Nexus "J[‘oulrimg Compalny
Business Plan

Jenna Barbowski, Founder
Created on April 30", 2026

NEXUS TOURING COMPANY



Executive Summary

Nexus Touring is a 1 full-service 1l:<o>lunrlun1g and live production company that provides artists
with a centralized solution for pl aununtu]ntg and executing tours. By integrating tour
management, ]P)]F(O)(dllU[(CltlL(Or]Dl l'o’gllb tics, and technical services into one streamlined (O)]P)(&]Fal tiom,
Nexus Touring eliminates the need for multiple vendors and reduces the complexity of
touring:. The company also supports tour 1nn1a11r]kteltlunug and provides coordinated access to
industry | prof fessionals, tnclu [<dllunlg p]r(o»dhuuctluo>1n1 teams, creative s]p><e<cuallus1ts, and other key
touring personnel.

The company serves rising and mid-level artists, independent musicians, and small labels who
require professional touring support. Revenue will be g(elnue]rant(e(dl 1t]hur(o>1u[<g]h1 service pauc]kal«ges
tour contracts, and consul ting. Nexus Touring aims to build a strong reputation in the live
music industry by del ivering ef fficient, ]hutg]h1~<q[1uml ity touring experiences.

Product

Nexus Touring off ffers complete support for artists going on tour. This includes pl; anning and
managing the towur, ]hlaunudllllumg production like sound and | ug]hutlunlg organizing travel, and
<c<o><o»]r<dllunlautmg (e\we]rylt]hlunlg behind the scenes. Instead of artists ]hlal\vu]nlg to work with multiple
vendors, this business bw]rlunugg <e\\/<elry1t]huunug 1t(o>g(elt]huelr in one place. It can also help connect
artists with the Jrug]hut people, like production teams and creative professionals, to make sure
each tour runs smoothly and looks professional.

Customers

This business is focused on emerging and mid-level artists, as well as independent musicians,
managers, and smaller labels. These clients are often in a stage where they are growing b
don’t yet have access to ll.anrg«e touring companies. They need support that is reliable,
to>1rgaun1il7metd[,\ and flexible. The g@aﬂl is to help them run better tours while giving thenn more

time to focus on ]pue]rftour]nnlﬁlmg and building their careers.

Future of the Company

Over time, Nexus Touring plans to grow by wo r]klunug with more artists and buril <dllun1g strong

1r<ellant\uonmb]hquvb tn the tndustry. The oonnnllpaunly will expand its team and take on | aurg(elr and more

<c<onnnqp ex tours as it gains experience. The 1 ong-term g@al is to become a trusted name in

1t<0nuuri[1n1g,« known for lbne'iilnlg (d[\e]Pnelnudlallb)llei to»Jrg(aumiLze(dL and easy to work with, while <c<oun11ti[1nuutii1n1g to
upport artists as they grOwW.
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Company Description

Mission Statement

To simplify and elevate the touring experience by providing artists with reliable, high-
quality support across every aspect of live production, allowing them to focus on their
performance and career growth.

Principal Members

Nexus Touring is a founder-led business. The founder, Jenna Barbowski, is 1ﬁesp<oun1si[lb»lle for
overall operations, tour planning, client relations, and business development.

As the CoOMpany grows, additional team members will be brought on to support key areas of
the business, including:

e Touwr Managers to oversee day-to-day tour operations
¢ Production Managers to handle techmnical and live show elements
e Logistics Coordinators to manage travel and S(c]huedhudll’hnlg

° M[anr]keltihnug and support staff to assist with promotion and client comununication

Leg'al Structure

Nexus Touring will operate as a Limited Liability Company ((]L]L<C))¢ This structure protects the
owner's ]p)elrsomxall assets while allowing flexibility tn managrement and furture growth of the

business.
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Market Research

Industry

Nexus Touring operates within the live music, touring, and event production industry. This
industry includes companies that provide tour management, live production, l<oug|L§1tlucs and
technical services for concerts and events. The live music industry has seen strong «g]ﬂo'\wth L
recent years, with global revenues reaching over $30 billion, and touring has become one of
the main sources of income for artists, especially as streaming pays less for many
independent musicians.

While 1. arge companies like Live Nation and AEG dominate major tours, there is a clear gap in
the market for emerging and mid-level artists who need professional support but do not have
access to those lallrg<e~<(calll<e resources. Nexus Touring fits into this space by o Hﬁelrlumg lexible,
full-service support designed specifically for <dle\v‘e~]l(0)]p>il1nlg artists.

Detailed Description of Customers

Nexus Touring’s target customers include emerging and mid-level artists, ii1n1(d[(ep\e]nnd[(e]nnt
musicians, artist managers, and small record labels. These clients are often in the early to
growth stagres of their careers and are beginning to ]Pue‘]riﬂoumnm and tour more consistently.

They are ll(o>(o>]L<|un1<g for reliable and (o>1rga11nut7me<dl support to help manage the chall enges of
1t<ouunr|un1g includli ing production, schedul g, and l(O)‘g’lLb tics. Many of these clients are active on
platforms like lhnlsltal«glraunm and TikTok, where over 0% of younger audiences discover new
music, making live shows and promotion closely connected. They value strong
comumumication, professionalism, and services that help improve the quality of their live
performances while redhunctunlg stress

Company Advantages
Nexus Touring has several advantages <c<ounnllp>aur¢e~<dl to competitors:

e A full-service model that combines multiple touring needs into one streamlined
operation

e A focus on emerging and mitd-level artists who are often overlooked by 1laurg<elr
ncno»]nnqpnaum[ieg

e Personalized service and direct commumnication with clients

e Flexible service ]pauc]kalges based on tour size and lbnuudlgelt

e A founder with ]k]nuomwlledlg'e of the music and live event industry

* An existing tdlluglutall presence lt]hurtonutglhl the founder’s port folio website, which hel ps
build credibility and showcase experience
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Portfolio and brand presence: https://jennabarbowskiportfolio.con/

Regulations

Nexus Touring willl (o>]p<elrant(e nt «c<o>1nn1pl tance with all relevant laws and ]r<e<g1ut lations related to
live events and touring. This includes venue safety requirements, local permits, labor
1r<e<g1ut lations, and contracts with artists and vendors.

The company will also follow tndustry standards for equipment safety, tnsurance coverage,

and event ]p)]r(oxdhunc1til<o»1n1 practices to ensure safe and p]r«odfessil(ounmﬂl operations. As the business
grows, additional legal and compliance measures will be implemented as needed.
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Service Line

Service

Nexus T<ouunrlumg ]p>]r<ov\vu(dl<e full-service support 1 for artists p annunuunlg and exencuntmg tours. Instead
of to>1HF(elrlunl«g a slunlg le ]p]rto»dhuuct the comipany delivers a combination of services that cover every
major aspect of live towri ng.

These services include:

e Tour management and coordination

¢ Live production support ((s<ouunnudl,\ llﬁg]hutﬁ]nlgy staging, techmnical crews)
e Travel and llogiisltihcg ]Pwllannumihnlg

e  Vendor coordination and s<c]h1<e<dhut1liilnlg

¢ On-tour support and day-to-day operations

. (Qonmsludhtiilnlg for artists and mamnagers

Services are offered as flexible Pmuc]kavge <dl«e]P><elnudllunug on the size, lbnuudlg@lt and needs of each
artist or tour. This allows clients to choose the level of support that best fits their situation.

Pricing Structure

Package 1: Tour Consulting Package

Estumated Price: $750—$2,000 per project
Best for: Artists who need gﬂuﬂhdlannuc\e but not full towr support

This pauc]k(avge is designed for artists or managers who are ]P)llannunlihnlg a tour and need
p]ﬁodﬁe@gE(O)lnlall[ advice to get started.

Includes:

e  One-on-one tour ]P>llalln11n1i[1n1g comsultation
° ]B‘nuud[gtelt glut[i(dlaunuce and cost breakdown

e Tour routing and sc]hue(dhudlihnlg advice

¢  Vendor and crew recommendations

e Pre-tour checklist and timeline

¢ Review of tour «g@vallls and strategy

Payment Structure:
This pauc]kavge is flat-fee based and ]P)aliid 1U[|P)1F1r<o>1nut or in two installents. Sunce this service
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focuses on pllaunumii]nxg rather than execution, Nexus Touring does not take a percentage of towr
revenue for this ]P)(auc]kagee

Packag'e 2: Starter Tour Support

Estimated pr'uce: $3,000—$7,500 per tour
Best for: Local or short regional tours

This package supports smaller tours where artists need ]huellp organizing logistics and keeping
e\welryltlhliilmg on track.

Includes:

e  Tour schedule and routing support
e Basic lllo>giisltii<0§ and travel ]P)ll.annunliilnlg
e Venue conumuinication assistance

¢ Vendor coordination

e Production ]P»llannnmii]nlg checklist

e Basic tour ][']l’lla]rk@ltﬁ]ﬂlg glutii(dlaunuce

° Pre-tounr (Ollf(gfdl]ﬂlle&]HthOﬂﬂl and §1L][]P)]P><Ol]ﬁt

Payment Structure:

This Pmuc]kage s p]rii]nnlanrillly flat fee based. In some cases, Nexus T1o>1unr|‘ilnlg may tnclude a soall
]Pnelriﬁonmnnlal1n1<c<e=1b>atse<dl percentage of 3%—5% of net tour revenue, (dlepelnudlillmg on the level of
involvement. This will be outlined in a contract, with percentage paymments collected after
the tour is completed and revenue is finalized.

Package 3: Growth Tour Package

Estumated price: $7,500—$20,000 per tounr
Best for: Multi-city 1r<egil<onnuatll tours for growing artists

This pauc]kalge ]p>1rno»\\/ii<dl<e;s nmore hands-on support across ]p)llannunlimg,. ]pxlﬁo'(dhuucltiion,. and execution.

Includes:

o  JFull towr ]P)llallnunliilnlg and coordination

e Production pllannnmil]ntg ((sonunnudL llilg]hutihmg,\ §1talgihnlg>)

¢ Vendor and crew coordinatiomn

e Travel and accommodation p]launnmﬂ]ntg

. ]B‘»lund[g@lt 1t1ral<c]kﬁ1n1g and organization

e Commumication between artist, manager, and venues
¢  Day-of-show coordination

e Basic tour 1nn1.anr]k<e1tiiln1g strategy

NEXUS TOURING COMPANY 7



Payment Structure:

This Pmuckage typically uses a hybrid pricing model, lCOH[]nllbﬁ]mﬁ]ntg a base fee with a
performance-based percentage of 5%—8% of net tour revenue. Payment terms will be clearly
defined in a contract, with the percentage portion pa id after the touwr concludes and all
revenue is accounted for.

Package 4: Full-Service Touring Package

Estimated price: $20,000—$60,000+ per tour
Best for: Larger ii]nl(dlepelnud[e]nut artists or extended tours

This pauc]kavge P]r(o»\vii(dles Full ianagrenmernt and execution of the towur, acting as a central hub for
all operations.

Includes:

e Complete tour managenment

¢ Production management and oversight

e Technical crew coordinatiomn

e  Sound, llilg]hutihmg,\ and staging setup

e Vendor 1b)<o'<o']k[i1n1g and communication

e Travel, l[<on<dlgihnlg, and ]hogigltﬁ(cg coordination
e Tour 1b>1uudl«g<e1t managenment

e  Tour market ing support

e Sponsorship coordination (if applicable)

e Access to creative ]plrlodﬁessii(ounuall[s ((SltyllﬁSlt& ][)]hl10)lt<0lg]l’allp)]hl®]t’§)« content <crea11t<ours))
e On-tour support and ]Pnr(oﬂbn1[<e]nn1=§(owl[\vihmg

° Post-tour review annud[ ]p><elr1F(o>1r1nnlal1n1(c(e allnlalllysﬁs

Payment Structure:

This pa 1<c]L<al<g<e follows a hybrid or percentagre- based model. Nexus Touring may <c]h1aurge 8%—
15% of met tour revenue, <dl<e]p><elnudllunug on the size and scope of the tour. A base fee may also be
included. All terms will be outlined in a formal contract, with final percentage payments
made after tour revenue is g@]nuelrantte(d and confirmed.

Payment and Contract Structure

All services pr(o'\vu(d[(e(dl by Nexus Touring will be governed by formal contracts that clearly
outline scope of work, p ricing, paymnent timelines, and Jr(eve]nuuueA]hlaurlunlg agreements s when
applicable. For ]pauc]kalg«e that include a percentage of tour revenue, payments will be
calculated based on net tour revenue after major expenses and will be collected after the towr
concludes and financials are finalized.
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For flat-fee services, a standard payment structure will be used:

e 0% <dl<e]p>no»sl‘i1t upon contract signing
*  40% during the planning phase

*  30% final payment before or immediately after towr completion

This structure ensures funancial clarity, protects both the client and the company, and allows
pricing to renain flexible based on the success and scale of each towur.

Service Lifecycle

Nexus Touring’s services follow a structured process from initial planning to post-tour
review. Each project begins with a consultation to understand the artist’s goals, budget, and
tour scope. From there, the company moves into planning, including scheduling, routing,
production coordination, and llto»giisltft(c&

]D)lunriilnlg the tour, Nexus T<onunr[[1nlg supports day-to-day operations, comuumnication, and
]Pur«o»lbllle]nn1=s<0)llvfunlg to ensuire evelrylt]hmmg rums smoothly. After the tour is completed, the
company conducts a post-tour review to evaluate performance, gatlt]hue]r feedback, and identify
areas for improvement.

As the business is in its early stages, the focus is on building experience, refining services,
and (dlevelho»]pihmg 1l<0v1n1g=1t<e~lmnn1 client ]t’teualltﬁlov]ﬂlS]hlfl]P)S«

Imtellectual Property Rights

“Nexus Touring” will serve as the official business name and brand identity. As the company
<dl‘e\v‘el(0)p , steps may be taken to Jﬁegu ster the name and trademark the brand to protect its use
within the tndustry.

Any no»lruglunlal | materials created by the company, |un1<clhundl|un1g 1b>1rannudhun1g nnal r]k(eltlumrg content,
di luglutal media, and service frameworks, will be owned and 1nn1@11n1a1g(e<dl by Nexus Touring.
Contracts with clients will also clearly outline ownership of creative work and content
produced (dhuuriilnlg towurs.

Research and DeVelopment

Nexus Touring will continue to improve its services by gathering feedback and staying
tnformed on industry trends. This tncludes:

. C(O)lUl(ewct(Umg feedback from clients after each tour to wnderstand what worked well and
what can be tmproved

e Using the company’s website and <dli[gilltalll platforms to allow for feedback, inquiries,
and service improvement suggestions

e  Monitoring trends in live production, touwring technology, and event managenment
3
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¢ Learning from industry professionals and expaunudlil]nxg connections to improve service
quality

* Reviewing market trends to better understand the needs of emerging and mid-level
artists

This ongoing process will help the company refine its services, improve efficiency, and stay
competitive in the live music industry.

Mar]ketmg & Sales

Growth Strategy

To grow Nexus Touring, the company will focus on lbnuutll(dllunlg credibility, 1r‘ell(autluounlb]hut]ps and
visibilicy within the live music industry. Since the business is currently founder-led, early
g]ﬂo»Wlth will rely heavily on pers somnal burannudllunvg, 1nueltw<our]ku1ntg; and direct outreach.

At this s stage, 1nnlanrlL<(elt|unug the company is closely tied to 1nnlaur]L<(eltlunlg the founder. Stmilar to

how someone would promote themselves when applying for jobs, the founder will promote
Nexus Touring by building a strong prof fessional presence and forming connections within
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the tndustry. This al]P)PJF(O'al(C]hl allows the business to grow organically while establishing trust
and credibility.

Nexus Touring will grow by:

. ]Bhu[ii]l(dliilnlg relationships with emerging artists, independent managers, small labels,
venues, and plr(o»(dhunclt[i(onm professionals

e Attending panels, networking events, concerts, and industry meetups to connect with
potential clients and collaborators

* Using platforms like Linkedln to present a professional identity and connect with
industry professionals

* Leveraging the founder’s personal network and word-of-mouth referrals to gain early
clients

* Using the founder’s <dl[igii1talll portfolio website to showcase experience, services, and
past work

. (Clr‘eantil]nlg social media content that ]hliig]hllliig]hnts behiind-the-scenes work, tour pllannunlihmgi
and live event support

e Starting with smaller tours and local artists to build experience and credibility

° ]Ex]paunudliilnlg into larger tours and long-term client Jrellaltilto»lnls]hliips as the company grows

In the early stagres, the focus will be on building a strong reputation thirough successful
3 g g g rep g

projects and meaningful industry connections. Over time, this foundation will support

growth into a larger operation with a broader client base.

Communicate with the Customer

Nexus Touring will conmnumniicate with customers 1t]hur(onu[g]hl a mix of professional online
presence, direct outreach, and ongoing re autluonnls]hutp b [(dllumg Since the targret audience
includes artists, managers, and industry professionals, commumication needs to be clear,
reliable, and easy to access.

The comipany w Ul commumicate with customers by:

* Maintaining a prof fessional website that outlines services, ]pnauc]kalgteg and contact
information, al ong ¥ with the founder's portfolio to build credibility

*  Using platforms like lns ltalglrannnl TikTok, and Linkedln to share updates, behind-the-
scenes content, and examples of live event and touring work

e Pos ltlunlg short-form content that shows the process of p aununuumg and ex‘e‘cmntlumg oS,
hel ping potential clients understand the value of the service

e  Using direct email comumumnication for inquiries, proposals, and ongoing client
u]p)(dlal tes

. ]P’]mo»Vihdlﬁ]mg a contact form on the website for easy consultation requests

¢ Staying active in dirrect mess: Lring ((W]h1©1m appropriate) for quick comumumnication with
current or potential clients

. ]Fto»lllltowi[]mg up with past clients to gant]hue]r feedback and maintain ll(ow1n1g=1te]mnnl
relationships

NEXUS TOURING COMPANY 11



The g@aﬂl is to create a commumnication style that feels plmodﬁessihonmall but a]p]plrto»auc]hl(allb)lle,~ 1nnlatll\<i11nlg
artists and managers feel confident working with Nexus Touring.

How to Sell

At this stage, all sales will be handled directly by the founder. The focus will be on lbnuutll(dllunlg
]r«ellantluonnlb]hutpb and s securing clients thy [’(O)lu['g]hl 1nuelt\\>\wo»]r]l\<lun1g outreach, and referrals rather than
rel ying only on traditional advertising.

The sale s process will follow a structuwred al]p>]p)lr(0nauc]h1::

1. Finding potential clients

The founder will identify artists, man nagers, and small labels thu r(onu[fg]hl social media, live
events, personal connections, a]nudl industry networks.

Imitial outreach

Outreach will happen lt]hl]t’(O)lU[g]hl platforms like Instagiramm, Linkedln, and email, as well
as in-person conversations at events and netwol r]klunlg opportunities. Messaging w alll

Ny

focus on how Nexus Touring camn help simplify the touring process and improve
overall organization.

3. Consultation
Interested clients will be offered a consultation to discuss their g@nalll& tour plans,
1bnund[g(e‘1ty and specific needs.

4. Service recommendation
Based on the consultation, the founder will recommend the most appropriate pauc]kag‘e-
or combination of services.

5. Proposal and agreement
A detailed proposal will be provided, ﬁ]nuclhuudl[hmg scope of work, pricing, timeline, and
payment structure. Once agreedl upon, both parties will sign a contract.

6. Ongoing relationship building
After the tour, the company will follow up with clients to a ther feedback, build ll1o>1n1g=
term ]Flé‘)][xalltLOl]ﬂle]hl(LPS; and encourage repeat business or referrals.

As the company grows, additional support may be added for 1nnlaur]l\<<eltii1nlg outreach, and client
management. Long-term success will rely on repeat clients, s strong industry ]ﬂellantluonms]hlIL]P)
and a reputation i for reliability and <O!]F<g&]l]ﬂlllZHlltlLlO)]nl
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