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1) DON'T swamp your target company with material. Three or four songs are enough. You'll be lucky to get more than a minute anyway! If they want more they'll contact you....make sure you have something in reserve. 

2) TARGET your songs well; find out who likes the style of music you play. Don' t waste time and money sending your Death Metal to a Dance label!  Bandit and Music Week are useful in this respect.

3) SONGS must impress, be ruthless in your self-criticism, only send your best material. Don't litter your tracks with solos; keep them short and concise. Three minutes to three minutes thirty seconds are the current chart average. Leave the 1 Dance mix for your friends.

4) CHOOSE one member who can be contacted during the day to be the contact name, (it doesn’t have to be the band leader, just the one who's nearest a phone between 9-5) An answer phone/fax is also useful, but make sure its in the answer/receive mode when you're out!

5) PACKAGING, remember to include your best quality material. A good biog, lyric sheets, some press cutting and return postage are essential.

6) TELEPHONE the company when you think your package has arrived (3-5 days). 

Don't hassle too much or you'll be in the bin!

7) APPROACH as many contacts within your field as you can afford. Not just the record companies, but publishers and managers. A good manager will take most of the trouble off your back. And a publishing deal will mean an advance in most cases, (money for you to promote yourself with).

8) PUBLICITY sell, don't over look any avenue, local radio, TV stations, papers, fanzines, friends and last but not least the music press, they can't survive without new bands!

9) ADVICE can come from all quarters, you don't have to take it, but it's usually free and probably will be of use one day. Remember the old saying, 'The day you stop learning, is the day you die'.

10) If that company likes your tape they will usually do one or more of the following: -a) Phone and/or write for more info and material follow this up the second you receive the news.  b) Ask for details of live gigs so a scout can watch and meet you in person. c) Top of the list; invite you to make an appointment to go to their company. If' this happens, turn up on time, appropriately dressed, with a tape of new songs, more detailed biog & photos. Be confident & impressive without resorting to overkill. 

11) Pass this hurdle & you're on the first rung of the ladder, before any contract/deal gets offered the chances are you'll get some form of development funding. This will usually be in a decent studio (probably of their choice), often with a small production team including your A&R rep to over see the project. This is the first step where you really do need professional advice, as a) at a make or break session like this a company will decide pretty soon whether to back the act or not. Even a 'wrong' attitude from a band member can be all it takes.  b) recorded material from this session can form the basis of the first release. Either way you are now viewed as a product and an item on a balance sheet and for sadly the majority of acts that get signed never even get the chance at that second album! They get dropped & sink without trace.

12) If you are offered a contract, don't sign it on the spot, get it checked, (either by a solicitor or the MU, see address earlier). If you have come this far, you must have something to offer & other companies will know about you through the grapevine, hence a) others might offer you better b) that contract might not be worth the paper its printed on at best and at worst… well, don't even think about it! 

GOOD LUCK
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