Report from the CARTOON FINANCE Bremen 2004


The Financing, Distributing and Exploitation of Animated Series for Television

During 25th and 26th of June 2004 I participated in Cartoon Finance in Bremen – Germany.

My motivation was to upgrade my education and to achieve an ability to get together a structure of financial sources for cartoon TV series production.

The Czech Republic has a great and long tradition in animated films and series, however a new system of production and financing asks for new producers, who will be able to support this field of moviemaking. This field is now as much about enthusiasm as it is about profit and moneymaking. I’ve decided to enter the animation sector of the Czech film industry as a new kind of producer who believes in its potential. I am sure that the creative potential here is strong enough to build up a healthy (from the financial point of view) and working animation filmmaking sector in the near future.

At this time I am involved as the producer in the development of a TV animation series (26 episodes / 11 min) with the working title “Swampees”. At this stage I’ve submitted an application to the MEDIA Programme for development but there is no doubt that other knowledge of financing cartoons is needed to be successful in getting financial sources together for further production of the series.

I think that the financing of cartoons is a specialised area, as is animation filmmaking and therefore needs special knowledge and contacts in order to succeed.

Cartoon Finance presented several professionals from this sectors, such as producers, broadcasters, distributors and financing institutions from Europe. I am sure that to know and to understand their approach to possibility to collaborate with independent producers is the key point to success. At the same time, there is no doubt, that each of them represents different interests this because of the differences in each country in the systems of audiovisual support policy, differences in media environment in each country and at least but not last, in tradition of cartoon filmmaking.

This kind of seminar is a great opportunity to understand the official system of cartoon production as well as to unveil (at least partially) some of the hidden, but important interests and demands of powerful players on the European cartoon market.

The seminar covered the following topics:

NEGOTIATING WITH BROADCASTERS

What type of series are they looking for? Why are broadcasters investing less in the early stages of production of a television series? What rights do broadcasters have? What is the relationship between the broadcaster and the producer? And between the broadcaster and the distributor?

PUBLIC FUNDING

What support does the MEDIA Programme provide for the production and distribution of animation? How does Slate Funding work? What are the applications of the directives of Television Without Frontiers? In which countries have these directives been applied? The role played by public funds in raising finance. How can coproductions be structured using different types of national and regional funding? What can the European enlargement bring to the market of animation?

AUDIOVISUAL RIGHTS

How to help producers recover all their rights from third parties (e.g. distributors). Rights on TV: the territory rights, the linguistics rights, the transmission rights (cable, satellite). Secondary rights (DVD and video) and ancillary rights (music, merchandising, licensing). Collection agencies.

PRESENTATION OF A MULTIMEDIA GROUP:

LAGARDÈRE

An actual example of an important financial group that invests in the animation industry. Development and strategies of their animation department.
EVERYTHING ABOUT CONTRACTS

An overview of the basic contractual elements. How should these contracts be drafted according to each of their specific requirements? 

- Writers contracts.

- Contracts for pre-sales and financing.

- Contracts with production partners

(coproducers and sub-contractors).

- Other types of contract (banks,

lawyers, etc.).

What are the essential clauses to include in each contract? What are the pitfalls to avoid in the negotiation of contracts? What happens to the producer if the broadcaster, the distributor or one of the coproduction partners becomes bankrupt during the contract period? Answers are given using examples of distribution, broadcast, coproduction and other agreements.

FINANCING AN ANIMATED TELEVISION SERIES

The use of the minimum guarantee and of the advance in financial plans. Financial benefits. The value of your catalogue. The main investors. In which currency sells and buys can be negotiated?

ESTIMATED SALES

How are European animated series distributed within Europe and the rest of the world? Who exports what and where:

- Breakdown by type: coproductions, pre-sales and sales.

- Breakdown by company: producers, distributors and broadcasters.

- Breakdown by country.

ALTERNATIVE STRATEGIES OF DISTRIBUTION

Analysis of production companies that create their own distribution company. What is their strategy? Why did they make this choice? How can you create your own organization? What are the advantages and disadvantages?

The above mentioned program illustrated how wide the area that the producer should cover is in order to succeed. Beside the fact that all the information is needed to acquire the know-how, the most important is the opportunity to meet, discuss and chat with the participants and speakers, to build up personal relationships with people involved in this particular industry. And of course, this needs time and it is a never ending story.

I very appreciated that one of the speakers was a producer from the former Eastern block, with an experience in Western Europe; András Erkel from Hungary. His presentation reminds me that although the European system of the cartoon production brings several benefits to independent producers, new and inexperienced producers should be aware that it is finally “only” business and it’s necessary to be cautious at each stage of production and distribution and to be realistic in all expectations. This realization is important on the way to successfully complete any project.

I am very glad and I much appreciated that I had the opportunity to participate on this seminar. It was a very important step ahead in getting the knowledge how to achieve my objectives. However, additional steps are needed to achieving the airing of a new Czech TV animated series around the world.
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