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the solution. As the middleman, you:

- Help the two parties come up with an arrangement that's agreeable to both.
- Assure each side the deal will be good for everyone.
- Gollect a fee out of the profits generated by the partnership

Example: Say you have a client in the health industry, specializing in men's
nealth products and supplements. They want to test a female health supple-
ment but don't want the expense of formulating it themselves. They might turn
to you to find someone who can do it for them. You then act as the intermediary,
bringing them together and helping negotiate the agreement.

Structuring a deal as a broker

When you're a middleman, there are different ways you can structure the ar-
rangement as concerns your fee. You can structure it as a retainer and a share
of profits. Make sure, however, that there's cash involved. This ensures your
project will be important to the person you're working for.

You can start by figuring out how much the project is worth in a year. Let the
prospect define the number. Ask them what their target revenue is, their profit
margin, etc., and base your fee off that. If they expect, for example, to make
$600,000 and your share is 20 percent of that, you might set your retainer at five
to 10 percent of your share. This can be in advance or in addition to the percent-
age of the profits.

You might decide to balance cash, commission and equity. This, however, re-
quires attorneys, and can get really complicated.

Do you refund if it flops?

f for any reason the project is placed on hold, Bob Serling does not suggest re-
funding the retainer. If you're a few months into the project and it doesn't work,
then you might refund.

Whose agreement do you use?

When smaller companies, say $5 million and under, are involved, you can usual-
ly use your agreement. Larger companies usually have large legal teams and
want to justify that cost, so it's a good idea to use their agreements. Just ensure
it doesn't become a one-sided deal, with all the risk on you.
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Who pays?

The licensee always pays. If 20 percent of the profits go to the middleman, the
remaining 80 percent is split by the expert party and the licensee.

When middleman deals come unstuck

Deals usually come undone when after a period of time of things running
smoothly, the two parties involved decide they no longer want to pay the inter-
mediary. In this case, you can negotiate a buyout. For perhaps half of the total
amount they've paid you, they can continue with the license and not have to pay
you again.

Cloning
Cloning is something you can do for a client and get paid for the process. It's

pasically taking all or part of a business and reproducing it with a different label
or market or distribution, etc., to make more money.

Take for instance a training program. Suppose the original version works well
but is very dry and boring. You might take the exact program, write more emo-
tional copy and set it up on a separate website, then email your list promoting
the second version as a more appealing option.

t works as well for physical products. Say a company sells entertainment sup-
olies and caters for both individual and institutional buyers. By taking the prod-
ucts that are fit for wholesale and selling them on a separate site solely in bulk,
that company can see a significant increase in profit.

Cloning offers a number of options. You can help companies clone their prod-
ucts, or you can license features of other people's products to clone on your
own. Or you can act as a middleman, to set up cloning things for companies to
clone their own products and services or others.

The resource center toll gate

When people buy something, they very often also look to buy complementary
products. This is an opportunity for another licensing technigque, the resource
center toll gate. You basically identify the products a customer will need in addi-
tion to something they've bought, saving them the trouble of research and over-
whelm. You just set up a resource center and refer customers to products, gen-
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erating money for you and the product sellers.
The repeating circuit toll gate

The repeating circuit toll gate is like a resource center, but It involves several
companies, catering to a certain type of customer. Each company has their own
product related to that customer's needs, which all the companies will promote
to their lists for a month, after which they'll promote the product of the next
company in the circuit, and so forth. You're making money each time you pro-
mote another company's product, and in the months that the companies pro-
mote for you, not only are you making money, but you're also building your list.

Access more of Bob Serling’s expertise at http://salesgrowthsystems.com/
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