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PRESENTATION FEES
A THIRD PARTY HIRES YOU T0 PUT ON A SHOW

A PRESENTER USUALLY
IS NOT INVOLVED IN THE
CREATIVE PROCESS

YOU NEGOTIATE FAIR
COMPENSATION WITH

YOUR PRESENTER

WHAT TO CONSIDER WHEN NEGOTIATING FEES?

- YOUR BUDGETARY NEEDS: MAKE A BUDGET INCLUDING ALL GRANTS, REVENUES, AND EXPENSES.

__ 1 FIGURE OUT THE MINIMUM WEEKLY FEE OR PER GIG FEE.
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- IF YOU'RE GOING TO LOSE MORE MONEY THAN YOU CAN AFFORD, WALK AWAY.

- THE STANDARD RATES THAT ARE CHARGED BY SIMILAR ARTISTS. ASK AROUND!

- THE MARKET: FEES VARY BY COUNTRY AND PROVINCE (URBAN AND RURAL, TOO).



