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Before I go into depth about the 2-Day Film School by Dov S-S Simens I feel that 

it is necessary to talk about why I decided to attend this event in the first place.  I found 

the Hollywood Film Institute on the web and after looking through their website I 

realized that they seemed to have a rather ambitious program.  Imagine being able to 

learn how to physically make a film and sell it in only two days, which is the focus of the 

2-Day Film School.  After some digging and heavy information gathering I thought that 

this could be either really good or really bad.  My reason for this kind of logic going into 

the class was that I have always felt, and so have most of the consumer population, that 

anything that says they can teach you to do a series of complex task in only a short 

amount of time is usually to good to be true.  I read some great things about the program 

from some very reputable sources and felt it was worth it.  The actually class session I 

attended was being held at a convention center in midtown Manhattan, New York, near 

Macy’s and the Empire State Building.  Naturally because of my tendency to try and to 

be late I was the first attendee to arrive on the first day.  The instructor, Dov S-S Simens, 

had also brought with him a series of books, for purchase; on filmmaking that he felt 

would be helpful to anyone really interested in feature filmmaking.  He also had a copy 

of his 2-Day Film School in a set of several audiocassettes available for purchase.  I 

decided not to purchase the class on cassette.  Instead, I am going to wait for Dov S-S 

Simens’s book coming out soon that summarizes his 2-Day Film School, which is going 

to be titled From Reel To Deal. 

Two things that Dov S-S Simens put to rest early on, and which I think were 

necessary, was that making feature films is a business its not art.  He told the class that, 

“they call it show business not show art.”  The next thing that Dov S-S Simens addressed 
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was the idea that most people say, “Well if he knows so much about it why doesn’t he do 

it.”  His response to this was that he has already done it and now he wants to teach it 

because he is a professional teacher and a damn good one.  Once these two things were 

put to rest it was now time get down to the business of day one of the 2-Day Film School. 

Day one was the day where Dov S-S Simens taught the class how to physically 

make a movie.  This segments taught us how to make our first 35mm, 90-minute feature 

film for $5,000 to $300,000 by shooting our film in 3 weeks or less.  The process of 

accomplishing such a venture starts with the pre-production process.  In feature 

filmmaking pre-production is by far the most important area of the filmmaking process.  

It is the foundation that the rest of the many aspects of making a feature film are built on.   

The first thing that you need to do is find the great script, and it must be a great 

script, it can’t just be a good script because good is not good enough, it must be great.  

Your first film will basically be a dressed up stage play, which means you will have few 

actors and one location, maybe two.  There are three ways that you can get the great 

script; write it yourself, writer- for-hire, or option a spec property.  You can do one, all, or 

a combination of these three methods.  For example you could option a spec property, 

write the treatment yourself, and then hire a writer to write the screenplay.  It is important 

that every time you write or change a treatment or screenplay to copyright it with the 

United States Library of Congress and to also register it with the Writers Guild of 

America to ensure that there is an adequate paper trail to protect you work incase of any 

alleged plagiarism or any violation of the copyright laws. 

Once you have the great script you then move on to the next series of phases, 

which are getting a cinematographer who has a very impressive demo reel and doing all 
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the proper legal work so that you can set up your production company in order to be 

ready to begin soliciting funds from potential investors.  When setting out to raise money 

you need to specify the dollar amount you are trying to attain along with how many units 

you are going to be selling, which will also include how much each unit costs and the 

percentage of the profits that will be received per unit purchased.  If you want to find 

potential investors Dov S-S Simens says, “Look in the yellow pages under Dentists.”  He 

brought it to our attention that there are a great number of people in the medical and other 

professional professions who are donating great sums of money to artistic causes such as 

opera, local theatre, etc.  These individuals are not really earning anything back in return 

for their generous contributions other than free tickets to all of the solicitor’s events and a 

tax write off.  The prospect that your endeavor could actually provide your potential 

investors with a financial return on their investment is a crucial selling point.  You want 

to try and find potential investors who have at least a three million dollar net worth.  

When you are raising money it is important to take your potential investor to the track or 

in this case your track is the theater.  Your job at this point to create an event and get 

investors to come to what has become known as a wine and cheese screening.  At this 

event you have the curtain open, show the cinematographer’s demo reel to the investors, 

and have the curtain close, then bring about five actors in to do a couple of live readings 

in front of the investors, present the offering memorandum packets, which should have 

been placed next to the chairs that the potential investors will be sitting in during the 

screening and the live readings prior to their arrival.  Remember you need to sell the 

sizzle and the glamour; the theater is glamorous, not you.  When presenting the offer to 

the investor you will offer them; first position, 50% of the profits, and 25% interest on 
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profit at payout.  The offering memorandum packet will contain all the details and 

information the potential investor needs to become an investor through purchasing units 

in your production company.  At the end of the screening you need to instruct the 

potential investors to leave the completely filled out offering memorandum packets with 

your assistant(s) on the way out of the theater.   

Once you have your investors and their money securely in the bank then it is time 

to begin getting the rest of the elements needed to make a feature film together; crew, 

equipment, materials, permits, insurance, actors, etc.  Dov S-S Simens teaches you how 

to physically make a feature film by writing thirty-eight bank checks for the following 

items and services;  

1. Producer 
2. Writer/Script 
3. Director 
4. Cast/Actor 

Above the line 
5. Film Stock 
6. Lab I (shoot) 
7. Camera 
8. Expendables 
9. Sound Equipment 
10. Sound Transfer 
11. Light/Grip 
12. Dolly 
13. Director of Photography 
14. Production Manager/Line Producer    
15. Production Designer 
16. Crew 
17. Art 
18. Wardrobe  
19. Permits 
20. Insurance 
21. Sync & Edge 
22. Sfx/Stunts/Car 
23. Locations 
24. Office 
25. Publicity 
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26. Food 
In-The-Can 

27. Film Edit 
28. Lab II (edit) 
29. Sound Edit 
30. PPS—ADR (Adding Dialogue After Filming) 
31. PPS—Foley (Adding Other Sounds After Filming) 
32. Music/Score 
33. PPS—Mix (Taking Between 30 to 60 track of sound down to just 3 (Sound 

Effects, Music, Dialogue) 
34. M&E (Music & Sound Effects, Used to Apply Foreign Language Dialogue) 

The Edit 
35. Titles 
36. Optical Transfers 
37. Cutting/Conforming 
38. Lab III (Answer Print) 
 
Once these elements are all in place it is time to shoot your film.  It is now time to 

start getting yourself noticed by the people who most likely will be purchasing and 

distributing your film at a later date.  These people are called Acquisitions Executives 

and their job is to purchase independent feature length films for the so-called big 

Hollywood studios and release them in theaters.  The first thing you can do to get noticed 

by these individuals is to get your production posted in the industry trade journals, which 

includes the Film Production Chart in Daily Variety’s Friday issue and the Production 

Section of the Hollywood Reporter’s Tuesday issue. The Acquisitions Executives look at 

these trade journals for new films going into production to find films that they might be 

able to purchase once they are completed.   When the Acquisitions Executives call you, 

when you’re in production, tell them to come out to the set, they wont, but still ask them 

anyway.  Also on the first day of shooting your feature film make sure you hire a still 

photographer to take pictures of you production and make sure the photographer makes it 

look bigger than it actually is.  For example get a picture of yourself standing next to an 

actor, holding a script in one hand, and pointing at something off in the distant with the 
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other, and both you and the actor are staring in the same direction.  These pictures will be 

placed in the press packets that you will create.  The press packets will be in glossy 

double pocket folios with the films title and three color pictures from the first day of 

production and a little story (marketing) line on the cover.  Inside the press packets will 

contain seven to ten photos from the first day of shooting, a business card or two, 

headshots and resumes from you and the key actors in your production, your own 

biography (three pages double spaced), a one page synopsis of the script (double spaced), 

and a one page story about how you got your film made (double spaced).  Once you have 

the press kits finished send them to the Acquisitions Executives at the so-called big 

Hollywood studios.  When the Acquisitions Executives call, after your film is finished, 

they will ask you in you have a tape of your film, say you don’t, because you want to get 

them to see it in front of a paying audience, similar to the kinds that are at feature film 

festivals.  Like your investors you need to take the Acquisitions Executives to the track as 

well.   

 Now your film is complete, you’re broke or quickly approaching it, and all you 

have to show for it is thousands of feet of celluloid and sprocket holes, also known as a 

complete full length feature film.  Now it is time for you to try and recapture your 

investment by selling your finished feature film to a distributor’s Acquisition Executive 

that has the prints and advertising money needed to release your film in theatres.  One of 

the most common ways to go about selling your finished film is to enter it into a film 

festival, hopefully, has some level of high-ranking status with the film industry.  

Unfortunately your choice of festivals is limited by two variables; first the fact that you 

are, or rapidly approaching, broke after making your first feature film and second is the 
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time of year when you finish making your feature film.  You have to apply to get into any 

of the film festivals and the competition level is very high at the more prestigious film 

festivals, such as Cannes Film Festival (Spring) and Sundance Film Festival (Winter), 

which are taking place around the time you finish making your first feature film.  Getting 

into a festival and the chance that you could sell you movie is important so that you can 

start making back the money you spent making it.  Be sure to pick the best film festival 

possible because the three biggest buzz generating events that the film festivals will want 

your film for is its World Premiere, North American Premiere, and its United States 

Premiere.  One thing that you must keep in mind is that festivals are not free.  Your 

expense will include things such as an entrance fee, submission fee, sending a VHS tape 

of your film, sending a print of your film if it is accepted, and your travel expenses to 

name a few.   

When your film gets accepted into the film festival you will need to acquire the 

services of an attorney, producer’s representative, or an agent to aid you in brokering the 

deal to purchase your feature film with the Acquisitions Executives.  The attorneys, 

producer’s representatives, and the agents will most likely seek you out once they see you 

have been entered into one of the more prestigious film festival because they want to 

share in your potential success.  The film festival director will most likely try to get the 

press to interview you about your feature film so you will get some free publicity from 

simply being in the film festival itself.  Dov S-S Simens says that you can spot the 5 to 10 

Acquisitions Executives because they are usually waiting in the lobby.  He says that they 

don’t need to see a film to know if it is good or not.  They just wait to see which films are 

sold out during their viewing at the festival.  This, to the Acquisition Executives, is a 
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good indicator that there is an audience for the movie.  The Acquisitions Executives get 

the name of the person who made the movie that is sold out during its festival viewings 

and wait for them in the lobby.  The Acquisition Executives who are waiting in the lobby 

know why you are there, to sell your movie and become famous, so usually they will tell 

you that they are interested in purchasing your film.  At this point the Acquisitions 

Executive will negotiate a deal for the purchase of your film with you and your attorney, 

producer’s representative, or agent.  Your deal will usually include some form of a large 

initial cash payment, which will most likely be enough money to cover the expenses of 

making the film that you just sold them and remember Acquisition Executives can tell 

how much it cost approximately to make your film.  Sometimes the deal will include 

some kind of incentive such as your retaining of the film’s foreign distribution rights or 

some cut of the films profits once the distributor recaptures their investment in your films 

initial distribution.  The problem with the second incentive is that the distributor will 

often add a portion of their organizations total overhead costs to what it cost to distribute 

your feature film.  This is often called creative bookkeeping, which means that you will 

most likely not see any of the money that the distributor is getting once your feature film 

starts making a profit in the Untied States.  For your first film this is not necessarily 

considered a bad deal because you took the risk of making a feature film and now your 

film, with your name on it, has been seen in theaters by a large number of moviegoers.   

The initial United States distribution of a feature film is handled through a series 

of phases called windows.  A feature film in 2002 is typically distributed in the following 

order; first windows is the Theatrical Release, second is Pay Per View and Video On 

Demand, third is Video, which includes VHS & DVD, fourth is Pay Cable, which 
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includes Showtime, HBO, and Cinemax to name a few, fifth is Basic Cable, which 

includes TNT, TBS, and Comedy Central to name a few, sixth is Network Television, 

which includes FOX, NBC, ABC to name a few.  Often times a distributor will tell a 

filmmaker that distributing a film is more complicated than it used and that is why it costs 

so much more today and they are right.  In 1971 a feature film went from the Theatrical 

Release to Network Television and then to Syndication.  Since there are a large number 

of windows in the current distribution process it is important to ensure that they occur in 

an order that will give each window the opportunity to earn the maximum potential 

revenues possibly, which will help ensure a feature film’s successful run through the 

various windows of the distribution channel.    

When taking your feature film international there are two ways to go about it.  

First is that you were lucky enough to sell your film to one of the major distributor who 

have their own offices in foreign markets and they distribute your film internationally 

through their own offices.  Everyone else goes to what are called film markets.  Film 

markets are not at all related to film festivals.  Instead film markets are events at actual 

locations where buyers and sellers of feature films get together and buy and sell feature 

films.  There are several film markets currently and several emerging through the world 

but three of the biggest film markets are; American Film Market (AFM) in the USA, 

Cannes Market in France, and M.I.F.E.D. in Milan, Italy.  There are currently thirty 

nations and five territories that make up the entire current foreign film market as a whole.  

Dov S-S Simens shared with us some of his experience of trying to sell a film at film 

market.  One experience was at the American Film Market (AFM) where they rented a 

hotel room at the hotel where the film market event was held and had everything 
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removed from the room and turned it into a mini office slash theater to present and 

negotiate the sale of their feature film.  The one thing that Dov S-S Simens said was that 

a majority of the buyers where Asian and they would walk by you room and ask “What 

do you got, who in it.”  When they ask this question it means that they want to know the 

genre and if there is any big name feature film actor in it.  Action movies with big name 

feature film actors are by far one of the hottest properties being sold at the film markets 

because they have such a wide appeal that crosses international and cultural boundaries.  

The negotiation is usually for what is known as the world rights to your feature film.  In 

the case of negotiating world rights they usually right you a check and you give them the 

film and you take the check.  Another method of negotiating the cost of your feature 

film’s international rights is known as running the numbers.  This is done by the buyer 

who estimates all the revenues that they might generate in the international markets with 

your feature film and they usually offer you about half or one third of the estimated 

potential revenues.  At film markets you are now involved in the import export business 

and it is important for you to know that in this business no one trusts anyone.  Within the 

negotiated world rights agreement there will be a section stating how the transaction will 

be conducted.  In most cases the buyer will deposit the negotiated price of your feature 

film in what is known as a Letter of Credit (L/C) that will hold the buyer’s purchase 

money until the seller’s film is delivered to the buyer and upon delivery the money will 

be released to the seller.     

Your first film, in essence, is your business card and your resume all rolled into 

one.  Now it is time for you to go and make your next film and hopefully your second 

film will be a success.  After a couple of successes your reputation for making successful 
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full length feature films will hopefully reach new heights among the top organizations in 

the film industry.  This may eventually lead to the opening up of new opportunities for 

you to make full length feature films with all the ava ilable resources and access to the top 

talents in the film industry.   

 


