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Open Innovation and Multi-Party Negotiations (*English Program)
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Toshifumi Futamata (Research Member, Policy Alternatives Research Institute, Tokyo University)
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Nobuaki Kimura (Patent Attorney (Benrishi), Infort patent firm)
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Yutaka Yamanaka (Doctor of Engineering, Senior Manager, Standardization Promotion Department, Corporate
Technology Division, NEC Corporation)
Stan Yukevich (VU YV « 73— Z —AEEFEER#ELFEET A#ED)

Stan Yukevich (Attorney at Law at Morrison & Foerster LLP)
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In the age of 10T, open innovation requires more dynamic innovation inside and outside the company than ever
before. Negotiation is an essential skill for realizing corporate strategy and business strategy, and in this year’s training,
trainees will practically study negotiation through roleplay with the theme of multi-party negotiations in particular,

while making use of several example teaching materials (consortiums, standardization groups, M&A).

3. ZI3EH4E Objectives to reach
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Be able to compose a negotiation team, create concrete methods of preparation, make a negotiation scenario on

your own initiative as part of actual work, and put them into practice in actual negotiations.

4. ZEXRFE Target participants
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This is targeted at administrators or leader-class people of business divisions, R&D divisions, new business
development divisions and IP/legal divisions handling negotiations with overseas partners.
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As this is an English course, it assumes a level of English that will enable the student to understand the lectures and

participate in the debate. However, there is no particular need to be fluent in English.



5. Z#M—E Teaching material list

No. s ZA bV - Bl fIsE S AHV - B
121 | Bim#Ed | ;kitfe 747 4 22 4 thO AR A3 %5 2 AR DVD Bk 4 0 < % H 2K 4 1D R
Long case | ~ARYEALICI T HHRIMEY | MIREK (AAR), R | L%, 2 tHFENIAW & 28ESHETOF]
DHEIE ~ s — K (BA). 7 | ERLERELETES,
Next Generation Video Disc AF L o T 4 IV
Strategy ~ of Consensus | A 73 =— CKH),
Forming in Standardization-- VX T =ARH
A (BA)
122 | ERBRS | €74 Y 7 P OEEL~IE | 25
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Short i~
Casel Standatdization of Video Soft
Format-Strategy of Consensus
Forming in Standardization--
123 | HEfmEHS | FEHERR DVB 125 < | B BRI T2 SV Tk ks OFE (L & Je~ D
2 AR BX, DVB 7nv=7 MIRITDH WG H#
Short Hypothetical based on DVB, a . V—F—v v ZWEEREELS
Case2 standards body %,
12-4 | FFREM | BEOLGOYHE Librassay, {3 IT DB TER LT R TF—B, AT
3 The Multi-Cornered Table A FINVICHE TS Librassay (23815 5 %
Short T2RIETO/NRT o M= O A E T
Case3 5
125 | JEimAS | M&A 58 3 thO AR EREIEA—T— (HA) ZER LA
4 M&A negotiation Ishvara MedCo. Meiji | & REZEL T 7 & RO 3 FHD M&A 28,
Short Group, Lamb Equity
Case4
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Short ~MESEOBLE N D DR E
Case5 S~
Contact with other companies
in the same industry and
"cartel" - points from the
viewpoint of antitrust law -
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Short ~ 1 o T ®HEMKHHEEE, B A Sy RIGEN OB 2T 5,
Case6 FEDEENE, R T A R~
Case Study for IoT
~ Concrete Strategies and
Policy Guide for the Promotion
and Development of IoT~
12-8 | HimAHS | ZECEFE LR Wi EERUHEELZWDO T L —L T —27 3D,
7 Introduction to  multiparty HHIRU & DB, ZEEERE LB OB
Short negotiations Fr7p &5,
Case7
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English version

Roger Fisher and William Ury,“Getting to Yes” 1981.1991,2010

Harvard Business Review Anthology, Negotiation (2004), “The Wisdom of Triple A Negotiation” Diamond
Harvard Business Review, Diamond Inc., (2005)

Stuart Diamond (2010), “Getting More: How You Can Negotiate to Succeed in Work and Life,” (2012), Shueisha.
Carter Eltzroth, “IPR Policy of the DVB Project”, International Journal of IT Standards and Standardization
Research, 2008 & 2009, available at https://wwwdvb.org/resources/public/documents_site/negative-
disclosure-frnd-arbitration-unless-pool-rules-ok.pdf

Henry Martyn Robert, “Robert’s Rules of Order”  http://www.robertsrules.com/changes11.html
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7. HHEDHETT Progress of training
(1) 1THB 1stday

(DZERIFZRE Preliminary preparation
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Please watch self-study teaching materials (e-learning) and summarize your ideas in a report. No report submission
is required.
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Please read the following educational materials. This material is not covered in the class on the first day, but it is a
case material related to the theme.
- No.3 FifZ#t Short Case 2 [Hypothetical based on DVB, a standards body |
- 1 HADRETE]Y HIT D5 TR OMMBM ZHATETFIW, FPEM ZHATND Z & Zhif
ELTHHEZITWET, £<IT, Nol oW THEHBE—=AT LA ZITWETOT, ERMICTEEZ L
TLIEENY,
Please read the following educational matetials to be picked up in the class on the first day. We will conduct training
with the premise that you are reading the teaching materials. Especially for No.1, role playing will be done, so please
prepare yourselves intensively.
* No.1 Kiff## Long Case [Next Generation Video Disc -Strategy of Consensus Forming in Standardization-
* No.2 Fiffa##4 Short Case 1 [Standardization of Video Soft Format -Strategy of Consensus Forming in

Standardization- |

QU AT

No. T IRk EQDIZEN T BERF ] AT
1 A > hua X7 g Introduction * Nol FEfe#H | il 9053 | =X, KFF,
2 F — AP Discussion within team ['Next Generation | = —/L 7 LA 154y | i
30| A1 (M FEHM 1 H-L/S- | Video Disc -Strategy 15 4y

M) Mock negotiation of Consensus
4 F— L Wik Discussion within team Forming in 15 43
50| B W 2 (MHEFM 2 HM/ S | Standardization—) 154y
I.) Mock negotiation
6 F— L Wik Discussion within team * No.2 JEim#tt 1 10 43
7 B w 3 (C4EHFM 3 HS/ M- ['Standardization of 15 4%
I.) Mock negotiation Video Soft Format -
8 F— L Wik Discussion within team Strategy of 20 43
9 | MiEKWA (£lkRH (74— | Consensus Forming 304y
2) EEEITH) Mock negotiation in Standardization--
10 | #B#E & & & Review / Summary . 45 4y
B 270 9y
(REE)




QFEREE Review

72 L None

(2) 2HBH 2ndday

(DZERIFZRE Preliminary preparation
- 2HADRETIY HIT D FRROMMBM ZHATETFIW, FPEM ZHATND Z & Zhif
&L THHEZRITWET,
Please read the following educational matetials to be picked up in the class on the first day. We will conduct training

with the premise that you are reading the teaching materials.

* No.5 8fmZkt Short Case 4 [TM&A negotiation |

QU AT

No. T FF bt FEhti FIT R ] A HTi
1 | 4> hr &2 = Introduction No.5 Hiff#H# | m—n7 1A MEE | XL ARK,
2 | — AN Discussion within team | Short  Case 4 RIE Stan
3| B Mock negotiation r M&A
4 | FFF/E & ® Review / Summary negotiation |
AEt 180 43

®$ REEFE  Review
T — Mo, AHEZ B U TE PO - A& ), MEEEBITIENLI-VWE] a2 F Lo,
FEHL TS0,

To the post-questionnaire, please summatize and submit the "learning and awareness" gained through this training,

"what you want to do for practical work" etc.



