INDEX

Advance, nonrefundable, 187—-188
Advice, securing, 15-16
Agent:
agreement with, 138-140
finding, 137-138, 140-141
using to pitch product, 135-137
Agent Confidentiality Agreement, 221-222
Angel investor, 102
Application for patent:
forms for, 229-235
process for, 83-87
Appointment, dressing for, 155
Appointment, getting:
ground rules for, 143-145
script for, 146-149
Asking for order, 161-163

Banks and debt financing, 100-101
Benefit selling, 158
BirdieBall, 199-201
Board games, 201-202
Books, examining, 186
Bootstrapping, 98—-100
Breaker, John, 200-201
Business:
evaluating product for, 38—44
owning, 48-51
personality traits for, 45-47
Business plan:
company and marketing overview, 107-108
elements of, 106
executive summary, 106-107
financial plan, 108-109
industry analysis, 107
management team, 108
money sources and, 105-106
selling, 16-17
value of, 110-111

Business world, requirements to
enter, 15

C corporation, 95

Character, licensing, 36, 165-166

Closeout sales, 183-184

Closing deal, 161-163

Clubs and organizations, 237-242

Commodity, idea or invention as, 113

Company, finding, 141-143

Conant, Brian, 196-198

Confidentiality agreement, 221-222

Contract, presenting to close deal, 163.
See also Licensing agreement

Copyright, 75

Corporations, types of, 95-96

Curse of one-trick pony, 209-210

Customer, communicating with, 156-161

Cut-and-sew products, 35

Day job, 204

Debt financing, 100-102

Decision makers, access to, 135-137, 210
Defective merchandise, 184

Design patent, 70-71

Diary, keeping, 62—-63

Disclosure agreement, 151-154, 216-218
Dressing for appointment, 155

Entrepreneurship, 45-47, 104-105
Envisioning success, 150-151
Equity financing, 102-104
Estimating:
financial requirements, 13-14
potential market value, 5-7
Evaluating product idea for sustaining
business, 38—44
Expertise, 207-208
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Face-to-face selling, 12-13, 114-117
Fad item, licensing, 34-35
Failure:
lessons learned from, 2-3
of new business, 38-39
at owning own business, 49-50, 51
reasons for, 98
Fear of showing idea to others, 9-10,
59-62
Federal Trade Commission, 78-79

Financial requirements to launch idea, 13-14.

See also Money sources
Fishing inventions, 193-195
Flat-D, 197-198
Foreign patent, 87-88
Franchising, 51-56
Friend, as money source, 101-103
Fully developed, marketable idea, 3—4

General partnership, 93-94

Ghostline poster board, 198-199
Goals, setting clear, 213-214
Going-Going Crazy game, 202
Graphic presentation material, 128—129

Higgins, John, 192-193

Idea:
fear of showing to others, 9-10, 59-62
financial requirements to launch, 13-14
fully developed, marketable, 3—4
potential market value of, 5-7
preparing, 10-11
researching for value and originality, 4-5,
24-31,211-212
selling, 12-13, 20-21, 113-114
Incorporation, advantages of, 91-93
Information gained from face-to-face
selling, 114-117
International Franchise Association, 56
Invention evaluation services, 28
Invention marketing company, 8-9,
78-79
Inventor compared to product developer,
204-205
Inventors’ club, 140
Inventor’s Confidential Disclosure
Agreement, 216-218
Investor:
presentation material for, 123, 127-128
types of, 102-104

Joint ventures, 103

Kirckof, Kurt, 201-203, 205

Lawsuit:
defending, 183, 186
promising to initiate, 189—190
Liability and incorporation, 92-93
Liability insurance, 189
Licensing agreement:
Advance Payment clause, 177-178
Copyrights, Patents, and Trademark
Notices clause, 178-179
Default, Bankruptcy, Violation, Etc. clause,
180181
Governing Law clause, 182
Indemnification clause, 181-182
Introduction, 176
Licensee’s Right to Terminate clause, 181
No Partnership, Etc. clause, 182
other issues related to, 183-185
presenting to close deal, 163
Product Designs clause, 179-180
Quality of Merchandise clause, 180
Royalty Payments clause, 176-177
sample, 170-176, 223-227
Terms and Warrants clause, 179
Territory clause, 177
Licensing product:
advantages of, 15
business or marketing plan for, 16-17
cost of, 97
C.R.A.S.H. course in, 22-24
deciding whether to pursue, 17-20
definition of, 21-22
financial requirements for, 14
marketing plan and, 123-125
obstacles to, 34-37
patent and, 66—67, 69-70
worksheet for, 31-34
See also Licensing agreement; Royalties
Life cycle of product, 4041, 209-210
Limited liability corporation, 95-96
Limited partnership, 94
List, magic power of, 127-128
Litigation trial, cost of, 64—66
Logo, using on products, 34
Long, Rodney, 193-195, 196, 208, 210,
212-213
Loo, Larry, 195-196, 206

Managing franchise, 55
Marketing plan, 16-17, 123-125
Meeting with prospect, 117-125
Mentor, developing, 210-211
Mistakes:
avoiding face-to-face selling, 12-13
fear of showing idea to others,
9-10, 59-62
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invention marketing company, using,
8-9, 78-79

not preparing idea, 10-11

not researching idea, 4-5

not securing disinterested advice, 15-16

not understanding concept of marketable
idea, 34

not understanding entrepreneurship, 15

overestimating potential market value of
idea, 5-7

patent attorney, rushing to see, 7-8

selling unrealistic plan, 16-17

underestimating financial requirements,
13-14

Money sources:

bootstrapping, 98—100

business plan and, 105-106

debt financing, 100-102

equity financing, 102-104

importance of, 203-204

websites, 109-110

Multiple licensing, 164—165

Naming product, 73-75
Negotiating techniques:
assuming right attitude, 170
bringing ball and bat, 167
knowing what you want, 166
lawyer and, 167-168
listening to other side, 169—170
nonnegotiable demands, 185-190
remembering reality is friend, 169
understanding nature of relationship, 168—169
NIH (not invented here), 133134
Nondisclosure agreement, 121, 152, 206,
219-220
Novelty product, licensing, 34-35

Olson, Paul, 200

One-trick pony, curse of, 209-210

Originality, researching product idea for, 4-5,
24-28, 212. See also Patent search

Owner, pitching idea to, 134135, 143-144

Packaging, 122
Paper trail, establishing, 63—64
Paris Convention, 87—88
Partnership, 93-94
Patent:
application forms, 229-235
application process, 83—-87
benefits of, 66
definition of, 70
design type, 70-71
disclosure agreement and, 153

facts about, 58-59, 64
foreign, 87-88
interest in, 57-58
legal work for, 75-77
licensing and, 66-67, 69-70
litigation and, 64—-66
plant type, 71
provisional application, 72-73, 205
rushing to obtain, 7-8
type of product and, 67-69
utility type, 71-73, 76
Patent agent, 86—87
Patent attorney, 7-8, 76-82
Patent depositories, 249-255
Patent It Yourself (Pressman), 7677
Patent partnership, 82—83
Patent pending notice, 72, 73
Patent search, 27, 69-70, 84-85
Performance date-certain, establishing,
188-189
Personality traits for entrepreneurship, 45-47
Pitts, Barbara, 198-199, 204-205, 210
Plant patent, 71
“Poor man’s patent,” 63
Presentation material:
condition of, 129-130
graphic, 128-129
importance of, 114-115, 120,
121-123, 130-131
for licensees, 123-125
packaging, 122
phrases for, 119
product licensing agent and, 138-139
prototype, 118-119, 120-121
written, 127-128
Pressman, David, Patent It Yourself, 7677
Product:
defining, 187
life cycle of, 40-41, 209-210

logo on, 34
as McGuffin, 207
naming, 73-75

See also Licensing product
Product developer, 143, 204-205
Product liability insurance, 189
Product licensing. See Licensing product
Product search, 27-28
Profit, and franchising, 53
Prototype:

importance of, 212-213

making issue of, 159—160

preparing, 10-11, 118-119, 120-121
Provisional patent application, 72-73, 206
Reaching for top, 210
Relative, as money source, 101-103



258

Index

Re-Pillable Card, 192-193
Researching idea for value and
originality, 4-5, 24-31, 212.
See also Patent search
Resources:
clubs and organizations, 237-242
patent depositories, 249-255
Small Business Administration
Development Centers, 243-248
See also Websites
Royalties:
as based on sales, 185
for product licensing agent, 138—139
settling patent matter and, 65
taxes and, 91
typical, 61
as unending, 186-187
See also Licensing product

Sales, defining, 185
Salesmanship:
asking for order, 161-163
basics of, 154-156
connecting with customer, 156-157
dealing with customer responses,
158-161
understanding customer,
157-158
See also Selling
Sarao, Mary, 198-199, 204-205, 210
SCORE, 100, 211
S corporation, 95
Secrecy, importance of, 205-206
Self-marketing, 48-51, 98, 204
Self-marketing worksheet,
41-44
Selling:
business or marketing plan, 16-17
face-to-face, 12-13, 114-117
idea, 12-13,20-21, 113-114
product, 113-114
See also Presentation material;
Salesmanship
Service mark, 74-75
Show’n Tell, 132-135
Slacker’s Remorse, 12
Small Business Administration, 101,
243-248
Sole proprietorship, 89-91, 93
Specialization, 207-208
Stealing idea, 59-62
Success, 2-3, 150-151
Supplier Nondisclosure Agreement,
219-220

Telephone conversation, script for, 146-149
Tips, suggestions, and advice:

become “product developer,” 204-205
curse of one-trick pony, 209-210
develop mentors, 210-211

don’t dawdle, 214

follow steps in order, 212

how, not what, piques interest, 212-213
loose lips sink ships, 205-206

money sources, 203-204

product is McGuffin, 207

reach for top, 210

set clear goals, 213-214

specialize, 207-208

Toy industry, 117
Trademark, 73-75
Training, and franchising, 53-55

U.S. Patent and Trademark Office,

229-235, 249-255

U.S. Small Business Administration, 101,

243-248

Utility patent, 71-73, 76

Value, researching product idea for, 4-5,

29-31, 212. See also Patent search

Venture capitalist, 103—104

Websites:

AskThelnventors.com, 199, 211

of author, 3, 211

corporate structures, 96

Federal Trade Commission, 79
franchise shows, 53

franchising, 56

fraud exposing, 79

invention evaluation services, 28
inventors’ newsgroup, 57

murder and suicide scene cleaners, 52
patent application software, 73
Patent Office, 27

patent search professionals, 27
product naming companies, 75

for raising capital, 109-110
SCORE, 100, 211

Small Business Administration, 101

William Rosenberg International Center of

Franchising, 56

WondeRip Fence, 196
Worksheets:

licensing potential, 31-34
self-marketing, 4144

WOW! factor, 34, 48
Written presentation material, 127-128









