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INTRODUCTION

This article criticizes sports agents and the way in which the 
current player representation business is operated.  Professional 
athletes need competent agents and advisors working diligently on the 
athletes’ business and financial needs.  As the compensation paid to 
athletes increases, the number of lawyers, statisticians and other 
assistants employed by the teams also increases.  There has always 
been, and will always be, a compelling need for good player 
representation in the professional sports industry.1  The question 
presented by this article is whether there is a better system that can be 
employed that would both improve the way the player representation 
business is operated and provide players with quality representation 
services.   

There are highly publicized cases involving all sorts of illegal 
behavior, including fraud by sports agents in their dealings with 
professional athletes.2  But there is also behavior by sports agents that 
is harmful to players, individual teams and the leagues, but that may 
not necessarily be “illegal.”  Such behavior is all too common in the 
player representation business.  It is widely known that professional 

1. Don Fehr, head of the Major League Baseball Players Association (hereinafter 
MLBPA), commented on the way it used to be when a player walked into the owner’s office 
before agents were permitted to represent players:  "You are my potential employee, or you are 
my actual employee, and if you want to talk to me about a new contract or a raise, I will be 
glad to talk to you, by yourself, on my terms, for as long as I want to, and you cannot bring 
anyone with you." Donald Fehr, The Second Annual Sports Dollars & Sense Conference: A 
Symposium On Sports Industry Contracts And Negotiations, Union Views Concerning Agents: 
With Commentary on the Present Situation in Major League Baseball, 4 MARQ. SPORTS L. J. 
71, 72 (1993). 

2. Beginning in 1999, the agent most aggressively pursued by state and federal forces 
was William “Tank” Black. KENNETH L. SHROPSHIRE & TIMOTHY DAVIS, THE BUSINESS OF 
SPORTS AGENTS 5 (2003).  One of the most notable criminal cases involved sports agents 
Norby Walters and Lloyd Bloom, both of whom were charged with, and convicted of, multiple 
crimes, including mail fraud, conspiracy, and racketeering for offering student athletes money, 
cars, trips, and other gifts in exchange for the players’ agreeing to sign post-dated 
representation agreements. See United States v. Walters, 704 F.Supp. 844 (N.D. Ill. 1989), 
rev’d on procedural grounds, 913 F.2d 388 (1990).  See also MEL LEVINE, LIFE IN THE TRASH
LANE: CASH, CARS & CORRUPTION, A SPORT’S AGENT’S TRUE STORY (1993) (Sports agent 
Mel Levine was sentenced to 30 months in federal prison for tax and financial fraud in his 
dealings with professional athletes.). 




