
THE BUSINESS OF MUSIC

A crash course in music entrepreneurship  

Tools to help you Monetize your love of music and create the career you want.

 A master class with Curtis Brengle and Julie Ragins 

You followed your dream of being a musician. You made it into a good school and 
have applied yourself diligently to your instrument. Being the best player in the 
room, or even the world, will get you nowhere if you do not develop skills in social 
interaction or have some business acumen. Having the best product means 
nothing if you cannot sell it to someone who wants to buy it. It doesn't matter if 
you want to be a working musician or the next pop superstar; these points apply 
to anyone who wants to be successful in today's music industry. 

In this master class, our goal is to get students thinking like an entrepreneur, to 
get them asking the right questions, and to show them the value in branding, 
expanding, and marketing their most precious commodity.  Themselves.  

GENERAL POINTS OF DISCUSSION:  

1- WHO ARE YOU AND WHAT DO YOU WANT?  
If I were to ask each person in your classroom this question, how many would 
actually have a compelling answer that would make me want to check out their 
music, or to offer them an audition? And what if they had 15 seconds to sell it? 
This is a deceivingly simple question, but if they have no vision and no goals, 
they cannot create any forward momentum 

2- WHAT ARE YOU SELLING?  
Artists don't want to believe that this applies to music, but it does. You are selling 
a product just like McDonalds is selling a hamburger, but you are selling yourself. 

You are in the ENTERTAINMENT business. Meeting your audience where THEY 
are (like Kenny G), or being so outrageous in your marketing that you can bring 
the audience to you (like Snarky Puppy), whichever path you take, being 
precious about your art is understandable, but it can be a much more difficult sell. 



3- WHO IS GOING TO BUY IT?  
Whether you are in an audition or performing your original works, you are selling 
yourself. You must develop this perspective: Be the solution to someone else's 
problem. What do you have to offer that they need? 

4- HOW ARE YOU GOING TO SELL IT?  
Social media and the world of file sharing has fundamentally changed how 
content is created, and the ability for artists to monetize their works. The world 
still spends billions annually on entertainment, but what they are willing to pay for 
has changed. PEOPLE WANT EXPERIENCES. 
A strong social media presence with quality content is the new resume. 

5- LOOK UP - BE IN THE ROOM - BE HELPFUL  
The way you engage people is crucial and there is a way to make connections 
and endear yourself to others. The vast majority of opportunities are going to 
come from connections and relationships you have with other musicians. Who 
will remember you and what will they think? 

6- BUDGETING
Whether you are trying to record you first album, or book a tour of shows, you 
must consider the costs involved, the hidden costs,  and always assume things 
will gain weight.

7- FOR VOCALISTS
Advice on how to keep your voice healthy and in top notch working order even 
under the most adverse of circumstances.

8- MUSICIANSHIP
Real world insights on style and harmonization, and communication skills in the 
studio or on a gig.  

9- EVOLUTION OR EXTINCTION
The more ways you can invent yourself, the more you will work.  Branching out 
with styles, getting background vocal chops together, doubling, considering 
different types of gigs. The more you can do, the more you listen, the more you 
will work, and the more creative you can be.  

*This class will be accompanied by a suggested list of research materials 
including books, pod casts, blogs, and video’s.


