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strategy intent &
resource allocation
(goals)

supply architecture &
capability and platform
development

supply products
& service

=/

Fulfilling these needs is done through e :
. . . . Marketing: what product or service
continuous innovation in the product do you want?
development process. (explicit knowledge)

Source: 4th generation R & D, Miller and Morris, 1999.

(tacit knowledge)
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This puts the research activity in direct
. . . . i What product
communication with customers in a supply capability or service do
development

process of mutually dependent learning you want ?
(explicit knowledy
Pt

development customer

v
M
i

supply architecture
& capability and
platform

developmen

supply products
& service

that supports discontinuous innovation.

Marketing: what capability do you want? (tacit knowledge)

Source: 4t generation R & D, Miller and Morris, 1999.
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Source: 40 generation R & D, Miller and Morris, 1999.

CEO
COO

CINO
CKO

89



91

The New Organi zati on
—

COO
Chief

CEO
Chief
executive officer

AA

CKO
Chief

A

operating officer

external structure

Manufacturing

Sales

Service

Short term strategy

Strategy Business Units

Product development
---- R&D

Technology transfer

activity

Marketing

knowledge officer

employee competence

A A 4
CINO Finance
. Cth'ef - Knowledge engineering (KE)
[nnovation officer Knowledge infrastructure

Internal structure engineering (KIE)
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R&D nar
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» Cross-functional team for know-how based biotech companies

Source: 4t generation R & D, Miller and Morris, 1999.
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Distribution of Responsibility for The Management of Intangible Assets

Source: 4th generation R & D, Miller and Morris, 1999.
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(2) Technology organization
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(1) Average Market & Technology

(2) risk-adjusted Net Present Value, INPV

rNPV (Stewart 2001)

4
@
() 58 5%
2.9
(i) 2.9 60% 5%
35% 1
(i 18 8
FDA 10
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90

300
1500
100
150
FDA 160
2 3
(©
g .
rV =PR,-  CiR,/R
i=0
rv (risk-adjusted value)
P
Ro
Ri
Ci
Ro/Ri
10 x20% 2
CiRo/Ri
90 x20%/20% 9 0
300 x20%/30% 2 0 0
1500 20%/67% 4 50
100 x20%/30% 6 7
150 x20%/67% 4 5
FDA 160 x20%/81% 4 0

890
v 2 890 1 9 1

(d)

(net present value, NPV)
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IRR Internal Rate of Return
(discount rate)

(risk-adjusted Net Present Vaue, rNPV)

'NPV = NPVPR, - § NPVCIR /R

i=0

NPvPRo 2340
nPvCiRo/Ri 550
rNPV 2340 550
1800
3 (option pricing model)
Black-Scholes 1997

Chapter 7
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IP
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D IPprotection Licensing
IP management activity
——Amgen 2001
40 8
Amgen
Amgen
Amgen
Amgen
Amgen
Amgen

1989 FDA Amgen  Epogen
2001 21 10.5%
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Pharmaceutical Corp.
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Johnson & Johnson
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