
SAGAFTRA.org | Spring 2014 | SAG-AFTRA   31

1

3

4

2

Listed with SAG-AFTRA 
Wherever possible, you should enter into personal management relationships with professional 
and ethical representatives that are vetted by your union. Always ask your personal manager, 
“Are you listed with SAG-AFTRA? If not, why?” Listen very carefully to the answer. Remember, 
you are on your own if you enter into a personal management contract with an entity 
that is not listed with the union. All the information your manager will need to list with 
SAG-AFTRA can be found on the SAG-AFTRA website at sagaftra.org/managers. Your first 
stop for information should be your union’s website. We are here to protect you. Questions? 
Call the SAG-AFTRA Professional Representatives Department directly at (323) 549-6745 in 
Los Angeles or (212) 863-4305 in New York.

Payment Timeline 
If your personal manager is going to be collecting and distributing your compensation, make sure 
the contract reflects that when your money is received by the personal manager, it will be held 
in a non-interest-bearing trust account separate from the manager’s business operating account 
and that you establish a timeline for payment — both from you to the personal manager and from 
the personal manager to you. For your reference, SAG-AFTRA franchised agents must distribute 
checks to performers within a three-, five- or seven-day period, depending on the circumstances. 
Whenever possible, build these requirements into your personal management contract. 

No Advance Fees 
No personal management contract should expect or require advance fees for any service. 
The personal manager should get paid when you are, just like an agent.

No Third Parties 
Ensure that your personal management contract does not require you to enter into any business 
relationship with any third-party businesses, such as photography studios, acting teachers, etc. 
It is entirely possible that an unregulated personal manager will have either direct or indirect 
financial interest in these entities, so you should ensure that representation is not contingent on 
you purchasing these services. At the very least, keep them out of your contract. If your personal 
manager wants to recommend industry professionals, he or she should have a working list in 
each area that you can investigate before using. Do your own Internet search on everyone that is 
recommended to you.  

10 Things to Look Out for …

… in a Management Contract
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Dispute Resolution 
Ensure your management contract has a dispute resolution provision — failure to do so could result in 
expensive court fees. If you are with a SAG-AFTRA-listed manager, you will automatically default to 
the comparatively inexpensive SAG-AFTRA arbitration process. However, if your manager is not listed 
with SAG-AFTRA, you should ensure that you preserve access to the State Labor Commissioner (in 
California) or the Department of Consumer Affairs (New York) for your dispute resolution whenever 
possible. In other locals, performers should contemplate an arbitation provision that protects their 
dispute resolution choices. You should consult with an attorney with regard to whether an arbitration 
provision for dispute resolution through a legitimate arbitration provider is in your best legal interests 
in such relationships.

Commission Rate 
Managers generally take, on average, 10-15 percent commission. Fifteen percent is considered higher-
end compensation in the industry. This should be clearly spelled out in your agreement with your 
personal manager. 

No Self-Renewing Provisions 
Beware of any contract with provisions such as: “If the performer earns $5,000 or greater 
in the last year of the contract, the term of representation will automatically renew for an 
additional three-year period” or “If the parties fail to terminate this agreement 30 days prior to 
its expiration, the contract will automatically renew for three years.” If the personal manager 
wants to sign you to an additional contract term, you should be asked to sign a new contract.

Get an Agent 
Since managers are not permitted to legally procure employment in California, New York and some 
other states unless under the control and direction of a licensed agent, the contract should clearly 
spell out that the manager will secure you an agent (or work with a licensed agent to procure you 
work opportunities). Otherwise, what will the personal manager get paid for doing?

Personal Manager, not Agent
Whenever possible, be sure your management contract clearly spells out what role the manager 
is going to fill. Because personal managers are largely unregulated, you should, contractually, 
ensure you both agree on what the personal manager’s job functions will entail. As a reminder, 
personal managers cannot legally procure employment for you under California law (with a very 
similar provision under New York law) unless he or she does so under the control and direction 
of a licensed agent. If you are a SAG-AFTRA member, that agent must also be franchised by the 
union. This should be spelled out in your agreement.

Length of Contract 
Be sure your management contract closely mirrors any potential agency contract that you may 
sign. The initial term should be no more than 18 months, with renewals to be no longer than 
three years. Never commit for any longer period than that, especially with an entity that you 
do not know well, regardless of how great you think he or she is today. Also, handshake or hip 
pocket (i.e. verbal) agreements are common in the personal management world. With that kind of 
relationship, you are generally free to terminate the contract and move on at your discretion.
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