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Peter Drucker

Today businesses grow 
through alliances, all kinds 
of dangerous liaisons and 
joint ventures, which, by 
the way, very few people 

understand”

“Businesses once grew by one of two ways: 
grass roots up, or by acquisition. In both 
cases, the manager had control. 



What is an alliance?





Source: PWC CEO Study - January 2015



Source: ASAP  4th State of Alliance Management study 2012









Three alliance laws

Source: Ben Gomes-Casseres







Open Innovation, Collaboration and 
Intellectual Property: can they coexist?
Thoughts on how to prepare for a transition
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The increasing importance 
of Open Innovation and 

flexible Alliances

IP as a Building Block 
or Stumbling Block?

IP exploitation in an open setting requires strong protection

Paradox of Openness
Development of which IP together 

and which individually?

Shifting landscapes: Open Innovation and Alliances
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How to reach your goal in a negotiation?
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How to reach your goal in a negotiation?
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Standard protective 
terms & conditions or 
customization?

Are your current OI & IP strategies future proof?

What’s your IP position and why?
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Commercial Behaviour

Changing our attitudes and approach to build 
a strong, mutually beneficial strategy

Legal Response

Stumbling Blocks or Building Blocks?
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InterestsBusiness 
model

IP 
distribution Industry 

Type

Who brings in 
what

Technology 
Life Cycle

Wedding 
Cake Model

What’s next? Factors influencing IP distribution and 
accommodating customization

“You can afford to have no solution, however you can not afford to 
have no criteria” – Flip Vandendriessche
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Different criteria and perspectives on IP

Interests & Multi-Disciplinary 
Contractual Approach

“It’s not just the technology; it’s the business 
model”   --- Cathy Lasser, IBM Research

Spe
cif

ic Joint

Conflicting
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Technology Life CycleWedding Cake Model

Country 
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Different criteria and perspectives on IP
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IP in an Open and Innovation-Driven Business Scenario

Value of the 
other party(s)

Value for the own organization

1. Distribute IP, ref 
Wedding Cake 
Model

2. Shared ownership 
without accounting

Sell IP in 
exchange for 
money, other IP, 
turnover  
guarantee, etc. 
Use or loose.

Sell or license IP 
to third parties. 
Use or loose.

Claim 
ownership IP

Differential & Value Based IP Model to Accommodate Customization
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Lindt & Sprungli
– Selective Sharing suppliers

Pharmacy and Semicon
– Technology development with
competitors

Are your current IP strategies and clauses future proof?

Lego Ideas
– Lego Ideas with fans

Tesla
– Share IP openly
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Lego as Inspiring Business Example

OI & IP: A Business Model should both create and capture value

OI: Inside the box within Lego Business Model & with partners and fans
IP Lego Ideas: Credit as set creator, 1% total net sales, no compensation follow-up products
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2. Open Innovation, Alliances and Intellectual Property do co-exist: 
there is a growing need for innovation-driven and flexible Alliances  
in which creative IP solutions are realised.

3. If you are creative and find ways to use a more Differential & Value 
Based IP Model in Alliances, then IP will become a valuable Building 
Block instead of a Stumbling Block

1 + 1 = 

1.4 + 1.6

Conclusions and take-away
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Questions? Comments! 


