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  CHAPTER 1: Why Most Music Promotion Advice Is Sales Copy


In 2026, independent creators command over 40% of global recorded music market share. That's up from roughly 30% in 2020. Distribution democratization — the removal of gatekeeping advantages that once belonged solely to major labels — created that shift. Spotify, Apple Music, and Amazon Music accept uploads from anyone with a distributor. No deal necessary. No permission required. 
This should be good news. Instead, it's created a structural problem: the supply of music now vastly exceeds the supply of listener attention. Platforms receive over 100,000 daily uploads. A serious independent creator in 2026 faces not a scarcity of distribution but a glut of it — and a landscape where most "music promotion" content is written by people selling promotion services, designed to sell more promotion services.
This book exists because that ecosystem cannot tell you the truth.
A promotion service that makes money by selling you playlist placements has no structural incentive to tell you that playlist placements alone rarely work. A podcast about music marketing sponsored by an ad network has no incentive to tell you that the CPA (cost per acquisition) on Meta Ads is often worse than the math suggests. A YouTube creator with affiliate links to SubmitHub has no incentive to tell you that 60% of submissions to SubmitHub are declined — because that's honesty, and honesty doesn't drive clicks.
The independent music promotion industry has become an echo chamber of hope dressed as strategy.
This book is not that. It's built on a different principle: you deserve to know what actually works, what's overpriced, what's fraud, and what's marginal — so you can make decisions about your own career instead of decisions that serve someone else's business model.
That requires honesty about method. Every claim in this book is one of three things:
Verified: from official platform documentation, SEC filings, published research, or on-the-record interviews with people with no incentive to lie.
Inferred: from multiple data sources (industry reports, practitioner data, aggregated campaign results) that point in the same direction but don't constitute a controlled study.
Anecdotal: from specific stories or examples that illustrate a principle but aren't statistically representative.
When you see a number or a claim in these pages, you'll know which category it belongs to. That distinction matters. A verified per-stream rate of $0.003–$0.005 is different from an inference that "most Meta Ads campaigns see a 2–3x falloff from week one to week two" which is different from an anecdote about an artist who earned $4,000 from a sync placement. All three are useful. None should be confused.
The second thing this book does differently is refuse the "tips and tricks" structure.
Most music promotion content is organized like listicles: "10 Ways to Get More Spotify Followers," "5 TikTok Secrets the Algorithm Doesn't Want You to Know." That structure serves the promotional industry because it makes strategy sound easy. Do these five things. Viral moments emerge. The lie lives in the implication that execution is separable from context — that the same tactics work for everyone, at every stage, in every genre.
They don't.
Instead, this book is organized around systems and decisions. Before you can execute promotion effectively, you need to know what you're actually trying to accomplish.
This is where most independent creators get stuck. They inherit a vague sense that "more streams" is the goal. Then they spend money on services, see incremental movement, and can't tell if they wasted money or made a smart investment. The question they should have asked first was never asked: what does success actually look like for me, right now, at this stage?
Throughout this book, you'll return to four diagnostic questions. They're not revolutionary. They're the questions a Director asks before stepping on set.
What kind of outcome do you need? Reach (awareness to new listeners), repeat listening (converting first plays into engaged fans), or revenue (direct income, live ticket sales, sync placements)? Each requires a different stack of tools. An artist with 50,000 monthly listeners who needs to convert listeners to email subscribers should not run the same campaign as an artist with 500 monthly listeners trying to hit algorithmic thresholds. Reach without conversion is expensive and hollow. Repeat listening without reach gets you nowhere. Revenue without reach doesn't scale. Know which one you're optimizing for.
What release-phase are you in? Pre-release (0–7 days before drop), release week (day 1–7 after drop), or catalog mode (more than 7 days post-release)? Platform mechanics change drastically based on timing. Spotify's editorial pitching window is 7 days pre-release. Meta Ads perform 2–3x better in the first 48 hours. YouTube Shorts have a different algorithmic lift in week one vs. month three. A tactic that works in release week is often a waste of money in catalog mode. Know where you are in the cycle.
What do you actually have to work with? Money (paid promotion budget), time (content creation and community maintenance), or an existing audience (fans who will amplify)? Each unlocks different channels. An artist with $500/month and no existing audience should not run the same strategy as an artist with $500/month and 5,000 engaged email subscribers. The second creator should spend almost nothing on paid reach and everything on owned-channel deepening. The first needs to seed algorithmic data with paid spend. Don't force your constraints into the wrong toolset.
What's the actual baseline? Does your track have organic engagement signals (save rate >3%, completion rate >70%, skip rate <30%)? If not, no amount of paid promotion fixes it — you're just accelerating the algorithmic death spiral. If yes, paid promotion amplifies what's already working. This is the gating question every time you consider spending money.
Come back to these questions before every campaign. They're the structure that separates direction from gambling.
The third structural choice this book makes is to treat the independent music landscape as it actually exists in 2026: not as a problem to solve but as a system to navigate.
For the 45–65+ creator building a durable catalog — which is the primary audience for this book — the old model of "build a following and revenue follows" is mostly dead. The new model is the Portfolio Model: revenue comes from multiple sources in combination. Streaming is one stream (and a weak one, economically). Sync licensing is another. Live performance. Direct-to-fan sales. Email list revenue. Brand partnerships. Each is small in isolation. Together, they compound.
This is why the book is structured in six parts and 22 chapters. Each part builds on the previous one, but none stands alone as "the answer."
Part II (Streaming Platforms) explains where algorithmic discovery happens and how to be visible there. Part III (Playlists, Paid Ads, and Fraud) shows you where to spend money and where the scams hide. Part IV (Social and Discovery) covers the short-form video layer — still the largest single discovery vector, even if its conversion efficiency has fallen. Part V (Owned Channels) is where the strategic shift happens: from renting attention from platforms to building relationships you own outright. Part VI (Beyond Streams) shows where actual income and career sustainability live — sync, live performance, press, brand work, and the long game.
Most music promotion books skip Part V entirely. They treat streaming as the destination instead of what it is: a discovery layer and a proof-of-concept that your music works. The difference between that framing and the honest one is the difference between a creative who dies broke at 50 with 100 million streams and a 50-year-old indie creator with 50,000 monthly listeners and $3,000/month in sustainable income. One chased vanity metrics. The other built a system.
This book is about the system.
The final structural choice is to acknowledge the Lane 2 dimension explicitly.
Lane 2 is AI-assisted, human-authored music creation. You use AI tools (Suno, Mureka, ElevenLabs) for production, but you make the creative decisions. You decide what gets recorded, what gets cut, what gets remixed. You own the output. You disclose the process where required.
If that's not your workflow, this book is still useful — the promotion strategy is identical regardless of how you made the song. But if you are a Lane 2 creator, you face a promotion landscape that changed materially in 2024–2026. Bandcamp banned AI music outright. Deezer tags and excludes AI-generated tracks from algorithmic playlists. Spotify's DDEX disclosure beta is live. Sync libraries largely closed to fully-AI music. The EU AI Act mandates labeling starting August 2026.
This is not a complaint section. It's a reality section. You need to know what channels are genuinely open, what channels require disclosure and documentation, and what channels are effectively closed. You need to understand the strategic choice around disclosure: hiding AI is not a winning move anymore (platforms detect it, curators punish it, listeners resent it when they find out). Disclosing AI with genuine human direction is increasingly a positioning advantage, especially for the 45–65+ audience where "real artist" authenticity carries weight.
The Disclosure Discipline is the JG BeatsLab position on this: disclose clearly, document the human creative direction, treat AI as a production tool (not a creativity replacement), and let that positioning stand. The listeners and curators who are hostile to AI will decline you. The ones who care about the work will appreciate the honesty. That's a better outcome than the ones you deceive when they eventually figure it out.
Which brings us to the final frame: Vending Machine Operator vs. Director.
A Vending Machine Operator puts money in and hopes the machine works. They spend $1,000 on playlist services, $500 on Spotify Marquee, $300 on Meta Ads, $200 on a publicist — all at once, no coordination, no measurement, no iteration. They see streams move slightly. They declare it either "worth it" or "a scam" based on vibes.
A Director sets a goal, assembles a team and a toolkit, executes a plan, measures the results, and adjusts based on data. Plan → Run → Review. Define the audience and goal. Execute deliberately across the channels that matter for that goal at that phase. Refine based on what works.
This book is a Director's manual.
If you've been operating like a Vending Machine, that's not a judgment — the industry is designed to make you do that. Promotion services make money by being easy to buy, not by being effective. The math of this book requires more thought, more patience, and more willingness to iterate. It also produces better outcomes and costs less money over time.
The reader who picks up this book and applies it consistently will outcompete the reader who just runs bigger ads. They'll have a sustainable career. They'll understand their data. They'll know which channels work for them specifically, at their stage, for their goal. They'll see through the scams. They'll build a business, not a casino habit.
That's the contract. The work is harder than "follow these five tips." But the outcomes are real.
How to Read This Book
This book covers the full promotion landscape. You won't use all of it.
If you're AI-first — you work exclusively with Suno, Udio, or similar tools and you're building a catalog from scratch — focus on Chapters 1–16. Those cover discovery, paid tools, social media, owned channels, and the specific promotion challenges AI-assisted creators face (Chapter 3: The AI Dimension; Chapter 16: The Bandcamp Ban; Chapter 21: Distribution considerations). Chapters 17–20 (Sync, Press, Brand, Live) are optional for you, though sync licensing is worth understanding if you want to diversify revenue.
If you're transitioning — you have a traditional music background and you're adding AI tools to your workflow — use the entire book. The sync chapter matters to you. Live performance and brand partnerships probably matter to you. Press relationships probably matter to you. You're not replacing your existing strategy; you're adding an AI production layer to it. The full breadth applies.
If you're catalog building — your goal is to accumulate 50–200 tracks over the next 2–3 years and let algorithmic discovery do the work — focus on Chapters 2–7 (The Math, The AI Dimension, Spotify's architecture, release cadence). You care about efficiency. Chapters 14–16 (owned channels) will matter. The social chapters may not.
If you're live-first — you tour, you play venues, you build audience in person — start with Chapter 20 (Live Performance) and work backward. Then read Chapter 14 (Email) and Chapter 15 (Subscription/Patronage). Direct-to-fan economics is your primary promotion lever. Streaming is secondary. You'll get value from the streaming chapters, but live and owned channels are where your strategy lives.
Regardless of which path you took, read Chapters 21 and 22 to close the book. Chapter 21 covers distribution specifics and AI considerations. Chapter 22 frames the long-term strategic reality. Both matter.
The book is structured for linear reading, but it's built for reference. Skip what doesn't apply. Come back to sections when they become relevant. The framework is here when you need it.






  
  CHAPTER 2: The Math of 2026


A Director starts with the budget. Before you pick a toolkit, before you decide which platform matters, before you spend a single dollar on promotion, you need to know what the actual economics are. What does a stream pay? How many streams do you need to earn money? What are the platform-by-platform differences? Where does the money actually come from? 
Most independent musicians can't answer these questions. They have a vague sense that streaming doesn't pay well, then they spend money on promotion hoping to change that vague sense into a paycheck. The Vending Machine Operator approach: throw money in, hope something breaks free.
A Director knows the math first. Everything else follows from that.
The 1,000-Stream Threshold
In April 2024, Spotify implemented a permanent policy: a track must reach at least 1,000 streams within any rolling 12-month period to participate in the recorded royalty pool. Below that, the streams generate zero royalties. The revenue those streams would have generated gets redistributed to tracks that cleared the threshold.
Spotify's own numbers: 99.5% of all streams are on tracks that clear the threshold. That sounds reassuring until you understand what it means. For the other 0.5% — the tracks that don't hit 1,000 plays in a year — the situation is total. Those streams earn nothing. Not $0.001 per stream. Not a fraction of a penny. Zero.
This hit hardest on niche creators and back-catalog artists. An artist with 50 dormant tracks, each pulling 200–800 plays annually, went from earning $10–$50/year on each track to earning $0. It's not that the payout per stream changed. It's that the threshold killed the entire tail.
What did Spotify's defense amount to? The displaced revenue was previously reaching distributors' minimum payout thresholds so rarely that most artists never saw it anyway. Both things are true: the threshold is brutal for niche music, and the money it eliminates was marginal for most artists. But the implication is clear. Streaming is no longer a "set and forget" income channel for catalog music. Every track either clears the 1,000-stream annual bar or it dies.
This shapes every promotion decision in this book. You're not promoting to earn royalties from streaming. You're promoting to hit thresholds, to create algorithmic signals, and to funnel listeners toward owned channels where the actual revenue lives.
The Per-Stream Rate Reality
Spotify paid out approximately $0.003–$0.005 per stream in 2026. Apple Music paid roughly $0.008–$0.010 per stream — materially higher. YouTube Music, Amazon Music, Tidal, and Pandora all have different rates. The variation is massive.
More important than the average is understanding that the per-stream rate is an output, not an input. You don't negotiate a rate. The platforms pool their revenue, divide it by total streams, and distribute accordingly. The formula is simple:
[image: ]
The 0.70 is the portion that goes to rights holders (labels, distributors, artists) instead of staying with the platform. The denominator is every stream on the service, globally, across all artists. When you increase the denominator (more music, more uploads, more competition for the same revenue pool), your share of each dollar shrinks — unless your stream growth outpaces overall platform growth.
In 2026, overall platform growth is slowing. Uploads are accelerating. The denominator is getting much larger while the numerator grows modestly. That math is why the per-stream rate feels like it's collapsing even though the platforms' revenue is increasing.
Geographic Variance: The Three Tiers
The per-stream rate also changes dramatically by geography. Spotify's revenue pool in the US is much larger than in India. The payout reflects that.

[image: ]
This matters because it shapes your promotion strategy by listener geography. If you're pulling 60% of your streams from India and 20% from the US, your effective blended per-stream rate is much lower than the $0.004 average suggests. That's fine — it's still valuable discovery data — but you're making a category error if you expect Tier 3 streams to generate meaningful income. They're algorithmic signals. Treat them accordingly.
For the 45–65+ creator audience (predominantly based in Tier 1 countries), the implication is that every stream has less upside than a younger creator might assume. Your path to income is not "more streams." It's "the right streams in the right markets, plus owned-channel capture."
The 250,000-Stream Math
Here's where it gets honest.
To earn $1,000/month from Spotify streaming royalties alone, at an average effective rate of $0.004/stream (accounting for geography mix, platform mix, and playlist distribution), you need:
[image: ]
250,000 monthly streams is a professional level of scale. It puts you in approximately the top 5–10% of artists on the platform. Most independent artists will never hit that number. Per Spotify's own data (distributed through their artist-facing transparency reports), the median artist in the Spotify ecosystem earns less than $500/month from streaming. The median.
What does 250,000 monthly streams actually feel like? It's the difference between "someone people have heard of in their genre" and "this person is building a real career." It requires either:
	Consistent touring that drives fan base accumulation

	Viral social media moments that convert to playlist adds

	An existing large email list or owned audience that re-streams regularly

	Sync placements that funnel listeners in

	Years of catalog-building and algorithmic compounding



For an artist starting from zero today, hitting 250,000 monthly streams takes roughly 3–7 years of consistent, high-quality work. That's if everything breaks right.
The more realistic floor for "this is paying attention" is $300–$500/month, which requires approximately 75,000–125,000 monthly streams. That's still a professional level but more achievable — roughly the top 20–30% of artists.
And the real floor? The artist with a genuine catalog and modest but engaged audience: 5,000–15,000 monthly listeners, earning $20–$60/month from streaming. That's honest. That's also why every promotion decision in this book centers on "how do I move listeners to owned channels where they become worth real money?"
The Portfolio Model
Streaming alone will not sustain an independent musician in 2026. Neither will live performance alone, or sync alone, or direct fan sales alone. The sustainable model is composite.
A working independent creator's revenue looks like this:
35% Streaming (Spotify, Apple Music, YouTube Music, etc.) This is the public signal. It's how fans discover you. It's how playlists and algorithms decide whether you're worth featuring. It's where "credibility" lives. It's also the smallest actual payday.
25% Live Performance (Tickets, door splits, merch at shows) This is where touring money lives. The economics are brutal for mid-sized acts, but for independent creators with house concerts or local scenes, it's viable and often the most direct fan connection.
20% Direct-to-Fan Revenue (Email, Patreon, Bandcamp, Ko-fi, merchandise sales) These are the channels you own. The fan pays you directly (or buys merch). There's no platform cut (or a small one). The margin is high.
15% Sync Licensing (TV, film, podcasts, YouTube videos, brand content) This is the high-margin event revenue. A single sync placement can pay $500–$5,000. It doesn't happen often for most artists, but when it does, it changes the month.
5% Brand Partnerships and Other Gear affiliates, sponsored content, teaching, consulting, production work for other artists.
These percentages shift by artist and career stage. A touring musician might be 50% live. A catalog builder working only from a home studio might be 40% direct-to-fan and 30% sync. The point is that none of these channels alone is sufficient, and streaming is the smallest piece even though it's the channel getting 80% of most artists' attention.
This is the Portfolio Model: diversification by design, not accident.
Why Streaming Is a Discovery Tool, Not a Paycheck
The reframe that changes everything is this: streaming is a $0.004-per-view advertisement for your owned ecosystem.
You're not promoting to Spotify to earn money from Spotify. You're promoting to Spotify to get listeners to notice you exist, to create algorithmic signals that trigger more Spotify visibility, and to funnel those listeners toward your email list, your Patreon, your merchandise store, your sync agent pitches, and your live shows.
A listener who streams your song costs Spotify nothing but earns you $0.004. That same listener who joins your email list, buys a digital album, or attends a house concert is worth $5–$50. That's the math that changes the game.
This is why you see successful independent creators spending heavily on audience-building (email captures, Discord communities, live events) while spending modestly on streaming-focused promotion. They know the conversion pipeline. A listener acquired through Spotify at an effective $0.004 value is only useful if they convert to something worth real money.
This shapes every decision in this book. You'll see chapters on paid advertising, playlists, and social media strategy — all aimed at streaming visibility. But none of those chapters will pretend that streaming visibility alone is the goal. The goal is always the next step: how do you convert that listener?
Owned Revenue vs. Rented Reach
This distinction is the governing principle of Part V and Part VI of this book.
Rented Reach is visibility you acquire through platforms you don't control. Spotify playlists, TikTok followers, Instagram followers, YouTube subscribers. The platform can change the algorithm, delete your account, change the payout rate, or disappear. (Vine is gone. Google+ is gone. Periscope is gone. Music.ly merged into TikTok. MySpace is a ghostland.) You have zero control. You have zero ownership.
Owned Revenue is income from channels where you control the relationship. Email lists, Patreon memberships, Bandcamp direct sales, merchandise, live ticket sales. The fan chose to give you their money or their direct contact information. The relationship is between you and them. No platform can delete it.
Here's the hard math: an artist with 50,000 monthly Spotify listeners earning $200/month from streaming royalties can have their income cut to zero by an algorithm change, a policy shift, or account suspension. An artist with 500 email subscribers and a 10% conversion rate to a $25/year direct product is guaranteed $1,250/year, plus growth.
The portfolio model works because each channel is less fragile when you're not betting everything on one platform's algorithm. But the shift from rented to owned is the strategic move that turns streaming visibility into actual income.
Distribution Matters: Your Effective Payout
There's one more variable that shapes the math: which distributor you use changes what you actually receive.
Your royalties flow: Platform → Distributor → You.
The distributor takes a cut (or a subscription fee), handles the metadata, manages fraud detection, and deposits money in your account. Different distributors take different cuts:
	DistroKid: $24.99/year, 0% commission on royalties

	CD Baby: $9.99/release, 9% commission on royalties

	TuneCore: $14.99–$54.99/year depending on features, 0% commission

	Amuse: Free (with a revenue share option) or $24.99/year for ad-free

	RouteNote: Free (but 15% commission) or paid plans starting $59/year



At $0.004/stream average, a 9% distributor cut (CD Baby) reduces your effective rate to $0.00364/stream. On 250,000 monthly streams, that's a difference of $160/month. Over a year, that's $1,920. Distributor choice matters.
Add in currency conversion fees (if you're earning in a currency different from your home country), payment processor cuts (if you're using something besides direct deposit), and platform-specific rate variations, and your actual take-home is often materially lower than the stated per-stream rate. Know your number. Know your distributor's cut. Calculate your actual effective rate, not the industry average.
The Promotion Math Framework
Now you have the foundation to make decisions. Before running any campaign, ask:
1. What's my actual per-stream target? If you're at CD Baby (9% cut), earning primarily from US/UK streams (Tier 1 rates), your realistic per-stream value is roughly $0.0036. Plan accordingly.
2. What's my conversion goal from streaming to owned channels? If your email conversion rate is 2%, and your email list converts to direct sales at 5% per campaign, and your average sale is $25, then a listener acquired at a $0.004 streaming cost is worth tracking all the way through to that $25 sale (even if it takes months).
3. What's the thresholds I need to hit? The 1,000-stream annual threshold is non-negotiable. New releases need a 3%+ save rate to trigger algorithmic lift. Pre-orders need 7+ days to mature in Release Radar. Know the thresholds for the platforms that matter to you.
4. What's the math on paid promotion? If a $300 Meta Ads campaign delivers 10,000 streams at $0.004/stream, that's $40 in streaming royalties — a -87% ROI on the campaign cost. But if those 10,000 streams also trigger Release Radar and produce a 50% spillover lift in subsequent weeks, and you capture 100 email subscribers from the campaign, the true ROI is much higher. The streaming royalties are not the point. The signals and the captures are.
This framework appears in Appendix C (Promotion Math Quick Reference). Return to it before every campaign.
One Final Number: The Realistic Income Timeline
For an independent creator starting today with an existing body of work and a disciplined promotion strategy:
	Month 1–3: 500–1,000 monthly listeners, $2–$5/month streaming, focus on catalog and channel setup

	Month 4–12: 2,000–5,000 monthly listeners, $8–$20/month streaming, building owned audience

	Year 2: 10,000–20,000 monthly listeners, $40–$80/month streaming, first owned-channel revenue ($200–$500/month)

	Year 3+: 30,000–75,000 monthly listeners, $120–$300/month streaming, mature owned channels ($1,000–$3,000+/month)



These timelines assume consistent monthly release schedule, basic paid promotion ($100–$300/month), and active owned-channel building. They assume no viral moments and no sync placements. They assume steady work, not luck.
The artist who understands these timelines won't quit after three months when they've made $15. They'll know what year-three looks like, and they'll orient their decisions toward that.
Where This Leads
You now know:
	Streaming alone will not pay your rent

	The 1,000-stream threshold and the per-stream rate are the gating factors

	Geography matters; country-mix shapes your effective payout

	The portfolio model is not optional; it's the structure of independent income

	Owned channels are worth more than rented reach

	Distributor choice impacts your actual take-home

	The realistic timeline for professional income is 2–3 years of consistent work



Everything that follows in this book is built on these numbers. When you see a promotion tactic, you'll evaluate it through the math. When you see a service promise, you'll run it through the threshold test. When you see a platform opportunity, you'll ask: what's the conversion path from this channel to owned revenue?
That's how a Director thinks.






  
  CHAPTER 3: The AI Dimension


If you make music with AI tools, you're operating in a different promotional landscape than you were 12 months ago. Not a better one. Not a worse one. Different. The platforms, the distribution infrastructure, and listener sentiment have all shifted in ways that matter operationally. 
This chapter exists because most music promotion books pretend this doesn't exist. Either they're written by people who don't use AI tools and don't know the landscape, or they're written by AI-tool companies and have an incentive not to tell you the truth. This book is neither.
What you need to know is this: disclosure is no longer optional, and it's no longer a liability. It's increasingly a strategic advantage.
That statement probably sounds backward if you've been in the AI music space for the last year. The dominant narrative has been "hide it and maybe people won't notice." That worked in 2023 and early 2024, when AI music was novel and detection was crude. In 2026, detection is sophisticated, listener sentiment has flipped negative, and platform enforcement is systematic. Hiding is now a losing move.
The winning move is the Disclosure Discipline: disclose the AI involvement clearly, document the human creative direction, treat AI as a production tool (not a creativity replacement), and let that positioning stand.
What Changed: The 2024–2026 Shift
In 2023, the industry was AI-curious. "What will AI music look like?" was the genuine question. Major labels were experimenting. Listeners were interested. The conversation was open.
By late 2024, the narrative had shifted. AI music flooded the platforms. Suno and Udio uploads accelerated. Low-effort "lo-fi beats to study to" AI catalogs clogged the system. Listeners began to notice — and to resent — that they were being sold AI music without disclosure.
By 2026, listener sentiment on undisclosed AI music is net negative. Surveys show a -20% decline in interest from 2024 to 2026 for fully AI-generated music. The "slop" framing has stuck. Independent music journalism now regularly flags AI music as a category problem. Curators are explicitly anti-AI. Sync supervisors reject it. Listeners have tools to block suspected AI artists.
At the same time, platforms made a structural choice: enforcement, not prohibition. They didn't ban AI music (except Bandcamp, which did). They built detection, tagging, and disclosure requirements. The message is clear: AI music is allowed. Undisclosed AI music is not.
Platform-Level Enforcement: The Current State
Here's what's actually happening on each major platform as of May 2026:
Spotify (April 16, 2026 — DDEX AI Credit Beta)
Spotify launched an optional AI-credit feature where you can disclose AI involvement during distribution. The mechanism: your distributor adds an "AI credit" field to the DDEX metadata. This flows to Spotify, which displays it in the credits view for disclosed AI involvement (where supported by your distributor). Disclosure is voluntary, availability depends on distributor support, and visibility may vary by client and device.
Spotify is not currently removing AI-generated tracks or downranking them algorithmically. That said, Spotify removed 75 million tracks in the 12 months prior to its September 2025 policy launch — mostly spam-pattern catalogs that used AI to mass-generate music designed
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Distributor Al Policy Recommendation

DistroKid Most permissive Accepts Al with DDEX disclosure; runs detection but doesn't
reject disclosed Al

TuneCore Rejects fully-Al Allows Al-assisted with documented human direction

CD Baby Rejects fully-Al Allows Al-assisted; careful review process

Symphonic Case-by-case Accepts Al with documentation and proper licensing

Amuse Permissive Accepts Al with disclosure; runs fraud detection

RouteNote Permissive Accepts Al with disclosure

AWAL Case-by-case Selective label; case-by-case review
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Channel Status Requirement

Spotify Open DDEX Al-credit disclosure (optional but
recommended)

Apple Music Open Transparency tag via disclosure

YouTube Music Open Standard copyright/Content ID setup

Amazon Music Open No specific requirement; standard process

Deezer Closed (for Excluded from playlists if flagged AI

algorithmic reach)

Bandcamp Closed Banned entirely; AI music not permitted

SubmitHub (Curators) Open (selective) Disclosure required; curator preference
check

Direct Curator Email Open (selective) Disclosure strongly recommended

Sync Libraries (Artlist, Mostly closed (for Al-assisted with documented human

Musicbed, Epidemic) fully-Al) direction sometimes passes

Sync Agencies Case-by-case Depends on agent; disclosure mandatory
SoundCloud Open No specific Al policy

Email/Newsletter Open Fully your channel; no restrictions
Patreon Open No specific Al policy

Merchandise/Direct Sales

Open

Fully your channel; no restrictions
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Market Tier

Tier 1 (High-
Premium)

Tier 2 (Moderate)

Tier 3
(Emerging)

Example Countries

US, UK, Australia,
Scandinavia

Mexico, Portugal, Poland,
South Africa

India, Nigeria, Brazil,
Indonesia

Per-Stream
Rate (USD)

$0.0039-$0.0080

$0.0014-$0.0018

$0.0008-$0.0011

Strategic Implication

Revenue-focused; conversion to
owned channels pays

Audience-building; streaming is
discovery, not income

Algorithmic momentum; volume
drives signals, not revenue






