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MUSIC LEGAL SERVICES
FREE TEMPLATE
Management Agreement Checklist
Points to check in a draft management agreement before you sign with a manager.
How to use this template
This checklist is for an artist who has been offered a management agreement and wants to know what to look for before signing. It is not an agreement itself. Work through it with the draft contract in front of you and tick each point once you have found the relevant clause and are happy with it.
Where a point is not covered at all, that is worth raising with the manager. Gaps tend to be filled later by whoever has the stronger position, and that is rarely the artist.
The ranges given here describe what is commonly seen in the UK music industry. They are not legal rules, and a fair deal for you depends on your career stage, what the manager brings and what else you are being offered.
Management agreements often run for several years and affect your income long after they end. Always have the final draft reviewed by an independent adviser who acts only for you before you sign, and keep a note of the points you negotiated.
Text in square brackets, such as [NAME], is for you to fill in or choose. Delete the brackets and any options that do not apply. This template is written for the law of England and Wales and for a typical situation. If yours is unusual, or a lot of money depends on it, have it checked before anyone signs. Roberts Crawford will check a completed copy for a fixed fee.

Use this checklist alongside the draft management agreement. Tick each item once you have found the clause, understood it and agreed with it. Use the notes space at the end to record anything you want changed.
1. Who the parties are
☐  The agreement names the correct legal parties on both sides.
If the manager trades through a company, the company will usually be the party. Check its full registered name and company number. If you are a band, decide whether each member signs individually, whether a band company or partnership signs, or both, and what happens if a member leaves.
☐  There is a key person clause naming the individual manager you are actually working with.
Good wording says that if the named individual stops being personally and substantially involved in your management, you may end the agreement on written notice. This matters most where the manager works for a larger company that could pass you to someone else.
☐  The agreement deals with leaving members and new members.
Look for wording that sets out whether a departing member stays managed, and whether commission continues on their solo work. A fair approach is that the manager has an option to keep managing them, which they can decline.
2. Term, options and how to end it
☐  The length of the initial term is clear and has a fixed start date.
Terms are commonly between two and five years, sometimes linked to album cycles. A term tied to album cycles can run much longer than expected if releases are delayed, so look for an overall long stop date.
☐  Any option to extend is clear about who can exercise it and on what conditions.
Options that only the manager can exercise favour the manager. Fairer wording makes extension depend on agreed targets, such as minimum earnings or a record or publishing deal being secured, or requires both parties to agree.
☐  There is a trial period or early exit point.
Many artists ask for a review point, often after six or twelve months, at which either side can end the agreement without giving reasons.
☐  You can end the agreement for the manager’s serious breach, insolvency or failure to account.
Good wording gives a short period to put a breach right, commonly 30 days, after which you can terminate by written notice. Failure to pay you or to provide statements should count as a serious breach.
☐  The agreement explains what happens on termination.
Look for an obligation on the manager to hand over files, passwords, contacts and all money held for you, and to stop holding themselves out as your manager.
3. Territory and scope
☐  The territory is defined and makes sense for your career.
Worldwide management is common. If the manager has no reach in a particular country, consider limiting the territory or allowing you to appoint a local manager there with an adjustment to commission.
☐  The services the manager will provide are listed.
Expect wording covering career advice, negotiating deals, liaising with agents, labels and publishers, overseeing releases and touring, and promoting your career. Vague wording makes it harder to show the manager has failed to perform.
☐  The income streams that are commissionable are listed and the exclusions are clear.
Commissionable income commonly includes live performance fees, recording and publishing income, synchronisation, merchandise, sponsorship and brand partnerships. Check whether income from activities outside music, such as acting or writing books, is caught, and whether you agree that it should be.
☐  Income from deals made before the agreement started is excluded.
Good wording excludes income from contracts signed, or substantially negotiated, before the start date, and any income already earned. List any existing deals by name in a schedule.
☐  Neighbouring rights, PRS for Music and PPL income are dealt with clearly.
Some managers take commission on collecting society income and some do not. Make sure the position is stated rather than left open.
4. Commission rate
☐  The commission rate is stated as a clear percentage.
Commission is commonly between 15 and 25 per cent, with 20 per cent frequently seen. A lower rate may apply to some income, such as recording income from an existing catalogue.
☐  You know whether commission is calculated on gross or net income.
Gross means commission is taken before costs. Net means certain costs are deducted first. On live income in particular, commission on gross can leave the manager earning more than the artist from a tour. Many agreements calculate live commission on net or on a defined adjusted gross figure.
☐  Any sliding scale or different rates for different income types are set out.
A sliding scale might start at one rate and increase once your earnings pass agreed thresholds, or the reverse. Make sure the thresholds and the period over which they are measured are clear.
☐  Commission is not payable on money you never actually receive.
Good wording says commission is due only on income received by you or on your behalf, not on income that is promised but unpaid.
5. What is deducted before commission
☐  Recording costs and producer fees are excluded from commissionable income.
Advances used to fund recording, producer fees and royalties, mixing and mastering costs are commonly deducted before commission is calculated, so the manager does not take a share of money that goes straight back out.
☐  Tour support and live production costs are dealt with.
Look for a list of deductions from live income, such as booking agent commission, travel, accommodation, crew, equipment hire, sound and lighting, and musicians’ fees. Tour support from a label used to cover losses should usually not be commissionable.
☐  VAT is excluded from commissionable income.
Commission should be calculated on income excluding VAT, with VAT then added to the manager’s invoice if they are VAT registered.
☐  Money paid to other people is excluded.
Payments that pass through you but belong to others, such as session musicians, featured artists, co writers or video directors, should not be commissionable.
6. Post term (sunset) commission
☐  The agreement says how long the manager receives commission after the term ends.
Post term commission rewards the manager for work done during the term. It is commonly limited to income from records made and songs written during the term, and from deals made during the term.
☐  Post term commission tapers down over time.
A common structure is full commission for a first period, reduced commission for a second period and then nothing, for example over a total of between two and six years after the term. Avoid wording that gives the manager commission indefinitely.
☐  Post term commission on live income is limited.
Commission on live work after the term is commonly limited to shows that were booked or substantially negotiated during the term.
☐  A new manager’s commission is accounted for.
If you appoint a new manager, you may be paying two managers on the same income for a while. Some agreements reduce the outgoing manager’s rate where this happens. Check that the combined total is something you can live with.
7. Expenses
☐  The agreement says which expenses the manager can recover from you.
Reasonable expenses incurred specifically for you, such as travel to your shows or meetings on your behalf, are commonly recoverable. Office overheads, staff costs and general running costs of the manager’s business should not be.
☐  Expenses above a set amount need your prior written approval.
Look for a figure for single items and a figure for any month, above which the manager must ask first. Email approval is usually enough if the agreement says so.
☐  Expenses must be supported by receipts and shown on statements.
☐  There is an overall cap on expenses, or a cap on expenses recoverable before you are earning.
Some agreements say expenses can only be recovered from your income and never charged to you personally if you do not earn enough. That is worth asking for.
8. Money flow, statements and audit
☐  It is clear who collects your income.
Some managers collect all income and pay you after deducting commission. Others leave income with the artist or the artist’s accountant and invoice for commission. The second gives you more control. If the manager collects, the following points become important.
☐  Money held for you is kept in a separate client account.
Good wording requires the manager to hold your money on trust for you in an account separate from their own money, so that it is protected if the manager’s business fails.
☐  The manager must pay you within a set period.
Look for payment within a fixed number of days of receipt, commonly between 14 and 30 days.
☐  You receive regular statements.
Statements commonly come monthly or quarterly and should show all income received, the source, deductions, commission and expenses.
☐  You have a right to audit the manager’s books.
Good wording allows your accountant to inspect the records on reasonable notice, with the manager paying the cost of the audit if it reveals an underpayment above an agreed percentage.
9. Conflicts of interest
☐  The manager discloses any other role in your career.
If the manager or a connected company also acts as your booking agent, record label, publisher, promoter or merchandise company, they may be on both sides of a deal. The agreement should require full written disclosure.
☐  The manager does not take double commission.
Where the manager or a connected company earns from a deal in another capacity, good wording says management commission is not also charged on the same income, or is reduced.
☐  Deals with connected companies need your informed approval and independent advice.
You should be free to refuse any deal with a business connected to the manager, and to take separate advice on it.
☐  The manager must tell you about other artists they manage where there is a clash.
A manager can usually manage other artists, but should tell you if a clash arises, for example where two of their artists are competing for the same support slot or deal.
10. Authority to sign and power of attorney
☐  The manager has no authority to sign contracts on your behalf, or only limited authority.
The safest position is that the manager can negotiate but you sign. If you allow the manager to sign, limit it to short engagements below an agreed fee, and require your prior written approval each time.
☐  Any power of attorney is limited in scope and time.
A general power of attorney lets someone act for you in almost anything. Avoid it. If a limited authority is needed while you are on tour, for example, give it separately in writing for a fixed purpose and a fixed period.
☐  The manager cannot bind you to anything that commits you beyond the term.
11. Exclusivity
☐  You understand that you will be exclusive to the manager.
Most management agreements are exclusive on the artist’s side, meaning you cannot appoint another manager in the territory. The manager is usually not exclusive to you.
☐  The manager must give enough time and attention to your career.
Good wording requires the manager to devote such time as is reasonably needed to perform the services properly, and to keep you informed of all offers.
☐  The manager must pass on every offer and opportunity.
You should be told about every offer received for you, even ones the manager advises against.
12. If the manager stops working
☐  You can end the agreement if the manager becomes unable or unwilling to perform.
Look for wording that lets you terminate if the manager is incapacitated, stops trading, becomes insolvent, or fails to perform the services for an agreed period, such as 60 or 90 days.
☐  The manager cannot transfer the agreement to someone else without your consent.
Good wording prevents assignment of the agreement or the right to commission without your prior written agreement.
☐  Post term commission is reduced or lost if the manager has stopped working or is in serious breach.
It is reasonable for the manager to forfeit some or all post term commission if the agreement ends because of their breach.
13. Independent advice
☐  You have taken advice from an adviser who acts only for you.
An adviser chosen or paid for by the manager is not independent. Courts in England and Wales have set aside management agreements where an artist signed unfair terms without proper independent advice, but relying on that after the event is expensive and uncertain.
☐  The agreement contains an acknowledgement that you were advised to take independent advice.
This clause protects the manager as well as you. Make sure it is true before you sign.
☐  Any agreed contribution by the manager to your legal costs is in writing.
If any answer in this checklist is no, or you are not sure, ask the manager to explain or change the clause before signing. A reasonable manager will expect questions.
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