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BY LARAY LoBLANC
TORONTO—Five years ago, many of
them were flocking to MIDEM with
bags full of CDs seeking label and pub-
lishing deals. More recently, Canada’s
entertainment lawyers have begun
taking new routes that have led them
inta the worlds of A&R and artist
management.

Canadian-based music lawyers—a
eommunity of less than a dozen—hmve
been expanding their traditional role
beyond drafting and negokiating con-
tracts and occasienally pitching for-
eign contacta. That expansion has
been fueled by the global suceesses of
Canadian artists; heightened compe-
tition to sign new acts; and the in-
areased business savvy of artists, pub-
lishers, and managers here.

Like their Amevican hrethren, Can-
adian lawyers are now seeking out
recording and publishing deals as well
as links with managers, preducers, co-
writers, merchandisers, or investment,
contacts for their clientele. “Lawyers
are now bringing us acts,” confirms
Allan Reid, senior VP of A&R at Uni-
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versal Music Canada. “Their role has
changed.”

Senior entertainment lawyer
Leonard Glickroan at leading Canadi-
an law firm Ceassels, Brock & Black-
well jokes that the firm now has an
A&R division. ‘Jordan Jacobs is our
‘senior VP of A&R,’ and articling stu-
dent, Jason Klein works with him,” he
says. "They have stacks of CDs on
their desks and are developing A&R
telationships with lahels.”

This rale change, according to
Toronto lawyer Greg Stephens, has
been driven by “Canadian arts being
mare expoeed to American label deals,
and Canadian lawyers becemingnore
familiar with American labels, pub-
Kshers, and sttorneys.” -

Stephens adds that several “young
Turks” are tryinp ta create a niche for
themselves in the industry. One such
newcorner is Chris Taylor of Sander-
son Taylor in- Torouto, which, in
December, became affiliated with
Davis, Shapiro & Lewit in New York
From the day he started practicing
three years ago, Taylor began aggres-

aively mirturing U.S, A& affiliations.

“One of the impetuses for me look- -

ing in the U_8. for label cantacts was
that when I started practicing, Cang-
dian attorneys were being squeezed
out of the picture and replaced by
American attorneys once a U.S.
record company
became interested
in a Canadian act,”
he says.

Taylor spent five
years touring Narth

singer with Toron-
to-based
reggae/pop band
One in the early "90s. The band was
formed while he was at law school in
Toronte in 1989. However, following
the failure of its debut album,
“Smakin' The Goats” (Virgin Canada,
1994), he decided to return to law
gchool and eventually joined Paul
Sanderson & Associates (since re-
named Sanderson Taylor) in 1957,
“While in the band, I developed
relationships with journalists, club
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owners, booking agents, managers,
and other artists ot a grass-roots
level,” says Taylor. ' This is now where
my clients come from. I'm enjoying
the creative process a3 much as the
business/legal end of my practice.”
In the past two years, Taylor has
negotiated direct U.S.-based label
deals fur SUM 41 with Istand/Def Jam
Music Group, K-OS (Capitol), Jar
(Columbia), and Nelly Furtado
(DreamWorks), as well as domestic
signings for Choclair (Virgin), Sky
(EMI/Arista), and Jazmin (Attic).
Furany A&R-styled advarce vork he
does, Taylor bills arts an a flat-fee basis.
“I try to be flexdhle ou fees. [ look At most
of the development work 23 pro bano

work. When an artist does a recarding

agresmant, we then have a discuesion of
what makes sense in terms of fees.”

Although be's oot @itical of Taylar's
Isbel pitching, Stephens zays it's not
for him. “I'm too busy practicing tra-
ditional law. { do shop around when I
have a hot client, but. I don’t charge for
that ¥ don't like 'Let me get you a deal,
and you pay me $25,000." There'salot
of that now gomg on.”

Edmund Glinert of the Gardiner
Roberts firm in Tordnto also favors a
more tradibonal legal role. “When 1
started practiring in 1976, 1 did try to
shop new acts, but 1 soon realized I
wasn't an A& R guy”’ he says. “I'm aow
putting together more investment
deals than doing production deals.”

Mast music lawyers, however, are
not only providing conventional legal
advice, such a3 drafting and negotiat-
ing cantracts, but are also helping to
create business relationships through
their cantacts. “Most lawyers now are
providing oore value-added business
advice,” says Glickman. "We're essen-
tially giving our clients access to our
Rolodexes.”

Susan Abramoviteh, of Stohn Hen-
derson here, suggests that “as a
Iawyer, you aren'’t only papering deals
other pecple have negotiated and made
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decisions on, With the Canadian musie
industry being very tight-knit, deals
happen through relationships or
through a lswvyer’s shopping. Lawyers,
A&R people, and business and mar-
keting people at the labels soeializc
together. You can’t help talking about
what yow're vorking on. Yeu talk, and
cthers get interested.”

‘The ehanging role of entertainruent
lawyers reflects the environment thei
clients are sorking in, says
Abramavitch. “There may be more
major-label signings, It mare people
arc alse recording themaselves. Those
peopde, in particular; need scmeone who
understands legalities ar the business
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issues that arise. Asa lawyer, I get to

see hurdreds of clients’ deals. So [ have
a very specific perspeciive and knowt
edge of what's guing on in the industry”

Until the 90s, 3eeking a record deal
with Canadian-baged recard labels
meant that lawyers hadlittle bargain-
ing power in negotiatfons. Campetitive
bidding situations rarely existed, and
‘getting an act signed in the US, was
difficult because few Canzadian man-
agers or lawyers had contacts there.

However, 1.S. signings of Canadian
acts gradually became mare comman-
place, along with an increased focas an
dorestic signings by multinatianals
hased here and the development of a
strang grass-roots alternative scene
domestically. As a result, Canadian
majors began to offer more competi-
tive contracts.

And yet, “not a single hand in Cana-
da has ever been signed in Canzda for
a $1 wmillion advance,” says lawyer/
manager Chip Sutheriaud of Halifax,
Nova Scotia-based Pier 21 Manage-
rment, which handles the band Sloan.

“It haypens every monthin the US,””
Sutheriand says. “American A&R does
exerything with reoney Their attitude
13, ‘Give us al] the rights. How much
money do you want? Canadian A&R
reps are more open to granting rights,
anly because they don't have maney”
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