Establishment of Intellectual Asset
Management Systems for
University and Industry




Why Manage
Intellectual Assets?

_________________________________________________________________________________

ASSET — USEFUL FOR GENERATING REVENUE
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Being a Revenue Center
Does not Mean the Only
Goal is Cash Today

It Does Mean the Job
1s to Generate Cash
for the Research,
Education, and

other Missions of the
Institution
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Lab
Goals

Balanced Scorecard

Long-Term Short-Term  Measures  Targets
Financial [ | Increase # of Lol o i
Stability Customers Customers Increase

Increase
Average .
Agreement [ Reven%e * % increase
Size
Increase
Frequency [ Deal/Year = % increase
of Deals
Expand New Test &
Facilities [* Evaluation [ % increase
User Base Contracts
Reduce % Dual-Use
Al.?t?lri‘tzy Mission = Technology - % increase
Cost Used
Rggdég:rs I # CRADAs | % increase
Increase # Complete
A "
Mission || IKII;[(E?:R)R # I+ % increase
Technology its(R)
Societal Increase Ec #
Impact Base ‘I Companies [ % increase
P Supported
Increase US # New or
Prod » Improved | % Increase
roducts Products
Increase
# Students .
. L, o
S_clence in Projects %o increase
Literacy
. Revenue
Opeirartlonal Efficiency | per F» % increase
Efficiency Employee
Agreements

Productivity per -» % increase
Employee

Effective- L Stakeholder % increase

ness

Satisfaction




Intellectual Asset Management only Makes Sense
if the TTO is a Revenue Center

_________________________________________________________________________________

Income Statement: Balance Sheet:

Free Cash Flow Today Free Cash Flow Tomorrow
* Income » Assets

o License fees and royalties o IA/IP

o Dividends o Depreciated Asset

> Bid &Proposal Managem.ent Softwarle ;
* Expenses " Yndeprciated Knowledge an

© Labor o Goodwill/Brand Name

o Contractors and Consultants Recognition

o Data o Accounts Receivable (accrued)

o IT - » Liabilities

o Rent and Utilities o Patent/Copyright

o Professional Memberships Maintenance Fees

(AUTM) o Litigation Reserve
o Travel

o Accounts Payable (accrued)
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How Do Intellectual Assets

Generate Revenue?
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How Does a University Use IA: Primary Reasons

_________________________________________________________________________________

Indirect
» Attract and Educate Students -
CTuition » Staff Evaluation
o Cutting Edge Global Leadership o Productivity
o Jobs in Industry or as
Entrepreneursry O Impact of Work
o Practicums in Industry .
Opportunities * Economic
* Knowledge Development
Sharing/Dissemination — P
Sponsored Research & o Jobs
Centers
o Papers, Symposia, and Meetings © Products .
o Virtual Hub in Global Network o New Companies
o Consulting (Paid or Unpaid)
o Tax Revenues
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How Does a Company Use Intellectual Assets

yuauodwog

Color Back Light . Liquid
Filter Unit Sl Crystal

Power
Management

Panel Maker

Major
Module
process

Notebook
Manufacturer

Controller IC

weaaysdn

Integrator

WE335UMO

3anpoag pug

Notebook

Speser - www.ForesightST.com




Industrial Partnerships and Revenues

Strateqic Partrer

Levels of Erecidnm
Engagement Spongorship®*
Activities slant ParinershipAis
*State Educotion
Sponsorship Labbying®
sLinsarzety Inducdng whdoncr (ifte B84
Sponsorship® -
Support Undergraducte Research | [..x lopment®S
«Student Corzubord? | Progrom Support®
‘Hardware Gronts™  |eGraducte Falloweh g KEY
Involvement ";:Ll'll:'..ls.rl'lt"t'i'|"-|!'|EET oColbbaraire F : 1. Recruiing
shhustry Afflicres/ Suppor! & Fundeaizing Progrom Report S  Echecdion Soles
»Coresr Fors!| Advisory Progrom?®| *Workshops/Semnare®
*Support Controct
*Shudlent Orpon ot ons |
e o hie *

fiwarensss

siteraews’ | oRessanch Granpe®

*EDU Accountt simtarmshipy'Coop

sSoftwors Grort® | oo threpic S

Phese One Tty d 24 Phaie o

Wayne Johnson, formerly VP HP University Relations Worldwide , January 10, 2008,
ttp://www.slideshare.net/marketingfacts/universityindustry-cooperative-research




Mish-Mash Model

Range of Development Models
Elements, Attributes, Characteristics of the Current & Emerging Paradigms...

1rﬂmﬂ
War
Hrhﬂr;: -‘ Innovation
’
Focus - Invention-centric ; - Innovation-centric
= IP & Patents = Flow of ideas
- "Things" ; - "People”, "creativity"
* ;ﬂ-'l‘;i-i
- Serial - Multiple outcomes
- Single outcome « Collaborate from beginning
- Transter at end nfth@!-s - Multiple participants
- Go i alene - Utilize during creation
Characteristics - Retarget a - Feedback throughaut process
- = Course correct along the way
- i - Multiple ideas & contributions
- apply/seek applications - Application drives innovation
clegy on the shelf” = Flow of contributions
- Ehw inefficient ! = "Invention that matters™
;- Rapid. multiple parties working on it
- IP Protection : - Mebwark model
- Exclushvity - Communities
Accelerators - Single solution contral points - - Open models, "commons”
- Secrecy, protection of li_aii."mfurmal;mn - Flow of infarmation
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Intellectual Assets are Inputs to Production

Usable Product

Contnuous Flow of iformation and Knowledze

Engineering Marulacturing

Knowledge Supply Chain

.- e mﬁiﬁ - .-,-..'-_-'_
Transkerchle

Tkt 1o BExplict

Continuows Fll:mHumnIi:ncrde“ledge ;

Resarch Teaching Usr

Source: Knowledge Supphy Chaing; & Mext-Senerction Monufocturing Project

Source: Wayne Johnson, Vice President, HP University Relations, “Globalization:
Implications for ERCs,” Worldwide, November 17, 2005
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Intellectual Assets are Inputs to Other Activities

Speser - www.ForesightST.com




* Economic Value of IP as Embodied in Product or
Services
Economic Value = % Revenue of Products or Services

» Strategic Value of IP as an Intangible Asset on the
Balance Sheet

Strategic Value = Option value of stock with IP versus without
«— impact on volatility used to calculate option value of stock

» Value of IP = Economic Value + Strategic Value



The Value for Industry is From Managing Risk

o IPKit@ - Pr 0 du ct Cost vs. Delays for all Risks along Value Chain
Portfolio
« All the assets need to make 0, S
a product or product(s) o
« Puts market share in play S oo
« Creates Revenue by — |
Reducing Discount Rate e I
o Field of Use Portfolio
~ Strategic » Step Function
« Creates Value by Increasing o Technical Risk
Stock Value

o Firm Specific Risk
» Probability Distribution

o Market risk
o IP Risk
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IP Reduces a Probabilistic Risk

Oppo — ty Ease of Use
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Intellectual Property is Significant but Minor

CHART 3: REPORTED MEDIAN ROYALTY RATES AND AVERAGE OPERATING
PROFITS
Based on the Data in Goldscheider et al (2002)

8.00%
Softw A
7.00%
6.00%
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Valley of Death

A
Valley of
Death
Ry
)i_
c,ﬂ'%ﬁ
Idea Basic Applied  Product Process Market

Research Research Development Engineering Introduction
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Most Inventions Do Not Make Net Revenues for
the University

_________________________________________________________________________________

Average Licensing Revenues for Six Universities
(Rounded)

Source: Julie Hancock, techno-l post, 6/17/03

2%

15%
Q‘ @ under $10k
12% B $10k - $49k
50% 0 $50k - $99k
O0%99 - $1m
Hover $1m
21%
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—®  Product Advantage

Market Orientation

Y

Launch Tactics

I

Enginesring
equirements

End-User

Needs

Inter-
Relationship
Matrix

New Product Performance F——P

Parts and
Components

Engineering

Require-
ments

Inter-
Relationship
Matrix

Organizational Performance

Production
Processes

Inter-
Relationship
Matrix

Repair and
Service

Inter-
Relationship
Matrix




How Do We Manage

Intellectual Assets?
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Revisiting the University Side

Maximize Revenues Maximize Strategic Value
| ey » Critical Mass for Global
o Established Local/National Brand Name Recognition
o Other I, R hG t
» Sponsored Research 0 Large Kesearch Lrants
o Government o Sponsored Research Centers
o Foundation/NGO and Consortia
o Corporate
- Work for Hire » Completeness of Faculty,
» Access to Facilities and Data Post / Docs. Graduate
* Spin-Outs ’
e Students/Undergrads
. Philanthropy Facilities, Equipment,
» Paying Students d Soft
* Alumni Philanthropy and Investment an Oftware
o MTAs
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Knowledge of Market

Knowledge of Technology

Horizon 1 for Work for
Hire, Consulting, Licensing
, and Students

Horizons 2 and 3
Opportunities for
Sponsored Research, and
Licensing, Spin-Outs

Focus Portfolios on Areas
where your University has
Unique Facilities or
Capabilities and which
Intersect with Priorities in
Road Maps



University Intellectual Assets
are Like a Hedge Fund

Strategic Asset Allocation (&)L
MMBB Balanced Fund

Highcharts.com
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TTO “Hedge Fund”

m Research Initiatives for
Sponsored Research/Centers

~ Work for Hire and Consulting

~ Immature Technologies for
Student Companies/Spin-
Outs/Spin Ups

® Technology Mature Enough to
License

© Materials, Facilities, and Data
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The trick in Intellectual
Asset Management is to
know how big a hit the
technology might be

~$1, $10, $100, $1,000

Easy Acess with
consulting fee or equity
for spin-outs and
students

$10,000, $1,000,000
express licensing

~$1,000,000 >
negotiate or Spin-
Out/Spin-Up

Speser - www.ForesightST.com

Do not worry today about formulas.
Just get the concepts clear and try
to maintain a minimum ROI in all




Balanced Scorecard Approach to Asset
Management Lirfked to Milestones

Protect Capture Disclosures # Submitted
Assets (total, per # Disclosure without Protection
year, per % Catalogued
value % Assessed
category) # of Portfolios or IPKits®
Approximate Value per Category
Protect Property # Patents applied for and issued
Assets (total and per # Copyrights applied for and issued
year) # Masks applied for and issued
# Trade & Service Marks applied for
and issued

# Trade Secrets
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Gate | Goal __[Criteria__|Metric

Market  Awareness  Publications/ Avg. # Publications/Disclosure per Cat.
Presentations  Avg # Citiations/Disclosure per Cat.
(total, per year, # and % with Papers at Conf/Trade Show

per value # and % with Poster Sessions
category)
PR Impact # with Fact Sheets and %
(total, per year, # and % Disclosure with Press Release
per value # Hits on Web
category) Avg # Hit per Public Disclosure

Sales Leads Contacts # Licensees/Sponsors contacted
(total, per year, Avg. # Contracts per Public Disclosure
per value # Unsolicited Disclosures
category) # Visits (There or On-Site)

% with Visits

% Visits leading to Negotiations

Speser - www.ForesightST.com 26




Yet One More Scorecard

Gate _|Goal ___|Criteria __|Metric

Deal Closed Revenues Revenues # Licensed
(total and per  # Spun-Out
year for each  Dollars from Licenses

Portfolio, Dollars from Equity
IPKit® and Dollars from Sponsored Research
Value Dollars from Consulting
Category)
Profit Net Revenue  Gross Profit
(same) Net Profit
Alliances Relationships  # of Discrete Partners
(same) Avg. Transfers/Collaborations per
Partner
# Student Placements (Practicums)
# Jobs
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Align with Policies and Processes Implemented
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Thank You
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