . lyear: % of sales: |Sales o e artist im 2013
Ryt | 20| 3| 200000000 54l 2500000000{5  3250.00000]

‘Plan your strategy and negotiate with GoRed Records: ____ _



Student Name:

What questions do we Ema
to ask?

What messages do we want
to send?

Negotiated with:

Case Study

Elements of Negotiations — Worksheet

What are o‘;,ﬁ
Alternatives?

<<:mﬁ m_.m our interests?

What are their
Alternatives?

What oc_mo.wzm
criteria might help us
evaluate options?

What are their interests?

(A) How is it now?
(B) How would we like it {0
be?

What can we do to move
from A to B?

<<:mﬁ are possible ov:o:mo

What topics need to be discussed

before we can commit? Terms?

What level of commitment are we willing
or authorized to make at this meeting?
-final agreement

-schedule another meeting

s ,ru; proreats

erage: Do you have any If yes, what is it?

st

Strategy: VWhat will be your negotiation strategy?

**Final Qutcome/Terms of Agreement:




