XXX

2007 LES ANNUAL MEETING

REGISTRATION
BROCHURE
REGISTER BY JULY 31 TO SAVE!

VANCOUVER CONVENTION AND EXHIBIT CENTRE

JOIN US IN VANCOUVER!
ABOUT LES
Founded in 1965, the Licensing Executives
Society (U.S.A. & Canada), Inc. is a
professional society comprised of over
6,000 members engaged in the transfer,
use, development, manufacture
and marketing of Intellectual
Property. The membership includes
a wide range of professionals, including
business executives, lawyers, licensing

Dear Colleagues:
On behalf of the 2007 Licensing Executives Society U.S.A. and Canada (LES) Annual Meeting
Committee, we’d like to invite you to join us in Vancouver, October 14-17, 2007 to learn more
about The New Deal: Competing in a Global Economy.
The 2007 Annual Meeting is a reflection of the Change underway throughout today’s
global marketplace for intellectual property protection, transfer and licensing. From
the international destination to the innovative programming and unique networking
events, this year’s Annual Meeting has changed to meet the evolving needs and
interests of licensing professionals.
Your annual meeting committee has worked for months to review and select an outstanding
array of programming content. The plenary programs each morning feature leaders in the
key industry sectors for licensing and intellectual property, including:
Abha Divine, President and CEO, AT&T Knowledge Ventures
Jim Malackowski, President and CEO, Ocean Tomo, LLC

consultants, engineers, academicians,

Wayne Paugh, Senior Advisor to the U.S. Coordinator for International IP
Enforcement, U.S. Department of Commerce

scientists and government officials. Many

Marshall Phelps, Corporate Vice President and Deputy General Counsel,
Microsoft Corporation
Frank Verweil, M.D., President and CEO, Axcan Pharma, Inc.

of the largest corporations, professional

James Watson, Director, Strategic Partnering Services, Burrill & Company
Barbara Yanni, Vice President and Chief Licensing Officer, Merck & Co. Inc.

firms, and universities are represented
within the Society’s membership.
Licensing Executives Society (U.S.A. &
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Canada), Inc. is a member society of
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the Licensing Executives Society
International, which has a worldwide

We will also address one of the most noteworthy changes in intellectual property: Patents
as a Business Model. We’ll hear from practitioners and skeptics of this new approach to
extracting value from intellectual assets alone (without selling corresponding goods or
services). In addition, the LES Industry Sectors have contributed an outstanding line up of
add-on seminars, mini-plenary programs and workshops to provide updates on the latest
issues in key sectors. New for this meeting is the LES Power Networking Café, where you
can arrange to meet with your key contacts to make the most of your time in Vancouver.
The 2007 Annual Meeting will continue the LES tradition of providing a unique and valuable
experience for all participants. Whether this will be your first LES event or twentieth, we
believe that LES meetings create a special environment - to learn, to engage, and to
connect with your peers.
All of this takes place in the midst of an international gateway city: Vancouver. Join us
for the largest annual event for licensing professionals and find out why LES is your best
resource in a world of change.
Register by July 31 to save.

membership of over 12,000 members

We look forward to seeing you in October.
Regards,

in more than 30 national societies,
representing over 90 countries.

Mike Lasinski
2007 Annual Meeting Co-Chair

Paul Roberts
2007 Annual Meeting Co-Chair

The meeting web site, www.les2007.org is your ongoing source for the latest program
updates and information.
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LES 2007 ANNUAL MEETING

SCHEDULE-AT-A-GLANCE
SATURDAY, OCTOBER 13
4:00 p.m. - 7:00 p.m.

Registration

SUNDAY, OCTOBER 14
7:00 a.m. - 8:30 a.m.

Continental Breakfast for
Add-on Attendees

7:00 a.m. - 7:00 p.m.

Registration

8:30 a.m. - 12:00 p.m. Add-on Seminar 1
Open Source Biotechnology and
Ambush Marketing
Sponsored by the Intellectual Property
Institute of Canada (IPIC)
8:30 a.m. - 5:00 p.m.

8:30 a.m. - 5:00 p.m.

8:30 a.m. - 5:00 p.m.

Add-on Seminar 2
Anatomy of Late Stage Deals 2nd Annual Practical Tutorial for
Licensing Road Warriors
Sponsored by the Health Care Sector
Add-on Seminar 3
IP Evaluation Tools and Methodologies
in the Real World
Co-sponsored by the Industry, University
and Government Laboratory Transactions
Sector and the High Tech Sector
Add-on Seminar 4
An Introduction to IAM and Technology
Licensing
Co-Sponsored by the Chemicals, Energy
and Materials Sector and the
Industry, University and Government
Laboratory Transactions Sector

12:00 p.m. - 1:00 p.m. Luncheon for Add-on Attendees
1:00 p.m. - 5:00 p.m.

REGISTER ONLINE: WWW.LES2007.ORG

6:00 p.m. - 8:00 p.m.
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Add-on Seminar 5
Working with SSOs and Utilizing
Technical Standards - Current Trends
Sponsored by the High Tech Sector

8:15 a.m. - 10:30 a.m. Opening Plenary Session - Licensing
in the Global Marketplace for High
Technology
8:15 a.m.

Welcome and Opening Remarks

8:30 a.m.

Marshall Phelps, Microsoft Corporation

9:15 a.m.

Abha Divine, AT&T Knowledge Ventures

9:45 a.m.

Wayne Paugh, U.S. Department of
Commerce

10:30 a.m. - 11:00 a.m. Networking/Coffee Break
11:00 a.m. - 12:00 p.m. Committee and Industry Sector
Meetings
12:00 p.m. - 1:45 p.m. Awards Luncheon and Keynote Speaker,
Watts Wacker, FirstMatter LLC
2:00 p.m. - 3:15 p.m.

Workshop Session 1

2:00 p.m. - 5:00 p.m.

PDS Workshop 202 (IAM STRATEGY)

3:15 p.m. - 3:45 p.m.

Networking/Coffee Break

3:45 p.m. - 5:00 p.m.

Workshop Session 2

6:00 p.m. - 9:00 p.m.

International Flavors Reception/Dinner

TUESDAY, OCTOBER 16
7:00 a.m. - 8:30 a.m.

Continental Breakfast

7:00 a.m. - 6:00 p.m.

Registration

7:00 a.m. - 8:00 a.m.

Committee and Industry Sector Meetings

9:00 a.m. - 5:00 p.m.

LES Power Networking Café Open

8:15 a.m. - 12:00 p.m. Plenary Session
8:00 a.m.

Opening Remarks

8:15 a.m.

IP Auctions, Jim Malackowski,
Ocean Tomo

8:45 a.m.

Patents as a Business: The Economic
and Social Impact of Acquiring and
Licensing Patents as a Business Model
John Paul, Introduction
Allen Baum, Moderator
John Amster, Intellectual Ventures
Iain Cockburn, Boston University
Dooyong Lee, Acacia Corporation
Donald Ware, Foley Hoag

10:00 a.m.

Networking Coffee Break

10:30 a.m.

A New Model for Health Care
Innovation: Collaborating for Success
Barbara Yanni, Merck & Co., Inc.

Welcome to Vancouver Reception

MONDAY, OCTOBER 15
7:00 a.m. - 8:30 a.m.

Continental Breakfast

7:00 a.m. - 6:00 p.m.

Registration

7:00 a.m. - 8:00 a.m.

Committee and Industry Sector
Meetings

9:00 a.m. - 5:00 p.m.

LES Power Networking Café Open

SCHEDULE-AT-A-GLANCE
Frank Verweil, Axcan Pharma

9:00 a.m. - 5:00 p.m.

11:30 a.m.

The New Deals - How Financial
Markets are Redefining Corporate
Value, James Watson, Burrill & Company

10:00 a.m. - 10:30 a.m. Networking/Coffee Break

12:00 p.m. - 6:00 p.m. LES Tech Fair
12:00 p.m. - 2:00 p.m. Luncheon in Exhibit Hall
4:00 p.m. - 6:00 p.m.
Wine and Cheese Reception
in Exhibit Hall
12:00 p.m. - 6:00 p.m. LES Technology Poster Session
2:00 p.m. - 3:15 p.m.

Workshop Session 3

2:00 p.m. - 5:00 p.m.

PDS Workshop 205 (LICENSING)

3:15 p.m. - 3:45 p.m.

Networking/Coffee Break

3:45 p.m. - 5:00 p.m.

Workshop Session 4

6:00 p.m. - 7:00 p.m.

Industry Sector Receptions

7:00 p.m. - 8:30 p.m.

Gold Sponsors’ Receptions

WEDNESDAY, OCTOBER 17
7:00 a.m. - 8:30 a.m.

Continental Breakfast and
LESI Roundtables

7:15 a.m. - 6:00 p.m.

Registration

7:15 a.m. - 8:15 a.m.

Committee and Industry Sector Meetings

12:00 p.m. - 1:45 p.m. Luncheon and Annual Business Meeting
2:00 p.m. - 3:15 p.m.

Workshop Session 5

2:00 p.m. - 5:00 p.m.

PDS Workshop 204 (NEGOTIATION)

3:15 p.m. - 3:45 p.m.

Networking/Coffee Break

3:45 p.m. - 5:00 p.m.

Workshop Session 6

6:30 p.m. - 11:00 p.m. Gala Reception and Dinner

THURSDAY, OCTOBER 18
8:00 a.m. - 5:00 p.m.

Registration

8:00 a.m. - 8:30 a.m.

Continental Breakfast for Add-on
Attendees

8:30 a.m. - 12:00 p.m. Add-on Seminar 6
Ask the Experts: Valuation, Taxation
and Pricing Issues with Intellectual
Property, Sponsored by the Valuation
and Taxation Committee
8:30 a.m. - 5:00 p.m.

Add-on Seminar 7
Creating and Leading a World Class
Licensing Office
Co-sponsored by the Licensing Office
Structure and Management Committee
and Industry, University and Government
Laboratory Transactions Sector

8:30 a.m. - 5:00 p.m.

Add-on Seminar 8
The Business of Aging: Staying Young
While Growing Older - Licensing the
Future

8:30 a.m. - 12:00 p.m. Mini-Plenary Sessions
The Biomedical Devices Industry:
Key Issues, Best Practices, and Future
R&D/Licensing Trends
Biomedical Devices Committee
Future Forward Chemicals and Energy
Chemicals, Energy and Materials Sector
Feeding the Pipeline VIII and Licensing
or M&A?
Health Care Sector

Sponsored Research - IP Demands in
Deals between Universities and Industry
Industry, University and Government
Laboratory Transactions Sector
Reinventing Corporate Growth
Strategic Alliances Committee
The State of the Licensing Industry
Report on the Licensing Foundation’s
Annual Survey and Related Metrics

10:00 a.m. - 10:30 a.m. Networking Coffee Break
12:00 p.m. - 1:00 p.m. Luncheon for Full Day Add-on Attendees
1:00 p.m. - 5:00 p.m.

Add-on Seminar 9
Techniques for Negotiating
International Research and
License Agreements
Sponsored by the LESI Life Sciences
Committee

For the most up to date
programming information,
see the LES Website
www.LES2007.org
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Mistakes and Problems in Licensing:
Litigation/Arbitration Considerations
When They are not Avoided
High Tech Sector

Power Networking Café Open

LES 2007 ANNUAL MEETING

11:00 a.m.
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MONDAY, OCTOBER 15

PLENARY SESSIONS
MONDAY, OCTOBER 15

9:15 a.m. Abha Divine, President and Chief Executive Officer,
AT&T Knowledge Ventures

8:15 A.M. - 10:30 A.M.

Abha Divine launched and currently serves as
President and CEO of AT&T Knowledge Ventures,
the intellectual property management and
marketing unit of the AT&T family of companies.
In this role, she is responsible for generating
revenue and other strategic value from the
broad set of patent, trademark, software and
“know-how” assets developed throughout the
corporation through commercialization and portfolio development. She
has led AT&T Knowledge Ventures to deliver hundreds of millions of
value from the IP portfolio, and has established the organization as a
leading producer of IP revenue and value in the industry.

OPENING PLENARY SESSION LICENSING IN THE GLOBAL MARKETPLACE
FOR HIGH TECHNOLOGY
8:15 a.m. Welcome and Opening Remarks
8:30 a.m. Marshall Phelps, Corporate Vice President and
Deputy General Counsel, Microsoft Corp.
Marshall Phelps supervises Microsoft’s intellectual
property groups, including those responsible for
trademarks, trade secrets, patents, licensing,
standards and copyrights. He oversees the
company’s management of its intellectual
property portfolio, which comprises some 3,000
U.S.-issued patents, their foreign counterparts
and more than 11,000 trademark registrations
worldwide. In addition, Mr. Phelps helps lead Microsoft’s ongoing work
with other companies in the technology industry to broaden awareness
of intellectual property issues.

12:00 P.M. - 1:45 P.M.
AWARDS LUNCHEON AND KEYNOTE SPEAKER
The Frank Barnes Annual Mentoring Award will be presented to an
LES member who has distinguished him/herself as a mentor in
pharmaceutical licensing.

9:45 a.m. Wayne B. Paugh, Senior Advisor to the U.S. Coordinator
for International Intellectual Property Enforcement, U.S. Department
of Commerce
In May 2006, Wayne Paugh was appointed
Senior Advisor to the U.S. Coordinator for
International Intellectual Property Enforcement
at the U.S. Department of Commerce. He is a top
advisor on intellectual property matters
involving both domestic and international
counterfeiting and piracy. Mr. Paugh joined the
Commerce Department from the law firm of
Venable LLP. Previously, he served as Chief of Staff and Attorney-Advisor
to former Congressman and then Under Secretary of Commerce for
Intellectual Property and Director of the U.S. Patent and Trademark
Office (USPTO) James E. Rogan from 2002-2004. In 2001 Mr. Paugh
served as Counsel for the Intellectual Property Owners Association
(IPO), a leading IP trade organization.

KEYNOTE SPEAKER: WATTS WACKER

REGISTER ONLINE: WWW.LES2007.ORG

Watts Wacker, FirstMatter LLC
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Watts Wacker is one of the most celebrated and influential minds in
modern business. Mr. Wacker — lecturer, best-selling author, political
commentator and social critic — is one of the world’s most respected
futurists. His uncommon versatility and vision has allowed him to help
the world’s top corporations and organizations navigate the sea of
change that is taking hold in the new millennium. He has been the
futurist at SRI International, the legendary Menlo Park think tank, and
spent ten years as the resident futurist at the preeminent social
research organization, Yankelovich Partners.
As founder and director of FirstMatter LLC, Mr. Wacker has focused his
attention on creating a new kind of think tank and he describes himself
as a twenty-first century alchemist as well as… “a cross between
James Brown and the unknown comic, (the hardest working nobody in
the business).” Recent work has included regular commentary on the
nationally acclaimed Marketplace radio show and stories and essays
for Fast Company, Scientific American and Architectural Record
magazines. Mr. Wacker has edited several books and is a contributing
writer to the world-wide best selling Business: The Ultimate Resource.

His recently released
Deviant’s Advantage, coauthored with Ryan Mathews,
has received tremendous
response having been
featured in Time Magazine,
The New York Times and
The Harvard Business
Review among many others.
Ryan and Watts are working
on another book project
which studies myth and
mythology’s influences on
modern life and business.
Additionally, Watts is a
contributor to the recently released Financial Times Handbook of
Business Version 3.0. Mr. Wacker and his consulting practice have
been featured in the media the world over. He has been called a
“must quote” by the Associated Press.

PLENARY SESSIONS
TUESDAY, OCTOBER 16
8:00 a.m. Opening Remarks
8:15 a.m. IP Auctions, James E. Malackowski, President and
Chief Executive Officer, Ocean Tomo, LLC
James E. Malackowski is the President and Chief
Executive Officer of Ocean Tomo, LLC, an integrated
intellectual capital merchant banc providing
expert services, valuation, investments, risk
management and corporate finance. Ocean Tomo
assists clients - corporations, law firms, governments and institutional investors - in realizing value
from their Intellectual Capital Equity® broadly defined.
Mr. Malackowski is an internationally recognized leader in the field of
Intellectual Capital Equity® management as well as a noted expert in
business valuation and intellectual property strategy. Mr. Malackowski is a
Past President of The Licensing Executives Society and a former Resident
Advisor for the U.S. Department of Commerce and U.S. Information Agency
on matters relating to intellectual capital. He is a Summa Cum Laude
graduate from the University of Notre Dame majoring in accountancy and
philosophy. He is a Certified Public Accountant in the State of Illinois.
8:45 a.m. Patents as a Business: The Economic and Social Impact
of Acquiring and Licensing Patents as a Business Model
Patent acquisition companies buying and licensing patents is a hot
topic. Companies that sell products often cross license each others’
patents, effectively offsetting royalties that would otherwise change
hands. Now, an increasing number of patents are owned by companies
that do not sell products and have no need to offset the royalties due
under their own patents. As a result, companies accustomed to reaching
a cross license and paying insignificant royalties more frequently must
pay the full value of the royalties. Such companies have raised issues
about whether the patents are of questionable quality and whether the
practice of acquiring and licensing patents is unfair. Patent acquisition
companies argue they are helping companies and individuals who
otherwise would have little capability to license patents to big corporate
infringers. Academics are torn between whether patent licensing is an
unnecessary “tax” on the economy or whether patent licensing fuels the
economy’s growth. Legislators and judges are caught in the middle.
This panel will explore all sides of this controversial issue.
Introduction: John C. Paul, Partner, Finnegan, Henderson, Farabow,
Garrett & Dunner, L.L.P.

Panelists:
John Amster, Vice President, Licensing,
Intellectual Ventures
Allen Baum

John Amster

John Amster focuses on a variety of projects
relating to intellectual property and invention
in his current role. Prior to joining Intellectual
Ventures, Mr. Amster was a managing director for
Ocean Tomo where he founded the firm’s M&A
Advisory practice and completed transactions with
an aggregate value of approximately $40 Million.
Before Ocean Tomo, Mr. Amster was Vice President
and Secretary at InterTrust Technologies where he

Professor Cockburn teaches and performs research in the areas of
business strategy, intellectual property, economics of innovation, and
management of high technology companies.
He is a Research Associate at the National Bureau of Economic
Research in Cambridge, Massachusetts. He is a former Associate Editor
of Management Science and Coeditor of the Journal of Economics and
Management Strategy. Professor Cockburn is published widely in
leading journals in economics and management.
Dooyong Lee, Executive Vice President, Acacia Technologies Group
Acacia Technologies Group is a publicly traded
company in the business of acquiring and
licensing third party patents. Acacia helps
patent holders protect their patented inventions
from unauthorized use and generate revenue
from licensing and, if necessary, enforces their
patents. Mr. Lee has over 20 years of experience
in patent licensing and technology management
with a track record of success. He was previously Chief Operating
Officer of Global Patent Holdings DBA TechSearch, which was acquired
by Acacia in 2005. Prior to Global, he was President of LPS Group, a
patent licensing company he founded under Information Holdings Inc.
(now part of The Thomson Corporation), which had achieved profitability
in less than two years. Prior to LPS Group, he co-founded FRI, an
intellectual property consulting firm under the sponsorship of Fish &
Richardson, PC and previously was a licensing executive at AT&T Bell
Laboratories and Lucent Technologies.
Donald Ware, Partner, Foley Hoag LLP
Mr. Ware chairs the firm’s Intellectual Property
Litigation Group and specializes in life sciences
patent litigation. He has litigated patent and
inventorship disputes for global pharmaceutical
and biotechnology companies, major universities
and hospitals, and medical device manufacturers.
His cases have involved such technologies as
recombinant DNA, monoclonal antibodies,
genetic probes, photosensitive drugs, biodegradable polymers, and
research tools. Mr. Ware has been lead counsel in numerous high profile
patent cases, including Johns Hopkins v. CellPro, In re Columbia University Patent Litigation, and Massachusetts Eye and Ear Infirmary v.
QLT, Inc. He also advises clients on intellectual property due diligence,
licensing, and freedom to operate. Mr. Ware is a frequent speaker and
author on intellectual property matters, and he is recognized as a
leading IP lawyer in The Best Lawyers in America, Chambers USA, and
other publications.
10:00 a.m. Networking Coffee Break

REGISTER ONLINE: WWW.LES2007.ORG

Moderator: Allen Baum, Partner, Hutchison
Law Group and President, Licensing Executives
Society (U.S.A. and Canada), Inc.

Iain Cockburn, Professor of Finance and Economics and
Everett W. Lord Distinguished Faculty Scholar in the School of
Management, Boston University

TUESDAY, OCTOBER 16

8:15 A.M. - 12:00 P.M. PLENARY SESSION

worked on a variety of large intellectual property transactions and
held responsibility for the company’s M&A activity. Mr. Amster played an
important role in the company’s late-stage private financing and initial
and secondary public offerings. Mr. Amster served on the 4-person
executive team responsible for managing the strategic alternatives
process which resulted in the successful sale of InterTrust to a
Philips-Sony joint venture in a transaction valued at $453 Million.
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TUESDAY, OCTOBER 16

PLENARY SESSIONS
A New Model for Health Care Innovation:
Collaborating for Success
10:30 a.m. Barbara Yanni, Vice President and Chief Licensing Officer,
Merck & Co., Inc.
Ms. Yanni leads the Corporate Licensing group
which is responsible for negotiating agreements
to acquire compounds, programs and new
technologies to complement Merck’s research
programs and pipeline. Barbara works closely
with her scientific colleagues at Merck to ensure
that the company has access to discoveries
that will enhance Merck’s ability to bring new
medicines to the market. Barbara and her team have played a major
role in the significant increase in Merck’s external relationships in
recent years. In the past four years, Merck has executed almost 200
significant licensing transactions in all stages, from technologies and
early research collaborations to Phase III development candidates.
11:00 a.m. Frank Verweil, M.D., President and Chief Executive Officer,
Axcan Pharma, Inc.

REGISTER ONLINE: WWW.LES2007.ORG

LES POWER NETWORKING -

MAKING THE CONNECTIONS THAT COUNT
Are you a Power
Networker? Can you
scan a room of 1000
participants and
instantly find the
people and organizations that will help
advance your professional and business
goals? Do you know
exactly where your most important contact will be at 2:30 p.m. on
Tuesday? LES Power Networking is your solution. Power Networking
enables all 2007 Annual Meeting participants to schedule meetings
in advance, to post individual and corporate profiles describing their
licensing and technology interests, and to arrange impromptu meetings
while in Vancouver. Access to this full-featured partnering capability
is provided for all 2007 Annual meeting registrants.

Dr. Verwiel joined Axcan Pharma in 2005 with
more than 20 years of experience in the pharmaceutical industry. Formerly with Merck & Co. Inc.
as Vice President, Hypertension, Worldwide
Human Health Marketing, he concurrently served
as a member of Merck’s Worldwide Hypertension
Business Strategy team. Before Merck, from
1988 to 1996, Dr. Verwiel worked with Servier in
Europe in various executive positions such as area director of Central
European operations, which included Germany, Austria, Switzerland,
the Netherlands, Belgium, and Luxembourg.

The LES Power Networking Café will be a centrally-located hub for
one-on-one meetings in a relaxed, welcoming environment where
meeting can reserve tables for face-to-face discussions throughout the
Annual Meeting. Supported by a dedicated meetings concierge and
a network of electronic messaging boards throughout the convention
center, LES Power Networking takes the opportunity to connect to a new
level and provides added value for new and experienced LES meeting
registrants.

11:30 a.m. The New Deals - How Financial Markets are Redefining
Corporate Value

CONTINUING LEGAL EDUCATION

James Watson, Director, Strategic Partnering Services,
Burrill & Company
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NEW

Mr. Watson leads the Merchant Banking
Team across partnership, M&A and financing
transactions. He has recently closed deals for
clients with Pfizer, Merck, Novartis, BMS and
Gilead. He has broad biopharmaceutical
experience in strategy, M&A and partnership
formation. Prior to joining Burrill & Company,
he was a Senior Vice President with Incyte
Genomics heading the Business Development and Marketing organizations. Before Incyte, he was General Manager and previously Vice President Business Development for Chemdex, a pioneering marketplace
for research scientists with over 100 employees. Prior to Chemdex,
Mr. Watson was Head of the San Francisco office of The Wilkerson Group
where he built the office from 4 to over 30 consultants. Previously, he
gained operational experience with Lilly in Indianapolis and the UK in a
variety of new product development and commercially focused roles.

As a service to our attendees from
the legal profession, LES provides
assistance in securing CLE credit for LES
education activities. The Licensing Executives Society
(U.S.A. and Canada), Inc. is a State Bar of California
Approved MCLE Provider. CLE approval will be obtained
from additional states and listed on the LES Web site.
Certificates of Attendance will be available to those who
complete and sign the Official Record of Attendance
while on site.
For more information, visit: www.LES2007.org
or call (703) 836-3106.

MINI-PLENARY SESSIONS

BIOMEDICAL DEVICES
COMMITTEE AND
CONSUMER PRODUCTS
SECTOR
8:30 a.m. - 12:00 p.m.

THE BIOMEDICAL DEVICES INDUSTRY:
KEY ISSUES, BEST PRACTICES,
AND FUTURE R&D/LICENSING TRENDS
Double-digit yearly growth is expected in the biomedical device market
as wave after wave of baby boomers enter their prime health-care
spending years. Find out what you need to know in this hot area.
A broad range of topics will be presented from a business/licensing
practitioner’s perspective by industry experts. Alternatives to traditional
out-licensing models, patenting and licensing of biomedical devices
in Japan, and a discussion of US venture capital funding are just some
of the topics. Representatives from Ethicon Endosurgery, Medtronic,
Phoenix IP Ventures, Fio Corporation (Canada) and Skyline Ventures
will be among the presenters.

CHEMICALS, ENERGY AND
MATERIALS SECTOR
8:30 a.m. - 12:00 p.m.

FUTURE FORWARD CHEMICALS AND ENERGY
This session will deal with future trends in the chemicals and
energy industries, including is green, sustainable or alternative
chemical and energy technologies. For example, a potential sustainable
energy is ethanol and some of the potential alternative energy
technologies include tar sands and shale oil. Another example is
green technologies such as low VOC solvents and green nanotechnology
products are becoming important. This session will bring together
luminaries from industry, academia and government to teach licensing
professionals about the current state of green, sustainable or
alternative chemical and energy technologies, what is to come, and
where the licensing opportunities are.
Speakers:
Anthony P. Venturino, Patent Attorney, Stevens, Davis, Miller & Mosher, LLP

Speakers:

Leslie Goff, Ph.D., President & CEO, Noetic Technologies, Inc.,
A University of Southern Mississippi Research Foundation Company

Michael Jaro, Medtronic Corporation

Gordon Petrash, IAM C.O.E., Cargill

Timothy Bedard, Director, Intellectual Property Strategy,
Ethicon Endosurgery

Other presenters will include experts from leading organizations
including:

Daniel O’Neill, Associate Director, University of California

• American Chemical Society

Stephen J. Sullivan, M.D., Skyline Ventures, LLC

• Ohio State University

Daria Mochly-Rosen, Ph.D., Stanford School of Medicine

• Southern Company

Moderators:

• Suncor

Mark G Bloom, Business Success Strategists, LLC
Biomedical Devices Committee Co-Chair, Health Care Sector

• Invitrogen Corporation

WEDNESDAY, OCTOBER 17 • 8:30 A.M. - 12:00 P.M.

WEDNESDAY, OCTOBER 17 • 8:30 A.M. - 12:00 P.M.

Roger C. Hahn, Hahn and Voight, PLLC
Biomedical Devices Committee Co-Chair, High Technology Sector

ONLINE REGISTRATION AVAILABLE AT WWW.LES2007.ORG • REGISTER BY JULY 31ST AND SAVE!

REGISTER ONLINE: WWW.LES2007.ORG
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MINI-PLENARY SESSIONS
HEALTH CARE SECTOR

Moderator:

8:30 a.m. - 12:00 p.m.

Mark Edwards, Managing Director, Recombinant Capital
Panelists:

8:30 a.m. - 10:00 a.m.

Barbara Yanni, Vice President & Chief Licensing Officer, Merck & Co., Inc.

FEEDING THE PIPELINE VIII

Scott Foraker, Vice President Licensing, Amgen

Ed Saltzman’s Feeding the Pipeline series began in 2000. These annual
presentations are designed to highlight key strategic issues facing
pharmaceutical and biotechnology licensing abd business development
(L&BD) executives. In the quest to fill the pipeline, L&BD have played a
significant role in brokering such pipeline enhancement strategies as
late-stage licensing, company acquisitions, and earlier stage licensing.
L&BD executives are acutely aware of the challenges and Mr. Saltzman
will discuss current trends and evolving strategies in his unique and
humorous way.
Edward C. Saltzman, President, Defined Health
Introductions:
Gayle Kirkpatrick, Director Global Licensing & New Business
Development, Abbott Laboratories
Lauren Silvernail, CFO & Vice President Corporate Development,
ISTA Pharmaceuticals
Mark Nawacki, Vice President Business Development,
Paladin Labs, Inc.

10:30 a.m. - 10:35 a.m.

DEALS OF DISTINCTION AWARD PRESENTATION
Introductions:
Gayle Kirkpatrick, Director Global Licensing & New Business
Development, Abbott Laboratories
Jake Schaible, President, Toscana Ventures

10:35 a.m. - 12:00 p.m.

REGISTER ONLINE: WWW.LES2007.ORG

LICENSING OR M&A?
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Acquisitions of biotech companies reached $30 billion in 2006, up from
$25 billion in 2005. More than half of the acquisitions over the past
two years involved private biotechs, and a third of this number involved
substantial earnouts as a portion of the acquisition price. While
acquisitions by pharma rarely involve earnouts, almost half of the
acquisitions of private biotechs by public biotechs have involved an
earnout component. Despite poor IPO valuations, private biotechs
continue to attract substantial capital, thereby compelling biotech
managements to consider acquisition as a means to provide investor
liquidity. This panel will discuss how the relative attractiveness of
M&A is influencing the overall licensing process within biopharma.
In addition, they will consider how earnouts might be utilized to provide
both investor liquidity and a substantial upside to founders and
management of private biotech companies.
Introduction:
Mark Nawacki, Vice President Business Development, Paladin Labs

Joseph McCracken, Vice President Business & Commercial Development,
Genentech
Maurice Mezzino, Vice President Business Development, Biogen IDEC
Jung Choi, Senior Director Corporate Development, Gilead

HIGH TECHNOLOGY
SECTOR
8:30 a.m. - 12:00 p.m.

MISTAKES AND PROBLEMS IN LICENSING:
LITIGATION/ARBITRATION CONSIDERATIONS
WHEN THEY ARE NOT AVOIDED
In either, “carrot” or “stick” licensing, clauses can be written (or
omitted) in negotiating and drafting the License Agreement that can
later create issues that may require resolution. This panel session will
discuss how to avoid these problems and facilitate and expedite the
resolution of disputes under the License Agreement in litigation or
arbitration. Sample clauses will be reviewed with an eye to clarity of
drafting, including definitions and grammar and punctuation; as well
as boilerplate language, representations and warranties, mediation and
arbitration clauses, and indemnities. In anticipating potential disputes,
the program will consider special drafting problems of tech transfer
and joint development agreements as well as special considerations
when dealing with foreign licensors or licensees. You will learn valuable
techniques such as document control for drafts and emails when
litigation is a possibility and how to structure a non-exclusive license
agreement to optimize the infringement damage case. If disputes arise,
learn why, where, when, how and where to mediate, arbitrate or litigate
and when to use facilitators or a neutral third party. Finally, audits and
other post-execution tools will be explored.
The panel will hand out and discuss the results of a Fulbright &
Jaworski study of U.S. case law and a Blake Cassells & Graydon study
of Canadian case law on when license disputes arise. Specific clauses
will be handed out and discussed.
Robert S. Bramson, Partner, Bramson & Pressman
Robert A. Harrell, Partner, Fulbright & Jaworski
P. Jean Baker, American Arbitration Association
Sheldon Burshtein, Partner, Blake, Cassels & Graydon
Ronald S. Epstein, Chief Executive Officer, IPotential

MINI-PLENARY SESSIONS

8:30 a.m. - 12:00 p.m.

SPONSORED RESEARCH - IP DEMANDS IN DEALS
BETWEEN UNIVERSITIES AND INDUSTRY
This session will focus on the intellectual property interests of universities
and industry in negotiating and administering sponsored research
agreements. Topics will include the extent to which intellectual property
rights are retained by the university and granted to the research
sponsor; sharing licensing revenues; the right to the free publication
of results; and universities’ interests in making inventions available
under conditions that will promote their effective development and
utilization in the public interest.
Moderator:
Thomas F. Meagher, Esq., Partner, Duane Morris LLP
Presenters:

STRATEGIC ALLIANCES COMMITTEE
8:30 a.m. - 12:00 p.m.
For many corporations, strategic alliances are an important component
of corporate strategy. Alliances are a flexible alternative to physically
acquiring or building. Therefore, the business development executive’s
impact on strategy is large and immediate.
Session 1: Reinventing Corporate Growth
Business development executives bring in new projects, novel projects
and projects that utilize the firm’s core competencies in new ways. LES
members continually improve the value of their firm’s project portfolio
using alliances, joint ventures and a wide variety of collaborative
relationships. They are forward thinkers who see the possibilities and
bring groundbreaking innovation back to the firm. Dr. Slowinski will
describe how leading firms are transforming Open Innovation from
concept to reality.
Gene Slowinski, Ph.D., Director of Strategic Alliance Studies,
Graduate School of Management, Rutgers University

Scott Bluni, Esq., Patent Counsel, Boston Scientific Corporation
Christine L. Brakel, Ph.D., Senior Licensing Specialist,
Brookhaven National Laboratory
Dr. Alan Naidoff, Research Contract Manager, Merck & Co., Inc.
John F. Ritter, Esq., Director, Office of Technology Licensing,
Princeton University

WEDNESDAY, OCTOBER 17 • 8:30 A.M. - 12:00 P.M.

INDUSTRY, UNIVERSITY
AND GOVERNMENT LABORATORY
TRANSACTIONS SECTOR

Session 2: Driving Growth and Strategy through Open Innovation
Increased innovation leads to growth. GSK is increasing its innovation
rate through linking its internal resources with those of other world
class firms. Stan Lech of GSK will describe how the licensing and
business development functions drive new products, improved products
and open new markets. He will also describe how the business development and licensing functions links their activities with other functional
organizations to achieve success.
Stan Lech, Vice President, Global Innovation R&D,
GSK Consumer Health

THE LICENSING FOUNDATION
8:30 a.m. - 12:00 p.m.

THE STATE OF THE LICENSING INDUSTRY,
REPORT ON THE LICENSING FOUNDATION’S
ANNUAL SURVEY AND RELATED METRICS

Richard Razgaitis, Senior Advisor, CRA International and President,
The Licensing Foundation

Eiichi Yamaguchi, Deputy General Manager, Business Development &
Alliance Management, Shionogi & Co, Ltd.
Amy Belmear, Director, Alliance Management, Purdue Pharma L.P.
Co-moderators:
Gene Slowinski, Ph.D., Director of Strategic Alliance Studies,
Rutgers University
Brianne Weingarten, Executive Director, Alliance Management,
Purdue Pharma L.P.

REGISTER ONLINE: WWW.LES2007.ORG

The Licensing Foundation was established by LES USA-Canada with
the purpose of advancing the understanding of licensing in fostering
innovation for a knowledge-based economy. As part of its mission, the
Foundation has sponsored the Annual Licensing Survey for the past
four years. The survey questions covered areas such as impediments
to licensing/dealmaking, lessons learned in retrospect of deals done,
licensing of know-how, patent reform, concerns about public attitudes
adverse to IP rights and licensing, and questions n the volume of
licensing activity conducted by members’ organizations. The data
for 2007 will be presented and compared with finding from the 2004,
2005 and 2006 surveys.

Session 3: Case Study: Purdue Pharma L.P. and Shionogi & Co, Ltd.
Discovery Collaboration: This case study will explore details regarding
impact of this alliance’s strategy on both firms and steps that were
taken to ensure the successful progression of the collaboration.
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ADD-ON SEMINARS

SUNDAY, OCTOBER 14

SUNDAY, OCTOBER 14
Add-on Seminars are scheduled for the day before and the day
following the main Annual Meeting programming. The following
additional fees apply:
Half Day Seminar - $150.00
Full Day Seminar - $ 250.00

Continental Breakfast for Add-on Attendees

10:00 a.m. - 10:30 a.m.

Networking Coffee Break

12:00 p.m. - 1:00 p.m.

Luncheon for Full Day Add-on Attendees

3:00 p.m. - 3:30 p.m.

Networking Coffee Break

8:30 A.M. - 5:00 P.M. ADD-ON SEMINAR 2

OPEN SOURCE BIOTECHNOLOGY AND
AMBUSH MARKETING

ANATOMY OF EARLY AND LATE STAGE DEALS 2ND ANNUAL PRACTICAL TUTORIAL FOR
LICENSING ROAD WARRIORS

Open Source Biotechnology
While “open source” computer software has attracted much attention,
a parallel movement in the life sciences has operated largely under the
radar. “Open source biology” is at this point more of a philosophy than
a viable, practical business model. However, since it has significant
implications for patent-driven commercial sectors such as pharmaceuticals and biotechnology, it is important to be aware of the movement,
its basic tenets and its implications for patents, researchers, research
institutions and other patent-holders.
What is Fair Play in Ambush Marketing?
The Olympics, FIFA and other champion sporting events provide
valuable corporate partnership opportunities. Brand equity is a two-way
street for sponsors that participate. But what happens when others join
the game? With many stakeholders, ambush marketing at sporting
events has become a tactical sport in itself -- with high stakes at play.
What is the legal playing field and what is fair play? These issues will
be canvassed as sports marketing speeds towards 2010.

IPIC ANNUAL MEETING
October 11-13, 2007 • Westin Bayshore, Vancouver, BC
REGISTER ONLINE: WWW.LES2007.ORG

8:00 a.m. - 8:30 a.m.

8:30 A.M. - 12:00 P.M. ADD-ON SEMINAR 1

Presented by the Intellectual Property Institute of Canada (IPIC)
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ALL ADD-ON SEMINARS INCLUDE:

Info: www.ipic.ca

Sponsored by the Health Care Sector
Have you ever read a deal press release and been “wowed” by the deal
terms and structure described? Ever wished you knew the “inside story”
on the strategic rationale for a deal and its partner selection? What if
you could re-enact the strategy, design and alliance management of
a groundbreaking series of deals? Imagine the value of being able to
translate the learnings from such deals directly into the transactions
and issues that you’re focusing on right now.
Join us at the Healthcare Add-On to do all of this and more. Expand your
strategic senses, critical thinking and overall deal acumen by working
through four recent partnerships with the people responsible for making
them happen. Find out what took these deals to the finish line, what
were their key issues and what each of these dealmakers can teach you.
Case 1 - GenMab & GSK. A worldwide agreement to co-develop and
commercialize HuMax-CD20™ (ofatumumab), a fully human monoclonal
antibody in late stage development for CD20 positive B-cell chronic
lymphocytic leukemia and follicular non-Hodgkin’s lymphoma and in
Phase II for rheumatoid arthritis. This is a Phase III deal worth more
than $1 billion which establishes a win-win for both parties. It is a
potential blockbuster for GSK in multiple indications and significant
cash and milestones for GenMab. Join Dr. Annarie Lyles, Senior
Vice-President and Head of Business Development at Genmab and
Dr. Patricia Audet, Vice President of Transactions, Worldwide Business
Development at GSK in this interactive case study.
Case 2 - Indevus & Valera Pharmaceuticals. Specialty pharma to
specialty pharma, initial co-marketing discussions on Valera’s Vantas
for advanced prostate cancer transform into M&A. This deal establishes
Indevus as an emerging leader in the specialty areas of urology and
men’s health while fully leveraging Valera’s technology platforms. Join
Noah D. Beerman, Executive Vice President & Chief Business Officer of
Indevus and Jerry D. Middleton, Vice President, Business Development
at Valera in this interactive case study of how initial discussions on a
specific product can advance to M&A.
Case 3 - Affymax & Takeda Pharmaceuticals. An initial deal to develop
and commercialize Affymax’s lead product candidate, Hematide™, for
the treatment of anemia, with Takeda in Asia ultimately transforms into

ADD-ON SEMINARS

Case 4 - Merck & Ambrilia. An agreement between Merck & Co., Inc.
and an emerging Canadian biotech company for a novel product targeting HIV, showing how the responsiveness of Merck beat the competition
for access to a novel antiviral. The deal established credibility and
funding for Ambrilia. Join Pamela Demain, Executive Director, Corporate
Licensing and Sunil Patel, Director, Corporate Licensing of Merck & Co.,
Inc. and Chandra Panchal, Executive Vice President, Business Development, Licensing and Intellectual Property, Ambrilia Biopharma, Inc. in
this fourth interactive case history.
Spend the day focused on these actual deals and how they were discovered, structured and assembled. Work your way through the “real life”
deal issues, structuring challenges and agreement language to gain a
better understanding of the key issues, risks and critical success factors.

will split into small groups and prepare a plan of action based on the
results of the analysts’ work. Attendees present the results of their
work, identify options, and make recommendations based on their
analysis. The CEO of a successful start-up company will tell attendees
“the rest of the story.” Questions from the audience are encouraged
to further explore key issues.
This valuable session will provide a snapshot of what works in the field,
what tools are most useful, and the types of information obtainable. This
session will interest licensing executives who want to better understand
IP evaluation tools as well as vendors who produce IP evaluation tools.
Nathan L. Golden, Licensing Executive, Sandia National Laboratories
Paul M. Smith, Principals Member of Technical Staff, Sandia National
Laboratories
Robert B. Goldman, Principal, CRA International
Ken Freese, Program Manager, Intellectual Property Management
Program, Los Alamos National Laboratory

8:30 A.M. - 5:00 P.M. ADD-ON SEMINAR 4

But be prepared... this will be an interactive session where you will get
to roll up your sleeves and get in on the action. Working in break-out
groups, you will be tasked with addressing the key issues faced by our
dealmakers. Understand and address their challenges, and see if you
end up with the same results. The day begins with highlights of the
First Annual Practical Tutorial for Licensing Road Warriors, LES Annual
HealthCare Add-On, 2006. You will not want to miss this unique
LES Healthcare Add-On!

AN INTRODUCTION TO IAM AND
TECHNOLOGY LICENSING

Introduction:

Intellectual assets often comprise the largest single component of a
business’ value, yet the management and exploitation of these assets
is often carried out on an ad-hoc basis. As a result, many businesses
are unknowingly vulnerable to having these assets significantly
depleted and/or missing out on opportunities to capture the full value
that these assets can provide. This session will assist the participants
in more effectively managing their business’ intellectual assets and
undertaking licensing activities. A team of skilled legal, patent and
business practitioners will share their knowledge and experience in
this field through both instructional and interactive methods.

Mark Nawacki, Vice President, Business Development,
Paladin Labs, Inc.
Facilitators:
Ruth A. Plager, President, ZenithBIO LLC
Michael J. Lerner, Esq., Partner, Lowenstein Sandler PC
Kim Rosenfield, Vice President, Business Development, StereoTaxis

8:30 A.M. - 5:00 P.M. ADD-ON SEMINAR 3

SUNDAY, OCTOBER 14

a worldwide partnership for Hematide™. The deal creates worldwide
access to a novel blockbuster product, providing a win-win collaboration
for both Affymax and Takeda. It fuels Takeda’s U.S. pipeline and provides
Affymax with funding for earlier stage pipeline opportunities. Join
Chris Dammann, Vice President, Business Development of Affymax and
Yoichi Okumura, Senior Director, Corporate Business Development at
Takeda Pharmaceuticals North America in this exciting third interactive
case history.

Co-Sponsored by the Chemicals, Energy and
Materials Committee and the Industry, University
and Government Laboratory Transactions Sector

Dave Tyrrell, President, Vertex IP Strategies
Michael Dansky, Managing Director, Huron Consulting Group

IP EVALUATION TOOLS AND METHODOLOGIES
IN THE REAL WORLD

This Add-On Session brings together analysts from government labs
and a consulting firm to describe how they employ IP evaluation tools.
Analysts evaluate present evaluations of real world case studies,
including tools and methods used during research, issues addressed,
issue(s) importance, results of analysis, and how this information is
utilized by their organizations. After the analysts present, attendees

Hilton Sue, Lawyer/Patent Agent/Trademark Agent,
Oyen Wiggs Green & Mutala LLP
Russell Levine, Partner, Kirkland & Ellis

FOR THE LATEST INFORMATION OR TO REGISTER
ONLINE, VISIT THE LES WEB SITE AT
WWW.LES2007.ORG

REGISTER ONLINE: WWW.LES2007.ORG

Co-sponsored by the Industry, University and
Government Laboratory Transactions Sector
and the High Tech Sector

Michael Lasinski, Managing Director, Ocean Tomo
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ADD-ON SEMINARS
1:00 P.M. - 5:00 P.M. ADD-ON SEMINAR 5
WORKING WITH SSOS AND UTILIZING TECHNICAL
STANDARDS - CURRENT TRENDS
Sponsored by the High Technology Sector
Standards, and participation in the standard setting process, are
becoming increasingly important as technology becomes more complex
and as globalization shifts the basis of competition. This seminar will
focus on some of the key decisions that organizations must make in
regards to the creation of technical standards. Should the organization
participate at all in the word of an SSO? If so, what should be the
organization’s goal of participation, and how can the organization

achieve its goal? What risks are imposed by participation in a standard
setting process, and how should the organization manage those risks?
In particular, what duties are there, if any, to evaluate patents, to make
disclosures, or to “promote the standard”? Are there ways to accelerate
the adoption of a standard? What are the relative advantages of royalty
bearing versus royalty free standards? The session will emphasize
recent trends in the standard setting process, and the effects of these
trends on organizations seeking to participate in the process.
Larry Goldstein, Vice President, Intellectual Property, Patent Pools &
Licensing, Sedna Services, LLC
Michele K. Herman, Attorney, Woodcock & Washburn
Miguel Pellon, Vice President and Director, Standards and Technology
Transfer, Motorola, Inc.
Edward Rashba, Manager of New Technical Programs, IEEE Standards
Association

THURSDAY, OCTOBER 18

THURSDAY, OCTOBER 18
Add-on Seminars are scheduled for the day before and the day
following the main Annual Meeting programming. The following
additional fees apply:
Half Day Seminar - $150.00
Full Day Seminar - $ 250.00

Continental Breakfast for Add-on Attendees

10:00 a.m. - 10:30 a.m.

Networking Coffee Break

12:00 p.m. - 1:00 p.m.

Luncheon for Full Day Add-on Attendees

3:00 p.m. - 3:30 p.m.

Networking Coffee Break

8:30 A.M. - 5:00 P.M. ADD-ON SEMINAR 7

ASK THE EXPERTS: VALUATION, TAXATION AND
PRICING ISSUES WITH INTELLECTUAL PROPERTY,

CREATING AND LEADING A WORLD CLASS
LICENSING OFFICE

Everything you always wanted to know, but didn’t know who to
ask about the valuation, taxation and pricing of intellectual property. Here is your chance to tap into the knowledge and experience of
consulting experts in the fields of accounting, valuation, mergers
and acquisitions, tools/resources, and risk management who will
address varied financial and business topics of importance to IP
professionals. This program will begin with a presentation from each
panelist on the hot issues followed by an extended Q&A on questions
requested by the participants.
Moderator:
REGISTER ONLINE: WWW.LES2007.ORG

8:00 a.m. - 8:30 a.m.

8:30 A.M. - 12:00 P.M. ADD-ON SEMINAR 6

Sponsored by the Valuation and Taxation Committee
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ALL ADD-ON SEMINARS INCLUDE:

Kathleen M. Kedrowski, Managing Director, Navigant Consulting, Inc.
Robert B. Goldman, Principal, CRA International
Michael Lasinski, Managing Director, Ocean Tomo
Myron Marcinkowski, Managing Director, Duff & Phelps
Mohan P. Rao, Director, LECG, LLC
Jill M. Rusk, Director, Navigant Consulting, Inc.

Co-sponsored by the Licensing Office Structure and
Management Committee and Industry, University and
Government Laboratory Transactions Sector
The Add-On will cover all major aspects of creating and managing a
licensing office (LO). The Add-On will be designed to address specific
issues related to different environments (university, industry, and
research laboratory). Speakers have had hands on management
experience and can provide insights into four broad topics as follows:
Strategy and Organization: mission, goals and objectives, alignment
with corporate/institutional strategy, reporting structure, organizational
structure (e.g. centralized or decentralized), etc.
Administration: Functions to be performed by licensing office, resource
and financial requirements, interactions with other divisions or business
units, in-house vs. outsourced activities, selection and management of
Electronic Management tools
Measurement & Metrics: P&L considerations, what to measure and
how, benchmarking, and evaluation
International Issues: Filing strategies, brief review of legal and cultural
issues in licensing
Sandeep J. Agarwal, Licensing, IPVALUE Management Inc.
Richard Baker, Director of IP Licensing, 3Com Corporation
Brian Cummings, Director, The University of Utah
Gene Partlow, Chief Executive Officer, Partlow Associates

PDS WORKSHOPS

THE BUSINESS OF AGING: STAYING YOUNG WHILE
GROWING OLDER - LICENSING THE FUTURE
This exciting day will provide important and beneficial information on
not only the aging process but what scientists and researchers are
discovering in how to better maintain the mind and body in the “Art of
Aging.” This is a huge industry that involves thousands of companies,
universities, governments, research labs, etc., who are devoting billions
of dollars to find not only the cure for illness that is brought on by
aging, but also how to delay the process and conquer dementia,
Alzheimer's disease, and the countless other illnesses generated in
aging. This emerging industry provides untold fortunes for the creation
and licensing of technologies that is emanating from pharmaceutical
research labs to government funded R&D. The speakers will provide
up-to-the-minute information on what is new and what is coming in
this huge market that is expanding daily. Take aways will include a
copy of each presentation and one article from each speaker pertinent
to their subject. All of these will be incorporated into a book for
attendees.
Irina Erenburg, Ph.D., Associate Director, Corporate Sponsored
Research, Massachusetts General Hospital
Lynn D. Harper, Ph.D., Director of Integrative Studies and Astrobiology
Advanced Concepts & Technologies, National Aeronautics & Space
Administration
James Kovach, M.D., J.D., President & Chief Operating Officer,
The Buck Institute For Age Research
Mark L. Rohrbaugh, Ph.D., J.D., Director, Office of Technology Transfer,
National Institutes of Health
Forrest Bird, MD., Ph.D., ScD., Founder/Chairman, Bird Medical
Technologies, Inc.

1:00 P.M. - 5:00 P.M. ADD-ON SEMINAR 9
TECHNIQUES FOR NEGOTIATING INTERNATIONAL
RESEARCH AND LICENSE AGREEMENTS
Sponsored by the LESI Life Sciences Committee

Attendees will participate in negotiation teams for five different
negotiations for a hands-on experience, followed by a discussion of
some negotiating tactics (and how those would be perceived by persons
of different cultures) and how they believe that the specific language
would be interpreted and treated in the areas of their geographic
expertise.
Moderator: Kevin Nachtrab, Senior IP Attorney, Johnson & Johnson

MONDAY, OCTOBER 15, 2007 2:00 P.M. - 5:00 P.M.
PDS 202 (IAM STRATEGY) CYBER-COMPETITIVE
INTELLIGENCE
Players, applications, assets, investment, strategies and future direction:
these are key touch points of competitive probing. This is an intensive,
hands-on competitive intelligence methodology intermediate-level
workshop in which scoping and proposing relevant projects, current
on-line information services, patent information sources, and the use
of an available advanced search tool will be presented. Participants
will learn useful tools and techniques for developing meaningful
projects, information, and analysis which will result in relevant
recommendations for business action. A case study will be used.
Phillip W. Barnett, Managing Director, PricewaterhouseCoopers
Ada C. Nielsen, Manager, Commercial Development, BP America, Inc.
Jack Peregrim, President, Paragon Development

TUESDAY, OCTOBER 16, 2007 2:00 P.M. - 5:00 P.M.
PDS 205 (LICENSING) DREADFUL DRAFTING
This session will examine three core components of a license agreement:
confidentiality obligations, the IP licensing grant clauses and IP
warranties. We will examine how the business and legal issues are
often rendered obscure and even obliterated by dreadful drafting. This
will not be a dissertation of the law; it will be legal system-neutral but
will use Canadian and U.S. dreadfully drafted examples to show the
problems. The goal is to assist the participants to record in a precise
and concise manner using business English without ambiguity,
the benefits and risks arising from the give/get/liability analysis
undertaking by the business/legal players. This intermediate- to
advanced-level workshop is designed for the lawyer and non-lawyer alike.
John Ramsay, Partner, Gowling Lafleur Henderson LLP

WEDNESDAY, OCTOBER 17, 2007 2:00 P.M. - 5:00 P.M.
PDS 204 (NEGOTIATION) STRATEGIES FOR SUCCESSFULLY NEGOTIATING COMPLEX TRANSACTIONS
This session will use a complex case study on a technology joint venture
as the focus of an interactive session demonstrating intermediateto advanced-level negotiation skills and strategies. Participants will
learn, through a combination of role-playing and instruction, how to
effectively and efficiently negotiate terms to reach their business,
technical and legal objectives.
Susan Hendrickson, Attorney, Arnold & Porter

REGISTER ONLINE: WWW.LES2007.ORG

In this highly interactive half day Add-On, experts in licensing in
Australia, the United States, Brazil, China, the United Kingdom and
Continental Europe will moderate participants in a series of mock
contract negotiations concerning the concepts and clauses commonly
found in a research and license agreement, discussing how best to
approach these concepts and clauses in those jurisdictions, and
advising the participants in their approaches and critiquing the
language of the clauses.

Each of these Professional Development Series (PDS) Workshops meets
one of the PDS Workshop Requirements
for the Intermediate-level Series. They are also open to all meeting participants
on a space-available basis. Because class size is limited to 35, both PDS students
and other interested participants are asked to register for this Workshop in
advance by marking the appropriate boxes on the Meeting registration form.
Check for any remaining spaces at the LES Registration desk on-site at the
Meeting. Find additional information about the Professional Development
Series on the LES web site.

PDS WORKSHOPS: IAM STRATEGY • LICENSING • NEGOTIATION

8:30 A.M. - 5:00 P.M. ADD-ON SEMINAR 8
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CHEMICALS, ENERGY AND MATERIALS • BIOMEDICAL DEVICES
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Be sure to sign up for one workshop in each time slot on the Registration Form.

BIOMEDICAL DEVICES
Monday, 2:00 p.m. - 3:15 p.m.

1-A LICENSING OUT TO A CONCENTRATED MARKET
Intermediate
This workshop will present an actual case of out-licensing a disposable
biomedical device which was unsuccessful because the licensor could
not convince the two largest market players to enter into an agreement.
Comments from the point of view of a large biomedical device manufacturer will be presented. The interactive portion of this workshop will
elicit participation from attendees. Lessons learned and alternative
strategies will also be discussed. An article on this workshop is planned
for publication in les Nouvelles, with the objective of helping others
follow a logical strategy to successfully out license biomedical devices
in a concentrated market.
Roger Hahn, Partner, Hahn & Voight, PLLC
Richard DiCicco, President, Technology Catalysts
Lothar Krinke, Ph.D., Vice President, Business Development, Medtronic

Intermediate/Advanced
This session will focus on key business and legal issues from a strictly
non-lawyer’s perspective, for instance, in the context of obtaining
commercial advantage or avoiding commercial exposure through proper
management of legal issues by a licensing professional. This workshop
will be of interest to practitioners in both the biomedical device industry
and in the university/ industry/ government technology transfer field.
We will also probe select issues of important U.S. laws relating to
academic licensing such as the Bayh-Dole Act at a an advanced level
of detail to assist experienced corporate (for-profit) practitioners.
Mark Bloom, Vice President/Projects & Consulting,
Business Success Strategists, LLC
Roger C. Hahn, Patent Attorney, Hahn & Voight, PLLC

CHEMICALS, ENERGY AND MATERIALS

Tuesday, 2:00 p.m. - 3:15 p.m.

Monday, 2:00 p.m. - 3:15 p.m.

3-A CREATING YOUR “DEAL OF DISTINCTION:”
LESSONS LEARNED BY THE CHAMPIONS OF
A TEN-YEAR ALLIANCE BETWEEN CLEVELAND
CLINIC AND STRYKER CORPORATION

1-B GLOBAL WARMING: IS IT A LICENSING
OPPORTUNITY?

Cleveland Clinic and Stryker Corporation formed a ten-year strategic
alliance for the development of the “Orthopaedic Operating Room of the
Future.” The resulting alliance agreement provided a unique framework
to foster research and development, commercialization, new technology
assessment, and physician education. Establishing such an alliance
required the parties to successfully address a myriad of legal, regulatory,
compliance, technological, and cultural issues. The two business
champions of the alliance’s formation will provide their insights as to
how such issues were identified and overcome. The agreement received
the 2005 LES Deal of Distinction award for the Industry/University and
Government Laboratory Transactions Sector. Draw from the lessons
learned and shared at this session to make your next deal just as
successful.
REGISTER ONLINE: WWW.LES2007.ORG

5-A WHY CAN’T WE JUST ALL GET ALONG? OVERCOMING ISSUES AT THE INDUSTRY/ACADEMIC
INTERFACE IN THE BIOMEDICAL DEVICE FIELD

Nicole Schumacher, Research Associate, Technology Catalysts

Intermediate/Advanced
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Wednesday, 2:00 p.m. - 3:15 p.m.

Mark Bloom, Vice President/Projects & Consulting,
Business Success Strategists, LLC
Jonathan Schaffer, M.D., M.B.A., Managing Director, Cleveland Clinic
Keric DeChant, Vice President Health Care Services,
Stryker Corporation

Intermediate
Many believe global warming is happening, but there is an ongoing
debate on the extent of man’s contribution to global warming. In any
event, there is a perceived need to take action that can be addressed
with existing and new technology. But what technology will be needed?
We plan to look at the phenomenon of global warming, the technologies
that relate to dealing with it, and the opportunities for developing and
licensing these technologies.
Anthony Venturino, Partner, Stevens Davis Miller Mosher, LLP

Monday, 3:45 p.m. - 5:00 p.m.

2-B ROUNDTABLE DISCUSSION: BUSINESS MODEL
DYNAMICS - INDUSTRIAL BIOTECHNOLOGY
Advanced
Optimization of technology transfer among industry, government sectors
and university laboratories to create a new business model utilized to
create the first new mega industrial crop. This session will overview the
dynamics of building the domestic natural rubber industry in the U.S.
through licensing cooperation and building effective strategic alliances
among all sectors.
Jeffrey Martin, President & Chief Executive Officer, Yulex Corporation
Katrina Cornish, Senior Vice President, Research & Development,
Yulex Corporation

Be sure to sign up for one workshop in each time slot on the Registration Form.
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Wednesday, 3:45 p.m. - 5:00 p.m.

3-B/3-K ADAPTING AND COMPETING IN THE
NANOTECH MARKETPLACE

6-B ROUNDTABLE: PLAYING THE LICENSING GAME
IN CHINA

Co-sponsored by the Chemicals, Energy and Materials
and High Technology Sectors

Intermediate

Intermediate

The roundtable will share experiences on common issues raised in
licensing transactions in China. Experience shows that similar issues
arise in different transactions and the “game” is to find solutions or
combination of solutions to these issues which are appropriate to the
transaction. Examples include provisions concerning reporting and
paying royalties, auditing procedures, security interests and liquidated
damages for breach, choice of law and dispute resolution procedures,
indemnities, compensation for show-how, confidentiality issues, and
the use of Chinese engineering design firms.

Over the last decade, the nanotechnology market has evolved in
interesting and unexpected ways due to revolutionary technology breakthroughs, changing market needs, a crowded patent landscape, and
a flat world. In this workshop, companies at the forefront of nanotechnology will discuss their commercialization, licensing, and patenting
strategies for competing in a global marketplace. They will also share
their lessons learned as they responded to the evolution and
globalization of the nanotechnology field.

Wallace Oliver, Attorney, Welsh & Katz, Ltd.

Linda Chao, Senior Licensing Associate, Stanford University

John Paul, Attorney, Finnegan Henderson Farabow Garret & Dunner LLP

Steve Crouse, Senior Business Development Manager, Invitrogen
Craig Prater, Ph.D., Chief Executive Officer and President,
Veeco Instruments, Inc.

HEALTH CARE

Tuesday, 3:45 p.m. - 5:00 p.m.

Monday, 2:00 p.m. - 3:15 p.m.

4-B TRADE SECRET PROTECTION AND MANAGEMENT

1-C CAPITALIZING ON MOMENTUM - THE CASE
OF ANACOR AND SCHERING PLOUGH

Novice/Intermediate

CHEMICALS, ENERGY AND MATERIALS • HEALTH CARE

Tuesday, 2:00 p.m. - 3:15 p.m.

Intermediate

Everyone has a secret, and trade secrets may be your company’s most
valuable assets. Trade secrets need protection or they are lost forever.
This workshop will discuss the many different kinds of technical and
non-technical trade secrets, as well as how trade secrets are created,
protected, maintained, valued and licensed from both U.S. and
Canadian viewpoints. We will also give example of mistakes others
have made that you would not want to repeat.

The Anacor/Schering-Plough partnership for a Phase II product in
dermatology progressed from terms to final contract in less than one
month. Parties from both sides will present their keys to success,
including 1) developing rules of engagement early in the process to
maximize deal alignment; 2) transparency of each party’s strategic
needs; and 3) rapid identification and resolution of issues.

David Tyrrell, President, Vertex Intellectual Property Strategies

Kelley Dealhoy, Director, Global Licensing, Schering-Plough
David Perry, Chief Executive Officer, Anacor Pharmaceuticals

Wednesday, 2:00 p.m. - 3:15 p.m.

5-B INTELLECTUAL CAPITAL MANAGEMENT AT
DOW CHEMICAL: OUR JOURNEY CONTINUES
Intermediate

Catherine Wedelstaedt, Senior Intellectual Capital Leader,
The Dow Chemical Company
Bruce Story, Intellectual Asset Director, The Dow Chemical Company

1-D ALL ABOARD THE EARLY STAGE TRAIN!
MERCK’S RECENT EXPERIENCE WITH EARLY
STAGE LICENSING
Intermediate/Advanced
Whether it is to build up the early stage pipeline inventory, leverage
new technology platforms and capabilities, or to challenge efforts
within its own discovery units, there is no question that Big Pharma
has become incredibly bullish on early stage licensing. The Phase I
and even pre-clinical deal space is hot, indeed very hot, as pharmas
compete aggressively over the rights to an array of exciting science
and programs coming out of biotech today. But in addition to the buyer
competition pharmas face, they are also having to deal with increasingly tough and savvy biotechs. Accordingly, terms are hotly negotiated
around financials, intellectual property, commercial rights, carve outs,
success criteria, geographies, and other terms such as co-development,
and co-promotion. Join us as our speakers guide us through the current
early stage deal frenzy to discuss the recent Merck experience. Together

REGISTER ONLINE: WWW.LES2007.ORG

This technology development and commercialization agreement
has provided a unique opportunity for research and development,
commercialization, new technology assessment, and physician
education. Under the terms of the ten-year program, Stryker will support
Cleveland Clinic in developing, testing and advancing image-guided
surgery systems and advanced orthopaedic surgical technologies to
improve patient care, in addition to sponsoring training and education
programs for Cleveland Clinic physicians and physicians from other
medical centers in the use of these technologies.

Monday, 2:00 p.m. - 3:15 p.m.

17

HEALTH CARE

WORKSHOP SESSIONS

Be sure to sign up for one workshop in each time slot on the Registration Form.

with senior business development leaders from two of Merck’s current
partners, this workshop will discuss what has worked for Merck and
its early stage partners. Learn how this experienced dealmaker has
addressed the competitive challenges as well as biotech needs for
their own strategic corporate development.
Pamela Demain, Executive Director, Corporate Licensing, Merck & Co., Inc.
Alan Naidoff, Associate Director, Merck & Co., Inc.
Sunil Patel, Director, Corporate Licensing, Merck & Co., Inc.

Monday, 2:00 p.m. - 3:15 p.m.

1-E NEW TARGET COLLABORATIONS RISK AND REWARD SHARING
All Levels
Genomics and other technologies have identfied more potential drug
targets than some pharmaceutical companies can allocate sufficient
resources to discover potential drug candidates. A number of biotech
companies have responded with collaboration transactions to discover
these potential drugs under risk sharing arrangements. In some of
these collaborations, the biotech partner conducts discovery research
wholley or partially at risk with most or all compensation deferred until
success is achieved. The general structure and common issues with
these collaborations will be discussed, including a small molecule
collaboration between BMS and Nerviano Medical Sciences and a
mRNA target collaboration between Enzon Pharmaceuticals and
Santaris Pharma.

Jeff Snell, Principal, CRA International
Luis Mejia, Senior Licensing Associate, Office of Technology Licensing,
Stanford University
Kirsten Leute, Licensing Associate, Office of Technology Licensing,
Stanford University

Monday, 3:45 p.m. - 5:00 p.m.

2-C GLOBAL COLLABORATION: ADDING CHINA,
EUROPE, AND INTERNATIONAL MARKETS TO AN
INITIAL U.S. RX-TO-OTC SWITCH DEAL
Intermediate
While licensing deals for a U.S. Rx-to-OTC Switch are common, extending
the collaboration to include China, Europe and international markets is
rare. The speakers will describe getting to the initial U.S. deal; initial
governance structure; roles and responsibilities; how we worked together
during development and FDA approval process; collaboration to handle
major issues; how the deal was expanded to global; and the initial
commercialization phase. Complementary strengths, a focus on the
relationship, global medical and regulatory switch capabilities, and
management enthusiasm are crucial for success. Other keys to success
will be identified in the context of the case, including prior successful
collaborations and a sense of mutual trust and respect.
Catherine Sohn, Senior Vice President, GlaxoSmithKline Consumer
Healthcare
Dr. George Rahim, Global Alliance Director, Roche Pharma Partnering

James Farrington, Partner, Wiggin and Dana

Monday, 3:45 p.m. - 5:00 p.m.
Monday, 2:00 p.m. - 3:15 p.m.

1-F A CASE STUDY IN NEGOTIATING THE
SECURITIZATION OF A PATENT ROYALTY STREAM

REGISTER ONLINE: WWW.LES2007.ORG

Advanced
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This case study describes the negotiations between Stanford University’s
Office of Technology Licensing (OTL) and a potential purchaser of a
patent royalty stream. While securitizations are becoming more common
for copyrights and even brands, there are still relatively few examples of
securitizations of patent royalty streams. This presentation will provide
insight into an actual negotiation for the securitization of a patent
royalty streams. This presentation will describe how the OTL evaluated
proposals and developed counter-proposals that fit within its overall
business objectives. Further, the OTL’s analysis of numerous complicating
factors will be discussed. For example, one complicating factor was
that the licensed drug was a viable treatment for multiple indications,
only two of which were on the market at the time of the negotiations.
This presentation will discuss how CRA assisted the OTL by creating a
flexible valuation model to (1) assess the reasonableness of an offer
on the table, (2) determine an asking price for the royalty stream, and
(3) determine a minimum acceptable price. The OTL and CRA worked
together to run scenario analyses and Monte Carlo simulations to better
understand the distribution of expected outcomes from the royalty
stream and identify key uncertainties.

2-D MEDIMMUNE V. GENENTECH: WILL IT FOREVER
CHANGE LICENSING?
Intermediate
This workshop will present a detailed analysis of the case and its implications for licensing. We will also discuss potential changes to license
agreements in light of the MedImmune decision. Come share your own
experiences in negotiating license agreements post-MedImmune in this
stimulating discussion.
Russell Levine, Partner, Kirkland & Ellis LLP
Kim Rosenfield, General Counsel, Stereotaxis, Inc.
Stasia L. Ogden, Associate Chief of Intellectual Property Counsel,
Baxter Healthcare Corporation
Lee Kovarsky, Associate, Mayer, Brown, Rowe & Maw, LLP

Monday, 3:45 p.m. - 5:00 p.m.

2-E BIOTECH REAL LIFE STORIES: EARLY STAGE
FUNDING AND CORPORATE TRANSFORMATION
Novice/Intermediate
This session will be divided into two parts focusing on case studies of
two biotechs facing “real life” issues. In Part 1, Amorfix Life Sciences,
a company developing treatments and diagnostics for aggregated

Be sure to sign up for one workshop in each time slot on the Registration Form.

Gary Floyd, Associate Counsel, Lang Michener LLP
George Adams, President and Chief Executive Officer, Amorfix Life
Sciences Ltd.
Timothy M. Ruane, President and Chief Executive Officer, Tekmira
Pharmaceuticals
Leo Raffin, Partner, Lang Michener LLP

Monday, 3:45 p.m. - 5:00 p.m.

2-F PLAYING LARGER THAN YOUR SIZE:
OUT-LICENSING & OUT-PARTNERING AS A
CREATIVE MEANS FOR VALUE CREATION
Intermediate
Eli Lilly & Co. has been very active for the last decade in outlicensing
promising pipeline and marketed compounds as a means to create
more value via partnerships. From traditional out-licensing, to out-partnering with the opportunity to call back the compound back for late
stage development, to Asian focused out-partnering approaches, to
creating spin-out companies to ensure that viable assets move forward
in clinical development, Lilly has pioneered this model and will present
its rationale and thinking via case study reviews and discussion.

collaboration agreement and organizational and market driven
changes.
Carolyne Zimmermann, Director, Global Business Development
& Licensing, Head of Alliance Management Respiratory, Novartis
Pharmaceuticals
Dominic DiGiorgio, Director, Schering-Plough

Tuesday, 2:00 p.m. - 3:15 p.m.

3-D UNDERSTANDING THE PSYCHOLOGY
OF ASSET VALUATION
Intermediate/Advanced
A significant amount of Nobel-prize winning research has been done on
how different individuals value a particular asset depending on
whether they are the buyer or the seller. While most of this research was
conducted on consumer goods, the same argument can be made for
drugs, no matter what stage of development that they are in. This
session will have three ojectives: 1) understanding the psychology
behind the asset valuation from the perspectives of the buyer and
seller; 2) presenting data that quantifies real-world examples of the
differences in valuation between buyer and seller for the same asset;
and 3) exploring potential solutions to rectify how the two parties can
settle their differences.
Anjan Aralihalli, Director, Business Development, Sanofi-Aventis
Pharmaceuticals
Reda Ayache, Senior Director, Business Development, Sanofi-Aventis
Pharmaceuticals

Tuesday, 2:00 p.m. - 3:15 p.m.

3-E KEY PRODUCT LICENSE PROVISIONS INVOLVING
DRUG DELIVERY SYSTEMS TECHNOLOGY - BALANCED
FINANCIAL VALUE AND DEAL STRUCTURE

Blake C. Salisbury, Senior Manager, Eli Lilly & Co.

Intermediate/Advanced

H. Casey Logan, Corporate Business Director, Eli Lilly & Co.

Executing a drug delivery technology product license is challenging
when there is lack of ’equity’ between financial value and key legal
provisions. This workshop will present a brief situational overview of
the specialty pharmaceutical landscape, term sheet provisions which
translate into a meaningful transaction, and the successful postures
taken to negotiate legal clauses. The more widely accepted concept of a
’perpetual’ CDA will be defined, briefly, as it relates to trade secrets
involving process related technology. The role of intellectual property
provisions in development agreements covering new dosage forms will
be examined. Courts of today are not intimidated by the ’gold seal’ of
patents and therefore are not afraid to dismiss such patents as being
obvious modifications of a branded product. Participants will gain a
clearer understanding of the strategic considerations when negotiating
a product license agreement based on proprietary drug delivery technology.

Tuesday, 2:00 p.m. - 3:15 p.m.

3-C LAUNCHING A NEW ERA IN A SUCCESSFUL
ALLIANCE: A STUDY OF TWO PARTNERS
All Levels
Schering-Plough and Novartis have agreed to collaborate to develop
and commercialize globally two novel once-daily inhaled fixed-dose
combination therapies for the treatment of asthma and chronic
obstructive pulmonary disease (COPD), two of the world’s most
prevalent respiratory diseases. The presentation is about maintaining
and expanding a productive alliance in the face of a complex

James Hattersley, Vice President, Corporate Business Development,
Antares Pharma, Inc.
Mark Levy, Intellectual Property Group Leader, Thompson Hine LLC

workshop descriptions continue on page 22

REGISTER ONLINE: WWW.LES2007.ORG

Jack Tupman, Senior Director, Corporate Business Development,
Eli Lilly & Co.

Nicholas Lemen, Eli Lilly & Co.

HEALTH CARE

misfolded protein related diseases, will discuss its financing and
developmental milestones, with a focus on its research and investment
agreement with Biogen IDEC. This agreement includes an option to
license the exclusive worldwide rights to Amorfix’s technology to develop
and commercialize therapeutics directed against Amyotrophic Lateral
Sclerosis. Part 2 will address the issue of biotech value creation by
means of corporate transformation. This section will examine the
growth path of Tekmira Pharmaceuticals to gain insights and lessons
on how biotechs must innovate themselves.

WORKSHOP SESSIONS
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workshop descriptions continued from page 19
Tuesday, 2:00 p.m. - 3:15 p.m.

is the ability to assess the true potential value of an asset and then act
accordingly. Participants will learn more about each of these key areas.
Ben Bonifant, Vice President, Business Development Practice,
Campbell Alliance

3-F HOW DOES POTENTIAL FDA REGULATION
IMPACT LICENSING IN THE DIAGNOSTIC INDUSTRY?

Bart Dunn, Vice President, Business Development, Inspire Pharmaceuticals

Intermediate

Tony Goodman, Director, Business Development, Reckitt Benckiser

The potential for new FDA regulation has wide ranging implications for
the diagnostic industry. Confusion about the nature and extent of the
regulation confounds licensing decisions, adds new elements to the
diligence process, possibly impacts time to market and likely will alter
the structure of financial terms. Hear about the nature of this regulation
and thoughts on how it may affect different diagnostic products.

Jason Levin, Vice President, Licensing & Acquisitions,
Jazz Pharmaceuticals

Catherine Oyler, Evaluation Director, Oncology and Infection Therapeutic Area, AstraZeneca

Tuesday, 3:45 p.m. - 5:00 p.m.

4-C A NEW MODEL FOR BIOTECH INCUBATION
All Levels
The biopharma industry needs to access external innovation to address
critical pipeline needs. Traditional methods of business development/
licensing and acquisitions are a foundation but need to be complemented
with innovative models for supporting early development of new drugs.
Meanwhile, the “funding gap” is a challenge for academic researchers
and licensing professionals who struggle to advance programs to a
state where venture funds begin to show interest. Biogen Idec has
formed BI3-The Biogen Idec Innovation Incubator to address both of
these “gaps” with a single structure. BI3 offers funding, space, and
business and scientific support to early-stage drug companies (and
pre-company inventions.) BI3 uses a unique financial model that
provides value to founders, universities, and Biogen in a much shorter
timeframe than typical venture-based deals. This session will explore
the funding and innovation gap, examine innovation solutions to this
gap, and discuss the progress of Biogen’s BI3 project in detail.
Jeff Behrens, Head of Business Operations, BIIB Incubator, Biogen Idec

Richard Masterson, Vice President and General Manager,
Licensing & Acquisitions, Valeant Pharmaceuticals

Tuesday, 3:45 p.m. - 5:00 p.m.

4-E VALUE-BASED LICENSING: HOW TO SUCCESSFULLY ADDRESS THE ASSAULT OF GLOBAL PRICING
AND REIMBURSEMENT CHALLENGES
Intermediate
The perception of product value is a comparative notion, driven by
customers’ understanding of the relative price and benefits provided
by alternatives or reference products. The buying system consists of
multiple purchase decision makers, each with different value perceptions, and different influence on uptake and on each other. Within this
system change is a constant, and issues such as U.S. Medicare reform
and the evolution of reimbursement structures in Europe directly impact
how a product will be received in the market. In addition, product
value can differ across markets and indications. In order to identify,
demonstrate, and capture value, integration of these components
should begin early in the development cycle and be revisited at crucial
decision points. Companies considering out-licensing an asset must
give due consideration to its pricing and reimbursement potential
in order to understand and communicate value effectively; similar
analysis is also crucial for licensors, to evaluate opportunity and risk.
In an interactive discussion, pricing and reimbursement experts and
biopharmaceutical company representatives will discuss approaches
and experiences in product value assessment.
Ted Sweeney, Partner, PriceSpective LLC

Tuesday, 3:45 p.m. - 5:00 p.m.

4-D BUILDING THE BUSINESSS DEVELOPMENT
FUNCTION FROM THE GROUND UP AT A GROWTHORIENTED PHARMACEUTICAL COMPANY
REGISTER ONLINE: WWW.LES2007.ORG

Intermediate
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For an emerging pharmaceutical or biotech company, building a
business development function from the ground up is an exciting yet
daunting task. While employing the basics of organizational design and
properly defining roles and responsibilities are critical, there are three
key areas of focus for a first-rate business development function,
including strategy development, opportunity generation, and assessment
and action. Strategy development is the ability to define strategic
decisions that match the needs of the company with the realities of
the external market. Opportunity generation is the ability to conduct
research to identify potential opportunities, target individuals linked to
those opportunities, position yourself as a “partner of choice”, remain
top of mind, and proactively seize opportunities. Assessment and action

Michael York, Amylin Pharmaceuticals

Tuesday, 3:45 p.m. - 5:00 p.m.

4-F LICENSING IN AN INCREASINGLY HOSTILE
ENVIRONMENT
Intermediate
The paucity of available opportunity inventory for licensing, the
increase in the price for available opportunities and the downward
pricing pressure in all major markets is requiring a change in how
licensing deals are being structured. This panel will provide case
studies in structuring deals and environmental analyses to provide
practical suggestions on how to optimize licensing agreements.
Ira Weisberg, Executive Director, Business Development,
Chugai Pharma U.S.A.
James Stern, Partner, Foley and Lardner
Ben Bonifant, Vice President, Business Development Practice,
Campbell Alliance

Be sure to sign up for one workshop in each time slot on the Registration Form.

Wednesday, 2:00 p.m. - 3:15 p.m.

Intermediate/Advanced
Even companies that focus their commercial efforts on only one
continent must be increasingly aware of the global marketplace for
pharmaceuticals. Competing drugs approved for use in other countries
can quickly move into new markets. Pricing issues transcend borders.
License rights to the product you seek may be available in countries
outside your company’s span of commercial operations. These and
many other international issues can “flavor” even single country license
deals. As business development professionals, we must have global
vision to embrace these issues and create innovative deal structures
that capture the full global potential of the deal. The presenters of
this workshop are experienced international business development
professionals that live and understand the issues facing deal-makers
in today’s fiercely competitive licensing and M&A environment. Come
to this workshop to hear how other colleagues have addressed these
issues in partnering, due diligence and deal structuring. Actual case
studies will be dissected and the session will culminate with an
interactive brain-storming session where the attendees’ ideas will be
brought to bear on specific international business development issues.
Joe Dillon, Senior Vice President, The Mattson Jack Group

Wednesday, 2:00 p.m. - 3:15 p.m.

5-D UNDERSTANDING THE REGIONAL DIFFERENCES
IN DEALMAKING
Intermediate
Region-specific deals have become increasingly common in recent
years as companies look to maximize the commercial value of a
compound. For companies evaluating licensing opportunities on a
global scale, it’s important to understand the country-specific differences
and concerns for companies on the other side of the deal. While the
perspective of the in- and out-licensors may differ, there are several
factors to consider for any region. These factors include due diligence
processes and restrictions; past trials already conducted in the region;
clinical trials planned for further development; valuation; contract
negotiations; marketing guidelines and restrictions; reimbursement
landscape; and cultural differences to conducting business.
Ben Bonifant, Vice President, Business Development Practice,
Campbell Alliance
Gerrit Dispersyn, Director of Licensing, Barrier Therapeutics

Wednesday, 2:00 p.m. - 3:15 p.m.

5-E NEW TRENDS IN BIOTECH - PHARMA ALLIANCE
AGREEMENTS
Intermediate/Advanced
Market pressures are driving biotechs and pharmas to stretch the
bounds of traditional licenses in their strategic alliances. The creative
approaches these companies have brought to bear can be extracted
from publicly filed alliance agreements. Alliance partners seeking to
maximise value for themselves and each other are extending the

James Hatton, Partner, Farris, Vaughan, Wills & Murphy LLP

Wednesday, 3:45 p.m. - 5:00 p.m.

6-C PHARMA LICENSING FROM JAPANESE
COMPANIES - TO BE CONTINUED?
Intermediate
Join us as we explore the history and future of pharma licensing
between U.S. and Japanese companies, particularly through two case
studies - Takeda & Otsuka, companies which have led the Japanese
industry in building their global businesses and avoiding mega mergers
in Japan. We will also review what key industry / market drivers are
existing or expected which will drive the global expansion of Japanese
companies. We will present an overview of deals from the last two
decades, many of which created blockbuster products. Other deal
structures and U.S. entry strategies will be reviewed, which led to
limited success, or which failed or floundered. Then we will document
Takeda’s U.S. entry strategy, including review of their TAP joint venture
with Abbott and, more recently, their 100% owned company, T.P.N.A.,
which is growing rapidly in the U.S., through both its robust pipeline
and partnering. Finally, we will chronicle Otsuka’s U.S. success story,
mainly through two successful co-promotion deals, including the
Abilify blockbuster deal with BMS.
William Mattson, Chairman, The Mattson Jack Group
Mr. Nicholas C. Manusos, Vice President, Licensing and Business
Development, Takeda Pharmaceuticals America, Inc.
Taro Iwamoto, Ph.D., President and Chief Operating Officer,
Otsuka Pharmaceuticals

Wednesday, 3:45 p.m. - 5:00 p.m.

6-D CANADA/U.S. PRICING AND MARKET ACCESS
ISSUES FOR PHARMACEUTICALS
Intermediate
This session will examine the import and export rules for pharmaceuticals
as between Canada and the U.S., given the increased pressure in the
U.S. to permit exportation of pharmaceuticals that are approved in
Canada, but not approved for sale in the U.S. Recent pressure in the
U.S., driven by price differentials with Canada, has given rise to legislative
efforts in the U.S. that would legitimize this cross-border trade. Driving
this phenomenon is the fact that Canada has price controls while the
U.S. does not. The session will examine pricing and access to market
issues in both countries and strategies for dealing with pricing and
reimbursement issues in both Canada and the U.S.
Adrienne Blanchard, Partner, Gowling Lafleur Henderson LLP

REGISTER ONLINE: WWW.LES2007.ORG

Dean Slack, Vice President, King Pharmaceuticals

traditional structure of the alliance. Some examples: Alliances are
allowing maturing biotechs to retain more of the value of the opportunity
by bearing more of the expense and risk of development. More alliances
are arising early in the development process. In order to maximise each
party’s flexibility, alliances are structured to give each party multiple
opportunities to opt in or opt out of development and commercialisation.
Biotechs are retaining more rights, including co-promotion rights, and
obtaining other quids to help grow their businesses as part of these collaborations. All trends discussed will be detailed with multiple examples.

HEALTH CARE

5-C GLOBAL VISION: A NEW LOOK AT
GLOBAL DEAL ASSESSMENT

WORKSHOP SESSIONS

Grant Bagley, Partner, Arnold and Porter LLP
Wayne Critchley, Partner, Gowling Lafleur Henderson LLP
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HIGH TECHNOLOGY
Monday, 2:00 p.m. - 3:15 p.m.

1-G AVOIDING PITFALLS IN LICENSING
AGREEMENTS WITH FOREIGN SUPPLIERS
Intermediate

whether an electrical signal is statutory subject matter as a “composition of matter.” The claim at issue is particularly useful for Digital
Rights Management, but the issue underlies whether information,
including software, that is distributed electronically is patentable in
that form. In the USPTO’s 1995 Examination Guidelines for ComputerRelated Inventions, computer programs embedded in electrical signals
have been considered patentable. However, in recent years, the Patent
Office has retreated from that policy. Whether information in an electromagnetic signal consititutes “matter” is also an issue in other contexts.
The panel will synthesize the impact of the expected decisions in AT&T
and In re Nuijten on the software, internet and e-commerce industries.

Experienced licensing counsel will discuss the special challenges associated with an agreement between a U.S. firm and foreign firm, where the
foreign firm supplies product to the U.S. firm or otherwise imports products
into the U.S. under a license from the U.S. firm. Key license terms, as well
as tactics to resolve negotiation stalemates and noncompliance issues,
will be addressed. Substantial time will be reserved for responding to
questions and comments from those attending the workshop.

Daniel Robbins, Chief Technology Counsel, Motion Picture Association
of America

Russell L. Boltwood, Vice President, Licensing & Intellectual Property,
UTStarcom, Inc.

Monday, 3:45 p.m. - 5:00 p.m.

Stephen Chow, Attorney, Burns & Levinson LLP
Michael Lee, Director, Sterne, Kessler, Goldstein & Fox PLLC
Ken Bass, Intellectual Property Counsel, Sterne, Kessler, Goldstein & Fox PLLC

Bradley Hulbert, Founding Partner, McDonnell Boehnen Hulbert & Berghoff LLP
Bradley Johnsen, Senior Corporate Counsel, Marvell Semiconductor
David Meisels, General Counsel, D&M Holdings

Monday, 2:00 p.m. - 3:15 p.m.

1-H LEADER OF THE PACK: HOW BELLSOUTH
MADE FINANCIAL HEADLINES AND FORGED
WORLD-CLASS IAM PRACTICES

REGISTER ONLINE: WWW.LES2007.ORG

Advanced
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Executives leading their organizations to be more innovative are recognizing the unmistakable connection between innovation and intellectual
property. Companies are using new business models, global initiatives,
and alternative combinations of business and technology to generate
new sources of innovation. When integrated with strategic intellectual
property management processes, companies can expand and protect
brand, drive licensing revenue, gain transaction leverage, increase
shareholder value, and improve competitive advantage. BellSouth Intellectual Property provides a fascinating example of what a company can
do with a creative and systematic approach to intellectual property and
innovation. Since 1998, BellSouth grew its patent portfolio from less
than 50 to over 1,000 patents, was recognized by the investment community based on the quality of its patent portfolio, and used its intellectual property marketing to add millions of dollars to the bottom line.
This workshop will share many lessons learned that companies can use
to grow, leverage, and monetize their own intellectual property portfolios.
Douglas Roth, Senior Manager, ipCapital Group, Inc.
Scott Frank, President, AT&T Intellectual Property Corporation, Inc.
Carol Beckham, Vice President, Intellectual Property, AT&T Intellectual
Property Corporation, Inc.

Monday, 2:00 p.m. - 3:15 p.m.

1-J IN RE NUIJTEN AND ITS IMPACT ON THE SOFTWARE, INTERNET AND E-COMMERCE INDUSTRIES
This workshop will analyze the practice implications surrounding the
Federal Circuit’s expected decision in In re Nuijten, which puts at issue

2-G DIGITAL RIGHTS MANAGEMENT IN THE
LICENSING LANDSCAPE
This session will focus on the growth of Digital Rights Management
schemes (DRMs) and their attendant licensing considerations. The
newer DRMs, particularly those associated with the latest consumer
content delivery technologies such as High Definition DVDs, present
a new set of challenges for product manufacturers and licensing
professionals. These newer technologies frequently necessitate the
licensing of complex DRMs. DRMs may be interlocking and the licensing
of multiple DRMs may be required for some implementations. Often
DRMs are managed and licensed by consortia of multiple rights-holders, presenting a unique set of complexities. The panel will discuss
those challenges and review the processes for licensing specific DRMs
that are in the forefront of today’s technology advances. The session
should be of particular interest to those representing companies
planning on manufacturing and marketing products designed to bring
the latest entertainment content to consumers.
Steve Hargrave, Licensing Specialist, Bose Corporation
Michael Ayers, General Manager, Toshiba America, Inc.
Sandra Aistars, Assistant General Counsel on Intellectual Property,
Time Warner, Inc.
Brian Lakamp, President and Chief Executive Officer, Fluxe

Monday, 3:45 p.m. - 5:00 p.m.

2-H LEVERAGING THE LATENT VALUE OF YOUR
SOFTWARE ASSETS
Intermediate/Advanced
Rembrandts in the Attic documented the advent of a shifting intellectual
property paradigm; from viewing intellectual property as a legal issue to
recognizing intellectual property as a valuable corporate asset to be
managed and exploited accordingly. Several years later, intellectual
property licensing professionals find ourselves on the leading edge of
the next evolutionary shift. The first wave focused largely on patented
technology. This next generation of intellectual property commercialization
has discovered yet another largely untapped repository of intellectual
assets ripe for commercialization which is mainly comprised of

Be sure to sign up for one workshop in each time slot on the Registration Form.

Gloria Archuleta, Vice President, Fluid Innovation Group
Andrew Allemann, President, Fluid Innovation Group

Tuesday, 2:00 p.m. - 3:15 p.m.

3-G PATENT CROSS-LICENSING
Novice/Intermediate
Take advantage of this opportunity to hear perspectives from senior
licensing executives who negotiate cross-license deals on behalf of large
high tech companies. Our emphasis will be on providing solid intellectual
property licensing fundamentals training that will help attendees understand how, when and with whom to pursue such deals. We will discuss
company goals, strategies, processes, trade-offs, and other considerations
throughout the cycle of developing and closing a cross-license.

HIGH TECHNOLOGY

unpatented internally developed technology. This presentation will
begin by highlighting a variety of case studies whereby both licensor
and licensee companies achieved win-win results with the licensing of
internally developed technologies. The discussion will then move on
to describe the new intellectual property currency that drives the
burgeoning “web services marketplaces,” Services Oriented Architecture
libraries and various vehicles for technology commercialization. We will
conclude with a listing of resources where attendees can find more
information on this topic.

WORKSHOP SESSIONS

Michael Ward, Director, Intellectual Property Licensing, Microsoft

Monday, 3:45 p.m. - 5:00 p.m.

2-J SOFTWARE AS A SERVICE
Novice/Intermediate
Software as a Service (SaaS), Software on Demand, Hosted Solutions...
it goes by many names and is an important new emerging software
business model. This session will explore how SaaS works and the key
business and legal issues for both licensors and licensees. According to
Gartner, by 2011 25% of new business software will be delivered as
software as a service. The benefits to the buying customer are obvious...
rent the software and hosting infrastructure rather than buy it up front.
Accordng to McKinsey, the SaaS model can cut the total cost of
deploying some classes of enterprise applications by 30 to 40 percent
as compared with the total cost of purchasing and maintaining them
in house. Come learn about this important new business model.
Robert Ford, Partner, Gowling Lafleur Henderson LLP
Stephen Cross, Associate, Gowling Lafleur Henderson LLP
Clayton Thompson, Partner, DLAPiper US LLP
Ray Throckmorton, Director, IAM and Litigation Support, Calibre CPA Group

Diana J. Dorr, Senior Director, Intellectual Property Licensing,
Hewlett-Packard

Tuesday, 2:00 p.m. - 3:15 p.m.

3-H WHICH CARD WILL YOU PLAY?
Advanced
Intellectual property strategy is the bridge that links the power of your
intellectual property portfolio to the objectives of your business. It is
crafted from your ability and willingness to use the patent, trademark,
and copyright system to keep others from freely exploiting important art.
The most successful intellectual property strategists learn how to use
all material, psychological, and moral aspects of their power to achieve
their objectives. This discussion will show how to widely expand your
range of possibilities for achieving the highest return on your intellectual
property and the intellectual property belonging to others. The ideas
presented will be illustrated through the use of a very unique playing
card deck that is currently in use for strategic planning at top flight
corporate, legal, and government organizations.
Robert Cantrell, Director of Consulting, Landon Intellectual Property Inc.

Monday, 3:45 p.m. - 5:00 p.m.
Tuesday, 2:00 p.m. - 3:15 p.m.

2-K FREEDOM TO OPERATE 2007 - CONSUMER AND
COMPUTER PRODUCTS
Advanced

J. Scott Bechtel, North East Regional Manager, TAEUS International
Corporation
John Nano, Chairman, President and Chief Executive Officer,
Competitive Technologies, Inc.
Clayton Thompson, Partner, DLA Piper US LLP
Ray Throckmorton, Director, IAM and Litigation Support,
Calibre CPA Group

All Levels
Patent quality vs. quantity - which is more important to the corporation?
In today’s competitive intellectual property market, a debate exists over
which is more critical to an organization, the “quality” of a patent or
the “quantity” of patents an organization owns. With demanding expectations from corporate leadership teams to fully leverage corporate
assets, having a large portfolio of patents is one thing, but knowing
what’s in the portfolio and then fully leveraging these is another all
together. This workshop will discuss the quantity - quality issue and
aim to answer the following critical questions: What is the definition of
patent quality? What do leading companies currently do to improve their
patent quality? How do leading companies measure the quality of their
patents? When and why is patent quantity a good thing? What can
organizations do to develop their patents and improve the quality? And
finally, “Quality vs. Quantity” - which is more important to the corporation? This workshop will offer tools and techniques to improve the
quality of patents and the overall development of a patent portfolio.

REGISTER ONLINE: WWW.LES2007.ORG

Catch up on what’s new and topical in the industry with the Annual
Consumer and Computer Market Highlights, followed by the latest on
patent pools and standards committees. Find out which product areas
are litigation rich and which are not on the consumer patent battlefields.
Get best practices, tips and checklists, experience sharing on Asian
manufacturing and licensing, and best practices, tips and checklists
and experience sharing in license auditing and enforcement.

3-J TIGHTEN YOUR ASSETS - PATENT QUALITY
VS. QUANTITY

Steve Adam, Vice President, Patent Intelligence, Chipworks
Mike Vladescu, Director, Intellectual Property, MOSAID Technologies, Inc.
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Tuesday, 2:00 p.m. - 3:15 p.m.

3-B/3-K ADAPTING AND COMPETING IN THE
NANOTECH MARKETPLACE
Co-sponsored by the Chemicals, Energy and Materials
and High Technology Sectors
Intermediate
Over the last decade, the nanotechnology market has evolved in
interesting and unexpected ways due to revolutionary technology breakthroughs, changing market needs, a crowded patent landscape, and a
flat world. In this workshop, companies at the forefront of nanotechnology
will discuss their commercialization, licensing, and patenting strategies
for competing in a global marketplace. They will also share their lessons
learned as they responded to the evolution and globalization of the
nanotechnology field.

Timothy B. Scull, Attorney, Merchant & Gould

Tuesday, 3:45 p.m. - 5:00 p.m.

4-J THE COMMUNITY PATENT REVIEW PROJECT
Co-sponsored by the High Technology Sector and the Women in
Licensing Committee

Steve Crouse, Invitrogen

Intermediate/Advanced

Craig Prater, Ph.D., Chief Executive Officer and President,
Veeco Instruments Inc.

Selected by the U.S. Patent & Trademark Office (USPTO) as one of its
strategic initiatives to improve and streamline the patent application
review process, the Community Patent Review project is a collaborative
effort between USPTO and New York Law School’s Institute for Information
Law & Policy, and is sponsored by General Electric, Hewlett Packard,
IBM, Microsoft, and Red Hat. The Community Patent Project seeks to
create a peer review system for patents that exploits network technology
to enable innovation experts to inform the patent examination procedure.
In every field of scientific endeavor, peer review is a critical quality
control mechanism to improve innovation. The project will is designed
to provide USPTO patent examiner with relevant information for assessing if an invention is patentable. The goal is to improve the quality of
issued patents. Sponsors have committed to consent to community peer
review of some of their published patent applications by allowing third
parties to submit commentary explaining the relevance of the prior art
they provide to the patent office.

4-G PRACTICAL LICENSING ISSUES IN STANDARDS
SETTING FOR DIGITAL RIGHTS MANAGEMENT
Intermediate
Voluntary industry standard-setting proceedings can have critical
importance for participants and non-participants, impacting which
technologies and products are likely to gain market share and affecting
optimal management of intellectual property portfolios. This is just
as true in the realm of digital media and digital rights management
(DRM), including standards such as AACS, CPPM, DTCP, CSS, OMA, as
it has proven to be in other areas. This workshop will focus on how
companies and their licensing executives handle practical, licensingrelated issues that regularly arise in developing or implementing DRM
standards, including ex-ante disclosure and discussion of patent
license provisions; licensing model considerations for licensors; and
licensees’ issues in negotiation with licensors.
Bert Wells, Partner, Covington & Burling LLP
Evan R. Cox, Partner, Covington & Burling LLP
Amy Marasco, Senior Attorney, Microsoft Corporation
Michael Ayers, General Manager, Toshiba America Information Systems, Inc.
REGISTER ONLINE: WWW.LES2007.ORG

Gregory Leibold, Attorney, Merchant & Gould

Linda Chao, Senior Licensing Associate, Stanford University

Tuesday, 3:45 p.m. - 5:00 p.m.

26

has not been enough time for many patent applications filed after 2000
to be published, issued, and enforced in litigation, there is essentially
no U.S. case law on this statute. So the terms used in the statute are
still up for interpretation. This gives licensors a potentially valuable
(if as yet undefined) weapon. It also leaves potential licensees who
receive notice of a published patent application in a difficult position
— not knowing whether a patent will issue and, if it does, what the
patent claims will look like when it does issue.

Mona Sabet, Vice President and Associate General Counsel, Cadence
Design Systems, Inc.
Beth Simone Noveck, Director, New York Law School

Wednesday, 2:00 p.m. - 3:15 p.m.

5-G DIGITAL ASSET MANAGEMENT AND
LICENSING: DERIVING VALUE FROM YOUR
ORGANIZATION’S CONTENT
Intermediate/Advanced

Tuesday, 3:45 p.m. - 5:00 p.m.

4-H PROVISIONAL PATENT RIGHTS — HOW TO USE
THEM AND HOW TO PROTECT AGAINST THEM
Advanced
In the past, no damages were available for activity that infringed a
patent until the patent issued. In 2000, however, Congress passed 35
U.S.C. 154(d). Among other things, the statute is designed to reward
inventors for agreeing to publish their patent applications. The inventor
is permitted to collect a “reasonable royalty” for infringement occuring
prior to issuance of the patent under certain conditions. Because there

This workshop will focus on the issues related to identifying, managing
and licensing a company or university’s content and digital assets.
Both companies and universities create significant amounts of content
that are not identified and captured, but if managed correctly, could
contribute to revenue-generating licensing programs. This workshop
will address content management strategies, discuss licensing
considerations, and present several case studies of successful digital
content licensing programs.
Gabrielle Campbell, Director, Business Development, Association of
American Medical Colleges
Daniel Messick, PriceWaterhouseCoopers LLP

Be sure to sign up for one workshop in each time slot on the Registration Form.

5-H CREATING SEISMIC SHOCK IN CORPORATE
BOARDROOMS
Intermediate/Advanced
In today’s intellectual property-centric economy, changing a corporate
culture that has been a barrier to implementing a strong patent strategy
can make a solid difference to bottom line profitability. Over the last
few years, a seismic shift has occurred in the way companies view
their patents - more than wallpaper, these patents generate enduring
revenues. Having the business savvy to tie the business culture with an
intellectual property strategy ensures that patent portfolios will provide
ongoing ROI. This session will discuss the corporate culture initiatives
needed to ensure an effective patent strategy as well as best practices
to formulate and inject business sense in the intellectual property economy.
Terry Ludlow, Chief Executive Officer and Founder, Chipworks
Douglas Roth, Senior Manager, ipCapital Group

Wednesday, 3:45 p.m. - 5:00 p.m.

6-G DESIGNING AN INTELLECTUAL PROPERTY
PORTFOLIO FOR OUT-LICENSING
All Levels
Most intellectual property portfolios are designed to protect a product,
and, as such, patent efforts are often restricted to “patenting what you
ship”. This implementation specific approach can lead to significant
limitations on the value of the intellectual property for monetization by
out-licensing. When you know that licensing is an intended goal while
developing the intellectual property, you can design the intellectual
property portfolio very differently in order to have a much stronger, more
relevant portfolio for licensing. This session addresses tools and techniques for planning and efficiently executing an intellectual property
portfolio development effort that includes out-licensing value as a
business objective. It includes discussion on: identifying the out-licensing market, extending intellectual property development efforts to
address the market, the structure of a well-integrated out-license
patent portfolio, and what other intellectual property (e.g. trade secrets)
should be included in a licensing package. It will also cover how to
structure deals to maximize licensing success for both parties. The talk
will include specific examples of designing portfolios with licensing in
mind from high technology industries as well as a number of consulting
engagements with various companies.
Mark Ramberg, Director, Technology Strategy, Microsoft Corporation

Monday, 2:00 p.m. - 3:15 p.m.

1-L LICENSING OPPORTUNITIES IN
BRITISH COLUMBIA: THE OLYMPIC GAMES
AND HIGH TECHNOLOGY
Novice/Intermediate
This session showcases the wide range of licensing opportunities in
the Canadian province of British Columbia. The speakers will present
an overview of the burgeoning high technology industries in Western
Canada, and provide a brief review of the 2010 Olympic licensing
program. Biotechnology - highest rate of growth in Canada. Energy from fuel cells to biofuels to geothermal to power management. Information & Communication - hardware, chips, satellites, and software.
New Media - from a film industry foundation to animation and video
gaming. Wireless - over 220 companies developing innovation in
mobile telecom. Higher Education - The Unversity of BC is a “patent
powerhouse”, in the top 10 schools in North America for technology
transfer activity. Finally, the value of licensing to the 2010 Winter
Olympics will be in the area of $90 million, a small fraction of the
Olympic marketing program.
Ron Simmer, Chief Executive Officer, PATEX Research and Consulting Ltd.
Jim Reichert, Vice President, Research and International, BC Institute
of Technology
Alastair Nimmons, Director, PricewaterhouseCoopers LLP
Reg Nordman, Founder, Managing Partner, Rocket Builders Canada Ltd.
Natalie Dakers, DDI Drug Development Inc.

Wednesday, 2:00 p.m. - 3:15 p.m.

5-L RESOLVING INTERNATIONAL LICENSING
DISPUTES THROUGH ARBITRATION, PART 1
(See Workshop 6-L for Part 2)
Intermediate
This two-part workshop is based on an exclusive license between an
European patent holder and a U.S. manufacturer, arising from the
settlement of a patent infringement lawsuit in Canada. Participants
will role-play the U.S. and European business executives and lawyers
in a mock arbitration of the dispute over the terms of the exclusive
license. Peter L. Michaelson, an experienced WIPO arbitrator, will
explain how the WIPO Mediation and Arbitration Center would administer this type of arbitration. He also will hear the arguments of both
sides and decide their dispute. Workshop attendees will be able to
interact with the participants as they develop their strategies and
arguments, and witness first-hand how a seasoned arbitrator presides
over an arbitration. This workshop is targeted for business executives

REGISTER ONLINE: WWW.LES2007.ORG

Rachael Schwartz, Senior Manager, ipCapital Group, Inc.

INTERNATIONAL
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Wednesday, 2:00 p.m. - 3:15 p.m.
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Be sure to sign up for one workshop in each time slot on the Registration Form.

and attorneys who are interested in finding quick, cost effective ways
to resolve a dispute that arises in a license agreement.

Wednesday, 3:45 p.m. - 5:00 p.m.

Walter Copan, Executive Vice President, Chief Technology Officer,
Clean Diesel Technologies, Inc.

6-L RESOLVING INTERNATIONAL LICENSING
DISPUTES THROUGH ARBITRATION, PART 2

Tim Lowman, Partner, Sim, Lowman, Ashton & McKay

For Part 1, see 2:00 p.m. session, 5-L Resolving International Licensing
Disputes through Arbitration. Please see the description and speaker
listed on page 27.

Arnaud Michel, Avocat, Gide Loyrette Nouel
Peter L. Michaelson, Esq., F.C.I. Arb., Attorney, Arbitrator & Mediator,
Michaelson & Associates
Kevin Nachtrab, Senior Intellectual Property Attorney, Johnson & Johnson

Wednesday, 3:45 p.m. - 5:00 p.m.

James Sobieraj, Partner, Brinks Hofer Gilson & Lione

6-M PRIVACY AND INFORMATION TECHNOLOGY
OUTSOURCING - A HEALTHCARE PERSPECTIVE

Wednesday, 2:00 p.m. - 3:15 p.m.

Intermediate

5-M EARLY ACCESS AGREEMENTS IN PHARMA

This session will provide an overview of privacy issues that arise in
relation to information technology outsourcing and integration projects
from the perspective of the Healthcare Sector. A comparative analysis of
legislative initiatives in certain jurisdictions will be included, as will a
review of practical solutions to the issues raised. The panel will include
a Canadian practitioner, a health care industry insider and a U.S. or
European practitioner.

All Levels
License arrangements between generic drug manufacturers and
branded pharmaceutical companies in settlement of patent disputes
must be approved by the FTC in the wake of the 2003 MMA amendments
to the Hatch-Waxman Act. Such arrangements continue to be heavily
scrutinized by courts, public interest groups and the press. Recently
proposed legislation seeks to limit the circumstances under which
generic and branded manufacturers can enter into an authorized
generic arrangement. What limitations are proposed in the legislation?
How will they affect the abilities of parties to resolve patent litigations
by private agreement? What strategies can drug companies employ to
continue use of authorized generic licensing agreements in a manner
that complies with the legislation if enacted? A discussion of industry
experts from generic and innovator pharmaceutical companies will
feature insights into licensing drugs to authorized generic companies
amidst increased public scrutiny, governmental regulation and
judicial review.
Chid Iyer, Partner, Sughrue Mion PLLC

Wednesday, 2:00 p.m. - 3:15 p.m.

5-N PITCHING THE TECHNOLOGY: THE DOS AND
DON’TS OF SELLING YOUR TECHNOLOGY

REGISTER ONLINE: WWW.LES2007.ORG

All Levels
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This session will provide tips and pointers on how to sell your technology.
A particular focus will be dos and don’ts as to the initial presentation,
for example, what to include and what not to include, the types of
information one can be expected to know, what information is useless
and does not help your case, among others. A panel of “technology
takers” who regularly interact with small pharma companies, biotech
companies and universities will explain what they wish to see and what
they do not want to see when someone is trying to interest them in their
technology.
Kevin Nachtrab, Senior Patent Attorney, Johnson & Johnson (Belgium)
Bruce Halpryn, Senior Director, Proctor & Gamble Pharmaceuticals, Inc.

Neil Melliship, Partner, Clark Wilson LLP
Larry Munn, Chair, Privacy Law Group, Clark Wilson LLP

Wednesday, 3:45 p.m. - 5:00 p.m.

6-O COPYRIGHTS IN THE BUSINESS WORLD
All Levels
Copyrights are not only important in the protection of literary works or to
protect the art works. The copyright laws protect works that may be used
in the business world in many aspects, sometimes not properly identified
by international companies around the world. The workshop will show
examples and their consequences in the U.S., Mexico and Italy.
Abraham Alegria, Partner, Alegria, Mendez & Fernandez Wong, S.C.

INDUSTRY, UNIVERSITY AND GOVERNMENT
LABORATORY TRANSACTIONS
Monday, 2:00 p.m. - 3:15 p.m.

1-P BEST PRACTICES IN EVALUATION AND
PROTECTION OF INTELLECTUAL PROPERTY IN
GOVERNMENT LABS
Intermediate
In order to improve the quality and quantity of technologies available
for licensing, the workshop shall present the results of a survey of
procedures used at DoD, other government agency, private sector, and
university laboratories related to the identification, evaluation, and
protection of intellectual property. The information and analyses
collected identify “Best Practices” in invention evaluation and

Be sure to sign up for one workshop in each time slot on the Registration Form.

Monday, 3:45 p.m. - 5:00 p.m.

Michael Martin, President, TechTransfer Associates

2-Q MAXIMIZING PATENT PROTECTION FOR
LICENSING IN THE CHANGING PATENT LANDSCAPE

Tim Wittig, Principal, Technology Management Advisors, SAIC

Intermediate

Monday, 2:00 p.m. - 3:15 p.m.

1-Q A NEW MODEL FOR SUBLICENSING
Intermediate/Advanced
License agreements are very clear on what happens when a licensee
goes bankrupt -the license terminates. The reality can be much less
simple because bankruptcy law may take precedence in some jurisdictions
or just complicate matters. Bankruptcy Trustee may also play a critical
role. Other complications arise when the bankrupt licensee was also a
co-owner of the patent rights or foreign courts have jurisdiction. This
session, based on a real life situation, will discuss how to address the
following issues which might arise: (1) what happens in the instance
where there is jointly-owned intellectual property rights. (2) prosecution
of jointly-owned patent applications in many jurisdictions requires the
collaboration of all owners, yet if one is bankrupt it can be very complicated to get the necessary documents signed; (3) how do you license
your rights to a new licensee if the co-owner is under court protection or
administered by a bankruptcy trustee.
John Cosmopoulos, Senior Manager, Business Development,
Office for Technology Licensing, Tufts University
Melinda S. Shockley, Ph.D., Senior Director, Business Development,
Medarex, Inc.
James McGarrah, Partner, Fabeur Daeufert Resenberg

Monday, 3:45 p.m. - 5:00 p.m.

2-P STRATEGIES FOR SYSTEMATIC MARKETING OF
ACADEMIC BIOMEDICAL INTELLECTUAL PROPERTY:
ACADEMIC AND INDUSTRY EXPERIENCES
All Levels

Brian McTigue, Director, Business Development, Partners HealthCare
System
Reid J. Leonard, Ph.D., Senior Director, External Reseach and Licensing,
Merck Research Laboratories
Edward (Ned) Imbrie, Manager, New Business Development,
Diagnostics Division, Bayer HealthCare LLC

David J. Dykeman, Shareholder & Patent Attorney, Greenberg Traurig LLP
Jeff Mann, Patent Counsel, Boston Scientific
Elaine F. White, Associate Director, Technology Licensing, Boston College

Tuesday, 2:00 p.m. - 3:15 p.m.

3-P MASQUERADING AS MTAS: CONTEMPORARY
TERMS AND STRATEGIES FOR MATERIAL TRANSFER
AGREEMENT NEGOTIATIONS
Intermediate
Material transfer from industry to academia, once done on a handshake,
has evolved into a complex, prolonged and sometimes antagonistic
negotiation between university and company. Moreover, companies often
seek broad licenses and other rights in the guise of Material Transfer
Agreements (MTAs). Material transfer agreements play a critical role
in intellectual property management and can control the research
agendas of others. This session will explore key areas of impasse in
university-industry MTA negotiations, and suggest practical guidelines
for both parties in reaching agreement. We will also discuss the
complex interaction between control over physical materials and related
intellectual property rights, and examine some of the trends in use and
misuse of material transfer agreements as an indirect form of intellectual
property control. Reasonable compromise positions will be recommended
on key issues of MTA negotiation with the risks and benefits to both
parties identified.
Liza Vertinsky, Attorney, Wolf Greenfield
Jose Truzman, Progenics Pharmaceuticals, Inc.
Chester A. Bisbee, Ph.D., J.D., Director, Technology Licensing,
SUNY at Stony Brook

REGISTER ONLINE: WWW.LES2007.ORG

This session will highlight academic and industry perspectives and
experiences on the value of various systematic, targeted marketing
strategies for academic biomedical technologies. Partners HealthCare
has a robust intellectual property/technology portfolio. Partners has
invested significantly over the past few years in marketing intellectual
property. In addition to perspectives on marketing specific technologies
to targeted potential licensees, the session will offer perspectives on
additional marketing strategies, including: “Pull” marketing and
outreach presentations, or “Road Shows.” The panel will provide both
academic and industry perspectives.

The winds of change are sweeping over the patent landscape, and 2007
will be a year of major patent reforms. To address the ongoing problems
of patent pendency and patent quality, the U.S. Patent and Trademark
Office (USPTO) has recently enacted major patent rule changes that
will impact how patent applications are prosecuted and the strategy
decisions behind patent filings. The USPTO believes the new rules will
stop abuse and are the least controversial solution to real problems.
Licensors and licensees need to adopt strategies to maximize patent
protection in this changing patent landscape. These rule changes will
affect industry and academia in different ways and redefine the patent
licensing landscape. Savvy patent filers should understand the rule
changes and determine the proper strategy to ensure maximum
coverage for their intellectual property assets.

INDUSTRY, UNIVERSITY AND GOVERNMENT LABORATORY TRANSACTIONS

protection followed by other DoD and government laboratories,
the private sector, and universities. Access to a compendium of these
“Best Practices” shall be made available to the audience.

WORKSHOP SESSIONS
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Tuesday, 3:45 p.m. - 5:00 p.m.

4-P ROUNDTABLE: SBIR INNOVATIONS:
FROM LIFESTYLE TO LIFEBLOOD
Intermediate

licensing skills. This session will survey trends and opportunities for
intellectual property protection and licensing in and with universities
and institutes in emerging economies. The session draws upon the new
intellectual property Management Handbook in Agricultural and Health
Innovation, and will focus on global trends in intellectual property and
technology transfer policies and practices; challenges for universities to
transfer intellectual property protected technologies to developing
countries; challenges of patenting, licensing, and patent pooling for
health innovation in developing countries; and the lessons and implications of the technology transfer system of the University of California for
national university or government lab systems in developing countries.

Companies engaged in Small Business Innovation Research (SBIR)
activities are in transition from “lifestyle” businesses to businesses
that will provide the “lifeblood” of U.S. competitiveness in coming
years. This roundtable will include representatives from SBIR Awardee
companies and from major third party companies who have transferred
technology from SBIR awardees to discuss how the new business model
of “open innovation” can accelerate tech transfer from SBIR awardee
companies; how SBIR awardee companies are enhancing their
attractivness to third party acquirors of technology; and how “teaming”
among SBIR awardees themselves can enhance competitiveness.

Lita Nelsen, Ph.D., Director, Technology Licensing, Massachusetts
Institute of Technology

Mildred Hastbacka, Director, TIAX LLC

Sandy Shotwell, Ph.D., Managing Partner, Alta Biomedical Group

Tuesday, 3:45 p.m. - 5:00 p.m.

4-Q ROUNDTABLE: NOVEL APPROACHES TO
DIFFICULT ISSUES IN TECHNOLOGY TRANSFER
Intermediate
This session will describe some of the new and unique approaches the
University of British Columbia (UBC) is taking to what have traditionally
been tricky issues in technology transfer. The workshop will address
academic licensing in a high volume, lower value modality, focusing
on Flintbox and its U.S. version iBridge Network. We will also discuss
bridging the gap - the new $50M Centre for Drug Research and Development located on UBC. This new center takes early stage academic
drug technologies to an IND filing (in their industrial development
environment), then licenses out. Finally, we will explore licensing technologies by leveraging other TTO offices understanding of their local
clusters. The technology bundling effort among nine North American
west coast universities currently piloting the program with medical
devices and research tools will be explored.
Angus Livingstone, Managing Director, University Industry Liaison
Office, University of British Columbia
Natalie Dakers, Chief Executive Officer, Centre for Drug Research
and Development

Gregory D. Graff, Director, Education and Outreach, PIPRA and
University of California, Davis

Alan Bennett, Executive Director, Office of Technology Transfer,
University of California, Davis

Wednesday, 3:45 p.m. - 5:00 p.m.

5-Q IT TAKES A VILLAGE TO COMMERCIALIZE
A TECHNOLOGY
All Levels
A proactive new model for the commercialization of University technologies toward the goal of economic development will be described in this
session. Through the engagement of state government, established
businesses, philanthropic individuals, and the investment community
a panel of experts will weigh the pros and some cons of such a focused
technology commercialization mission. The session will also present a
pradigm shift away from the traditional R&D hierarchal structure which
exists at most major universities to one that is focused on a business
development approach in translating research into opportunities.
Brian Cummings, Director, University of Utah
Michael Paul, Ph.D., President and Chief Executive Officer,
Lineagen Venture Partners
Jack Brittain, Dean, David Eccles School of Business
Paul Ahlstrom, Managing Director, vSpring

REGISTER ONLINE: WWW.LES2007.ORG

Steve Smith, Project Director, Flintbox
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Caroline Bruce, Associate Director, International Business Development,
University Industry Liaison Office, University of British Columbia

Wednesday, 2:00 p.m. - 3:15 p.m.

5-P UNIVERSITY/GOVERNMENT INTELLECTUAL
PROPERTY MANAGEMENT IN EMERGING ECONOMIES
All Levels
From Santiago to Singapore, from Shanghai to Chennai, innovation is
becoming essential for success in the global economy. In emerging and
developing economies, government institutes and universities do the
bulk of R&D. Yet, investment by companies and opportunities for
technology transactions are growing. The situation is driving demand
for professional intellectual property management and technology

Wednesday, 2:00 p.m. - 3:15 p.m.

6-P WHAT’S NEW WITH PROPRIETARY
INFORMATION AGREEMENTS?
Intermediate
Proprietary Information Agreements (PIAs) are used by virtually all
businesses today to protect information exchanged between companies.
Over the years these agreements have been changing and becoming
more complex. The presenters have reviewed approximately 1,000 PIAs
and studied common characteristics. These include addition of new

Be sure to sign up for one workshop in each time slot on the Registration Form.

James Vickers, Senior Manager, Advanced Program, Raytheon Company
Varda Main, Director, Technology Licensing Office, Rochester Institute of
Technology

Tuesday, 2:00 p.m. - 3:15 p.m.

6-Q NO MORE HANDSHAKE COLLABORATIONS
BETWEEN BIOTECH AND INDUSTRY: HOW NEW
EXPECTATIONS ARE CHANGING AGREEMENTS
Intermediate
“Handshake” collaborations between biotech companies and universities
have been replaced by complex negotiations and agreements that reflect
the changing needs and expectations of both parties. Universities are
increasingly focused on the economic terms of a deal and expect higher
payments while insisting on academic freedom and protection from
risk. Biotech companies are seeking broad intellectual property rights
from universities, including access to future developed technology, and
are insisting on more restrictions on the university’s potentially competitive
activities. Collaborations increasingly involve foreign nationals and
foreign entities. This panel will explore what each party should expect
when they enter a collaboration and will highlight the core deal terms
seen as critical for success.
Liza Vertinsky, Attorney, Wolf Greenfield

Monday, 3:45 p.m. - 5:00 p.m.

2-R VENTURE-FUNDED PATENT ENFORCEMENT:
STRUCTURE AND EFFECT OF THESE NEW DEALS
Intermediate
Some venture funds have recently expanded into investing in intellectual
property licensing and litigation, particularly for patents. For such an
investment, the fund will commit to paying some or all of the costs of
enforcing a patent or portfolio of patents in exchange for an interest in
any revenue generated from them. In this program, the presenters will
provide the background and information necessary to understand how
these new deals are developing, how they are investigated and how they
are structured.
Matthew Lowrie, Partner, Lowrie, Lando & Anastasi, LLP
Michael Cannata, Partner, NW Patent Funding Corporation

Tuesday, 2:00 p.m. - 3:15 p.m.

3-R SHINING LIGHT ON PATENT LITIGATION
(WHAT, WHEN, HOW, WHY AND GOTCHAS), PART 1
For Part 2 see Workshop 4-R
All Levels
This session will provide an explanation of the strategy, tactics and
process of patent litigation by a federal court judge, a litigating attorney,
and an experienced litigating patent owner. Content will include the
steps of litigation, an overview of Rule 11 and Markman, mediation,
trends in litigation, changes in law or procedure, costs of litigating and
more. Don’t miss this highly interactive educational session.
Chuck Neuenschwander, President, Patent Solutions
Henry Bunsow, Esq., Partner, Howrey, Simon Arnold & White

Steve Henry, Shareholder, Wolf Greenfield

The Honorable William E. Parker (retired), U.S. District Court Eastern
District of Texas

Chester A. Bisbee, Ph.D., J.D., Director, Technology Licensing,
SUNY at Stony Brook

Katharine Wolanyk, President and Chief Legal Officer, Soverain

INDUSTRY, UNIVERSITY AND GOVERNMENT LABORATORY TRANSACTIONS • LEGAL

terms not traditionally found in PIAs such as audit rights, arbitration,
International Traffic in Arms Regulation provisions, among others.
Additionally they found that some agreements are being expanded
beyond what would normally be included in a PIA. The authors
characterized the data and found some unique characteristics of these
agreements based on the size of the company and the business or
industry involved. The results of this study as well as some of the
resulting recommendations for the improvement of the PIA process
will be shared with the audience.

WORKSHOP SESSIONS

Tuesday, 3:45 p.m. - 5:00 p.m.

LEGAL
Monday, 2:00 p.m. - 3:15 p.m.

For Part 1, see Workshop 3-R, Shining Light on Patent Litigation
(What, When, How, Why and Gotchas), Part 1 from 2:00 p.m.

Intermediate

Wednesday, 2:00 p.m. - 3:15 p.m.

Get the latest information on the top ten court decisions affecting
licensing since the last LES Annual Meeting and discuss the impact
that such decisions may have on drafting and negotiating license
agreements, as well as the interpretation of such agreements.

5-R EMBRACING GLOBAL ALLIANCES TO
GAIN EXPERTISE

Russell Levine, Partner, Kirkland & Ellis LLP

The pharmaceutical marketplace is increasingly competitive as
companies face patent expiries, struggle to remain profitable in the
face of price regulations, and increasingly confront larger legal and
regulatory hurdles for product approval. To address these challenges,
many companies have elected to merge or acquire smaller pharmaceutical companies or biotechs. Still others take the approach of partnering

Advanced

REGISTER ONLINE: WWW.LES2007.ORG

1-R TOP 10 COURT DECISIONS OF 2007
AFFECTING LICENSING

4-R SHINING LIGHT ON PATENT LITIGATION
(WHAT, WHEN, HOW, WHY AND GOTCHAS), PART 2
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Be sure to sign up for one workshop in each time slot on the
Registration Form.
through copromoting or in-licensing agreements for the mutual benefit
of both companies. This session will analyze the value of partnering
across international borders, identifying the benefits and common
pitfalls that may arise from global agreements. By examining case
studies of companies that have grown through partnerships first through out-licensing, then strategic alliances, and finally by
establishing independent operations - this session aims to identify
the critical factors to successfully enter a foreign market and,
ultimately, to achieve status as a global competitor.
Alex Scott, Vice President of Business Development, Eisai, Inc.
Natalie Barndt, Vice President of Business Development, Cephalon, Inc.

NETWORKING EVENTS
LES members benefit from the connections made at these meetings
throughout their careers. Join us for any or all of these networking
events, where you’ll eat well, be entertained, and find yourself in the
company of the stars of the licensing world.

SUNDAY, OCTOBER 14
5:00 p.m. - 6:00 p.m.

NEW MEMBERS’ RECEPTION
Waterfront Ballroom Foyer, Fairmont
New members and first time attendees at the Annual Meeting will be
welcomed by LES officers and leaders at this special reception. Come
and ask questions about LES programs and ways you can get the most
from the meeting and your LES membership. Dress: Casual

Wednesday, 3:45 p.m. - 5:00 p.m.

6:00 p.m. - 8:00 p.m.

6-R CONDUCTING LICENSE NEGOTIATIONS
WITH COMPANIES IN THE FAR EAST

WELCOME RECEPTION

Intermediate
This workshop will provide a focused analysis of the negotiation
process, deal structuring and execution when one of the parties to the
license is from the Far East. The workshop will deal with the nuances
of doing business in/with Japan, China and Korea, with a particular
emphasis on technology driven deals.
Laurie Axford, Group Leader/Parnter, Gordon & Rees LLP
John Tessensohn, Intellectual Property Counsel, Shusaku Yamamoto
Law Firm

VALUATION AND TAXATION

Pan Pacific Atrium
Sample fine cuisine and libations with the beauty of Vancouver’s waterfront as the backdrop in the Atrium of the Pan Pacific hotel. Catch up
with old friends and make new connections at this informal networking
event. Dress: Casual

MONDAY, OCTOBER 15
9:00 a.m. - 5:00 p.m.

POWER NETWORKING
Maximize your networking at the meeting with a new approach to making
important contacts. Three options will be available this year at no
additional charge: pre-arranged business meetings, impromptu business
meetings, and message boards throughout the meeting. For additional
information or to sign up, please contact LES at (703) 836-3106.

Monday, 2:00 p.m. - 3:15 p.m.

REGISTER ONLINE: WWW.LES2007.ORG

12:00 p.m. - 1:45 p.m.
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1-S REAL WORLD LICENSE AGREEMENTS AT WORK

AWARDS LUNCHEON WITH KEYNOTE SPEAKER

Intermediate/Advanced

Vancouver Exhibition and Convention Centre

In patent infringement matters, damages often take the form of a
reasonable royalty, which is determined from a hypothetical negotiation
between a patentee and an alleged infringer over the rights to use a
disputed patented technology. Often, real-world licenses covering the
technology or comparable technologies are used to help determine
the amount of the reasonable royalty. Real-world patent licenses,
however, are often complex and in rare circumstances will parallel
the hypothetical negotiation. Accordingly, much care and caution must
be taken when applying existing license agreement terms, including
royalty rates, to a hypothetical situation. In this presentation, we will
discuss key license agreement terms and provide a guide for how to
properly review real-world licensing agreements and to place the
information in the proper bargaining context for purposes of
determining a reasonable royalty in patent infringement matters.

Join us for awards presentations and Keynote Speaker Watts Wacker,
Founder and Director of FirstMatter LLC. Watts Wacker is one of the
most celebrated and influential minds in modern business. As a lecturer,
best-selling author, political commentator and social critic — is one
of the world’s most respected futurists. His uncommon versatility
and vision has allowed him to help the world’s top corporations and
organizations navigate the sea of change that is taking hold in the new
millennium. He has been the futurist at SRI International, the legendary
Menlo Park think tank, and spent ten years as the resident futurist at
the preeminent social research organization, Yankelovich Partners.

Lisa Nolan Ahern, Managing Director, AlixPartners, LLP
William Choi, Economist, AlixPartners, LLP
Bruce Den Uyl, Managing Director, AlixPartners, LLP

6:00 p.m. - 10:00 p.m.

NETWORKING RECEPTION & DINNER
Vancouver Exhibition and Convention Centre
Savor the international flavors of food and drink from various regions of
the world while networking with your colleagues.

NETWORKING EVENTS
2:00 p.m. - 5:00 p.m.

9:00 a.m. - 5:00 p.m.

ON SITE MINI-SPA PACKAGE

POWER NETWORKING

Relax at the Pan Pacific and enjoy a one-of-a-kind chair massage,
manicure or pedicure. Certified massage therapists will focus on stress
points and other areas of relaxation. Estheticians will also be on site to
offer the perfect mini manicure and pedicure treatments. Open to the
first 50 meeting registrants. To sign up, contact LES at (703) 836-3106.

Maximize your networking at the meeting with a new approach to making
important contacts. Three options will be available this year at no
additional charge: pre-arranged business meetings, impromptu business
meetings, and message boards throughout the meeting. For additional
information or to sign up, please contact LES at (703) 836-3106.

6:30 p.m. - 11:00 p.m.

6:00 p.m. - 7:30 p.m.

GALA DINNER AND RECEPTION

INDUSTRY SECTOR RECEPTIONS:

Vancouver Convention and Exhibition Centre

(All Sector Receptions at Vancouver Convention and Exhibition Centre)

Enjoy an elegant evening with your spouse, friends and colleagues
as we wrap up another successful LES Annual Meeting.

Chemical, Energy and Materials
Consumer Products
Health Care
High Technology
Industry/University and Government Labs

Dress: Black tie or business attire

8:30 p.m. - 11:00 p.m.

CIGAR LOUNGE
Vancouver Convention and Exhibition Centre
As a perfect way to end the evening or for a break from dancing at
the Gala Dinner, enjoy a cigar at the LES Cigar Bar.

12:00 p.m. - 6:00 p.m.

LES TECH FAIR
12:00 p.m. - 2:00 p.m.

Lunch

3:15 p.m. - 3:45 p.m.

Networking Break

4:30 p.m. - 6:00 p.m.

Wine and Cheese Reception

Come meet potential partners and providers of innovative technology
products and services. The Tech Fair is designed to help you find
solutions by bringing the right mix of companies together in a relaxed
atmosphere. Enjoy lunch, coffee and a wine and cheese reception while
gathering information and ideas to help your company prosper.
Dress: Business Casual

WEDNESDAY, OCTOBER 17
9:00 a.m. - 5:00 p.m.

POWER NETWORKING

12:00 p.m. - 1:45 p.m.

LUNCHEON AND ANNUAL BUSINESS MEETING
Vancouver Convention and Exhibition Centre
The annual LES Business Meeting will feature reports on current year
activities, the election of the Board of Trustees and Officers, and the
presentation of service awards to LES members for their outstanding
efforts throughout the year.

INTERNATIONAL DELEGATES MEETING
THURSDAY, OCTOBER 18, 2007
Time
7.30 a.m. 7.30 a.m. 8.30 a.m. 10.30 a.m. 11.00 a.m. 12.00 p.m. 1.00 p.m. 2.00 p.m. 2.00 p.m. 3.00 p.m. 3.30 p.m. 4.30 p.m. 7.00 p.m. -

5.00pm
8.30 a.m.
10.30 a.m.
11.00 a.m.
12.00 p.m.
1.00 p.m.
2.00 p.m.
3.00 p.m.
3.00 p.m.
3.30 p.m.
4.30 p.m.
5.30 p.m.
10.00 p.m.

Program
Registration
LESI Board Breakfast
Board Meeting, invited guests
Coffee - Welcome and brief introduction
Regional Presidents Meetings
Committee Meetings
Lunch
Board and National Presidents Meeting
Committee Meetings
Coffee Break
Committee Meetings
Committee Meetings
International Delegates Reception/
Dinner hosted by LES USA/Canada

FRIDAY, OCTOBER 19, 2007
7.00 a.m.
8.00 a.m.
9.00 a.m.
1.00 p.m.
9.00 p.m.

-

8.00 a.m.
9.00 a.m.
5.45pm
2.00 p.m.
11.00 p.m.

LESI Breakfast
Committee Meetings
Delegates Meeting
Awards Luncheon
International Delegates Dinner hosted by LESI

SATURDAY, OCTOBER 20, 2007
9.00 a.m. - 12.00 p.m.

Board Meeting

REGISTER ONLINE: WWW.LES2007.ORG

Maximize your networking at the meeting with a new approach to
making important contacts. Three options will be available this year
at no additional charge: pre-arranged business meetings, impromptu
business meetings, and message boards throughout the meeting.
For additional information or to sign up, please contact LES at
(703) 836-3106.

NETWORKING EVENTS • INTERNATIONAL DELEGATES MEETING

TUESDAY, OCTOBER 16
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EXPLORE VANCOUVER!

TOURS
MONDAY, OCTOBER 15, 2007
VANCOUVER AQUARIUM / STANLEY PARK
Time: 1:00 p.m. - 5:00 p.m.
Board bus at 12:50 p.m.
Enjoy an exclusive tour of one of the city’s most exciting venues, the
Vancouver Aquarium. Here you will have an opportunity to view over
8,000 beautifully displayed marine animals including smiling Beluga
Whales in the Canadian Arctic exhibit.
The tour continues through world-famous Stanley Park, a 1,000 acre
peninsula of rain forest only 5 minutes drive from the city center.
Following the winding seawall past picturesque yacht clubs, historic
totem poles and the Brockton Point Lighthouse with its view of the
pulsating tidal waters of the Inner Harbour, the arch of the Lions Gate
Bridge frames the snow capped Lions Peaks beyond.
Continuing, the tour enters the forest at Prospect Point, exits at the
tidal flats of English Bay and arrives at sandy Sunset Beach. This tour
includes stops along the way to see the breathtaking totem poles, and
other scenery.
Cost: $45.00 per person
Attenance: Limited to 42 people.

VANCOUVER FASHION EXTRAVAGANZA AT JC STUDIOS
Time: 1:30 p.m. - 5:00 p.m.
Board bus at 1:20 p.m.
Shop like a celebrity at Vancouver’s own JC Studio, an exclusive 5000
square foot designer’s studio & boutique located in the up-and-coming
False Creek industrial area and a favourite spot of Vancouver’s savviest
uptown fashionistas.

REGISTER ONLINE: WWW.LES2007.ORG

Owned and operated by acclaimed Vancouver based designer, RozeMeri
Cuevas, the designer’s signature Jacqueline Conoir Collection is an
infusion of strength and femininity, classic tailoring with modern detailing.
The coveted line continues to produce coveted ranges from corporate to
edgy suiting, and new additions of casual and street wear. She has
secured exclusive wardrobe contracts with entertainment and media
personalities, and her collections are seen regularly in feature films.
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Arrive at the studio and enjoy a premium and exclusive experience.
Guests may enjoy a glass of champagne with a selection of sumptuous
hors d’oeuvres or a specialty coffee with dessert, as they are free to
browse the racks of sleek, ready-to-wear clothing ranging from casual
wear to office looks to evening wear available in sizes 0-12. Professional
stylists assist guests with their selections, ensure that the clothing is
altered to a perfect fit, and offers advice on the latest trends and ways
to accessorize the perfect outfit. A spacious, private change room area
with oversize mirrors and top-notch lighting contribute to a pleasant
shopping experience.
* Please note: this studio only offers clothing in North American sizing 0-12
Cost: $90.00 per person (apparel purchases optional)
Attenance: Limited to 42 people.

TUESDAY, OCTOBER 16
CANYONS & MOUNTAINS SIGHTSEEING ADVENTURE
Time: 10:00 a.m. - 3:00 p.m.
Board bus at 9:50 a.m.
This exhilarating tour commences with a brief drive through world
famous Stanley Park with the glorious Rose gardens and the waterfowl
floating on Lost Lagoon. The park is exited via the Lions Gate Bridge
arching over the entrance to Vancouver’s Inner Harbour. This picturesque bridge is one of the two connections between the city proper and
its neighboring residential / recreational playground of the mountain
sloped North Shore.
The tour continues into the Capilano
River Canyon where it stops at
the Capilano Suspension Bridge where
you can walk across the world’s
longest suspension footbridge swaying
230 feet above the white water in the
gorge below. After traveling across
this suspension bridge, you can have
an opportunity to walk with the birds
along a connection of seven smaller
suspension bridges linked to the
trees. The highest bridge here is
90 feet high and towers over
guests below.
Arriving at the base of Grouse Mountain, participants board the “Super
Skyride.” This aerial tramway will whisk the guests up an unforgettable
“five minute mile” close to the 4,000 foot peak of Vancouver’s highest
mountain. Absorb the spectacular 360 degree view, take in the unique
Theatre in the Sky audio visual show “Born to Fly” or marvel at the
display of quaint tree trunk carvings.
Cost: $90.00 (tour and transportation)
Casual dining options are available at Capilano and Grouse Mountain.
Attendance: Limited to 42 people.

ALL FEES ARE IN U.S. DOLLARS
DRESS CODE FOR EDUCATIONAL SESSIONS IS
BUSINESS CASUAL.

SPORTS
EXPLORE VANCOUVER!

WEDNESDAY, OCTOBER 17, 2007
SILK ROAD ADVENTURES
Time: 10:00 a.m. - 2:00 p.m.
Board bus at 9:50 a.m.
Come explore North America’s second largest Chinatown.
Visit the world-renowned Dr. Sun Yat-Sen Classical Chinese Garden.
Constructed by artisans from China for Expo 86, the Garden is an
extraordinary place of peace and tranquility in the heart of the city.
The first authentic classical Chinese garden ever built outside of China,
the garden uses man-made and treasured natural elements to create
a human interpretation of the
natural world.
Following a guided tour of the
garden, embark on a walking tour
of colourful Chinatown. Vancouver’s
Chinatown which includes markets
with many varieties of fresh and
dried seafood and mushrooms.
You’ll also find inexpensive houseware and traditional Chinese
medicine. The tour concludes with
a traditional Dim Sum luncheon.
Cost: $115.00
Attendance: Limited to 80 people.

GRANVILLE ISLAND MARKET & SHOPS
Time: 10:30 a.m. - 2:30 p.m.
Board bus at 10:00 a.m.
Located on the south side of False Creek under the Granville Street
Bridge, Granville Island’s Public Market, with its festive atmosphere
and street entertainers, offers fresh produce, seafood and meats along
with flower shops and an ethnic food fair. Guests will have time to
browse the shops and stroll through the market.

LES 5K FUN RUN

Cost: $30.00

Time: 6:30 a.m.

Attendance: Limited to 42 people.

Cost: $30.00

TUESDAY, OCTOBER 16

TENNIS
Time: 1:00 p.m. (board bus at 12:30 p.m.)
Cost: $75.00
The annual Tennis Tournament will resume this year at the Grant
Connell Tennis Centre. Don’t miss the chance to win the cup!

ALL FEES ARE IN U.S. DOLLARS

REGISTER ONLINE: WWW.LES2007.ORG

The run will depart from the Pan Pacific Hotel and follow the Seawall at
water’s edge through one of Vancouver’s newest downtown residential
areas, Coal Harbour, where you can experience Coal Harbour’s condos,
marinas and shops and views of the North Shore mountains and
Vancouver’s crown jewel, Stanley Park and continue to the turn-around
at the Vancouver Rowing Club in Stanley Park. On the return, your run
will capture some of the best views of Vancouver’s downtown and
the Port of Vancouver.
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REGISTER BY JULY 31 TO SAVE!

ACCOMPANYING PERSONS’ SCHEDULE
SUNDAY, OCTOBER 14

6:00 p.m. - 10:00 p.m.

5:00 p.m. - 6:00 p.m.

NETWORKING RECEPTION &
DINNER

NEW MEMBERS’ RECEPTION
Waterfront Ballroom Foyer, Fairmont

Vancouver Exhibition and Convention Centre

6:00 p.m. - 8:00 p.m.

TUESDAY, OCTOBER 16

WELCOME RECEPTION

6:00 p.m. - 7:30 p.m.

Pan Pacific Atrium

INDUSTRY SECTOR RECEPTIONS

MONDAY, OCTOBER 15
8:30 a.m. - 10:00 a.m.

ACCOMPANYING PERSONS’
BREAKFAST
Hosted by Alicia Baum

Vancouver Exhibition and Convention Centre

10:00 a.m. - 3:00 p.m.

*CANYONS & MOUNTAINS
SIGHTSEEING ADVENTURE
Board bus at 9:50 a.m.

12:00 p.m. - 1:45 p.m.

WEDNESDAY, OCTOBER 17

*LUNCHEON WITH KEYNOTE
SPEAKER AND AWARDS

10:00 a.m. - 2:00 p.m. with lunch,
or 9-1 without lunch

Vancouver Exhibition and Convention Centre

*SILK ROAD ADVENTURES

1:00 p.m. - 5:00 p.m.

*VANCOUVER AQUARIUM /
STANLEY PARK
Board bus at 12:50 p.m.

1:30 p.m. - 5:00 p.m.

Board bus at 9:50 a.m.

10:30 a.m. - 2:30 p.m.

*GRANVILLE ISLAND MARKET
& SHOPS
Board bus at 10:20 a.m.

*VANCOUVER FASHION EXTRAVAGANZA AT JC STUDIOS

6:30 p.m. - 11:00 p.m.

Board bus at 1:20 p.m.

Vancouver Exhibition and Convention Centre

GALA DINNER AND RECEPTION

*Registration and additional fees required.
See Registration Form.

HOTEL INFORMATION

REGISTER ONLINE: WWW.LES2007.ORG

LES is pleased to hold the 2007 Annual
Meeting at the Vancouver Convention and
Exhibition Centre:
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999 Canada Place
Vancouver, British Columbia
Canada V6C 3C1
LES is offering hotel accommodations at two
unique properties for the 2007 LES Annual
Meeting, The Fairmont Waterfront Hotel and
The Pan Pacific Hotel. Reservations for both
locations are available exclusively through
Advance Group, the official housing bureau
for the LES 2007 Annual Meeting. Please be
sure to take advantage of the special hotel
rates available for the LES Annual Meeting,
beginning at just CAD $259 per night, by
contacting the Housing Bureau.

To make your reservation, go to
www.LES2007.org and click Hotel Reservations.

IMPORTANT INFORMATION
The deadline for the LES group rate is
September 12, 2007. However, rooms are
expected to sell out early. Please make your
reservation online as soon as possible. All
hotel prices are quoted in Canadian Dollars,
per room, per night. Rates are subject to an
additional 10% hotel tax and 6% GST.
Please note that all room rates are based on
either Single/Double Occupancy per room per
night. Third (3rd) and Fourth (4th) persons are
at an additional cost per person per night.

Deposit and Cancellation: A deposit equal to
one night’s room and tax is required by each
hotel via valid credit card or Canadian Money
order payable to Advance Group. This deposit
must accompany the hotel reservation form in
order to secure your room reservation and is
not refundable for reservations cancelled
after September 16, 2007.

QUESTIONS?
Advance Group
Suite 101, 1444 Alberni Street
Vancouver, BC, Canada V6G 2Z4
Phone: 604-688-9655, ext 1
Email: LES2007@advance-group.com
www.LES2007.org

REGISTRATION INFORMATION
Please take a moment to review the following information to avoid delays in processing your registration.

PAYMENT

Registration fees are based on LES membership
categories. Your membership must be current
and processed before you may receive the
member registration rate.

Full payment must be received with your
registration form. Make checks payable to
LES or charge your registration to American
Express, Visa, MasterCard or Diners.

Not an LES member? Learn more about
LES membership. Call 703-836-3106 or
visit www.LESmembership.org.

Registrations without complete payment will
not be processed. Purchase orders are not
accepted.

The Registration Fee includes the following
items for each Registrant:

METHODS OF REGISTRATION

• Educational Sessions on Monday, Tuesday
and Wednesday
• Welcome Reception on Sunday
• Reception and Dinner on Monday and
Wednesday
• Industry Sector Receptions on Tuesday
• Tech Fair on Tuesday (separate cost to
exhibit, please see exhibit prospectus)
• All continental breakfasts, luncheons and
coffee breaks (as indicated in the program)
In addition, the Registration Fee covers the
following for ONE Accompanying Person:
• All Continental Breakfasts
• Welcome Reception on Sunday
• Reception and Dinner on Monday and
Wednesday

Please choose only one of the following methods
to register for the LES 2007 Annual Meeting:
Via the Internet
To register online go to www.LES2007.org and
process your registration electronically.
By Fax
Complete the registration form with credit
card payment and fax it, 24 hours a day, to
703-836-3107.
By Mail
Send your completed registration form and
payment to:
Licensing Executives Society
(U.S.A. and Canada), Inc.
1800 Diagonal Road, Suite 280
Alexandria, VA 22314
Phone: 703-836-3106

• Industry Sector Receptions on Tuesday

In Person On-Site

Licensing professionals may not attend as
accompanying persons. Accompanying
Person refers to a personal relationship, not
a business associate or colleague.

If you are unable to register on or before the
September 30 advance registration deadline,
register at the On-Site LES Registration Desk
at the New York Marriott Marquis during the
following days/times:

Registration Form Completion
• Print or type and complete all sections of
the registration form.
• Use one form per registrant. For additional
registrants, photocopy the form as needed.

• For the Add-On Seminars, please indicate
your session choice and include correct
payment.

ADVANCE REGISTRATION DISCOUNTS
Registration forms submitted via mail must be
postmarked on or before July 31 or September
30 to qualify as advance registrations and
receive the discounted rates. Registrations
submitted via fax or the internet must be
date/time stamped by 11:59 p.m. Eastern
time on July 31 or September 30.

Meeting Web Site - www.LES2007.org

SPEAKER PRESENTATIONS
Speaker presentations will be posted for
downloading from the meeting Web site in
September, subject to availability. All
registrants will receive a password in their
Registration Confirmation email to access
the materials.

REGISTRATION LIST POLICY
By registering for this meeting, you agree
that LES may maintain your name and employer
information completed in this form (“information”), as necessary, for its activities including
that LES may publish the information on its
website and in a list of registrants available
to LES members and to meeting attendees.
Reproduction of the list of registrants is not
authorized and its use for general mailings or
similar purpose, including use as a general
mailing list for invitation to functions at LES
meetings not specifically authorized by the
LES or as a general mailing list for business
solicitations, is prohibited. If you do not wish to
have your name and organization published on
the Web site, please check the appropriate box
on the Registration Form.

QUESTIONS?
Call the LES office at 703-836-3106 if you have
questions regarding:

• Saturday, October 13, 4:00 p.m.-7:00 p.m.

• Registration

• Sunday, October 14, 7:00 a.m.-7:00 p.m.

• Program or Workshop Content

• Monday, October 15, 7:00 a.m.-6:00 p.m.

• Membership

• Tuesday, October 16, 7:00 a.m.- 7:00 p.m.

• Sponsorship

• Wednesday, October 17, 7:15 a.m.-5:00 p.m.

• Tech Fair

• Thursday, October 18, 8:00 a.m. - 5:00 p.m.

CONFIRMATION
All registrants will receive written confirmation/
receipt of registration via email.

BADGES
For those attendees registering in advance,
badges and registration materials will be
available for pick up at LES Registration
Desk located in the Vancouver Convention and
Exhibition Centre.

REGISTRATION LIST
Advance registrations received on or before
September 30 will be included in the meeting
Pre-Registration List. In an effort to better

Hotel Reservations - LES is pleased to offer
preferred accommodations at two unique
properties for the 2007 LES Annual Meeting,
The Fairmont Waterfront Hotel and The Pan
Pacific Hotel. Reservations for either location
are available exclusively through Advance
Group, the official housing bureau for the LES
2007 Annual Meeting. Please be sure to take
advantage of the special hotel rates available
for the LES Annual Meeting, beginning at just
CAD $259 per night, by contacting the Housing
Bureau at +1-604-688-9655, ext 1. Hotel rates
are only valid until September 12, 2007 on a
space available basis. See www.LES2007.org
for hotel information details.

REGISTER ONLINE: WWW.LES2007.ORG

• Tickets are issued for educational sessions.
Please make sure to select the Workshops
you would like to attend on the Registration
Form. Tickets are collected at the door of
each workshop

facilitate networking opportunities, LES will
publish a list of registered attendees and
organizations on the meeting Web site prior to
the meeting. Check the Web site often and
register early.

REGISTER BY JULY 31 TO SAVE!

REGISTRATION FEES
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ANNUAL MEETING REGISTRATION FORM
REGISTER BY JULY 31 TO SAVE!

REGISTRANT INFORMATION - Please complete both pages. Please type or print the following information, as it should appear on badge:
Name:

Nickname for Badge:

Title:

Phone:

Organization:

Fax:

Address:

E-Mail:

City:

State/Province:

Accompanying Person:

Zip/Postal Code:

Country:

Accompanying Person’s E-mail:

Is this a new address? ❏ Yes ❏ No ❏ Please check here if you have a dietary requirement or disability which requires special arrangements. An LES staff
person will contact you.

PLEASE CHECK ONE INDUSTRY SECTOR

❏ Consumer Products
❏ Energy, Chemicals, and Materials Industries
❏ Health Care

❏ High Technology
❏ Industry/University and Government Laboratory Transactions

SESSION SELECTION
Please assist us in providing the best educational experience by registering for one workshop in each time slot.
Tickets will be provided upon arrival at the meeting and collected at the door for each session. Registrants with tickets will receive priority seating.
Monday 2:00 p.m. - 3:15 p.m.
❏ 1-A Biomedical Devices - Licensing Out to a Concentrated Market
❏ 1-B Chemicals, Energy and Materials - Global Warming: Is It a Licensing Opportunity?
❏ 1-C Health Care - Capitalizing on Momentum: The Case of Anacor and Schering Plough
❏ 1-D Health Care - All Aboard the Early Stage Train! Merck’s Recent Experience with
Early Stage Licensing
❏ 1-E Health Care - New Target Collaborations: Risk and Reward Sharing
❏ 1-F Health Care - A Case Study in Negotiating the Securitization of a Patent Royalty Stream
❏ 1-G High Tech - Avoiding Pitfalls in Agreements with Overseas Suppliers
❏ 1-H High Tech - Leader of the Pack: How BellSouth Made Financial Headlines…
❏ 1-J High Tech - In re Nuijten and Its Impact on the Software, Internet and E-Commerce Industries
❏ 1-L International - Licensing Opportunities in British Columbia: The Olympic Games and
High Technology
❏ 1-P IUGT - Best Practices in Evaluation and Protection of Intellectual Property in Government Labs
❏ 1-Q IUGT - A New Model for Sublicensing
❏ 1-R Legal - Top 10 Court Decisions of 2007 Affecting Licensing
❏ 1-S Valuation and Taxation - Real World License Agreements at Work
Monday, 2:00 p.m. - 5:00 p.m.
❏ PDS 202 (IAM STRATEGY) Cyber-competitive Intelligence

REGISTER ONLINE: WWW.LES2007.ORG

Monday 3:45 p.m. - 5:00 p.m.
❏ 2-B Chemicals, Energy and Materials - Business Model Dynamics: Industrial Biotechnology
❏ 2-C Health Care - Global Collaboration: Adding China, Europe, and International Markets…
❏ 2-D Health Care - MedImmune v. Genentech: Will it Forever Change Licensing?
❏ 2-E Health Care - Biotech Real Life Stories
❏ 2-F Health Care - Playing Larger than Your Size: Out-licensing & Out-Partnering
❏ 2-G High Tech - Digital Rights Management and Its Challenges for Licensing
❏ 2-H High Tech - Leveraging the Latent Value of Your Software Assests
❏ 2-J High Tech - Software as a Service
❏ 2-K High Tech - Freedom to Operate 2007: Consumer and Computer Products
❏ 2-P IUGT - Strategies for Systematic Marketing of Academic Biomedical Intellectual Property…
❏ 2-Q IUGT - Maximizing Patent Protection for Licensing in the Changing Patent Landscape
❏ 2-R Venture-Funded Patent Enforcement: Structure and Effect of These New Deals
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Tuesday 2:00 p.m. - 3:15 p.m.
❏ 3-A Biomedical Devices - Creating Your “Deal of Distinction”: Lessons Learned…
❏ 3-B Chemicals, Energy and Materials - Adapting and Competing in the Nanotech Marketplace
❏ 3-C Health Care - Launching a New Era in a Successful Alliance
❏ 3-D Health Care - Understanding the Psychology of Asset Valuation
❏ 3-E Health Care - Key Product License Provisions involving Drug Delivery Systems Technology…
❏ 3-F Health Care - How Does Potential FDA Regulation Impact Licensing in the Diagnostic
Industry?
❏ 3-G High Tech - Patent Cross-Licensing
❏ 3-H High Tech - Which Card Will You Play?
❏ 3-J High Tech - Tighten Your Assets: Patent Quality vs. Quantity
❏ 3-K High Tech - Adapting and Competing in the Nanotech Marketplace
❏ 3-P IUGT - Masquerading as MTAs: Contemporary Terms and Strategies for MTA Negotiations
❏ 3-R Legal - Shining Light on Patent Litigation (What, When, How, Why and Gotchas), Part I

Tuesday 2:00 p.m. - 5:00 p.m.
❏ PDS 205 (LICENSING) Dreadful Drafting
Tuesday 3:45 p.m. - 5:00 p.m.
❏ 4-B Chemicals, Energy and Materials - Trade Secret Protection and Management
❏ 4-C Health Care - A New Model for Biotech Incubation
❏ 4-D Health Care - Building the Businesss Development Function from the Ground Up…
❏ 4-E Health Care - Value-Based Licensing: How to Successfully Address the Assault of
Global Pricing…
❏ 4-F Health Care - Licensing in an Increasingly Hostile Environment
❏ 4-G High Tech - Practical Licensing Issues in Standards Setting for Digital Rights
Management
❏ 4-H High Tech - Provisional Patent Rights: How to Use Them and How to Protect
Against Them
❏ 4-J High Tech - The Community Patent Review Project
❏ 4-P IUGT - Roundtable Discussion: SBIR Innovations: From Lifestyle to Lifeblood
❏ 4-Q IUGT - Roundtable Discussion: Novel Approaches to Difficult Issues in Technology
Transfer
❏ 4-R Legal - Shining Light on Patent Litigation (What, When, How, Why and Gotchas), Part II
Wednesday 2:00 p.m. - 3:15 p.m.
❏ 5-A Biomedical Devices - Why Can’t We Just All Get Along? Overcoming Issues…
❏ 5-B Chemicals, Energy and Materials - Intellectual Capital Management at Dow Chemical…
❏ 5-C Health Care - Global Vision: A New Look at Global Deal Assessment
❏ 5-D Health Care - Understanding the Regional Differences in Dealmaking
❏ 5-E Health Care - New Trends in Biotech: Pharma Alliance Agreements
❏ 5-G High Tech - Digital Asset Management and Licensing: Deriving Value from Your
Organization’s Content
❏ 5-H High Tech - Creating Seismic Shock in Corporate Boardrooms
❏ 5-L International - Resolving International Licensing Disputes through Arbitration, Part I
❏ 5-M International - Early Access Agreements in Pharma
❏ 5-N International - Pitching the Technology: The Dos and Don’ts of Selling Your Technology
❏ 5-O International - Canadian S&T Program I
❏ 5-P IUGT - University/Government Intellectual Property Management in Emerging Economies
❏ 5-Q IUGT - It Takes a Village to Commercialize a Technology
❏ 5-R Legal - Embracing Global Alliances to Gain Expertise
Wednesday 2:00 p.m. - 5:00 p.m.
❏ PDS 204 (NEGOTIATION) Strategies for Successfully Negotiating Complex Transactions
Wednesday 3:45 p.m. - 5:00 p.m.
❏ 6-B Chemicals, Energy and Materials - Roundtable: Playing the Licensing Game in China
❏ 6-C Pharmaceutical Licensing from Japanese Companies: To Be Continued?
❏ 6-D Health Care - Canada/U.S. Pricing and Market Access Issues for Pharmaceuticals
❏ 6-G High Tech - Designing an IP Portfolio for Out-Licensing
❏ 6-L International - Resolving International Licensing Disputes through Arbitration, Part II
❏ 6-M International - Privacy and IT Outsourcing - A Healthcare Perspective
❏ 6-N International - Copyrights in the Business World
❏ 6-O International - Canadian S&T Program II
❏ 6-P IUGT - What’s New with Proprietary Information Agreements
❏ 6-Q IUGT - No More Handshake Collaborations between Biotech and Industry…
❏ 6-R Legal - Conducting License Negotiations with Companies in the Far East
IUGT - Industry, University and Government Laboratory Transactions

LES 200 ANNUAL MEETING • OCTOBER 14-17, 2007 • VANCOUVER CONVENTION AND EXHIBITION CENTRE • VANCOUVER, BC
Please complete both pages.
E-Mail:

REGISTRATION FEES
Check appropriate registration categories and compute totals for each.
Registrations without complete payment will not be processed. Purchase
orders are not accepted. Your membership must be current and
processed before you may receive the member registration rate. After
September 30, please bring your registration form with payment to the
meeting registration area at the hotel.

MAIN REGISTRATION
On/Before July 31
Member
Non-Member*

❏ $1,695

❏ $1,925

August 1 September 30

October 1 and later/
On-Site

❏ $2,025

❏ $2,125

❏ $1,795

❏ $1,895

❏*Attached is a completed membership application to qualify me to
sign up for the member rate.

ALL FEES ARE IN U.S. DOLLARS
METHOD OF PAYMENT
*LES reserves the right to charge the correct amount if different from
the total payment listed above.)
❏ ENCLOSED IS MY CHECK, drawn on a U.S. bank, in U.S. funds,
made payable to the Licensing Executives Society (U.S.A.
and Canada), Inc.
❏ CREDIT CARD:
❏ MasterCard ❏ Visa ❏ AMEX ❏ Diners Club
(If registering with credit card via fax, please do not mail
original form.)

REGISTER BY JULY 31 TO SAVE!

Name:

Name on Card:
Credit Card Number:

OPTIONAL FUNCTIONS
Registrants will need to pay the Main Registration fees shown above when signing
up for any of the optional functions: add-on seminars, sports, and tours.

Exp. Date:

ADD-ON SEMINARS

Cardholder Signature:

Sunday, October 14
__ Add-On 1: Open Source Biotechnology and Ambush Marketing
(AM only) (Stand alone registration available) . . . . . . . . . . . . . . . . . . . .$150
__ Add-On 2: Anatomy of Late Stage Deals - 2nd Annual Practical
Tutorial for Licensing Road Warriors (Full Day) . . . . . . . . . . . . . . . . . . . .$250
__ Add-On 3: IP Evaluation Tools and Methodologies in the Real World
(Full Day) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$250

REMITTANCE INFORMATION

__ Add-On 4: An Introduction to IAM and Technology Licensing (Full Day) .$250
__ Add-On 5: Working with SSOs and Utilizing Technical Standards
(PM only) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$150
Thursday, October 18
__ Add-On 6: Ask the Experts: Valuation, Taxation and Pricing Issues with IP
(AM only) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$150
__ Add-On 7: Creating and Leading a World Class Licensing Office
(Full Day) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$250
__ Add-On 8: The Business of Aging: Staying Young While Growing Older
(Full Day) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$250
__ Add-On 9: Techniques for Negotiating International Research and
License Agreements (PM only) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$150
SPORTS
Fun Run/Walk . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .___ @ $30
Tennis Tournament . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .___ @ $75

Tuesday, October 16
Canyons & Mountains Sightseeing Adventure . . . . . . . . ._____ @ $ 90 = ____
Wednesday, October 17
Silk Road Adventures . . . . . . . . . . . . . . . . . . . . . . . . . . . ._____ @ $115 = ____
Granville Island Market & Shops . . . . . . . . . . . . . . . . . . ._____ @ $30 .= ____
Monday, October 15, Keynote Address and Awards Luncheon
__ Watts Wacker, FirstMatter LLC (Accompanying Person fee only) . . . . . . .$50
. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .TOTAL PAYMENT: $ ____________*
*LES reserves the right to charge the correct amount if different from the total payment
listed above. All fees are in U.S. Dollars.

For more information: Call 703.836.3106 Fax 703.836.3107
LES OFFICAL USE

AM07-001

Date _____________________ Acct. # ______________________

LES CONFERENCE POLICIES
Cancellation Policy: ALL CANCELLATIONS MUST BE RECEIVED IN WRITING.
All refunds are subject to a $100 cancellation fee. All registration fees, including
tickets to optional events and no-shows, are non-refundable after September
14, 2007. If registrant is unable to attend, another person may substitute upon
written request. Please note that fees are not transferable to another LES meeting.
Accompanying Person Policy: The annual meeting registration fee covers both
the registrant and ONE accompanying person. Accompanying persons may attend
continental breakfast and evening social functions only, not lunches. Licensing
professionals may not attend as accompanying persons. Accompanying person
refers to a personal relationship, not a business associate or staff colleague.
Registration List Policy: By registering for this meeting, you agree that LES may
maintain your name and employer information completed in this form (“information”),
as necessary, for its activities including that LES may publish the information on
its Web site and in a list of registrants available to LES members and to meeting
attendees. Reproduction of the list of registrants is not authorized and its use for
general mailings or similar purpose, including use as a general mailing list for
invitation to functions at LES meetings not specifically authorized by the LES or
as a general mailing list for business solicitations, is prohibited.
❏ I do not consent to have my name and organization published on the meeting
Web site, available exclusively to LES members and meeting attendees.

REGISTER ONLINE: WWW.LES2007.ORG

TOURS
Monday, October 15
Accompanying Persons’ Breakfast . . . . . . . . . . . . . . . . . ._____ @ N/C = ____
Vancouver Aquarium / Stanley Park . . . . . . . . . . . . . . . . ._____ @ $ 45 = ____
Vancouver Fashion Extravaganza at JC Studios . . . . . . . ._____ @ $ 90 = ____

Return this form along with
payment to:
Licensing Executives Society
(U.S.A. and Canada), Inc.
1800 Diagonal Road, Suite 280
Alexandria, VA 22314
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MEET THE ANNUAL MEETING SPONSORS

GOLD LEVEL

SILVER LEVEL

BRONZE LEVEL
SM

SM

COPPER LEVEL

Statement on Sponsorship and Promotion
Licensing Executives Society (U.S.A. & Canada), Inc. does
not permit: (1) sponsorship of private functions conflicting
with any scheduled Society event, or (2) public promotion of
any private function occurring during the meeting, unless
explicitly authorized by the Board of Trustees.

SAVE THE DATE!
LES USA/Canada

2008 LES
Spring Meeting
May 4-7, 2008, Chicago
“Licensing without Borders”

1800 Diagonal Road, Suite 280
Alexandria, VA 22314-2840 USA
Tel: (703) 836-3106 • Fax: (703) 836-3107
www.usa-canada.les.org

SPONSORS

The Licensing Executives Society (U.S.A. and Canada), Inc. would like to thank the following sponsors for their
generous support of the 2007 Annual Meeting (Sponsors listed as of 4/15/07):

