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What If ...

- North American innovation ecosystem was passionately engaged in
Innovation

- Universities and industries were virtuously involved in collaborating and
Interacting with each other

- Partnership agreements could be negotiated in days instead of years

- New fields of interest could be explored and new discoveries brought
forward for all to benefit

- Companies and universities called each other first when thinking about
pursuing areas of endeavor

- Technology transfer was a later-stage indicator of a rapid flow of ideas
and early-stage interactions

- The scientists and engineers of tomorrow got their grounding and
experience from the collaborations and explorations of today

- We were having this meeting to talk about emerging and exciting areas
and not the problems associated with negotiations




Introduction

- |t's about the students ...
— Hiring highly educated and skilled students.

- And the flow of ideas ...
— To enrich university-industry collaborations.

- And the early-stage interactions ...
— That generate ideas before they become technology.

- In short, it’'s about collaboration!
— Within the context of a healthy U-I partnership.




Agenda

- Impact of changes in the treatment of intellectual
oroperty (IP)

- Progress toward achieving positive |IP outcomes

- Changing the ecosystem: The opportunity for
advancing strategic partnerships




Impact of Changes in the
Treatment of Intellectual
Property




The IP Problem — A Relationship In
Crisis

- The partnership between industry and universities has
been weakened over difficulties associated with negotiating
IP rights In research contracts in recent times

- Largely as a result of the lack of federal funding for
research, American Universities have become extremely
aggressive Iin their attempts to raise funding from large
corporations

- Industry feels that it takes too much time, effort, and money
to negotiate an agreement

- This has resulted in a perceived deterioration of trust and
goodwill between industry and US universities, adversely
affecting the long-term partnership between industry,
universities, and government




A Silent Breaking

- Given that negotiations with an American university can take more than
a year, the idea Is often valueless before an agreement can be
reached, and the company often spends more in legal expenses than it
would be able to pay in royalties.

- This can lead to a company just walking away from the negotiation, and
declining to sponsor any further research at that university.

“Typically at present, negotiating a contract to perform collaborative
research with an American university takes one to two years of
exchanging emails by attorneys, punctuated by long telephone
conference calls involving the scientists who wish to work together. All
too often, the company spends more on attorneys’ fees than the value
of the contract being negotiated. This situation has driven many large
companies away from working with American universities altogether,
and they are looking for alternate research partners.”

Stan Williams
Director, HP Quantum Science Research




Research

Many large companies are
finding other sources of ideas
and bright young researchers in
emerging countries, where they
receive very favorable
Intellectual property agreements.

“Large US based corporations have become
so disheartened and disgusted with the
situation [negotiating IP rights with US
universities] they are now working with
foreign universities, especially the elite
Institutions in France, Russia and China,
which are more than willing to offer
extremely favorable intellectual property
terms.”

Stan Williams
Director, HP Quantum Science Research
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Ecosystem Context

Global Innovation Ecosystem

North-American Innovation Ecosystem

5 Economic development

autcomes gain increased
attention and focus

ﬂ Industry

I Global competitiveness represents
a large threat to company survival

@ Dominant share of university
funding comes thru governments

@ Processes and behaviors are
optimized to deal with this
evolving situational "norm"

>

2 Industries have increased focus in
global arena, and become less
interested in congquering national
and regional barriers to operation

i What will represent a strong "attractor” and draw the 3 elements into
closer working relationships and create a virtuous, amplifying effect?
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Situation Dynamics
Vicious Cycle

- |P-centric
- |t takes too much time, effort,

money to negotiate agreements

- Perceived deterioration of trust and

goodwill, adversely affecting long-
term partnerships & collaborations

- Increased flow of

sponsored
research funds
to other parts
of the world

- Atthe working
level, people just
walk away

Relationship-
centric

Trust-enhancing

Builds on each
other’s work

Attracts increasing
financial support

- Motivates increasing commitment and

contribution of the current contributors

- Attracts increasing involvement of

other organizations




University/Industry Partnership
Observations

John C. Hurt
National Science Foundation




Progress Toward Achieving
Positive IP Outcomes




BAY AREA SCIENCE AND INNOVATION CONSORTIUM

BASIC IP Project

Goal

e Achieve a shared understanding of the principles, practices, and
frameworks that will more effectively advance the IP interests of
public and private research institutions, including

— universities

— Industry

— not-for-profit laboratories

— national laboratories

— venture capital/entrepreneurs

* It is our intention to enable more effective alignment with existing
activities at the state and national level
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BAY AREA SCIENCE AND INNOVATION CONSORTIUM

Key Elements of the IP Project

 Goal = Collaboration

e Bias towards action

* Focus: “optimizing whole innovation ecosystem”

* Multi-level thinking approach, using the Vosara™ model

e Ground the work in living studies
— Making things real at the working level
— Learn in the process of doing
— Cross-harvest best practices
— Ultilize existing activities and plans
o Qutputs = Objectives/Motivations, Practices, Frameworks

* Recognition of social/cultural change process
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Multi-level Approach

"Multi-level exploration can uncover new approaches and solutions not previously available...”

Grounding This Work:
1, Geal = Colaboration
2. Qutputz = Pring, Prac,

Fiaks + Db, Matvations
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Aligning Across Goals & Focus Areas

{}

Task Team #4 ——> / Natfﬂnafz’Gfaba}\ TBD
>, View o~
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Living "Collaboration” Demonstration

Studies :> L | > Projects

IP Challenges & Barriers — > Need more...
||

ﬂteracﬁan Mod@) SRIP, Others...

"Hows" / Principles, \\

Practices, Frarneworks/
Task Team #3 —>

Task Team #1 > Metrics, Goal3\,
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In development

» Framework

U MWL' "
A Culturé\u

00s ¢ g.%am, Incorporated - RWC | v2i200¢8




Context for Sponsored Research
...one choice in a range of funding models and activities...

Consulting

Fee for Service
{contract research}

Other Relationship Structures
(Consaortia, commons, etc.)

Sponsored Research

Public
Funding

Government
Funding

Grants

Gifts
Endowments

U Range of funding options and activities that the university community derives support
from

U Understand the context for spensored research activity, within the total range of
activities
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Context for Sponsored Research

Negative "spil I-c?;arS'

Fee for Service
contract resedrch)

Public
Funding

Government
Funding

Endowments Positive "amplifiers”

U Range of funding options and activities that the university community derives support
from

U Understand the context for spensored research activity, within the total range of
activities

U Look at the "spill-over” effect -- how the experience in negotiating and conducting
sponsored research can affect the other activities and areas

W impact reputation, brand, and perception of both companies & universities
B impact the desire to do future work together, and with others possible partners
W provide both direct and indirect benefits (or liabilities)

W can provide additional leverage in proposing and securing other work opportunities
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Models Underlying Sponsored Research

...understanding the patterns of experience and what happens in execution...

People ‘& idea exchanges

Research
. Labels:
IP" or - Proxies for 2 different
\ operating models
|
- early stage work \ - later stage work
- collaborative in nature - contentious in nature 5!
- preference for publicatio N\ - discussions around =
a s LN 3 5 2 )
put in public dom N idea ownership, rights =
- discussions around exchange tiation around patents, &
of ideas & information A licenses, royaities, exclusives | =
- focus on students "'\— focus on things, ownership of §
- both partners willing to -wother issues came into play -
contribute to each other's “such as risk, indemnification || <
o

well-being .

= ~3u Terms & Conditions
- Access & use
- Ability to commercialize
- Blocking Positions
- Royalties & Exclusives
- Revenue, $
- Other meaty issues...

@
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Models Underlying Sponsored Research
..understanding the patterns of experience and what happens in execution...

Sponsored Research

Labels:
- Proxies for 2 different

operating models

"No-IP" or "IP" or

- early stage work

- collaborative in nature

- preference for publicatio
put in public dom

- discussions around exchange
of ideas & information

- focus on students

- both partners willing to
contribute to each other's
well-being

People ‘& idea exchanges

\ - later stage work

~  idea ownership, rights

- contentious in nature
- discussions around

by n_&pﬁaﬁnn around patents,
licenses, royalties, exclusives
"'\— focus on things, ownership of
-wother issues came into play
“such as risk, indemnification
S

~
-~

dys.oumo &, sguny |

=~ Terms & Conditions
- Access & use

"Can't Agree"
~Continue Negotiating

- time passes (months, years)

- neither side wants to accept "no path forward"
- no escalation path for dealing with impasses
- usually no hard deadline by which an

agreement must be in place

@_....-:,;-:,%am, Incorporated - -1y

- Ability to commercialize
- Blocking Positions

- Royalties & Exclusives
- Revenue, $

- Other meaty issues...
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University-Industry Sponsored Research Interaction
...a framework for synthesizing living studies & other experiences...
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BAY AREA SCIENCE AND INNOVATION CONSORTIUM

Progress and Accomplishments

« Exploring the dynamics of the space to find solution elements
e Built a community of committed leaders

o Established an informal network among leaders
 Conducted 6 large group meeting events

 Hosted monthly supper clubs

o Established “collaboration” as the goal/focus

e Learned from 7+ Living Studies

 Developed and applied a rich set of models

e 4 Task Teams

o 2 Demonstration Projects (initial successes)

» Established & codified 1 interaction model (SRIP) and key
elements (success pattern used in demo projects)

» Identified a set of metrics and leading indicators for
collaborative structures

o Contributing/sharing results with GUIRR and other related
efforts
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BAY AREA SCIENCE AND INNOVATION CONSORTIUM

Key Learnings in the Negotiation Process

 The importance of having a process

— Having the teams agree to use the process for the entire
negotiation

— Securing strong sponsorship and commitment to making it work
— Recognizing the SRIP process is parallel and iterative, not linear
 The importance of getting the right people together in teams in

each entity, with clearly defined roles and responsibilities for
each member

— Having a lead person in each team, accountable for getting to a
timely agreement

* Meeting face-to-face to build relationship and rapport among
the members

 When stuck, be ready to elevate reasoning to a higher-level of
Intent, relationship, and how this work can benefit both sides
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Changing the Ecosystem:
The Opportunity For Advancing
Strategic Partnerships




Knowledge Supply Chain

- Universities
and industry
generate

knowledge Malerial Supply Chain
and transfer > Usable Product

- Lreutm Sourcing Azzembly Dmrl:n.lm
Barriers

between the T T T T
two cu Itu Fes Engireering Marwlacturing Cudomer

Impa ct the Knowledge Supply Chain
ability to it i mhaes
create new /  re—— , .

knowledge to Tronskrabk
satisfy Taci 4o Explici
society. .

Continuowe Flow of Iformation ond Knowdedne

Resarch Teaching

Source: Knowledge Supply Chaing; & Mext-Generction Manufosturing Project




- Partners need
to understand
how they fit in
an integrated

knowledge Knowledge Knowledge
process. Generation Transfer

Academia —

Each partner A——
s responsible e Gk N ot
to help others New Technologies, Tl et 212

succeed. New Principles

Partners must
be part of a Industry

continuous, 5 Oy
Educated Employees

fl’ee f|OVV_ of : . Using Latest Knowledge for
Information Effiective Execution of Technical

and & Management Processes
knowledge. - - . —

Source: Knowledge Supply Chains; A Next-Generation Manufacturing Project




The Knowledge Process of the

Future

Outcomes for
Industry
Include more
effective
access to
knowledge =>
reduced
technology
development
cycles.

Outcomes for
universities
Include
Increased
funds and
capacity for
pursuing
relevant basic
research.

|
=Joint Research a
Customer Solutions
New kKnowledge
*Knowledge Application
*Best Practices

-Customer Needs/"
-Customer Feedh%ﬂﬂ——ﬁ;

New Knowledge
New Talent

-integrated Enterprises
«integrated Product/Process Dev
-Leaming Organizations
-Enterprises-Wide Supply Chains
Source; Knowledge Supply Chains; A Next-Generation Manufacturing Froject

Faculty

-New Talent
«Curriculum
«Stakeholder Needs
-Talent Specificatior
<Industrial Teacher




The Partnership Continuum

- An increasing
level of trust is
developed in
the
partnership.

i Levels of
Engagement
Activities

The
relationship

becomes a
holistic
engagement
In the
strategic
partnership
phase.

Involvement
AWareness

sCoreer Foirs!

*|rcustry Affilictes/
Advisory Program®

*Resecrch Grants®
*lnternship/Co-op
sSoftwore Grants

* |nterviews!
+EDL Account

Support
*Student Consuliont®
*Hardware Grants»®

*Curriculum Dev/ABET

Support & Fundraising®|

*Workshops/Seminors*
*Support Coniroci®
*Student Orgonizof ions
Sponzorships®
*Philanthropic Support®
*Suest
SpeokingLechures?

Sponsorship
*University Inftictive
Sporsorship®
*Undergraducte Research
Program Support®
sGrochucte Fallbwshps®
*Colloboretie Rezecrch
Progrom Report™?
*Cuirecch Progroms®

*Support for Proposals for
Eclucetion [MEF, IMASA,
eic ] 3

*BETA Progroms®

Strateaic Partner

sExacitive
Sponzorship®®

*laint Partrership 54
*State Eclucction

Lokksying®
shcijor Giftg 354

*BPuciness
Developrent®s

KEY
1.Recruiting
2 Educetion Sales

3. UR Accourt
Momogers

4. LR Progroms
5. UR Rezearch

&, Other [Philorthrogy,
&lumni, Executive]

Phase Cne Phase Two

Traditional Engagement

Phase Three

Phase Four

W

Phase Five

Holistic Engagement




Reminder ...

- |t's about the students ...
— Hiring highly educated and skilled students.

- And the flow of ideas ...
— To enrich university-industry collaborations.

- And the early-stage interactions ...
— That generate ideas before they become technology.

- In short, it’'s about collaboration!
— Within the context of a healthy U-I partnership.




Summary

- Any IP-focused interchange must enhance the
relationship ...

- And accelerate mutual collaborative efforts ...

- And be generative In its ablility to catalyze further
Interactions and synthesize the perspectives of
multiple players.

- Going forward, we want to:

— Broaden our understanding across different industry
spaces.

— Develop additional collaborative models.

— Instantiate learnings and experience in additional
demonstration projects.
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