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SPECIAL REPORT

Licensing 201:
Military aircraft models

Plastic model manufacturers pull out the big guns in the battle
against paying licensing fees to defense contractors.

BY ANDY LILIENTHAL « IMAGES COURTESY OF FINESCALE MODELER MAGAZINE

ast August, Model Retailer explored the

basics of licensing models, particularly

vehicles. The premise is simple: You

want to produce a Ford Mustang, you
pay a license fee to Ford. You want to pro-
duce a Chevrolet Corvette? Pay General
Motors. You want those cars to have Good-
year tires on them? You better give Good-
year a taste too, otherwise, you might find
yourself in court.

Other segments of the plastic model
industry, specifically those producing
military models, have been exempt from
paying licensing fees to equipment manu-
facturers since their products are com-
missioned and paid for by the public. But
according to many model makers, within
the last five years, military aircraft manu-
facturers like Boeing and Sikorsky have
been requesting licensure and royalty fees
for models of their products.

The move by the aircraft manufactur-
ers has created both controversy and a
rallying point among military model mak-
ers. Should the manufacturers of military
equipment be able to charge a licensing
fee even if the commissioned item has
already been paid for using taxpayer dol-
lars, or are model makers, distributors and
consumers paying increased costs simply
so the defense contractors can make an
extra buck?

One of the leading proponents against
military licensing is Michael Bass of model
distributor Stevens International. He
believes this is more of an ethical issue
than anything else,

“It’s a little odd for the taxpayers to be
paying for [the aircraft] and then the com-
panies that make them to be collecting
royalties,” Bass said. "We're just approach-
ing this from an ‘is it right?"angle.”
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Helicopter manufacturer Sikorsky is one of the companies looking to collect
licensing fees from model manufacturers. It did not return our phone calls.

So, is it right?

Other military items, such as armored vehi-
cles, haven't come under the same fire as
aircraft because, thus far, only the aircraft
manufacturers have been pursuing royal-
ties. But why are scale automobile models
differnet from military models?

Bass says an automobile design is intel-
lectual property, and auto manufacturers
have a right to charge royalties and licens-
ing fees. "By law, they have the right to
[charge] — they own the property — they
developed it" He added automakers are
selling goods on the market at a profit
with private funds used to develop the
product, unlike military vehicles.

Licensing expenses
A lot of time and money goes into licensing
a product. There is the approval process to

make sure the item being replicated is an
accurate portrayal of the prototype; there
are legal documents containing the actual
license/royalty agreement; and there is the
time it takes to do both. Then there are the
fees themselves, which can vary.

Revell-Monogram's Ed Sexton says, “You
could pay royalty/licensing fees anywhere
from 1% to 10%. That percentage is on
your wholesale price, but it's passed along
to the retail price.’

All of the model makers interviewed for
this article said there’s an up-front cost with
royalties and added expense causes the
price of the product to go up.

Sexton said once a licensing contractor
is signed on, everything must go through
it, and that requires additional people to
handle payment of royalties, accounts pay-
able and other paperwork.






