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Profitable Information Product Licensing 
 

Bob: Ok. Great. I think we will get going. Fred, why don’t you introduce yourself and I will 
introduce myself and we will go from there. 

Fred: That’s good Bob. I’m Fred Gleeck and Bob and I have known each other for quite a 
while. I have been involved in marketing and selling information for over 30 years—
15 of that offline and about 15 of that online, at this point. I have also been pretty 
involved in a fair amount of licensing, which is what we’re talking about today. This 
is something that I thought would be relevant for us to talk about because all of you 
who are interested in information marketing, should certainly have licensing as one 
of the elements you should be doing and if you want to get more on me, you can 
always go to Fredgleeck.com. 

Bob: My name is Bob Bly. My Website is www.bly.com. If you want to subscribe to my list, 
although most of you are on it, www.bly.com’report. And when you sign up, you’ll 
get a library of bonus reports on marketing that retail for over $100. My background 
is similar to Fred’s and it is probably because we are both about the same age. Over 
30 years’ experience in information marketing. He is more Internet. I have only been 
in Internet marketing since about 2004, so it is almost 10 years. 

And prior to that, I created print information products—the mail order business—
and sold them the old fashioned way: direct mail and ads and mainly, we used small 
ads, because they paid off and had a better ROI. So today, we’re going to talk about 
product licensing from two perspectives. One, those of you who are Internet 
marketers or are planning to be, and waiting for (extra income?) Fred refers to it as a 
quick source of significant income, is to offer product licensing of your information 
products. Now, the other aspect we’ll come into, and maybe we will start with this. 
Let’s say that you want to be or you are an Internet marketer…Although the 
business can be complex, we’ve boiled it down to a simple formula and there are 
basically three things you need to be an Internet information marketer.  

Number one, you need Websites or microsites or landing pages by different names 
where you sell your products. And in our model, you have one landing page for each 
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product. Number two, you will need a way to drive traffic to those landing pages 
where people can order your products. For Fred and I, one good method is our own 
subscriber eNewsletter. The third thing you will need are the actual information 
products to sell. And this is where people get hung up and I know this and Fred will 
chime in if he agrees or disagrees, because that is the most common e-mail that I get 
from you guys. 

I don’t have an information product. I don’t know how to do a video. I don’t know 
how to make an audio product or an eBook. I don’t have time to write it. I am not a 
writer. What do I do? And one way around this, to start or to jump start your 
Internet marketing business, is to license products—information products—from 
other Internet marketers. And you can do it, for example, like these products now 
from me and Fred. 

Right now, we have available for you to license, three of our information products 
and you can see more about that at www.fredandboblicenses.com. And you can go 
to a page that explains it. You can actually license right on that page. So, why don’t 
we talk about the meaning of these people. A lot of people, Fred, if you say, license 
your product, they have no idea what that means. What does it mean? 

Fred: Well before we get started Bob, I think one of the biggest reasons why people don’t 
get involved in licensing products is that they feel that they are doing something that 
is unfair and unethical. And nothing can be further from the truth. A lot of times, the 
best way to get started in information/Internet marketing, is to find the products 
that you truly believe in. 

And get started by marketing those. Even if you’ve been doing this for years, there 
are still products that I have licensed because I think they’re great. I produce a ton of 
products, as do you. I think that we should start with the understanding of the 
philosophy that you aren’t doing anything wrong—in fact, it makes a lot of sense to 
do exactly what we’re talking about here. Mind you, what was the original question 
because I went off the path? 

Bob: The original question is, people are listening to this…We’re talking about licensing 
but, a lot of people will say, I don’t know what that means.  
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Fred: Well, we will start to explain it. I think that the best way to explain licensing is that 
first off, there are lots of different forms of licenses that can be created. But 
basically licensing in its most general explanation is to take other people’s materials 
or reverse it to do it with your own material. To take other people’s material and to 
be able to sell it and not have to pay an ongoing fee in terms of commission. So let 
me just give you the explanation with my three forms of licensing at that we always 
talk about at the events that we do or I do on my own. 

The first form of licensing that you should be aware of, in actuality is sort of a—well 
let’s start at the top. Master licenses say this: You can take my product, or our 
product, let’s say, some of the master products that we created—and as the master 
licensee, you have the right to take that product—audio, video, whatever form it’s 
in, and you have the right to not only sell that product at retail, but you also have 
the right to sell licenses—standard licenses to others. So, master licenses, which is 
usually the most expensive form of licensing, it often does about 50 or 60 times the 
retail price of the product. 

Let’s say you have a $100 product, let’s make it real easy, a master license would go 
for between $5,000 and $6,000 and if you bought the master license to any product, 
it would give you the right to not only sell that product at retail. And if you wanted 
to sell it again, at the standard retail price being $100, you could do that, but you 
could also sell standard licenses which is the second item that I want to talk about. 
After master licensing, the next step down if you will is standard licenses. The 
standard license says, you can take our $100 product. You can sell it in any or all 
forms that we grant you to sell it—in our case it is both the audio and transcript of 
that, which we did create, right Bob? 

Bob: I don’t know if we have transcripts for all of those products. I know that we have 
transcripts for at least one of them—the Internet marketing retirement plan.  

Fred: Ok, let’s just say for example, let’s just talk about the concept of a standard license 
being you have the right to sell a product for whatever form it is being offered and 
for example, with a $100 product, usually, you are looking at in general, the price 
offered for this type of a standard license is between 10 and 12 times the cost of the 
product itself. So, if you have a $100 product, usually between $1,000 and $1,200, 
you can sell that product and keep all of the proceeds for yourself. Let’s say for 
example, you thought to yourself, I’ve got a lot of people on my list or I know a 
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bunch of people who are interested in this product. You buy for this product, for this 
let’s make it easy, for $1,000,  

And if you sell 20 of those, you pay $1,000 for the license and now you get to keep 
everything, so you make $2,000 in gross profits, so you make $1,000 in net profits. 
And in most cases, people should be thinking about licenses Bob, in terms of where 
is their break-even? How many units do they need to sell? So if we’re going to make 
it really easy let’s round it for everyone. If the master license costs 50 times the price 
of the product, which is $5,000, you have to say to yourself, can I make $5,000 
selling both licenses and selling the product at retail. If we’re talking about the 
master license. And for the standard license, can I make at least$1,000 and if I can, it 
makes sense to do this. 

Now, there is another form of licensing that we’re really not going to talk about that 
much, but basically, it works like this and it is basically the lowest form of licensing, 
which says, if you give me three to five times the price of the product, and let’s just pick 
a mid point there of $400. If you give me the $400 up front, I will then give you the right 
to sell my product, kind of like an affiliate, but at a very high commission rate. 

So, if you give me $400 up front and instead of a 50/50 split on a product—I would 
give you a 75/25 split your way or an 80/20 split your way. Now Bob, I don’t know if I 
made this clear or made it murkier, ask me any questions if I need clarification here. 

Bob: So again, let’s go through the pricing. You can expect to pay…for the standard 
license, if the product was $100, you can expect to pay 10 times the product cost? 

Fred: The rule of thumb is between 10 and 12 times.  

Bob: Ok, what is the rule of thumb again for the master license? 

Fred: The master license, since that gives you the right to sell a product at both retail and 
to sell standard licenses to others, goes between 50 and 60 times. Again, this is the 
rule of thumb. You will see, we’ve been pretty generous Bob in our offering, I think 
our number came out to—how much are standard licensing? 

Bob: I am not on the page. It is on the page who’s URL I gave and I will give it again, but I 
believe our master license was under $3,000 which is less than 30 times. We are also 
below the multiple on the standard license. Yeah, so we’re below on both.  
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Fred: The idea here is that it makes a lot of sense for people getting started if they really 
found a product they liked, but this is what happened to me Bob is what I found, 
when I was just getting started, I found a number of products that I was really 
excited about. And then I would say to people, “you should go to so anso’s site and 
buy this product.” Then I said, wait a second, if I am so excited about this product, I 
should be licensing this so I can sell it to others and keeping all of the commissions 
up front. 

But again, the calculus that people would have to make is how many products do I 
anticipate I will sell? So, although I like everyone on this call, to buy a master or 
standard license from us, I don’t think it is in their best interest to do so unless they 
can do calculus to determine if it would be in their best interest. 

We have to remember Bob, with licenses, because of the FEC, we as the provider of 
licenses can only suggest a retail price of $100. There is no reason why someone 
who buys a license from us, be it masters or standard license, cannot if they so 
choose, price the product differently than we suggest. We have no right to 
determine what price they should charge, we would be in violation of trade laws. 

Therefore, if someone had a large or had no products that they were selling and 
wanted to give our products away for free, they would have the right to do so.  

Bob: Are we the only people on the planet offering licenses of our product? Or is this a 
very common practice?  

Fred: It is common and it is common among people who have information products that 
sell pretty well. The only problem is that oftentimes, products that are offered for 
licensing are tough to find. In all the years that I have been doing this, I think I’ve 
only licensed products for people a half a dozen times, which means that I’ve 
suggested people who consider licensing to be careful to only license products that 
they are really excited about and think, really bring value of the table. A lot of times, 
people offer licenses on products that frankly should not be sold to begin with. 

Bob: Now, let’s say I licensed a product. Let’s say for some reason, I don’t really get going 
on my Internet marketing business, can I contact you a couple of months later and 
say, hey Fred, I haven’t really used it, can I give up my license and get my money 
back? 
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Fred: Well, that is a very good question and it varies from person to person on what the 
arrangement or what the deal is. We could tell people what we’ve decided on ours 
and it is at the discretion of the person who is selling the license—whether or not 
they are going to offer some kind of a guarantee. And our guarantee that we came 
up with is what? 

Bob: I do not recall. Do you know?  

Fred: No, that is why I was asking you. What we said was I think we gave them a period of 
time. I am going to look this up if we do but oftentimes, this is at the discretion of 
the sellers. I think it is incredibly infrequent that the licensees are allowing that to 
happen, but I am going to look at this and see what we came up with here. I think 
that uh. What did we do…hmm…I do not know the answer to that. It is highly, highly 
unlikely in most cases. I recall that we did something to people that… 

Bob: I don’t think I can answer that but I would say the default is, no, it is not a money 
back deal. I think that what we did say was that if people are having trouble selling 
enough to break even, they can call you or they can call me and we’re not going to 
do it for them, but we can give them a little coaching over the phone that gives 
some suggestions on how they can move those products and get the license fee 
back and generate a positive return on investment. 

What about the idea…I got a call the other day and the guy said, I don’t think I am 
going to do this because if I buy a standard license, what is the limit on standard 
licenses that you’re buying? What if everyone in the world gets a standard license 
and they can’t sell any? How would you respond to that guy? 

Fred: A lot of times, people say that we’re going to be one of many. We restrict the 
number of master licenses as do most people of certain number. Like oftentimes, 
and in our case, we have five master licenses that we sell products. In a standard 
license, there are many, many people oftentimes, that are selling the same product, 
but the thing is everyone has a different circle of influence and you have, let’s say for 
example, if you have a chiropractor and you have a whole bunch of chiropractors on 
your list or chiropractors in your field of influence, you would want to make sure you 
would feel confident that you would probably make your money back pretty easily 
among your sort of tight-knit group. 
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If there were eight other chiropractors who were also selling that same product, it 
would present a problem, but for most people, they can make back their money 
fairly quickly and easily if they have a decent-sized list and again, by decent size, it 
does not mean that you have to have thousands of people. You can have a couple of 
hundred people that you have a close relationship with and feel confident that you 
can sell that product to justify the cost of the license. 

Bob: But, whether you have hundreds or thousands, each of us who are Internet 
marketers or who are going to be Internet marketers, will have our own list. No one 
else has access to that list to sell the product license, so they are not getting 
bombarded by offers for the same product by other people who may have licensed 
it spreads at tour universe. It is in stark contrast to what happened in the old days of 
direct mail, when people would sell the rights to market their mail order information 
products and then everyone would rent the same list, because they didn’t have lists. 
These entrepreneurs, the little guys didn’t have them. So they would rent them. So if 
you were on a list, let’s say, business opportunity seekers, they would get the same 
flier from eight different people in the course of a week. 

That was bad for those licensees—those people who bought the rights. It did not 
happen in Internet marketing, you could have a unique market that is yours, which is 
the list you’re going to build and are building. So, I think it is much less of a problem, 
would you agree? 

Fred: I would agree, before Internet marketing when people would market through direct 
mail, there would be people bumping into each other because they would be renting 
lists trying to sell and you would get, I remember getting four or five offers within 
the same week about the same products. 

Bob: And they were all you’s renting the same list, often recommended, and sometimes 
brokered by the same person they got the license from. So it was borderline 
unethical. Here is the question, I license your product Fred and I listen to the 
audience where I license maybe an eBook and I say, boy, I can package this 
differently. Can I pull apart the content and repackage it and sell it in a different 
format? 

Fred: Well that is one of the things that as a licensor, you would like to have control of 
because you don’t want people fiddling with the content once you put it together 
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because oftentimes, it will change the intent of what you’re trying to do. One of the 
conditions of most licenses is that you cannot change the content in any way. 

You cannot change the order in which it is presented. You cannot omit things. It has 
got to be sold in its entirety and as one piece. The only thing that might be different 
is that occasionally, people might allow you to sell it in multiple forms. If it is an 
audio, it might come with a transcript or not. In general, the reason for doing that is 
that oftentimes, one of the reasons why you give people, or we give other people in 
the licensing business, give people such a great deal is because there is what are 
called bounce-back offers within the product, which is where frankly, you and I—
have other people where people are selling out license. So, say for example, you sell 
the license of one of our products. 

Frankly, you cannot make any changes because there are items in there where we 
direct people back to a certain place or a certain site. And we happen to get a little 
more money when people bounceback and buy something we mentioned in the first 
product.  

Bob: Let me give an example. For example, on the Internet marketing retirement plan, 
which is one of the products we’re licensing, we say at one point, explain what 
software you will need. If you need an auto responder, a database, you need a 
shopping cart, and we would recommend a piece of software called marketing magic 
and we say that in the program. So we get orders from people who listen to the 
program, write down the URL, we tell them, go to the page and order the product. 
That is why we don’t allow people to change it. That income from the bouncebacks 
allows us to offer the licenses to below the normal multipliers. We do not allow 
people to change the content. Also, I think it is a danger if people alter it too much. 
It’s not what we originally created. Our names are on it as the authors and it could 
be harmful to us. 

Fred: You and I both being movie fans know this, that directors always get what they call, 
final cut, so the various kinds of studios cannot necessarily mess with the process 
that the directors come up with in their minds and that is sort of true with our 
products as well. We have a specific way of delivering the information. We have an 
order that we want to make changed and you are absolutely right, we don’t want 
people to change it. 
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Going back to the example, marketing magic.com, is a perfect example and I want to 
use that as an example because of its relevance. Oftentimes, people will, within a 
product…for example, you’re talking Internet marketing and information marketing 
and all of a sudden, people will give some kind of a reference to a weight loss 
program. My God, it’s ridiculous that people are trying to market things that are 
completely unrelated to the topic, don’t do that. If you put your own products 
through licensing. 

Make sure that what you offer, for example, webmarketingmagic.com, is relevant to 
the information that you’re delivering because then, people will go year, Bob and 
Fred are talking about setting up a Website and all of these things, so 
webmarketingmagic.com makes perfect sense to discuss. Don’t go too far into 
talking and giving out bouncebacks. 

This is a little off topic but I think it’s relevant. In our products, let’s say we’re doing 
the Internet Marketing Retirement Plan, which is a system of Internet marketing, we 
can’t possibly, in one audio program, tell everything you need to know. So, we give 
you the step by step methods. Sometimes we reach a topic, if there is more detail 
than what we can put in the product, we will say, well, we have another product on 
this and you can get it at www.xyz.com. Some people, not a lot, have come to me 
and said that really you are not telling me anything but you are referring me to other 
information products, you’re trying to sell me more. We do sell you more, but we’re 
not trying to sell you more. The reason is, you can’t cover everything about 
everything in one product. It’s not realistic. 

That’s why no one who is interested in gardening, buys one book on gardening at 
Barnes and Noble and never again. Gardener has bookshelves of 8 and 10, 12 and 15 
reference books. It is reasonable to refer people to other sources for more 
information. When I write and have been writing for more traditional paperback 
books or regular publishing houses, always, we had in the back called resources, we 
listed other books related on the topic, but we couldn’t cover fully in the product, so 
to me, it is perfectly ethical procedure. And you guys, as you develop more 
information materials, you can do the same thing. 

Fred: Let me elaborate on that Bob, because a lot of people who I have seen, will sell 
people a product that is complete fluff and every second or third line, they are 
referring people to another product they must buy. Now, in our case, we certainly 
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deliver in terms of value and giving people. Let’s say we’re charging $100 for the 
product. We’re definitely giving more than $100 in that product itself. Then when 
you’re referring people to other products, you have the right to do so because you 
delivered on your value equation. 

You give a people value for what they’ve already paid, however, this is not always 
the case. I have seen many a licensed product where people are trying to sell and it 
is all just one big sales pitch and that is the wrong way to do it. The occasional call 
you and I get from people saying hey, we bought this product and we kept hearing 
these other things. That would be a legitimate complete if we had delivered x 
amount of dollars, say $100 of the approximate value. 

I don’t know of any product that you or I have ever done that we have never done 
fully and over delivered and triple the value so, we have the right to mention other 
products and services because we already delivered what was expected up front.  

Bob: You measured the audio products and time. I would say approximately one percent 
of the audio mentions other products. And 99% is informational—the actual how to 
do it.  

Fred: Not only that but I think just from what we delivered from the main product itself, 
there was sufficient information to give people a road map. It’s not like we left out 
huge chunks of the idea or the process. We did not and we do not.  

Bob: Let’s say I want to license products. Is there a way to find products to license? Is 
there a central licensing Website or exchange or what?  

Fred: There are a few of those out there but that is not the way I would go about doing it. 
If you found a product that you are excited about, I would contact the authors of 
that product directly and say, hey, I am interested in licensing this product. Do you 
offer a license? 

Oftentimes, you will hear people say, no, we don’t. In which case, you’ve got to do 
one of two things: you’ve got to look for something comparable that you can license, 
or, possibly put something together of that topic of your own. But doing this...for 
example, someone who was listening to one of our programs on our Internet 
marketing retirement program, as an example, and they said, I don’t think I’m going 
to license that because it is going to cost me money, I am going to do one myself. 



Profitable Information Product Licensing                                                                     Bob Bly and Fred Gleeck 
 

Center for Technical Communication. ©2014                                                                             |  12  | 

Well, the question is, who are you? What is your credibility? And will you be able to 
sell as many as having your and my name on it and my answer would be, in most 
cases, no. 

So again, the best thing to do if you’re interested in licensing a product is to contact 
the authors of the product directly and ask them if they provide a license.  

Bob: So again, how would I make the decision to create my own product versus license? I 
think, Dan Poynter in the Self-Publishing Manual answers this well. He talks about 
the three T’s. In his case, it is book writing. The book is just an information product. 
It applies to all information products. He says, you have to ask yourself, do I have the 
time to do it? Or is my time better spent elsewhere? Do I have the temperament to 
do it? That’s what I mean. And do I have the talent? Am I good enough? Like in this 
case, Fred and I do an Interview format for our audio products. Fred’s a great 
interviewer and most people are not. If it’s an eBook, can I write? Those are to me, 
the issues. If I don’t have the time, temperament or the talent, licensing is a good 
alternative.  

Fred: I agree 100%. I have gone to one of [Van’s] seminars that he does up in the 
mountains of Santa Barbara and I am not sure if he is still doing those these days. 
Those three T’s are perfect—time, temperament and talent. If you don’t have the 
time, you won’t have the temperament. I might add another T to that, and that is 
tenacity, because sometimes, it takes some real stick-to-itness to get through the 
products. Most people just don’t have that get it up and get it going and so licensing 
is a great option. 

Bob: I agree with that. Another question I am going to ask is, why should I buy a license 
from you guys? I can just become an affiliate on the product and pay no license fee 
and sell as I will. 

Fred: You can. Let’s give people a real life example. Let’s say for example that you want to 
become an affiliate for this product. The problem with that is you would have to give 
us 50% of your profits. 

Bob: That folks, is the drawback.  

Fred: That is the main drawback, so as a licensor, as a licensee of the product, you get to 
spend money up front, one time, and then after that, you keep every single dime of 
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profit. You’re not giving us a single penny after that. Let’s reverse it. And then ask 
the question, well, are you guys crazy? Why would you do that? Why would you sell 
a license to someone knowing they might sell hundreds of copies of that? And the 
answer is two things. Number one, we got an initial cash flow surge from the cost of 
the license, not a huge surge, but we get some cash flow up front. But we also get 
that person, getting our product out into the marketplace, sharing our knowledge 
about the topic, and all of the other related bounceback offers which are embedded 
in the product. Because we make money from those bounceback offers from the 
product that is sold by the licensee. And he gets that into the hands of people we 
would have been never able to see.  

Bob: Good point. Here is another question that I have. When you find a product online, 
you say hey, I would like to license it and the guy says, yeah, we have licenses. Can I 
ask for—give me a review copy of the product so that I can make a decision about 
whether I want to buy the license or not.  

Fred: The answer is, in your case Bob, yes. So if I get excited about a product that I see and 
I ask for a review copy. As long as I am perceived by the individual where I am asking 
for a review copy, for the legitimate possible licensee, the answer would be yes. 

Many people will use this method as a way of getting free products and that 
becomes a question about whether or not you can represent yourself as having both 
the ability and the reputation to make it so I can believe that you are really 
reviewing this product and not just trying to get a freebie. 

Bob: So, what if someone approaches you Fred, and they want to do it and they are just 
starting out and they have no reputation; they have no list. You don’t know who 
they are. Would you send them a free review copy? 

Fred: No. But here is what I will offer them. I will say, ok, here is what I will do. You are 
considering buying a license to my product that costs, at retail, say $100 and the 
license is $1,000. I will let you buy the product from me for $100 and if you decide 
after reviewing it that you want the license of that product, I will subtract $100 from 
your licensing fee. I will give you credit for the money you’ve already paid. 

Bob: That’s great because it is fair. It allows them to get the product. But it screens out 
people who are trying to just get free products so that works well. 
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Fred: I think that is the best way to do it Bob, because basically  let’s say, I don’t know you 
and I am not sure if you are legit, but if you are legit, this is going to work out very 
well for you. Because in essence, you are getting the product for free if you go ahead 
and purchased the license after the fact. 

Bob: What about this? I license a product from Fred or Bob or someone else and we all 
know that the one drawback is—well, maybe there are others. To me, a big problem 
with Internet information marketing is that information products are like fruit. They 
spoil with age; they don’t get better. They start to become dated. New techniques 
come along and your book or your video or your audio doesn’t have them. 

You have an eBook that increasingly lists links to URLs. The reader now clicks on 
them and they are gone and then the reader perceives that they are old. So, how do 
I…If I license a product from Fred Gleeck, isn’t the product going to spoil and I am 
screwed?  

Fred: That is a good question and the answer is, depending on how old it is and what the 
topic is, the degree of fruit rotting is either very quick or very slow. So, we’re talking 
about sort of a timeless topic.  

Bob: Which people call Evergreen. 

Fred: Yes. Evergreen products. It is unlikely that it will spoil. However, in this age of 
Internet or information marketing, you’re looking for the 24-36 month maximum 
window. So, what I always think is a good idea and although we don’t always state 
this publicly, one of the things that I am always willing to do is to upgrade someone 
from an existing license to the license of the new product for a fee. 

Say for example, you bought the product, the license from me on January 1, 2013 
and you paid $1,000. You then come back to me on January 1 of 2016 and you say, 
that I really like that product but I see that you have a new version. How much 
would you charge me for that? And my answer will generally be, you can have the 
update version for 50% because they have made money on the product for three 
years. If they want the new product, fine. I will give them 50% off discount on the 
updated version of the product. 

Bob: Got it. I said at the beginning, that you will need three things to be an information 
marketer online. One is the product, which licensing will provide you. One is a way 
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to drive traffic of your product, which is often your list to drive traffic to the 
microsite or landing page. Or it is the landing page or the Website itself. So, let’s say 
someone has licensed a product from me or you and you say, why not this product? 
I don’t know how to write a landing page. To hire a top copywriter to write a landing 
page is an enormous proposition. And I get small Internet marketers approach me all 
of the time and my price is just order of magnitude beyond what they could afford. 

So how do I put together a landing page for the product I just licensed that will 
work? 

Fred: Well Bob, let me just tell you that this is probably the biggest reason why people 
should license products from you and me. I’ve been in information marketing…that’s 
probably…I have higher skill or talent in that area, but certainly, one of the major 
reasons why you should probably get your product license from us, is that if you’re 
copywriting skills doesn’t relate to these products—when people buy the license to 
our products, we then give them the rights to use the copy that you have originally 
written to sell those products. 

And although other people, when they offer licenses, they will oftentimes do that. 
The question is the quality of the licensing to sell those products is, at the least, 
substandard compared to yours. So, this is one of the reasons why I got excited 
when we started doing this with licensing is the bonuses. Like you said, the three 
parts—the landing page. And the landing page is really one of those things that you 
need to do well unless you’re a professional copywriter. In our case, people are not 
only getting the products but they are getting the landing page. It will convert better 
than most of the landing pages out there because you wrote it. So, in my mind, this 
is one of the biggest reasons why people should consider buying our licenses—not 
only for the quality of the product, which is both yours and mines. Our expertise and 
our ability to put that together. But then the second thing is your expertise in writing 
those landing pages, which is crucial to selling. 

Bob: And unlike our product itself, you can use our landing pages as is. Or you can rewrite 
them—we don’t make any control of that. Obviously, mine are signed by me. When 
you write it, it will be—to the listener, it will be signed by you. Ok, so let’s I have my 
own products already. I want to make money like you’re describing selling master 
and standard licensing. I know how to price it, based on the multiples you’ve sent 
me. How do I market, or do I market licenses? 
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Fred: I think that what you would do is take a look at a site like fredandboblicenses.com 
and you would basically adopt that system to your own products and services. So, 
you would use that as sort of a template for whatever you are going to be doing and 
feel free to take that material and do it yourself. I would suggest that in order to 
start selling licenses yourself, you should first buy and use licenses at least a couple 
two or three or some others to get experience to doing it yourself and in doing so, 
will understand what the various nuances are. 

For example, in the case of our master and standard licenses, we provide people sort 
of with a certificate—a digital certificate which gives them sort of the rules of the 
road as it relates to getting the master or standard license. We say to people, hey, if 
you’re going to buy this license, then here are the rules of the game and here are 
these conditions etc. That is something for anyone if they are considering selling 
licenses, should actually buy a license to see the process and to sort of copy and 
borrow from it. 

Bob: Right. I also tell people if they are going to buy and sell licenses…I also tell them in 
the eBook, you should go to the site where we sell our licenses—
fredandboblicenses.com. I say in my e-mails, even if you don’t want to license our 
products, if you go to the site and read it anyway, because it explains—although you 
are getting that now—but it explains and shows you how licensing basically works. 

Fred: Yeah. And the other thing that you will notice, that on our site, we do provide a 
discount for multiple-licensed purchases. If you purchase two licenses, you will get 
10% off and if you bought five, you get five off. In other words, we give people 
discounts when they buy multiple licenses. If you got as excited as I have done with 
various people and their products, you may want to do that because it makes sense 
because then you can get discounted fees on the licenses. 

Bob: And on this site, you will find out that we have prepared three of our products for 
licensing and when I say prepared, we just updated all three of them in the last two 
months; so they are completely current. They are not dated at all. The one is the 
Internet Marketing Retirement Plan, which is a product on how to make money with 
Internet marketing, specifically information marketing. The second is a very popular 
program—How to Become a Recognized Expert in Your Niche. How to gain instant 
guru status. How to build your reputation as an expert. And the third is, Make 
Money from Coaching, which tells what the coaching business is, how it works and 
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how you get into it. Now, Fred and I are rerecording and updating, one at a time, 
other products. And as we update them, because we want every product we license 
to be current and not dated, we will add them to this site. 

I don’t know if we have a limit, Fred. I think we plan on doing maybe 10 products. 
Maybe we will do more. As they are released, they will be added to this site.  

Fred: Well Bob, that brings up the question, if I were a listener, I would be asking this 
question of you which is, how did you decide to start with these three programs? 

Bob: I did this way. These are among our best sellers. Internet Marketing Retirement Plan, 
How to be a Recognized Expert in Your Niche, are in our top two or three and 
making money from coaching, I think, is in our top five. I felt these had the broadest 
appeal and they are proven sellers. That’s another thing we missed when we were 
discussing why license. When you create an information product and you put it out 
there, you don’t know if it is going to sell or not. It is not proven. And some products 
take off like a rocket. Some do ok, but some products that I think I’ve introduced and 
I think maybe you too, nobody buys them. You think it’s a great idea and nobody 
buys them. These products are proven to work. We know they sell. 

And the landing pages that you can copy, are proven to convert traffic at a profitable 
rate. So, you’re buying something that people are calling it, done for you today. They 
are done for you and you know that it works. That’s another advantage of licensing.  

Fred: Well, let me just add to that and I agree with everything you just said. Let me just 
add to that by saying, well, if you’re going to add another seven products, they must 
not have sold as well. That might be true for us. But for your particular market, for 
your particular niche, some of the other products that we’re going to make available 
for licensing must sell much better than we have. So please don’t think the other 
products that we start to make available in terms of their licenses, are not right for 
you. That would be an incorrect assumption. 

Bob: You would take a product license in the following way: If you are just starting out 
and you don’t have a product or a lead product, you look at our selection and see if 
it fits what you’re doing. For example, we have a product that sells well. I think it is 
in the top five of ten, but not as good a seller as the three that we just mentioned, 
called the Six-Figure Consultant. However, there are guys out there who their main 
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thing—their newsletter or Website is teaching consulting. That is their main 
business. 

So, therefore, for them, the Six-Figure Consultant would be absolutely an ideal 
product for license. One benefit of licensing or one application takes your first 
product, your core product, to get you off the ground. Now, if you already have a 
product line and you are pretty far along as an information marketer, the way to use 
these products is to see what is out there and round out your product line without 
having to create a new product. 

You go to the obvious topic that we do, information marketing. We have products 
on search engine optimization. We have products on building a list. But, we don’t 
have a product on Twitter. So if I felt that my subscribers need to know this. I don’t 
know anything about it. I am not interested in it, really. So, I would find someone 
who has a great product and I would either become an affiliate or I would license it. 
And that is probably a great way to fill out the few missing gaps in your product line, 
both by topic and by price point. 

A lot of people get started with eBooks, so that is all the products they have. So 
every product they have is $19 or $29 or $39. We recommend, in the Internet 
marketing retirement plan, that you have a range or products—a low, medium and 
high. That way, you can appeal to buyers at all price points. And sometimes, people 
will surprise you. The normal idea is to create a funnel: You offer a free newsletter. 
You offer them a $19 eBook and then you sell them a $99 audio and then a $299 
coaching program and a $1,000 program. If you send them an e-mail, sometimes, 
people will buy at the higher levels.  

And I would like to think that you can fill in the product line at levels where you are 
not comfortable creating your own products. Like I don’t really have products that 
are at $1,000. I will license them or I will become an affiliate. And that system works 
for me very well. 

Fred: Yeah, I think you have made a very good point there Bob. I think this goes back to 
my point at what you initially got in on at my learning session a couple of years ago 
to learn this process. I talked very specifically about something called the funnel 
system, which is you have to, as an information marketer/Internet marketer, you 
need to make products and programs that both have a range in terms of price in 
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going from free, all the way up to $1,000 plus. You don’t have to be doing this right 
away. But you also have to be thinking about the different modalities of learning. 
You need to have some books—written material, audio material, video for the visual 
learners and experiential events. That’s why I am big believer in having products that 
range in price from $3 to up over $1,000 and calls for within those ranges for written 
materials for people who like to read. Audio materials for people who are audio 
learners; videos for people who are more visual with their learning; and the fifth is 
experiential, for those people who like to be involved like going to seminars and 
bootcamps, which by the way, we should just tease the audience here and I know 
that we haven’t determined a date, but Bob and I along with two other invited 
guests are going to be doing another in the NYC area sometime after the first of the 
year or so look for e-mails from both me and Bob on that. 

Bob:  If you are not on our list, get on one or bother and then you will be sure to get the 
announcement of that. Now, as I am shopping around for a product that I may want 
to become an affiliate for or may want to license, how do I find one that sounds like 
a good fit? 

How do I know if the author or creator is a reliable source of information on this 
topic? Are they really an expert on this topic? Or are they just blowing smoke? How 
do I know? 

Fred: Well, that is one of those things where you really have to do your due diligence 
where before you spend any money of any decent size and depending on who you 
are and what your financial position is, that number will vary. Our good friends at 
Google have allowed us to do a fair amount of the investigating on our own. 
However, let’s give you a great example of something that happened to me recently 
Bob. 

It’s kind of sad but made me happy at the same time. I had someone who had 
purchased some coaching services from me about almost ten years ago. Maybe 
eight years ago. And this particular individual which I gave literally hours and hours 
and hours of my time to, decided for some reason, and I am guess it was for financial 
need, at eight years after the fact after I overdelivered on what I had sold to this 
particular individual, that she, and that is as far as I will go as far as identifying. That 
she wanted her money back. This was like a $5,000 coaching deal. So now she was 
trying to extort money from me to the tune of $5,000 eight years after the fact 
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without being able to produce the original contract, which is irrelevant to me and 
also after I had over delivered on the services. What happens is, people who get 
disgruntled with you, will file various complaints and every once in a while, you will 
see these people because they will show up on various kinds of boards. 

There is the rip off report. There are a whole bunch of things out there. Let me just 
say that no matter who you are and how good you are, and how honest you are, 
there will be people who will try and take advantage of you or try and get their 
money back for services that are already delivered and then if you don’t do it, they 
will then start to say bad things about you online or whatever. 

Just please expect this. And let me explain why this is actually a good thing. If I go to 
Amazon, and Bob think about this for a second. You go to Amazon and you look for a 
product—I don’t care if it is a book or anything you find on Amazon, what is the first 
thing you do? I look at what? 

Bob: The stars. How many stars it got. 

Fred: The reviews. So let’s assume Bob, that you saw a product that you were interested 
in buying on Amazon, and there were348 reviews and all of them were five stars. 
What would you say? 

Bob: It is probably suspect. He probably asked a huge amount of people to go on Amazon 
and post a five-star review. 

Fred: The thing was rigged so, you know what? I actually think that it benefits you, if you 
have a great reputation to every once in a while have someone try and badmouth 
you. Because people will look at the percentages of good versus bad and say to 
themselves, you know what? This was clearly a disgruntled customer and I actually 
think that…when I asked people to review my material on Amazon and I said if you 
don’t feel that is worthy of a five-star review, give it four stars. 

I actually think that your sales increase. Now I have not done any empirical research 
on this, but I would love to see it. I actually think that if you had 30 reviews on 
Amazon per product, the product that had 30 five-star reviews would sell less well 
than the product that had 26 five stars, two four stars and 1 one star. 
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Bob: It sounds sensible because it sounds believable. It is more believable that everyone 
would like your product. Well Fred, I am really coming to the end of the hour. Do 
you have any other final thoughts or advice on licensing? 

Fred: Yeah, I would say again, for some people, this is exactly the right solution. You 
should look at your line of products. If you are just getting started, and are in a 
position that you think that you can make this work financially, in terms of looking at 
your numbers at the breakeven point, I think it is a wonderful way to start. Choose 
carefully of the people that you choose to license with. Myself involved, I feel 100% 
confident in recommending our materials at fredandbolicenses.com, and also, if you 
have a number of information products, this is a great way to create either bonuses 
or additional products to fill in your line and I think that everyone listening on the 
call should at least go to fredandboblicenses.com and to read it and to understand 
how it works to make a decision. 

Bob: Folks, that is great advice. I thank you for attending. And our hope is that you profit 
either by licensing your own products to others or become a licensee of a product 
that you really like and don’t want to create yourself. Thanks guys. 

Fred: Thank you. 

Bob: Bye bye. 


