Valuation of the course

CROSSING BORDERS

Training program European Films Crossing Borers, which I took part in this year with the project “I Served the King of England” started 1st july 2004 in Karlovy Vary. All participants presented their project or why are they attending. It took approximately 2 minutes and we didn’t have a time for short preparation.  

Than we did have the first session lead by Phyllis Mollet (consultant of Film Festivals)

She presented the complete “A” festivals, places where can producers look for co-productions and also the markets and national sales events. She also recommended the guide of all festival which are published by: Screen, Variety, Hollywood Reporter and Moving Picture. 

Unfortunately we didn’t have enough time to get know all about the strategy which must be taken by producer or world sales when they are planning the festival strategy of films. 

After the coffee break we had session number two with Sibylle Kurtz who is expert on communication and pitching skills.  

It was very interesting and very practical for those who are pitching some projects. It was very important to hear that the research before approaching any type of buyers / sellers is necessary to be made. Than we get generally informed what kind of questions has to be answered when you are preparing you pitch: 

Why? Why do I do it? Why is this project important? Why now? Why am I the one to do the project?  When did the idea pitch you? What should an audience get out of it? 

Then we did have the third session with Carey Fitzgerald who is the Managing Director of High Point Films in U.K. High Point is world sales company and they took care about film which wasn’t really easy to sell. She explained us the strategy of selling European film abroad. This company was developing film called “Twin Sisters” which was quite difficult because of the language - German and Dutch. It took nine years to make this project and finally they were very successful because the film was in Oscar nomination and it was sold almost every where in world except Czech Republic and some small countries. 

Fourth session after lunch was with John Riley who is the sales agent in Czech Republic working for Negativ production. He was more practical about developing film project from producer’s side and than when the film ready he was explain us economic and market prospecting.

Last session in the first day was lead by Peter Dally who is the lawyer and it was very interesting one side and on the other side we were to tired after whole day and I am very happy that we have received his scripts which I could read later.

Working groups after all these sessions were very practical especially with Sybille Kurz. She was listening to our pitches and she was trying to make them better. Unfortunately we didn’t have so much time but I understand that this can be separately course only about pitching. 

Last day started and ended with Thorsten Ritter who is the Marketing Director at the company Bavaria in Germany. He was explaining the marketing strategy at very successful film “Good By Lenin”. He showed us different posters and trailers that were made for different countries. He highlights the cooperation of work between producer and sales agent. Sales agent has the goal to sell the film and make money for the producer. Than he showed us the marketing budget for the film “Good by Lenin” and explain how to put the money in most effective way. 

I have found this workshop very effective for me and specially for my job which I am doing.  I would recommend only one thing what would be really very helpful and it is organizing of one dinner together with all participants. I am sure that after this meeting all discussions are much easier and it would help us to know each other more. 

I have found very practical all the documents, which I have received from the workshops and thank you once more that I had the possibility to join this event. 

