CHAPTER 20: TELEVISION MARKETS, LICENSING AND SYNDICATION
VOCABULARY

1) licensing (1) granting official authorizations to show motion pictures (permission, authorisation de diffusion)
2) syndication process whereby previously exhibited or recorded material is reused by or licensed to a group of buyers such as independent television and radio stations (syndication)
3) theater the building in which motion pictures are screened for public viewing; movie theater, movie house, cinema (un cinéma)
4) peak the highest figure reached during a given time span (un pic)
5) ancillary market a geographical or technological area of demand for a film product which is supplemental to theatrical distribution such as home video, TV network, Pay per View, pay cable, video on demand, online streaming, airlines or others (marché auxiliaire, secondaire)
6) studios companies that make their own movies and TV shows and have established

facilities which they rent to other production companies, producers, writers and directors;

film studios (les studios de cinéma)
7) features full-length motion pictures, usually about 90 to 120 minutes long, on one particular topic; feature films (long-métrages)
8) networks corporations or groups of companies that disseminate television programs

throughout an area; television networks(chaînes de télévision)
9) primary segments groups of customers with similar likes and dislikes who offer a business the best chance to sell; primary market segments (segments de marché premier, principal)
10) pay-per-view a cable service that makes available to a subscriber an individual movie,

sporting event, or concert upon payment of a fee for that single event (TV à la carte, service payant de télévision à la carte)
11) premium cable subscription-based television services provided by wire (cable) as opposed to airwave broadcast; pay cable (télévision par cable payante)
12) Internet streaming listening to music or watching video in real time, instead of downloading a file to your computer and watching it later (streaming en ligne)
13) earnings gross margin of a company minus its operating expenses; net income, net profit  (bénéfice, gains, revenu)
14) aftermarkets customers other than those to whom a product was originally offered; secondary markets (marchés secondaires)
15) American Broadcasting Company (ABC) a major American commercial television

network that is owned by the Disney Company and headquartered in New York City

16) ratings percentage of total potential audience who choose a particular TV station or channel over another for a specified length of time; TV ratings (taux d’audience)
17) bid for to negotiate the screening rights on behalf of an exhibitor for a motion picture to begin on a specified date in a given market (faire une offre)
18) runs the number of showings for which a film is booked (diffusions)
19) escalator clauses provisions in a contract allowing for an adjustment in the agreement price under certain conditions (clauses d’indexation)
20) box office performance the receipts earned from movie theater ticket sales; box-office gross, box-office receipts, box-office revenue (résultats au box office)
21) commercials advertising messages aired on television (publicités télévisées)
22) running time the duration or length of a film (durée, longueur d’un film)
23) license fees rates charged for the right to exhibit or broadcast a motion picture, series or miniseries (frais de diffusion)
24) residual payments additional compensation paid to actors of a motion picture or television program for use in other formats beyond that covered by initial compensation; residuals (paiements résiduels)
25) legal talent highly skilled attorneys or lawyers (avocats)
26) network television a group of connected TV stations that air programming from the same unified source (télévision publique)
27) studio-distributor one of the seven largest producers and distributors of motion pictures, known as ‘the Majors’ (20th Century Fox, NBC Universal, The Walt Disney Company, Paramount Pictures, Sony, Warner Brothers, and Lionsgate) (grands studios de cinéma)
28)profit margin net profit from operations divided by net sales and expressed as a percentage; margin (marges de profit, bénéfice)
29) distributors companies or individuals that have exclusive responsibility for releasing films to the public for theater or home viewing; film distributors (distributeurs)
30) option contract extension of a mutually binding agreement beyond an initial period which depends on the fulfilment of certain requirements (contrat d’options)
31) taping the recording of images on video tape (enregistrement)
32) clearance the granting of permission by a network to broadcast a program on television (autorisation)
33) censors network officers in charge of clearing a program for broadcast (censeurs)
34) deal a business transaction involving the signing of a contract (accord)
35) rerun the rebroadcasting of a program (rediffusion)
36) producers persons responsible for managing all aspects of movie making from start to

finish, including budgeting, securing distribution, liaising with the director, cinematographer,

production designer, actors and crew (producteurs)
37) cash expenditures sums of money paid out by individuals to settle their bills (dépenses en liquide)
38) revenues the total amount of money received by a business in a specified period before any deductions are made for costs, raw materials or taxation; gross revenues, gross receipts (recettes)
39)option clauses particular points in an option contract which, if invalidated, do not affect

the remainder of the contract (clauses d’options)
40) broadcast seasons periods of time in the year during which a TV station or network airs a

particular film, series or program (saison)
41) investor groups a number of individuals working together, with the shared goal of investing in a project that will yield profit (groupe d’investisseurs)
42) prime time a defined block of time, traditionally from 8:00 p.m. until 11:00 p.m. in the

United States, when television audience viewership peaks (heures de grande écoute)
43) shoot to film scenes using a movie camera or a video camera (filmer, tourner)
44) edit to select and join together shots to create a finished film (faire le montage de, couper)
45) Internet-based viewing platforms electronic systems which are fitted with screens and

designed to connect directly to the Web and display content such as YouTube video, weather reports, streaming movies or television shows (plateformes de visionnage/diffusion  en ligne)
46) strip to air on multiple consecutive days television programs that were originally broadcast weekly on a network (montrer un programme tous les jours)
47) shipping the carrying of goods by road, rail, sea and air (transport)
48) advertising making a product or service known to the public in order to sell it (publicité)
49) prints copies made from the master of original light images (negatives) captured on film;

positive images (copies)
50)gross income the amount by which sales revenue exceeds production costs (revenu brut)
TEXT

          Television was initially thought to threaten the very survival of movies. The mesmerizing influence of the tube and its nearly ubiquitous presence indeed contributed to the reduction of annual theatre admissions from the all-time peak of about 4 billion in 1946 to about 1 billion in the early 1960s. Yet television eventually became the film industry’s first major ancillary market and, in the process, probably its savior. It was a long time before the value of the television market was fully understood by moviemakers.

           Studios today engage in three distinct television-related activities: licensing of features to networks; syndication of features, series, and other programs to local stations; and production of made-for television movies, series, and programs. The television market itself, however, breaks down into four primary segments – pay per view, premium cable, network and local station syndication - with Internet streaming, that is, digital service provider syndication, emerging as a fifth segment. Many small firms are also active in these areas. But easy this business is not. In comparison with the situation in feature films, the full earnings potential of a program or series is normally quite limited and the uncertainty of sale or of eventual price in aftermarkets is high.

Feature-film licensing

          The peak demand for network feature-film licenses occurred in the late 1970s, when pay cable was still in its infancy and when the American Broadcasting Company, flush with ratings victories and cash, had the wherewithal (= financial means) to bid aggressively for rights to exhibit recent theatrical hits. Many of the major licenses at the time permitted up to five runs for fees that, with escalator clauses based on box-office performance, frequently were in the neighborhood of $20 million.

         Bidding fervor cooled, however, when it became apparent that pay cable was siphoning off the potential for high network ratings with early showings of uncut movies without interruptions for commercials. The ratings of all but the biggest box-office hits also diminished relative to those of made-for-television movies. But, in spite of this, films making their first network appearance in the early 1980s could command an average of perhaps $5 million for two runs. That price reflected expected ratings for the film, the number of weekly hours the networks allotted to feature-movie programming, and the cost of producing comparable programming in terms of running time and content.

          Out of any television-license fees, residual payments to participants have to be made, and other distribution costs (including high-priced legal talent and, on a rainy day, taxi fare up New York’s Sixth Avenue) must be deducted. A feature film licensed to network television might thus generate for the studio-distributor a profit margin in the range of 40% to 65%, as distributors use various allocation formulas with the rationale that ratings of the most successful pictures on television, in both domestic and foreign markets, receive no more than three times the rating of the least successful pictures.

Funding made-fors and series

            Production of original programming for network television is generally in the form of made for- television movies (“made-fors”) or regularly scheduled series and miniseries such as War and Remembrance or Roots. Acceptance by a network is usually accompanied by a funding commitment to produce 13 episodes initially and by an option contract for additional episodes (usually 9 to 11 more) if the program attracts relatively large audiences. For each episode, the network may pay one third upon commencement of filming or taping, another third upon completion, and the last third upon delivery and clearance (by network censors and others). The percentages at the various steps of a deal occasionally vary, however, and there may be an additional payment of 10% or so on a rerun of an episode (even though, since the late 1990s, the ratings performance of reruns, and thus their economic value, has fallen sharply).

           Producers do not generally profit immediately or directly from series or made-fors, as network funding via license fees (normally for two runs) does not typically cover all out-of-pocket cash expenditures incurred by the program producer. In fact, on average, such production costs may be only 80% to 85% recouped from the network license fee. The remainder is to be covered by revenues generated through licensing in foreign markets eventually.
           Network option clauses are another reason why producers or performers might not immediately profit from a successful series introduction. Option clauses for series usually allow the network to order programs for four or more (six is now not unusual) additional broadcast seasons, with episode fees increasing at least 3% to 5% and more likely 7% to 8% each year.

            Nevertheless, with a network contract in hand, a studio or, more likely, an independent producer can obtain additional financial support by borrowing from a bank, another lending institution, or investor groups. Cash can also be obtained by selling a program’s anticipated syndication rights in advance to distributors.
            As of the early 2000s, a prime-time one-hour network show (52-page script) required, on average, up to eight days to shoot (several more to edit) and around $2.0 million to produce, although less popular shows with lower-paid performers might be made for perhaps 70% to 80% of that amount (and half-hour sitcoms for $1.6 million).

Syndication agreements

            Should a series last three seasons on a network (now increasingly unlikely as audiences continue to shift viewing habits to Internet-based viewing platforms), it begins to have significant value for the syndication (used-film) market: Local television stations and cable systems can then obtain enough episodes to “strip” the program into scheduled daily runs over a period of at least several months.

          A typical broadcast syndication agreement will provide that, out of the gross revenues collected, the syndication company will first deduct syndication fees, then deduct out-of-pocket expenses (including costs for shipping, advertising, and prints), and then recoup advances made to producers. Fees for syndication services (i.e., distribution fees) as a proportion of gross income are generally 15% to 20% for net stripping sales, 30% to 35% for domestic syndication, and 40% to 50% for foreign syndication.

© Harold L. Vogel, Entertainment Industry Economics, 2015, published by Cambridge University Press, reproduced with permission.

 EXERCISE 1 Comprehension : True / False Circle the correct choice and justify your answer

1. Television never really contributed much to the film industry. T / F
Yet television eventually became the film industry’s first major ancillary market and, in the process, probably its savior. (paragraph 1)
2. The earnings potential of licensing movies to television networks is greater than that of licensing made-fors and series. T / F
In comparison with the situation in feature films, the full earnings potential of a program or series is normally quite limited and the uncertainty of sale or of eventual price in aftermarkets is high.(paragraph 2)
3. The American Broadcasting Company was instrumental in getting movies onto television screens. T / F
The peak demand for network feature-film licenses occurred in the late 1970s, when pay cable was still in its infancy and when the American Broadcasting Company, flush with ratings victories and cash, had the wherewithal to bid aggressively for rights to exhibit recent theatrical hits. (paragraph 3)
4. Feature films screened on network television were systematically interrupted by commercials. T / F
Bidding fervor cooled, however, when it became apparent that pay cable was siphoning off the potential for high network ratings with early showings of uncut movies without interruptions for commercials (paragraph 4).
5. Licence fees for movies shown on network television for the first time in the 1980s were not particularly high. T / F
But, in spite of this, films making their first network appearance in the early 1980s could command an average of perhaps $5 million for two runs. (paragraph 4)
6. Producers put up all the money to fund made-for-television movies. T / F
For each episode, the network may pay one third upon commencement of filming or taping, another third upon completion, and the last third upon delivery and clearance (by network censors and others).
7. Series or made-fors rely on licensing to both domestic and foreign markets. T / F
The remainder is to be covered by revenues generated through licensing in foreign markets eventually.

8. It is unusual for an independent producer to resort to advance sale of a program’s anticipated syndication rights. T / F
A studio or, more likely, an independent producer can obtain additional financial support by borrowing from a bank, another lending institution, or investor groups. Cash can also be obtained by selling a program’s anticipated syndication rights in advance to distributors.
9. Internet-based viewing platforms are increasingly taking over from network viewing. T / F
Should a series last three seasons on a network (now increasingly unlikely as audiences continue to shift viewing habits to Internet-based viewing platforms),
10. Gross income from foreign syndication is far greater than that derived from domestic syndication and net stripping sales combined. T / F
Fees for syndication services (i.e., distribution fees) as a proportion of gross income are generally 15% to 20% for net stripping sales, 30% to 35% for domestic syndication, and 40% to 50% for foreign syndication.
EXERCISE 2 Vocabulary

(A) Use the list of definitions above to select the appropriate term to fit each sentence

1. The role of a distribution company is to get the finished movie into the THEATER and out in DVD format.

2. Some deals require that STUDIOS count all of a film’s video revenue toward its recoupment instead of the typical 20%.

3. NETWORKS pay record amounts for top films, as illustrated by NBC, which paid MCA

$50 million for pre-cable rights (four runs) of Jurassic Park.

4. Christmas day NBA coverage on ABC and ESPN saw a RATINGS surge Monday, averaging a

3.9 household rating across four games — up 39% from the average for Christmas 2016’s

five-game schedule, according to Nielsen metered-market numbers quoted in Variety.com.

5.INTERNET STREAMING is increasingly replacing relatively bulky and inconvenient DVD box sets.

6. The accounting for one of Warner Brothers largest box office hits, Batman, revealed that

star actor Jack Nicholson, who played The Joker, negotiated to receive 15% of the gross,

with ESCALATOR CLAUSES that ultimately brought his total percentage of the gross close to 20%.

7. In 1996, ABC acquired the rights to two runs (after pay-per-view and pay cable) of Mission:

Impossible for $18 million to $22 million, depending on BOX OFFICE PERFORMANCE
8. A producer can sell the rights to any number of DISTRIBUTORS based on their experience, country and expertise.

9. In the UK, PRINTS are generally broken down for ease of handling into smaller reels, each

lasting around 18-20 minutes when run through a projector at 24 frames per second.

10. In 1956, MGM earned REVENUES of about $250,000 for a network showing of Gone with the Wind.
(B) Circle the verb in column (B) that matches the meaning of the verb in column (A) as used in the text

	1) shift
	replace / displace / dispatch

	2) exhibit
	expose / distribute / screen

	3) order
	command / arrange / book

	4) threaten
	 intimidate / endanger / augur

	5) breaks down
	splits / disintegrates / merges

	6) engage in
	commit to / occupy / carry out

	7) command
	earn / demand / cost

	8) occurred
	happened / arose / took effect

	9) allotted
	assigned / distributed / granted

	10) cooled
	plunged / subsided / dipped

	11) incurred
	paid / acquired / borne

	12) scheduled
	slated / designated / arranged

	13) recouped
	deducted / retrieved / recuperated

	14) provide (that)
	state / consider / maintain

	15) siphoning off
	draw off / divert / undermine


EXERCISE 3 Grammar: Conditionals

Match these clauses and then join them to make conditional sentences using if, choosing the

more suitable position for the if clause in each case
	1. Film stock should be stored at proper temperatures and humidity


	a. the full payment earmarked in the production budget will not be made



	2. When the making of a picture is  completed on time


	b. other family members might be abducted



	3. The producers choose to shoot on film rather than digital video
	c. future box-office takings look low



	4. Should a filmmaker fail to complete a film project on time
	d. as much as half the premium paid to insurers may be refunded

	5. A film in the early stages of production is unlikely to be completed
	e. film stock will last for at least 400 years



	6. The billionaire grandfather in the movie “All the Money in the World” refuses to pay a ransom for the release of his kidnapped grandson
	f. the making of a movie will cost more

	7. When a picture is successful
	g. pay-television license fees will often benchmark at $10 million



	8. A distributor enhances the prospects of a picture by editing it to local audience tastes
	h. substantial revenues will accrue from advertising and syndication sales

	9. When a show airs on a popular network such as Disney’s ABC 
	i. the producer will require less time to allow for re-licensing or re-release

	10. When a film generates more than $75 million in domestic box-office receipts


	j. licensing fees will generally take into account the cost of re-editing


1) Film stock will last at least 400 years if is stored at proper temperatures and humidity.

2) As much as half the premium paid to insurers may be refunded if the making of a picture is completed on time.

3) The making of a movie will cost more if the producers choose to shoot on film rather than digital video.

4) If a film-maker fails to complete a film project on time, the full payment earmarked in the production budget will not be made.

5) A film in the early stages of production is unlikely to be completed if future box-office takings look low.

6) If the billionaire grandfather in the movie “All the Money in the World” refuses to pay a ransom for the release of his kidnapped grandson, other family members might be abducted.

7) If a picture is successful, the producer will require less time to allow for re-licensing or re-release.

8) Licensing fees will generally take into account the cost of re-editing if a distributor enhances the prospects of a picture by editing it to local audience tastes.

9) Substantial revenues will accrue from advertising and syndication sales if a show airs on a popular network such as Disney’s ABC.

10) Pay-television license fees will often benchmark at $10 million if a film generates more than $75 million in domestic box-office receipts.

EXERCISE 4 Assignment

Case Study

Choose any one of the seven ‘Majors’ or an independent film producer and describe the

specifics of how it funds its operations.

Report back to the class in a 15-minute oral presentation.

