
Dancing To A Different Tune. Motown president Jay Lasker, seated, looks 
on as newcomer Georgio signs a worldwide recording deal with the label. The 
artist has been in the spotlight recently with his hit song "Sex Appeal," on 
Macola Records. Under the new deal, Motown will release the 7 -inch single 
and the album, while Macola will continue to handle the 12 -inch. Also 
pictured are, from left, attorney Mickey Shapiro, Georgio co- manager Alvin 
Daniels, and Motown creative division president Russ Regan. 

PAY -PER -TRANSACTION 
(Continued from page 6) 

ventional system. "And that's only 
with one year on a two -year PPT 
term." 

Berger claims that National has 
sold 1,347 franchises since opera- 
tions began in 1980 -with 746 out- 
lets currently in business in 47 
states and 10 Canadian provinces. 
The other 601 franchises should be 
operating within the next few 
years, he says. 

"Our earnings are healthy," says 
Berger, "but it's a mixed blessing. 
On the one hand, earnings have sub- 
stantially increased, but on the oth- 
er hand, we don't anticipate to con- 
tinue at that level during the next 
nine months to a year. We antici- 
pate that the effects of the shake- 
out will lead to softer franchise 
sales, store closures and consolida- 
tions, and lower revenues at retail. 
The result will be to lower our royal- 
ties, franchise fee, and merchandise 
revenues." 

He says the one "bright spot on 
the short -term -revenues side is 
PPT." 

PPT, introduced a year ago, is 

CDS LEAD '86 U.K. GAIN 
(Continued from page 3) 

the trade was just 1.3% lower than 
the 53 million registered in 1985. Av- 
erage trade prices actually fell (by 
1.8% to an average of $4), resulting 
in an overall 3.3% drop in LP value, 
from $218.1 million to $210.9 million. 

But the cassette sector continued 
to show sharp increases, with vol- 
ume at 69.6 million units, up 25.6% 
over 1985. Prerecorded cassette val- 
ue was up 18.5 %, to $228.15 million 
from $192.5 million in 1985. The BPI 
figures show a drop of 5.6% in the 
average trade price for cassettes, 
which Scaping says is due to "the 
continued strength in the budget 
area." 

Overall 1986 album sales to the 
trade added up to 130.3 million 
units, 16.9% more than the 111.5 mil- 
lion units shipped in 1985. 

RETAIL TRACK: 
The new way to learn 

what's in store! 
... see page 38 

characterized by Berger as an "in- 
centive" program for franchisees. 
Operationally, PPT enables a store 
to share tape -rental income with 
suppliers. National provides a cas- 
sette at an average of $12 per title, 
substantially lower than what the 
wholesale cost would be. But the 
rental revenues are "shared" by the 
tape supplier and the franchisee, 
who each receive a percentage of 
tape- rental income. 

More than 110 stores are partici- 
pating in PPT now, claims Berger. 
A year ago, three suppliers and 10 
stores inaugurated the program. A 
sophisticated computer tracking 
system is required to audit PPT, 
and National is matching that tech- 
nology to its network as quickly as 
possible, says Berger. 

With a year of PPT under way, 
Berger says he has seen no evidence 
to discourage him as to its viability. 
He's also convinced, he says, that 
PPT will increase a franchisee's 
market share. 

ORION, TRI -STAR ENTER 'NOME VIDEO ARENA 
(Continued from page 1) 

spective concerns. 
Len White, president of the con- 

sumer products division of 
CBS /Fox Home Video, ended 
months of speculation when he an- 
nounced on Feb. 13 that he is leav- 
ing the company in May to take a 
similar position with Orion's new 
video arm. 

Tri -Star also snared a widely rec- 
ognized industry figure. Saul Mel - 
nick, vice president of sales and 
marketing for MGM /UA Home Vid- 
eo, has tendered his resignation and 
will be heading to Tri-Star to pilot 
the new video division. Melnick, who 
will leave his post at MGM /UA 
Wednesday (25), will relocate to Los 
Angeles for his new position. 

Tri-Star officials say they are not 
ready to comment on the company's 
video involvement. The firm is said 
to be planning to release product in 
the third quarter of 1987. 

Orion president Larry Hilford, 
the former president of CBS /Fox, 
says the first title slated for release 
by Orion is "Malone," which stars 
Burt Reynolds. The New York - 
based company plans to distribute 
the film in the fourth quarter of 
1987. 

Hilford says that contracts 
signed before the formation of the 
new video arm will provide 
HBO /Cannon with six titles. 

A similar agreement has also giv- 
en the videocassette rights for "Pla- 
toon," one of the most successful 
movies ever made by Orion, to Ves- 
tron Video. The agreement to sup- 
ply Vestron with A titles has now 
been satisfied, according to Hilford. 

"It's true we have licensing 
agreements with other companies, 
but we also have years' worth of 
new product being developed," says 
Hilford, who acknowledges that the 
videocassette version of "Platoon" 
would have been the ideal vehicle to 
launch the division. To date, the war 
epic has generated $54 million at the 
box office and has been nominated 
for eight Academy Awards. 

Hilford says the arrival of Orion 
and Tri -Star could conceiveably 
hurt companies that relied on the 

two independent theatrical- distribu- 
tion concerns. "We have already 
seen a consolidation of some of the 
independent [labels]," Hilford says. 

In addition to "Platoon," Orion 
has also handled the theatrical dis- 
tribution of most recent Woody Al- 
len films, including "The Purple 
Rose Of Cairo," which was market- 
ed on video by Vestron, and "Han- 
nah And Her Sisters," released on 
cassette by HBO /Cannon Video. 

Among the Tri-Star titles market- 
ed on video by other video suppliers: 
"Rambo: First Blood, Part II," 
which was marketed by HBO /Can- 
non, and two films released on video 
by CBS /Fox, "Peggy Sue Got Mar- 
ried" and "Short Circuit." 

According to former CBS /Fox ex- 
ecutive Dave Goodman, the compa- 
nies that lack a steady pipeline of 

product will struggle, and some will 
fall by the wayside. 

Goodman, who now distributes 
made -for -video titles through his 
firm, Goodman Enterprises, says 
that companies are becoming in- 
creasingly reluctant to sell off the 
video rights to hit movies. 

"There is a fixed amount of prod- 
uct available for home video, and a 
company's strength is based on its 
availability of product. 

"Without Tri -Star or Orion to rely 
on, companies like Media [Home En- 
tertainment] and Vestron are proba- 
bly a little nervous. Even if you are 
offering mostly B and C titles, if 
you are offering a title like 'Pla- 
toon,' it earns a lot of credibility for 
those other videos," says Goodman, 
who served as the director of special 
accounts for CBS /Fox. 

SOURCE -LICENSING BILL 
(Continued from page 4) 

by the All Industry Music License 
Committee, met with key legisla- 
tors and newly elected lawmakers 
throughout the last recess, but a 
new bill has not yet been intro- 
duced because Boucher and All In- 
dustry officials are in the process 
of lining up co- sponsors. Insiders 
say that if Boucher could collect 
the 160 co- sponsors he had on last 
year's bill, the House might look 
more kindly on the legislation. Op- 
ponents point out that even with 
the co- sponsors, last year's bill 
stalled in the House by summer. 
They suggest that a recent "Dear 
Colleague" letter from Boucher's 
office will not produce a flood of 
eager lawmakers. 

As far as the new sections are 
concerned, while broadcasters say 
they have given composers the 
tools to apply some leverage in 
royalty negotiations, opponents 
have called the sections "bells and 
whistles in a blueprint for chaos." 

The new bill's Section 4 (f) on re- 
siduals states that the author or 
authors of a musical work on a 
syndicated TV show "shall be enti- 

tled to an interest in any compen- 
sation paid to the owner of the 
copyright in such motion picture 
... The amount of such interest 
shall be determined by agreement 
between the owner of the copy- 
right in the motion picture ... and 
the author(s) or employees who 
prepared the work." 

Section 4 (g) concerns a bargain- 
ing guild and states, "In any case 
in which a musical work, which 
constitutes a work made for hire 
under subsection (b), is synchro- 
nized with a motion picture or oth- 
er audiovisual work, the person 
who prepared such work shall be 
considered an employee, for pur- 
poses of laws relating to collective 
bargaining, of the owner of the 
copyright in such motion picture or 
other audiovisual work." 

It has not been determined if 
there will be any effects from the 
recent decision by a New York Dis- 
trict Court to grant ASCAP a ret- 
roactive $60 million per year inter- 
im royalty fee for music used by 
the nation's local TV broadcasters 
(see Inside track, page 84). 

IVE MOVES TO MCA DISTRIBUTION 
(Continued from page 6) 

Home Video. 
King emphasizes that the deal 

does not call for MCA to sell IVE 
product under MCA policies. Pric- 
ing, returns (which are now 100 %), 
and advertising programs will exist 
independent of MCA. "MCA sales 
personnel will execute our policies 
and plans as opposed to our product 

`More and more 
companies are 

going direct 
with the 

major accounts 

just coming under the MCA umbrel- 
la," he says. 

"The only resistance I've heard to 
this deal is that some accounts are 
not in agreement with MCA's poli- 
cies. But that's not an issue for us. 
That's separate." 

King does not anticipate indepen- 
dent wholesaler friction; he says the 

"optimum situation" will be that 
both MCA and distributors will be 
able to service accounts. Wholesal- 
ers will obtain product through 
MCA. 

"Certainly there will be some 
competition between MCA and the 
distributors for some of the bigger 
accounts," says King. "That's real, 
and that will happen. But hopefully 
that will be healthy, not negative. 
The bottom line is that more and 
more companies are going direct 
with the major accounts anyway, 
such as an Erol's. Every week we 
see more and more of that. MCA 
has a jump because of their number 
of direct accounts." 

Currently MCA does not distrib- 
ute any other home video lines, al- 
though it did have Michael Nes- 
mith's Pacific Arts label at one time. 
The present deal is not an exclusive 
one for MCA, but there is a stipula- 
tion that MCA can't pick up another 
children's line. 

Another part of the arrangement 
calls for IVE's Creative Video Ser- 
vices duplicating facility to manu- 
facture for MCA a minimum of 1 

million videocassettes a year. IVE 

now duplicates for itself as well as 
independents like Prism. 

IVE has been in a state of transi- 
tion since the summer, when Car - 
olco, producer of Sylvester Stal- 
lone's first two "Rambo" films, ob- 
tained a percentage of the firm. At 
year's end, publicly owned Carolco 
settled with Noel Blom, IVE 
founder, for his interest in the com- 
pany and became owner. 

IVE now has the home video 
rights to the next 10 projects of 

Stallone's White Eagle Produc- 
tions -five of which will star Stal- 
lone. He may star in, direct, or write 
the rest. Included is the third install- 
ment of "Rambo." 

Industry estimates place IVE's 
1986 sales at approximately $45 mil- 
lion. 

JIM McCULLAUGH 

VIRGIN'S FIELD STAFF 
(Continued from page 4) 

The new field staff was drawn 
from a broad range of backgrounds, 
including programming slots in ra- 
dio and independent promotion as 
well as at established labels: Before 
joining Virgin, Bobak and Burruss 
were local promotion reps for RCA 
Records; Costello joins from I.R.S. 
Records, where he was Midwest re- 
gional promotion manager; Gleason 
was associate national album pro- 
motion director, West Coast, for 
Capitol Records; Moinet previously 

served as vice president, national 
promotion, for A &M Records; 
White was r &b promotion rep for 
Columbia in the Southeast; Hall, 
who has worked for London Rec- 
ords, was most recently a Houston - 
based independent; and Schaefer 
and Stacy join the label after stints 
in radio, Schaefer as program direc- 
tor at KISS Los Angeles and Stacy 
in the same position at KNCN Cor- 
pus Christi, Texas. FRED GOODMAN 
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