
Again, not a legal expert, but here’s how I approach things here. 

Be ethical! 

Your work can be bought, but your skills can not. 

How you complete a project is yours, this is the “work.” You’re probably using techniques that
you’ve developed on your own and then you’re including them in the puzzle that is the “work-
product.” The client always owns the work-product, and they can own portions of the work – but
not your approach to that work. 

So here’s a good example. I’ve developed a series of media templates for projection that I’ve
honed over many years, on many jobs, with many clients. If I use my media template for Client B,
they absolutely own the media produced in that template, and they own the working file it was
produced in, but they don’t own the template because you’ve brought that with you and refined it
for them. Also: good luck figuring it out. If you bring a hammer that you’ve built yourself to a job
and then paint it red with project money, does the client own the hammer? No. 

What if you amend the template concept with a technique you developed while with client B? Do
they own this concept? In my opinion, no, because this is like red paint on the hammer. Sure, they
paid for the paint, but they didn’t pay for the hammer. That said, you need to be careful here
because there’s an implication of proprietary code that’s developed on a gig. The combination that
makes up a Code can be protected, absolutely, but its many strings, as unique parts, cannot be.
You can’t trademark a number, or a letter. 

What about a language – what if you develop a framework for a client? Then they own the
framework and you cannot reuse it without clearance. Again, though, the framework won’t exist in
a vacuum. You only can develop that framework because of your knowledge of existing
frameworks. They can’t own the existing frameworks. 

What about a piece of hardware – what if you develop a new type of projection lens? Applying the
same principles here, they own the lens, but they don’t own the skills that enabled you to design
that lens. You can’t take that lens and use it with another client, but you could probably get away
with designing something similar. Think about a car designer who goes from Audi to BMW: they
can’t take trade secrets with them, but they can’t unlearn aerodynamic physics. 
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Watching Out For Your Team



This is a tricky subject. I’ve never played a game with a client on behalf of my staff or friends, but I
do think it’s ethical to watch over your network and make sure they’re being treated fairly. Through
time and through experience, you’ll learn when someone isn’t getting a good rate, either because
of market value or because they deserve more given their experience. In my opinion, you have a
responsibility to help your colleagues get a fair rate, either by negotiating on their behalf, or by
helping them negotiate. 

As producers, we do this all the time for vendors – you might say something like “the budget needs
to be no greater than X,” and when you verify their budget and they’ve come under in certain
categories, you let them know because the relationship is important to the job. This is true, too, for
your colleagues. If someone asks you about a rate increase, I find the best thing is to be honest
with them about what you believe is possible. This might not be what is actually possible, but it’s a
first step. Just be sure to caveat it! 

This skill goes both ways. If your client is being had, it’s up to you to let them know. Think
strategically here. If a vendor is a necessary evil, you may want to address this carefully. Look for
signs from the Executive Producer: how do they feel about this vendor?

The only way you’re going to get more work is by working with people who recognize your work, or
know someone you know, or they’ve already worked with you in another capacity. Applications for
gigs where you don’t know someone (or something) in common, are sadly typically unsuccessful.
At least in my experience. 

To that end: you need to be able to share that you worked on a project. You need to be able to say
to a future employer “I worked on the Windows XP rollout” and ideally, you have a showcase video
of Windows XP in action so that you can share it, or include edits of it in a personal reel. 

Some clients and/or client projects specifically prohibit you from doing this. Sometimes this is OK. If
you’re working with a client and you are white labeled and there’s an NDA, there’s nothing you can
do. 

However, when it’s not that situation, you should be able to share a final version of a public project
and say you worked on it. You should keep all project secrets to yourself (like a product roadmap,
or your partner list), but you should absolutely be able to share that you worked on it. Generally
speaking, unless you’ve been canceled, this is good for everyone. If the Client is hesitant to allow
the sharing that you worked on a project, you should include it in your rate negotiation. 

Always, always, always take photos and video documenting the project the whole way through. At
worst, these images are used in private, internal wrap documentation and everyone will be
pumped that you took the initiative. At best, you can share some of the finished product to future
clients.
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