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1. Welcome & Introduction

2. Identifying partners

3. Identifying benefits

4. Evaluating opportunities

5. Shape your opportunity 

Workshop schedule



TODAY’S EXERCISE

Identify collaboration / partnership opportunity

1. Describe scenario and opportunity 

2. Identify partners

3. Identify the benefits

4. Evaluation of opportunity



1. Identify an opportunity for 
engaging with an external partner

Describe a scenario where you / academics you work with have identified an 
opportunity to partner with an external stakeholder

THINK ABOUT:

• How? The full range of possible institutional partnerships 
with an organisation –e.g. R&D, Collaborations, 

Teaching and Learning, Co-Location, Internships etc.

10 mins



Identifying Partners
A key success factor in UBC is finding the right people to work with



Who could 
collaborate?

Academics



COOPERATING ACADEMICS | WHO INITIATES COOPERATION



Themselves or business mostly initiate UBC 
according to academics

University management and internal intermediaries

BUS: Proactively approach academics, directly where possible, 
potentially through employees who are alumni

ACAD: Proactively approach potential partners or through your TTO/KTP

Knowledge Transfer Professional (KTPs): Help academics in their efforts to engage, 
encourage them to re-connect with alumni, 

support new connections through targeted introductions

COOPERATING ACADEMICS | WHO INITIATES COOPERATION



ACADEMICS | YEARS WORKING in HEI vs. AMOUNT OF COOPERATION

1
 =

 “
N

o
t 

a
t 

a
ll

” 
to

 1
0

 =
 “

To
 a

 l
a

rg
e

 e
xt

e
n

t”
…



THE ‘UNIVERSITY EFFECT’? 
Years working at the HEI negatively impacts 

academics cooperation with business

BUS: Look at early-stage researchers 
and industrial PhDs

ACAD: Start early, it’s easier

KTP: Try to support early-stage researchers 
to collaborate (whilst they are still new to the university)

ACADEMICS | YEARS WORKING in HEI vs. AMOUNT OF COOPERATION
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ACADEMICS | YEARS WORKING IN INDUSTRY vs. AMOUNT OF COOPERATION

Source: Davey, T., Meerman, A., Galan Muros, V., Orazbayeva, B., Baaken, T., (2018). State of University-Business 
Cooperation in Europe, European Commission, www.ub-cooperation.eu/img/finalreport2018.png



“THE UNDERSTANDING EFFECT” 
The longer an academic has worked in industry, 
the more they collaborate (even just 6 months)

ACAD: Work in industry / externally for at least 6 months 
before commencing your academic career

BUS & KTP: Seek out academics who have worked in
industry for a period of time
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ACADEMICS | YEARS WORKING IN INDUSTRY vs. AMOUNT OF COOPERATION



13

1
 =

 “
N

o
t 

a
t 

a
ll

” 
to

 1
0

 =
 “

To
 a

 l
a

rg
e

 e
xt

e
n

t”
…

ACADEMICS | YEARS WORKING IN UBC vs. AMOUNT OF COOPERATION

Source: Davey, T., Meerman, A., Galan Muros, V., Orazbayeva, B., Baaken, T., (2018). State of University-Business 
Cooperation in Europe, European Commission, www.ub-cooperation.eu/img/finalreport2018.png



“THE EXPERIENCE MULTIPLIER”?
The longer an academic work in UI collaboration, 

the more they collaborate

ACAD: It gets easier the longer you do it

BUS & KTP: Seek out academics who already 
have UBC experience and build around them

14

ACADEMICS | YEARS WORKING IN UBC vs. AMOUNT OF COOPERATION



COOPERATING ACADEMICS | DIFFERENT TYPES OF COOPERATION

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiahei



Academics who collaborate, 
do so in multiple activities

ACAD: Seek to cooperate in multiple ways 
with the same partners

BUS & KTP: Support them to cooperate 
in multiple ways

COOPERATING ACADEMICS | DIFFERENT TYPES OF COOPERATION



COOPERATING ACADEMICS | DESIRE TO CONTINUE COLLABORATING

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiahei



Cooperating academics overwhelmingly want to 
maintain or increase cooperation with industry

ACAD: Once you start, the benefits 
become more obvious and accessible

BUS & KTP: Build around those academics who already 
undertake UBC and engage them as champions

COOPERATING ACADEMICS | DESIRE TO CONTINUE COLLABORATING



“One thing many PhD students have in 
common is dissatisfaction. Some describe their 
work as “slave labour”.

“There is an oversupply of PhDs. Although a 
doctorate is designed as training for a job in 
academia, the number of PhD positions is 
unrelated to the number of job openings. 
Meanwhile, business leaders complain about 
shortages of high-level skills, suggesting PhDs 
are not teaching the right things. The fiercest 
critics compare research doctorates to Ponzi or 
pyramid schemes.”

- The Economist

POTENTIAL COLLABORATORS



PhD students are presently underutilised

ACAD: Seek to connect externally at 
the start of your PhD process

BUS & KTP: Focus on PhD students? 
Embrace and support them and get them engaged 

as they need a ‘tribe’ or ‘home’

(Industry, entrepreneurship or societal PhDs)

POTENTIAL COLLABORATORS



The UBC Champion

PROFILE OF THE 

“ACADEMIC
COLLABORATOR”



With whom should 
you collaborate?

Business



BUSINESS | Who initiates UBC?

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiabus



| The company themselves (or government or academics) 
mostly initiate UBC according to businesses |

Make it easy to identify appropriate academics, 
encourage them to connect through government programs and alumni*, 

support new connections through targeted introductions

BUSINESS | Who initiates UBC?



COOPERATING BUSINESS  | DIFFERENT TYPES OF COOPERATION

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiabus



Business who collaborate, 
do so in multiple activities

ACAD: Seek to cooperate in multiple ways 
with the same partners

BUS & KTP: Support them to cooperate 
in multiple ways

COOPERATING BUSINESS  | DIFFERENT TYPES OF COOPERATION



COOPERATING BUSINESS  | R&D PROFILE

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiabus



Business who collaborate, 
collaborate with other business in R&D

ACAD: Seek to cooperate with companies
who undertake own R&D and R&D collaboration

BUS & KTP: Identify businesses that already undertake own R&D and 
business2business R&D as potential partners

COOPERATING BUSINESS  | R&D PROFILE



BUSINESS | Number of collaboration partners

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiabus



| Businesses collaborate with multiple universities |

Seek cooperation with companies already collaborating 
(at other universities ☺)

BUSINESS | Number of collaboration partners



BUSINESS | Size of collaboration partner



| All size businesses can cooperate in different ways |

Tailor the offer to the company you are dealing with

BUSINESS | Size of collaboration partner



BUSINESS | Business that collaborate…

Source: Davey, T., Plewa, C., Meerman, A., Galan Muros, V., (2019). State of University-Business Cooperation in 
Australia, https://www.ub-cooperation.eu/index/australiabus



| Businesses who collaborate, want to continue and are ‘net promoters’ | 
| Those that don’t are very negative about R&D with universities 

but…(global) would consider it given the right conditions |

Support existing collaborators to continue to cooperate
Get them to promote collaboration to other businesses

Approach non-collaborator targets to cooperate 
(and manage their expectations)

BUSINESS | Business that collaborate…



PROFILE OF THE 
“BUSINESS COLLABORATOR”

PROFILE OF THE 

“BUSINESS 

COLLABORATOR”

• Seek companies already 

collaborating 

(at other universities)

• Build relationships, rather than 

transactions because good 

relationships last

• Support academics and 

businesses to continue to 

collaborate

• Create the right conditions for 

them to collaborate



2. Identify Partners

THINK ABOUT:
• Who? Academic and (business) partners

Describe the academic partner(s) and why they are a good fit

Describe the business partner(s) and why they are a good fit

10 mins



Identifying Opportunities -
Tools and Case Studies 



Tools for finding partners and collaboration opportunities 

Match-making events Intermediary services Online platforms and  tools

✓ Effective in starting a 
dialogue to better 
understand challenges 
and expertise

✓ Allow for informal 
connections to be made 
who usually might not be 
matched 

х Can limit amount of and 
the diversity of participants 

х Don’t always find match

✓ Access to cutting edge 
research and experts

✓ Ability to scout and 
directly contact scientists 
and research group 
leaders 

х Issues around IP protection 
and sharing information

х Software alone cannot 
always determine good 
matches

✓ Central point of access 
and strong relationships

✓ Can provide support with 
ideation and negotiation

х As impartial services, it can 
be difficult to adequately 
assess opportunities 

х Service is dependent on 
networks



AIMday – Uppsala University
Sweden 

AIMDay & UU collaboratively find novel approaches to real-world challenges.
AIM Day and Uppsala University (UU) co-create favourable conditions for continued cooperation between 

external organisations and academia. 

How it works:

• Representatives from the private & public 

sector raise specific questions to form the 

meeting agenda. 

• UU matches these requests with the academic 

expertise at their disposal. 

• UU provides each participant with a 

personalised schedule.

Benefits:

• Researchers and academics better understand external 

organisations’ real needs & how these can impact and 

benefit their research and teaching. 

• External organisations gain access to the latest research, 

technologies and methods in their field of interest.

• External organisations directly address their challenges 

during the discussions. 



How it works:
• For researchers, IXA provides full cycle 

support; from business development, 

finding partners and legal support to 

drafting, negotiating and finalising 

collaboration agreements. 

• For companies, IXA assists in the creation 

of research partnerships, sponsoring 

research projects and setting up strategic 

alliances.

Benefits:
• Researchers: get connected with 

partners and receive support from 

matchmaking to finalising agreements

• Companies: gain facilitated access to 

specialised expertise and cutting-edge 

facilities

IXA offers the expertise of grant advisors, 

business developers and legal experts to assist 

in setting up collaborations between 

practice–based researchers and industry.

Innovation Exchange Amsterdam
The Netherlands 

IXA helps researchers make an impact 

& guides companies and non-profits in 

collaborations. 



An intelligent digital partnering platform connecting university research with industry R&D.

How it works:

• Universities and R&D focused companies gain 

access to over 6,000 R&D companies and available 

research projects, respectively. 

• R&D companies and universities algorithmically 

match based on their research interests & projects. 

• IN-PART introduces universities and R&D companies  

to each other, and discussions for potential 

partnerships initiate.

Benefits

• Research institutes gain qualitative feedback 

on their research directly from industry decision-

makers, increasing their technology 

commercialisation potential. 

• Companies get free access to IN-PART’s direct 

relationships (or paid premium scouting 

services) with world-leading academics and 

universities’ technology transfer teams.

IN-PART
United Kingdom 



Reflection

How would you find / match with potential partners?



What are the benefits and 
challenges?



Academics rating who gets 
the most benefits from 
UBC

Businesses rating who gets 
the most benefits from UBC

Are academics’ and businesses’ 
motivations fulfilled?

1

2

3

4

Students

Business

HEI

Academics

1

2

3

4

Students

HEI

Business

Academics



Everyone ideally benefits

Joint R&D
project ... For the business

• Not translated into business 
language

• No support for implementation
• No time to manage it

... for the academic
• Research still results need to be 

turned into publications
• Results are potentially less 

publishable

Activity Output

Align 
interests

Pre Outcome Impact

Support outputs to get turned 
into outcomes and impact

Research 
into use

Reputation

Reputation
Products & 

services

Publication

New 
research 
insights

KT valley 
of death



Key Challenges



3. Identify Benefits and Challenges

THINK ABOUT:

Describe the benefits for the academic and business 
collaborators and challenges to the collaboration

10 mins



How will you decide if you should 
pursue this opportunity?

Looking at different 
collaboration levels



Levels of Collaboration - PARTNERSHIP STAIRWAY MODEL

STRATEGIC 
PARTNERSHIPS

LINKAGES

INTERACTIONS

AWARENESS

COOPERATION / 
COLLABORATION / 

ENGAGEMENT

Number / regularity of 
collaboration

Random / planned

Formal / informal

Short / medium / long-term

Analytical / operational / 
tactical / strategic

Stakeholder

Pause / desist       

C
o

m
m

it
m

en
t

Time to develop

Singular act Reciprocal act Reciprocal 
development

Joint act Joint development

No interaction Random interactions Planned / ongoing 
interactions

Working together Partnership

Informal Informal Informal / formal Formal Formalised commitment

No activities Initiation of short-term 
activities

Short- / medium-term Medium- / long-term Long-term

Analytical / 
informational

Analytical / 
informational

Operational Tactical Strategic

Prof. Laboratory Prof. Laboratory Prof. / Laboratory / 
Dean / Faculty

Dean / Faculty Rectorate / University



Tools for evaluating opportunities at different levels of collaboration

• Account  Management framework

• Tool to prioritise opportunities 

Tool to assess potential of university research 
for technology commercialisation:

Approach for evaluating a specific 

opportunity that comes your way or you 

want to pitch for

Faculty / Sector Level

Project Level - Technology
Project Level – Collaboration 

Opportunity 



Faculty /Sector level : General account management framework 

Can be used for 

• Identifying opportunities 

and collaborations 

across a specific sector 

or Faculty 

• Identifying potential 

strategic partnerships

Identifying Capabilities 

Market Scanning 

Business development & Relationship Building 

Opportunity Identification 

Opportunity Evaluation

Pursue Opportunity: Proposal, bid, discussions

Contracting & Negotiation

Delivery 

Monitoring & Evaluation

Strategic

Operational

Tactical



Faculty /Sector level: Tool for Prioritising Opportunities 

4. Assess and prioritise

opportunities as a team 

to identify key targets 

and determine next 

steps  

3. Identify business 

potential e.g. number of 

companies, profiles, 

previous experiences with 

UBC 

2. Identify key sectors 

/ market segments 

e.g. in your region

1. Identify internal 

capabilities and 

competencies 

Aligning capabilities and markets Prioritisation of opportunities and potential 

Food 
Technology

Nutrition ICT Material 
Science

Humanities Social 
sciences 

Agriculture High Med High Low Low High

Retail / Trade … …

Chemical 

Mining 

Food / Dairy

Government 

No/ Size of 
companies

Level of 
needs

Accessibilit
y

Experience

Many, 
Sm / large

HiSm / 
large

Accessable
Exp. Mngt.

Low

Priority Company Target Driver 
Responsible

High Improve process
Mental heatlh

Partnership 
office

Source: Baaken, Science to Business Marketing Research Centre (2017)

UNIVERSITY PRIORITIES CONFRONTATION MATRIX



Project Level: Tool for Assessing technology potential – TechAdvance

How can we identify and further develop
the technology projects that are more likely
to be successful in the commercialisation
process?

No/Stop/Wait/Go back
Stage 1: Choosing which
opportunities to pursue

Stage 2: Choosing the way to 
pursue (exploit) the chosen 

opportunities

Stage 3: Answering the question, 
how much is it worth?

Stages of Technology Evaluation
Source: 2003, Valuation & Pricing of Technology-BasedIntellectual Property, Razgaitis



Components of and Opportunity Assessment Tool

1

2

3

Model to position assessed technologies

Criteria to be assessed

Stage-gate concept



Technology 
potential

People

Market 
attractiveness

Procedure for 
assessing the 
potential for key 
personal to work in a 
partnership and to 
maximise the benefits 
of knowledge transfer

Procedure for assessing the innovation 
/ technology potential for the research 
project

Procedure for assessing the 
market potential

Source: Baaken et al (1989)

Integrating Frame (3D Positioning Model)1



Criteria to be assessed2

B1 The technology has both current 
and future uses

B2 The project is unique 
B3 …

C1 The project team has 
commercialisation 
skills

C2 The research team 
has proven to work 
well as a team

C3 ….

A1 The project has clear identifiable 
and quantifiable benefits 

A2 The project has distinct competitive 
advantage

A3 …..

Source: Heslop et al (2001)

Technology 
potential

People

Market 
attractiveness

Procedure for 
assessing the 
potential for key 
personal to work in a 
partnership and to 
maximise the benefits 
of knowledge transfer

Procedure for assessing the 
innovation / technology potential 
for the research project

Procedure for assessing the 
market potential



Evaluation as part of stage gate process

Provides:

• Quality control

• Resource control points 
where the allocation of 
resources can be redirected

• Marker for action-planning 
the new development stage

Source: Ehmke  C. Boehlje M.

Higher evaluation score required as the project passes each stage

3



Project Level: Evaluating opportunity

Go/No go
Scoring opportunity – is the return worth 

the investment, likelihood of success

Why Us
Do we have the capability, capacity, track 

record or ley relationships?

Type/Format
What areas does it involve? e.g. grants, R&D, 

education

Opportunity
What is the opportunity or challenge?

• To support in determining importance, 

benefit and capability for pursuing an 

opportunity

• Understand requirements and identify 

key people to support or lead

• Have a uniform approach for qualifying 

opportunity, to support decision-making 

and prioritisation

• Develop clear measures or criteria for 

success – e.g. funding value, strategic 

alignment or potential, multi-disciplinarity 

Consider potential benefits to all stakeholders



Reflection

What are some common tools or frameworks that you 
work with at the University of Melbourne when pursuing 

collaboration opportunities?



4. How do you evaluate your 
opportunity?

- Evaluating your opportunity: What are the steps you will take (or 
have taken) to determine if this opportunity is worth pursuing?

- What information do you require to assess your opportunity?



Shape your opportunity
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I believe there is an 

opportunity with/to...

Which benefits the 

industry partner 

by/through...

Benefits academics

by/through...

The expected outcome is

…

Our value proposition is...

I expect resistance 

from…
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To get this moving, 

the first thing I will 

do…

In the next 3 – 6 

months I will …

Within the next 12 

months, I will 

have…

Within 3 years, I 

have achieved…



When you get back to work, what is
one thing you can do to make a 

change?



University Industry Innovation Network B.V.
Science Park 400, 

1098XH Amsterdam,

The Netherlands


