Don’t leave licensing money The most current and comprehensive
on the table! royalty rate guide available today!

Licensing Royalty Rates, 2010 Edition gives you the in-depth guidance
you need at every step of determining a proper royalty rate. Which market
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Even though the answers to these critical questions will change with every
deal, you'll always find the guidance you need to craft the most lucrative deal
possible in this handy one-volume reference.
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About the Editors

GREGORY J. BATTERSBY and CHARLES W. GRIMES are principals in the law firm
Grimes & Battersby in Norwalk, Connecticut. Both are nationally renowned experts

in patent, trademark, copyrights, unfair competition, antitrust, corporate law, and
licensing with a particular emphasis on the merchandising, multimedia, entertainment,
“edutainment,” toy, animation, and publishing industries. They are authors and
executive editors to a vast body of published works in the intellectual property and
licensing areas.

Your successful royalty rate
negotiations start here!

How does one go about calculating
the "proper” royalty rate?
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Knowing the “going” royalty rate for
virtually any product is as simple as
reaching for the newly published

Licensing Royalty Rates, 2010 Edition.
This information-packed report details the
royalty rates for over 1,500 products and
services in ten lucrative licensed product
categories—art, celebrity, character and
entertainment, collegiate, corporate,
designer, event, sports, nonprofit and music.

Gregory J. Battersby holds an A.B. degree (chemistry and biology) from Seton Hall
University and a J.D. degree from Fordham University School of Law. He is @ member
of the New York and Connecticut Bars and is admitted to practice as a patent
attorney before the United States Patent and Trademark Office.
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= Industry Norms = Return on Sales
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Charles W. Grimes holds a B.S. degree (Engineering Mechanics) from Pennsylvania Products and Services
State University and a J.D. degree from the University of Denver School of Law. He is
a member of the Illinois, New York and Connecticut Bars and is admitted to practice

as a patent attorney before the United States Patent and Trademark Office.
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= Domestic Royalty Rate = F.O.B. Royalty Rate

= Royalty Rate on Direct Sales = Royalty Rate for
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Put it to work for you today!
Fastest way to order:
Call 1-800-638-8437 and refer to Priority Code ND47

Setting a royalty rate too high can

scare away potential licensees while
accepting a lower rate can cost licensors
hundreds of thousands of dollars!
Licensing Royalty Rates, 2010 Edition,
provides all the information you need

to calculate the right rate every time.

Section 9: Glossary of Terms

Section 10: Royalty Rate Trends
and Valuation in Patent and
Technology Licensing

Valuation of Intellectual Property
Identification of Assets

Accounting and Audit Provisions

= Payments, Royalty Periods, and Reporting = Time of
Sale and Related Company Sales Provisions = Estoppel
and Acceleration Provisions = Interest Provisions

= Survival Provisions = Payment Terms for Foreign
Payments = Audit Provisions
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Value Determination
= Cost Approach = The Market or Sales Comparison

No other rate guide offers the current and in-depth
information available in the new Licensing Royalty Rates.

It will save you time, effort, and money
every time you reach for it!
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You are invited to try the new Licensing Royalty Rates for 30 days risk-free. If for any
reason you are not satisfied, simply return it to us within 30 days and you'll owe nothing.
We will cancel your order, no questions asked. If you've prepaid, you can either receive an

account credit or a refund.




