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Ari: This is Ari Kaplan, and I'm speaking today with Chris Kave, founder of Aurora 

North Software, a software and services provider offering IP solutions and Intapp 

products for law firms. Chris, can you start by telling us about your background 

and the genesis of Aurora North Software? 

Chris: About fifteen years ago, I was working at one of the top IP law firms in the 

world. My group was developing leading edge business and technical solutions 

for our practitioners. We wanted to use technology to give them a edge in how 

they served their clients. Patent and trademark prosecution could be really tricky, 

you're talking about creating patents, and pushing them through a statutory ap-

plication, or prosecution process. It can be really risky. The writing of patents is 

truly an art, and ensuring that their composition represents the invention while 

also providing the maximum protection for the client is critical. 



In addition to working with the patent office to ensure clients had the most de-

fensible patents, and staying in constant contact with those clients, we were also 

working with foreign associates — our external, non-US attorneys, distributed 

globally. It was mastering management of all of this that laid the foundation for 

Aurora North. Today, we have an amazing team of IP practice experts, focused 

on enabling IP firms and high performing practices achieve the same results. 

Ari: Why has patent and trademark prosecution become so important in the cur-

rent economic climate? 

Chris: Two things to consider. The first is scale. America’s IP alone is valued at 

almost $6 trillion. That’s larger than most national economies.  

The second is scope. The nature of business today is such that it’s ideas and oth-

er intellectual assets that really form the crown jewels of so many business enter-

prises, and merit tremendous investment, security and protection. 

Ari: How, specifically, does Aurora North Software help its users execute to 

achieve some of those goals? 

Chris: We do it in multiple ways. We have built software and services that take a 

best practices approach for managing requirements for the prosecution process 

and automate that into a repeatable, yet very client-service driven workflow.  

We offer the ability for practitioners — those that write the patents and perform 

that art of defining the invention, and the many staff that support them — to 

work efficiently and effectively.  

We also allows organizations to attain a key, critical advantage — the adoption of 

a  paperless process. It allows firms to help create tasks and organize execution 

in a way that's free of geography, in a way that allows the best qualified and 

most efficient resource to execute each task. Our system also allows firms to look 

at how they're working and make adjustments, refinements and improvements. 

As you start to see things like CLOC and other organizations that are out there 

really looking to standardize how firms and corporate legal departments function 

in the context of each other, we want to support that, and our software allows 

them to standardize and scale service delivery.  



Ari: You mentioned the many details that firms can access. What kind of analytics 

can organizations generate by tracking their patent and trademark prosecution? 

Chris: Several important categories. The first is — historically within an IP environ-

ment, a typical lawyer draws from as many as eight or ten systems as they work 

to generate their document work product for their clients. So to even begin to 

think about analytics, organizations must first connect distributed information.  

We’ve done with a platform that consolidates and presents detail in context, inte-

grating financial, document management, docketing and other repositories. So 

that as practitioners and staff come to do their work, they're provided with the 

right information, at the right time — right at their fingertips. 

Building on that, we deliver analytics that surface new insights and visibility. This 

means tracking the entire prosecution process centrally. And not just the 

“actuals” of performance, but also the idea of budgeted time, so you're able to 

see how much different types of functions within this patent process are taking. 

And it extends beyond internal processes to include external trends such as met-

rics about specific patent examiners and their turnaround time. Taken together, 

this all allows attorneys and clients to make more informed decisions not only 

about the likely cost and time required for a specific patent, but also to anticipate 

what type of language might help a patent flow easier through the process. 

Then you can look much more strategically. For example, taking a patent portfo-

lio and comparing it to the overall portfolio trending that exists at the patent of-

fice to see how your client's portfolios are moving against other businesses and 

concepts in that same sector. It really is a big piece of the pie. It's an opportunity 

for the combination of technical, tactical process to help aid attorneys in educat-

ing their clients as to how this prosecution process might evolve. 

Ari: What specific items should law firms evaluate to determine whether their cur-

rent prosecution processes are sufficient? 

We always start our conversation with what we call “catalysts.” Prosecution is 

driven by statutory requirements from the patent office, meaning there’s a de-

fined set of standards and repeatable processes, regardless of size of firm. We 

start by understanding your current approach, challenges, goals and opportuni-

ties. And we work to map a solution specifically designed for each firm. 



We look at things like what are your outside counsel guidelines? How are you 

looking differentiate yourselves from competition, through options such as quick-

er client reporting? Are you looking to process foreign associate invoices faster?  

But the key for any firm is to consider their big picture goals. Because taking an 

existing process, if it’s bad, and just automating it, is a recipe for a bad outcome.  

We have an extensive set of software solutions and approaches we can apply. 

We like to look not only at overall process efficiency and goals in areas like ana-

lytics, but also consider how firms want their attorneys and clients to experience 

the process as a whole. And because we have this rich experience, not only build-

ing and implementing IP software, also but in actually managing the execution 

side and daily activity of a law firm, we bring a unique perspective to this arena.  

It’s because of that history and perspective that we’ve also invested in creating 

an industry working group to support the conversation among professionals real-

ly looking seriously at improving the IP practice. We call it the Innovative Practic-

es Forum. It’s near and dear to my heart, as it’s something I wish existed when I 

was working on the practice side, particularly the cross-functional dialogue and 

understanding that fosters. The group meets regularly across the country, bring-

ing together CFOs, IT Directors, prosecution practitioners, docketing managers, 

and other roles across the organization.  We’re really pleased by the reception 

that initiative has received and the growing levels of participation in it from firms. 

Ari: Chris, thanks so much for speaking with me today. 

Chris: Happy to. Thank you, Ari. 

For more on Aurora North Software  

visit: www.auroranorthsoftware.com 

For information about the Innovative Practice Forum  

see: www.innovativepracticeforum.com 
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