
! wo decades ago, Brian Hines got his start 
as a DJ on the Charlotte, NC airwaves. 
Although he enjoyed a successful 

radio career for 10 years, during the second 
half of his on-air stint, Hines got a taste of 
mobile DJing, courtesy of a radio colleague. 
Within a few years he had eased out of his studio chair and was 
out on the dancefloor interacting directly with his audience. 
Not content to stay put, Hines founded Audio To Go, which is 
now celebrating its 10th year in business.

A man of few words with a quiet person-
ality away from the action, when it's 
party time, Hines transforms into an 
exciting, interactive entertainer. ªIt's 
funny,º says the mobile pro, ªbecause 
people see me as this reserved, shy guy. 
But then when they see me on the mic 
or at an event, they're like, ̀ Is this the 
same guy?' I have a really enthusiastic and 
energetic style when I'm DJing, but off-
stage I'm really quiet and just speak when 
needed.º

And he spoke to us at length about his 
journey to success in the mobile DJ world. 
Here is part of that conversation.

Mobile Beat: ...Here we are with Brian 
Hines. So you haven't done the radio thing 
for a while...really enjoyed the crowd inter-
action that you don't have as a radio jock, I 
assume. 

Brian Hines: Correct. Being locked up in a 
box versus seeing everybody having fun and 
all the smiles on people's faces; it really wasn't a hard 
decision to make at all. 

M B: Audio To Go--it started out as just yourself. Now, I 
understand you're a multi-op. How long was it until you 
expanded the company? 

B H: Well, really from the beginning I started having 
people work with me. Currently we actually have about 10 
people on staff. My dream has always been to grow this 

into a large operation, and I believe it's really on the right 
track to do that. I enjoy learning from others in the busi-
ness that have been successful with their multi-ops and 
always continue to strive to take Audio To Go to that next 
level.

Actually, Mike Walter from Elite Entertainment in New 
Jersey has been my main mentor over the last few years 
and I look forward to taking Audio To Go to that level. 
He's got about 40 employees, I believe. 

M B: I understand you're mainly into wedding receptions. 
Tell us a little bit about your events and what's unique 

about your entertainment approach. 

B H: We do send out a two-person crew: a 
master of ceremonies and a music mixer. And 
that allows us to run a smoother event, I be-
lieve. We can be a lot more interactive than 
just doing it as a one-person show. 

M B: Do you ever offer a lower-priced 
package with just one person or is the 
two-person crew always required?

B H: We do offer a one-person show, but 
we really push for the two-person show. 
And once our clients see it in effect they 
really understand why we do it that 
way. 

M B: You've been attending the DJ 
conferences for a while. What's their 
impact on your business? Why do you 
attend the DJ shows? 

B H: Oh, gosh. Every time I come 
back from one of the conventions I'm just so fired 

up and just so energized, especially the Mobile Beat con-
ference. Well, that's really the only one I go to. I've been 
to a couple of the regional ones here over in Tennessee as 
well. But I've been attending the Mobile Beat for about 10 
years. And being in February, it's kind of in that lull time, 
January-February-March, where a lot of mobile businesses 
are slow. And so you start feeling like, ªGosh, are things 
ever going to pick up?º

But then when you come back from Mobile Beat you're 
just so fired up. You're ready for the new season. There 

!"#$%&'%&(%)&
*%+,$-.&/"01$#2&032&4%5

"#$%&$'$()*#'+#,-'.$*(/'0*/&1'!&221'304'(/)'0#3
0&'!$()&)'1!5)*#'15,,&11'"#$'%#.*2&'1(!*1"(,!*#/

! "#$%&'#&() '* '+",&!#&- ' . /0/1 /

PRODJFILES



have been times where times have been hard, and I'm like, 
ªWell, am I going to be able to make this year to the con-
vention?º And when I come back I'm just so ready to start. 
And so my office people are always like, ªYou've got to go 
because you always come back so excited.º 

M B: Do you ever bring any of your staff along, or is it just 
something that you use for your personal growth? 

B H: In the past we've been so small that I have never done 
that. But that is my plan in the future. So I would like to 
start bringing a couple of our extra guys. 

M B: How is the wedding market in the 
Carolinas? What's the average disc jockey go 
for?

B H: Well, our average rate for weddings is 
around $1200. The average rate for other DJs 
in our area would probably be about $600 to 
$700. The reason why our service is a little more 
is for the simple fact that I like to make sure that 
everything is exactly how it needs to be, like 
paying my guys exactly what they're worth. I 
don't like to short-change them. I like my staff 
to know that they're appreciated. And if I don't 
pay them what they're worth, then I don't feel 
like they're going to do the job that I want them 
to do. 

M B: Can you tell me a little bit about your train-
ing without giving away any of your big secrets? 

B H: Well, it's not too much of a big secret. 
Actually like I had told you before, Mike Walter is 
one of our biggest mentors over the last couple 
years and we actually got a training program 

from him, since he had already designed it and 
successfully implemented it into his company. 
So we took that. And then we did change some 
stuff because a Jersey wedding is totally dif-
ferent from a Carolina wedding. So we made 
some changes and tweaks. It's a 16-week course 
that we put all our guys through. In the last 
two years it's just been an amazing change that 
we've seen with the growth of the company.  

M B: How do you promote your business?

B H: ...For the first five, six, seven years we were 
heavily putting ads out on the Web. Just in the 
last couple years we really realized that most 
of those ads don't work anymore. I don't know 
if it's because of our price point, where we are 
anymore. 

But it does go back to word of mouth. We 
get most of our businessÐI would say 80 per-
centÐfrom repeat clients, personal referrals, 
and guests that see us at events. We also belong 

to ISES and NACE, some of those industry networking 
groups, and those really help as well. 

M B: You guys won a big award for your ADJA chapter, 
didn't you? Can you tell me a little bit about how that all 
got going? 

B H: Yeah. That was very rewarding. We actually started an 
ADJA chapter here in the Carolinas about two years ago, 
and our chapter has been really active, and we won the 
Chapter of the Year in 2009 out of about 60 or so ADJA 
chapters.  !"
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