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Summary of the Music Business Idea

What is your company name? Your Mission Statement? 
Describe your arts business idea in one paragraph by answering the following questions: Is there a need or problem that you are solving or are you satisfying desires and wants? Do you envision that the business will grow to become large, or will this be a small business? Is it For Profit, Not-for-Profit, or a hybrid? Other? 

The name of my company is “BRO•Li”. The name stems from local Miami slang “bro literally” that is said by almost every Miami-raised person. I picked this because it represents Miami’s culture, which is what I am implementing into the business. Our mission statement is about bringing the Miami music scene to your community. Some cities don’t have the right environment or PR teams to bring those EDM /House Techno shows to life. It may not fit their city just yet, but could be open to the idea, especially with the growth of EDM music is having today. I think this can become a growing business, especially in areas where EDM isn’t as recognized in the nightlife but is still greatly followed. It would be both profit and non-profit, hybrid in a way we can implement sustainability. We also want to implement using resources in the city we are throwing the event at and what their community has to offer.
	
Product/Service

Describe your product(s) and/or service(s). Are your customers individual end-users, other businesses, or both? Estimate the target customers for the product(s)/service(s) using sociodemographic descriptors, psychographic (interests, attitudes, opinions) descriptors, and geographic descriptors. What are the product/service benefits offered to your current/future customers? How will your product/service offerings make their lives better in some way? What value are you providing?

We are a music broadcasting & promoting group that brings upcoming house music artists in subdued areas and hosts parties & listening events. Our benefits offered to current/future customers are streaming our events, connections with fans of the genre, artists, and venues, as well as Ad and PR for artists and events, mixed media production heads, such as lighting coordinators, photographers, etc. We promote safety and sustainability, provide merchandise for purchase, all while offering exclusivity within our events. While creating the music events, we also want to emphasize the safety and sustainability we will be implementing as hosts. Target customers are age groups of 18–30-year-olds, with interests in the EDM industry, especially house music. Fans of Boiler Room and Brownies & Lemonade events, and people who overall like to have a good time. We also want to target instillation artists and their followers, for future stage craft for events. As for geographic descriptors, really from anywhere in the world. Benefits offered to current/future customers are connections with fans of the genre, artists and venues, as well as Ad and PR for artists and events, mixed media production heads, lighting coordinators, photographers, etc. Connecting them to other artists, venues, and art companies in their own area and greater. I am providing a high-profile and professional value for artists of not only providing a space for showing their talent, but promoting them, venues, and artists as well.

Revenue Model

Describe the pricing strategy for the product/service. What actually generates cash? What does a transaction look like?

The pricing strategy for the service would be value-based pricing, helping to maximize pricing, not focusing on competition but more on customer. We want to have multiple revenue streams to maximize profit as much as possible, allowing us to have multiple pathways of monetization. Some revenue streams we are focusing on are advertising revenue, subscription-based revenue, affiliate marketing, ticket sales, merch sales, sponsorships, and even content licensing. A transaction from our perspective to getting an event started is our company promoting a DJ, for example, getting them a venue, art instillations/venue décor, while we make sure there are guests wanting to come, purchase tickets and merch, watch the event, and in the end, it will help generate profit.


Operating Approach

-How do you do the things it takes to accomplish those transactions mentioned in the Revenue Model section? -How is your product produced? -Describe the distribution channel and distribution strategy for the product/service. Estimate consumer decision making processes for the product/service. Will/do your consumers make purchase decisions based on Cognitive (logical) or Affective (emotional) Processes? - Are the decision makers the users of the product or service, or simply to buyer, such as parents buying for their children? - Describe your marketing objectives (what you wish to achieve), strategies (how you are going to achieve it), and tactics (the tools you will use, such as advertising, personal selling, PR, sales promotion, social media, other, etc.) for your product(s)/service(s). - Describe how you will provide great customer service at all points of customer interactions, such as pre-consumption, consumption, and post-consumption.


We want to create these events by involving the community as much as possible. Utilize local artist for décor and food vendors for their catering if needed. We want to focus on being exclusive to the industry with our events. Today people love to have things and experiences to themselves so it will be pretty easy to get it running that way.  Tickets sold, percentage of total take is divided between us, artist, and venue. We create and host the events that will have popular headliners and artists. Consumers would make both a cognitive and affective decision. It would lean a bit more toward affective because the events hosted are aimed towards house music communities and individuals who want to have a genuine good time. The decision makers are the users.

-Describe your marketing objectives (what you wish to achieve), strategies (how you are going to achieve it), and tactics (the tools you will use, such as advertising, personal selling, PR, sales promotion, social media, other, etc.) for your product(s)/service(s).
-Describe how you will provide great customer service at all points of customer interactions, such as pre-consumption, consumption, and post-consumption.

Some of our marketing objectives with the company is to get the word about our events globally. We want to create a big following where we can expand our events and even collab with other companies to throw fun events. We are going to focus on being more active on social media than anything else. We want to have that exclusive feel to where if you don’t follow us, you won’t know what is happening. We will focus our advertising with similar brands that our listeners have in common with each other and their interests. As for our customer service, we will make sure the customers voice is always heard and dealt with in a reasonable matter. Whether it’s trying ot figure out how to get tickets or getting to the venue, any altercations or mishaps during the event, or other problems, we want to make sure our customers get treated right and fairly.

People Approach

If a team is needed, describe the team. What skills and talents are critical? How will you tap into them?

The team is made up of marketing, PR, A&R, hospitality consultants, light coordinators, interior designers, and any other music specialists needed to make sure the show runs smoothly. Skills and talents that are needed are those people who have some background in hosting events, connecting with artists, and most importantly, are familiar with house music and the vibe. For our reps, we want to make sure they have a specific niche and vibe that people can relate and be influenced by. Making sure our A&R knows good DJ’s and have the needed contacts to make things happen. We need people who have a knowledge and mastery in audio engineering and music production to make sure we get to produce high-quality content. And of course, financial management needs good skills to ensure the business stays afloat by being profitable and sustainable.




Differentiators
What is unique about what you are doing? Why will it attract resources? What is your competitive advantage over other similar businesses?

We are bringing the music and DJs to areas that aren’t as popular but have a big house music following, while maintaining a safe space for people to enjoy themselves. It will attract resources because it’s a chance to get like-minded individuals in a room and if you have a product, whether food/alcohol or something we can spread the word at the events, it can gain a lot of attention. My competitive advantage is having the experience and connections to big Miami Music Week venues and A&R reps to get local DJs to travel with us and bring to the events. We will also have the competitive advantage of being able to stream our music sets on streaming platforms. We will work together with local artists and stage craft to help create the needed environment to hold the events while promoting safety and sustainability. With each event, 10% of ticket sales will be donated to a different organization/charity each time.


Risk

What are specific risks to launching and sustaining your business? How are you mitigating these risks?

Some specific risks to launching and sustain our business would be competitiveness. The house music genre has a high market saturation, meaning there are a few established groups that have similar values and goals. There will be times in the beginning that can be difficult to stand out. Another risk is getting the DJs we want, and the listeners want. We need to be one step ahead of other groups to get the upcoming talent before they blow up with other events and groups. Lastly, everyone’s minds on what’s trending are constantly changing. The industry is evolving every day and we need to prepare to adapt and predict changing music trends within the industry.

Action Plan and Timeline

Describe your action plan and timeline to launch your arts business.

To get this project going, we want to start with locals and friends who have experience in the music business but also take in fresh artists. The music industry is always looking for fresh talent, so by nurturing new talent, we can establish a reputation for innovation and creativity. By expanding into new markets around the world, and streaming our music sets, we can partner with international artists, all while expanding to brand’s name into new regions. Hopefully by next fall, we can get an event going. Start to talk to venues and sponsors over the summer. Getting an event here in State College is the end goal, to the point where we can have monthly listening parties to be broadcasted.




Budget

Estimates may vary depending on the size and location of the company at different times, as well as the success of our events and promotions.

	Revenue Source
	Monthly Revenue

	Venue Booking Commission
	$10,000.00

	Ticket Sales Commission
	$10,000.00

	Merchandise Sales Commission
	$2,500.00

	Monthly Ad Commission
	$5,000

	Total Monthly Revenue
	$27,500.00

	
	

	Expenses
	Monthly Cost

	Rent for Office and Event Space
	$5,000.00

	Salaries for Employees
	$12,500.00

	Marketing and Advertising
	$2,500.00

	Equipment and Maintenance
	$2,000.00

	Total Monthly Expenses
	$22,200.00

	Net Income
	

	Monthly Revenue
	$27,500.00

	Monthly Expenses
	$22,500.00

	Net Monthly Income
	$5,000
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