
 
 



The Licensing Campaign is a marketing process to find and create 
partnerships to commercialize an IP. It involves specific steps, 
activities, resources, and support to develop and manage the 
licensing partnership for the term of the licensing agreement.  



The following are examples of the type of 

documents and materials used in managing a 

typical outbound licensing campaign.  

They are provided for information purposes 

only and will vary depending on the IP and 

information required. 



The IP strategy and 

licensing plan outline 

includes information 

about the IP, market 

opportunities, and key 

licensing terms. 



A potential target 

licensee list includes 

company and contact 

information. 



PR announcing IP licensing 

opportunity is distributed to 

general, business and 

industry online media sites. 



A non-confidential IP and 

licensing summary introduction 

is sent to potential licensees 

expressing interest.  



A short presentation with 

more (non-confidential) 

information about the IP  

follows the one-sheet 

introduction.  



Available for licensing page 

showcases the IP with 

images, video (if available), 

and a brief summary of the 

key licensing value drivers. 



An outbound licensing 

contact status report is 

provided weekly.  



A deal memo summarizes 

the business terms agreed 

to during the negotiations.  



The licensing agreement is 

prepared with the business 

terms from the Deal Memo 

and other legal terms. 



After signing the licensing 

agreement, each licensing 

partner is monitored to make 

sure they are meeting the 

terms of the agreement. 



Contact: 

Licensing Consulting Group 

Website: www.licensingcg.com 

Email: info@licensingcg.com 

Tel: (646) 395-9572 


