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What do you get when you have 3 
imaginative, talkative and motivated music 
gurus around a table in a dive bar 
surrounded by beer? Not just a lot of fun 
but a business idea. 	

Dvě Piva Bookings is a booking agency 
that is looking to delve into less developed 
markets and bring them closer to the 
mainstream. We want to provide our bands 
the opportunity to immerse themselves in 
an ever growing German music industry 
and give the eastern sound to the people of 
Germany.  Our company likes diversity and 
swears on quality over the quantity, so for 
now, we took on board seven talented 
bands who we give our full focus to. 

 

LOCATION  
Neuer Pferdemarkt 1, Hamburg, Germany 
	

MISSION  
West meets East. 
	

VISION 
It’s not a secret that best businesses usually start over a few beers. Dvě Piva Bookings stands 
for two beers and in this case, Western European music scene is making a toast to the most 
exciting Eastern European music acts. Our booking agency takes on the most talented foreign 
artists and efficiently beds them within the frisky Western music market. 
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VALUE PROPOSITION 
German music market is one of the toughest markets in music industry and is often seen as an 
awful mystery to many musicians and music professionals who struggle to organize tours 
around Western Europe. Dvě Piva Bookings knows all the tricks and secrets of it, clears the 
fog that is preventing bands from moving further in this territory and leads its artists through 
the way to success.  

Our team consists of German, Dutch and Slovenian who know how to drink their beers from 
both sides of the table. The international background allows us to understand both markets - 
the Western and the Eastern one. We take the most talented and exciting Eastern European 
bands and connect them to places with the right ambience, atmosphere and audience for them 
to grow and further develop themselves. 

As former artists, we combine the understanding of the musicians’ perspective with the music 
business knowledge, a number of priceless friendships within the industry and years of 
experience in music markets all around Europe. We know what makes up an unforgettable, 
high quality, well visited concert and these are the gigs experiences we want to offer to our 
artists and their fans. We have specialized in the Western music industry and learned the most 
important secrets of the German scene. We are not afraid to dare, explore and do impossible!  

Dvě Piva Bookings is a small agency with a big, daring and caring heart. We like to handle 
our business in a fun, relaxed, friendly way that has shown to be extremely positive and 
effective. We are as crazy as we want our artists to be! Our goal is to empower our clients, 
create an unbreakable bond with them and use this playful energy to make the most 
memorable shows people will keep talking about. 

LEGAL FORM: Dvě Piva Bookings Co. 
 Dvě Piva Bookings was started by a group of friends with passion for music. We all invested 
in this company, so the legal form of our booking agency holds "Co.", which is an 
abbreviation for company, a catchall phrase for an association of people working together in a 
commercial or industrial enterprise, such as in a sole proprietorship, limited liability company 
or corporation. (Lanye, 2016). 
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COMPANY STRUCTURE 

Who is drinking? 

● Nicolas 
	

	

German national who has played in several punk and metal bands throughout Germany. He 
has a great network of concert venues and owners. He will be responsible for location 
scouting and communicating with the venue owners to establish long lasting relationships and 
ensure for successful logistics during tours. Nicolas’ interests range from making music 
himself to communicating with new talent. Nicolas will work with underground punk bands 
to organize tours in the raunchiest places in Germany to provide for the right ambiance. For 
Nicolas it is important that the band feels comfortable and can truly feel free to artistically 
unfold.  

	

● Eva Kristina  
	

Eva comes from Slovenia, a country that no one call really tell whether it is Central or Eastern 
Europe. One thing we can be certain of, it is not Slovakia. Nevertheless, since it is situated in 
the middle of it all, it is the perfect gate between both music markets. Everything comes and 
goes through this territory. 

Eva started as a musician - a one woman band playing three instruments and singing. But 
affectionate, extrovert, ambitious and curious in people as she is, she started noticing so many 
potential all around her and she wanted others to recognize it, too. With Slovenia being such a 
small music “market”, music professionals need to know it all. She has managed bands and 
venues, organized concerts and (showcase) festivals, worked for record labels and radio 
stations, acted as a tour manager and a booking agent, and most importantly, frequently 
visited concerts and festivals all around Europe. After studying Music Marketing and 
Management in the Netherlands, she moved to Hamburg and started working for Reeperbahn 
Festival. With an indescribable passion for music, the right attitude and manager’s drive, she 
combined her passion with work and is determined to help others achieve it too. 

 

 

 

• Yannick  
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Last but not least Yannick! He is Dutch and played records in a lot of venues in the 
Netherlands. While he played there he saw a lot of local bands and also a lot of foreign bands. 
Yannick always loved the eastern sound, the mysterious sound. A lot of Dutch artist play too 
much mainstream music. Yannick always says, Eastern musicians have more guts to colour 
out of the lines. Yannick has a background with finance, he did some accounting at some 
companies. Therefore, it is more than logical that he is going to focus on the financial part of 
Dvě Piva Bookings. 

 

What sorts of beer do we have? 

1. Booking  
 Dvě Piva Bookings is an agency whose primary activity is to book shows for its artists. Each 
of the co-founders of our company acts as a booking agent for a number of artists from our 
roster. However, the decision to bring new bands under the roof is common. As we have 
formed the company, we had started with 7 incredible artists we have worked with before at 
different occasions. We are already negotiating with 10 new artists to join our family in the 
very near future and we are looking to expand our booking agency to around 40 artists in 
approximately one year. 

Our main focus is on booking concerts around Germany, but we have strong connections in 
the Dutch, Belgian, Swiss, Austrian and Danish music market, so our booking and tour 
management includes these Western European countries as well. 

We are all responsible for scouting venues and festivals throughout Europe and maintaining a 
good relationship with the organizers and owners of the according venues and festivals. For 
that purpose, we regularly attend showcase festivals, seminars, conferences, networking 
parties, concerts etc. 

We also have interns and assistants that help us with various perspectives within the company. 
Two assistants help us with booking and tour management in general and another one that 
covers accountancy that comes with it. 

More about the booking fees, contracts and terms and conditions is explained in the following 
pages. 
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2. Tour Management  
First we book gigs, then we plan the tour and execute it. Eva is the person in our company that 
specially focuses on tour management - from production to logistics. Her tasks include taking 
care of booking all the accommodation, transport, equipment and crew involved with the tour, 
plus all the logistics and administration that goes with it. This department is tightened to the 
Tour Management Department at our partner company Dvě Piva Management. We also have 
dedicated interns helping us in that field. 

She hires tour managers that also act as tour accountants - producing budgets, picking up cash 
for performances and paying suppliers and other expenses as the tour progresses. Managing a 
concert tour means working with various venue managers, promoters, travel agents, band 
members, sound and lighting technicians, sound engineers, tour bus drivers, the road crew and 
sometimes even groupies. Therefore, a tour manager we hire has to be someone who is 
patient, proactive, organized, decisive, a forward-thinker and can multitask. We have three 
more permanent tour managers that are all freelancers that we know and trust, so we usually 
hire them for the job. 

Dvě Piva Bookings owns its own van for 9 people that can be rented for shorter tours (not 
more than 3 to 4 days) even by artists that are not on our roster. Regular rental price is 60 
euro/day, but our artists get it for 20 euro/day. 	

3. Promotion 
Dvě Piva Bookings does not act as a concert promoter, so we do not do special marketing 
campaigns, PR or take care of publicity. Our main tools of promotion are our influence, our 
presence at various music events, our connections, goodwill and of course, social media.  

We communicate to our audience through Facebook, Twitter, Instagram and email 
(newsletter) with an innovative, edgy, engaging content. We are up-to-date with all the 
activities of our artists, we share their content and promote their shows. We also regularly 
update or add Spotify and YouTube playlists with the bands from our roster.  

Besides the regular promotion of our activities, we also keep in touch with news and 
innovations from the music industry in general. We share interesting information, practices 
that inspire us, musicians that we admire, share experiences from concerts and festivals we 
attend, communicate with our audience about their experiences, passions, inspirations etc. We 
like to get involved with the community and connect with other segments of the creative 
industry, so we also support the wider (local) art scene. We like to acknowledge outstanding 
work, support our friends and spread awesome things around. 

● Dvě Piva concert tour 
Once a year, we organize Dvě Piva concert tour with approximately 5 of our artists. We invite 
music professionals and friends from various music/cultural fields to the most memorable 
party of the year organized in the most important/iconic alternative venues in bigger German 
cities. The purpose of this concert tour is to strengthen bonds with our partners and 
collaborators, wider our and bands’ audience, increase our visibility, boost our credibility 
within the scene and most importantly, to showcase our bands to new fans and to build new 
bridges in their careers. 
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● Reeperbahn festival - Dvě Piva stage 
We think showcase festivals are great and we like to attend as many as possible, because we 
believe it is a great way to get together with music industry friends from all around the world. 
Since our company is based in Hamburg and our team has a background and connections with 
Reeperbahn festival, they gave us an honour to curate the programme with our own stage.  

Dvě Piva stage hosts a night where only bands from our roster present themselves to the 
international audience. On other nights, Dvě Piva, as a booking agency, invites various locals 
and foreign artists to perform at Reeperbahn. We are staying faithful to our mission and 
mostly book Eastern European bands. 

Curating a festival programme such as Reeperbahn gives us an incredible boost in credibility 
and a number of new connections each year.  

● Dvě Piva merchandise 
We are making goodies for our own visibility - promo cards, beer openers, lighters, tote bags 
and other funny badges. 

4. Ticketing 
We let venues handle the ticketing, however, we still like to keep a track of it. Yannick takes 
care of tracking the ticket sales, pays attention on how well are the sales going and what can 
we do as a booking-agency to improve the visitation of concerts. By scanning the ticket sales 
we can activate the band, the venue or the management to improve the promotion for that 
particular show.   
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A&R 
We are looking for new bands that are independent, non-commercial and alternative in 
terms of creating a sound that borders with the unknown. We are not specifically aiming at a 
genre, but we focus on nurturing new bands to their potential greatness. It doesn’t matter if 
it’s jazz, soul, electronic or punk, if we see a band with the right potential we’re going to get 
in contact with them. And will use our full potential to place them in the right venues to 
ensure the right exposure to their target audiences.  

Another factor is that we exclusively book artists from the East of Europe and bring that 
sound to the West. In order for us to do so, we need to travel to small concerts all over Eastern 
Europe to properly scout the right bands and understand their way of performing and 
interacting with the crowd, to further be able to programme the right show.  Merely listening 
to their album is not sufficient to be able to determine whether they are good live or not. Some 
artists have a great first album, end up getting signed without playing live once. For our 
booking agency it is essential that the focus lies on live performances and the ability to 
mesmerize the crowd.  

Thirdly our agency is based on trust and caring for each other so a close relationship with the 
bands and artists is important to facilitate an open network of communication to clearly 
understand their wants and needs, and embark on a joint path of success.  

POLAND 

COALS (Poland) – Nick 
	

The soul and core of this 
young duo from the coal 
mining Polish region of 
Silesia are Katarzyna 
Kowalczyk and Łukasz 
Rozmysłowski. They 
make subtle, slow, deep 
music by wrapping 
melancholy in 
completely new 
dimensions of sound. In 
2015, their dark, layered 

electroacoustic 
soundscapes around 

fragile, yet overwhelming vocals and lyrics were featured in a KEXP session, with the 
influential Seattle radio station declaring Weightless the song of the day. Another KEXP 
session took place at Iceland Airwaves 2016, just one of Coals’ numerous international 
festival appearances of that year. 
https://www.facebook.com/CoalsMusic/ 
https://soundcloud.com/coalsmusic 
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SLOVAKIA 

THE ILLS – Yannick 

	

Two guitars, a bass and drums. Smells like post-rock. And it is. The kind that’s best 
consumed live, when the band puts the hardcore pedal to the floor and when elements of 
shoegaze, progressive and math rock and punk resound somewhere between the intimate and 
the noisy. The band released its fourth album in April, titled “Ornamental or mental”. They 
certainly feel at home onstage, at least judging from their long list of concerts. They have 
played everything from small pubs to galleries, from clubs to festivals. The most recent such 
experience includes a show at the famous Iceland Airwaves, where they were the first 
Slovakian band to perform at the festival. The Ills break new ground. We are all for it. 

 https://www.facebook.com/theills 

https://ills.bandcamp.com/ 
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LATVIA, UKRAINE 

BEISSOUL & EINIUS - Nick 
Beissoul & Einius come from Vilnius 
with a serious reputation, the duo being 
already pretty famous in the Baltic States 
and Ukraine for their soulful dance 
performances. Beissoul ("bass soul" in 
phonetic Lithuanian) possesses a soulful 
voice that is uncommon in the eastern 
parts of Europe. The artist with 
Ukrainian roots has studied pantomime 
which enables him to deliver impressive 
dance moves on stage, usually in iconic 
costumes and headgear. Influences range 
from Moby and Burial to Spice Girls. 	

https://www.facebook.com/Beissoul.Einius/?fref=ts 

		

SLOVENIA 

PERSONS FROM PORLOCK – Eva 
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Borrowing their name from a literary allusion to unexpected visitors disrupting one's creative 
flow, Persons from Porlock have been visibly "disturbing" the Slovenian music scene since 
2015. 

Four childhood friends from Ljubljana have created their own place where "things people 
don't like" happen, as the title of their debut album from 2016 suggests. 

Porlock is a state of mind. It consists of contagiously intoxicating stoner riffs with extracts of 
late 60s and 70s rock, climactic dadrock cum moments and dreamy vocals. They call it 
schizophrenic pineapple pop, served up with hypnotic visuals and ironic self-deprecation in its 
live incarnation.  

After successfully invading various alternative clubs all around the country, Persons from 
Porlock are starting to be considered as one of the main representatives of neo-psychedelic 
music in Slovenia. 

https://www.facebook.com/PersonsFromPorlock/?fref=ts 

SERBIA 

REPETITOR - Eva 	
Repetitor from Belgrade, Serbia, is an alternative rock band, one of the most prominent bands 
of the so-called New Serbian Scene. They presented their second album “Dobrodošli na 
okean” in 2012, with its ground breaking energy and ingenuity. The album delivers nine 
tracks of cross-genre ecstasy, packed in a powerful, rocking-your-guts-out interplay of 
instruments, vocals and the distinctive wall of sound they create together. Attempts to find a 
direct musical influence may prove to be a difficult task, but an attentive listener will 
recognize similarities with variety of bands, from early Mudhoney, Šarlo Akrobata, Fugazi, 
Sonic Youth, Pixies and early Nirvana all the way to Black Sabbath or even Suicide. 

https://www.facebook.com/repetitor 
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CROATIA 

PRIDJEVI – Eva 
Pridjevi’s s/t debut is a dizzyingly psychedelic 
magnum-opus & a stunning debut, stitching together 
a seemingly disparate range of inspirations such as 
psychedelia, acid rock, baroque pop, Tropicalia, and 
Eastern ragas into an addictively listenable whole. 
The band sings entirely in Croatian, but the melodies 
& songs carry the entire weight of the album, holding 
the listener’s attention until the last note is struck. 
“Pridjevi”s tunes feel almost like rock devotionals to 
a higher spirit; heavy, hypnotic & wholly unique. The 
band has evolved into a fully functional live unit, 
playing shows & festivals. 

https://www.facebook.com/Pridjevi 

		

MOLDOVA 

TEPES - Yannick 
What to expect of Moldova? Well, most likely a 
unique blend of heavy metal, hard rock and thrash 
metal. Tepes have been touring Eastern Europe for 
over nine years and are known for spicing up their 
intense live shows with cage dancers and more. 

https://www.facebook.com/tepes.metzger 
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MARKET RESEARCH 

Customer Analysis 
We regard our customers on three different levels. The artists, the audience and the venue 
owners or festival organizers. These three customer levels should be regarded in different 
parameters and treated accordingly. 

Our artists are fairly up and coming, not necessarily inexperienced, yet need guidance in the 
new landscape of Germany and Western Europe. Furthermore our bands are alternative and 
need certain venue ambiance to fulfil their vision. The music genres ranges from Post-Rock to 
Metal to Psychedelic Acid-Rock. Our selection of bands is diverse to ensure maximum 
exposure and festival booking. 

In terms of audience demographics we try to stay as diverse as well, yet cannot entirely 
control the psychographics of the people coming to the concerts. The audience is alternative, 
dresses that way and has similar shared interests in the alternative scene. The age of our 
festival and concert visitors is between 18-55 and is very broad also to ensure maximum 
traction. We understand for example that age groups 30-55 are more likely to spend money on 
band merchandise and CD’s and the age group 18-30 spends more money on beverages while 
being at the concert or festival. 

Venue owners and festival organizers are essential for our booking agency and our bands to 
be able to perform their music and achieve exposure to a large audience. The relationship with 
the venue owners and festival organizers has to stay positive and cooperative from the 
beginning until the end phase of every concert or festival to bring long-lasting relationships 
and better deals for the bands to come in the future. 

We care for a successful partnership with the bands and the venue owners to provide for a 
satisfied audience and concert experience. So as you can see the three levels are 
interconnected and complement each other. 

Competition Research 
There is no doubt that Germany has a strong music infrastructure, which makes it one of the 
leading European countries in music industry. The capital Berlin is Germany's cultural centre 
and its music scene has a powerful worldwide reputation. 

One of the most renowned booking agencies with its headquarters in Berlin is definitely Melt! 
Bookings, a hub for up-and-coming talents and established top acts of various genres. They 
work with big names and are either organizing or being involved in respectful projects like 
Melt! Festival, Splash" Festival, Lollapalooza Berlin, MTV Mobile Beats etc. It's a booking 
agency we truly respect and look up to. 

Another Berlin based booking agency we would like to highlight is Magnificent Music. 
Their focus is more similar to ours, especially bands-and-genres-wise. Their artists have 
psychedelic rock, contemporary retro rock, proto 60s, 70s and heavy rock sounds. 
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Additionally, they stage their own club night in Berlin and promote local concerts or 
showcases. 

We are also friends with Berlin's Paper and Iron Bookings with a small, but passionate team 
representing an international roster of artists in Europe and the UK. 

However, Hamburg is a city with a rich music history as well, so a lot of companies working 
in music choose to set their office in the city of bridges.  

We put together a list of more visible and influential booking agencies in Hamburg that we 
perceive as our competition. Most of them also have other in-house activities besides booking, 
which is very common in music business nowadays. Various departments within the music 
company makes it more appealing to new artists, more relevant for partners and collaborator 
and also provides an opportunity for a bigger market share. 

  

·    A.s.s. concert & promotion GmbH 

(Booking agents, a concert + tour promoters and festival organisers) 

·    Devil Duck Records 

(Artist management, booking agents, record company) 

·    FKP Scorpio Konzertproduktionen GmbH 

(Booking agents, concert & tour promoters, festival organisers) 

·    Grand Hotel van Cleef Music GmbH 

(Artist management, booking agents, music label, music publishing house) 

·    House of Music Entertainment GmbH & Co. KG 

(Artist management, booking agents, recording studios -> production) 

·    Karsten Jahnke Konzertdirektion GmbH 

(Booking agents (very big team), concert & tour promoters (variety of music genres), festival 
organisers) 

·    Kopf und Steine GmbH 

(Booking Agents 

Neuland Concerts GmbH 

(Booking agents, concert & tour promoters, festival organisers) 

  

·    Semmel Concerts Hamburg 

(Booking agents, concert & tour promoters, festival organisers) 
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·    SST Seaside Touring GmbH & Co. KG 

(Booking agents, concert & tour promoters, festival organisers) 

·    Tapete Musik e.K. 

(Booking agents, indie record label, in-house press and radio promotion) 

·    x-why-z Konzertagentur GmbH 

(booking agents, concert & tour promoters, festival organisers) 

  

Dvě Piva Bookings is just a small booking agency among many other music companies in the 
music industry. But we have a passionate, hard-working, dedicated team of true music 
enthusiasts with a great network within the scene, so we are positive to mark our own place 
under the sun. With Dvě Piva Management we are more competitive in the market. Although 
we have just started, our company already has a respectful roster of extremely talented and 
active musicians ready to tear the Western audience apart. 

Because of our experienced team, we have connections at many other German and foreign 
festivals where we tend to place our bands. Hamburg based booking agencies are our 
competition on paper, but friends in reality. We believe in collaboration and good 
relationships, therefore we strive to create deeper bonds with people we work with and 
together create even friskier local music scene. 

The facts that we organize our own concert tour for our bands and that we curate programme 
of one of the most renowned showcase festivals in Europe gives us a lot of credibility, easier 
access to potential partners or clients, more appeal to bands looking to boost their careers in 
the Western market and in general opens doors to many great business opportunities. Sure, the 
competition in Hamburg, and Germany considering the whole market, is very strong and it 
can be difficult to stand out from to crowd (or even just to survive), but we believe in our 
project, we are the biggest supporters of our artists, we cherish the scene we work in (and for), 
so we are convinced that we are the best Hamburg's bridge that connects East to the West. 
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Marketing Mix 
	
Product	
Dvě Piva Bookings is working with a diverse group of musicians. The red line through these 
musicians is the term alternative, in our point of view this means “Different but at least as 
good” which refers to the mainstream music. There are a lot of artist that make music in the 
artistic way and not in the commercial way. That’s where Dvě Piva Bookings enters. What we 
are is looking for are artistic musicians that make music that is more alternative.		
	
Place	
Why Eastern European musicians? Dvě Piva Bookings noticed there is a movement in the 
music industry, more and more eastern bands are playing at festivals like Eurosonic 
Noorderslag/Incubate and Le Guess Who? (=quality festivals). It seems that the western 
market is finally ready to embrace eastern bands. More and more venues are programming 
experience shows to create more value for their customers. And western customers are ready 
for this experiment. We see the market change, the mainstream music will always be 
mainstream but there is space for niche market besides this market. (The long tail, Chris 
Anderson). Niche market is growing, people are actually making money in this industry. This 
industry is to specialist in cannot be bought by a major company. Of course some aspects 
may, but in general the market changed to a market niche and mainstream can live next to 
each other.  

	
People	
With Dvě Piva Bookings we have a cultural collaboration with Slovenian, German and Dutch 
expertise in the market. We have inside information of three important markets of Europe. 
With this information we are able to think in the future instead of the moment. With this 
collaboration information we can brainstorm which artist will do good in which country. We 
see a chance to bring talented musicians abroad, especially in the niche market this is 
important. In Europe the national market for niche artists are not big enough, if you are a band 
and want to make a living with your music you have to think across the borders. We are living 
in an era it has never been so easy to travel across Europe, let us use this gift and spread 
quality music across the globe. 

 
	
Price	
Every product has its price, we understand the venues that are interested in our bands have a 
lot to spend. We have to increase the amount of the shows we play to make it profitable. This 
will not be easy, the place our artists play is very valuable for us. A show for 100 people can 
be more valuable for us instead of a show for 500 people. It all depends of the audience and 
the venue. The quality music we bring needs a good sound and light show to begin with. If the 
venue cannot offer this the experience of the show will not be good enough. We need shows 
where music lovers go to and not the mainstream audience. For us it is better to have a small 
and strong fan base instead of a bigger but non interested fan base.  
We try to book as many quality shows for our bands as possible, we will be realistic. If a 
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venue doesn’t fit our vision we will always go into dialogue with the venue. We can afford to 
play a few shows at the wrong venue if the money is good enough. Out of experience these 
shows pay a lot more than the quality shows we aim for.		

	
Promotion	
we are working with different promoters in the different areas (we have to find some real 
promoters I guess?). Although the promotion part belongs to the label and the artists we will 
provide as much support as we can. We will announce our shows in our newsletter and a 
weekly update on Facebook.		

USP (Unique Selling Point) 
	
Our core business is bringing Eastern European artists to the Western market. This makes us 
the only booking agency focussing on this specific market. There are booking agencies that 
focus on avant-garde but our focus on the Eastern market gives us something others do not 
have. We bring extraordinary bands to the west for a good price. Because we focus ourselves 
on Eastern European bands and have a lot of them in our roster, we can make double deals for 
venues. Our bands are crazy live performers who know how to capture the audience and give 
them something to take along even after the show. We do not care about the rules within the 
industry. We strive for the purest and the primal message that music carries to bring out the 
most honest emotions in people. This is what our bands are all about.  
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ORGANIZATION 

License Booking Agency 
Arbeitnehmerüberlassung is defined in § 1 of the Labour Leasing Act: an employer (“the 
agency”) leases employees to third parties (“the hirers”). Thus the employee is employed by 
the agency, but works for a hirer on a temporary basis. It is always the agency that is 
responsible for the deduction of taxes, social security contributions etc. because the 
employment relationship between employee and agency continues even when the employee 
works for a hirer. In a nutshell, labour leasing means: the agency assigns its right to supervise 
and direct the employee to the hirer and thus the employee becomes temporarily a part of the 
hirer’s team without being the hirer’s employee. Labour leasing in Germany can only be 
undertaken legally if the agency has a labour leasing licence. 

You can apply for a German AÜG license at the chamber of commerce, in our case in 
Hamburg.  

Administration		
	
Dvě Piva Bookings will do the administration for the booking agency as for the partner 
company Dvě Piva Management. This means we collect the fees from our shows and deposit 
it to the artists minus the bookings/management fees.  

We discuss targets with our bands, this makes sure we as a booking agency have to provide an 
x income for the artist for an x amount of shows. And it makes sure the artist knows it has to 
be able to perform this amount of times. If Dvě Piva Bookings is not able to get these amount 
of booking the band knows we have failed our tasks and take consequences from it. If we as a 
bookings agency are able to arrange it but the band cannot perform to it we as a bookings 
agency will know enough.  

These targets are important for us, these targets will show us how much money we can expect 
from which band and therefore make enough money or not.  
 

Fees 

The general fee an artist of Dvě Piva Bookings will receive is between 350 - 1000 euros 
gross. The deal memo we make with the venue is always the amount of money the artist gets 
minus 15% booking costs from their gross fee income. For example, if an artist gets 1000 
euros gross, Dvě Piva Bookings get an additional 150 euros on top. The venue has to pay 
1150 euros for the band. 

The payments will be transferred digitally only, even the venues who pay a smaller fee have 
to make a bank payment. In this way we want to centralize the flow of the money. In the 
beginning this will costs us some more work since it is easier to pay small fees in cash. But in 
the long run, if we centralize the money there will be no complaints about money sharing. We 
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know for sure we get our 15%, and the band will know for sure they get their fee from the 
show in advance.  

The bands of Dvě Piva Bookings will not provide a show if the pay-out is not done in 
advance, we as a booking agency will chase the money before the show is played. Germany is 
a strict country with good laws and we do not expect a lot of issues for this case. But 
especially when it comes to money it is better to be safe than sorry. Germans are honest 
people, but in the alternative scenes there will be venues that will try to benefit from 
administrational fails.  

Deal Memo 
The conformation of a show will primarily be done by e-mail. Of course we can discuss a deal 
in real life or by phone. But the conformation will be send in mail. The deal memo specifies 
the date, the band, the fee and the riders & contracts. This deal memo will make sure both 
parties know what they have signed up to and what they pay for. 

	
Twice a week we check which shows are paid and which are not. The amount of money we 
receive can be paid to the specific artist the money belongs to. For each show me make an 
invoice for the venue with Moneybird. Moneybird is an easy tool to make an invoice and send 
them to our partners. It is free to use, and most important: easy to use. By sending invoices we 
make sure the venue has the right information where to send the money and what the amount 
of money is.  

Contracts with our artists 
We believe in a friendly or even family-oriented approach, even though we are a booking 
agency and we are not necessarily that much involved with the artists’ career. Our standard 
fees and deal memo are explained in the “Administration” part and you can get the feeling 
about how we work with musicians when reading the whole report.  

We want to create a deeper bond with our artists, so we first like to get to know them, because 
we think that makes working in their favour easier and more efficient. Based on common 
interest, we then create a fair contract together with their management, which benefits us both.  

Some of the artists on our roster are also a part for Dvě Piva Management, which makes 
working with them even easier, since they are a fully in-house bands. For example, the first 7 
bands we are starting this booking agency with are all under the Dvě Piva Management and 
we, as booking agents, are also their personal managers. However, that does not mean we pay 
less attention to other bands on our roster. As mentioned a few times before, we believe in 
collaboration, good relationships and are friends with a number of music companies within 
the industry. We are the biggest fans of our artists and regularly attend their shows. We put 
their success and satisfaction first. 

For further information we provide you with a standard contract in Appendix I.  
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Insurance 
Allianz Touring and Live Events Insurance 
From a solo performer to a musical group, to a week-long music festival, Allianz provides 
coverage for all sizes of national and international tours. Their Risk Consulting team is 
dedicated to providing you with recommendations for safety and loss prevention before your 
event even begins. 

• Allianz Global Corporate & Specialty offers flexible insurance coverage for: 
• Touring Entertainers 
• Festivals 
• Live Events 
• Event Promoters/ Producers 
• Event Production Services 
• Shell Corporations/Limited Liability Corporations 
• Equipment Rental Houses 
• Miscellaneous Equipment  
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FINANCIAL PLAN  

1. Capital Budget  
Capital	budget	are	the	investments	we	make	to	operate	as	a	booking	agency.	This	is	money	we	will	
invest	in	the	following	products.		

	
-	The	van	

	
-	An	office	

	
-	Telephones	

	
-	Computers	

	
-	Filter	coffee	machine	

	
	
Dvě Piva Bookings has the mission to support our artists to its maximum capacity, we try to 
get them the best gigs and we want to support them with travel as well. Our van does not have 
the priority to make profit for us, we want to make sure our bands are able to travel. Artists on 
our own roster can get the band for only 20 euros a day, external bands can rent it for 60.  

We rent the office and is not necessary an investment, the products we use in the office are, 
we buy our own desk, chair, computers, cell phones and coffee machine. This makes us 
flexible, if something changes we can get our stuff and work elsewhere. We expect from our 
artist to be flexible and work at different venues, this makes it more valuable for us to be in 
the same position and stand close to the artist.  

2. Finance Budget  
	

Fixed expenses 

Long term: Computers, phones, van, office furniture. 

We are a start-up company and do not have a lot of money on our savings. We choose the 
option to buy our operating items. We do not have the money to buy them at once, we are 
paying it in terms. For the articles above we pay a monthly amount to get the products up 
front and pay them off in the first two years. After these two years the products will be ours. 

  
The first two years will be expensive, we have a lot of fixed expenses and need to work hard 
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to get enough money to pay the bills. This will be rewarded after two years when the contracts 
run out and the products are from ourselves. 

  
We only have to pay new fixed expenses when our equipment is broken or need to get 
replaced. 

Short term: Office 

 Even though we are planning to be in this office for the longest time possible, there is no 
interest of return. Because we are renting it we will not get any money back out. The rent of 
an office will be a cost that comes back every month, but the amount can change. We want to 
be flexible about this, if we find a better/cheaper office we need to be able to move away.  

 
Variable expenses 

Long term 

Phone subscription: We are getting three phone subscriptions for our agency, one for Nick, 
Eva and Yannick. This cost can vary because our bands are not playing in one country, if we 
need to make extra costs to communicate with external partners we have to make these.   
 
Variable income 

 
The van: The van will get us a various income, in periods bands are playing much Feb-Nov 
this van will be rented more than periods bands have not so many shows Dec- Jan, it depends 
on our own shows as well, we get 20 euros a day for artist of our own and 60 euros of an 
external person rents the van. The income of the van must be at least enough to cover the 
costs we get from it.  

 

The bookings 

Our company is based on a variable income, if we do not sell a single show we will not make 
any money from it. If we book a hundred shows we will make a lot of money from it, of 
course this depends on the fee we arranged with the venue. It is important the good months 
make up for the bad months we have. In the end we have to take a good look how many 
shows we have gotten for our bands and if it is enough to operate as a successful bookings 
agency.  

2. Operating budget  
As a booking agency we have a lot of running costs that are involving many different 
companies and services. Being on tour for example requires: fuel for the van, food, stage 
technicians (roadies), sound technician (if not present at the venues), hotels/motels, a driver 
(if it is not ourselves), backstage beverages and food and many more costs that need to be 
paid immediately. 
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We also need to make sure our staff and the rent of our offices in Hamburg is paid properly 
every month. For that we will use the income from cash flow of our own events and 
management fee.  
Sometimes we work with local tour managers if we cannot do the job ourselves. They work as 
freelancers for a fixed pre-negotiated fee. So working with outside agencies or people needs 
to be taken into consideration when compiling an operational budget. 

3. Liquidity Budget  
We have three sources of income that keep us liquid cash wise for a year. As transportation 
for instruments is fairly stressful and costly, we rent out the van to smaller bands locally to 
generate a temporary flow of income.  

 
The second form of income is from our yearly showcase stage at the Reeperbahn-Festival. 
This provides us with local credibility and new network contacts in the industry, as many 
representatives of all corners of the music industry will be present. 

 
The last form of income is our own hosted events throughout Germany. They are not aimed a 
commercial profit too much, but do generate a small revenue that keeps us above the water. 
Furthermore it will guide our promotion plans and raising awareness for eastern European 
sound.  

4. Personal Budget 
When talking about a personal or home budget, we need to think about a finance plan that 
allocates our future personal income towards expenses, savings and debt repayment. The 
purpose of knowing the source, amount of income and the amounts allocated to expense 
events is as important as knowing when those cash flow events occur and it helps us work 
towards our personal financial goals. 

Our personal budget uses our monthly income statement and the list of savings, which 
includes our emergency fund, investments and money that we are willing to put into the 
company from our own pockets (which is sometimes the case with start-up companies). On 
the other side, we have to consider all the expenses of our booking agency. We keep a 
monthly account of these activities, so we know what our budget is. Also it is useful to 
determine some basic costs that come along with running a business. 

As owners of this company, we have to pay our interns and assistants. However, we are a part 
of an internship programme, so we get some percentage to pay the interns that work with us. 
Moreover, working people have to eat and drink, too. We do not have a budget for luxury 
business lunches with our colleagues, so we each contribute something from our own pockets. 

Visiting a number of concerts, festivals and conferences is extremely expensive, as well. 
There also come travel expenses, which can rise high when you travel to different shows all 
around the country or even abroad. After managing the personal budget, covering all the 
liabilities, we see how much money we can allocate for these kind of investments, but it often 
happens that we need to finance those excursions ourselves. 
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After considering all cash flows, we need to admit that there is not much money left for extra 
activities (yet). 

For further information about our finances you can refer to the Balance Sheet in Appendix II. 

	

Na	zdravlje!	
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Appendix I 

Terms	and	Conditions	for	third	parties	
Article	1	-	Applicability	

	1.1	These	terms	and	conditions	are	applicable	to	all	offers	and	contracts	between	Dvě	Piva	Bookings	
and	third	parties	regarding	to	the	provision	of	services	or	the	rental	or	free	loan	of	goods	and	affairs.	

	1.2	 In	 the	 event	 the	 other	 party	 uses	 their	 own	 general	 terms	 and	 conditions,	 those	 are	 not	
applicable	until	after	explicit	written	acceptance	by	Dvě	Piva	Bookings.	

	1.3	Any	deviation	of	these	terms	and	conditions	are	only	binding	if	and	so	far	explicitly	agreed	upon	
by	 Dvě	 Piva	 Bookings	 in	 writing.	 Any	 in	 this	 manner	 accepted	 deviation	 is	 only	 applicable	 to	 the	
contract	in	respect	of	which	the	deviation	is	accepted.	

Article	2	-	Establishment	of	Contracts	

	2.1	Any	offers	and	confirmations	made	by	Dvě	Piva	Bookings	are	optional	in	their	entirety	and	can	be	
withdrawn	 or	 altered	 at	 all	 times,	 as	 long	 as	 no	 contract	 is	 established,	 this	 without	 creating	 any	
obligation	for	Dvě	Piva	Bookings	to	compensate	for	damages	suffered	by	the	other	party.	

	2.2	The	promoter	is	obliged	to	provide	Dvě	Piva	Bookings	immediately	with	all	required	correct	and	
complete	 information,	 documents,	 records	 and	 other	 data	 that	 may	 be	 of	 importance	 to	 the	
preparation	and	execution	of	 the	contract,	on	the	basis	of	which	Dvě	Piva	Bookings	will	be	able	 to	
make	an	offer	to	the	promoter.	

	2.3	In	the	event	that	the	obligations	as	stated	in	article	2	are	not	met,	the	promoter	will	be	without	
any	further	notice	in	default,	as	a	result	of	which	Dvě	Piva	Bookings	will	obtain	the	right	to	void	the	
contract	 immediately	or	to	adjourn	the	execution	of	their	part	of	the	contract,	without	altering	the	
obligation	of	the	promoter	to	meet	their	commitment	as	agreed	upon	in	the	contract.	

	2.4	In	principle	a	contract	is	established	after	signing	by	both	Dvě	Piva	Bookings	and	the	promoter,	
or	when	 the	 signed	 confirmation	 of	 the	 order	 is	 handed	 to	 Dvě	 Piva	 Bookings,	 or	when	 Dvě	 Piva	
Bookings	has	started	the	execution	of	the	agreement.	

	2.5	Any	agreements	between	Dvě	Piva	Bookings	and	 the	contacting	or	 representing	person	of	 the	
promoter	are	binding	in	respect	of	the	promoter.	

		

Article	3	-	Compensation	and	payment	

	3.1	 All	 compensations	 exclude	 VAT	 and	 other	 charges	 applied	 by	 the	 Government	 or	 rights	
organizations	like	but	not	exclusively	the	GVL,	unless	explicitly	otherwise	agreed	on.	

	3.2	Unless	otherwise	agreed	upon	in	writing,	all	payments	by	the	promoter	shall	be	made	within	10	
(ten)	days	after	the	invoice	date.	Defiantly	Dvě	Piva	Bookings	reserves	the	right	to	condition	a	down	
payment	in	the	form	of	a	deposit	payable	in	advance.	This	deposit	then	is	a	part	of	the	agreement.	If	
the	promoter	does	not	meet	 the	deadline	 for	 this	deposit,	 the	promoter	will	be	 in	default	without	
any	 further	 notice	 and	 will	 be	 indebted	 to	 Dvě	 Piva	 Bookings	 for	 the	 commercial	 interest	 in	
accordance	with	the	German	law.	Dvě	Piva	Bookings	is	only	obliged	to	execute	the	contract	after	the	
deposit	has	been	made.	
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	3.3	In	the	event	of	incomplete	payment	or	when	the	payment	has	not	been	made	in	time,	the	entire	
claim	will	be	instantly	eligible,	without	any	further	notice	of	default.	

	3.4	In	the	event	the	promoter	is	in	default	of	the	amount	he	is	indebted	for,	Dvě	Piva	Bookings	will	
be	permitted	to	give	up	the	claim	to	recovery	to	a	third	party,	of	which	all	costs,	as	well	for	Dvě	Piva	
Bookings	as	for	the	thus	engaged	third	party,	will	be	fully	for	the	account	of	the	promoter.		

3.5	In	the	event	that	the	contract	knows	more	than	one	promoter,	each	individual	promoter	will	be	
jointly	 and	 severally	 obliged	 to	 the	 payment	 of	 all	 compensations	 and	 costs	 to	 which	 Dvě	 Piva	
Bookings	has	a	right.	

		

Article	4	-	Discretion		

4.1	 The	 promoter	 and	 their	 employees	 are	 obliged	 to	 maintain	 absolute	 discretion	 regarding	 all	
information,	records	and	other	data	received	from	Dvě	Piva	Bookings.	Only	after	Dvě	Piva	Bookings	
written	 authorization	 the	 promoter	 will	 be	 permitted	 to	multiply	 or	 have	multiplied	 the	 received	
information,	records	and	data.	

		

	

	

Article	5	-	Liability	

	5.1	Dvě	Piva	Bookings	total	 liability	 for	any	defaults	 in	 the	execution	of	 the	obligations	that	derive	
from	 the	 contract,	 for	 which	 Dvě	 Piva	 Bookings	 can	 be	 held	 accountable,	 is	 limited	 to	 the	
compensation	of	direct	damages	only,	on	the	understanding	that	this	 liability	will	never	exceed	the	
invoice	value	of	the	contractual	obligation	that	has	caused	the	damages,	aforementioned	at	no	point	
in	disregard	of	the	hereafter	in	article	5	determined.	

	5.2	Direct	damages	as	mentioned	in	article	5.1	do	exclusively	comprise:	-	Reasonable	expenses	the	
promoter	would	encounter	to	make	Dvě	Piva	Bookings	commitment	meet	the	contract.	-	Reasonable	
expenses	encountered	in	the	process	of	determining	the	cause	and	extent	of	the	damages,	as	far	as	
the	 determining	 concerns	 direct	 damages	 within	 the	 meaning	 of	 these	 terms	 and	 conditions.	 -	
Reasonable	expenses	encountered	 in	 the	process	of	preventing	or	 confining	 the	damage,	 as	 far	 as	
the	 promoter	 establishes	 to	 demonstrate	 that	 these	 expenses	 have	 led	 to	 the	 confinement	 or	
prevention	of	the	damages.	

	5.3	 Excluded	 of	 all	 claims	 is	 Dvě	 Piva	 Bookings	 liability	 for	 indirect	 damages,	 including	 but	 not	
restrictive	 consequential	 damages,	 lost	 profits,	 missed	 savings	 and	 damages	 caused	 by	 economic	
stagnation	within	the	company.	

	5.4	Dvě	Piva	Bookings	is,	in	compliance	with	all	other	provisions	of	this	article,	exclusively	liable	if	the	
promoter	gives	Dvě	Piva	Bookings	immediate	and	valid	notice	of	default,	stating	a	reasonable	term	to	
clear	the	non-fulfilment	or	inadequate	fulfilment,	and	after	this	term	has	passed,	Dvě	Piva	Bookings	
still	neglects	to	meet	its	contractual	obligations.	The	notice	of	default	should	contain	a	description	of	
the	 non-fulfilment	 or	 inadequate	 fulfilment,	 as	 detailed	 as	 possible,	 to	 provide	 Dvě	 Piva	 Bookings	
with	the	opportunity	to	come	up	with	an	adequate	response.	
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	5.5	Before	any	right	to	compensation	arises	the	promoter	is	required	to	notify	Dvě	Piva	Bookings	of	
the	damages,	as	soon	as	possible	after	the	manifestation	of	the	damages.	

	5.6	The	promoter	 is	 liable	 for	any	damages	 in	any	way	caused	by	 the	promoter	or	 third	parties	 to	
goods	and	affairs	rented	or	given	in	free	loan	by	Dvě	Piva	Bookings	or	used	by	Dvě	Piva	Bookings	in	
accordance	 to	 the	 execution	 of	 the	 contract.	 The	 promoter	 is	 obliged	 to	 provide	 for	 an	 adequate	
insurance	and	if	requested	will	provide	Dvě	Piva	Bookings	with	full	insight	in	the	insurance	policy	and	
its	provisions.	

	5.7	The	promoter	will	safeguard	Dvě	Piva	Bookings	of	all	claims	by	third	parties	regarding	damages	
for	 which	 in	 accordance	 to	 article	 5.6	 the	 promoter	 shall	 be	 held	 liable.	 The	 promoter	 will	
compensate	Dvě	Piva	Bookings	for	all	damages,	including	legal	costs	that	may	be	encountered	after	
claims	of	third	parties.	

	5.8	Dvě	Piva	Bookings	will	at	no	point	be	liable	for	damages	caused	by	improper	or	incompetent	use	
of	equipment,	goods	and	affairs	put	at	the	disposal	of	the	promoter	by	Dvě	Piva	Bookings.	

	5.9	 The	 promoter	 is	 liable	 for	 any	 damages	 to	 -	 the	 promoter,	 the	 audience	 or	 other	 contracting	
parties	to	the	promoter	or	their	affairs;	-	Dvě	Piva	Bookings,	the	artist,	their	personnel,	co-workers	or	
their	 affairs;	 -	 the	 location	 of	 the	 performance	 or	 the	 event	 and	 all	 equipment,	 goods	 and	 affairs	
related	to	the	performance	of	the	artist	or	the	event,	caused	by	the	audience,	personnel,	employees	
of	the	promoter	or	other	contracting	parties	to	the	promoter.	Dvě	Piva	Bookings	will	at	no	point	be	
liable	for	claims	of	third	parties	related	to	damages	as	mentioned	in	this	provision	and	the	promoter	
is	obliged	to	provide	for	an	adequate	insurance	and	compensate	for	all	associated	expenses.	

		

Article	6	-	Rights	and	Obligations	of	the	Promoter	

	6.1	The	promoter	guarantees	to	have	all	 required	permits	regarding	the	activities	of	 the	promoter	
related	to	which	Dvě	Piva	Bookings	will	execute	 its	part	of	the	agreement	and	regarding	the	use	of	
the	by	Dvě	Piva	Bookings	delivered	equipment,	goods	or	affairs.	

	6.2	If	the	promoter	wishes	to	alter	the	agreement	after	the	establishment	of	the	contract,	Dvě	Piva	
Bookings	 should	 be	 notified	 of	 these	 alterations	 in	writing.	 These	 alterations	 are	 only	 valid	 if	 and	
when	written	confirmation	by	Dvě	Piva	Bookings	has	been	given.	

	6.3	 The	 promoter	 guarantees	 that	 the	 supplied	 rider(s)	 will	 be	 abided	 in	 their	 entirety,	 for	 the	
promoter’s	own	account	and	risk,	without	any	charge	whatsoever	to	Dvě	Piva	Bookings.	

	6.4	The	promoter	is	not	permitted	to	terminate	the	contract	before	the	duration	of	the	contract	has	
passed.	 If	and	when	the	promoter	 terminates	 the	contract	before	 the	duration	of	 the	contract	has	
passed,	all	agreed	fees	and	compensations	will	be	immediately	and	entirely	eligible.		

6.5	In	the	event	the	promoter	has	stipulated	a	so-called	option	regarding	a	performance	of	an	artist	
represented	by	Dvě	Piva	Bookings,	this	should	be	considered	a	principle	agreement.	

	6.6	 Both	 Dvě	 Piva	 Bookings	 and	 the	 promoter	 are	 obliged	 to	 provide	 the	 other	 party	 with	 all	
information	 regarding	 developments	 or	 progress	 related	 to	 the	 feasibility	 and	 execution	 of	 the	
principal	agreement.	

	6.7	 In	 the	 event	 of	 a	 default	 in	 the	 execution	 of	 the	 obligations	 that	 derive	 from	 the	 principal	
agreement,	the	promoter	will	compensate	Dvě	Piva	Bookings	for	all	reasonable	costs	encountered	in	



	

 30 

the	process	of	executing	the	principle	agreement	or	in	the	process	of	preparing	the	execution	of	the	
principal	agreement.	

	6.8	The	in	6.7	mentioned	obligations	are	equally	applicable	in	the	event	an	obligation	as	mentioned	
in	article	6.6	is	not	abided	by.	

		

Article	7	-	Intellectual	Property	

	7.1	Unless	explicitly	otherwise	agreed	on,	the	promoter	does	not	reserve	the	right	to	use	the	name,	
brands,	logo	and/or	likeness	of	the	artist	for	any	other	purposes	than	promotional	use	for	the	benefit	
of	the	performance	or	the	event,	as	placed	at	the	promoter’s	disposal	by	Dvě	Piva	Bookings.	

	7.2	Without	written	authorization	by	Dvě	Piva	Bookings	 the	promoter	 is	not	permitted	 to	 refer	 in	
any	way	to	Dvě	Piva	Bookings	or	to	use	the	name	or	logo	of	Dvě	Piva	Bookings.	

	7.3	 In	 the	event	 that	on	 the	occasion	of	 the	performance	of	 the	artist	musical	works,	audio-visual	
works	 or	 other	 works	 under	 the	 scope	 of	 copyright	 will	 be	 multiplied	 and	 or	 made	 public,	 the	
promoter	 will	 be	 at	 all	 times	 responsible	 to	 acquire	 the	 permission	 of	 the	 entitled	 person	 or	
authority.	

	7.4	Dvě	Piva	Bookings	will	at	no	point	be	liable	to	claims	of	third	parties	related	to	the	provisions	in	
article	7.3	and	will	compensate	Dvě	Piva	Bookings	for	all	costs	encountered	in	the	process	of	dealing	
with	those	claims,	including	the	costs	of	legal	assistance.	

7.5	 The	 promoter	 shall	 ensure	 that	 no	 recording	 for	 professional	 purposes	 shall	 be	 made	 of	 the	
Artist’s	performance.	It	is	expressly	understood	that	in	the	event	that	the	promoter	or	a	third	party	
wishes	 to	 record	any	part	of	 the	artist’s	performance	 for	professional	purposes	 then	such	must	be	
with	the	prior	written	authorization	of	the	artist.	

7.6	 In	the	event	that	the	promoter	provides	Dvě	Piva	Bookings	with	 information,	recordings	or	any	
other	data,	meant	for	publication,	the	promoter	provides	Dvě	Piva	Bookings	with	the	right	to	publish,	
multiply	 or	 edit	 the	 information,	 recordings	 or	 other	 data,	 without	 any	 compensation	 being	
applicable.	

		

Article	8	-	Booking	

8.1	The	promoter	will	only	book	another	artist	as	support	to	the	performance	after	consulting	with	
and	authorization	by	Dvě	Piva	Bookings.	

8.2	The	Artist	is	allowed	to	cancel	this	agreement	up	until	the	10th	(tenth)	day	prior	to	the	day	of	the	
performance	 in	 the	 event	 of	 TV	 and/or	 radio	 recordings	 of	 importance	 to	 such	 a	 degree	 that	
following	up	on	this	agreement	cannot	be	reasonably	demanded	of	the	Artist.	

8.3	Dvě	Piva	Bookings	reserves	the	right	but	 is	not	obligated	to	consult	with	the	promoter	about	a	
substitutive	equal	artist	to	replace	the	performance	of	the	artist	that	was	agreed	on	in	the	contract.	

	

Article	9	-	Applicable	law	and	forum	choice		

9.1	 German	 law	 is	 applicable	 to	 these	 general	 terms	 and	 conditions	 and	 to	 all	 contracts	 and	
agreements	with	Dvě	Piva	Bookings.	
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9.2	All	 conflicts	 that	may	arise	 from	 the	 contract	or	 these	 terms	and	 conditions	will	 be	exclusively	
composed	by	the	competent	judge	in	Hamburg,	in	the	event	the	legally	competent	judge	is	not	the	
appointed	one	and	the	promoter	has	not,	within	the	term	of	one	month	after	Dvě	Piva	Bookings	has	
invoked	this	provision,	made	clear	in	writing	to	choose	the	legally	competent	judge	to	be	the	one	to	
compose	the	conflict.	

	

________________	(DATE)																		______________	(DATE)	

Dvě	Piva	Bookings																																	Signee		
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Appendix II 

	

Starting Band Average fee 
15 shows 300,- fee 
4500,-   
Upcoming 
Band   
15 shows 400,- fee 
6000,-   
Established Band 
15 shows 700,- fee 
10500,-   
Most Established Band 
15 shows 900,- fee 
13500,-   
	

Dve Piva Bookings 
"Balance sheet" 

     Income Income     Costs     

BAND Description  
Total fee 
per year 

15% 
Commision Post Describtion  Cost 

PERSONS	 FROM	
PORLOCK	 Starting Band € 4,500.00 € 675.00 Office Rental office 

€ 
3,600.00 

COALS 
Upcoming 
Band € 6,000.00 € 900.00 Promotion     

PRIDJEVI	
Upcoming 
Band € 6,000.00 € 900.00 Facebook 

Facebook 
ads € 180.00 

TAPES	
Upcoming 
Band € 6,000.00 € 900.00 

physical 
goodies 

Lighters, 
posters € 300.00 

BEISSOUL & 
EINIUS 

Established 
Band 

€ 
10,500.00 € 1,575.00 Salaries 

 
  

THE ILLS 
Established 
Band 

€ 
10,500.00 € 1,575.00 

Nicolas van 
Dedem 

 

€ 
1,490.00 

REPETITOR	

Most 
Established 
Band 

€ 
13,500.00 € 2,025.00 

Eva Kristina 
Filipcic 

 

€ 
1,490.00 

  
  

  
Yannick 
Verrest 

 

€ 
1,490.00 

  
  

    
 

  
  

  
    

 
  

  
  

    
 

  

Total 
 

€ 
57,000.00 € 8,550.00 Total 

 

€ 
8,550.00 

  
  

  
  

  
    Balance  € 0.00       


