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Basic Knowledge

• IP is territorial
• Basic thought #1: how many of my products do I need to sell in order

to earn the money that I need for protecting it?
• Start with a budget over time
• „Protect Your Blue Ocean“ IP Filing Tactics: Market – Competitors –

Purpose
• ABC triage of countries
• 20/80 Pareto Principle: 1-2, 6, 30 countries
• Example: market strategy and GDP
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IP is Territorial

• There are roughly 190 countries in this world (check Wikipedia)
• Each country has its own patent, trademarks and design laws
• There is one single link between 178 of these countries: the Art. 4 Paris Convention 

priority right
• There are very few true regional IP rights, e.g. for the European Union and for the USA. 

These regional rights often co-exist with national rights

Each country/region has ist own application, prosecution, grant, and renewal regime. That
means that each country/region comes with its own costs.

Think like a dog that marks its territory
No-brainer: file in your home country
Foreign countries: „You cannot pee at every tree“: proper planning is required

www.ip-lawyer-tools.com



Start with an IP budget over time and 
synchronize that with your business plans
• IP = Cost of Sales. IP does not produce income by itself (almost never)
• Basic thought #1: how many of my products do I need to sell in order

to earn the money that I need for protecting it?
• A rule of thumb is that you spend 2% - 5% (initially 25%) of the total 

product innovation costs into IP, followed by 1% - 2% of the ongoing
revenues

• Comparison: your marketing costs are often 20% - 30% of the
revenues
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„Protect Your Blue Ocean“ IP Filing Tactics: 
Market – Competitors – Purpose

• No brainer: file in your home country
• Market-driven IP filing: file IP where your targets are
• Filter #1: Competitors-driven IP filing: file IP where your competitors

are located
• Filter #2: Purpose-driven IP filing: file where you are able to use your

IP. Criterias that often play a role: enforcement, licensing, selling to
governments. Check out my course: 

„17 Motives for Filing Patent 
Applications“
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Budgeting: ABC Triage of Countries

Class A (the no-brainers): your home country, and the country of your
biggest market, if that is not your home country
Class B (must-have): the most important 6 countries
Class C (model „deep pockets“): as many countries that you can afford after 
having done class A and Class B, but less than 30 countries

20/80 Pareto Principle for 150 countries:
20% of the countries = 30 countries provide 80% of the effect of IP
20% of 20% of the countries (= 6 countries) provide 80% of 80% (= 64%) of
the effect of IP
20% of 20% of 20% of the countries (= 1.2 countries) provide 80% of 80% of
80% (= 51%) of the effect of IP
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Patent Filing Criteria „Target Market“

home

#1 market
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