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Suggestions from Steve:  #67

You've Got a Mouth--So Use It!

I attribute the saying, "You've got a mouth, so use it," to my father, E. Arthur Rehbein, a.k.a. Art or 'Big Art.'  As a young boy, whenever I was afraid to ask someone something, my father would say to me, "Steve, you've got a mouth, so use it."  As the years went on, little did I know how profound those words would become to me throughout my music career.

My Dad was a businessman and a very successful one I'm proud to say.  As he would often tell me, the business world is a people-oriented business.  In order to sell someone something and to make money doing it, which is the essence of business, you need to be able to converse with them.  You see, if you are afraid to talk to people and to ask them to do business with you, there is no doubt that you will fail in the business world--end of lesson.  So, before you embark on any career related to the business world, first see if you have the confidence and the ability to speak to people on a one-to-one basis.  If you don't, perhaps you don't belong in a career that involves selling something to other people.  Alternatively, perhaps you can learn to become a more effective communicator and to succeed in a business-oriented field that may currently intimidate you.

Over the course of many years, the music field has grown into the monolithic 'music business'--a very complex industry that often relies upon the skills of attorneys; accountants and folks with Master's of Business Associate degrees (M.B.A.'s).  

However, for most of us in the music business, we have to do the majority of business-related dealings ourselves and the truth is, some of us are better at it than others.  In order to further our music careers and to advance our status within the music business, we spend a great deal of time talking; communicating and corresponding with other people.  On any given day, we (freelance musicians) might speak to club owners; concert promoters; booking agents; record companies; radio stations; the press (newspapers, magazines, journals, etc.); the American Federation of Musicians (AFof M) personnel; prospective clients (corporations; wedding parties; private parties; students; etc.); sound reinforcement companies and other musicians.  So, when you decided to become a musician, did you think that you'd have to spend so much time talking and communicating with other people?  Well, I didn't, but I sure found out that effective people skills--the art of conversation, etc., was absolutely mandatory if I was going to survive in the music business.  Countless times, I've needed to ask people if they'd be interested in doing business with me, which required selling myself and my product (my music) to them for a fee--you can't survive in music or any business for that matter working for free.  Moreover, I've needed to hire and retain musicians, which has required a great deal of communication and understanding between us.  Time-and-again, my father's words, "You've got a mouth, so use it," has proved to be an invaluable lesson to me.  

In business, just because you ask someone for something doesn't mean that they will necessarily comply with your wishes.  Unfortunately, in many instances, you won't get the desired result you're looking for--another gig; the record contract; the press coverage; the business contact(s) you need.  However, if you never speak-up and ask or negotiate with people for what you want, I can assure you with 100% certainty that you will either go broke, or you will never meet your professional expectations.  There are no guarantees in any business--you have to spend endless hours cultivating clients and then delivering on your promises in order to fulfill your business obligations to others. 

 In the music business and in any business, you are only as good as your product and your word--remember that.  If you're not comfortable speaking to people about business dealings, you can learn to overcome your insecurities and your fears--it may take time, but it is something that you can ultimately succeed at.  No one likes to be rejected, but oftentimes, rejection is only temporary, not permanent.  In business, things change: personnel; priorities; finances; etc., all of which can change a loss into a gain--a failure into a success.  Whatever your personal situation is, remember to keep speaking-to- and corresponding-with people within your industry--keep the lines of communication open.  If you do this, anything is possible, regardless of the obstacles you may be confronted with at the moment.  As my father said to me many times over the years, "Steve, you've got a mouth, so use it," may become some of the most important words you'll ever hear during your lifetime--I'm sure glad that I heard them!
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