
Abbot, Tim, 124, 126–127, 353
Accredited investor, 291
Advertising:

co-op programs, 248, 325
customer profiling for, 319–321
magazine, 275

Advertising Specialties Industries
(ASI), 318

Advertising Specialties Show (Las
Vegas), 86

Advertising specialty companies,
274

Advisors, expert:
as business plan item, 300–301,

308–309
in decision-making process, 

60–61
importance of, 54–58
for licensing, 124–126, 150–152,

169
rewarding, 58–60
sales estimating help, 299–300
for turbo-outsourcing, 218, 247

Agreements. See Contracts
Alaska Airlines, 11
Albert, Rod, 2
Alliances, benefits of, 60–61, 

326–329
Allied Building Products

Corporation, 298
Almanac of Business and Financial

Ratios, 196
Alvarez, Karen, 98–99, 353
Amortized tooling, 62, 287
Analysis, product:

comparative, 294–295
distribution channels, 275–277
market research, 17–23
scorecard, 12–17, 21

Androff, Scott, 3
Angel investors, 62
Apple Computer, 15, 100, 101, 150
Asman, Steve, 152
Associations, professional. See Trade

associations
Atmosklear Odor Eliminator, 3
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Attorneys:
as financial consultants, 290–292,

312, 316
incorporating advice, 163
licensing negotiations, 155, 182
as part of management team, 308
patent guidance, 78, 81, 85–88

Audit, right to, 185
Auto Card Manager (ACM), 77, 353

Baby Comfort Strap, 98–99, 353
Backstrom, John, 155, 212–213
Balance sheet, 314, 316
Banks, 64
Bar codes, 264
Barmate, 260–261, 262, 354
Basche, Todd, 136
Base-load accounts, 278–281
Bed Bath & Beyond, 67
Benchmarking, 42–48, 72, 229–233
Benefits, product. See

Features/benefits
Bettker, Mark, 98
Billing cycles, 62, 287–288, 290, 325
Bill of materials (BOM), 131, 308
Blister pack, 27, 267
Board games, 2, 159–160, 193
Boeing, 192
Boyer, William, 3, 11
Bridge loans, 291–292
Bringing Your Product to Market

(Debelak), 330
Brochures:

funding for, 65, 67
as marketing research tool, 41
preliminary, 20
as selling tool, 265–266

Bug Button, 2
Business plan:

elements included in, 302–316
investor value, 300–301
for licensing, 159–172
outline of, 302–303
for start-up companies, 296–316
three-year payback strategy,

298–300
for turbo-outsourcing, 227–241

Business savvy:
customer profiling, 39–42
knowledge of competitors, 42–48
knowledge of manufacturing,

38–39
knowledge of market, 33–38
management skills, 296–297,

300–301
problem solving, 31–33
product differentiation, 48–53
professional image, 29
protecting ideas, 30–31

Buyback clauses, 285
Buyout clause, in licensing

negotiations, 182
Buzz marketing, 192–194

Callaway Golf Company, 133
Cannibalizing, defined, 90
Capitalization, 70
Capital preservation:

licensing, 147–158
start-up companies, 283–295
turbo-outsourcing, 215–226

Carlson, Marlene, 61, 353
Carsel, Dale, 272–273, 354
Cash flow issues:

margins, 36–37, 75
for start-up companies, 117,

283–295
strategies, 62–64, 66, 69
in turbo-outsourcing, 99

Cash flow statement, 315, 316
Catalogs:

as sales outlet, 265–266, 274, 322
space charges, 325

Category-dominating products, 17
Chambers of commerce, 57
Checklists:

licensing, 333
start-up companies, 335–338
turbo-outsourcing, 334

Chicago Housewares Show, 161, 243
Claire’s Boutiques, 74
Clean Shower, 2, 193
Clute, Jason, 3
COD sales, 289
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Commission agreement, defined, 99
Commissions:

inventors, 194–195
salespeople, 205

Community funding, 64
Companies:

inventor-friendly, 1, 36–37, 124,
205

ownership of (see Start-up
companies)

as partners (see Target markets)
Compensation. See Incentives
Competitors:

analysis of, 42–48, 72, 229–233, 236
patent issues, 80

Conditional orders, 128–129
Confidentiality statements:

licensing, 153–158
and patent law, 84
for product evaluators, 18–20
sample documents, 339–351
turbo-outsourcing, 211

Connolly, Martin, 192, 294
Consignment sales, 324
Consumers. See Customers
Contacts, industry. See also Advisors

in licensing targets, 141–142,
145–146

in turbo-outsourcing, 218, 235, 238
Contract manufacturers, 131, 245,

286–287
Contracts:

licensing, 180–186
negotiating, 220–226, 249–250
sample documents, 339–351
turbo-outsourcing, 211–214,

251–256
Co-op ad programs, 248, 325
Copyrights:

and licensing, 149
licensing issues, 183
USPTO protection, 30–31, 80

Cost-based pricing, 28, 72–73
Costs:

evaluating, 23–28, 36–37, 75
licensing-related, 147–158, 171–172
manufacturing, 130–131, 165,

267–270

packaging, 27–28
versus retail price, 236–237
start-up-related, 267–270
turbo-outsourcing-related, 26–28,

232, 240–241
Cousins, David, 61
Crate & Barrel, 67
Crystal Clear Litter Pearls, 32–33
Customers:

appealing to, 149–150
inventors as, 4
inventor’s involvement with, 192
profiling, 39–42, 319–321
screening, 17–23, 47
targeting, 11–17, 48–53

Danzig, Steve, 174–175
Date-Rape Drug Test Kit, 2, 12, 

15–16
Dealer networks, 201, 205–206, 274
Demand, creating, 128–130
Demos, product, 175–176, 248,

325–326
Derivative products, 225–226, 250
Design issues:

patents, 83, 85
prototype-related, 91–95

Development agreement, defined, 99
Dex products, 99
Dial Corporation, 1
digEplayer, 3, 11
Disclosure, USPTO, 79, 84
Discounts:

cash, 290
volume, 326

Dishnet, 20, 21
Distribution channels:

analysis of, 34–38, 48
availability factor, 104
licensing, 140
as partners, 56, 63, 67–69
start-ups, 118, 266, 273–277,

321–324
turbo-outsourcing, 197–198, 201,

206, 235–236
Documentation, patenting, 30–31, 79,

87
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Documents, sample:
confidentiality and nondisclosure,

345–351
confidentiality and nonuse,

339–344
Do It Best Corporation, 298
Down payments, 63, 69, 289
d-skin disc protectors, 298–299
Dudley, Dave, 284–285, 354
Dun & Bradstreet Company Directory,

111, 293

Easy Motion CPM, 3
eBay, as sales outlet, 265, 274
ElectraTrac, 14
Ellroy, Mary, 2, 159–160, 354
End users. See Customers
Engineering reviews:

as business plan item, 308
in licensing process, 154
manufacturing costs, 130, 165
in start-ups, 269, 287, 300–301
in turbo-outsourcing process, 

191
Entrepreneur, 77, 263, 278
Entrepreneurs. See also Business

savvy; Start-up companies
inventors as, 151
professional image, 29
start-up companies, 114–119

Equipment, manufacturing:
start-ups, 269, 287
turbo-outsourcing, 209–210, 

217, 232
Equity position, owner’s, 301, 

312
Evaluation. See Analysis
Evans, Bob, 2, 92, 353
Everywhere Chair, 2
Exclusive agreements, 181–183,

205–206, 248, 289–290
Executive summary, 303–304
Expenses. See Costs
Experts, industry. See Advisors
Extended terms, 62, 287–288, 290,

325

Factoring, 64, 289
Family and friends:

as investors, 62, 65–67, 301
as product evaluators, 18–21

FAO Schwarz, 160
Fast-tracking. See Turbo-outsourcing
Features/benefits, product:

versus competitors’, 45–46
customer-oriented, 48–53
licensing pitch, 163–165
in marketing plan, 236
on packaging, 267
promoting, 319–321
reconfiguring, 51–52
turbo-outsourcing pitch, 217–219
upgrading, 139

Fender Guitar, 203
Financial statement, 314–316
Financing, product. See also Investors

in business plan, 309–311
investor presentations, 69–75
in marketing plan, 241
sources for, 61–64, 67–69
start-up companies, 290–292, 336
structuring of, 64–67
turbo-outsourcing, 210–211

Fink, Fred, 148, 353
First rights, 181–182
First-to-invent doctrine, 30–31, 79
Floppy Sprinkler, 2
Force Fins, 2, 92, 353
Foreign outsourcing, 131, 209, 263
Foreign patents, 83–84, 186
Founder’s shares, 312
Fun Cosmetics Inc., 74, 353
Funding, product. See Financing
Fund-raisers, as sales outlet, 275

Gales’ Source publications, 294
Gamebird LLC, 354
Gates, Bill, 98
General Electric, 100
General Mills, 100
Geography, limiting, 184
GeoMask, 15, 164, 165
Glover, Brian, 2, 12, 16

376 Index

12515_Debelak_3p_bindex.r.qxd  4/19/05  10:05 AM  Page 376



Go-no-go decision matrix, 330–331
Google, as resource, 40, 93
Govrik, Devee, 86, 93–94, 216, 218, 353
Grace, Dan, 2
Graingers and Fastenall, 206
Great States board game, 2, 159, 354
Greene, Kelly, 16, 352
Grill Lover’s Catalog, 318
Gruber, George, 15
Guaranteed sales, 324–325
Guerra, Francisco, 2, 12, 16
GustBuster umbrella, 152, 353
Gutter-Bolt, 2, 297–298, 354
G-Vox Interactive Music, 203, 354

Hair Holder Holder, 190–191, 193, 354
Hang 10 CD storage, 354
Hardware Wholesalers, 298
HeadBANdZ, 12, 13
Helpers, key. See Advisors
Henry, Daniel, 3
Hermansen, Frank, 11
Heroff, Stephanie, 228–232, 239–231,

354
Hewlett-Packard, 192
Hilson, Bruce, 3
Hochfield, Stanley, 152, 353
Hogel, Glen, 3
Hogel, Sheri, 3
Home Depot:

as inventor-friendly merchant, 1,
124

Java-Log placement, 282
rack jobbers and, 36, 298
sales to, 206
Sponge Prince placement, 272

Home Hardware, 281–282
Home Shopping Network, 124, 191,

275, 323
How to Bring a Product to Market for

Less than $5,000 (Debelak), 330

Ideas. See also Inventions; Product
generating, 11–12
protecting, 30–31

Image:
customer, 319–320
product, 52–53
professional, 29

Incentives:
for customers, 324–326
for investors, 147, 172
for key helpers, 58–61
for partner companies, 247–248
for salespeople, 278

Incorporating, 263
Industrial designers, 92–95, 130
Industry helpers. See Advisors
Infringement, patent, 186
Initial public offerings (IPOs), 63–64
In-kind investments, 62, 171–172
Inpex convention, 1
Intellectual property protection. See

also Patents
costs of, 65
in licensing negotiations, 183
in turbo-outsourcing negotiations,

217–218, 250
types of, 76, 80–84

Internet. See also Web sites
chat room alliances, 329
as resource, 39–40, 44
as sales outlet, 265, 274, 289,

322–323
Invention Quest contest (Staples),

136
Inventions. See also Inventors;

Product
categories of, 9–10
generating ideas, 11–12
marketing factors, 3–4
receptive merchants, 1, 36–37, 

124
10-step success formula, 5

Inventors:
background relevance, 164–165,

235
as company owners, 114–119
in-kind investment, 171–172
profit sharing, 195–196, 246–247
as salespeople, 204

Inventor’s book, 31, 79, 87
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Inventors’ clubs:
for angel investors, 62
for engineer referrals, 130
licensing assistance, 126, 160
for manufacturing help, 261
for prototype help, 89, 92–94
as resource, 39, 57, 131

Inventors’ Digest, 79, 95
Investors. See also Financing

family/friends as, 62, 65–67, 301
finding, 61–64
helpers as, 150–152
licensing-related, 171–172
nontraditional, 67–69
pitching to, 69–75, 241, 300–302
for start-ups, 290–292
turbo-outsourcing partners, 232

Java Jacket, 2, 9, 11, 81, 118
Java-Log, 2, 55, 281–282, 352
Jo-Ann Fabrics, 272
Job Shop Technology, 27, 209
Johnson, Joanne, 352
Johnson, Lonnie, 9
Journeyman Tool and Die, 124
Junk Drawer Organizer, 86, 93, 216,

218, 353
Juvenile Products Show, 175

Kalencom Corporation, 175
Kamen, Dean, 9, 193
Karyo, Michael, 67, 71–72, 353
KaZoo’s consignment shop, 98
Kellar, Stephanie, 39–40, 352
Kellmann, Gary, 190–191, 193, 354
Key helpers. See Advisors
Kmart, 216
Koala Corporation, 98

Laboratory notebooks. See Inventor’s
book

Labor costs, 268–269
LA Gear, 61
Lechters kitchenware, 14, 216
Lee, Jason, 116, 353

Legal advice. See Attorneys
Leslie’s Pool Market, 285
Letters, power of, 129–130
Library of Congress (Copyright

Office), 80
Licensee/licensor, defined, 183
Licensing:

business plan, 159–172
capital preservation, 147–158
checklist, 333
cost issues, 147–158, 171–172
future income streams, 132–134
go-no-go decision matrix, 331
helpers, 123–126, 150–152, 169
incentives, 152–153
market demand, 126–130
as market strategy, 96–108
moneymaking evaluation, 123–134
MOUs, 154–158
negotiating issues, 180–186
plan for, 159–172
presentation, 173–180
profit potential, 130–131
pros and cons, 104–108
selling points, 173–186
target companies, 135–146
timetable, 159–162

Lisle Corporation, 148
Litecubes, 318–319, 322, 354
Low-margin agreements, 182

Macy’s, 67
Mail order catalogs. See Catalogs
Malek, Vijay, 243–244, 354
Management skills. See also Business

savvy
as business plan item, 308–309
as investor incentive, 296–297,

300–301
Manufacturers. See also

Manufacturing
financial help from, 56, 62–63,

67–69
in licensing process, 169–170
prototype help from, 95
in turbo-outsourcing process,

197–199, 215–226
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Manufacturers’ reps, 206, 264–265,
274, 323

Manufacturing. See also
Manufacturers

evaluating, 26–28, 38–39
as licensing factor, 130–131, 165
as market strategy factor, 101–102
start-up companies, 261–263,

267–270, 307–308, 338
turbo-outsourcing, 196, 199–200,

208–214, 215–226, 236–238
Margins, 36–37, 75. See also Profit

licensing, 108, 140
low-margin agreements, 182
in market strategy decision, 100–103
start-up companies, 262–263
turbo-outsourcing, 196, 229–237,

245
Marketing. See also Market strategy;

Sales; Target markets
as business plan item, 306–307
buzz, 192–194
costs, 67, 196
inventor’s role in, 191–192
manufacturer-assisted, 69
plan for, 227–241

Marketing Intelligence Service, 3–4
Market potential:

in business plan, 305–306
go-no-go decision matrix, 330–331
sales testing, 262, 266–267, 300, 306

Market research:
competitor analysis, 42–48, 166
customer profiling, 39–42
distribution channels, 34–37
manufacturing, 38–39
preliminary, 17–23
product differentiation, 48–53
sources for, 33

Market size:
and licensing, 165
and start-up companies, 298–300,

306
and turbo-outsourcing, 221,

229–233
Market strategy, choosing:

considerations, 96–104
licensing, 104–108

start-up companies, 114
turbo-outsourcing, 109–114,

234–235, 237
Market testing, 262, 266–267, 300,

306
Materials costs, 131, 268–269
Maverick Ventures, 243–244
McConnell, Patrick, 116, 353
McGraw-Hill, 203
McNaughton, Patrick, 12
Medi-Seal, 327
Medtronics, 100
Memorandums of understanding

(MOUs):
licensing, 148, 153–158
turbo-outsourcing, 110, 211–213

Michaels craft stores, 14, 328
Microsoft, 57, 98, 100
Millennium 2000 products, 86, 353
Minneapolis Apparel Mart, 228
Models. See Prototypes
Mogadam, Mike, 260–261, 262, 354
Moneymaking ability. See also

Margins; Profit
analysis, 23–28, 36, 37, 75, 199–200
licensing, 123–134
start-up companies, 259–270
turbo-outsourcing, 189–201

MountainBoard, 116, 353

Naughton, John, 278
Negotiations:

licensing, 180–186
turbo-outsourcing, 220–226,

249–256
Nonaccredited investor, 291
Nondisclosure agreements, 84,

345–351
Nonexclusive agreements, 181–183
Notebook, inventor’s. See Inventor’s

book

OEM agreements, 292, 294–295
Olodort, Bob, 2, 49, 352
Olsen, Scott, 15
Omni-Jug, 10, 352
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Online auctions, as sales outlet, 265,
274

On-sale bar, USPTO, 78, 79
Operating cash, 288–290
Options:

and licensing, 152–153, 169–170
as source of funding, 64

Original equipment manufacturer.
See OEM agreements

O’Rourke, Kevin, 14
Outsourcing, 3. See also Overseas

sourcing; Turbo-outsourcing
Overhead:

costs, 268–269
defined, 198

Overseas sourcing, 131, 209, 263
Ownership. See also Start-up

companies
as incentive, 59–60
as market strategy, 96–104, 114–119
retaining control, 283–285, 292–295

Packaging:
costs, 27–28, 267, 268–269, 270
design issues, 93–95
distribution-driven, 38
mock-up of, 238
motivational, 319–321

Palm Pilot, 100, 150, 166
Panzarella, Jack, 89, 353
Partners. See also Advisors

acquisition strategy, 229–241
manufacturers as, 215–226, 238
marketers as, 220–222, 238
negotiations with, 242–256
pros and cons, 109–114
selecting, 202–214

Patent Cooperation Treaty (PCT), 84
Patent It Yourself (Pressman), 83, 84
“Patent pending” protection, 79, 83,

85
Patents. See also U.S. Patent and

Trademark Office
cost of, 83
foreign, 83–84, 186
funding for, 65

laws regarding, 78–80
licensing issues, 183, 186
as partnership incentive, 238
process for obtaining, 87–88
protection provided by, 30–31,

80–84
strategic options, 84–86
value of, 76–78

Patterson Dental Supply, 205, 274
Pella, Vic, 86, 353
Penta, Kristin, 73–74, 353
Pettit, Jeff, 2
Phillips, Henry, 149
Phone strategy:

for target licensees, 145–146
Planning. See Business plan
Plant capacity, 210. See also

Manufacturing
Plastics vendors, 90
Polke, Jeff, 2
Positioning:

defined, 71
strategies, 137–140, 167–168

PowerPoint presentations, 177
Pratt’s Guide to Venture Capital

Sources, 63
Premium Incentive Show (New

York), 86
Presentations:

investor, 69–75
licensing, 159–172
start-up companies, 278–281, 294,

295
turbo-outsourcing, 219–222,

248–256
Pressman, David, 83, 84
Price/value relationship:

evaluating, 23–28
as investor incentive, 72–73
as licensing factor, 107, 165
in turbo-outsourcing, 199–200

Pricing:
analysis, 23–28, 102
cost-based, 28, 72–73
margin requirements, 236–237
test sales, 267
value-based, 28, 199–200
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Private Label Industries, 228
Private-label strategy, 208, 247, 274,

292–294, 324
Private placement stock, 291–292
Problem-solving skills:

customer-related, 40–42
invention-related, 31–33

Procter & Gamble, 55, 136
Product. See also Features/benefits,

product; Inventions
in business plan, 304–305
defining scope of, 163, 184
demonstrating, 175–176
evaluation scorecard, 12–17, 21
features/benefits chart, 45–46
in licensing plan, 123–134, 163
life of, 103
in marketing plan, 234
market research, 17–23, 48–53
price/value relationship, 23–28,

72, 165
prototype production, 88–95
sales appeal, 48–53, 163–165,

319–321
spin-off strategy, 132–134
start-up company evaluation,

259–270
turbo-outsourcing evaluation,

189–201
Production costs. See Manufacturing
Product specifications. See

Prototypes
Professional advice. See Advisors
Profit. See also Margins;

Moneymaking ability
potential, 23–28, 245
versus risk, 267–270

Profit sharing, 194–201
Promotional Product Association

Expo, 318–319
Prop-A-Bye Baby, 3
Prototypes:

building, 89–95
designing, 93–95
funding, 63, 66
importance of, 76, 88–89
licensing, 149, 150

packaging, 93–95
start-ups, 270
turbo-outsourcing, 217, 238

Provisional orders, 128–129
Provisional patents, 83, 85
Purdue University, 124
Puzzle Toes, 61, 353

Questionnaires, as analysis tool,
23–25

Quest Products, 61
Quick Window Shield, 155–157,

163–166, 212–213
Quinn, Cassie, 174–175, 354
QVC, 124, 191, 272, 275, 323

Rack jobbers, 34, 36, 275
RadioShack, 205
Receivables financing, 64, 289
Regional distributors, 323–324
Renovation Hardware, 318
Retailers:

market analysis, 47–48
as partners, 205–206
as sales outlet, 264, 274, 322

Revenue sharing, 194–199, 240–241
Rev-X bike wheels, 192, 294
Rewards. See Incentives
Ridge, Ben, 285
Rights of first refusal, 181–182, 

184
Robertson, Joe, 284–285, 354
Robustion Products, 282, 352
Rollerblades, 15
Royalties:

defined, 99
negotiating, 181–182, 185
and risk reduction, 104–108
sharing, 147

Safety-sleeve, 22
Sales. See also Marketing; Sales

agreements
customer profiling, 319–321

Index 381

12515_Debelak_3p_bindex.r.qxd  4/19/05  10:05 AM  Page 381



Sales (Continued):
distribution factors, 271–282,

321–324
estimating, 70
incentives, 278, 324–326
inventor’s role in, 191–192, 204
licensing issues, 173–186
as motivational tool, 220–222
start-ups, 262–266, 288–290,

306–307, 317–329
testing, 262–266, 266–267, 300, 306
turbo-outsourcing, 196, 200–201,

204–208, 242–256
Sales agreements, 63, 69
Sales flyers. See Brochures
Sampling, as sales tool, 326
Sbrollini, Marcel, 2, 55, 352
Schlueter, Dan, 32–33, 352
Schlueter, Russell, 32–33, 352
Schneider, Bob, 272–273, 354
SCORE:

for engineer referrals, 130
financial statement reviews, 210
for manufacturing help, 261
as resource, 27, 38–39, 131

Scorecards:
introduction strategy, 100–101
product idea, 12–17, 21

Scrapbook Genie, 9–10
Scrubber dishwashing tool, 12, 176
Segway Human Transporter, 9, 193
Self-funding, 61–62, 301
Service Corps of Retired Executives.

See SCORE
Shareholders. See also Investors; Stocks

ownership strategy, 59–60
Sherwin-Williams, 272
Ship the Web, 318
ShopNBC, 191, 275, 323
Shrink-wrapped packaging, 267
SiliconeZone USA, 67, 71
Slotting allowances, 325
Small Business Administration

(SBA), 64, 261
Small Business Development Center

(SBDC):
administrative help, 337
cost analysis, 27

financial resource, 292
income statement assistance, 316
inventor’s helper, 124
investor resource, 62, 288
as management consultants, 300
manufacturing resource, 39

Solutions (online retailer), 318
Sorenson, Jay, 2, 11, 86
Space charges, 325
Specialty markets, 36–37
Spin Clean, 284, 354
Spinergy manufacturers, 192, 294
Spin-off products, 132
Sponge Prince, 272–273, 354
Sprules, Rod, 55, 352
Staples, 136, 206
Start-up companies:

administrative considerations, 337
business plan, 296–313, 296–316
capital preservation (control),

283–295
checklists for, 335–338
distribution strategy, 271–282
financial considerations, 336
generating sales, 263–267
go-no-go decision matrix, 331
growth strategy, 270
manufacturing issues, 261–263,

267–270
as market strategy, 96–104,

114–119
moneymaking evaluation, 259–270
product sales, 317–329, 336–337
sales strategies, 317–329
as wealth builder, 259–261

Statement of confidentiality. See
Confidentiality statements

Stock options, 286, 291
Stocks. See also Shareholders

and capitalization rate, 70
as incentives, 58–60, 286

Stowaway Keyboard, 2, 49, 193–194,
352

Subassembly, defined, 131
Sublicensing, 186
Super Soaker squirt guns, 9, 193
Surveys. See Analysis
Swetland, Bryon, 12, 13
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Swetland, Melody, 12, 13
SwimCords, 352

Taglines, 319–321
Target Corporation, 216
Target markets:

for licensing, 127, 135–146,
167–169

for start-ups, 271–282, 305–306
for turbo-outsourcing, 202–214,

238, 247–248
Team building. See Advisors
Technical support issues, 200–201
Technology:

catching trends, 127
impact on inventing, 9

Tekno Bubbles, 12, 13, 193, 304
Termination notice:

licensing, 184–185
turbo-outsourcing, 250

Test sales, 262, 266–267, 300, 306
30-day terms, 325
Thomas Register of American

Manufacturers, 26, 28, 143
Thompson Dialog, 144
Three-year payback, 298–300
Timetables:

licensing, 159–162, 170
start-up companies, 309–311
turbo-outsourcing, 211, 214,

238–240
Tiscione, Anthony, 77, 353
Tiscione, James, 77, 353
Trade associations, 33, 44, 57, 162
Trade magazines:

licensing assistance, 126, 160
as resource, 33, 44, 57, 144, 293
for sales estimating, 299
as sales tool, 275
start-up company assistance, 

293
turbo-outsourcing assistance, 

208
Trademarks:

documentation for, 30–31
and licensing, 149, 183
protection afforded by, 80

strategy, 86, 238
and turbo-outsourcing, 218, 238

Trade shows:
licensing contacts, 126, 160
as resource, 43–44, 144
and sales estimating, 299
as sales outlet, 263–264, 274, 289,

322
start-up company contacts, 293
turbo-outsourcing contacts, 238

Trends, 14–15, 127, 133–134, 138–139
Tribastone, Dan, 10, 352
Turbo-outsourcing:

advantages of, 242–247
business plan, 227–241
capital for, 215–226
capital preservation, 215–226
checklist for, 334
cost estimates, 240
defined, 4, 235
go-no-go decision matrix, 331
marketing plan for, 227–241
as market strategy, 96–104,

109–114, 234–235, 237
moneymaking evaluation, 189–202
negotiating, 242–256
partnering, 202–214
presentations, 219–222, 248–256
profit-sharing issues, 194–201
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Start-up companies
Web sites:
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company info, 144, 209, 210–211
confidentiality agreements, 157
copyrights, 80
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Polytek Development Corp., 90
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QVC, 323
SBDC, 27, 39, 62, 288, 292, 313, 337
SCORE, 27, 39, 130, 261
ShopNBC, 323
Thomas Register, 143
Thompson Dialog, 144
trade shows, 44
Uniform Code Council, 264
United Inventors Association, 95

Weed whacker, 9
Weiss, Nathaniel, 203, 206, 354
Wholesale price, 102. See also Pricing
Willert, Wayne, 2, 297–298, 354
Winefordner, Carl, 11
Wipe-Out, 3
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“Wow” factor, 13, 17, 48–53

Young, Brad, 12, 13
Youngs, Ross, 22, 352
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