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Praise for THE BUSINESS BEHIND THE SONG





“BRICKELL WAS A MENTOR to MercyMe prior to him signing us as a client in the early 2000s, and he has championed us along the entire way. If it weren’t for his in-depth knowledge about the music industry, I don’t know if I would be doing full-time music. There is no one better to write a book and teach others about the ins and outs of the industry than Scott Brickell.”


—BART MILLARD, Lead Singer of the Band MercyMe


“SCOTT BRICKELL has been my manager since 2015 and a day has not gone by where I have not been thankful for his leadership, his wisdom, and his honesty. Not only does he tell it like it is, he explains to me ‘why it is’ what ‘it is’ from a lifetime of hard work and experience. His name and reputation are always met with respect, but his heart outshines his skill sets.”


—MICAH TYLER, Singer of “Walking Free” and “I See Grace”


“I HAVE HAD the privilege of working with Scott Brickell for over fifteen years, and you simply can’t put a price tag on the well of wisdom and knowledge that I gained from his friendship and expertise. Not only does he know the ins and outs of this business, but he’s trustworthy, which makes him the most qualified to share all he has learned during his years in the industry.”


—PHIL WICKHAM, GRAMMY Award-Nominated Artist


“SCOTT BRICKELL has helped guide the careers of some of our biggest artists. A manager like Brickell touches every aspect of an artist’s career from songwriting to making records to touring and even personal finances. He is someone you want to be in the trenches with, loyal and steady. I’ve enjoyed watching him help his artists make wise decisions while navigating the competitive and volatile music industry.”


—TOBYMAC, GRAMMY Award-Winning Christian Artist


“ABSOLUTE HONESTY and true compassion. These are the traits that have guided Brick as a man—in business and now as an author. He has written a book that should be required reading for anyone considering running away and joining the circus. In writing a what-to-expect letter to his younger self, this book can be taken as a warning about or an invitation to the music business.”


—TRACE ADKINS, ACM Award-Winning Artist, and Actor


“BRICKELL IS A LEGEND! Scott’s knowledge and wisdom and his generosity with both have been invaluable to me throughout my entire career. It is no surprise he’d pull the curtain back so we can all benefit from his expertise and experience and get to see the passion and heart behind it all.”


—DAVID CROWDER, Lead Singer of the Band Crowder


“AS AN ARTIST, I’m thankful for the practical management philosophies Brickhouse Entertainment passed on to me. As an academic, I’m thankful this book can help provide clarity in an obscure industry. As a friend, I’m thankful that Scott Brickell has courageously shared his expertise, questions, and heart in these pages.”


—MORIAH SMALLBONE, Artist, Actress, and Producer


“IN THESE PAGES, Scott gives away his secret playbook in an effort to see others succeed. Page after page, Scott lays out a holistic strategy that can garner the best results. The Business Behind the Song is a must-read for anyone in the music industry, and I recommend it wholeheartedly.”


—DAVID NASSER, Author, Speaker, and President of For Others


“RARELY DO YOU FIND a music industry veteran with more experience, tenacity, and passion. I’ve walked with Brickell for decades and his commitment to navigate, serve, and protect his artists is incomparable. No one lives out “the business behind the song” better.”


—MARK STUART, Lead Singer for Audio Adrenaline, Speaker, and Founder of the Hands and Feet Project
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This book is dedicated to my family: My wife, Dr. Stacy, who I love with all of my heart, whose tenacity is endless, and who has always supported me, loved me, and encouraged me to follow my crazy ideas; my kids, Jake and his wife, Emily, Sara, Mary-Clair, and Ruthie, whose love is my strength; my dad, Jay “Pop-pop,” for teaching me work ethic, and my mom, Ruth Ann “Bubba,” I miss you. I love you. Thank you for being my motivation to actually complete this book, knowing you were never able to finish yours… but I don’t miss the horrendous six years of piano you forced me to take, even though I gained an appreciation for music from it; and my older sister Geri for being the best sister a younger brother could ask for.


Finally, I want to dedicate this book to the younger version of me who wished he had a resource like this that would save ten years of having to figure out the music business.


So, to all of you who are new to music, here’s your fast track.


Enjoy!













BEFORE YOU BEGIN [image: ]



For the Novice:


If you know nothing about the music business but think you may want to be an artist or are interested in some other aspect of the industry, I wrote this book with you in mind. My team and I worked very hard to make no assumptions that you might know a term or understand a very common concept in the music business. That’s why I defined words and gave you a glossary. My 101 approach in this book is very intentional and will help you build a wide base of knowledge about this crazy business, where I have made my home for three decades.


For the Newbie:


Maybe you’re already in Nashville, L.A., New York, or even London, and are a year or three into trying to get a break in music. Even though you may have learned some things the hard way, I hope taking a comprehensive look at the industry with me can help you, and maybe even accelerate you in your career. I want you to have several moments throughout the book where you say to yourself, “Oh! That makes so much sense now.” Or, better yet, “I can do that! I get it. I’ll get to work on that.”


For the novice and the newbie, I want these pages to offer both offensive and defensive strategies by encouraging you to be proactive in new ways, while also helping you see how you can protect yourself from the traps and pitfalls that happen to so many.


For the Pro:


Even if you know a lot of the info I have offered here and might even disagree with my approach on a few things, I hope you can get your money’s worth out of something you find of value here. As I state in the book, the industry is a big, dysfunctional family and, as your older and uglier brother, I hope I can encourage you to keep pressing on in your own career.


To everyone:


Another major goal I have for this book is to encourage young people to become managers, agents, producers, engineers, tour managers, public relations reps, and so on. Very few who start out hoping to become artists get to experience that dream. Within the ocean of jobs available in the music industry, there are so many great careers that can actually make for a better life than some artists have. You can have more of a nine-to-five gig, while still being a part of great art and making a difference through music.


That’s exactly why, following each chapter, I have included a list of jobs that are associated with the industry role you will have just read about. These span from very specific to loosely associated. You may start this book thinking you want to be an artist or a producer, but once you dive into the actual nuts and bolts of what they do, you could realize that’s not really your thing. At the same time, you could be drawn to some other area of the music business that gets your motor running. It’s far better to spend time figuring out what we love to do and work hard to find the right career that allows us that opportunity. We can all have a more joyful life and be happier people, and in the end, more of a good hang.


I bet that, right now, you can name several people who are always negative, complaining, disgruntled, and frustrated. I would also bet that whoever you named, a major reason for their bad attitude is because they are working a job they don’t enjoy. One of the best pieces of advice I give these days is to work really hard to try to make sure that your job lines up with who God created you to be. But too often, people don’t spend the time when they are younger to take personality tests, accept internships, take classes, and make sure that the job they end up doing is the job that they were made to do from their core being.


Once any of us start down the path of chasing money, it’s hard to shift gears when we realize we don’t really enjoy what we do. But by then, you have rent or a mortgage, a car payment, and dating or marriage expenses. You’re trying to do all of these things at a job that you don’t really enjoy, but life is cranking up, and you’re getting caught in the never-ending cycle of “stuff you gotta do.” Therefore, you go with what is in front of you, which might be waiting tables, working at your dad’s tire shop, working on the family farm like I did, or something else that really isn’t you.


To tie a bow around all of this, the lists at the end of each chapter will help give you an idea of the wide range of opportunities and areas where you can find your calling and engage in jobs within the music industry. This could end up being your career that will put a roof over your head, provide a living for your family, put your kids through college, allow you to have a community, enjoy the field in which you work, and most of all, love your life.


Lastly, I want to encourage you to take your time reading the book and make sure you understand each role and responsibility before you move on. It’s not a sprint, but a marathon, so press on and find your higher calling.


I think back to a line from one of the major hooks of Audio Adrenaline’s hit that was voted Song of the Decade by CCM Magazine for the 1990s. Years ago, I discovered there was lots and lots of room in this “big, big house” called the music business. If you decide you want in, I believe there’s room for you too. So, come on… let’s take a tour together and find your place.










CHAPTER ONE NOTHING’S CHANGED [image: ]



IF YOU READ this title and thought to yourself, “That’s not true! The music business has changed drastically over the last two decades,” I am here to tell you it hasn’t!


Let me explain:


I have been in the music industry for over thirty years. In that time, I have:




	Traveled across the U.S. and 15 countries on six continents.


	Stood side-stage and watched my artists perform in every historic U.S. venue, from the Hollywood Bowl in Los Angeles to Radio City Music Hall in New York and everywhere in between.


	Sat beside artists I managed as they heard their name called to walk onstage to receive a Grammy, American Music Award, Dove Award, and other industry accolades.


	
Had the privilege of meeting cultural icons like Bono, Muhammad Ali, and David Letterman, along with sports heroes such as Ben Roethlisberger and Terry Bradshaw.


	Experienced you-couldn’t-write-stuff-this-good events, like Trace Adkins portraying me in the film I Can Only Imagine, which brought in $17 million on opening weekend, totaled $85 million at the box office, and grossed over $110 million dollars to date.1






Granted, there are certainly some glamorous moments after you reach a certain level of success in the music business. But there are far more, shall we say, dues-paying circumstances, especially in the early years. Like the time an artist’s van was overheating in the middle of nowhere, and with no water, we had to pour our own urine into the radiator to try and make it to the show. Then there was the time I nearly died from a carbon monoxide leak in another artist’s vehicle. (Explains why I slept so well that night.) Then, of course, there have been countless all-night drives with little to no sleep to get to the next show and hit the ground running, the eighteen-hour days of up-to-my-neck admin work that no one else wanted to do, and the being told no or “that will never work” over and over and over again.


I Didn’t See That Coming


Growing up, I was into sports. Yeah, I was a jock. From elementary to high school, I was on the swim team and played football, but my main sport and passion was always basketball. My sophomore year, I was a starter on the varsity team, and I played all the way through junior college. My dad and the junior college coach have always been best friends. In the summers, the coach’s son and I would help with the basketball camps he hosted—as many as four weeks of boys’ camps and three weeks of girls’ camps. His son and I assisted and demonstrated drills.


Following junior college and a transfer to Baylor University in Waco, Texas, I tried to walk on the basketball team, but that didn’t work out. Always being up for a new challenge, one day I went over to the Baylor marina on the Brazos River and began learning how to windsurf. I took to it quickly and went on to be twelfth in the nation in collegiate windsurfing in 1991. Becoming proficient at that sport landed me a job working several weeks every summer at Kanakuk Kamps, a Christian sports camp in Branson, Missouri, which is where I met my wife, Stacy.


I’m sharing my sports highlight reel for you to see that a music career was never on my radar. My interests and focus were clearly on sports. One time in college, I did try a guitar class, but, well, let’s just say I figured out quickly that playing an instrument was not my thing at all.


As for my life goals and dreams growing up, assuming the NBA probably wasn’t in my future, when I was twelve years old, I felt like I was being called into the ministry and wanted to become a youth pastor. Investing my life in helping change other people’s lives just seemed right to me. But then, sometime later in my high school days, the lure of the business world caught my attention. My Plan A morphed into graduating college with a business administration degree and going to work for Texas Instruments, which at the time was a market leader in consumer, industrial, and military electronics.


This next part of my story brings up another key life lesson: you never know when a relationship or connection is going to come into play to alter your course.


In school, there was a guy named Brian Becker, who was five years older than me. Brian and I were always on the swim team, but he was in high school when I was going into middle school. Due to the age difference, we weren’t friends, but we knew of each other because we were both top swimmers in our respective divisions.


The summer I was seventeen, the student ministry at our church went to camp in Van Buren, Missouri. On the last night, Brian showed up to perform a concert. Being a talented singer and keyboard player, he had decided to go into Christian music following his graduation from college.


After his show, I wanted to say hi and catch up, but Brian was quickly swarmed by students for autographs and pictures. Always being one to stay busy and seeing he had no one to help him with his gear, I went onstage and started packing up his equipment. I found the cases, matching up what went where. He had a couple of keyboards, stands, speakers, a mic, and some lights—enough to fill up the back of his small box truck.


I had all his gear packed up and saw that he was still talking, so I went over and asked him for his keys. Obviously distracted, he just tossed them to me without thinking. I backed his van up to the pavilion stage and grabbed a couple of the camp guys to help me load out*. Brian had graduated from Mizzou with a computer and electrical engineering degree and was super-organized. He had everything labeled, along with a laminated diagram taped just inside the back of the truck, showing the exact order and placement of how to pack his gear.


As we got the last case in, I realized his merch* was still set up at the back of the pavilion. I went and grabbed an armload of his items, walked up to the group standing around him, and announced, “Hey, folks, we’re packing up, so this is last call on Brian’s stuff. It’s now or never.” Over the next few minutes, as he kept visiting with students, I sold a total of $368 worth of merchandise. (A good night of sales for artists back in that day.) I packed up the rest of his merch in the van and went back to give him his keys and a fistful of cash.


After the last person had walked away and it was just Brian and me, he was surprised when he saw what all I had done, and he began to thank me profusely. Realizing who I was from our days at school and the swim team, we caught up and had fun reminiscing. As we were shaking hands to leave, never one to be shy about saying what’s on my mind, I offered, “Hey, if you ever need any help on the road, I’d be glad to go out with you to help you drive, set up and tear down your gear, and sell T-shirts… for free.” I intentionally emphasized the “for free” part. I was already working without pay for my dad on the farm. But Brian’s truck had air-conditioning; dad’s tractor didn’t. If I was going to work for nothing in the blistering heat of summer, I thought I might as well get to see the country, traveling in a vehicle with cold AC.


But here’s the ironic part of the story with Brian. I hadn’t seen him in a very long time when he came to the camp. But over the next week while he was back home, we randomly bumped into each other on five occasions. Every time, I reminded him that I would love to go out and be his roadie… for free.


Here’s what happened on the fifth and final “coincidence.” To get your car tags renewed in our town, the line was always at least two hours long, no matter what day or time you chose to go. Being a young man with a healthy appetite, I swung through the McDonald’s Drive-Thru on the way there and picked up two Big Macs, two large fries, two large orange drinks, and, of course, “Yes, ma’am, I would like two cherry pies with that! Thanks for asking!”


With my huge McDonald’s sack and drink carrier, along with my car-tag paperwork, I got in line to wait it out while scarfing down my two-thousand calorie lunch. Lo and behold, who walks up directly behind me to renew his tags? None other than Brian Becker. When he realized it was me, he grinned and said, “Well, I guess I’m supposed to take you on the road, huh?”


Looking to close the deal any way I could, I asked if he was hungry. After all, I had bought two of everything and McDonald’s would still be open when I was done, right? Being a typical starving artist, Brian quickly agreed to the free lunch. So, for the next two hours while inching up slowly in the line, we ate and talked nonstop.


As agreed, I began to go out on the road with Brian every chance I could—weekends, holiday breaks, and for some camps in the summer. While he always covered my expenses, I wasn’t on his payroll. I kept my end of the deal on the “for free” part.


Fast-forward to my graduation from Baylor. Following my Plan A I told you about earlier, I sent my resume to Texas Instruments, specifically their Dallas office for the position of Quality Control Manager. But my fast track to success and security went off the rails when, to my surprise, TI passed on me in the first interview. The career I had thought was set in stone dropped like a rock. I was suddenly thrown back to square one. And unfortunately, there’s no college course to prepare you for those moments.


But sometimes the earth-shattering noes are the best things that can happen to us. Then, there are the times that you realize what you have been searching for has been right under your nose all along.


Doing the only thing I knew to do, I decided to move back home to work on the family farm. But I also asked to talk with Brian. We set up a meeting at the local Pizza Hut. (Food was obviously a priority for us both in those days.) During that conversation, I told him that I couldn’t sing. I couldn’t play an instrument. But then I shared how, after having felt a call to the ministry at twelve years old, for a while thinking I was going to be a youth pastor, and then getting shoved off the first rung of the ladder to corporate success, maybe working in Christian music was somehow my answer. Going out on the road the past few years to help him may have been a divine appointment because I realized I could be involved with both ministry and business. (In my experience, I have found that God never wastes anything, and He cares about our dreams.)


At the time, Brian’s career was on the rise. He had signed with Benson Records, which was one of a few major Christian labels*. (In 1997, Benson was sold to Provident/Zomba and later to Sony.) Soon after our conversation, Brian brought me on as his paid road manager. From that point, I kept working for my dad on the farm, but was also working for Brian part-time.


Eight months later, while in Nashville, Brian’s manager asked if we could talk. He made me an offer to come to work for him during the week, helping all the artists on his roster, then go out with Brian on the weekends as I had been doing. Seeing this as my opportunity to finally go into the music business full-time, I accepted. For the first year, because money was tight, I slept on the manager’s couch in his apartment.


Bottom line is the career I thought I was supposed to have never materialized, and a random night at a camp with a fellow athlete I knew from my hometown eventually launched me down the road and led to all the accomplishments I told you in my opening paragraphs. My calling, which I had sensed at twelve, was also connected to this new direction because I would work with artists who reached students. Everything came back around and fit together.


Funny how life works, huh? Like I said, sometimes the noes turn out to be the best things for us because they free us up to say yes to the right opportunity. It’s also vital to be kind and treat everyone with respect because you never know when someone who is not on your radar now could become crucial to the trajectory of your life later. For me, that was Brian Becker.


Mastering Multitasking in Music City


I went to work for Chapel Hill Management in Nashville, Tennessee, a one-owner, one-man company that provided career oversight and navigation for various artists and producers* as well as financial services for select artists. This was no internship where you occasionally got sent out to fetch someone’s latte. I was his first hired employee, so he immediately threw me into the deep end with no lessons and no life vest.


I was tasked with what was essentially project management for their producers. My responsibilities were to:




	Book the recording studio*


	Book the engineer(s)*


	Hire the session players*


	Hire the background vocalists* (BGV*)


	Coordinate instrument cartage*


	Be the miscellaneous catchall guy and do anything needed to support the recording project.





Another crucial role I was given early on was the responsibility for overseeing the accounting for an album’s budget. Along with the per-project work, I was also doing bookkeeping for two of the top up-and-coming Christian artists at that time—dc Talk and Newsboys. Through this experience, I gained specific business knowledge and expertise in details like handling company start-ups, filing for federal tax ID numbers, getting signature cards signed for banks, and setting up escrow accounts. I became lightning-fast on the popular accounting software QuickBooks, reconciling credit card statements and bank statements, and balancing accounts. A comprehensive on-the-job education, for sure.


Being a fast learner, getting good at taking care of details, and multitasking quickly garnered me a solid and trusted reputation with all those I worked for and with. Since the music business is full of creatives and visionaries, from the heads of record labels* and management companies to songwriters and artists, being meticulous and having a strong work ethic goes a long way. They needed someone like me to connect the dots, cross the T’s, and dot the I’s. Nothing’s changed. They still do!


If a recording session was scheduled to load in* at 8:00 a.m. and begin at 10:00 a.m., I arrived early to hand out checks to everyone slated for that session. Independent hired guns tend to work better when the check is in their pocket. That said, many in the industry, particularly record labels, would require an invoice after the session and then often wait sixty to ninety days (or longer) to pay. But a little ignorance on my part, while just trying to do good business, played in my favor. When people got a call from me, they would book the sessions of the producer I represented over someone else’s because they knew a check would be waiting for them upon arrival. As they say, money talks.


But I realized my get-paid-when-you-play method was unusual the day that I called Guy Penrod, a well-known artist and sought-after background vocalist, who was late for a session. I caught him right as he was walking into a local theme park with his family. I apologized, thinking I had made a mistake with the scheduling. He assured me I had not, that he would change his plans and head to the studio right away. To which I said, “Hey, it’s okay. We can do this one without you.” He laughed and responded, “Are you kidding me? I know you’ll have a check waiting that will pay for my family’s day at the park. I’ll be there in fifteen minutes!” His comment made me realize what I didn’t know about waiting to pay, yet also showed me I had gained one of the best reputations in town among the production project managers.


Our office for Chapel Hill was in the basement of TobyMac’s home. At that time, Toby was in dc Talk, before he became a legendary solo artist. I would work during the day, running all over town to studios, and then at night I would take care of the admin work—all the financial and scheduling details. In 1992, Toby was writing for their Free at Last record. He would arrive home from the studio late at night. Pulling into his garage, Toby would have to walk through the basement where I was working to take the stairs up into his home. Many times, he would come in, collapse onto a sofa in the office, and start talking business. I was trying to finish up after an eighteen-hour day, and he was ready to get some answers on their financial state.


To head Toby off and provide him with some numbers to allow myself to finish the day’s work, I started leaving out a file folder of items for him to look through. Issue resolved. Client happy. Job done. That’s the key to any business, really. But as I burned the midnight oil in his basement and was available when he wanted to talk, I was also unknowingly endearing myself to Toby and his team. As they prepared for the tour to support the Free at Last album, they offered me the role of tour accountant, and I accepted, leaving Chapel Hill and going to work for True Artist Management.


For a while, Toby and the team had been working on the possibility of bringing me on, but I was unaware of those discussions. The crucial connecting point for this move was that it would introduce me to their opening act on that tour—Audio Adrenaline. That connection was one of the most important moments in my career. The domino effect of commitment and hard work was in play and starting to fall in my favor.


I want to stop here and make a crucial point for you. I hope that while I have been sharing my story with you, some lightbulbs have been going off in your head. I hope you are applying my past to your future! Was it a different time? Yes. Different generation, even? Yes. Different culture and economy? Yes. But here’s where personal value connected to business needs never change in the work environment. I’ll spell it out for you in three points:




	
1. Show a strong work ethic. Even more so in today’s culture, this can automatically put you at the front of the line in the top ten percent, if not five percent, anywhere in any career.


	
2. Be a self-starter. Successful people, especially visionaries and creatives, don’t have the time, or will rarely take the time, to teach you the ropes. If you wait around to be told what to do, and if you won’t get busy and make yourself useful, you won’t last and certainly won’t get promoted.


	
3. Learn to multitask. Yes, some folks are better at this than others because of personality, gifting, and background, but anyone can learn how to expand their bandwidth and workflow. Don’t say you can’t. Just go ahead and admit that you won’t. If you question your ability on this point, see the first bullet above—show a strong work ethic!





Now, if you’re thinking, “But Brickell, I want to be the artist that all the support people you’re talking about are working together to make a success.” Okay, well, I’ve got some game-changing news for you then. The most successful artists I have ever worked with started out with and still show three attributes: strong work ethic, self-starter, and multitasker, especially the ones whose careers have lasted for decades. Nothing’s changed. They are all hard workers at their craft! Write the record, record the record, rehearse the tour, tour the record, all while doing press and promotion. Take a break. Do it all again. Year after year. “The life” may look glamorous on the outside, but anyone who has been more than a one-hit wonder will tell you that it can be a hard road and a tough job.


Building the House, Brick by Brick


I worked with Toby and his crew at True Artist Management for the next four years. During that time, I was immersed in the world of live events, touring, festivals, promoters, contracts, attorneys, record labels, booking agencies, and all the necessary logistics of the music business. From my start as a road manager for Brian Becker, traveling together in his box truck, playing churches and conferences, to working with some of the biggest artists of the day, living for months on tour buses, and playing arenas, I had put together a solid resume with a roster of honed skills. By this point, I had a firm grasp on how the industry worked as a whole.


By May of 1995, I was the tour manager for Audio Adrenaline and got married to my sweetheart, Stacy. Three years later, in May 1998, when Stacy and I found out we were expecting our first child, I met with the band to tell them the news and that I was going to need to get a better-paying job where I was home more. But Mark Stuart, the lead singer, had a great idea. He suggested I start my own management company and take the band on as my first artist to represent.


I gave True Artist Management a two-month notice to offer them plenty of time to transition everything I did to someone else. On August 15, 1998, I started my own company that I still run today—BrickHouse Entertainment.


After launching with Audio Adrenaline, I was looking to build my roster. Switchfoot had released their now-classic second album New Way to be Human. Mark Nicholas, the son-in-law of legendary producer and songwriter Charlie Peacock, told me the band was looking for management. Charlie had originally signed Switchfoot to his mainstream label, distributed by EMI. Mark helped me arrange a meeting with the band in the label’s boardroom. Once I arrived, I realized I was one of many managers* they were interviewing that day.


As always, I was up front, telling them I was weeks away from my first child being born, and that I wasn’t certain what my life was going to look like on the other side of starting a family. But if I did become their manager, my goal would be to help them achieve their goals and dreams. I asked a few questions, but mostly let them do the talking. I wanted to listen, to hear where they wanted to go as a band.


I enjoyed the time and closed by saying that I would love to work with them. But I also made it clear I would understand if they decided to go with a more seasoned manager. After all, at the time BrickHouse’s doors had only been open for five months. Honestly, I left there expecting to never hear from them again. About a week later, to my surprise, they called. But when they told me their deciding factor, that was the real revelation. I was the only manager all day that listened to what they wanted to do versus telling them all the things that they should do.


I learned a powerful principle from that meeting with Switchfoot that I have utilized my entire career: Listening is both critical and crucial. People want and need to be heard. Working hard to bring one’s own idea to reality is often more appealing to artists than doing half the work to bring someone else’s idea to fruition.


During my time at True Artist I met a small up-and-coming band called MercyMe. I introduced them to True Artist, but they decided not to sign the band. Once I established my own company, I was free to sign whoever I wanted. So, I was fortunate that my first three artists were Audio Adrenaline, Switchfoot, and MercyMe. I’m proud to say that, to this day, those three bands are some of the most renowned and respected in their genres.


Meeting MercyMe


A story I am asked to tell quite a bit, especially because of the I Can Only Imagine movie, is how I first connected with MercyMe. In the fall of 1996, touring with Audio Adrenaline, we were working with the Activities Director on a date to play at Oklahoma Baptist University in Shawnee. When I called to discuss the details to try and lock it down, I told her that since we had a show the night before and the long drive in between, we couldn’t arrive until noon. Because we were bringing all our own production, the window to set up and get ready would be tight.


The director told me about a local band who she wanted to open the show. She said they had a strong following in the area and were awesome. As with most artists who have been on the road for a while, local openers can be a touchy subject. We had already been burned by some other people who had assured us that someone was great and then, let’s just say, the opposite turned out to be true. Because of the bad experiences, I had learned to ask some questions. Number one—are you married to, are you dating, or are you romantically interested in this person or someone in the band? Number two—are you related to this person or anyone in the band?


After the answers to these questions were a no, I asked her to send me a cassette of their music. Because, yeah, cassettes were the preferred format at the time. She sent it. I got it. I listened to it. Their music was horrible. I called her back and told her I didn’t think the band would work for our show. But the lady persisted: “Would you please pray about it?” I agreed. I prayed. I didn’t hear anything any different. I called her back and told her no again. But she wouldn’t relent.


Finally, I asked her, “If I don’t let this band open, are you going to cancel Audio Adrenaline?” Politely, she answered, “Well, I didn’t want to have to say that.” The handwriting was on the proverbial wall. I had to agree to her “offer.” I told her, “We won’t arrive until noon. We need six hours to set up and do sound check. The doors have to open at 6:00 p.m. Your band can play through our sound system but can’t use our racks and stacks. They need to have all their instruments set up and ready to move onto the stage in between our sound check and doors being opened, but they can’t move any of our equipment. They have to quickly get their instruments onstage in front of ours to get ready to play. Then when their set is over, they have to strike everything immediately.”


On the day of the show, when MercyMe showed up, they were all great guys and fully cooperated with the plan. Audio Adrenaline finished sound check at about 5:30 or 5:45 p.m., and I told them I would open the doors to let the fans in at 6:00 p.m. The guys hustled to get their instruments onto the stage and get a fast sound check. I left the auditorium to go eat dinner backstage.


When I heard MercyMe start their set, I finished my meal and went in to listen. I walked up and stood beside the Activities Director. In all honesty, I was fully prepared to give her the classic “I told you so”… but I couldn’t. Because she was right. The band was great. They did an incredible job of interacting with the crowd. (He was Bart.) I could tell that they had played together for quite a while, because they played like a band that had gelled. One impressive factor was that at one point Bart changed the set list, and the guys followed him and adjusted like pros.


After the show, I met with the guys. When we said goodbye, I gave Bart my business card and also gave him my cell and home phone numbers. I told him, “I know you guys can’t afford a manager right now, but if you have any questions or I can help you, call me.” For the next year, he called me about once a month. The second year, he began calling once a week. By the third year, he was calling almost every day. Finally, in 1999, everything came together. He wrote “I Can Only Imagine” and then Amy Grant came into the picture. For MercyMe, that’s when the plane left the runway.


One Big Family


The following February our oldest child and only son Jake was born. Two years later we had Sara. Mary-Clair followed two years after that. At this point, my wife and I agreed that we were done having children. However, several years later we reevaluated that decision and knew our family wouldn’t be complete without one more. And we were right. Our Ruthie arrived in May 2010, named after my mom. We’re so grateful they were able to get to know each other before Mom passed away at the end of that year in December.


Thriving in Music City, I loved figuring out who industry professionals were, what they did, and how everything pieced together. From day one to today, connecting to so many amazing people has helped me understand the flow of the music business. There is a science to the art of music. There is an art to the science of music. Artist management requires understanding and navigating both.


In twenty-plus years, BrickHouse has managed:




	Audio Adrenaline


	Switchfoot


	MercyMe


	T-Bone


	Monk & Neagle


	
Connersvine


	Phil Wickham


	Addison Road


	Sidewalk Prophets


	Matthew West


	Fee


	Moriah Peters


	Rend Collective


	Luminate


	Revive


	KB


	Citizen Way


	JJ Weeks Band


	Travis Ryan


	Micah Tyler


	Mitchell Lee


	Micah Christopher


	Iveth Luna





We also managed The Rock and Worship Roadshow from conception through the first six years until the production was sold to another organization. I’ve been on the board of the Gospel Music Association (GMA) since 2005. I have served on the Executive Committee for ten-plus years, and from 2019 to 2021, I was chairman of the board.


I have obviously established myself in Nashville, and I am embedded in the Christian music industry. But, I have never forgotten the lessons I learned growing up on our family farm in Missouri. I learned things like work ethic, organizational skills, multitasking, personal responsibility, and character during long days bailing hay, fixing fence, and working the cattle. Early on in my career in the music industry, I attended outdoor festivals and other live events, and I would often envision, one day, hosting similar events on the same property that taught me all these life lessons. In 2005, this vision started to come to life when my dad and I converted his farm into “Brick’s Off-Road Park.” After four generations of farming corn to cattle, we opened the land up to dirt bikes, dune buggies, four-wheelers, and monster trucks. We’ve got mud holes for the rookies to play in and technical up-hill rock climbs to challenge the veterans: rolling hills, flat fields, miles of winding trails, camping facilities, and a spring-fed creek.


Turning our 450-acre farm into one of the country’s best off-road parks, I was able to apply my business expertise to an entirely different form of family entertainment, which attracts a completely different demographic than music. I love going there for the weekend, escaping my usual daily grind, and spending quality time with my own family, as well as our “mud family.” We have experimented with live music events at the park and have plans to expand to larger events in the future, merging all my worlds.


My Hope and Goal for You


What I do in artist management is create all the spokes of the wheel between the artist and everyone connected to their career. For years when I have been asked what a manager does, tongue-in-cheek I joke, “Managers don’t do anything… except make sure everyone else does their jobs.” But a manager is the keeper of the playbook, which makes sure everybody else understands the plan, the timing of that plan, and the execution of that plan.


I have no idea what your personal belief system may be, and I am certainly not trying to assert mine on you. But for me personally, I decided at an early age to not try and write my own story, but to simply get up every morning and ask God, “What am I supposed to do today?” Then I watch, listen, and get to work. That mindset always allowed the best opportunity to come my way, not the one that I had planned.


Over the years, I have discovered a path to teach others how to go from being a music lover with some talent to a full-fledged artist, and also help someone figure out what aspect of the music business he or she may be drawn to in the many jobs available in the industry. Countless times I have sat with a young artist, parents, investors, and in front of many university classes to help people understand what it actually takes to “do music.” The average person on the outside sees the life of an artist from a one-dimensional perspective. But I’m not afraid to “pull back the curtain” and show them there is no great wizard pulling the strings. It’s just hard work, determination, and passion applied to wise business principles.


I wrote this book for anyone, not just artists, who thinks they want to pursue a career in or around the music business, at any age, at any level. Even if you just want music to be a part-time passion or hobby. But hobbies don’t pay the bills. There’s a difference between helping out a local artist you like or being in a cover band versus finding a place in the music business that you feel lines up with your talents and then turning that into a career. You may have the ability to be an awesome booking agent,* a top label executive, or the “next big thing,” but that foundation starts with understanding how the industry works together to maximize an artist’s songs, brand, and career.


My hope is by the end of this book, you:




	Understand the industry, hopefully before you even get started,


	Learn the terminology,


	Know the goals you need to set for yourself,


	Have a clear understanding of how you can lay out a path for your future,


	Decide to get on with your own journey in the music business.





The people I know who have succeeded and sustained a career in the music business all had one major thing in common—it is also what I learned from living my own story: Don’t have a Plan B. That is an absolute must in taking ownership of your career. Because if you have a Plan B, as soon as Plan A gets tough, Plan B will become your Plan A. That’s just human nature. No one should want your dream to happen more than you. If I’m your coach through this book, I can’t come play the game for you. You have to put in the work.


To close my story and come full circle…: Had I gotten impatient and walked away from Brian that night at the camp or decided I was too good to help him out and get my hands dirty, my own music career might never have happened. No matter what our business may be, relationships and service are the currency through which we can best find our place in this life. I believed that truth then, and I believe it more today than ever. Keep this principle in the forefront of your mind as we walk together through the ins and outs of the music business.


I titled this chapter based on the idea that though the industry is changing dramatically in how things are done, the way that you become successful in it has not changed and will probably never change. This industry is so unique in that you get told “no” a lot and it is up to you to keep your head held high if you really want to succeed. For example, the Beatles got told “guitar groups are on the way out” and “the Beatles have no future in show business.”2 So, if arguably one of the greatest bands of all time took no for an answer, then we all would never have been able to experience the creativity that came from them. What a monumental loss that would’ve been. So, remember, show a strong work ethic, be a self-starter, and learn to multitask. Nothing’s changed.









“Be your own artist, and always be confident in what you’re doing. If you’re not going to be confident, you might as well not be doing it.”


—ARETHA FRANKLIN










CHAPTER TWO THE ARTIST [image: ]





If music is your dream, then no one should ever work harder than you to make it happen.





RIGHT OUT of the gate, I want to give you my definition of the word artist*: A creative who has written or cowritten a song or songs that other people have heard and care about. An exception to this definition would be artists who are performers, like Elvis, that have never actually written a song in their career.


You may post cover* songs on YouTube. You may sing at church or weddings. You may wow your family and friends in the living room. But that’s a singer, not an artist. So, first question based on my definition, are you a singer or an artist?


Next, I want to give you an important piece of advice. If I agreed to a meeting with you to talk about a career in music, here’s the first thing I would tell you: “If you can do anything else other than music to make a living, do yourself a huge favor right now and go do that.” If you realize you’re a singer and want to just stay a singer, great. Music can be an awesome hobby, party trick, and stress reliever as you pursue other avenues of life.


I don’t intend for these opening thoughts to be some kind of scare tactic, just the unbridled truth. A career in the music industry is not for the faint of heart. Not for someone who is easily offended. Not for someone who will give up. The music business is best pursued by a fighter. There are going to be plenty of days when you will feel like Rocky Balboa—the underdog, beat-up, cut, dizzy, and on the mat while the ref is counting.


If you do know you can walk away, be just fine, and do something else with your life, if you decide to stop reading right here, trust me, whatever you paid for this book is going to be far less money than you are likely going to burn trying to “make it.” In fact, I may have just saved you thousands of dollars, a ton of time, and a lot of heartache. You’re welcome!


I will never forget one young lady that came to an Immerse Conference several years ago. The event was a week-long crash course in Christian music that we at the Gospel Music Association once offered in the summer. During one of the Q&A sessions with industry professionals, she raised her hand. When someone on the panel called on her, she stood up, and announced, “I don’t have a question, but I just want to say that I can already see what I envisioned Christian music to be, and what it actually takes to make it, are very different than I thought. I’ve found out what I needed to know this week, so I’m going to go back home, be grateful for this experience, and begin to pursue another path for my life.” Every professional on that panel applauded and encouraged the young lady for her honesty, insight, and bravery. Remember what I said in the first chapter: Sometimes the noes can be life changing, even when they come from within our own hearts.


Alright, are you still with me?… Good, let’s move on.


Songs: The Master Keys that Unlock Every Door


Think of five artists you regularly listen to who have had a career in his/her genre of music—pop, country, rock, alternative, hip-hop, etc.—for at least ten years. Write their names down in the spaces provided.


1.


2.


3.


4.


5.


Now that you’ve listed your five artists, what do you think would be the number one reason for each one’s success in the music industry? Would it be: Raw talent? Producer? Record label? Manager? Booking agent? Live show? Fan base? Money invested in them? Their family? Look and style? Work ethic?


While all of these roles and factors certainly contribute to success, none of these are the number one reason. The answer is plain and simple. It’s a song. The songs that artists are known for. S-O-N-G.


A song can become a key to unlock feelings and emotions deep inside your soul that nothing else can open. A song can cause you to travel back in time to relive a memory. A song can take you into the future to see yourself in a different place. Hear a different voice. Taste new experiences. Songs have a surreal, mystical impact on our senses, minds, hearts, and spirits like few other things in this life.


Look at your list of artists again. Chances are high that you can associate, at minimum, one massive hit for each artist. But likely several. On cue, you can sing a hit song from each artist, can’t you? By heart, you know the lyrics and melody. The very reason you wrote those names down. You may have even sung a cover of one of the songs and posted it on YouTube (like hundreds, if not thousands, of other singers did too).


So, if the number one reason for success in the music business is the song, then what does it take for you to find your song?


First, let’s cover what is not your song. You might write a great song with an amazing hook or a really clever idea, but if the words aren’t believable coming from you, that’s a big problem. If the message doesn’t fit you, it’s not your song. We see this all the time on TV vocal competitions. Some fifteen-year-old girl singing about suffering from heartache while drowning her sorrows on a bar stool. Sure, she can sing great, but the song doesn’t make sense coming from her.


Not only does a song have to be great, but the person delivering the message has to be believable, relatable, and passionate about selling the lyrics. A hit has to be the perfect blend of subject matter, musical quality, a strong producer, creative style, timing in the market, the right cultural climate, relevance (musically and stylistically), and—to repeat—a good matchup with who you are.
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