March 9, 2017, 11:00 a.m. – 1:00 p.m.
Strategic planning spring forum: Research with Industry Panel

Moderator:
Jan Twomey, Associate Dean, Graduate Studies, Research, Faculty Success & Professor
Panelists: 
Barbara Chaparro, Professor of Psychology; Director, Software Usability Research Lab 
Debra Franklin, Director of Strategic University Initiatives, WSU Ventures
Paul Jonas, Director of Special Programs, NIAR
[bookmark: _GoBack]Dennis Livesay, Graduate School Dean and Associate Vice President of Research and Technology Transfer 

Takeaways:

a. The benefits of working with industry are many: good for your students, personally satisfying, and contribute to make industry more prosperous.
b. When approaching industry it is most important to understand their needs and challenges. “What can you do for industry?” get to know industry on a personal basis.
c. There are many ways to connect with industry; such as through your former students. 
d. It is important to know what you are good at and stay within that realm.  Don’t commit to do everything and anything.
e. There is a need to catalogue faculty expertise to share on WSU website; a possible format may be the idea of ‘baseball cards’ that is used at other universities.  
f. There is a need for more seminars that are applied and are appropriate for industry; e.g. applied math seminar series.
g. A suggestion was made that there should be a committee or consortia of individuals from campus who regularly deal with industry, to share information and coordinate activities.




Q&A
1. Lighting round (one or two sentences to start off that will define your role on panel) your name, affiliation, your role at WSU as it relates to working with industry

e.g. Jan Twomey, Ass Dean Engineering, I connect industry to engineering faculty by mapping industry needs with faculty expertise.

· Dennis – Dean of the Graduate School and Associate VP of RTT, which processes all grants and industry contracts 

· Barb – faculty member that directs an applied research lab with lots of experience working with industry; over 100 contract projects; with companies such as Microsoft, Google, Honeywell, Coca-Cola, & Dell….


· Debbie – Strategic Initiatives, economist with WSU ventures, assist with technology-based economic development, NSF ICORP, SBA FAST, JumpStart, Robotics, etc. 

· Paul – 35 years leading commercial and military programs – Lots of contacts and experience working with industry/government by way of NIAR 

2. Why should anyone be interested in working with industry and what would I get out of it.

· Barb – student training (they will work in industry upon graduation); variety of work enhances portfolio and aids in teaching

· Dennis - Bring in more money, diverse portfolio of funding sources (spread risk). Also, the work can be very gratifying

· Paul – Opportunity to learn, understanding of how business make money and opportunities to be a part of the process… and sometimes you get paid for it.

· Debbie – engagement with industry enables the university to be responsive to market needs and helps regional firms to be more competitive in global markets.  An opportunity to operationalize the academic disciplines to add or retain jobs in our community.  




3. From your experience what are your top 2 Tips for making contact with industry
· Paul	1) Be recognized as someone who can deliver.    2) So very important to understand what they need (how it is used, why it is needed, when it is needed, etc.) 

·  Barb (1) use your student network (2) have an elevator pitch on what you can do for them

· Debbie: (1) If the company is large, the R&D topics for external engagement are listed on website.  Review these lists and identify needs that are compatible with research expertise and interest. (2) Connect with the companies “technology scout” – some firms have a separate scout for university engagement. It is important to have a good one-page bio that highlights your value add that is tailored to the specific target company. 
 
· Dennis:	(1) Be flexible. It’s not what you do, but what they need.   (2) Pay attention to deliverables. Industrial funding comes with a much higher expectation of meeting intermediate goals and deadlines

Follow-up question to Debbie -  How can people make contact with the industries that are locating on campus? 


· Debbie: It is important to have a good one-page competency profile that highlights your value add that is tailored to the specific target company.  Do your homework and know where the company is making their greatest profit and areas of strategic importance.  These are areas where they will most likely invest.  


4. What comparisons can be made in writing proposals and doing research with industry vs federal agencies 

· Dennis – Much less technical. Shorter. And—most importantly—focused on what challenge/problem that the company has that you are addressing or can solve.

· Paul - 	In the big picture – Not much difference; ultimately the decision on awarding a proposal rests on who provides the best solution to meet their needs and the lowest risk. It is usually decided on a best value proposition. Yes the federal proposal may require some more information and certifications, but all of that is pretty standard stuff, once you understand the FAR contract type have. Slight quirk is sometimes the Federal reviewers are not the ones who are the users. Typically with the commercial stuff the reviewer is also the end user. Takeaway – Know your customer and know “What they Want”.

· Barb – I echo Paul plus the following – industry is focused on the problem at hand; how can you fix their pain points; and what is their return on investment



5. Suppose you have a contract to work with industry, what are your recommendations to ensure a continued relationship with industry?

· Dennis – Meet your deadlines! Maintain frequent communication, especially when things are going as you expect and meeting the deadline will be an issue.

· Paul – Get them what they need when they need it. – The only metric I use is “Did we help them become successful”. 

· Barb – Beat their deadlines – if they want a deliverable next Wednesday, give it to them no later than Tuesday. Do high quality work; make your results applicable and digestible.  


· Debbie: Listen to what the industry’s needs are!  (1) They have been employing workers, selling product and making profit for years.  (2) Do what you say and say what you do.  (3) Never violate confidence.  

6. Finally – is there anything that has not been mentioned that you think we should all know about research in industry

· Paul - 
1. By the time they come to ask you for help they are already behind schedule.
2. They “Know” you do not respect their IP. 
3. Do not tell them you can do anything and everything
4. I have helped multiple companies out more by turning down work, by either showing them a way not to do the task or getting them someone who is better than us on the same task. This is something they will never forget. 

· Barb – don’t underestimate the time to get the legal side of a contract in place. Start early so you are ready to go when the project need surfaces.

Open to all panelist


3
