
Sources: Licensing International, McKinsey, PwC

The competitive window is closing
Data-driven competitors are pivoting from quarterly licensing maintenance
to real-time commercial orchestration. Will you lead with intelligence or be
left combing stale reports while market share slips through your fingers?

Get more insights on turning your licensing operations from reactive to predictive.
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The Licensing Data
Gap is Costing 
You Millions

Your strategic action plan

How direct-to-consumer (D2C) 
intelligence closes the 90-day 
window your competitors    
are exploiting

The competitive edge

In 2024, 45% of top-performing
D2C campaigns were co-created

using shared consumer dashboards 

Brands using first-party D2C data
experience a 2x higher success rate
launching brand extensions vs. those

relying on legacy intelligence

Silent revenue killers

Data latency
90-day-old intelligence while
markets move at digital speed

Static royalty structures
Fixed rates leave millions unclaimed
every cycle while competitors optimize
revenue in real-time

Attribution blindness
Inability to identify performance drivers

Valuation disconnect
Rights pricing without real-time market
data creates exploitable vulnerabilities

3 game-changing D2C advantages

Real-time performance intelligence
Shrink quarterly decision cycles to days
using consumer data for dynamic deal terms

Collaborative campaign development
Shared consumer insights turn adversarial
negotiations into strategic partnerships
with predictive power

First-party data as currency
Email lists, loyalty data and purchase
history now drive deal valuations

Invest in consumer acquisition,
retention, loyalty and customer
experience (CX) infrastructure

Integrate D2C metrics into
contract performance reviews

Use data to co-innovate with
licensors on product pricing,
SKUs and promotions

Treat D2C capability as a
core strategic competency

Negotiate data-shared
frameworks and real-time

revenue visibility with licensees

Offer variable royalty
models that adjust to

real demand signals

For licensors: For licensees:

The revenue crisis you
can't afford to ignore

75-95%
of royalty audits uncover
reporting discrepancies,

stripping millions
from licensors

85%
of audited licensees

underreport or
underpay royalties

$369.6
billion

global licensing
industry revenue

in 2024

Market scale and growth

$571
billion

projected D2C
market size

by 2031

Proven results
Integrated platforms deliver:

reduction in reconciliation
and reporting cycle times40%

drop in audit
discrepancy counts22%
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