
Wal-Mart Gold 
Lesson Nine Transcript 

 
 
 

 
  





Copyright Notices 
 
Copyright © 2004-2007 by JS&M Sales & Marketing Inc 
 
No part of this publication may be reproduced or transmitted in any form or by any means, 
mechanical or electronic, including photocopying and recording, or by any information storage 
and retrieval system, without permission in writing from the Publisher. Requests for permission 
or further information should be addressed to the Publishers. 
 
Published by: 
 
Michael Senoff 
JS&M Sales & Marketing Inc. 
4735 Claremont Sq. #361  
San Diego, CA 92117 
858-274-7851 Office 
858-274-2579 Fax 
Michael@michaelsenoff.com 
 
Legal Notices 
While all attempts have been made to verify information provided in this publication, neither the 
Author nor the Publisher assumes any responsibility for errors, omissions, or contrary 
interpretation of the subject matter herein. 
 
This publication is not intended for use as a source of legal or accounting advice. The Publisher 
wants to stress that the information contained herein may be subject to varying state and/or local 
laws or regulations. All users are advised to retain competent counsel to determine what state 
and/or local laws or regulations may apply to the user’s particular situation or application of this 
information. 
 
The purchaser or reader of this publication assumes complete and total responsibility for the use 
of these materials and information. The Author and Publisher assume no responsibility or 
liability whatsoever on the behalf of any purchaser or reader of these materials, or the application 
or non-application of the information contained herein. We do not guarantee any results you may 
or may not experience as a result of following the recommendations or suggestions contained 
herein. You must test everything for yourself. 
 
Any perceived slights of specific people or organizations is unintentional. 

mailto:Michael@michaelsenoff.com




Copyright C 2004-2007 by JS&M Sales & Marketing Inc.  http://www.hardtofindseminars.com 
 

Joe: Section 9 is about how to setup a joint venture. 
 
Michael: What is a joint venture and why this is going to be important for me to 

understand? 
 
Joe: A joint venture is basically a deal between two companies or two entities. In a 

way and really the licensing agreement is a kind of a joint venture. But since 
we’ve already talked about licensing, we won’t talk about that. We’ll talk about 
the other kinds of joint ventures. 

 
 We’re going to talk really about two different kinds of joint ventures. One type of 

joint venture is to get distribution of a product where you’re joint venturing for 
the purpose of -- your joint venture partner has the distribution. And another kind 
of joint venture is to get manufacturing or manufacturing and distribution. 

 
 Let’s say we’re talking about the one to get distribution and you have the product. 

In dealing with a manufacturer, you really only have to worry about selling the 
manufacturer because they’re going to manufacturer it, they’re going to handle 
the production, they’re going to handle getting it distributed to the stores, they’re 
going to put in their distribution channel; the whole thing. So, if you’re going to 
be working with somebody like that, your royalty percent isn’t going to be as high 
as if you have the product and you have the manufacturing yourself. But it’s more 
realistic for most people if they don’t have a business yet that you want to license 
it to somebody who can both make it and sell it. 

 
As far as finding people, finding the people is pretty much the same as we talked 
about in licensing. You want to find people who have the distribution you want. 
You don’t want to find somebody who says they can get in Wal-Mart, but they’re 
not there now. It’s a lot easier to find someone who is there now and you can go 
look in the store and find out. 
 
Also, when you think about manufacturing, if you’re doing a deal with somebody 
for manufacturing, you need to make sure they really are manufacturing; they 
have the manufacturing equipment to make the thing it is your product needs. 
Lots of companies who sell to retailers don’t manufacture. And in my case, two of 
my three companies I was not manufacturing. I was having other people do it. So, 
if you’re going to license to get manufacturing, license to get manufacturing with 
someone who does manufacture. When I first started the sticker business, I did a 
joint venture with the guy I found that had a screen-printing factory. A very small 
screen-printing factory, but still he was doing it. And so, he would do the 
manufacturing and in that case, I did the sales because he was only a 
manufacturer. He didn’t have any sales to retail at all. So, that would be an 
example of where I needed to get my thing made, but I was going to sell it myself. 
So, that’s one way. The other way is when you’re going to get the thing made and 
you also want them to sell it, too. So, either way is viable. The way I did it is I 
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wanted to do the sales myself and use this other guy to make it. So, that worked 
pretty well. 
 
Another example of this was what I mentioned briefly before about fabs. When 
the first Gulf War occurred, I had already had some artwork for flags, so that was 
the thing where I in a 24 hour period of time where I needed to get some support 
the troops window decals made. So, I took my artwork and went and found a 
company that had the printing presses who was willing to drop everything and 
make my product for me. So, that was an example. They made it in 24 hours. I 
FedEx samples out to 30 or 40 retail chains and made 3 sales. That was a joint 
venture with a manufacturer. 
 
Another example from back when I was with Kimberly-Clark a long time ago, it 
was interesting in that Kimberly-Clark and other big companies have a lot of 
corporate politics going on and the division I was in wasn’t allowed to sell things 
to stores. And the people who were in charge of consumer division who sold 
things to stores, the VP in charge of that hated the guy who was in charge of the 
division I was in. And where the problem occurred is I came up with ideas for 
stores. So, learning to play the game. What I did is I found another company I 
could sell to who could create the product. I could sell them non-woven fabric on 
a big roll and they could turn it into things and they could sell the stores. So, I 
kept inside the rules. I sold it to another manufacturer, not to a retailer, but I 
created the product, I did the packaging, and my advertising agency did the 
graphics and then I helped them sell it because as Kimberly-Clark, I can get 
things placed in stores pretty easy and I endorsed this company saying this is 
Kimberly-Clark’s joint venture partner. And so, I got around the corporate rules 
and got them in stores. But having to do that, that is why I got out of the 
companies. It drove me crazy. 

 
Michael: How about an example of where you just want distribution. 
 
Joe: What we talked about so far, we’ve been talking about when you want 

manufacturing and distribution or just manufacturing. Now, if you just want 
distribution, then all you care about is that the company is in the stores you want 
to be in. And the best example I have of that is a deal that I did 20 years ago back 
when K-Mart was the number one place you wanted to be. We had our sticker 
products in pretty much every store there was. We were in all the chains; mass 
market chains, grocery chain, drug chains, and independent gift and stationery 
stores. We were in 15,000 or 20,000 stores, but we couldn’t get in K-Mart. So, 
what I did is I talked to a guy whose product was in K-Mart and it was directly 
competitive to ours. It was stickers. And going against what I just mentioned 
earlier, which is find somebody who is a non-competitive, but related product, in 
this case I went to my direct competitor because he was selling something similar 
to ours but I thought his product wasn’t as good as our and they wouldn’t sell as 
well. So, we made a deal that he would put our product in his package. So, it’s 
under his name, goes into K-Mart because he’s already there, and we sold it to 
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him as a manufacturer would and then he put in his products and it turned out that 
our product did sell better than what he had before so we ended up having our 
products in his packaging and his products went away. He was just selling ours in 
his package. So, that was an example of a distribution deal. 

 
Michael: How do you split up the money? How does the profit split work? 
 
Joe: Every deal is different and it is negotiated. In the case we just talked about, the 

way we did it is we priced the product in bulk for him to put in his package. We 
could charge him about 2-cents per package of stickers more than he currently 
paid to get them made, so it didn’t cost him much more. He had more total sales, 
so that’s to his benefit. And from our side of things, I was able to sell it for more 
than I normally would sell just bulk product for and get into K-Mart. 

 
 So, you pretty much have to figure out the money and the numbers so that it 

works for both parties or isn’t going to be a deal. And the details of that are going 
to depend on each situation. You could do both at the same time and that’s what 
we did with stickers. We would sell the product to this other company to put in 
their package, so that was a joint venture. We also sold directly to the stores and 
in other markets we competed with the same company. So, it’s sort of strange that 
you can sometimes do business with your competitors. But you can also license 
the manufacturing and distribution with one company, license distribution with 
another. There’s no reason you can’t do a whole bunch of different deals. You just 
can’t give the rights to this to two different companies the same thing. Other than 
that, you can get as creative as you can. 

 
Michael: What are some of the key contract points when you set these joint ventures up? 
 
Joe: Well, there are a number of things that are important, but probably the most 

important one is how do you get out of them. And how do you get out and how do 
they get out. And in that situation, who owns what and who has what obligations. 
For example, if I were doing a joint venture with somebody where I created the 
copy and the sales copy for a product, I would say that even if we terminate the 
agreement, as long as they’re using my marketing to sell the product, they still 
pay me even if the agreement is terminated. So, that’s the kind of thing that needs 
to be decided upfront because you can’t do on the backend. 

 
 That’s the end of Section 9 on how to setup joint ventures. There’s an awful lot of 

information available on this. We’ve just touched the surface and I’ll give you 
referrals to places where you can learn more in this section on the website about 
this. 

 
 The next section is Section 10, talking about starting a business from scratch. 
 
Michael: This is the end of Section 9. Please continue to Section 10. 
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