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Workshop Overview:

This workshop will be of interest to those members who provide either consulting services or physical products that embody some unique elements that require protection from competitors.

It is particularly relevant when the theft or plagiarism of those products or services will either undermine your own brand or provide commercial advantage to your competitors.

Through a series of speakers and workshop sessions the whole subject of Intellectual Property Rights (IPR) in relation to the security market will be explored. By the end of the session attendees should be able to clearly articulate:

· What elements of their product or service offer comprise their firm’s Intellectual property

· What is the most appropriate defence(s) for each element of that property

· Legal

· Trade mark

· Copyright

· Patent

· Commercial

· Demonstrable Expertise

· Trusted Advisor

· Bespoke  Delivery 

· How to develop or implement an IPR strategy for your business

· How to leverage your IPR to enhance profitability 

The workshop will be hosted at the Medway Innovation Centre which is the only commercial UK innovation centre specialising in Homeland security.    
Who should attend?

Members with commercial responsibility for their business including owner/managers
SPEAKERS:
Jonathan  Exell : A qualified British and European Patent Attorney and secretary of the Kent branch of the British Computer Society.  Jonathan now works at Williams Powell, a private practice firm of Patent and Trademark Attorneys in central London, where he specializes in IT related Intellectual Property.  His clients range from private individuals and start-ups to multinational corporations. He is the co-author of the recently published book “IT Law, an ISEB foundation” and is also responsible for the Intellectual Property section of the British Computer Society’s foundation examination in IT Law)
Jonathan will talk on:

· Different ways to protect IPR

· Patent
· Patents protect the way that things work. The subject matter of a patent must be novel and inventive (that is, not an obvious modification of what is already known). As well as obvious products such as an IP based security camera this can include , processes (such as a method for preparing a chemical compound).
· Trade Marks 
· Trade marks protect signs which are used to distinguish products or services of traders, i.e. to inform the public of trade origin. E.g. Hoover.
· Copyright 

· This gives protection to prevent the copying of written work particularly relevant to the reports produced on consulting assignments.
Philomena Lavery MBA, BSc Hons, MInstD : Philomena has a clear understanding of the commercial and financial elements of business both from a blue chip corporate perspective and from that of business start-ups and small business. Philomena is currently Director of the Medway Innovation Centre and owner of Veracity Management Consulting. She has been responsible for developing and delivering the Innovation centre on behalf of a public private partnership which includes BAE Systems, Medway Council, the University of Kent, the University of Greenwich and the Royal Bank of Scotland. Prior to this Philomena has held a number of senior positions including Director, International Corporate Development for Nortel responsible for spin-outs and acquisitions. At Cable & Wireless she was Director of Scandinavia, Managing Director, “Electronic Trade Services” (E-commerce start ups) and Business Development Manager  of Mercury Enterprises.  Philomena also worked on secondment with McKinsey & Co.  She has an MBA in Corporate Finance from City University Business School (CASS) and a BSc (HONS) Materials Engineering from Aston University. 
Philomena will talk on:

What are the options when legal protection is not appropriate, effective or applicable? 

· Building a close relationship with your customer to ensure the value of the originator is clearly understood.
· Customise work as much as possible- avoid “boilerplate”

· Look for ways to provide value add for your customer 
· Branding and marketing to build customer confidence/trust/loyalty in your products or services 

