
INSTRUCTIONS FOR COMPLETING APPLICATION
1.  
The information set forth in this Application will be reflected in the license agreement you sign with the U.S. brand.  Please make sure all information is accurate.  The form provided to you does not accurately reflect your company because it was prepared for another company.  You must revise it so that it reflects your operations.  Information provided in your Application may be verified by Latin Licensing and/or the brand owner.  
2.  
Pictures are required.  Pictures should not be included in the Application.  Pictures should be sent separately via e-mail with no more than 5MB per e-mail (otherwise they will be returned by the server), with reference numbers as they appear on this Application and with a brief description on each image.  This may require multiple e-mails with all the pictures.  Please put the name of the store, mall, corner, etc. on the SUBJECT LINE of each e-mail.  Please change reference numbers as applicable.  Feel free to send multiple pictures on a particular store or corner, but make sure you label them properly.

3.
Please prepare a separate letter to Victor Mizrachi, President of Latin Licensing, authorizing him to contact three in-country trade references (such as major suppliers or major clients), two banking references, and references of all the brands you currently represent.  Include company name, contact name, telephone number and e-mail address of each reference so that Latin Licensing can undertake due diligence on your company.  Please call the references to inform them to expect my call shortly after I receive your letter authorizing me to call them.
4.

While it may be premature to prepare an Advertising Budget, we want to know how you will undertake marketing for the brand and where you will advertise.  Please provide this information.  Please scan images of advertisements you have taken out for existing brands you represent and send via e-mail.

5.

Please proofread your Application thoroughly before you submit it.  An Application with many mistakes reflects negatively on the professionalism of your organization.
6.

By making the investment of time to prepare the Application, you will significantly increase your chances of success because you will make it easier for the U.S. brand to understand your business, the market, the positioning of its brand in the market, and the support services you will provide retail clients.  When a brand feels it has adequately done its due diligence and assured itself that the brand will be in capable hands, then it is more likely the brand will take the risk of expanding into a new country.  Please keep this in mind as you are spending the time required to complete this Application. 
	Exclusive Distribution Application for ________(name of brand) for __________ (product or classification) for ___________ (countries)

	


September 11, 2005
Prepared for:
BRAND NAME

Address 
by

VICTOR MIZRACHI 
President 
Latin Licensing, LLC
5472 Shannon Ridge Lane

San Diego, CA 92130

T:

 858.720.8314
F:

 858.720.8315
E:

 victor@mizrachi.com
_______________, S.A.
_______________ is the exclusive distributor of: 

· ________ 

· ________ 

· ________ 
· ________ 

· ________ 
Founded in 19__ by ______, _______________ annual sales exceed $___,000,000 made through ___ retail accounts located throughout ______.  _______________’s reputation for excellent customer service has allowed it to build strong relationships with the best department stores in ____, including ________.  Its merchandising program (which includes in-house design of shop-in-shops, corners and point of sale materials), retail sales training program, and Electronic Data Interchange program for inventory replenishment sets it apart from its competition.   
INFRASTRUCTURE 
__________’s corporate headquarters (Picture 1) is in __________:  _______________ maintains a _____ square foot showroom for all its brands.  _______________ also has a _____ square foot warehouse.  The warehouse (Picture 2) handles up to __ forty-foot containers simultaneously.  It has a skilled staff of __ persons.  In addition to traditional warehouse duties, such as receiving, repackaging, and shipping, _______________ owns and operates __ trucks to bring merchandise from and to the port.  The warehouse owns its own weights, measuring and packing equipment.  The foregoing infrastructure allows _______________ to provide value added services to its customers as well as control costs.  

__________ has finance personnel responsible for providing credit to customers, usually net __ days. 
UPPER MANAGEMENT TEAM
__________ is the president and founder of _______________.  He has more than __ years of experience in the manufacturing, marketing and wholesaling of designer apparel.  
__________ is the brand director for ________.  He has over __ years of experience in the apparel industry.  He is in charge of the sales department and distribution.
___________ is the Sales Manager in charge of overseeing ___________’s relationship with retailers.  He services the retail accounts, trains in-store salespeople and assists in merchandising.  
___________ is the Chief Information Officer.  He is in charge of the Electronic Data Interchange system that allows for automatic reordering.  He also manages all in-house computer systems.  
___________ is in charge of deliveries.  He works with retailers to restock their shelves based on information provided by ___________’s Electronic Data Interchange system.   
___________ is in charge of finance.
___________ is the administrative manager.
___________ is the marketing director.
___________ is the import-export manager. 
___________ handles customer service.

___________oversees the showrooms and is the events coordinator.

___________ is the external auditor of _______________. 
DISTRIBUTION OF EXISTING BRANDS 
___________:

· ________ includes ________ dress shirts and designer collection.   It is sold at _________. 
___________:
· _________ is the ________ casual line made of _______ ________ and other casual apparel.  Its target market is ______ ages __ to __.  It is sold at _________. 
___________:

· __________ is the exclusive licensee for ________  It sells at ___________.
_____________:
· __________ is a license of ______.  It is sold in __ point of sales and is growing strongly.  This target market for this brand is _____ between ____ to ___ years old.

_____________: 

· __________ is a fashion brand that targets men between __ to __ years old.  It is sold at _________. 

_____________ RETAIL STORES
_____________ owns three “_______________” stores in the following locations:

· 
__________ (Pictures 2 & 3 - Exterior / Interior)
· ___________ (Pictures 4 & 5 - Exterior / Interior)
· ___________ (Pictures 6 & 7 - Exterior / Interior)
Each _________ store measures approximately 1,000 square feet.  ______________ introduced the ________ and ________ brands through the _______________ stores.  Later, it expanded distribution to retail and wholesale accounts, as described below. 
DEPARTMENT STORE ACCOUNTS 
______________ sells the above brands to ___ doors located throughout _____, including the following:

· __ corners at ___ -- each corner covers approximately ___ square feet (Picture 8)
· __ corners at _______ -- each corner covers approximately __ square feet (Picture 9) 

· __ corners at ___ -- each corner covers approximately ___ square feet (Picture 10)
· __ corners at ___ -- each corner covers approximately ___ square feet  (Picture 11)
· __ corners at ____ -  each corner covers approximately ___ square feet (Picture 12)
· __ corner at ______ with approximately ___ square feet (Picture 13)
· __ corners at ____ with approximately ___  square feet (Picture 14) 
· __ corners at ____ with approximately ___ square feet (Picture 15)
______________ TRADE SHOW

Each year, _______________ exhibits at the ____ Apparel Show in __________ (http://www.______.com).  The ______ Show is the largest and most important apparel trade show in _____ and is attended by all the major apparel retailers.  _______________ has a booth (Picture 16) for each of its brands and takes orders for the coming season from its customers. 
DISTRIBUTION STRATEGY
______________ will distribute __________ as follows: 
· Purchase __________ product from _________ and import into its warehouse located at __________;

· Develop a fixture program for the brand approved by __________; 
· Develop Point of Sale materials approved by __________;
· Develop line list approved by __________;

· Appoint a brand manager and dedicated sales staff for the __________ brand;

· Open a “__________” showroom;

· Meet with retailers to show line list and samples for forward orders;  

· Meet with client base to negotiate corners at each store with approved fixtures and POS materials and obtain initial orders for the coming season;

· Import, warehouse and distribute __________ apparel to retailers;
· Train retail sales staff and visit stores to check on delivery of merchandise and make sure it is exhibited properly;

· Sell the brand at the three _______________ stores using approved fixture and POS program;

· Offer the __________ to all existing customers (____doors) and negotiate additional corners with retailers; 
· Exhibit at the ________ Trade Show to introduce the brand to more retailers;

· Train sales staff at each store on the brand and follow up on sales;

· Apply the Electronic Data Interchange program to the __________ business so that retailers are automatically restocked when they run low;
· Advise clients on what merchandise is selling best so that they can maximize profits; 

· Undertake national advertising program to launch the brand at major retailers. 

· Provide quick response time to customer inquiries. 

MERCHANDISING AND MARKETING
_______________ has an affiliate company called ____________. 
_______________ is responsible for working with retailers on the following:

· design and rollout of corners and in-store point of sale materials for each store;

· special gift with purchase promotions;

· the placement of dealer ads promoting the brand in broadly circulated newspapers, such as ____; 
· the placement of dealer ads in specialty magazines that focus on the target market, such as _____;

· the placement of brand ads in major airline magazines, such as ________; 
· billboard advertising;

· in-store training of sales personnel (conducted in conjunction with _______________’s in-house  sale staff); 
· in-depth training on __________ products for sales managers at the __________ showroom or __________ flagship store -- this training focuses on the quality of the product, design features and understanding of the “image” and target customer for the __________ lifestyle; 

· all other merchandising and marketing assistance related to the sale of the products at the retail level.  
Merchandising is critical to the success of a brand.  _______________’s in-house merchandising staff allows it to work closely with retailers and provide value added services that result in greater sales and more profits for retailers.  In return, major retailers are providing more shelf space to _______________ designers.  
ADVERTISING METHODS & BUDGET
________ advertises its existing brands in the following publications in the following countries:
 

· ______ magazine that is distributed in _________ (Picture 17 is a scanned image of a print ad for an existing brand)
· ______ magazine that is distributed in _________ (Picture 18 is a scanned image of a print ad for an existing brand)

· ______ magazine that is distributed in _________ (Picture 19 is a scanned image of a print ad for an existing brand)

· ______ magazine that is distributed in _________ (Picture 20 is a scanned image of a print ad for an existing brand)

Each of the above publications reach the following demographics:
· ______ magazine targets ___ to ___ year olds who are interested in __________.  It has a circulation of ________.  
· ______ magazine targets ___ to ___ year olds who are interested in __________.  It has a circulation of ________. 

· ______ magazine targets ___ to ___ year olds who are interested in __________.  It has a circulation of ________. 

· ______ magazine targets ___ to ___ year olds who are interested in __________.  It has a circulation of ________. 

__________ also advertises in the following additional venues: 

· ____________ (e.g., billboards) (Picture 21)

· ____________ (e.g., promotional materials) (Picture 22)

· ____________ (e.g., radio)
In addition, ___________ undertakes special appearances by famous people and/or conducts “Free with Purchase” programs at major retailers.  For example, __________ did the following:
· ____________ (e.g., Free with Purchase) (Picture 23)

· ____________  (e.g., Special Appearance) (Picture 24)

__________ will prepare a detailed advertising plan and budget for ________ (brand) prior to signing the License Agreement.
WHY _______________?
_______________ strong relationships with major retailers is the key to its success.  In addition, it provides value added services to its clients so that they can maximize their profits.  The combination of merchandising, Electronic Data Interchange program for automatic inventory replenishment, the training of sales staff and national advertising gives brands represented by _______________ a strong competitive advantage in the _____ marketplace.    
PROPOSAL

_______________ seeks a ten year exclusive license agreement (5 year with 5 year renewal) for __________.  _______________ will provide a proposal on minimum wholesale sales once it obtains more information from __________. 
Please contact Victor Mizrachi to discuss this proposal:


Victor Mizrachi


President


Latin Licensing, LLC


5472 Shannon Ridge Lane


San Diego, CA 92130

T:
858.720.8314


F:
858.720.8315


E:
victor@mizrachi.com
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