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A sampling of the daily press from the MIP-TV market 

people when they first discover that films mad f> 
must also be sold. But Susan Gabori, who we ill 

to MIP-TV wearing a sellers blue badge, quickly 
learned the ropes and joined in the television-HI m 
market which grossed $30 million. 

by susan gabori 

I personally had never heard of MIP-TV till this ye~r , <: I' l' " 

though I have been involved in the making of film Uill! t<:k 
vision programs on a number of levels . I am very fami li JI I'.: ill, 
the agony of choosing the right angle. J have sat th ro ll !.' j-, ,' \ 
crutiating decisions at the fine cut stage, trying to hune diN/ I ' 

the seconds to fit the slots . But I have seldom concerned nly ' 
self with what happens to the film after the first good ~!l S \\' ,,

print. I am usually too busy going on to the nex ( prl 'i ':" i. 
Therefore , when a friend , Max Engel , of Media Lah rv , ~ I 

Canadian cI-istribution company, asked me (0 help him ( ) ,II ~ I l 

MIP, I was presented with a rare opportunity to Gil (1. 11 J 

glimpse of the other side of this business, the side tha t I I I" t " I' 
us "creative" people view as crass commercialism. 

Susan Gabori is a filmmaker and writer now liJlinK iii 1'''(1 ): ' /1 ' . 

She has studied film in L ondon, England and has \""r /;(' ,:' .) I 
the National Film Board as a free-lan ce camerapers') IL Sill' 
presently writing a science-fiction book. 
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MIP-TV takes place in Cannes two weeks before th e Inter
natio nal Fi lm Fes ti va l. Th e difference in name quick ly reveals 
th e real difference betwee n the two events. MIP-TV, Marche 
Intern ational des Programmes de Telev ision, is a market place, 
not a fes ti va l. It is th e biggest and most important internation
al event for the buyin g and se llin g of TV programs. Its purpose 
is purely mon etary: at th e end of it s seven day run it was 
proudl y announced that ove r S3 0 million worth of business 
had been conducted. It s snowballin g success over the past 
fift ee n yea rs is indicative of a global sprouting of TV antennas. 

From Ap ril ::0-::6 the PaIais, wi th its sprawling five fl oors, 
was crammed with the boo th s of ::30 TV orga nizations and 
600 in depe nde nt companies, tons of promot ional material 
and nervou s swea t. In th e hope of arre stin g th e att ention of all 
passe rs-by, so me of th e companies had a video monitor boast
ing th eir bes t prod uct in fron t of th eir booth. You cou ld see 
be ll y dancers, trapeze ac ts, magic shows, Marie Osmond and 
many more ju st by wa lkin g down th e corrid or. Others lured in 
th e buyers witl: offers of free "goodies" umbrellas , beach 
bags. note pads, pens, cups , stuffed bunnies , alka se ltzer, etc. 
After a buyer had stocked up on a pen for himse lf and ten for 
hi s children, he could hardl y leave without viewing at least a 
few minutes of a show. 

Med ia Lah TV was part of th e Ontari o Distributors Group 
which in cluded eight oth er independent companie s. We all 
shared a large recep tio n area and four sc ree nin g rooms. Most 
of my time was spent in side one of th ese sc ree ning rooms: an 
8x8 plywood b ~)x lin ed with black fe lt and containin g a video 
casse tt e machi ne , masses of promoti onal material and sample 
casse ttes. Un th e fir st day , as I was trying to make a cozy nest 
ou t of our black space , I rece ived my in structions: watch out . 
for red badges . Co lor coded badges id entifi ed th e purpose of 
eac h pe rso n's presence. Th e red badges we re the buyers. I had 
a blue one. marking me as a sell er. In th e beginn ing I was 
rather shy abou t approaching th ese important red badges. 
Afte r th e second day I onl y saw red. As soon as so meone 
nea red o ur booth my eyes were ri ve tted to th eir lape l. I knew 
th e name. company and co untry of o rigin before I even saw 
th e fa ce. England , Ita ly, France. Austra lia and other major 
cou ntries gave me a rush. Countri es lik e Yugosla via and Hung
ary left me co ld . I was to ld th ey did not pay enough and took 
foreve r to make a dec ision. 

I quickly lea rn ed to spot a good buye r. He would come in 
and state ex act ly th e kind of program he was looking for. I 
sli pped on th e best casse tte of th e requested se rie s and started 
it where it had been left o ff from th e previ o us time. He would 
not wa nt to was te time by go ing bac k to th e beginning. A min
ute here. th en fa st forwa rd . and a minute th ere. Th at was 
enough for him to determin e wheth er he wan ted th e whole 
se ries or not. Must of th e buye rs prefe r to buy a se ries of 13, 
::6, etc .. rather t h~n spec ial s or one shot de~ls . This is partic
ularl y tru e for the South Ameri can co untries th at do not pro
duce mu ch of th eir own but rely on import s to fill up their ai r 
tim e. It is easier to program in a bloc k ahead of time than to 
try to place a spec ial here and Cl spec ial th ere . Buying in bulk 
mean s less work for th e di stributor, buyer and programmer. 

By th e th ird day I was so tuned into who was a se ri ous buy
er and who was not th at I began to suspec t an yone who wa nt 
ed to see more than five minutes of a show. No se rious buye r 
hi s time to look at th e who le show. (One time I ac tuall y heard 
Max se ll ~ show solely on ~ ve rba l desc ription.) One afternoon 
a Yugoslav wi th a red badge came in and asked to see "Aston-
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ishing Odyssey ," a sound and light show with Michel Legrand 
co nductin g th e orchestra. He sa t down, stretched out his legs 
comfortably and wanted me to start the tape at the beginning. 
My suspicions we re aroused. Two minutes into the show he 
asked me to close th e door because there was too much noise 
outside: he didn 't seem to notice the heat inside. I suggested 
go ing fas t forward to give him a better idea of the show later 
on. With o u~ looking at me he put up his hand in protest and 
se ttl ed deeper into his chair. I became edgy and stepped out
side to see what was going on_ A German buyer was waiting 
in th e halJ. I return ed to th e Yugoslav who was thoroughly en
joying h imselr. I once more asked him if he wanted me to go 
fas t fo rwa rd , after all , he wouldn't want to waste his time see
ing the whole show. He said , no , of course not , but continued 
to watch and motioned me to keep quiet. I finally asked him if 
he was interested in buying it. He apologized and explained 
that th e dec ision was not up to him. He had to present the 
show before a committee bacl~ home . I gave him a brochure 
and the company card , and as I was about to ask him for his 
he ab ruptl y got up , shook my hand and left. I was stunned_ 

Besides the buyers who are representing TV stations, there 
are also age nts who come and view the shows. The agents are 
middlemen between the distributor and the TV stations of the 
co untri es he is representing. Often it is easier for a distributor 
to deal through an agen t than to try to make the contact him
se lf. It takes tim e to unde rstand the culture and customs of 
th e country one is dealing with . For instance , Viscotel Inter
nat ional , a London based company , sell s to Nigeria as a rep
resentative fo r a number of companies around the world _ It 
has taken them years to establi sh their con tacts and to under
stand the mentality of the people living there . One of their 
stories involves th e sale of "Black Beauty" to a Nigerian sta
ti on. Afte r re ceiv ing th e film , th e station head angrily called 
up to co mplain that he had been .delivered the wrong product. 
Vi cto r Ramagge checked his files an d sa id , no , that couldn't 
be. He was asked to go ove r to th e station. Upon arrival he 
was led into the sc reening room by the station head who 
pointed to the projected image and indignantly declared , 
" Look, this is a show about a horse. I expected to see a movie 
abou t a black woman." 

A good dist ributor must know wh~t the different require
ments are of the different countries. More specifically , he has 
to kn ow which sta tions are look ing for which shows. You can
not sell Saudi Arabia a show which has scantily dressed show 
girl s. This year France might be looking for animal shows 
whereas in th e past three yea rs they haven 't even bothered to 
read yo ur promotional material on any thing de~ling with 
anim ~ l s . Or , th is year a station in England has decided to buy a 
se ri es of mu sic shows, though up to now they have always pro
duced their own. It often takes years for a distributor to build 
up contracts in order to be ab le to obtain this sort of infomla
tion , in order to be plugged into th e TV grapevine . 

Fo r ~ producer to try to se ll his own product at a place like 
MIP must be one of th e most painful experiences, particularly 
for a producer of documentary shows. Media Lab TV was dist
ri buting th e Canadian-m ade sc ience magazine show What Will 
They Think of Next? Some of the buyers didn 't want the 
whole se ries . Th ey on ly wanted some of the shows, but they 
didn't w:mt eve rything in each show. They wanted the right 
to re-edit them to suit their needs. Sure , no problem. The im
portant thin g is to m~ke th e sale. 

ML-TV picked up the ri ghts to a se ries of 110 Japanese 



underwater documentary shows called The Mysteries of the 
btdigo Depths. To start with , I could not believe anyone 

. would mass produce a documentary se rie s. Each show had 
already been edited with a voice-over English narration . After 
procuring the rights, Max wondered who on earth would want 
to watch 110 half-hours of fish, no matter how interesting it 
might be. He decided to take all the shows, give them to a 
Canadian-based company and have them re-edited using the 
best footage , to make 39 half-hours. The original dire ctor was 
now totally out of the picture. I was shocked to realize how 
little the director's work was considered . 

My second awakening came while having lunch with the 
person who had put up the money for the production of the 
shows and who was now handing them over to Max. I had 
been screening his demo reel to interested buyers that morn
ing and I enthusiastically began to describe the sequence which 

. attracted the most attention: a slow , unsuspecting octopus be
ing vehemently attacked and strangled by a strange looking 
fish. As I was talking I realized that behind his polite nodding 
there was a blank look.-I went on to describe another scene, 
more enthusiastically, only to be met by the same polite blank 
look. I stopped in mid-sentence and asked him if he had seen 
any of the shows. He burst out laughing and shook his head . 

You quickly get a feel for what most of the buyers are 
looking for : commercial products, that's where the money is. 
They're not interested in "esoteric rubbish ," they cater to a 
middle of the road taste , and the middle of the road taste 
exists in all countries. I was told that a Belgium company had 
been coming to MIP for the past three years , trying to sell a 
tilm it had produced . It is called Heureux comme un bebe dans 
i'eau. It is a 48 minute film about the natural birth of a baby , 
inspired by the theories of Dr. Leboyer. I caught a few seconds 

of it as it was being screened next door. I saw a wrinkled, 
bloody baby emerging from the vagina. It was gently placed in 
a tub of water. Then I had to dash off to my own booth and 
stick on a cassette of Et Ca Toume, a disco show made by Tele 
Metropole. Victor Ramagge had already sat down with three 
Nigerians. I expertly zipped fast forward to the Village People 
strutting their stuff before the camera , a few seconds of that 
and then fast forward again to the dance contest. I felt their 
excitement in the small sweaty cube, I saw them tapping their 
feet fo the rhythm of the music . I told them how this disco 
show was different from all the other disco shows-because yo u 
can really see th e people dance , the camera doesn' t t1it from 
one ohscure close-up to an equally obscure long shot. The kids 
can watch the show and learn the steps in their o wn bedroom, 
living room or wherever the TV had is place of honor in the 
house. They can practice along with the show and then go out 
that night and DO IT. They are only half-listening , they are 
too absorbed in the dancing . The show is sold , they want all 
26 half-hours and I think glibly to myself, how can .an under
exposed, wrinkled baby compete with such dynamic material. 
with such energy. 

This business is about money , money , money . Phrases like 
cultu ral exchange do not have a high premium on the prem
ises of the Palais . As a matter of fact , cultural unity , the frame 
of reference being se t by the American shows , is more in line 
with the needs of this event . 

After all the excitement had died down, an uneasy question 
surfaced in my mind: in this shrinking world of sate llites and 
cross-bred entertainment , who wields the power over the 
world 's leisure time? Who is the Big Decision Maker: the buy
er , the seller , or the public? How much influence can a direct
or or producer hope to have ? 0 

821 Kipling Avenue 
Toronto, Ont. M8l 5G8 
Phone: 416-233-1101 

~Kingsway Film Equipment Ltd. 8606 Fraser Street 
Vancouver, B.C. V6K 1 N7 

Phone 604-324-7988 
Warehouses in Toronto and Vancouver, 

Service across the country. 

AATON The qUiet revolu llon Ave ra ge 
nOise level less thall 28 dB Aatoll 
exposuremeter Wit h accurate 
reading whatever the came'ra 
speed . Inc luding vaflable 

rutally Iflteyrated vldeu '/I 8WIi IQ 
system which allows the oflen table 
viewfinder to retain tOl21 freedom 
of movement. Clear on(l coded 
numerals for time mark :ng Wllhout 
Increasing the overall d imenSions 
of the camera . 

., .. 

8T921 The state of the art In 16mm !tIm 
editing tables, fea i'u rlnq digi tal 
counters. IS-faced pr lsrn for 
fllr: kerfree pic ture, 30 walt ampl if ier 
wllh volume Irehle .-l 11d hass 
controls, :J motor ( jr lv(~ sy<; len l 
I()( : k( !d tu tllH ~ trt!q IH ! IICY . 210 Ips 
reWind speed 

Also available with EBU time code. 
automatic start markln ~J s'l stem , 
stereo sound reproduction, 
electroniC Inlerloc~ 10 other 
machines 
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