
Christopher: Hello and welcome. We are live. Sorry for the short delay and thank you for 
your patience, we were fighting some technical gremlins. Technology is 
incredible when it works and incredibly annoying when it doesn't. Thanks for 
bearing with us. Sorry to be starting a little bit late. I guarantee it will be worth 
your while waiting a few minutes. Very welcome. Very warm welcome to you 
all here today, whether you are a Musical U fan or even a Musical U member, 
if we have any members give a shout out in the chat box. I'm sure we have a 
few who have come along. Today we are joined by a very special guest. I am 
delighted to say we have David Andrew Wiebe, author of The New Music 
Industry and The Essential Guide to Entrepreneurship for Musicians. David 
say hello.  

 
David A. Wiebe: Hello everybody. 
 
Christopher: David is the man behind The Music Entrepreneur HQ website, which is a 

fantastic blog and also hosts a podcast, and he is himself a guitarist and 
songwriter based in Canada, but he's really made a name for himself online 
with his writing on modern music entrepreneurship and what it means to try 
and make a living with music in this day and age. I recently grabbed a copy of 
David's new book, which I highly recommend. It's The Essential Guide to 
Music Entrepreneurship and I just totally loved the way he talks about this 
topic of entrepreneurship.  

 
If you've come along today, then I know that that word entrepreneurship didn't 
totally put you off, which is good, but I know that a lot of people assume a lot 
of things about it, and so I hope you've come today with an open mind 
because what I love so much about David's book was that it wasn't kind of 
the traditional just how to make money or how to make a business kind of 
entrepreneurship teaching. He really goes into the mindset, and the habits 
that make for success in life in general, to be honest. It's definitely framed as 
entrepreneurship, but there is a ton packed in there that's useful for any 
musician whether you consider yourself an entrepreneur or not. 

 
So I was super excited to have David come and present this masterclass for 
Musical U members and anyone who's joining us live today, because this is 
stuff that will help you transform your success in any musical endeavor, I 
think. In a minute I'm going to hand over to David to share his insights with 
you, and before we do, I'll just explain the structure of today's call. In a 
second I'll hand over to David and then at the end of his presentation we're 
going to do some Q&A. So you should be seeing a chat box on your screen 
live chat thing, so if you're watching Musical U, I think it'll appear to the right 
hand side of the video. If you're watching on the public website, I think it 
might be below, and if you're watching on YouTube it'll be wherever YouTube 



decided to put it today, but look around and you should see a white live chat 
box. 

 
Christopher: Please don't be shy. Do say hello. We've had a bunch of people saying hello 

in there already, which is fantastic. I will give a few shout outs to Glenn from 
Minnesota, [Meddy 00:02:51] from Europe, Scott from Texas, USA. You look 
familiar, Scott, maybe from a previous masterclass. Peter Pool from the 
Netherlands, Jamie from San Francisco, Maximiliano from Venezuela. Terrific 
crowd here from all around the world today. You're all very welcome, 
Stephanie and Jim as well, and that MC Nick, you're all very welcome. Thank 
you for joining us today, and I can see we have a ton more tuned in live that 
haven't yet said hello in the chat. So if you're feeling shy, or you haven't said 
hello yet, please do say a quick hello and tell us where you're from or what 
instrument you play, and we'd love to hear from you.  

 
That live chat will be running throughout today's session. So please do use it. 
You can make comments, and you can ask questions. If it's a certain type of 
question, I might throw it at David and interrupt him midstream, but most 
likely I will be holding them back until the end of his presentation and then 
we'll have some time for Q&A at the end. That's it for me, without any further 
ado, I will hand over to our speaker and presenter today, David Andrew 
Wiebe. Thank you David. 

 
David A. Wiebe: Thank you so much for the great introduction, Christopher. I will say that 

Christopher has quickly become one of my favorite human beings even in the 
few interactions that we've had. He's such a kind and wonderful person and 
so it's a real honor, and a pleasure to be presenting here a masterclass for 
Musical U, which I would definitely recommend checking out. Today, of 
course, we'll talking about entrepreneurial essentials for musicians and I'm 
going to be covering the basics here, so do not be intimidated. Can 
everybody see the slides okay? 

 
Christopher: Yep. Showing up well. 
 
David A. Wiebe: Okay, perfect. Yeah, so don't be intimidated. I think any information that I 

share with you today is totally applicable, and I am going to have a little 
challenge for you later on if you choose to accept it, so as an introduction to 
this material, a musician is effectively a small business owner, whether they 
know it or not. When you're first getting started, no one knows who you are or 
what you're about. They don't know what you sound like. They don't know 
what kind of music you play, basically, you have to begin creating your fan 
base, but if you want to sell your music, first you must record it, then publish it 
and then market it to your prospects, or at least that's the traditional way of 



thinking about it. I'm going to present a different way of thinking about that 
whole process. If you want to book gigs, of course you must approach 
venues and event organizers and strike up a deal, which can be nerve 
wracking and pretty scary at first. 

 
When you begin reaching out, you realize a lot of people are friendlier than 
you might expect them to be, but when you're ... It's easy to conjure up in 
your mind images of failure or rejection as you're going about that process. 
So similarly, a small business owner doesn't have customers when first 
getting started and no one knows who they are or what they offer, what kind 
of products or services they have for them. Maybe their immediate friends or 
partners or affiliates might know something about what they're offering, but 
most people don't know who they are, what they're up to, especially if they're 
new to the entrepreneurship. So a small business owner must determine 
what their product or service is going to be and then market it to their target 
audience. Similarly, musicians must market their music to their target 
audience, which if you're just starting to make music, you have no idea who 
that is, and you may take a while to decide on a direction whether that's 
country music for people that live on farms, or rock music for people that love 
city life or things like that.  

 
David A. Wiebe: So if you understand the core fundamentals of running a small business, I 

believe that you'll achieve more in your music career, that's certainly been the 
case for me. There's a lot of stuff that I really didn't know, especially mindset 
wise, and that's some of the stuff that we're going to be talking about today. 
So even if your only goal right now is to learn an instrument, this information 
could change the way you think about practice, and the rate at which you 
progress, and that's what we're going to look at today. 

 
This is the statement that absolutely changed my life. Employees work for 
money and other people, entrepreneurs have money and people work for 
them. I believe I first heard it from Robert Kiyosaki, the author of Rich Dad, 
Poor Dad. When I first heard it, I was getting into a business model called 
network marketing, but it ultimately led me down the path of creating The 
Music Entrepreneur HQ and that's because I realized the value in what I was 
learning and how pertinent it was to building a music career. I got an 
education, what I was missing, which was primary mindset, and I'll be 
covering a lot of that here.  

 
I had been pursuing a music career for over 10 years at that point without any 
major success, and gradually I began to realize why that was. I was missing a 
lot of keys to getting to where I want it to go and so many bands that I joined 
and participated in and been a part of had ended up breaking up usually 



within a year to a year and a half, and that's going to happen to you too if you 
choose to go that route with being in a band.  

 
David A. Wiebe: The key point there is that you can't give up. You have to keep looking for 

people, and you've got to be the one with the vision and hold on to that vision 
and continually find people who can support you in making that vision a 
reality, but you might be asking yourself, how do I apply this to my situation 
because that seems kind of intimidating, right? You maybe don't have 
employees, and you may not even have a lot of money right now. So how 
exactly can you put this into practice sooner rather than later?  

 
Well, it's quite simple. You might be familiar with music distribution services 
such as CD Baby, DistroKid or Ditto Music, and what they do for you is they 
get your music out into various online stores as well as streaming platforms 
like Spotify or iTunes, or Apple Music, or Deezer or what have you. So when 
you're paying them, you're effectively paying them to get your music out to 
online stores and streaming sites. You didn't have to do anything, you just 
handed them over a little of money, and they did the rest of the work for you. 

 
If that's something you've already done, congratulations, you're on your way 
to becoming an entrepreneur. You just had money and people work for you. 
Similarly, if you decided to join the musical youth community, and you're 
effectively delegating a portion of your practice to them and improvement, 
you're paying for some of the accountability that's going to come from the 
people in the forums, and some of the steps we'll have you take such as 
setting goals, so you can outsource a portion of your practice time by joining 
a community like Musical U and that's in my mind, entrepreneurial.  

 
Christopher: David, sorry to interrupt, just a quick question from Scott in the audience. 

Could you say again the names of the companies you mentioned there? 
 
David A. Wiebe: Okay, so the music distribution companies, some of the ones that I've used 

and have had experience with are CD baby, DistroKid, D-I-S-T-R-O-K-I-D 
and Ditto Music, which I believe is a UK company, D-I-T-T-O Music. 

 
Christopher: Perfect. Thank you.  
 
David A. Wiebe: All right. Okay. So next, adopting a long-term mindset. I've taught hundreds of 

guitar, bass, ukulele and piano students through the years and that just 
happens as you continue to follow that path of being a music instructor. 
People come and go, you work for different studios, you teach people in their 
homes, and over the time that number of people just continues to add up, so 
it's been hundreds of students to this point. The difference between someone 



who stuck with it, and this is what I've noticed, and improved versus someone 
who rarely practiced and didn't improve, was a love of music. That's not 
something I can foster in you. It wasn't something I was able to foster in any 
of my students. They had to foster it within themselves.  

 
David A. Wiebe: So here's a little challenge, if you can't list your favorite artists in the heads off 

the top of your head, you might be in trouble. You may not be as passionate 
or have as much of a love of music that you need to be able to improve on 
your instrument, and so what I would do is I would develop a genuine interest 
in music and begin to follow your impulses. Get a magazine subscription or 
join an online community, or begin reading about the artists that fascinate you 
and pitch your interest. This is exactly what I did. For instance, when I first 
started playing guitar, I was listening to quite a bit of rap and hip hop music 
and one of my favorite groups at the time was The Beastie Boys and you 
might know Adam Yauch or MCA. He talked about how he'd become 
obsessed with Jimi Hendrix at different points in his career and I found that 
intriguing, so it wasn't long before I started listening to Jimi Hendrix and then 
learning his songs on guitar. 

 
But none of that would've happened if I didn't pick up the guitar to begin with 
and I didn't have a teacher helping me along and show me how to play guitar, 
but as I began to follow that track, I started developing a love for classic rock 
and rock music in general. Of course the blues too was pretty significant, 
because in a way Jimmy Hendrix was kind of a blues player, depends who 
you ask. Some people say he was more rock, or funkadelia or psychedelia 
and what have you, but that was definitely at the core of his playing, was 
blues. So I started going down that path as well. 

 
So your love of music will carry you through any disillusionment or setbacks 
you might experience in trying to learn an instrument. Like I talked about, 
most of my bands that I've been a part of broke up within a year to a year and 
a half. Those were at times pretty heartbreaking experiences because I could 
see us going somewhere. There's one band called Angels Breaking Silence, 
we were getting the types of gigs that I hadn't been getting in any other group 
or even solo such as cap gigs and skate park gigs and outdoor gigs and 
things like that, to where I thought, "There's real potential here. We just have 
to keep honing our craft and make some great [inaudible 00:13:07] shows," 
but unfortunately, people in the band had different ideas. So there's 
something to be said for vetting the people you work with, but until you have 
some of those experiences, sometimes it's hard to know what people are 
looking for, so it is going to be a little bit of trial and error and hunting around 
for the right people. 

 



David A. Wiebe: Now, many people overestimate what they can do in a year and 
underestimate what they can do in 10 years. That's kind of classic Tony 
Robbins, but it is very true. Don't think about what you can do today or in a 
year, keep at it and begin thinking about what's possible, three years, five 
years, seven years, or even 10 years down the line, and then work daily 
towards the achievement of what you envisioned in your mind. The mind is a 
very powerful tool we're ever capable of visualizing and seeing a future for 
ourselves, and so utilize that. Take advantage of that. 

 
There is something magical about that number, 10 years, just look at the 
Beatles, Metallica, or even Billy Talent. It took them 10 years to break through 
in their careers, as it's often been said, every overnight success has been 10 
years in the making. If it even took the best bands that long to get to where 
they want to go, why would it be any different for you and I? So no matter 
what it is you're looking to accomplish and you don't need to aspire to be the 
Beatles or Metallica or Billy Talent, you can start at whatever level that you 
want your career to be, or even just learning an instrument, whatever level, 
but think about what feels good tomorrow, not just today, and that helps you 
make longterm decisions around that. 

 
Now we're going to talk a little bit about taking responsibility for your own 
growth. Unfortunately, I think it's something that a lot of people don't do. What 
we want to do here is let go of any expectations others may have for you. So 
having taught hundreds of students, I've met many parents that had 
unrealistic expectations. Some thought their child should be virtuoso so after 
four lessons, that's like a month worth of lessons, half an hour each, whether 
they had spent any time practicing or not. Isn't that absolutely ridiculous? It 
doesn't happen that way. Now I understand you might watch movies like 
August Rush and think to yourself, "Gosh, if he can be that good in six 
months, I should be just as good and I'm not [inaudible 00:15:40]." Well, that 
may be possible for you. I'm not going to stop you from trying, but for most 
people that's just not realistic. It's actually going to take many, many years to 
master your craft.  

 
One of my favorite guitarists is Nuno Bettencourt from Extreme and he grew 
up in a musical family and all his brothers played music, and he's known as 
one of the world's best guitarists now, but he says at the time he was the 
absolute worst in his family. He said it took him a long time and it was really 
hard for him to get good at guitar, but look what happened when he stuck 
with the process. So practice does make a huge difference, and you must 
understand that everybody makes progress at a different rate. Your journey is 
your journey. My journey is my journey. I just happened to have a lot of 
passion for the guitar when I first got started and I think I had a little bit of 



natural talent or natural facility to be able to play it, but I still spent a lot of 
time playing the guitar and I'll talk a little bit more about later. 

 
David A. Wiebe: When my first guitar teacher was working with me, I would always go well 

beyond the scope of the lessons and try things out for myself. I would look up 
tabs online on sites like Ultimate Guitar and there were a lot of songs I 
couldn't figure out until I learned certain techniques and my teacher taught 
me those later, such as like bar [inaudible 00:17:09] or finger picking and stuff 
like that, but that didn't stop me from at least trying. I just looked at the tab 
and tried it out and I said, "I can't figure this out right now." Move onto the 
next thing, some other song that I wanted to learn that I enjoyed, but as my 
teacher began showing me more of the fundamentals, then eventually I was 
able to play stuff like Stairway To Heaven, which I couldn't figure out at first.  

 
So while I would encourage you to take advantage of every tool and every 
teacher available to you, don't credit them with, or blame them for your 
growth or lack thereof because your growth is completely up to you and I 
believe something magical happens when you take complete responsibility 
for your life. When you realize you are where you are because of you, not 
because of anyone else. I think in society we're often taught that is a 
disempowering thought, I believe it's the other way around. It is a very 
empowering thought to think of it at that way because that means you can 
now change your direction. 

 
Don't cram, be consistent. The cramming tendency sort of tends to come in 
high school, or college when we've got an important exam to do and we 
spend a lot of times the night before studying for that exam and then the day 
of we do our best to regurgitate the information. We tried so hard to 
memorize. To me though, music is not memorization, it's progressive 
improvement. So one year I set the goal to practice guitar for three hours per 
day and I did the calculations for you, although I hate math, one person they 
need 95 hours in a year. So I painstakingly tracked every minute and every 
hour I spent practicing and then at the end of the year I had to figure out 
exactly how much time I had practiced and I don't even like math, but when I 
was finally done calculating, I figured out that I hadn't reached my goal that 
year. 

 
David A. Wiebe: So what do you think I did? Did I quit? Did I stop trying? Did I give up? No, I 

set the same goal the next year and that time I achieved it. So there's nothing 
special about practicing for three hours, you could practice for 10 minutes per 
day or you could practice for eight hours per day, consistency is what matters 
most. I believe it was Brian Tracy who said, "If you just dedicate yourself to 
30 minutes of study every day, you would eventually become an expert on 



the subject that you're studying." So to me consistency is not practicing six 
minutes here, one hour there, 30 minutes the next day, and then five hours 
the next day, because in that example your average would be six minutes 
because that's the most you'd reached on any given day. You want to make 
sure that the maximum number you reach is higher. So if you practiced 30 
minutes today, 20 minutes tomorrow, and then 30 minutes the rest of the 
week, sure the maximum you reached was 20 minutes, but that's a heck of a 
lot better than a consistency of six minutes.  

 
David A. Wiebe: So there's some great resources like The Slight Edge by Jeff Olson or The 

Compound Effect by Darren Hardy. These books taught me a lot about 
consistency. I think The Slight Edge was one of the first books I read as I was 
getting into network marketing and that really taught me the importance of 
doing things every day, and I actually even created a tracking system for 
myself at that point. I kind of gamified the whole thing. I turned it all into 
points. So for example, one of your goals in network marketing is to see how 
many people you can contact in a day. So I would track how many people I 
talked to, how many texts I sent out, how many phone calls I made, how 
many emails I sent out, and then at the end of the month I would tally it all up 
and add them all up into points, and then the goal became exceeding those 
points every single month. 

 
Now, I didn't do that forever and I don't still do that today, but that could be 
one way of tracking your progress and making sure that it happens. Then you 
could say, "Practice my instruments for 30 minutes today," and then take that 
off, and then you could say, "Spend 15 minutes on social media engaging my 
target audience, or my potential fans," and then check that off the number of 
people that you engage or talk to. So that is one way to encourage more 
consistency.  

 
Next topic I wanted to talk about was legitimizing your business. I think this is 
really one of the most important things you could do, whether you're starting a 
business or a music career, legitimizing your business does not mean 
registering a business name or a domain name. If you're a musician, it means 
selling your music, and if you're running a business that of course it means 
selling your product or service. Your first sale makes your business 
legitimate. That's what ultimately turns you into a business. So I'm going to 
set forth a challenge today and you can either choose to accept it or not, 
that's completely up to you, but if you already have music recorded and 
published, what I want you to do is text a supportive friend or family member 
and then get them to buy it.  

 



David A. Wiebe: You could even say, "Hey, I'm just looking to test out to see whether the 
checkout process works. Could you go and buy my album on iTunes? Here's 
the link," and then you could even reimburse them if you so choose, but even 
if you don't have any music out in the world, you can still ask for the sale. 
Again, text a supportive friend or family member and say, "Hey, this is what 
I'm thinking about doing. I'm going to be recording in this style," and then just 
name whatever style it is that you're recording, "And I'm planning to release it 
by December. Can I count on you for your support? I'm only asking for one 
dollar." So if you decide to accept this challenge, I would love to hear what 
happened and when you made the ask and if you made a sale or not. If you 
ask enough people in the street, well, and that leads to you legitimizing your 
business. 

 
Now, you can set up a website, print up flashy business cards and get a logo 
designed later. Why not get some money coming in first and then you have 
something that works, you have something that people want and if you can 
validate, if you can get one person to buy it, surely you can get a second and 
third and a fourth person buying it, but if you can't get people to buy it to 
begin with, there might be something wrong with a concept or your approach. 
So if no one's going to buy, then maybe you should rethink your concept a 
little and come at it from a bit of a different angle.  

 
So as far as a musician, that would just mean, thinking about the genre, so 
you might want to try something a little different. You might say, "Yeah, I'm 
going to record this country single," and then for whatever reason nobody 
responds. So you come at it from a different angle and say, "What I'm 
thinking about doing is kind of an acoustic rock thing, if that's something that 
you're into and enjoy," and then you might describe that concept a little 
further and say, "It's like a cross section of early David Bowie, mixed with 
Kiss Unplugged," and then people will go, "Huh, that sounds really 
interesting. I might want to invest in that," and then you get their one dollar, or 
10 dollars, or whatever it is and now you have a little bit of capital to work with 
when you're going to record that project. 

 
I hope that challenge is something that helps you, because so often we 
hesitate in asking for the sale. If you just make the ask, just text one friend or 
one family member, more than likely they're willing to oblige. So give it a try. 
Christopher, how are we doing for time? 

 
Christopher: Time [inaudible 00:25:12]. They need to rush a bit. We can move on to Q&A 

whenever you're ready. 
 



David A. Wiebe: Okay, perfect. Yeah, I'm ready to move on to Q&A, unless I could spend 
some time talking about managing your money as well. That is another 
important topic. 

 
Christopher: Fantastic. Thank you. That was a punchy presentation, some ideas that took 

me several years, if not decades to learn, and I loved how you frame things in 
a way that I think everyone can apply, whether they are trying to sell their 
musical, or trying to start a music related business or just trying to get more 
success in their musical life. That was very cool. I wonder before we move 
on, can you just give like a two minute recap of each of those points? Maybe 
it would make sense to just flip through the slides and leave everyone with 
them fresh in their mind and see it might inspire a few extra questions that 
they had along the way. 

 
David A. Wiebe: Let me just pull up my slides here again. 
 
Christopher: Thank you. 
 
David A. Wiebe: A recap for sure. Okay. So a little bit of recap of what we went over today. 

This is the statement that changed my life, employees work for money and 
other people, entrepreneurs have money and people work for them. I talked 
about some simple ways you can easily apply this to your life right now 
without even hiring anybody and without spending a lot of money. 

 
Adopting a long-term mindset. This is about making decisions that will help 
you move towards your goals, so you want to make longterm decisions, not 
just short term decisions, not just what feels good in the moment.  

 
Taking responsibility for your own growth, don't blame anybody else for 
where you're at and don't credit anywhere else for where you're at. Give 
credit where it's due for sure, but at the end of the day, it's pretty much 
completely up to you and taking responsibility for your life and your actions 
and for where you are and the results that you have right now is a very 
empowering thing.  

 
Don't cram, be consistent. A lot of people just cram at the last minute 
because that's really what the school system encourages. It's this test culture. 
We've got this test tomorrow and we got to memorize as many facts as 
possible. That's not applicable to music or business. All we want to do is 
make steady progress and do a little bit every day towards the achievement 
of our dreams, even if it's only in 10 minutes. 

 



Then finally, legitimizing your business. I set out the challenge to ask a friend 
or a family member to buy your music if you have it on iTunes or Apple Music 
or wherever, and start making that dream of selling music a reality, because 
you don't know if what you've got is something people want, so find out now 
that it's something people want and then you can make more later, and 
there's a brief recap of everything that we went through today.  

 
Christopher: Fantastic. Thank you. That was really helpful. So, I'm sure I speak for 

everyone when I say a big thank you. That was a really insightful presentation 
and like I said, that I think could have saved me a lot of time and confusion, 
and quite a few years of my own entrepreneurial journey. In a moment we're 
going to go into the Q&A, so if anyone in the chat, or joining us live who 
hasn't said hello in the chat yet, has a question, please do go ahead and 
post. I'll also check in Musical U discussion boards in case anyone is posted 
to something there, and I've noted down a couple from Scott, thank you, and 
I've made a note of any that have come through so far. So do go ahead and 
post if you have a question. 

 
So David, we had a few come through in the chat and I also made a note of a 
couple I was keen to get a little more from you on, because you made some 
really fantastic points there. The first one, excuse me, from [Dot Temple 
00:29:09] I think was a bit dismayed when you were talking in terms of 10 
years. She said, "How can I, and [inaudible 00:29:16] woman," I have no idea 
why I'm assuming that, sorry, [Dot Temple 00:29:20], maybe a man or a 
woman, but they say, "How can I pay my bills and raise a family during those 
10 years? I'm not a teenager anymore." 

 
David A. Wiebe: I think that's a challenge we all share, especially since we have the same 24 

hours in a day. I don't have experience being married or having children, but I 
do have a friend in my life that takes up a lot of time and sometimes it is 
about getting up early or staying up late or sacrificing a bit of sleep. Some of 
the stats show that people watch TV for an average of five hours a day. If that 
describes you, maybe take just half an hour of that time to go and play your 
ukulele or guitar or other instrument.  

 
It's about consistency, so even if it's 10 minutes is all you can get, if that's it, 
then go and do that, but I know plenty of people that say, "Time magically 
shows up in the middle of the day." It could just be, your child naps for a little 
bit longer than usual. I think that's the time we have to take advantage of. It's 
hard. It's hard to stay disciplined when those time blocks just suddenly show 
up for us, but it is about being aware of that, and then taking advantage of it. 

 



Christopher: Fantastic, and so, yeah, I think it ties in a little bit too to that long term 
mindset. I think in that it's not that you need to have a fixed schedule for 10 
years to see any success. It's really about, if you're taking the right attitude to 
it, then when that 20 minutes slot opens up in your day or you realize that you 
could be doing some ear training on a commute or listening to a podcast like 
David's that can help expand your mind about what's possible, that's your 
way to train music and you can fit that in where you didn't see the opportunity 
before because you're thinking, "This is a longtime journey, I'm investing in 
myself." Suddenly you realize it's a lot more versatile and flexible than you 
might have imagined. 

 
David A. Wiebe: Exactly. 
 
Christopher: On that topic, I loved your suggestion, David, to pursue what you're 

passionate about and follow those little impulses and inspirations. On the 
face of it, it seems like no one should need to be given that advice, but I know 
painfully for my own experience, [inaudible 00:31:33] of that [inaudible 
00:31:34] when you get stuck in the drudgery of mustering a scale or a 
fingering technique or working on a song or doing band practice, it's really 
easy to lose sight of what got you excited about music in the first place, isn't 
it? And I love that recommendation to just give yourself those, kind of indulge 
yourself, I guess is what it comes down to. Remember that music is meant to 
be fun and enjoyable and you need to keep in touch with that passion inside. 

 
David A. Wiebe: No, I've been paying attention to that way more with myself lately because 

used to be always that thing of, "Hmm, I've got some free time now, what 
should I do? While I'm at my desk I guess I've worked ..." Going to a default 
that don't necessarily serve me or just further burn me out, and now it's more 
like, "Hmm, I kind of feel like going and having some Asian snacks. I'm going 
to go over to the Asian market and pick up a few things and enjoy myself." So 
I'm more so following those, those readings, those little impulses that come 
up and it stops me from overthinking, a lot. 

 
Christopher: Yeah. I think about honoring your spirit a little bit. That sounds a bit voodoo, 

but I think there's real value there, there's substance to it. I can see Sarah 
Campbell. Thanks for coming. Sarah is a piano pro at Musical U, fantastic 
educator in her own right. Sarah says, "Setting aside that time is so 
important. Absolutely. Is that consistency and little steps forward is what 
makes the difference." We had a couple of questions from Scott Purcell. 
Thank you Scott for posting these. The first was, what do you think is the best 
way to learn a new instrument, especially a big transition such as trombone, 
clarinet? 

 



David A. Wiebe: What's the best way to learn a new instrument? I think you have to dive right 
in. You almost have to sacrifice the time that you would normally spend 
practicing your primary instrument, and a lot of people are not going to want 
to hear that, they're not going to like that, but if you've gotten a certain 
amount of facility on your primary instrument and you're beginning to feel 
comfortable with it, you're probably not going to lose any facility that you 
gained in that point and then just kind of dive right into the new instrument 
and take it step by step 

 
David A. Wiebe: It's exactly what I had to do with keyboard and I'm not a good keyboard 

player at all, but I just sat ... I knew it was the same process as learning 
guitar, so I sat there and practiced 30 minutes every day and gradually was 
able to pick up a few riffs and feel a little more comfortable on the keyboard. 
So yeah, the process is not that different. It's just you don't have to forget 
what you learned, but you almost have to set that aside so that you can focus 
on the new techniques, however your finger movements or your breathing 
has to be. 

 
Christopher: Good advice, and Scott had a, I think not quite a followup question, but I think 

in a way it's a similar question on a bigger scale, which is his end goal is to 
start his own orchestra for his hometown after college, he's currently a music 
education major and he'd like to know how [inaudible 00:34:33] stop that? 

 
David A. Wiebe: Sorry, you cut it out for a second. So he's looking? 
 
Christopher: Sorry. He's looking to start an orchestra for his hometown after he graduates 

in music education and he's looking for advice on how to prepare for that, well 
how to start that project.  

 
David A. Wiebe: I think when you want to do there is to begin to find like minded people. It's 

going to be a lot easier working with people that have a passion for playing in 
an orchestra like you do and you might even want to gather around a specific 
musical interest. A lot of orchestras today are staying in business. It's not 
quite the right term, but you know what I mean, by playing stuff like movie 
soundtracks or video game soundtracks or things like that. So if he can 
gather around maybe a common interest like that, while you're learning the 
Mozart in the box and all those other things of the world, because I'm sure 
that's part of your classical training, is maybe consider the idea of, what do 
your friends like and what sort of musical genres are they interested? Beyond 
that, it really is just like connecting with people, meeting people, figuring out 
what their commitment level is like, or how much time they're willing to invest 
in being that. I haven't heard of too many self starting orchestras, but that is 
pretty cool. 



 
Christopher: Absolutely, and I was reminded as you were saying that, of a section, I 

believe this is in the essential guide, on surrounding yourself with the right 
people. You need to find like minded people who have that saved longtime 
mindset and that can really be critical. I think that the band examples you 
were giving earlier, maybe it boiled down a bit to that, that some of the people 
were on the same page as you and others were not, and so, I know it's easy 
to make the mistake of hiring or collaborating based on what looks good on 
paper in terms of background and expertise and saying yes to the project, but 
actually if you're not coming at it from the same point of view and you don't 
value the same things, it's kind of a recipe for disaster or at least the short 
term project. 

 
David A. Wiebe: Well, we know that Dave Mustaine was originally part of Metallica. He was 

still the guitarist until he kind of started wreaking havoc there and Kirk 
Hammett came in and replaced him, but that was one of the hardships the 
band had to endure. They had a bass player that passed away. Everyone's 
going to remember that, I'm sure, if you lived through the 90s especially. So, 
exactly, sometimes we just have to endure those hardships, plus surrounding 
ourselves with like minded people, and of course Dave Mustaine went on to, I 
think he's [inaudible 00:37:17] he's accessing his band Megadeth. 

 
Christopher: Nice. We have a couple of questions noted down here from Glenn and [G. 

Kumaresh 00:37:27], but before that we had one slightly provocative one, or 
at least controversial one also from Scott P. Scott said, "So let's say that you 
started a Kickstarter, which goes towards you, college and a job, and you 
shared it over social media. Is that cheap and selfish? Is there a better way to 
fundraise? And maybe reply to say the Patreon might be a good idea?" And 
walking [Walking Trees 00:37:51] said, "Not only is it cheap and selfish, but 
also against the terms of Kickstarter." So David, I think we have a little idea of 
where Scott's coming from on this. Maybe you can suggest what might be a 
good strategy if Kickstarter isn't the right way to go. 

 
David A. Wiebe: I think you can probably run a campaign like that on GoFundMe. Don't quote 

me on that, but I think it might be possible to do something like that on 
GoFundMe. I think, if you're going to do a crowd funding campaign, we want 
to give people something back. They're giving us our money and trusting us 
with it, and we want to give back some kind of product or something that they 
can appreciate and enjoy. I helped a [inaudible 00:38:31] cutting campaign 
last year and it was for a jazz August, and we raised something like 15,000 
dollar for that jazz album, which for us was a huge success, but that was with 
the full awareness that really nobody was making a lot of money off of that 
crowdfunding campaign. 



 
David A. Wiebe: I think my partner and I, I'm disclosing some numbers here, probably made 

1,000 dollars each and that was for three, four months of work. I'm pretty sure 
the artist didn't make any money. She spent a good amount of money on the 
album artwork and the photos and the session musicians that she was 
working with, because she wanted to work with quality session musicians. So 
I don't think that's the purpose of a crowd funding campaign. Patreon's a 
great idea, if you are committed to creating some kind of content that people 
enjoy and there's nothing wrong with putting off that goal of school or 
whatever else it is, a little bit, so that in the meantime you can dedicate 
yourself to a project that you enjoy and other people enjoy and gather some 
patreons around that, and who knows while you're gathering that money and 
spending time doing something you're passionate about, that might just 
become the main thing. 

 
Christopher: Nice. Yeah, I guess ultimately it comes down to are you doing a charity 

campaign, and I think like you said, there are sites that do that, and it's just 
like, "Help me with my medical bills or help me with my college tuition," and 
you make your case and people donate, but I think Kickstarter is more in the 
entrepreneurial mold we've been talking about today where like you touched 
on [inaudible 00:40:08] you frame things to say, you've got to validate your 
idea by making a sale. Ultimately you have to have a thing that people value 
enough to exchange money for, and I think that's what you were saying there 
that, if you do a Patreon or Kickstarter, people kind of need something in 
return because it's not the same as doing charity and donations. 

 
Christopher: It's you earning that money in some way, shape or form, and I totally loved 

the challenge you gave people today to, one way or another go out there and 
make a dollar as it were, because it's so easy to get lost in all of the 
superficial signs of having a business or being an entrepreneur, like you said, 
the business cards, and website and flashy graphics, and ultimately do you 
have something people are willing to pay for or not, is what it comes down to. 
And that might be, you playing live in a cafe, it might be you selling an MP3 
online, could be something completely different, but at the end of the day, 
money is how we show value in the society, and it doesn't even need to be 
money. The point is just can you demonstrate that people really value the 
thing you're putting out there? I guess that really is the crux of Kickstarter and 
Patreon is, you give something in return and that's what makes it a business 
and that's what makes it validating for your entrepreneurial ideas. 

 
David A. Wiebe: Yeah. I started pre-orders for Flashes of the Elation, the next coming book as 

you know, and you know that for me validated the idea. It's not like I sold a 
ton, but I sold a few in advance and I said to myself, "Okay, it's something 



that people are interested." I was going to make it anyway. It's always good to 
have a little bit of validation.  

 
Christopher: Yeah, and I think that's an important point, you laughed, but I'm sure some 

people were wondering as they watch this, like, "Do I need to be making 
money? If I'm doing it for the love of it, does it matter if I make it all that?" No, 
I think we both agree that we're not here to say you must make money or it 
doesn't matter what, or you must make money or you shouldn't do it. 
Absolutely not the spirit of today. It's really just, that is one good way, if you 
care about the world valuing what you put out there, this is one good way to 
test it. and if you are thinking, "How can music be a living for me, or how can I 
recoup costs on studio time or whatever it may be?" These ideas can be 
really powerful to help you get there. 

 
David A. Wiebe: Well, exactly, and I think a lot of people go down this path, sort of with that 

expectation, but not really knowing, not really being aware of it. Suddenly five 
years or six years down the line they go, "Wouldn't it be great to like be 
making money doing this? Why am I not making any money?" Well, it might 
because you didn't build it with that in mind and you don't have a product that 
people enjoy. So you have to make money now, but it's nice to be thinking 
about that earlier rather than later when you decide, "Oh, I should have a 
music career now." 

 
Christopher: Absolutely. So just a few more questions before we wrap things up, and 

Glenn G. was asking, "David, you mentioned managing your money, can you 
speak a bit about that?" 

 
David A. Wiebe: Wow. This is going to be part of the additional content you can purchase with 

the Essential Guide to Music Entrepreneurship, and I'm developing that right 
now. It's all written and scripted and now I just have to put together the video 
training for it and I'm excited for it and I'm sure I could sit here for 10 minutes, 
20 minutes talking about it. You know- 

 
Christopher: The thing is, so many musicians aren't bad at managing that money. They 

wouldn't need help with that, do they? 
 
David A. Wiebe: I think most of us are not really good at managing money. I look at the stats 

and they say most people will be dead or broke my 65. That to me is 
terrifying. 

 
Christopher: Sorry, you broke up for a second there. What by 65? 
 



David A. Wiebe: Most people will be dead or broke by 65. That's what the stats are showing, 
which is pretty terrifying. So here's a few quick pointers and these are things I 
learned from Tony Robbins, from Ramit Sethi, and some other financial 
experts and I kind of cobbled it together and made it my own, but the first 
thing is that three buckets, and these are the three categories of savings you 
should have for your personal finances. First of all, you should have a 
checking account. That's where all of your normal daily spending comes in 
and goes out of. That is whether you're buying diapers or food or whatever it 
is, your basic necessities, that's your checking account. The three buckets of 
savings.  

 
David A. Wiebe: The first one is your emergency fund. So please save anywhere from six to 

nine months of your expenses. So if your total expenses for the month are 
1,500 dollars, you need to save that times nine, or that times six, whichever 
you're more comfortable with. You can save that six months if you think that's 
enough. The second one is really the guilt free entertainment fund. Well, 
that's a great category, isn't it? We're all excited about that one. We want to 
save up money so we can go and spend it on things that we enjoy and love 
doing right now because we don't know when we're going to pass away this. 
We take this for granted, but if you want to go travel or go to a specific movie 
or go to a restaurant, then you should save up and do that sooner rather than 
later. 

 
David A. Wiebe: Then the last one is the aggressive growth funds. Usually you can only build 

one of these at a time. In my experience, once the emergency fund is built, 
it's built, but your guilt free entertainment fund, you might need to just keep 
building that on an ongoing basis, but once you have a comfortable amount 
of money saved up in those categories, you're ready to save up for your 
aggressive growth fund, and this is money you don't mind losing. I bet it 
seems like a weird concept, but this is money that you're going to put towards 
a business or some kind of stock or a bond or something that you're 
interested in. I would recommend lifecycle funds because that seems to be in 
all my research, the best option for most people that don't like managing 
investments and things like that. It will just spread out your assets according 
to your age range, and as your age changes, it will automatically adjust your 
portfolio for you. To me, that seems like the best deal available. If you want to 
put it on autopilot, but don't invest in anything until you have money you're 
willing to lose. That would be my recommendation and that's a good basic 
start for most people. 

 
David A. Wiebe: Only other thing I'll say is like percentages or your friend.I love working with 

percentages. Every time a check comes in or new money comes in, 10% 
goes to savings, 10% goes to the credit card, 10% goes to another debt. 



That's how my world works. Until my debt is paid off, that's it'll continue to 
work, but I have to pay myself first. Absolutely, pay yourself first. Nobody else 
is going to take care of you, unfortunately. The government won't. Your family 
won't, your friends won't. when it comes right down to it, they can't, just like 
you, they're struggling and whether you know it or not, most people are 
struggling, so you have to absolutely get in the practice of paying yourself 
first, even if you're under the pressure to pay another bill.  

 
Christopher: Excellent, and just to clarify, by paying yourself first, you're talking about 

putting money into those savings funds and the guilt free entertainment fund, 
is that right?  

 
David A. Wiebe: 100%. Yeah. 
 
Christopher: Got you. Yeah, I love that. I think one of the things I liked most about you, 

David, is you are a very balanced individual. I think, some of what was 
presented today was about long term thinking and serious capital consistent 
effort, but at the same time you're talking about this guilt free entertainment 
fund and we touched on the importance of indulging those momentary flights 
of fancy in your musical life, and I think that, that's critical because otherwise 
you're just put nose to the grindstone, taking it all far too seriously, and it's 
really hard to maintain that over the long term, isn't it? 

 
David A. Wiebe: It really is, and I've just learned it's far more valuable to invest in experiences 

and memories that you'll remember versus things that will be gone or how 
you can lose things. Things don't matter as much, experiences and 
relationships matters way more. 

 
Christopher: I think we're coming up on time, but here's an interesting one, I think from [G. 

Kumaresh 00:47:51] who said, "How do you promote your music in a place 
where the majority of music is dominated by movie scores and independent 
artists don't get much focus. 

 
David A. Wiebe: I actually think that's a bit of a misnomer. I think with sync licensing and 

placement opportunities, it is, it seems weird to say it, but it's almost like an 
equal opportunity for everybody, whether you're a signed artist or not. You 
can put music out there and put beats together, and sure, it's more 
established and more experienced. People might have certain advantages 
over you just because they know how to make a beat fast or they know what 
exactly the producer is looking for and know how to appeal to them, but at the 
end of the day if you have the time and energy to dedicate to it, you can 
make a huge archive of beats and songs and music and background music, 
that you can then leverage and get out into the world.  



 
So one way that I've always talked about, especially these days, this applies 
to really any musical genre, is engaging your fan base, and one of the ways 
you do that ... Some people are only putting a release out what? Once every 
one year, three year or five years, if you're Boston, seven years, 10 years? I 
don't know. Some people take a long time to put something new out, but if 
you're one of those few people that's continually putting out new music, 
again, consistency, right? Put something out this month, put something out 
next month and then the next month and then the next month.  

 
David A. Wiebe: Yeah, it's hard. It's very hard to keep that sort of level of productivity and 

creativity in life, but if you can do that, I think you will begin to ... Some people 
are just going to get tired of looking at their favorite artist going, "Oh, they're 
not coming up with anything yet," but they see you're constantly putting stuff 
out, and they're kind of like, "Yeah, that's not bad, and it's getting better and 
better." Pretty soon they're fans of you because you're consistently engaging 
them. 

 
Christopher: That's really great advice. I'm thinking a little bit of your section in the book 

and what you touched on earlier in terms of taking full responsibility and with 
all respect to [G. Kumaresh 00:50:07], I am sure that is the situation and how 
it looks, but you can kind of flip that around and say, there's been no better 
time to get your music out there and to make a living with your music, and I 
appreciate you asking the question because it shows you're looking for the 
answers, but as David just demonstrated, you kind of got to take 
responsibility for that and say, "My fans are out there somewhere. I'm going 
to find ways to find them." And yeah, I think, that mindset of, it's fully my 
responsibility is really what's going to help you find those solutions. That and 
David's book and website, I would highly recommend checking his blog posts 
because if you're looking for more of the kind of specifics of like revenue 
streams and models, David's podcast and fantastic 
musicentrepreneurhq.com. Fantastic, and, yes, there should be a link to that 
on the page you're looking at right now, so you don't need to type it in.  

 
Terrific. I think unfortunately that's all the questions we have time for. There 
were a couple more who came in, but we need to wrap up and be respectful 
of David's time and we had several people saying thank you already in the 
chat. David, fantastic presentation. Thank you. And thank you for the helpful 
answers to those questions. We had to come in big thank you to everyone for 
joining us live today. We've had a great crowd in and I've loved seeing the 
comments and questions come in via the live chat and, a big thank you once 
more to David. Any final words, David, any advice for people who've joined us 
here today? 



 
David A. Wiebe: I think if they apply the things that they've learned and continuing to delve 

deeper into them, they're going to see huge results. Here's the thing that 
happens all too often. You learn the basics and say one and done, I've 
learned the basics, but people like Bruce Lee said, "I don't fear the man who's 
practiced 1001 moves one time, I fear the man who's practiced one move a 
thousand times." It's the same thing, go back to the basics over and over, 
whether it's learning an instrument, whether it's marketing, whether it's these 
entrepreneurial essentials. Back to the basics, and they will go deeper and 
deeper and you'll be surprised to come back to them periodically and review 
them and then you'll go, "Wow, that goes so much deeper than I thought it 
did. Yeah. 

 
Christopher: Terrific. Excellent advice to end on there. Thank you again everyone, and we 

will see you next month for our live masterclass of June. Thanks again David, 
and thank you for everyone for joining us. Take care. Bye.  

 
David A. Wiebe: Thanks so much. 
 
 


