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INTRODUGTION

OUR GOALS

-> To strengthen the dialogue between French Technology Transfer Offices and innovative
healthcare companies

-> To propose concrete solutions to improve technology transfer

France BIotecn's

U Understand the conditions under which technology transfers are carried out

Ul Provide TTOs feedback from companies
e C n O O gy ra nS e r U Identify points of improvement and propose a dynamic for progress
|<. Ll Be a source of proposals to promote partnerships with French public actors

OUR WORK

= The observatory, 2" edition in 2020

= Development of a toolkit via sub-working groups




Jur survey presented a Set of a0 questions

SME/mid-sized innovative

companies in healtn Technology Transter Offices Large Groups (LG)
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LICENSING AGREEMENTS

cadlings, satisfaction and 10
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SUCCeSS factors and difficulties/ challenges

KEY SUCCESS FACTORS

Quality of the

Quality of licensed
il eI BN Ease or access (o

protection the researcher's
Know-now

CHALLENGES

What impacts ?

. . Lo A lack of information by the 0
An increase in nc?go.hth?n. company on development plans 0% Availability of the other party
time and difficulties in raising and/or business plans
funds

Significant gap between the two /9% Financial h9%
parties on the perception of the conditions .

asset’s value

[0}
- Financial conditions 42/3 Direct interlocutor 079
O - Interlocutor unfamiliar with licensing with no real g
agreements and IP negociation mandate

LICENSING AGREEMENTS

How to overcome them?
Benevolent dialogue and

pedagogy
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Ine terms and conditions of negociation

LICENSING AGREEMENTS

SUPPORT
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...were accompanied

2018
55% of SME

They were accompanied by:

0% 61% W SME ® TTO
’ 43%
H .=
An intellectual A lawyer Other

property advisor

THE INTERLOGUTORS

... of the company:

CEO
90%
Lawyers BUSINGSS
50% Dev
30%
... of the TTO:
Lawyers
Business 86%
Dev Valorization
1% manager

30%

According to the SMEs, in 60% of cases,
there was more than one interlocutor on the
TTO’s side (3 in average).

THE NEGOCIATION MANDATE

Company’s mandate

TTOs' perceptions are
aligned with the scope
of mandate

TTO’s Mandate

@

Perceived by SMEs as
narrower than in reality




£lements of negociation

THE CONSTITUENT ELEMENTS

TTOs consider having asked

Business Plan | |
for them in 91% of cases, while

[BP] SME consider having provided
them in 50% of cases

DUE DILIGENCE

50% of SME and 100% of LG

declare that they have performed due diligence

TTOs report having provided them in
26% of cases, while SMEs report having
received them in none of the cases

Gomparables

TOD 3 of due diligences performed

LG

* Study of freedom of
use of assets

* Study of the strengths
of patent applications

* Audit of the quality of the
generated experimental
data

+ Audit of the quality of the

generated experimental
data

+ Study of patentability/

Study of freedom to
use assets

+ Study of the strengths

of patent applications

Term-sheet

SMEs report having provided them in 70%
of cases, while TTOs report having
received them in only 13% of cases

TTOs reported providing them in 66%
of cases, while SMEs reported
receiving them in 43% of cases

2018

Idem



Ine renegotiation

FACTS
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18% of SMEs have renegotiated
their agreements at least once in
the last two years

REASONS

Change in corporate strategy
Raising funds for the company

Financial difficulties of the company

RENEGOCIATED TERMS

| Direct operating expenses
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LICENSING AGREEMENTS

SPension of negociations
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WH

INITIATED

SUSPENSION?

Ind

strial Partners

e SME
Management
1O
20% 60%

REASONS

Change in corporate strategy
Raising funds for the company
Financial difficulties of the company

Market developments and competition

Jlagreements

for 290 agreements
signed, i.e. 10%

TERMS DISCUSSED

EEJ Exclusivity fees
Strategy management
Scope of operating areas



LICENSE PROFILE

GENERAL SATISFACTION

Among the licenses signed over the last 2 years, the OF TTO
proportion between first-time CEOs and CEOs
experienced is balanced

TOTAL NEGOTIATION TIME

FUC ~ S There is no difference in the total duration of
negociations if the agreement is led by a first-time CEO
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BUSINESS PLAN

GEOS First-time CEOs provided a Business Plan in only 38% 73 With experienced
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Lonsortium Agreement

How many agreements ?

SME : Nearly half of the SMEs (44%) have concluded a
consortium agreement (beetween 1 and 2 agreements
per SME)

LG : In contrast, almost all of the large groups (86%)
have concluded at least one agreement (between 1 and
2 agreements per LG)

The TO of the agreement

No common definition of TO emerges, either by
Large Groups or by SMEs

Single representative

A single representative is present in 50% (LG) to
65% (SME) of cases during the negociation of the
consortium agreement

Signing process

The average duration of the signature process is
around 1 month, compared with 2 to 3 months for
Large Groups

Nevertheless, Large Groups are satisfied with this
time frame

GONSORTIUM AGREEMENTS

Total negotiation time and satisfaction

Large Groups E;;'

.Y . N . Y. .Y . . Y.
CC CC CC CC
Median Median

The average total duration of negotiations varies greatly, with an average of
almost 2 years of negotiation according to the Large Groups

- OO OO+ 0
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F]a"e i geS Direct interlocutor with no real negociation mandate /

Financial conditions




(5000 practices and recommendations

FACILITATE ACCESS AND EXCHANGE OF INFORMATION

TTO
- Facilitate access to benchmarks, generalize the use of templates on different types of agreements and adapt them
- Setting up and supplying a clear Term-Sheet and sending it out before a contract is drawn up

SME: systematic provision of the Business Plan and an asset development plan

FACILITATE DISCUSSIONS AND INTERACTIONS

« Limit the number of interlocutors, reduce deadlines through more frequent interactions and reduce signatures times
+ Evaluate performance in terms of response time and finalization of the agreement

+ Dialogue and benevolence during discussions

« Support of entrepreneurs during negotiations (lawyers). Identify competent lawyers to accompany them

 If necessary, bring independent serial entrepreneurs who are experts in the sector

TO PROMOTE BETTER KNOWLEDGE OF THE PRACTICES AND CHALLENGES OF EACH SIDE

» Early communication of TTOs practices and standards (licensing policy and track record)
Setting up training courses for a better understanding of the stakes of each party

For first-time CEOs: standards for the negociation of licenses and collaboration agreements, training courses on
entrepreneurship and business issues for researchers, setting up mentors for first-time entrepreneurs (experienced CEOQOSs)

10



bontacts

france
biotech

biotech Imedtech |e-santé 1A
LES ENTREPRENEURS DE LA HEALTHTECH

Catherine Porta
Partner, Head of Biotechnologies
+33 (0)6 18 47 14 49

Franck Mouthon
Chairman
franck.mouthon@france-biotech.org

cporta@kpmg.fr
Cédric Adens
Partner, Life Sciences
Olivier Chabanon +33 (0)6 13 25 08 62
Director General cadens@kpmg.fr
+33 (0)1 88 33 46 80
\% olivier.chabanon@france-biotech.org Frangois Delrot
Senior Manager, Intrapreneur Healthtek
v +33 (0)6 10 29 61 26
‘& y fdelrot@kpmg.fr
Chloé Evans Valérie Charrier
Head of Market Research and International Manager Marketing
Relations +33 (0)6 24 88 48 35
+33 (0)6 64 41 80 39 vcharrier@kpmg.fr

chloe.evans@france-biotech.org

france-biotech.fr kpmg.fr
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WIth the participation of -

Hervé Ansanay
AXLR

Xavier Apolinarski
SATT Paris Saclay

Katya Ascher
McDermott Will & Emery

Pascale Augé
INSERM Transfert

Nora Benhabiles
CEA

Philippe Berna
Ministére Finances

Mustapha Berri
INRA

Marc Bonneville
Institut Merieux

Corinne Borel
CEA

Nacer Boubenna
INSERM Transfert

Isabelle Buckle
Institut Pasteur

Alexandra Carrel
Cabinet Carrel

Frédéric Cedrone
Lysogene

Cyrille Chapon
SATT Ouest Valorisation

Maylis Chusseau
AST Innovations

Celine Clausener
IDF Innov

Alain Clergeot

Mikael Contrastin
SATT Paris Saclay

Loic Courtot
Bioaster

Jean-Christophe Dantonel

Ministere Finances

Yvonnick David
SATT Ouest Valorisation

Ophélie de Dreux Breze
LEEM

Emmanuelle Deponge
Go Capital

Stéphanie Depoutre
Innov’Péle Santé CHU de Toulouse

Marc Derive
Inotrem

Tara Duong
APHP

Sonia Falourd
Bpifrance

Alexandra Fieux Castagnet
Servier

Marco Fiorini
Ariis

Jeanne Gaubert
SATT Lutech

Alexis Genin
ICM Institute

Catherine George
Ipsen

And also..
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Stéphanie Geret
CEA

Philippe Gesnouin
INRIA

Celia Hart
Supernova Invest

Sophie Jullian
Pulsalys

Marc Kowalczyk
Cellprothera

Stéphanie Kuss
Réseau Curie

Benoit Labarthe
APHP

Clémentine Lamarre
Bpifrance

Pierre Launey
Inatherys

Emmanuelle Le Coz
CNRS Innovation

Chloé Leprétre
Servier

Olivier Maizou
AXLR

Romain Marlange
Institut Imagine

Amaury Martin
Réseau Curie

Rosalie Maurisse
Bpifrance

Pierre Emmanuel Meynard
Lavoix

Johanna Michielin
CNRS Innovation

Yannis Morel
Innate Pharma

Jean-Frangois Morin
Bpifrance

Franck Mouthon
Theranexus

Linda Nait-Kaoudjt
Institut Pasteur

Philippe Nerin
AXLR

Carole Neves
Biotech Studio

Gaston Nicolessi
Toulouse Tech Transfer

Noémie Pellegrin
INSERM Transfert

Isabelle Pelletier-Bressac
Attleva Conseil

Delphine Puertolas
Toulouse Tech Transfer

Pascale Ribon
Bpifrance

Philippe Roussel
CHU Lyon

Franck Teston
SATT Ouest Valorisation

Lise Tourneux-Ravel
La Sorbonne

Barbara Van Doosselaere
La Sorbonne

Jeanne Volatron
Everzom
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