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In the dynamic landscape of the music industry, understanding contractual
arrangements between artists and labels is crucial for both emerging and
established musicians. Among the many components of these agreements, touring
and merchandising rights hold significant financial and strategic importance.
A common question that arises is whether traditional artist/label contracts
typically share touring and merchandising revenues—that is, whether they are
split between the artist and the record label. This article explores the
truth behind this topic, shedding light on standard practices, legal
considerations, and the implications for artists and labels alike.

Understanding Traditional Artist/Label
Contracts

What Are Artist/Label Contracts?

Artist/label contracts are formal agreements that outline the relationship,
responsibilities, and financial arrangements between a recording artist and a
record label. These contracts govern various aspects such as recording
rights, distribution, marketing, touring, and merchandising.

Typically, a contract establishes:

— Ownership of master recordings

- Royalties from sales and streams

- Rights to use the artist’s image and music

— Tour support and promotional activities

— Revenue sharing from touring and merchandise

The Importance of Revenue Sharing Clauses

Revenue sharing clauses specify how income from different activities—such as
record sales, streaming, touring, and merchandising—is divided between the
artist and the label. These clauses are fundamental because they directly
impact the artist's earnings and the label’s return on investment.



Touring & Merchandising Rights in Traditional
Contracts

Are Touring and Merchandising Typically Included?

Historically, traditional record deals have primarily focused on the
recording and distribution of music. However, as the industry evolved, labels
increasingly sought rights beyond recording—specifically, touring and
merchandising rights.

In most standard contracts, the following points are noteworthy:

— Touring Rights: Many contracts include provisions related to touring, often
with the label involved in planning, promotion, and financial arrangements.

— Merchandising Rights: Merchandising—selling branded items like T-shirts,
posters, and other memorabilia—has become a lucrative revenue stream. Labels
might negotiate rights to merchandise or leave them entirely to the artist.

Are these revenues shared? The answer varies based on the contract terms, but
generally:

— Touring revenue 1s often not directly shared in traditional deals; instead,
labels may provide tour support or advance payments.

— Merchandising rights are frequently retained by the artist, especially in
independent or newer contracts, but in some cases, labels negotiate a share
of merchandising revenues.

Standard Practices in Revenue Sharing

While practices vary, the common scenarios include:

- Touring Revenue:

- Typically, artists retain most touring income, as it is considered a
separate revenue stream from recording.

— Labels may provide tour support, which is an advance or reimbursement, not
a share of gross touring income.

— Merchandising Revenue:

— Historically, labels often negotiated a percentage of gross or net
merchandising revenue, especially i1if they had helped produce or distribute
merchandise.

— In many traditional deals, artists retain 100% of merchandise sales unless
the label has negotiated rights or has a merchandising deal.

Legal and Industry Perspectives: T/F Statements



Statement 1: "Traditional artist/label contracts
always share touring revenues."

False.

In most traditional contracts, touring revenues are not automatically shared
with the label. Instead, the artist usually retains the gross income from
touring, with the label involved in supporting or promoting the tour. The
label's financial involvement is often through advances, tour support, or
promotional efforts, rather than direct revenue sharing.

Statement 2: "Merchandising rights are typically
shared in traditional contracts."

Partially True/False.

Merchandising rights are often retained by the artist in traditional deals,
especially if the label has not negotiated for them. However, in some
cases—particularly where the label has a merchandising arm or has negotiated
rights—there may be revenue sharing arrangements. The key point is that
merchandising rights are not automatically shared; it depends on contract
specifics.

Statement 3: "Revenue sharing from touring and
merchandising is standard in traditional contracts."

False.

While some contracts include provisions for revenue sharing, it is not a
universal standard. Many traditional deals treat touring and merchandising as
separate from recording income, with the artist retaining most of these
revenues unless specific arrangements are negotiated.

Factors Influencing Revenue Sharing in
Traditional Contracts

1. Contract Type and Negotiation Power

— Major label contracts tend to be more comprehensive, often involving
negotiated percentages for various revenue streams.

— Independent artists or smaller labels may retain most rights and revenues,
with fewer sharing arrangements.

2. Role of the Label in Touring & Merchandising

— If the label actively promotes and supports touring or merchandising, they
may negotiate a share of revenues.



— If the artist manages tours and merchandise independently, they typically
keep 100% of those revenues.

3. Contractual Terms and Clauses

— Specific clauses determine whether touring and merchandising revenues are
shared.

— Some contracts specify gross or net revenue splits, advances, or profit-—
sharing arrangements.

4. Industry Trends and Artist-Leverage

— Established artists with significant leverage may negotiate more favorable
terms.

— New or less established artists often have less negotiating power,
potentially leading to more restrictive revenue sharing.

Legal Considerations and Best Practices

Understanding Contract Terms

Artists should carefully review contract language related to:

- Rights to touring and merchandising
- Revenue splits and accounting procedures
— Advances and tour support provisions
— Termination clauses and rights reversion

Seeking Legal Advice

- Always consult an entertainment attorney before signing any deal.
- Clarify ambiguity around revenue sharing and rights.

Negotiating Fair Deals

— Artists should negotiate for maximum control over merchandising rights.

— Consider retaining touring revenues unless the label provides substantial
support.

- Aim for transparent accounting and clear definitions of gross/net revenues.



Conclusion: The Reality of Sharing in
Traditional Artist/Label Contracts

In summary, the statement "Traditional artist/label contracts share touring
and merchandising revenues" is generally False. While there are exceptions,
most traditional agreements do not automatically include revenue sharing from
touring and merchandising unless explicitly negotiated. Artists often retain
these revenues, especially when managing their tours and merchandise
independently or when the contract emphasizes recording rights.

However, the landscape is evolving, and with industry shifts toward more
artist-friendly agreements and the rise of independent music, revenue sharing
models are becoming more flexible and transparent. Artists should always
scrutinize their contracts, seek professional advice, and negotiate terms
that align with their financial interests and career goals.

Key Takeaways:

- Touring revenues are usually retained by the artist in traditional
contracts.

— Merchandising rights are often owned by the artist unless explicitly
shared.

— Revenue sharing depends on specific contract clauses, negotiation power,
and industry practices.

- Always review contracts thoroughly and consult legal experts to understand
your rights and obligations.

By understanding these nuances, artists can better navigate their contractual
relationships and maximize their earning potential in touring and
merchandising.

Frequently Asked Questions

True or False: Traditional artist/label contracts
typically specify the percentage of touring revenue
shared with the label.

True

True or False: Merchandising income is usually not
included in the revenue sharing agreements of
traditional artist/label contracts.

False

True or False: In most traditional contracts, labels
often negotiate a fixed percentage of touring and



merchandise sales as their share.

True

True or False: Artists generally have less control
over touring and merchandising revenue shares in
traditional label contracts compared to independent
deals.

True

True or False: The contract shares for touring and
merchandising are usually outlined clearly in the
initial record deal agreements.

True

True or False: It is uncommon for traditional
artist/label contracts to include provisions for
touring and merchandising revenue sharing.

False

True or False: Artists should carefully review the
touring and merchandising share clauses before
signing a traditional label contract.

True

True or False: The percentage shares for touring and
merchandising can vary significantly depending on the
artist's bargaining power and contract terms.

True

True or False: In some traditional contracts, labels
may take a larger share of merchandising revenue
compared to touring income.

True

True or False: Transparent sharing of touring and
merchandising revenue is a common feature of modern
artist/label contracts.

False



Additional Resources

Traditional Artist/Label Contract Shares In Touring & Merchandising: True or
False?

The music industry has long been characterized by complex contractual
arrangements between artists and record labels. Among the most debated
elements in these agreements are the terms governing touring and
merchandising revenue shares. For decades, the industry has operated under a
set of traditional norms that often favor labels, but recent shifts in artist
independence and legal standards have prompted questions: Are these
traditional shares accurate? Is it true or false that record labels typically
claim a significant portion of touring and merchandising income? This
comprehensive review aims to dissect these questions, uncover industry norms,
contractual intricacies, and emerging trends to clarify the truth behind
these revenue splits.

Understanding the Traditional Artist/Label
Contract Framework

Historical Context and Industry Norms

Historically, record contracts have been structured with a focus primarily on
recording and publishing rights. However, touring and merchandising
revenues—though initially considered ancillary—became increasingly lucrative
as artists gained popularity. The traditional model often involved:

— Label Advances & Recoupment: Labels provided advances for recording,
marketing, and promotion, which artists needed to recoup before earning
royalties.

— Revenue Sharing Structures: The contracts specified how income from album
sales, licensing, and sometimes touring/merchandising was split between the
artist and the label.

In many cases, labels maintained a significant stake in touring and
merchandising revenue, justified by their investments in branding, promotion,
and infrastructure.

Are Touring & Merchandising Revenue Shares Typically
Included in Artist Contracts?

Historically, the answer is "not always." Some early contracts explicitly
included touring and merchandising revenues, while others did not address
these streams, leaving room for negotiation or external agreements.

— Inclusion in Contracts: When included, the standard practice often involved
the label claiming a percentage—commonly 10-20% of gross touring income and
merchandising sales.

- Exclusion in Contracts: Many standard recording agreements did not specify
touring/merchandising revenue splits, leading to independent agreements or



negotiations at the time of touring.

Are the Shares in Touring & Merchandising
Actually True or False? Let’s Break It Down

The question of whether labels traditionally claim shares of touring and
merchandising income is nuanced. The following sections analyze the key
aspects:

1. The Truth About Revenue Shares in Touring

Touring revenue is generated from ticket sales, VIP packages, and sometimes
sponsorships. The division of this income generally depends on several
factors:

- Contractual Language: Many traditional contracts explicitly state that the
label is entitled to a percentage of gross touring revenue, often ranging
from 10-20%.

- Management & Promoter Agreements: Labels often have arrangements with tour
promoters or management teams, which can influence revenue splits.

- "360 Deals": In recent decades, many artists have signed “360 deals” where
labels claim a share of all revenue streams—including touring and
merchandise—sometimes up to 30-50%.

Is this share justified?

— Historically, this share was justified by the label’s investments in
production, marketing, branding, and tour support.

— Critics argue these percentages are often inflated, especially when the
artist bears most touring costs.

Recent Trends:

- Major labels often negotiate for a percentage of gross or net profits, with
varying degrees of transparency.

— Independent artists tend to retain a larger share, sometimes 100% of
touring revenue, especially when self-managed.

Verdict:
> True — In many traditional contracts, labels do claim a share of touring

revenue, especially in the context of 360 deals or explicitly negotiated
terms.

2. The Truth About Revenue Shares in Merchandising

Merchandising—including t-shirts, posters, and other memorabilia—is a



lucrative revenue stream. The division of merchandising income has evolved
over time:

— Traditional Agreements: Historically, labels often claimed 10-20% of gross
merchandising sales, especially when merchandise was produced or managed by
the label or its affiliates.

— Third-party Merchandisers: When artists work with independent
merchandisers, the label’s claim may be minimal or nonexistent unless
specified in the contract.

- Modern Agreements & 360 Deals: Labels may seek a 50% or higher share of
merchandising revenue, justified by their role in branding and distribution.

Key Considerations:

— Ownership of Merchandising Rights: Many artists retain the rights to their
merchandise but may license those rights to the label or third-party
companies.

- Gross vs. Net: The distinction between gross (total sales) and net (after
expenses) 1s crucial. Many disputes arise over what constitutes “net”
revenue.

Is this sharing standard?

— In traditional contracts, yes, labels often claimed a share, especially if
they provided the infrastructure for merchandising.

— In independent setups, artists often retain 100%, choosing to handle
merchandising themselves or through third-party wvendors.

Verdict:
> True — Labels historically claim a share of merchandising income, often
aligning with their involvement and the terms of the contract.

Legal and Industry Standards: Is the Practice
Consistent?

Legal Frameworks and Industry Guidelines

— Standard Contracts: Many legacy contracts specify revenue splits, but
practices vary widely.

- Legislative Influence: Laws like the California Business & Professions Code
and Federal Trade Commission (FTC) regulations aim to enhance transparency,
but enforcement varies.

— Industry Norms: While some standard contracts specify revenue shares, many
modern agreements are customized, reflecting the evolving landscape.

Emergence of Artist-Friendly Practices

— The rise of independent artists, digital distribution, and social media has
challenged traditional revenue-sharing norms.
— Agreements now increasingly favor artists, with some labels offering



minimum guarantees, or even no share of touring and merchandising revenue.
- Transparency and recoupment clauses are now more critical, influencing the
actual shares received.

Contemporary Variations and the Impact of
Contract Types

1. Traditional Record Deals wvs. 360 Deals

— Traditional Deals: Focused mainly on recording royalties; touring and
merchandising were often outside the scope unless explicitly included.
— 360 Deals: Encompass all revenue streams, including touring and
merchandising, with labels claiming significant shares—often up to 50%.

2. Independent & Self-Managed Artists

- Many artists now operate outside traditional label structures.

- They often retain 100% of touring and merchandising income, managing these
streams independently or via third-party vendors.

— This shift has empowered artists but also increased their operational
responsibilities.

3. Hybrid Models & Recent Trends

- Some agreements carve out specific revenue streams, with labels claiming
shares only when they provide certain services.

— Others involve revenue splits that are negotiable, depending on the label’s
involvement.

Key Factors Influencing Revenue Shares

— Artist’s Popularity & Negotiation Power: A highly successful artist may
negotiate lower shares.

— Label’s Investment & Role: Greater involvement by the label often
correlates with higher claimed shares.

— Contract Specificity: Clear, detailed contracts reduce disputes; vague
language often leads to litigation or renegotiation.

- Legal Advice & Industry Standards: Professional legal counsel can
significantly influence terms.



Conclusion: Is the Statement True or False?

In summary:

- Yes, in many traditional contracts, labels do claim a share of touring and
merchandising revenue.

— The typical share ranges from 10-20%, but can be higher or lower depending
on the deal, artist status, and industry trends.

- Modern practices are increasingly artist-friendly, especially for
independent artists, with many retaining full control over these revenue
Streams.

— The truth is that the extent of label claims varies, but the notion that
labels historically claimed and often continue to claim a significant share
in touring and merchandising is largely true, especially within traditional
and 360 deal frameworks.

Final Note:

Artists should carefully review contract language regarding touring and
merchandising, seek legal advice, and understand their rights and potential
revenue shares. Industry norms are evolving, and transparency is becoming
more prevalent, but the traditional model still influences many agreements
today.

In conclusion:

> The statement that traditional artist/label contracts often include the
label claiming a share of touring and merchandising revenue is generally
true, though it varies widely based on the specific contract, artist
leverage, and evolving industry standards.
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