liscensing should consider the following points
1royalty rate
2advances and garentees
3investments
4volume
5inventory and pricing
rates vary from property to property
simple calculation
royalty rate x items sold $
ie 8% x 150000$ = 12000$
advances and garentees
minimum liscensing agrees to pay liscensor 
contractual obligation
determain if the garentee is to much
can sell 150000
royalty rates 5%
150000x5$x5%=37500
so no
but it may not be a bad deal it may be
on the face its not bad deal but not as bad as it could be
if garentee <37500 it is worthwhile
if garentee is>37500 better be other compelling reasons to do the deal
such as prestige
proving compentency
awareness
should be 5.33% garentee to make garentee
risk falls on the liscensee
quickly.. dont confuse royaltee rate /garentee with revenue
royaltee is just another expense onf the business
garentee is a fixed expense
last example just considered inpact of a garentee but there may be other costs
R and D
machine costs
Marketing costs
+-
4volume
lower margins acceptable if higher volumes could accept  lower royaltee if selling in the mass
distribution
upstairs
downstairs
specialty
inventory and pricing
too high-oversaturation sell offs
have to cut check 40k 

to low - lags in orders missed opportunities
vital for liscenses to be able to forecast and moniter supply and demand
why
another financial concern
knock offs
counterfeights
anti counterfeighting initiatives have 3 major objectives
liscensors want to prevent infringment
liscensors want to monitor marketplace to act quickly upon discovery of fakes
licensors must take action vs. counterfeiters that harm the trademark
remedies
anti counterfeighting have 3 remedies
1.turn them into a legitamite licensee
2. cease and desist letter
3. go to court
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