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How can I find work 
successfully with a  
good agent?

dear john sums up...

what the experts say...

Readers of our recent April 1 column (or at least the 
ones who spotted that it was an April Fools’ Day ver-
sion) will have seen a somewhat exaggerated and ficti-
tious take on how to go about getting an agent and on 
what a good agent can offer. Joking aside, there is still 
a lot of mythology on both topics floating around the 
industry in real life, often leading to needless detours 
and fruitless agent searching when the beginner should 
be busy finding work off their own bat, in order to have 
something to show agents later. Perhaps one of the  
reasons for all the fairy tales is simply because the 

truth about how best to create and sustain a successful 
actor/agent relationship is a lot more mundane than the 
fantasy. This is primarily a business relationship and 
the normal rules of professionalism, clarity and  
reliability that make any business relationship in any 
industry work, apply here too. Genuinely successful 
relationships tend to take time and effort on both sides 
to sustain. To elaborate on what that relationship 
should look like from both sides, here are perspectives 
from two participants in a genuinely successful  
artist/agent partnership.

Anthony Wren 
Anthony is currently dance captain/
children’s coordinator on the UK 
tour of Whistle Down the Wind. 
Previous theatre credits include 
roles in Joseph and the Amazing 
Technicolor Dreamcoat, Grease, 
The Mask, And Then They Came 
For Me, and Forever In Blue Jeans, 
with films including Last Mission 
London, Who Do You Think You 
Are? and Every Occupation Needs 
a Party. 

“I do understand that it is not possi-
ble for everyone to attend a major 
drama school with an agent show-
case at the end, but this does not 
stop anybody from writing to  
an agent and inviting them to a  
performance or sending footage  
of themselves in a showreel or audio 
clip. The bottom line is you need  
to show what you can offer for them 
to promote. 

If you have taken care of your 
side, there is nothing worse than 
putting all that work into sell your-
self and then feeling you are not 

being put out there for casting 
directors to see what you’ve got  
to offer.

A good agent will make you feel 
comfortable, will put you up for the 
jobs you are right for, will always be 
looking for your next job and will be 
working for you. I am on the phone 
with my agent, Sandra, constantly, 
chatting about what’s coming in, 
what I’m up to, where I’m on tour, 
and what auditions are coming up.  
I love that – I think it is very 
important. 

Sandra Singer 
Sandra has been a talent agent 
since 1985, with an international  
client base. She works successfully 
across all genres of the industry. 
Sandra trained as a hairdresser 
straight from school, having her 
own unisex salon at age 20. Later, 
she became senior advertising sales 
manager for Westminster Press, 
followed by sales, promotions and 
PR manager for a national radio 
station. In her private life she has 
raised money for 15 guide dogs and 
a 15-seater charity minibus.

What I look for initially is some-
body totally prepared to enter the 
industry with as many boxes ticked 
as possible, starting with the obvi-
ous one, talent. I want to be moved 
by them, laugh, cry, be absorbed. 
My clients are like an extended 
family and I am like a proud mum 
when I see them on opening night 
or on screen. That is my reward for 
the work I do. 

So I look for training in acting, 
singing and dance. The more train-
ing the better, as I like to keep all 
the options open for work for my  
clients. I like clients to be well 
groomed, keep on top of ongoing 
training, have a mobile with inter-
net, audition at the drop of a hat, 

and keep me informed when they 
are thinking of going on holiday. 

A great photograph and good CV 
are essential – some graduates send 
in shocking head shots, that will 
never get them work. What I really 
find annoying is potential clients 

sending in details to my office, and 
me having to pay postage when they 
use an A4 envelope with a normal 
first class stamp. Or not sending a 
SAE to return the photo. I prefer 
showreels on Spotlight, or YouTube, 
rather than by post. 

Be polite when writing to agents 
or calling them for representation – 
we are usually having a busy day.  
I am not too keen on people sending 
me regular updates if I don’t  
represent them, unless I have  
asked them to. 

If you have numerous agents 
wanting to represent you, remem-
ber most major agents get more or 
less the same jobs, besides the 
extra work that comes direct from 
casting directors, who we build up 
relationships with. 

So pick an agent you like and get 
on well with. See how many clients 
they represent. Can you actually 
speak with your agent when you  
call them? Be very careful with 
your first choice. 

As noted at the beginning of this column, the basic rules of actor/agent 
relationships are the perennial ones that apply to any successful pairing. 
Having said that, personalities do come into play. As both Anthony and 
Sandra note, connecting with someone who understands what you are  
trying to achieve with your career is always going to be a better option 
than linking yourself to someone for whom you are just another name  
on their books.

Someone who genuinely gets what you are trying to achieve may also 
have different ideas to you on how best you can achieve it and one of the  
key things that makes for long-term success is establishing a degree of 
trust where you can both raise different opinions and perspectives and 
come to joint decisions. 

While it is certainly important to have an agent who listens to you, 
agents who genuinely have something to contribute to a performer’s career 
tend to be on the lookout for clients who will listen to them. This is a quality 
which isn’t always as prominent a feature of the typical performing person-
ality as it could be. 

John Byrne is an entertainment industry career advisor. Details of 
career advice sessions, workshops and copies of The Right Agent Right 
Now ebook are available from www.showbusiness-success.com. Anthony 
Wren and Sandra Singer may be contacted via Sandra Singer Associates 
at www.sandrasinger.com. Whistle Down the Wind 2010 tour details and 
dates are available from www.reallyuseful.com/shows/


