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What Are Strategic Buyer/Seller Objectives?

BUYER
• Fill Critical Gaps in
    Patent Coverage
• Obtain Initial Patent
    Base in New Area
• Remove Risk of
    Assertion by Troll
    (Take off Street)
• Deter/Defend Patent
    Attack by Competitor
• Obtain Leverage for
    Cross-licensing
• Support Valuation for
    Liquidity Event
• Generate Royalty
    Revenue

SELLER
• Technology No Longer Core
    to Business
• Patent Scope Larger Than
   Anticipated Business (Sale
   Plus Field-of-use
   Grant-back License)
• Generate Operating Cash
• Reduce Administrative
    Burden of “Overhead”
    Patents
• Use as Contribution to
    Joint Venture
• Realize Capital Gain



Inflexion Point
Buy-Side

Project Overview

Objectives

Increase the "business risk" for infringers

Gain as much licensing leverage as possible

Acquire patents that are sufficiently strong to force
out-of-court settlements

Establish a backup IP cache for future negotiations

Secure exclusive licence and litigation rights in
cases where it is difficult to purchase the patent

Identify sweet spots by mapping revenues to
technologies within targets

Sequential Filters

Search

Revenue of Interest

Pain Points

Business volume

Product Lines

Margin

Business Logistics

Technologies of interest

Map against
identified revenue

Product

Process

Overlap analysis

Post Search

Availability

Review the sources

Apply Internal Source Criteria

Within the critical timeframe

Quality

Applicability

Claim scope

US Patents

Literal Infringement

Validity - Sanity Check Only

Access to market research - subscriptions

Enforcement readiness -
outside scope of project.

Project Confidentiality
Guidelines

ID Target
Companies Multiple levels of confidentiality

Highest level - core team only

ID Target technologies Multiple levels of confidentiality

Do not reveal
sponsorship at all.

All effort sponsored by ... XXXX

IPS May Act as intermediary
for purchase

Expert
confidentiality
process

Cannot approach people in targets

List of companies that experts
may have difficulty with

Conflict check on experts

Communications

Standing Meetings:

Project Review - last
Friday each month

Progress Meeting/Call mid month

Schedule

Project Start: DATE

Definition Phase (DATE)

Problem Statement

Strategy Map

Schedule

Budget

Planning Phase (DATE)

Project Strategy Development

Implementation Plan

Expert Identification

Distribution List

First two filters complete

Execution Phase (DATE)

Specific Patent Identification

Identify Sources of
Available Patents

Determine the value
of such patents

Availability Analysis &
Recommendations

Assist in acquiring patents

Target Completion Date:( DATE)

Overlap Analysis

Subclass histogram of client portfolio

Subclass histogram of potential adverse party portfolio

Overlap analysis and gap determination

Revenue pain point implications

Subclass histogram of shield portfolio

Overlap analysis of shields and gaps to
determine technology and revenue coverage

Targets

Identified adverse parties

Technology areas by class/subclass

Other Targets
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