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This book is dedicated to the excellent lawyers and astute business folk —
on my side as well as the other side of the table —who over my years of
practice provided so many insights to licensing intellectual property.
Licensing, ranging from high tech— processes, articles, software, you
name it —to fast food and fashion, has greatly evolved over the past
several decades. If measured only by the revenue it generates, IP licensing
has attained vast importance worldwide. Were it a single industry, it would
be the largest in the world. This book is my way of saying thanks to my
“teachers’’ by passing on their (and, hem hem, many of my own) insights
and pointers to aid both newcomers and old hands to do a bang-up job in
this dynamic field.
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ABBREVIATED REFERENCES

This Guide is designed to give down to earth, yet sophisticated, guidance
to virtually every corner of IP licenses. It is designed to aid you to think
through the key aspects of each part of an IP license, including key legal
concerns that bear on specific provisions. In this way the Guide
appreciated that not only do you have to understand how each form of IP
plays out in the licensing context, you need to considered the impact of
matter unrelated to IP, such as taxation, antitrust and bankruptcy law.
Toward that end, the Guide provides pinpointed references to a select
group of treatises in case you want to delve further into a particular topic
that is particularly important for your transaction. For ease of the
reader’s use, we list below those treatises and the form of abbreviation
for that treatise that is used throughout this Guide:

Abbreviated Reference Full Citation

Brown, Franchising Harold Brown, J. Michael Jeffrey S. Dady,
Haff, and Ronald K. Gardner, FRANCHISING:
REeALITIES AND REMEDIES (2010)

Collier Guide to Alan N. Resnick & Henry J. Sommer,
Chapter 11 CoLLIER GUIDE TO CHAPTER 11: KEY Torics
AND SELECTED INDUSTRIES (2011)

Glickman, Franchising Gladys Glickman, FrancuisinG (2011)

IP and Antitrust Hovenkamp, Janis, Lemley, and Leslie, IP
AND ANTITRUST (2012)

Licensing Roger M. Milgrim & Eric E. Bensen,
MiLGriM ON Licensing (2012)

Taxation of IP Marvin Petry & Kenneth R. Appleby,

TaxaTioN OF INTELLECTUAL PROPERTY AND
TecHNoLoGY (2010)

Trade Secrets Roger M. Milgrim & Eric E. Bensen,
MiLGrRIM ON TRADE SECRETS (2012)
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