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Prolog

The esteemed legacy of Holiday on Ice Productions can be traced back to the holiday season in 1942. A group of passionate skaters came together to create a breathtaking figure skating performance for a Christmas show held at a hotel in Toledo, Ohio. The overwhelming success of this inaugural show inspired the skaters to organize a touring production, thus marking the beginning of an extraordinary journey for the company.

As the show celebrates its 82nd year, it continues to captivate audiences, despite undergoing notable transformations over the decades. Following a period as a subsidiary of Endemol and later Stage Entertainment from 1999 to 2009, the company was ultimately acquired by CTS Eventim. In the pursuit of operational efficiency, adjustments were made to reduce touring size and production costs. This necessitated a decrease in the number of touring skaters, resulting in a shift from the grandeur of previous years to a more streamlined production.

Having had the privilege of leading Holiday on Ice Productions BV from 2001 to 2006, I witnessed firsthand the company's rich history, featuring performances by esteemed figure skaters. In my upcoming book, I will delve into the show's magical moments, as well as offer insights into the intricacies of management and my personal experiences as the CEO of this illustrious company.

Join me in reliving the enchanting journey!











FIRST ENCOUNTER

After completing high school, my father encouraged me to pursue higher education in the USA instead of the Netherlands. I obtained my bachelor’s degree at Bowling Green State University and then furthered my education with an MBA at the American Graduate School of International Management.

During my final semester at AGSIM in the Fall of 1980, I was offered a position in Latin America by the Sherwin-Williams paint company, and I accepted the offer to serve as a sales and marketing manager for their subsidiary in the Republic of Panama.

After graduating in December 1980, I moved to Miami for training at one of Sherwin-Williams’ stores, and then relocated to Panama City, Panama. I initially stayed in a hotel close to Tocumen Airport, as advised by the general manager.

Every morning at 7:00 AM, a 72-year-old driver would pick me up at the hotel and drive me to the Sherwin-Williams store in Panama City. Our drives were pleasant, and the driver shared a great deal about Panamanian culture with me. It initially puzzled me when he would honk from time to time and then say ‘Chuleta!’, which means a piece of pork. After a few mornings, I asked him about this unique behavior, and he explained that the term ‘Chuleta’ was an expression akin to ‘Damn!’, used to express the attractiveness of a woman walking by. 

My arrival in Panama occurred shortly after the passing of General Omar Torrijos, the military Junta leader in Panama who had negotiated the handover of the Panama Canal zone and operations with President Carter in 1977. This period was marked by considerable tension in Panama.
During my time at a hotel in Tocumen, I met some interesting people. I encountered a friendly chef from Switzerland and a guy from Panama who was around my age. The Swiss chef was set to lead the restaurant at Caesar Palace Hotel in Panama City, while the Panamanian guy invited me to gatherings and events in the city. Thanks to his invitations, I was able to meet many friendly Panamanians.

While in Panama, I was told about an amazing show called Holiday on Ice, which was happening at Estadio Juan Díaz. I was invited to attend one of the shows as someone I met was dating one of the female skaters. It turned out to be an incredible show featuring Argentinian Bolos dancers, graceful skaters, and the iconic Holiday on Ice wheel.

After settling into an apartment in Panama City, I often visited the upscale bar at the Caesar Palace hotel next to the new convention center. As a singer and piano player, I got to know the bass player and piano player in that bar, and they asked me to perform with them. My go-to song was George Benson's "This Masquerade."

I also became friends with another guy from Panama at the bar. He opened up about being injured in a street bomb incident in Paris, France, and we frequently hung out at the bar lounge.

One night at the bar, a friend mentioned that a girl was interested in me. Her name was Valeria, and she was part of the dance ensemble in Holiday on Ice. We had a pleasant conversation, and eventually ended up spending the night together. I found out that all the skaters were staying at the Caesar Palace hotel. She also shared about her ex-boyfriend, an Argentinian Bolos dancer, who was still involved with the show.

After relocating to Germany and Amsterdam, I began working for Holiday on Ice and came across the same Argentinian dancer. I discovered that he was still part of the show and had a wife. It appears that it's quite common for many of the male skaters in the world of touring with Holiday on Ice to be either gay or bisexual. During that time, the touring skaters lived together for 8-12 months, essentially forming their own small community on wheels, in containers, and in campers.While staying at a hotel in Tocumen, I met a friendly Swiss chef and a Panamanian guy around my age. The Swiss chef was going to be in charge of the restaurant at the Ceasar Palace Hotel in Panama City. The Panamanian guy invited me to picnics and parties in the city, and through these outings, I had the chance to meet many nice Panamanians.

During my time in Panama, I was introduced to a great show called Holiday on Ice. I attended a performance at the Estadio Juan Díaz, featuring Argentinian Bolos dancers, beautiful skaters, and the iconic Holiday on Ice wheel. It was a spectacular show.

Eventually, I moved to an apartment in Panama City, and most evenings, I would visit the fancy bar in the Ceasar Palace hotel next to the new convention center. As a singer and piano player, I got to know the bass player and the piano player in that bar, and they asked me if I would like to sing with them. "This Masquerade" by George Benson was a favorite for our performances.

I also made another friend at the bar, who shared with me that he had been injured in a street bombing in Paris, France. We met often in that bar.

One night, a beautiful woman and a man caught my attention in the bar lounge. My friend pointed out that the woman was constantly looking at me. Encouraged by my friend, I decided to approach her.

Her name was Valeria, and she was one of the dancers in the chorus line. We had a pleasant conversation, and it turned out that all the skaters were staying at the Ceasar Palace Hotel. She mentioned that her friend with her was debating with her over who would "get" me. I assured her that her friend wouldn't "get" me as I wasn't interested. That night, Valeria and I ended up spending time together, and I also had the opportunity to meet the tour manager and many of the other skaters at the Holiday on Ice show.

Valeria revealed that she had recently been in a relationship with one of the Argentinian Bolos dancers. He was a handsome guy with long black hair. When I asked her why they broke up, she shared that she walked in on him in bed with another female skater and a male gay skater, indicating that the Argentinian dancer was bisexual. Interestingly, years later when I started working for Holiday on Ice in Germany and Amsterdam, he was still with the show, and we became friends. He was managing the bar with his Russian wife and overseeing merchandising.

It's not unusual in the world of Holiday on Ice touring for male skaters to be gay or bisexual. During those times, the touring skaters lived together for 8-12 months on the road, creating their own village in containers and campers.

After that brief encounter with Holiday on Ice in early 1982, I spent eight more years in Panama. During this period, I worked as a marketing manager for Citibank Consumer Bank from 1985 to 1986 and then for Nestlé of Panama from 1986 to 1990. It was a time of political unrest in Panama as the country was under the rule of the PRD (Democratic Revolutionary Party), which was led by the Panamanian military and some wealthy families. Despite earning an expatriate salary and marrying into a wealthy family in Panama City, the political situation was complex.

Through my marriage and social connections, I quickly became part of the elite country club families residing in affluent areas such as Punta Paitilla, La Cresta, Urbanización El Obarrio, and San Francisco. Many weekends were spent on large yachts exploring islands in the Bay of Panama, including Contadora Island, where the exiled Shah of Iran, Mohammed Reza Pahlavi, sought refuge after being overthrown in 1979.

During this time, there were rumors about the involvement of the US government in Panamanian politics. Many Panamanians believed that General Omar Torrijos, the former leader, might have been assassinated by the US government. In 1980, Ronald Reagan assumed the presidency of the USA, and there were allegations that his administration might have orchestrated the bombing of a military plane, resulting in the death of General Torrijos. There were also rumors, even among the wealthy, that George Bush, who later became the President of the USA, had worked with General Noriega, the head of the Panamanian secret service, to control the Panama Canal Zone and other countries in the region.

During my tenure as sales manager at Sherwin-Williams from 1982 to 1986, I encountered Cuban government representatives who made cash purchases of paint for buildings, cars, and airplanes. These purchases were intended for shipment to Cuba from the port of Colón. Cuba, being under a US embargo, had limitations on direct imports from the USA. Despite the control of the Panama Canal Zone by the USA, Panama served as an intermediary for trade between Cuba and other countries in Latin America.

General Noriega, who held significant power, was linked to the transportation of cocaine from Colombia to the USA. This led to an abundance of cheap cocaine in the streets of Panama. In social gatherings with my wealthy first-wife's friends, cocaine use was rampant. In 1987, Panama witnessed several changes in its leadership, but the country was mainly under the influence of the Panamanian military and the PRD party. As the power dynamics shifted, General Noriega reportedly ordered the killing of opposition members tortured, most notably Hugo Spadafora, who was captured by the Panamanian Defense forces and decapitated, probably in Noriega´s house in Santa Clara beach.
When the USA, under President George Bush, decided that Noriega was becoming too much of a liability, they declared that he had to be apprehended for smuggling cocaine to the USA. At this time, I was working for Nestlé de Panama as a Senior Product Manager for Baby foods and cereals. I was very successful, and I was trained by Nestlé in Brazil in 1986 and Vevey, Switzerland near their headquarters. They offered me the Summer of 1989 to move to Vevey in 1990 and be trained there for one to two years. I asked them what would happen after my training, and where would I be sent, and they said ´Region 3´, which was Latin America. I felt my time in Latin America had reached its peak. After 8 years, I had not been able to build up any financial basis, and after my divorce from my first Panamanian wife, who I left because she was not able to stop taking cocaine, I decided I wanted to find a job in Europe. So, in November 1989 I went on vacation to The Netherlands and sent my CV via Fax machines at the post office to various headhunters in the Netherlands. On my trip to Austria, I changed my mind and decided I wanted to stay with Nestlé and do the training in Switzerland. On my train back to Amsterdam one of the head-hunters called me and said they had a job opportunity for me. I told them that I had decided to return to Panama and continue with Nestlé, the head of the recruitment agency said, the opportunity was with a major company that I would like.  He said Citibank in Amsterdam was looking for a new marketing director for Citibank Netherlands and Diners Club International.
I liked the idea and before I reached the center of Amsterdam, I stopped at the headhunter´s office in Amsterdam Zuid-Oost. I had a 30-minute interview, and he took me to the office of Citibank on Weesperstraat, Amsterdam. I met the CEO of Citibank in the Netherlands, and he offered me the job, which I accepted.
Back in Panama, the Chief Marketing Officer of Nestlé Panama told me that my move to Switzerland would be delayed until 1991. I already felt that the situation in Panama was becoming precarious, and I would not extend my stay for one more year in Panama.
The situation on the streets in Panama end of 1989 had become very dangerous, as many of the wealthier people and middle class were protesting the rule of General Noriega, who at the beginning of 1989 took over the PRD and was Chief Executive of Panama. I had often participated in the protests on Calle 50 in Panama City, where Noriega´s helicopters would fly very low through the street and I together with my friends and other young Panamanians were throwing rocks at the helicopters. Since I was 31 years old and could run pretty fast, I was able to outrun the pellets from the shotguns of Noriega´s troops who were shooting at us. I could hear the bullets fall behind me as I ran away, but some of my friends did get some bullets lodged in their backs.
In November 1989 I explained to Nestlé that I would leave Panama and move to Europe. I signed my contract with Citibank in Amsterdam and had my move completely planned. I sold everything I had and waited in my apartment in Punta Paitilla to fly to Amsterdam via Aruba on December 22, 1989. 
On the evening of December 20, 1989, I was watching TV with my new Panamanian girlfriend, who was pregnant with my first son, and she asked me: ´after our going away party last week (December 16th) and an American officer was shot in cold blood for not stopping at a checkpoint of Noriega´s forces, what do you think the US government will do´?
I replied: well, knowing George Bush, I expect him to at least bomb some of the military barracks of the Panamanian defense forces. As if by cue, when I said the word ´Bomb´ we heard loud explosions. At first, I thought they were fireworks that Noriega liked to shoot off during parties, but they were so loud that our apartment on the front edge of Punta Paitilla was shaking. I opened the curtain and could see explosions across Panama City and right in front of the entrance to the Panama Canal Zone. First, the flash of light followed by a loud blast. It was obvious to me that an invasion had started. Our TV was on USA Armed Forces Radio & TV in the Canal Zone, and President Bush came on and said the invasion in Panama had begun and their goal was to capture General Noriega and prosecute him for his crimes against the USA. Then the electricity fell out! I packed a backpack with some small cans of condensed milk, as I am a diabetic and may need the sugar if we are left on the street. We stayed in our apartment and heard C-130 airplanes start circling Punta Paitilla. As I continued to peek through the curtains, red tracer bullets started flying in front of our window. I placed our mattress against the window and waited. Later I heard that 4 NAVY seals had been killed during the take-over of that airport.
The next few days were very tense, as Noriega´s henchmen attacked some apartments in Punta Paitilla, rounding up some Americans and even killing one US civilian.
The US offered US$ 2 million for news about where Noriega was, and even though I saw someone step out of a blue sedan inside the compound of the Vatican Embassy in Punta Paitilla, who walked into the front door and had khaki clothes on and look a lot like Noriega, I did not report it and did not earn that bounty.
Two days after this, we saw a lot of US tanks close all entrances to Punta Paitilla and started playing loud heavy Rock music. This was a psychological warfare against Noriega, who had hidden himself inside the Vatican Embassy.
Obviously, all flights into and out of Panama were canceled, and we were not able to take our flight with KLM, which we planned to take on December 22nd to Aruba to spend Christmas and New Year there, and then fly to Amsterdam.
On January 3rd, the US Army brought in a helicopter and landed it at San Augustin School, which was right across the street from the Vatican Embassy and extracted Noriega from Panama. They later flew him to Florida and put him on trial in the USA.
KLM announced that the first KLM flight allowed to enter Panama would come on January 6th, and we were allowed to fly with it. After being taken by a bus to Tocumen Omar Torrijos Airport, we had to open our suitcases in the airport and had drug-sniffing security dogs check all our bags. After 2 hours, we were allowed on our flight, flanked by many US soldiers with machine guns. We first flew to Aruba and spent a couple of days there. On January 14th we flew with KLM to Amsterdam.







STEPS TO THE SECOND ENCOUNTER

While I spent most of the 80´s in Panama, I spent most of the 90´s in The Netherlands, or at least working from the Netherlands. My first job was in Amsterdam, where I worked for Citibank and Diners Club International. Diners Club was a division of Citibank in Germany, Belgium, and The Netherlands. The Citibank office, at least the Consumer division, was concentrating a direct sale of credit to consumers. They had a small sales team who worked with many independent credit salespeople. It boiled down to a freelance salesperson selling credit to consumers. The salespeople were responsible for offering credit to local individuals, not companies, and they would track how the person pays off his debt to the bank. The sales people would earn commission on the interest rate applied for the credit. I had never worked with this method before, and even though I thought it was a very smart way to ´sell´ credit to consumers with no physical offices required. Credit control was handled by our office on Weesperstraat in Amsterdam.
I was assigned to handle Diners Club in the Netherlands, and since Citibank did not want to further invest in Diners Club, and what I was not informed of at the time, they wanted to sell it to a bidder. They eventually did sell it a couple of years after I left Citibank in 1993.
While I was working for Citibank, I would travel quite often to the office in Brussels and to Frankfurt for meetings.
My success with Diners Club started when I decided to use free-lance sales people to open accounts with card accepting merchants on a pure commission basis. This worked so well that we went from only 13.500 card accepting points to 38.000 in a matter of months. As I had no budget to do any direct marketing or advertising to recruit new members, I concentrated on communicating with the main cardholder and add his spouse or partner as a cardholder. This also worked quite well, because next to the very small data-base of only 64.500 cardholders compared to the 128.000 Amex cardholders and more than 300.000 cardholders of Eurocard (which was MasterCard) and Visa each, I was still able to add 28.000 new cardholders, who were the spouses or partners of our main cardholders. This, together with the rapid increase of card accepting points, we increased transaction volume by 35%.  At some point in 1993, the Head of Citibank Visa met with me in our offices in Brussels and asked me if I wanted to move to Citibank Visa. This is one of the missteps in my career I regret, because while Citibank wanted to get rid of Diners Club Credit card, they were investing heavily in Citibank Visa. I decided not to accept the offer and stay with Citibank Diners Club in the Netherlands. 
In late 1993 I was approached by a headhunter who said that PolyGram Music was looking for a manager to head their new CD Club in the Netherlands. They required someone with direct marketing knowledge with an affinity for the music business. I presented myself, and the combination of my music background, knowledge of back catalog in the recording industry, and the experience I gained in direct marketing working for Citibank Diners Club, I was the right man for the job. I became general manager of Music Plus V.o.f., a joint venture with 50% PolyGram, 25% Sony Music, and 25% Warner Music participation. The plan was to work on the IT system of Brittania Music Club in Ilford, London, UK. John Nelligan was the CEO of Brittania Music Club, and he reported directly to Alan Levi, CEO of PolyGram Music. I loved this job because it was a start-up and my direct marketing campaigns in the Netherlands were highly successful. Through the Joint Venture, I came in close contact with successful artists like Marco Borsato in Hilversum, The Sony Music group No Limit, and other great musicians like Chris De Burgh, Sting, and many more. Because I was the general manager and was successful and grew the music club quickly to 200.000 members and we broke even in our 2nd year, I had a lot of power in the Dutch music industry, because when I decided which artist would become our CD of the Month, I influenced the position in the charts. With 25.000 CD sales of the CD of the Month, I could push a record to the top of the charts, as happened with Marco Borsato.
Since Polydor Music was one of the major labels of PolyGram Music, they invited me to the presentation of Andrea Bocelli in Hilversum. I was impressed and we made his first album with Polydor CD of the month. It was an impressive, if simple performance of Bocelli accompanied by a pianist on a Steinway. Later in my music career, I would have another chance to achieve success with Bocelli.
In 1996, the 3 joint venture partners decided to not continue with the CD clubs, as in Italy and Germany, the JV was losing money, and in the Netherlands, we were under pressure from retailers to stop the CD Club. The owner of Free Record Shop, a major retailer at the time, was adamant that only retailers should be allowed to sell CDs directly to music lovers. I met the owner of Free Record Shop, Hans Breukhoven, quite a few times, and we discussed the issue of Record Companies selling directly to the public, which was a huge threat to his retail outlets, he felt. I explained to him that the way I saw it, the public would continue to make copies of CDs with their PCs and would prefer to buy CDs and single titles directly via the internet, even though at the time in 1998, Apple had not launched iTunes yet. 
In 1996, PolyGram instructed me to sell Musi Plus V.o.f and hand the database of customers to Berthelsmann CD Club, which was owned by BMG, Berthelsmann Music Group. As I would not have my job anymore, Rick Dobbis, who was President of PolyGram Music Europe, said they did not want to lose me as I was a good manager, and he sent me to Brazil. In 1996 after a very successful year of record sales, I went to Rio de Janeiro to start up a JV between PolyGram Brazil and Abril Publishing Company in Sao Paulo, the largest book and magazine publishing company in Brazil with a database of 11 million customers, who bought various magazines, from Playboy to Donald Duck cartoons. I spent the next year traveling between Amsterdam and Rio de Janeiro, and on Mondays, I would fly to Sao Paulo to run the CD club and build the database, set up a data-entry center, and negotiate the deals with Sony Music Brazil, Warner Brazil, EMI Brazil, and BMG Brazil. I always had loved Brazilian music since the days I played with my band Sun Formation in Aruba in 1975-1976. While I was working for Nestlé de Panama from 1986-1989, I took part in marketing and sales training in Sao Paulo, Brazil, during which I saw Elba Ramalho en de Canecão Music Venue in Rio. I took Portuguese classes from a Portuguese language teacher, who was a Nun from Rio de Janeiro, while I was doing my Master's in International Management at the American Graduate of International Management in 1980 and 1981. This was another reason that John Nelligan asked me to negotiate the Joint Venture in Brazil.
We launched the Joint Venture CD Club in 1997 exactly on the date I had planned it for. We quickly reached 900.000 members and customers were so hungry to buy CDs directly via mail, that they would write their orders on all sides of the order forms. Part of the success was that I was able to sign an agreement with Sony Music to have their most popular Artist, Daniela Mercury, in our catalog, and even were allowed to use her photo on our envelope.
After the success of the JV in Brazil, PolyGram Music asked me to become the general Manager of their record company in Portugal. First, I was to become the marketing and sales manager, and then take over from the General Manager, José Marin. At first, it wasn´t easy, as Mr. Marín was more of an accountant than a marketing and music marketing person. This is important, as it also happened to my future employer Holiday on Ice, after it was taken over by Endemol BV. But I was a risk taker, and even though I was already considered as ´old´ for the recording industry at 40 years, I was excited to be able to take part in selecting the Portuguese artists we would sign up, as well as selecting where to invest our advertising money and push those hit records from abroad, which I felt had a better chance of success in Portugal. When I arrived, PolyGram Music Portugal commanded a 16% market share and was earning not much more than € 1 million profit per year. Rick Dobbis felt that PolyGram, which had labels like Mercury, Polydor, A&M, and Motown Records, and had a lineup of great hit-producing artists like Bon Jovi, Sting, Shania Twain, ABBA, Stevie Wonder, Melissa Etheridge and many more. But its biggest problem was the lack of successful local Portuguese artists. They had only one very successful artist called Pedro Abrunhosa. I had done my homework before moving from Brazil to Portugal, and asked my future colleagues in Portugal to send me the CDs of their artists. I recall that when I placed the CD of Pedro Abrunhosa & os Bandemonhos in the CD player, and the first song exploded out of the speakers, it was ´Nao Da´, which means ´No Way´. This was a hard funk horn production, in which the singer pumped out a Rap followed by a chorus line that simpy said ´Nao Da´, ´No way´, if you think you can convince me with your wonder-bra, sitting on the sofa´. The horn licks were very jazzy, and intrically arranged between a strong beat, bassline and guitar, on a basis of clavinet funking everything up. It sounded like Tower of Power, but in my view even better. What I didn´t realize was that not this song, but a very slow ballad called ´Se Eu Fosse o teu Olhar´(´If I were your eyes´). It had been selected as a theme song for a telenovela on Portuguese TV, which was the driving force of the album sales. It ended up selling 160.000 CDs, not a large number when you compare with other European countries, but for Portugal it was huge and achieved 4 Platinum records. This artist inspired me to go to Portugal and try to find more hit acts among their musicians and singers. Portugal was not known for Funky music, nor Rock & Roll, or Pop. It was known for Fado, a music style I became infatuated with and later, when I was working there, I spent many evenings in Lisbon going to Fado restaurants.
Since I loved Brazilian music before even working for PolyGram, I heard a song on the Radio in Rio called ´Mila´ by Netinho. This was the new wave of Brazilian hits that came from Nordeste (North-Eastern) of Brazil, more specifically Salvador da Bahía. As a matter of fact, on my first night arriving in Rio, I asked my new colleague at PolyGram Music Brazil, if he could take me to a place where I could listen to good live Brazilian music. The first place he took me though, was a Plataforma Show, which is a large stage where beautiful girls in large Carnaval costumes danced for tourists. It was a beautiful show, but I respectfully told him that I wanted to listen to live music and not a costume show. I wanted to see something like what I saw in 1986 in the Canecao by Elba Ramalho when I was in Brazil for management training by Nestlé. He apologized and took me to a bar in which a wonderful Bossa Nova guitarist was playing the music I so much loved. He was with his wife and the evening and music were pleasant. But I was a little frustrated, because I wanted to experience a place with young Brazilians would be dancing to some powerful dance music. Both he and his wife looked at me excitedly and he told me his wife was the secretary of a famous Band from Bahía called Raza Negra (Black Race) who were playing that night on Ilha do Governador, a small Island in the middle of a large lake right behind Copacabana and Ipanema beach. I said ´Yes, let´s go there´.
We drove to the long pier where we could walk across the lake to Ilha do Governador, and when I walked inside, it was powerful carnivalesque music to which young men and women were dancing. Most men had taken off their shirts, and the pounding rhythmic music of this band had everybody sweating and dancing wildly. It was so humid that the windows were all steamed up. This was one show I was not going to forget easily.
By now you may ask yourself why I am talking about my experience rather than about Holiday on Ice. But some steps led to some poor decisions in my career, and also affected my future, and definitely some bad decisions while I was running HOI, as it was often called.

It was during this exciting one year that I worked in Brazil, that I made one of my biggest mistakes, and which I regret the most. Even though I had asked my wife, and the mother of my 2 sons to come with me to Brazil, as PolyGram wanted to have me stay in Brazil and manage the CD Club, she decided that she did not want to live in Brazil. Her reasoning was, that she came from a city that was chaotic and dangerous, and she did not want to move to a country, where it was even more dangerous than Panama, and would have to live locked up in an apartment complex in a city she did not know with two small children. My eldest son, Stefan, was 8 years old, and my youngest, Paul, was 5. I did understand her reasoning, but It led to me being single pretty much the whole year in Brazil among many gorgeous and quite promiscuous women. So, during that one year, I dated many girls in Rio and Sao Paulo. One of them was a very beautiful psychologist living in Rio. I liked her a lot and we spent many weekends on the beaches near Rio, like Busios, which Brigitte Bardot discovered in the 50s and it became a popular destination. 
During my travels back and forth between Brazil and Amsterdam, Rick Dobbis, PolyGram Europe´s President, asked me if I would accept to move to Lisbon, Portugal, and run PolyGram Music Portugal. So, my wife and I met up in Lisbon to see the city and discover where we would live in the coming years. We both loved it very much, but regrettably, my wife discovered curly red-brown hairs in my brush. She could see that they were not hers, even though she had very much the same type of hair as the girl I was dating in Rio. Of course, we had a bitter argument, but I decided to tell her that I indeed had been seeing another girl. She said she would forgive me, but this was very far from the truth. As I continued to work in Brazil for a couple of more months, staying in the Copacabana Palace on the Copacabana beach and spending time with my lover there, my wife went back to our large house in Wilnes, The Netherlands, and started going out during the weekends with my sister-in-law, the sister of my brother´s wife. During this time, my wife had met another man in Holland and started dating him. But I did not know this at the time.
In Rio, I told my lover that I had decided to stay with my wife in Holland and continue with her and my two sons. In July 1997 I moved to Portugal, and my wife and I selected a large house in Cascais, which was the expats' favorite town to live in. PolyGram paid for my rent, and even paid me extra for living in Portugal. I could have kept the house in Wilnes, which at the time was worth 700.000 Guilders. I sold it for 750.000 Guilders. That I my 3rd biggest regret, as today that same house is worth 1 million Euros.
The 4 years I lived in Portugal and worked in Lisbon were incredible. I was very successful as managing director of the recording company, mostly because I signed up the first boy´s band in Portugal, Excesso, who ended up selling 160.000 CDs, I made a TV deal to sell Andrea Boccelli´s album with Con Ti Partiro on it, and one week before the campaign started, Versace was murdered on the steps of his house South Beach Miami, and Boccelli sang at his funeral, which was transmitted worldwide. We ended up selling 240.000 CDs (6 Platinum Records). I also signed up with an English rock band from Leiria in Portugal called Silence 4, which became the biggest-selling artists in the history of the Portuguese music industry. I also decided, against the recommendations of my Portuguese colleagues, to launch the single ´Mila´ by Netinho, which was a huge success in Brazil. They felt that this type of music was what they call in Portugal ´Pimba´, similar to what Germans called ´Schlager´, which was a denigrating way to express an opinion about a type of music. However, the largest radio station in Portugal was Radio Cidade, which played a lot of dance and Brazilian music. The head of the radio station called me up and said ´Ruud, I am going to make ´Mila´a hit´. We sold 160.000 CDs (4 platinum), which I handed over to him on the stage of O Colliseu, which was the largest concert venue in the center of Lisbon. I also released the album Banda Eva with Yvette Sangalo, another hit from Brazil which I saw in Rio on Ilha do Governador. It was clear that I had a nose for figuring out what the public wanted to buy.
This all occurred in 1998, so as I was managing director PolyGram Portugal went from 18% market share to 27%, sales increased by 108% (it more than doubled) and profits surged by 115%, also more than doubled. I was the newest star among the country managing directors in PolyGram. But it was also clear to me that the industry was being disrupted by new technology and that the music-buying audience, which is mostly comprised of kids between 15-35 years old, was moving away from retail store buying and buying complete albums. 
In 1999 Universal Music (MCA), which was owned by the Seagram company from company and run by Edgar Bronfman Jr., whose only knowledge and experience in the music business was that he had composed a song that Celine Dion recorded, decided to pay US$ 10 billion for PolyGram music. This combined the 5% World market share of MCA/Universal Music Group with the 20% of PolyGram, even though Universal did have a greater market share in the US, especially through the Interscope label.
I was chosen to lead the company in Portugal, which was a very small country compared to all the other markets. But my ego got the best of me and I felt I had achieved a miracle in Portugal and deserved a higher salary as well as a better position than managing director of a small market like Portugal. The new CEO invited all managing directors to a meeting in San Francisco to discuss the future of the music business.  During Edgar Bronfman´s presentation, he said that this year, 1999, the total revenue of the company was US$ 765 million worldwide, and he expected that in 2000 this would increase to US$ 1 billion. I was completely astounded because it became very clear to me that the new owner of the company had no clue of what would happen to the music industry. But I also saw that this was true for all record companies. Sony, Warner, BMG, and EMI all did not have a cue that record buyers would start buying singles rather than whole albums, and the distribution of music recordings would be fully disrupted by the likes of Apple i-tunes, and free music through Napster, and even the promotion of music was going to change and digital distribution and promotion through videos and MP3 sales and downloads, was in my opinion, already going to change our music industry in 2000. During a presentation I had to make to Doug Morris, CEO of Universal Music, I showed charts of how quickly I grew our market share and profits in Portugal, he asked Jorgen Larson, who was the President of UMG Europe after the take-over, why someone with my talent was stuck in Portugal. 
However, my arrogance due to my success took the best of me, and after respecting the management of PolyGram Music very much, like CEO Alain Levi and Rick Dobbis, I could not help myself other than to say straight out at a dinner with Jesus Lopez, my new direct boss who ran Iberia and Latin America, and Jorgen Larsen, that I had little respect for the new Universal Management team. But mostly that lack of respect was directed towards Edgar Bronfman Jr. who thought that UMG was going to achieve a growth in profits to US$ 1 billion the following year. Nevertheless, when I met with Jorgen Larson in his hotel suite in San Francisco to discuss my future and potential move to manage a larger market, he flat-out told me that he would not be interested to move a ´virus´ to a bigger market.
Based on this and my own understanding that the indirect selling of recorded music through record stores had no future anymore, I decided to negotiate an exit package with Jesus Lopez. It was also my greed that pushed me to do this as soon as possible. I was earning a great salary of € 185.000 plus bonusses, I negotiated a package of € 350.000 to leave. This is another one of my regrets, as I was good at what I was doing, made good money, and had a future in the music industry.
Another incident also impacted my decision and blinded me. In May 1999 I discovered that my wife was seeing two men in Holland. I understood that she had done this as revenge against me cheating on her in 1996 and 1997 in Brazil, it was also clear she was looking for another man to continue her life with. There was no love left in her for me. You can see it in the eyes of your woman, once she decides she does not love you anymore. It is that look that sees right through you with anger on her lips every time you try to be funny at a dinner table with friends.
Once I discovered this, I left our house and moved into an apartment. She also found another apartment, and even though I tried to talk to her to convince her to stay together for the sake of our 2 sons, it became obvious that she had moved on. So, that also pushed me to leave Portugal and quit Universal Music.
In May 2000 I got my exit package and started looking for a new job. In December 2000 I was called by a headhunter from Amsterdam, who indicated there was a job at Stage Entertainment BV, at that time called Stageholding BV (later called Stage Entertainment BV), which was owned by the previous co-owner of Endemol BV. She felt I would be the right man for a newly created position at Stageholding BV: marketing manager of Stageholding BV. Reporting directly to Joop van den Ende, the partner with John de Mol, who sold Endemol BV to Telefonica for an astounding € 5,5 billion. They split that into € 1,5 billion for top management of Endemol BV, € 2 Billion for Joop, and € 1 Billion for John. I later learned that suddenly becoming a billionaire had such an impact on Joop v/d Ende, that he had to go into complete rest for a couple of weeks. The fact is that while Telefonica wanted to expand their mobile telecom business with content, and they bought Endemol mostly because of its big TV hit Big Brother, the President of Telefónica who was responsible for this purchase, Juan Villalonga, was fired not too long after the purchase of Endemol BV. In the end Telefónica, after placing the blame on Villalonga as the sole reason for that overpayment for Endemol, sold Endemol for € 2,6 billion in 2005. As if the rest of the board of directors were not responsible for that failed purchase which made instant billionaires of Jood vd Ende and John de Mol.
But Seagram also made a huge blunder when they, under the leadership of Edgar Bronfman Jr, paid US$ 10,6 billion for PolyGram Music in 1999.  A few years later they sold Universal Music Group to Vivendi in France for a mere € 2 Billion. I could have warned the owners of Seagram that Edgar Bronfman Jr. had no idea what he was doing when he bought PolyGram Music, as he did not see the complete disruption of the music industry coming.
I had decided at the right time to leave the music industry at the beginning of 2000 and was looking for a job in live entertainment.
When Telefónica took over Endemol BV, they did not want any of the live entertainment units, which was Joop van de Ende´s area, and included Joop vd Ende Theater Productions (mostly Musicals), Wentink Events, and Holiday on Ice Productions. They were only interested in the TV productions, which were mostly John de Mol´s department. He was told he could not enter TV productions anymore, which was also true for Joop and Ende. It is important to know how Endemol started and grew. The two entrepreneurs were TV producers, who got the licenses to produce Dutch and German versions of The Price is Right, Wheel of Fortune, and other popular TV programs in the USA, for the newly started RTL Commercial TV station in Europe, which was running as a pirate TV station from Luxembourg, as in Holland Germany, there were only government-run TV stations (in the Netherlands Nederland 1, 2 and 3, and in Germany ARD and ZDF, which were and still are financed by taxes levied on their population, even though they now also earn from selling advertising. 



SECOND ENCOUNTER

I flew to Amsterdam to meet with the female head-hunter who felt I was perfect for the newly created position at Stageholding BV. My mother, who had been living in the South of Holland since 1986, also told me that I should go and work for Joop v/d Ende, owner of Stageholding BV, later Stage Entertainment BV.
After I met with the female head-hunter, an attractive lady in her late 30s, she invited me to her apartment in Amsterdam South. We ended up in bed with each other. That night I received one of the nicest compliments a woman ever gave me: she said ´You have a Godly body´ (je hebt een Goddelijk lichaam). I was flattered, as I did have a fit and slim body at that time, I did not feel it was Godly, or heavenly.
In any case, I went to the offices of Stageholding at Museum Plein, where the Rijksmuseum was also situated, as was the Van Gogh Museum. It was a cold windy day for a November afternoon, and a light snow was falling across the grass field. During the meeting, I first got to meet with 
Casper Gerwe, Head of HR for Stageholding. He explained to me that they were looking for a marketing manager who would be able to be Mr van den Ende´s right-hand man. This meant managing and optimizing the marketing of all aspects of the business: Joop v/d Ende Theater Productions, Wentink Events, and Holiday on Ice Productions BV. The marketing manager of Joop v7d Ende Theater Productions, was an ex-colleague of mine at PolyGram Music, and who I had met at the Britt Awards in London in 1998. They were having good experiences with ex-Polygram employees.
After that meeting, I got to meet the rest of the management team: Erwin van Lambaart, CEO of Joop vd Ende Theater Productions, Robin Delevita, Creative content director, Bart van Schriek Financial Controller, and Erik-Paul Dijkhuizen, CEO of Holiday on Ice Productions.
The meeting was very pleasant and I felt good being again among such top professionals. I had that when I was working for PolyGram Music and I had a lot of respect for all my bosses and colleagues like Alan Levi, CEO of Polygram Music when it was taken over, Rick Dobbis, President of Europe for PolygRam music, and successful general managers in the various countries, like Pascal XXXX, PolyGram France and Wolf Grammatka, PolyGram Germany. I had lost my respect for the top management when Universal Music took over. I did not get that professional vibe from people like Jesus Lopez, Head of Universal Latin America nor Larsen, head of Europe. I did have respect for Doug Morris, head of Universal Music USA. With my arrogance and my big mouth, I stated that during one of our first dinners in San Francisco. But the person I had the least respect for was Edgar Bronfman, as in my opinion, he had no clue of the major change that was about to take place in 2000. He was the major reason I decided to leave Universal Music.
After the meeting with the management team, I sat down with Joop v7d Ende. He was known to be a difficult man, and most employees did not last with him. I did not have an issue with him, and our interview was pleasant and productive. During the conversation, I told him that I was pretty much a Pitbull and did not let go until the job was done. This was true as I was known as tenacious and direct. He must have liked what I said, as after the meeting I traveled back to Lidon, where I was living at that time.
I received the draft contract from Stageholding one week later. It was a very good offer, and my salary was going to be similar to my last salary earned at Universal Music, which was very good. However, because of all the information I gathered about Joop v/d Ende and his attitude towards his top managers, it took me 2 months to decide whether I would accept the job. 
Finally, in January 2000 I made the decision to accept the contract and my start date with Stageholding would be April 2000. What I had learned in the meantime about Joop v7d Ende was that when Telefonica decided to purchase Endemol, they had prohibited both former owners, Joop vd Ende and John de Mol, from working in TV productions for a couple of years. However, they also did not want to take over any of the live entertainment productions under Joop vd Ende, this meant Joop had to continue with Joop vd Ende Theater Productions, Wentink Events as well as Holiday on Ice Productions BV. I also learned that during the takeover by Telefonica, the fact that Joop would get e 2 billion, as would John the Mol, basically caused Joop to have a nervous breakdown. This all happened in 1998 and 1999.
Telefonica was only interested in hit TV productions such as Big Brother. To me, it seemed obvious that the CEO of Telefonica had bet too hard on those productions, and it would be difficult to recoup the expensive price he paid for Endemol BV, which was € 5 billion. But this all occurred during the internet bubble and companies were falling over each other to buy content producers for the upcoming rule over the internet by companies like Apple, Microsoft, etc. 
I am sure that all of the management of Telefonica was aware of the expensive purchase of Endemol, but shortly after the takeover, the CEO of Telefonica was fired. 
Before the take-over by Telefonica, Endemol had also aggressively invested in some poor decisions: the biggest one was the purchase of the European branch of Holiday on Ice Productions BV. They paid € 14 million of HOI in 1996 and that unit of HOI was producing poor results for a long time. I believe that Joop and Ende thought that he could re-build the brand and use his marketing prowess to make it predictable again. But this never materialized. From 1996 to 2002 HOI lost another € 14 million. With a yearly production cost of € 3 million per show and producing 2 shows every year, which required a write-off within 3 years over touring of 45 skaters and additional technical staff for the Ice Equipment, and poor marketing and weak sales of shows outside of Germany and the Netherlands, it was losing about € 2 million each year. While Telefonica paid € 5,3 billion for Endemol, it had to sell it a couple of years later for € 3,5 billion. That´s a loss of almost € 2 billion in just a few years. In fact, John de Mol bought back Endemol in 2007 for € 2,6 billion. The 2000s were very different years than the 90´s and many companies lost lots of money on wild investments in the internet or content for the internet.























FIRST DAY AT WORK

I finally moved to Amsterdam in April 2000 and started working for Stageholding BV. My first day at work was going to be May 1st, 2001, and I was to travel to New York City to be part of the Stageholding team and attend the Premiere of the musical 42nd Street. Since May 1st is a holiday in the Netherlands, Labor Day, I assumed I could park anywhere. I had forgotten that parking in Amsterdam is a real challenge, and when I went down from my apartment in East Amsterdam to get my car and drive to Schiphol Airport, my car was gone. I called the police, and they said my car had been towed and was in the pound in South Amsterdam. I still had time to take a taxi and check in on my plane to NYC. However, as is usual. The whole A10, the ring road around Amsterdam, was completely bogged down with traffic. A trip to Schiphol from this point normally did not take longer than 15 minutes. I sat in the taxi for an hour, and it became clear to me that I was not going to be onn time to catch my flight. I called the secretary of Stageholding to tell her I would not make it on time. She changed my flight to an afternoon flight to NYC. I was supposed to be on the flight with my new boss, Joop vd Ende, but this put a dent in it.
After I arrived in NYC we were to meet in a very impressive hotel right on Central Park. While I was at the cocktail party, Joop arrived, and he walked up to me. The charming man I had met in Amsterdam, now had a denigrating look at me. I did not know if it was because I had missed my flight the day before, but something had changed. 
The next day, we all met for lunch in Windows to the World, the very ritzy and well-known restaurant on top of the Twin Towers. Yes, this was 4 months before the 2 planes flew into these towers. The lunch was nice, but nothing spectacular. After that, Joop took me to a meeting with the management of the musical company Stageholding had partnered with in NYC. This is the theatre production company that had created and produced the musical Titanic, which had won 5 Tony Awards. Too bad that Tony Awards do not indicate if a musical is going to be a success. It is very difficult for a Dutch production company to get good reviews from the very tightly knit and mostly Jewish journalists on Broadway. From what I understood, Titanic ticket sales were sinking. Even though the production was amazing considering the stage tehcniques that were used to give the impression of a sinking ship, this was not a musical based on the hugely successful James Cameron´s movie version with that one big hit by Celine Dion ´My Heart will go on´. This musical was something completely different and that hit song was not in it. This would have a follow up for me in Amsterdam.
Later that week we went to the Premiere of 42nd Street, which was actually performed in a completely renovated Theater on the actual 42nd Street. This was a re-do of an older famous musical. The new version called for a staircase with many lights on which all the dancers would tap dance down the stairs, and the stairs were actually micked, so it sounded like mach9ne gun fire. During the after-party, I met Lisa Minelli and also saw Monica Lewisnky. It seemed that you would be invited to premieres like this this if you were famous or infamous, as long as you got the Press´ attention.
I realized that even though I had worked in the entertainment industry before with PolyGram and Universal Music, the musical business was quite different. But this was just my first week. During my interview with Joop and Ende before he offered me the job, he had asked me if I liked musicals. In my callous and pretty honest way, I told him ´no´. He asked me why. I told him that I had seen quite a few musicals, as my father took me to NYC when I was 12 years old and I saw ´Fiddler on the Roof´, which in Europe is called ´Anatevka´, as well as ´Hello Dolly´, both on Broadway. I told Joop that I was impressed by both musicals, but I also told him that in musicals the artists have to be able to sing very well, dance, and be able to act, and in my opinion, it was very difficult to find actors who could do all 3 things well. He asked me if I had seen ´Cats´, and I had in Amsterdam. I told him I did not like the singing of the actors in the version I saw. He told me I must have seen it with the second cast.  But even after my contentious comments, he still decided to hire me.
During our stay in NYC, I went to see Disney´s ´Aida´, with the music of Elton John and Tim Rice. I loved that musical, because the lead black vocalist, who played the role of Aida, had an amazing voice. In that musical was also Taylor Dayne, who I recalled my music days. I recalled the one-hit wonder with ´Tell it to My Heart´, but she was also very good in her role in the Aida musical, as her comedic timing was impeccable.
After my first taste of the musical World in NYC, we all returned to Amsterdam. 

While I was in Portugal in 1999, I went through a divorce with the mother of my 2 sons. This was the other reason I stopped working for Universal Music and wanted to move out of Portugal. My ex decided to stay in Portugal, but he would only take care of our youngest son. The oldest one was too difficult for her to handle. I was paying her quite a lot of alimony, but I was not able to convince her that it would be better for both children to stay with their mother in Portugal, as I was able to afford the international school there and in my new job, I would be traveling too much to be able to take care of him on my own. 
This created a difficult situation for me. I did buy a nice house in Amsterdam and had my oldest son live with me, being alone at home most of the time, he was very unhappy and was eating a lot in order to still his anger.
At the same time that I was starting my work in Amsterdam, my € 500.000 investments in stocks started plummeting due to the internet bubble burst and very poor advice from my bank Rabobank. Within 4 months I saw my portfolio drop by € 300.000 and it continued to tumble.
We had quite a few management meetings with the whole team, which included all the managers I had met during the interview.
During those meetings, I had noticed that most of the management team would sit either left or right of Joop and avoided eye contact with him. As I was new, I was seated pretty much directly in front of him. I did realize that there was a lot I had to learn about the culture within this company, as it had been through a lot during the last decade.
During one of the first meetings I attended, Joop raised the question of what to do with Wentink Events and Holiday on Ice, since both were losing quite a lot of money. While I should have kept quiet and listened to all the other managers there, who had much more experience than I did, I gave my opinion and said that ´if there are no synergies between the Musicals and Holiday on Ice and Wentink Events, they should be sold off´. I got the feeling that this kind of rash comment was not really appreciated by Joop, and the other managers kept quiet.
Joop would invite me to meetings with the Joop vd Ende Theater Producties team. During one of the first meetings, Rick Gemser, who was marketing manager for that division, was present and was discussing the flyer of a new musical called ´Rex´. Rick had worked with me at PolyGram, and now I was sitting there reviewing the artwork he was presenting to Joop. The musical Rex was a modern version of a Greek Homerus theater piece, in which a mother is not allowed to see her son at birth, and after years, the son meets his mother, and they fall in love. A very tragic story full of moral perturbations and contortions. With my limited knowledge of literature and theatrical masterpieces, I felt the musical had all the elements to be a great success. I had a problem with the flyer, and I felt it was my job as new marketing right hand of Joop, I had to make my reservations known. The flyer was a pale green with a red and white heart that looked like a piece of steak with a knife in it. With a name like `Rex´, the flyer was resembling the poster for dogfood. I did not express it that way, but besides this issue, I also asked why the first 2 photos on the listing of actors, were 2 gentlemen called Bolland and Bolland. Even coming from the music industry, I had never heard of these 2 composers. They had apparently written the lyrics and music for this musical. I felt it was more important to show the two main characters, the woman playing the mother, and the male main character who would become her son later in life. I also fel there was a very impactful photo of a blindfolded mother holding a bundle of a child wrapped in a blanket n her arms. That black and white photo in my opinion expressed in one shot everything this musical was about, and it should be on the front cover.
Of course, Rick did not like the fact that besides having to discuss his projects with Joop, he now had to contend with the opinions of another manager. Again, I should have been quieter and learn how things ticked in this quirky company. I was still in recorded music industry mode, where you are supposed to identify if a song would become a hit, and if yes, how to best market it through PR and advertising. If there was one thing, I was good at, was identifying what the audience would like. Even though I had no experience in marketing musicals, I did have an instinct that told me if a musical would be liked by the Dutch public.
In any case, my opinions were not implemented, and the musical went ahead with the marketing materials as they were- My mind was always very simple: if you confuse the audience, you lose your audience. For me it was clear that a musical called ´Rex´ with a T-bone steak on the over was going to confuse the audience. The musical went to become a flop.
Another incident which eventually led to my altercations with Joop, was the Musical called ´Rent´. Erwin van Lambaart, CEO of Joop vd Ende Theater productions, told me I should go watch this musical because it was very special. Again, I knew little about the history of this musical, but it was written and produced in NYC for a US audience. The story of young people who are all musicians, drug addicts, artists, people struggling to survive in the Big Apple while trying to make it there, and the relationships between gay men, lesbians and the other casts, may have had a great impact on an American audience, but as I was watching this incredibly boring musical, I was wondering ´where is the hit song that will pull the audience to come watch this musical´. At least during the first half there was none. I also could not understand why Joop would invest in producing this musical in the Netherlands, as the Dutch do not have a big issue with lesbians and gays, or with drugs, and only a little bit with struggling artists in a major city. The musical was of course in Dutch, but even so, I wondered who would want to come and sit through this boring story. I decided to leave at the break. When Erwin asked my opinion, I let hm know that I did not see the Dutch audience liking it, and that there was no good song in it, He told me to go watch it again because the main song was in the second half. My mind just went crazy: I have to wait until the second half to hear the first good song? Will most of the audience not also turn off, just like I did?
What I did not know, was that my opinions were being passed on to Joop. Little did I know that you were never allowed to question any of his musical choices or criticize any of the musicals they were producing.
So, six weeks into my new job, there was a discussion about how to increase ticket sales of the hit musical ´Saturday Night Fever´ with all the Bee Gees hits. I had seen the musical in Utrecht, and I thought it was fabulous and should be selling lots of tickets. I recalled one fantastic scene in the musical, which was a large finale, where all of the cast was dancing to ´Staying Alive´ and ´Disco Inferno´(´Burn baby burn´), so I made the comment ´All you have to do is use a video of that scene, and everyone will come´!
That comment burst the dam, and Joop went into a fit against me. He shouted across the table ´You have no idea how hard all these artists work and what it takes to produce a musical´. Everyone at the table was astounded, because no one, including me, had any idea why he reacted that way to my comment.
Little did I realize that all my comments had been fed to Joop with one thought in mind: for Joop to fire me. And they had been fed to him by Erwin van Lambaart and Rick Gemser. I had never seen myself as a threat to either one of them, but there was another instance in which Rick really got pissed off at me. I came from the direct marketing world, and one of the most important questions is always ´What is the CPA? ´. I had asked Rick this during our meeting discussing the marketing materials for The Lion King in Scheveningen. He asked me ´what is CPA´? I told him `cost per account´. How much does it cost to bring each customer in. He replied ´whatever Joop requires to fill the theater. He explained that it was more important to have the theater 99% filled no matter how much it costs. There was one element of that argument which I could understand: it is always more pleasant to watch a musical in a full theater than in a half empty one. A full theater gives the buyer of the quite expensive tickets the feeling he is watching a must-see musical, even if 20-30% of the visitors paid little to nothing for their tickets.
I tried to learn from this information, even though I knew it would be difficult for me to do marketing and sales in a different way, as I had so successfully at the Paint company where I started my career, or at Nestlé, or at PolyGram Music. Now that Joop had exploded over a comment, I thought was a positive commentary on the Saturday Night Fever Musical, I had to face a meeting with him. I went to his office, and he told me that I had no understanding of the musical business and that I also not trying to link up with others in his team. He was referring to the Premiere of Saturday Night Fever in Utrecht, where I decided to sit separately from the Joop vd Ende Theater production team. The reason I did not sit there, was that there was no space at that table for me and my German girlfriend. Also, she did not speak English at all, and I avoided putting her in a spot where she would not be spoken to by anybody.
Joop continued that he did not want me in his management team anymore and that I could go and do marketing for Holiday on Ice and Wentink Events. I had once before gave him this option, as I felt it would be difficult to navigate the politics of Joop, THE marketing Guru for musicals, Rick Gemser, who had made it clear to me that he did not want a new person in between him and Joop, and Erwin van Lambaart, who had now heard enough times from me what I thought was wrong with so many of the musicals they were producing. In my opinion, the biggest problems they had was too many productions being put on stage in Germany and the Netherlands. This was the result of Stageholding taking over Stella Musical Productions in Germany, who held most of the licenses of the successful musicals like Cats, Phantom of the Opera and more. But as Stella was struggling financially to keep all their theaters in Germany running, Stageholding took it over at a bargain price, and Joop saw his chance to become the largest musical production company in Europe.
So, in the end, it meant that Joop had rejected me within 6 weeks and wanted me gone. I wanted to go, because I did not feel I would survive in the ´snake-pit´ of Stageholding, as the management team of Stageholding themselves called it, and felt totally out of place within a company which was run by a Billionaire, who felt that he was the next best thing to God when it came to musicals and theater productions. During that meeting, the head of HR was present. After the meeting, I had a conversation with him, and he said that since he was on vacation the week before all this occurred, he did not understand why Joop went ballistic on me, especially because he though I was making a positive comment about the musical.
I later spoke to Eric Paul Dijkhuizen, who had become kind of a friend to me during my first weeks there, and he told me that if he were in my shoes and after Joop´s unjustified attack on me, he would have to told Joop to ´krijg de cholere´, which means as much as ´go to Hell´.

I took a deep breath and started to go through my options and decide what I would do. After the heavy move to Amsterdam, and getting my son integrated in a Dutch school, it was not going to be easy to pick up and leave again. Of course, what went through my mind was that I had made a big mistake to leave Universal Music a couple of months earlier. I was still convinced I had left the recorded music industry at the right time, and some of my ex-colleagues at Universal Music inn the Netherlands told me that I had impeccable timing, as the only thing they were doing now at Universal Music was firing staff as well as letting many of their artists without a contract.

After a lot of consideration, I told the head of HR, Caspar Gerwe, that I wanted to speak to Joop. We went together to that meeting, and I told Joop that I had through a lot about this, and that I would not resign and that I wanted to show him that he made the wrong decision to treat me this way, and that I would accept his offer to work with Holiday on Ice. I was firm and I made clear that his outburst did not affect me and that I would continue to work for him and concentrate on Holiday on Ice.
I was fully aware that Joop did jot like Holiday on Ice at all, especially because it had lost as much money since the day Endemol took it over, as Endemol had paid for it. 
Joop was pleasantly surprised that I had accepted his challenge, and that he got rid of me in his musicals, and said he respected my decision.
The office of Holiday on Ice was situated in Laren in the green heart of the Netherlands, and near Hilversum. I got a small office there and started to talk to everyone within the company to understand how the whole culture ticked. The Financial controller of HOIP, and English man, had been with the company for many years and came with the whole production when it was sold to Endemol. Even though he did not want to talk to me much, he did tell me some very interesting things about how HOIP was once a much larger company until the death of Morris Chafflen, owner of Holiday on Ice Productions in November 1979. His widow decided to sell the US operation to Feld Entertainment, who had become a large touring organization with PT Barnum circus, and a couple of the European managers kept the European offices going under the name of Holiday on Ice Productions in Amsterdam, and Switzerland.
Feld Entertainment had kept Holiday on Ice and Ice Follies going, even though it had been losing sales for a couple of years already. In 1981 Feld approached Disney Corporation and proposed to put Disney characters like Mickey Mouse, Sleeping Beauty and other famous characters in the HOI show. It took Michael Eisner, CEO of Disney at that time, only a couple of minutes to decide that it was not a great idea to place some Disney characters in a figure skating show that was more of a Las Vegas type production and was struggling to keep its head above water. As Kenneth Fled, the CEO of Feld Entertainment was leaving Eisner´s office with his drawings and tables under his arm, Kenneth turned around when he was already through the door and shouted to Eisner ´what if we call the show Walt Disney on Ice and base the whole show on Disney´s cartoons. Eisner invited him back to his oversized desk and they started working out the details. With royalties of 25% on Net Sales for Disney, Holiday on Ice US and Ice Follies both died, and in 1984 the show´s name became Disney on Ice with 5 shows touring the world with 50 skaters in each show. 
The team in Europe was led by the old team until it was sold to Endemol in 1996. Endemol purchased it for € 14 million.
My arrival at Holiday on Ice in 2001 was not met with any fanfare, as most knew that Joop did not like me, even thpugh that was not unusual, because Joop had fired many new top managers, or they left because they could not deal with his arrogance and attitude- The management team at that time included Eric Paul Dijkhuizen as CEO, Koen Melis as sales Manager, and Peter O´Keefe as Production manager. Most of the show were choreographed by Robin Cousins, a UK Gold figure skating champion in his younger years.
During the 80s HOI also brought Olympic Gold skaters in its show, like Katarina Witt from Germany. This gave the show a needed boost, but HOI kept losing money.
I assessed the company and took in the information I was given by Eric Paul as well as others in Germany and in France, where HOIP had just started working with Sylvain Moustaki, who planned the tour in France. I also traveled to the UK to discuss how that market was doing, and as I lived in the Netherlands, it was relatively easy to capture the reasons for drop in sales of Holiday on Ice tickets. I also had access to various consumer research reports that HOI had spent to track the opinions of the visitors.
During my time as Senior Product Manager for Baby Foods in Central America for Nestlé, there were also big packs of research laying around, which I realized that most product managers were not reading. After analyzing the research, it helped me implement a strategy to increase sales of Cereals by 45% in a market where they pretty much had a monopoly anyway. 
I decided to spend my time analyzing the research done about HOIP in my office in Laren. Many of the promoters in Germany and France were telling me that HOI needed a new more modern show to draw in younger audiences. There was even talk of modernizing the logo. I often countered that 60% of all HOI´s tickets were sold in Germany alone. In Germany the show toured all major cities as well as some small cities, and it was clear that the partnerships with the various venues, who took care of the marketing and PR in their city, was what was delivering the numbers of tickets. The partnerships were mostly a 60/40 co-promotion deals. This meant that production venue costs were 100% responsibility of the venue, and marketing and PR was split 60/40, 60% for HOIP, as was net revenue. HOIP was responsible for 100% of the show production and touring cost, and 60% of the marketing cost. However, even though the venues paid only 40% of marketing and PR, they decided almost everything regarding how the show was marketed and promoted. That meant that the marketing and PR in Germany was very splintered and there was no national media strategy. This was also complicated by the fact that 2 shows were touring Germany at the same time. When I joined HOIP the shows that were touring were Holiday on Ice in Concert, which had a small live band performing on a stage with the figure skating in front. The other show that had just been produced and was also touring was Celebration, which had a lot of contemporary music, including songs by Daft Punk and Madonna. The show would normally tour Germany, The Netherlands and France. In France they had just found a new promoter, Sylvain Moustaki, who was adding many cities to the tour and was doing quite well, but they also split the show to do 2 cities within one week. The reality of building ice floors and hiring a crew to build a stage and set up everything usually took at least 2 days to set up and 1 day to break down the show. To overcome this problem, they were using 2 sets of Ice floors to tour 1 show. This was a very costly endeavor, and it became clear to me that financially it was difficult to earn money in such a tour. The only profitable city in France was Paris, where they kept the show for 2 weeks straight and where all the marketing & PR was focused on.
In the Netherlands, there was one show touring and in each city the show took Mondays and Tuesdays to build up the ice floor and stage and play the venue until Sunday. This was much more profitable, especially when a city like Rotterdam, was the first city where the show was promoted. It was also promoted nationally. That meant TV and Press promoting one show. Netherlands was on a cost per visitor much more profitable, even though HOIP was responsible for all costs: venue rent, marketing and PR and touring costs. In Netherlands we performed in only 5-6 cities, but we did sell about 180.000 tickets between September and early December.
In the UK, HOIP was also responsible for 100% of all costs, expect in Brighton, where the was a 50/50 co-promotion deal. The show in Brighton was the Premiere, and followed by Exeter, Cardiff and Nottingham, but with no show in London nor any other major city. 
After Europe, one show was then moved to tour South America during the Summer months. In order to do all these countries, HOIP needed 3 touring shows, and the show that went to South America and sometime Asia, had been written off over the 3 years of touring. During the Summer a new show would be produced at Schiphol Airport in a large Hangar. These show, as I said before, Robin Cousins was usually the choreographer, but show designer was changed a lot, even though there were some regulars like Willy Bitak. Still. Robin and Peter O´Keeffe, 2 British working together, it was inevitable that they were more focused on producing a show for the UK than for Germany and France, which were their biggest markets. So, after the show was taken over by Endemol, the show had become a British show, even if it was owned by a very successful TV production company and Theater musical producer. But since Joop van den Ende never liked HOIP, he got involved very little, which is not the case of his musicals, where he was known to get involved in all production details, even down to yelling at the cast to put more passion in their performance.

So much for the operational and production side of HOIP from 1996 until 2001 which is when I joined the company.

As I was reading all the research laying around in my office, it became clear to me what the audiences in Germany, UK and Netherland were saying. My conclusion was that the most compelling reason for the audience to visit the show were:
1. Outlandish and beautiful costumes
2. The music production and recognizable songs used
3. Quality of the figure skaters

Joop vd Ende had divorced his first wife and married his secretary, Janine vd Ende. I do not know the details of the relationship, and most of this all happened before he had sold off Endemol to Telefonica, so before he became a billionaire. While Janine was a pleasant lady and the mother of Joop´s young children, she had no background to be an expert on Holiday on Ice. At one dinner at the premiere of a musical in the Netherlands, I tried to explain to her that I had found out through the research that the audiences were coming to HOIP because of the costumes in the first place. She was quite snooty and before I could continue, she said to me that the audiences only came to HOIP for one thing: Ice skating. Since I was still pretty new to the company and I had already been pushed aside by her husband, I decided not to waste my energy to explain to her what I had learned from reading the research, and I was definitely not going to share my opinion of what needed to be done with anyone.
I decided that I would not share my opinion with anyone anymore, because I learned very quickly that in the newly formed Stageholding the only one who knew everything there is to know about show business was Joop vd Ende. I saw so many failures being produced at Joop vd Ende Theater Productions while I was there, from launching the Musical ´Titanic´ in the Netherlands, even though it was a total flop in NYC regardless of the 5 Tony Awards it had won, to the opening of Disney and Elton John´s Aida, which had been successful in NYC, but had a weak cast perform the show in The Netherlands and in Germany and became a flop.
I did tell Erwin van Lambaart that there were some shows I believed would be very successful: The Sound of Music, Roman Polansky´s Dance of the Vampire and Saturday Night Fever. I had also predicted correctly that Titanic, Aida, Rent etc. would be flops, because I could not see the audiences pay more than € 70 per ticket, even if the whole experience (dinner, show and beautiful theatrical venues) were amazing, which was Joop´s formula. Erwin approached me one night at the premiere of another new musical and said how come I was so spot-on regarding the success of a musical. I told him I had been successful predicting which songs would be hits in various countries and that was part of my job and my success in the Netherlands, Brazil and Portugal, and I could smell a success in Musicals too. 
He told me I had been right with all my predictions.

As Germany was the most important market for HOI, I spent a lot of time in Hamburg a the Stageholding offices. The Managing Director of Stageholding Germany, Mike Klokow, who was Joop´s right hand man when he took over Stella, was a very pleasant and professional colleague, and we spent a lot of time talking about all the musicals he was producing in Germany and what I felt needed to be done to improve ticket sales in Germany, as HOIP was loosing sales for many years. In Germany, HOIP had hired a local marketing & sales agent to promote those shows where HOIP was 100% responsible for everything. This included large cities like Berlin, Frankfurt, and Hamburg, but also many small cities like Magdeburg, Braunschweig, which were interchanged every 2 years, and others like Chemnitz, where 2 top Olympic skaters came from, Nuremberg, 











