ARE YOU
GETTING THE

DEALS?

Use these questions to audit how you handle contracts and

negotiations
1. How do you react to contracts?

[ ] Do you sometimes sign quickly “just to get it done” because you
don’t want to be difficult or slow things down?

[ ] Do you often hesitate to sign because you're worried everyone is out
to take advantage of you?

[1 Do contracts feel either intimidating (too long, too technical) or so
“standard” that you underestimate their impact?

[] Do you ever think “I'll deal with the details later” instead of asking for

clarification before signing?

2. How confident are you in what you're signing?

[1 When you read a contract, do you clearly understand what you must
deliver, what the other party must deliver, and what happens if either of
you doesn't?

[ 1 Do you know which clauses affect your copyright, neighbouring
rights, master ownership and long-term revenue (royalties, advances,
recoupment, reversion, audit, etc.)?

[] Are you sure the written contract actually reflects what was agreed
verbally, or do you often trust that “it will be fine"?

[] Have you ever discovered, after signing, that a deal worked out very

differently from what you thought you'd agreed?
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3. Are you using the right legal framework?

[ ] Do you know which legal system governs your contract (common
law such as US/UK vs civil law such as most of Europe) and what that
means for how detailed the contract must be?

[ 1 When you work with foreign partners, do you involve a specialist in
the governing law, or do you assume your home system applies
everywhere?

[] Have you ever tried to apply concepts from one legal system (for
example, US/UK) in a contract governed by another (for example,

Dutch/German), without checking if that actually works?

4. How prepared are you for negotiations?

[ ] Before negotiating, do you research the other party, their track
record, and their usual deal terms — or do you mostly rely on what they
tell you?

[] Can you clearly answer for yourself:

[] What do | want from this deal?

[ 1 What do they want from me?

[ 1 Why them, and do | really need *this* partner?

[ 1 What am | willing to give up or trade?

[ 1 What are my true deal-breakers?

[] Do you walk into negotiations with all relevant facts and numbers, or
are there often unknowns you hope will work themselves out later?

[] Do you feel relaxed and focused in negotiations, or tense and

reactive?

5. How do your negotiations usually feel?

[]1 Do negotiations often feel like a conflict or a test of ego, rather than a
structured exchange of information and needs?
[] Have discussions ever derailed because of personality clashes, hard

positions or a desire to “win at any cost"?
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[1 When talks get heated, do you have strategies to de-escalate and
keep relationships intact, or do you tend to push through or shut down?
[] Are you able to walk away respectfully when a partner won't

accommodate any of your reasonable requests?

6. Are you involving the right support at the right time?

[] Do you negotiate complex commercial terms entirely on your own,
without checking how they interact with copyright, neighbouring rights
and contract law?

[] Do you bring in a lawyer only at the very end - or not at all — instead
of involving them early to sanity-check terms and strategy?

[] Have you ever discovered, when the lawyer finally drafts or reviews
the agreement, that some promised terms are legally impossible or
unrealistic?

[] Do you know that in some jurisdictions you can already be bound by
pre-contractual obligations during negotiations —and do you factor that

into your strategy?

7. How solid are your agreements in practice?

[ 1 Do you still rely on “gentlemen’s agreements”, DMs or vague
promises instead of clear written contracts?

[ 1 Would you be able to prove what was agreed if the relationship
soured, or is a lot of it only in messages and memory?

[] Do your contracts spell out not just the fun parts (advances,
exposure, creative freedom) but also what happens if deadlines slip,
people underperform or the project is cancelled?

[] If a dispute arose tomorrow, would your contract actually function as

a roadmap to resolution — or would it create more confusion?
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8. Long-term impact and reputation

[1 Do you think about how this deal affects your next deal, your
catalogue value and your negotiating position in three to five years’
time?

[ ] Have you ever stayed in an unbalanced agreement because you felt
you “gave your word”, even though the contract terms are harming your
growth?

[] Are you careful to preserve relationships and reputation during
disagreements, or do conflicts sometimes burn bridges in a small

industry where you'll meet again?

If you recognise yourself in several of these situations, you are probably not
getting the best deals you could. A specialised entertainment lawyer and
professional negotiator can help you: clarify your goals, structure stronger
contracts, avoid cross-border legal traps and turn negotiations into a calm,

strategic process that truly supports your career.
Want to discuss your deal?

Drop me an email: bindu.deknock@crosslinklegal.com.
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