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STAGING • LIGHTING • SOUND 

Order online TODAY at www.plsnbookshelf.com

ADVERTISER’S INDEX
Advanced Entertainment Services 7 702.364.1847 http://plsn.hotims.com/23470-266

Antari 35 886.3.3225829 http://plsn.hotims.com/23470-333

Applied Electronics 14, 31 800.883.0008 http://plsn.hotims.com/23470-105

Atlanta Rigging Systems 36 404.355.4370 http://plsn.hotims.com/23470-107

AV Concepts 15 800.473.6828 http://plsn.hotims.com/23470-340

Bulbtronics 13 800.227.2852 http://plsn.hotims.com/23470-110

Chauvet Lighting 7, 21 800.762.1084 http://plsn.hotims.com/23470-111

Checkers Industrial Prod. 17 800.438.9336 http://plsn.hotims.com/23470-112

City Theatrical Inc. 16 800.230.9497 http://plsn.hotims.com/23470-114

Clay Paky 9 609.812.1564 http://plsn.hotims.com/23470-115

Creative Stage Lighting Co., Inc. 37 518.251.3302 http://plsn.hotims.com/23470-118

Doug Fleenor Design 17 888.436.9512 http://plsn.hotims.com/23470-119

EFM 16 310.808.9911 http://plsn.hotims.com/23470-334

Elation/ American DJ C1, C4 866.245.6726 http://plsn.hotims.com/23470-121

ETC 27 608.831.4116 http://plsn.hotims.com/23470-122

Gear Source 4 866.669.GEAR http://plsn.hotims.com/23470-335

Gorilla Productions 26 714.662.1449 http://plsn.hotims.com/23470-341

Leprecon/ CAE 18 810.231.9373 http://plsn.hotims.com/23470-130

Light Source, The 6 803.547.4765 http://plsn.hotims.com/23470-305

Lightronics 1 757.486.3588 http://plsn.hotims.com/23470-132

Look Solutions 17 800.426.4189 http://plsn.hotims.com/23470-133

Mega Lite 16 210.684.2600 http://plsn.hotims.com/23470-202

Mountain Productions C3 570.826.5566 http://plsn.hotims.com/23470-302

NAB 34 http://plsn.hotims.com/23470-260

Omni-Sistems 22 253.395.9500 http://plsn.hotims.com/23470-253

  COMPANY                                PG#       PH                      URL

Philips Lighting 8 800.555.0050 http://plsn.hotims.com/23470-187

PR Lighting/ Pearl River 23 253.395.9494 http://plsn.hotims.com/23470-138

PRG 25 845.567.5700 http://plsn.hotims.com/23470-275

Robe Lighting s.r.o. 5 954.615.9100 http://plsn.hotims.com/23470-141

SGM C2 390.721.476477 http://plsn.hotims.com/23470-271

Stage Crew 40 702.682.9514 http://plsn.hotims.com/23470-318

Staging Dimensions 19 866.591.3471 http://plsn.hotims.com/23470-145

Tyler Truss 2, 3 765.221.5050 http://plsn.hotims.com/23470-148

Xtreme Structures & Fabrication 12 903.438.1100 http://plsn.hotims.com/23470-159

MARKET PLACE

Arena Drapery Rental 42 404.713.3742 http://plsn.hotims.com/23470-221

City Theatrical Inc. 42 800.230.9497 http://plsn.hotims.com/23470-114

Light Parts 43 512.873.7106 http://plsn.hotims.com/23470-278

Light Source Inc. 43 248.685.0102 http://plsn.hotims.com/23470-180

Lightronics 42 757.486.3588 http://plsn.hotims.com/23470-132

New York Case/Hybrid Case 42 800.346.4638 http://plsn.hotims.com/23470-298

Production Toolbox 42 954.463.4820 http://plsn.hotims.com/23470-269

RC4 Wireless Dimming/ Theatre Wireless 42 866.258.4577 http://plsn.hotims.com/23470-153

Roadshow 42 800.861.3111 http://plsn.hotims.com/23470-154

Show FX 43 323.724.2279 http://plsn.hotims.com/23470-322

Theatrical Lighting Systems, Inc./ TLS 42 866.254.7803 http://plsn.hotims.com/23470-157

Trinity Chemical Corporation 42 512.250.2301 http://plsn.hotims.com/23470-222

Upstaging, Inc. 43 815.899.9888 http://plsn.hotims.com/23470-158
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LD-AT-LARGE

Times are tough. People and light-
ing companies are running short 
on gigs. For the first time since 

9/11, shows that I normally do each 
year are scaling down their produc-
tions, if not cancelling them all togeth-
er. Empty spaces on car show exhibi-
tion floors say a lot. Empty venues and 
minimalist shows coming in say just as 
much.

This has led to countless e-mails 
from friends telling me they are avail-
able for gigs, looking for work. I heard 
last month about one large production 
company releasing a lot of their staff 
on one sad Monday—not just touring 
guys, but people that had been faith-
ful to that company for 20 years. If you 
have a good job and you are working 
every day, count your blessings right 
now. 

Peanut Butter Again plsn

This all goes hand-in-hand with cli-
ents calling their usual lighting suppli-
ers and begging for a big reduction in 
rental prices on their gear. Of course, 
this is impossible as everyone is hit 
hard right now and it’s a struggle to 
keep the doors open five days a week. 
This is typical when a recession hits. 
We are all affected. I had a good year 
last year, but know I will be eating a 
lot more sandwiches than client din-
ners this year. Many of us will grudgingly 
take gigs for less than our normal rate 
because any work is better than zero in-
come. I doubt a raise in salary is an op-
tion for any employer at the moment, so 
why even ask? 

I’ve been blessed with a good streak 
of luck the last few years. I have had a 
gaggle of people requesting my services 

to the point where I can fill empty holes 
in my schedule and I am able to make 
a good income. But all of a sudden this 
winter, gigs are becoming scarce. I’m get-
ting calls, but the gigs being offered are 
not falling in the holes in my schedule. 
I’ve had three people call to book me for 
the same week in January, but nothing 
for the other weeks. And I am lucky to be 
gigging that week.

Punt, Pass and Kick plsn

In this industry, we always try to help 
each other. I was able to pass on the work 
I can’t cover to a couple of buddies and 
they are grateful. But I have also reduced 
my rate on some projects, just so I have 
work, rather than scare the customer 
away. I’m not saying you should take on 
a gig you can’t do just so you can make 
some money. I’ve hired guys to program 
a particular console only to hear later 
that they spent the majority of their pro-
gramming time reading the manual and 
calling other operators while punting 
through a show.  I got a call from a friend 
last month in desperate need of some-
one to program a particular media serv-
er I knew little about. I’m sure I could’ve 
figured it out, but I passed rather than 
jeopardize his show. Instead, I gave him 
the phone numbers for a couple of other 

people even though I could’ve used the 
cash.

Giving Away the Store plsn

This brings me to another point that 
I must vent about—giving away gear. As 
much as production vendors hate to do 
this, they sometimes do slash their pric-
es. If their gear is sitting in a full ware-
house it makes no money. I understand 
that vendors have to pay bills, but giving 
away gear for half price is just plain bad 
business for everyone. Few things piss 
me off more than “lowball” rental prices.

About 10 years ago, a certain lighting 
vendor was underbidding everyone else 
by a mile. They were putting out touring 
systems for half of what everybody else 
was charging. After a few years, word got 
out that if you rented from them, you 
were getting crappy lighting systems 
with bad gear and underpaid, sorry-ass 
techs. Shows were in jeopardy of being 
cancelled or run with the house lights 
on because the crew couldn’t make the 
rental gear function.

Deja Glue plsn

I’m ashamed to say that I’m starting 
to see this all over again. If a vendor des-
perately needs work, it is their preroga-
tive to cut a deal for a tour. But to under-

cut everyone else by 40 percent is just 
bad business for everyone. And if this 
company doesn’t think that produc-
tion coordinators can see this, they are 
on glue. A tour manager willing to rent 
gear at these lowball prices will have to 
deal with a variety of issues they don’t 
even know about yet. 

For these lowball prices the first 
thing you will receive is a disgruntled 
and/or inexperienced crew. And Lord 
knows, once you get a few people on 
your tour whining and bitching, it will 
spread like a cancer. Is this what you 
want? Or a crew with one knowledge-
able chief and a bunch of lemmings 
who know less about constructing a 
stage set or light rig than AIG knows 
about making a profit? You may save a 
few grand a week in lighting rentals, but 
you’ve added double that on your local 
labor bill.

Spare parts? “It worked when it 
left the shop. Just ask the crew guys.” 
Oh wait, because some company low-
balled the touring price, they had to 
hire temp labor to prep the system be-
fore it left the shop.  Now the touring 
techs are sending daily lists to the shop 
begging for replacement parts to make 
a fixture work. They will never get them. 
Old faded light bulbs? There’s no money 
for new bulbs with this budget. Heck, 
you’re getting what you paid for dude.

Pay Now, or Pay Later plsn

Repeat customers — that’s what the 
vendor biz is about. Do you want to risk 
your reputation, as well as that of the cus-
tomer, for a few dollars? When I go on site 
and see PAR cans that look like they’ve 
been focused with ball peen hammers 
and dimmers that have been “fixed” with 
steel-tipped boots, I cringe. When I see a 
moving light fixture with very little light 
coming out of it, I get upset. I make it a 
point to pass my opinion about this light-
ing vendor and their gear on to everyone. 
If you want me to come back, don’t send 
me crap. Even worse, don’t send me guys 
that can’t make your crap work.

Strangely, this is the inverse to what 
the Yankees did when they signed CC Sa-
bathia in the off-season for a zillion dol-
lars. The other teams bidding for his free 
agent contract offered him $100 million. 
The Yankees cut right to the chase and 
offered $140 million. They did not wish 
to bid against anyone else, they just 
wanted to seal the deal now and figure 
stuff out in the future. It’s kind of like 
our social security program. Don’t worry 
now; our kids will pay for it later. But do 
you think these low bidding vendors 
will pay for it in the future? You betcha.   

Nook Schoenfeld is a freelance light-
ing designer and he can be reached at  
nschoenfeld@plsn.com.

P R O J E C T I O N  L I G H T S  &  S TA G I N G  N E W S

COMING NEXT 
MONTH...

Projection in the 
Theatre
Projection designers 
reveal the secrets of 
creating living content. 
  
Buyers Guide
PLSN covers the 
latest automated 
hardware for 
entertainment rigging. 
  
Road Test
DMX devices and 
video software 
reviewed.

By NookSchoenfeld

I understand that vendors have to pay 
bills, but giving away gear for half price is 
just plain bad business for everyone.

Illustration by Andy Au
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