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IP valuation does not require complex models or external experts for every decision. In particular
for mid-sized companies, it is important to realize that there are shortcuts toward decent estimates
which do not require expensive expert advice.

Start by creating an overview of the core IP assets that support revenues, differentiate your
product(s) or provide competitive barriers, most notably patents, trademarks, designs and trade
secrets. Then select a valuation method which is easy to apply for a quick minimum value for
early-stage estimates or internal prioritization, such as the cost approach (historical or
replacement cost). Refine by application of income-based methods for selected IP which
generates or can generate cash flows, particularly discounted cash flow methods based on
in-house data. A structured approach based on both estimated legal strength and expected cash
flows can further refine the result while keeping costs low. Cross-check with available market
data such as industry royalty rates or comparable transactions, where available. The outcome is a
practical value range that may be less precise than a full expert valuation, but is obtainable at
much lower cost. Update this range periodically and present it to management in simple
dashboards linked to product lines or strategic goals. In this way IP moves from a pure legal cost
center to a visible financial and economical asset that guides resource allocation and risk
assessment.

The same “light” valuation approach may directly support key commercial discussions. In licensing
negotiations it provides a defensible royalty range and clarifies the IP’s contribution to the licensee’
s expected profits, strengthening both outbound and inbound deals. When seeking investment or
preparing funding rounds, a practical valuation shows investors that intangible assets possess
measurable value beyond the balance sheet. In M&A processes it helps close valuation gaps by
quantifying non-core licensing potential, supports purchase-price allocation and helps prioritize
due diligence efforts regarding ownership, remaining term and enforceability on the highest-value
IP assets. By embedding these practical valuations into routine decision making, companies obtain
a useful management tool that aligns IP strategy with licensing opportunities, capital raising and
exit planning, without excessive cost or complexity.



