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TIPS ON TURNING AN
IDEA INTO A FORTUNE

Key questions about bringing a brainstorm to market

1 have some potentiall
profitable new produ:'{
ideas. Howdo I geta
manufacturer interested?

—Alan Moreno, Boynton Beach, Fa.

THE GOOD NEWS 15 that con-
sumer demand for new products s
oussippicgthe iy ollus compesies
tocome up with marketable ideas. “The
wasa time when companies invented
everything in-house;”says nventor Louis
Foreman. “But that was when products
had ashelflifeof five to 10 years. Now
alotofthe revenue at arge consumer
‘companies comes from products ess than
two years old” As  direct result of this
increased demand, manufacturers and
distributors are increasingly opening their
doors to outside inventions. With the right
approach, yours could be next.
Your first tep s tocreate what's
known asasellsheet, says Stephen Key,
co-founder of InventRight, an entrepre-

What can | do to protect PBS and hold
novel service or prod-  ofri hisi
uctideawhen I'm present-
ingittoa large business? o Th
daidman, Framingham, M. u: “The deais that
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ershipto the first person to come up with
the dea, no the first o naba patent.
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safeguards in place before the pitch
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Irun il Howdol
what to charge for the products | sell?
—Linda Diaz, San Juan Capistrano, Calif.

olur)‘unrm\snudmvi«'s’smc anumber of factors,

Unfortunatel
for pricing The most common misake?  ness,the compeiton

o
Jes Mk,
ol st B st 1F e
ful
uslity ‘The next step, the
o
rucks. dvises Laura
e
i pay
: Clark,i
Utah,  Mass. Then put your p
¥
products, —pauLF RoBeRTs
Thusbezlnm(hvunrwwnbmkﬂrn goods,” Willett adds.
“The sweet spot ing to ps

541y 3008 Money.



