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Introduction
Financial Challenges Facing Universities

In recent years, universities have faced financial pressures due to a combination of rising
operational costs, reduced public funding, and increased competition for students and
research grants. Traditional revenue streams, such as government funding and tuition
fees, are often insufficient to cover the full cost of providing high-quality education and
conducting cutting-edge research. This financial strain has forced many institutions to
seek alternative sources of revenue to maintain their academic excellence and support

their strategic goals.

Potential Benefits of University-Industry Partnerships

University-industry partnerships offer a promising solution to these financial challenges.
These collaborations provide universities with access to new funding sources, enhance
research capabilities, and create opportunities for commercialization of innovations.
Benefits of these partnerships include:

¢ Increased Funding: Companies are often willing to invest in university research that
aligns with their strategic interests, providing much-needed financial resources.

e Enhanced Research Opportunities: Collaborations with industry can lead to joint
research projects, providing access to advanced technologies and expertise that may
not be available within the university.

e Commercialization of Innovations: Universities can benefit financially from licensing
agreements, patents, and spin-off companies resulting from collaborative research.

e Real-World Impact: These partnerships can accelerate the translation of academic
research into practical applications, driving innovation and benefiting society at large.

e Student Opportunities: Industry partnerships can provide students with internships,
co-op programs, and job placements, enhancing their educational experience and
employability.

Now is the time to focus on growing corporate partnerships because corporate R&D
funding has reached $800 billion per year, creating the largest funding opportunity in the
world. Partnering with companies for R&D offers universities and research institutions a
strategic chance to leverage substantial private sector investment, enhancing research
capabilities, driving innovation, and supporting the commercialization of new technologies.
These partnerships align with National Science Foundation data, highlighting the business
sector's critical role in R&D and providing significant financial boosts that benefit both

academia and industry.



Introduction Cont.

Corporate R&D funding has reached $800B, prime for
partnerships

National Center for Science and Engineering Statistics | NSB-2024-6

Figure RD-1
U.S. R&D, by performing sector: 1953-2022
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Problem Statement

Despite the clear advantages of university-industry partnerships, many universities
struggle to establish and maintain these relationships effectively. The primary obstacles
include:

e Lack of a Structured Approach: Without a systematic method for identifying potential
partners and engaging with them, universities often miss out on valuable
opportunities.

¢ Limited Outreach Efforts: Sporadic and uncoordinated outreach fails to capture the
sustained interest of industry partners.

e Resource Constraints: Many universities lack dedicated resources and expertise to
manage partnership programs effectively.

e Communication Gaps: Misalignment between academic and industry goals can hinder
the development of mutually beneficial collaborations.

To overcome these challenges, universities need a structured and strategic approach to
building and nurturing industry partnerships. This whitepaper outlines a comprehensive
solution, drawing on successful case studies from leading institutions such as Georgia
Tech, the University of Michigan, and MIT. By adopting these best practices and
implementing a consistent outbound marketing engine, universities can unlock significant
revenue potential and drive impactful collaborations with industry partners.



Background

The Potential of University-Industry Partnerships

University-industry partnerships have demonstrated significant potential to generate
revenue, enhance research capabilities, and drive innovation. By examining the successful
models of leading institutions, we can identify best practices and strategies that other
universities can emulate.

Georgia Tech: Innovation Hubs and Industry Collaborations

Georgia Tech is renowned for its industry partnership programs, particularly through its
innovation hubs such as the Advanced Technology Development Center (ATDC) and the
Enterprise Innovation Institute (EI2). These centers serve as catalysts for collaboration
between academia and industry, fostering an environment where innovative ideas can be
developed and commercialized.

e Advanced Technology Development Center (ATDC): ATDC is one of the oldest and most
successful university-based incubators in the United States. It supports startups
through mentorship, resources, and connections with industry partners. Companies
that have graduated from ATDC have collectively raised over $3 billion in investment
capital.

e Enterprise Innovation Institute (EI2): EI2 helps businesses, entrepreneurs, economic
developers, and communities improve their competitiveness through various programs
and services. It has facilitated numerous collaborations between Georgia Tech
researchers and industry partners, resulting in significant technological advancements
and commercialization opportunities.

Through these initiatives, Georgia Tech has successfully attracted partnerships with
industry giants such as Coca-Cola, Delta Air Lines, and AT&T. These collaborations have
not only driven innovation but also generated substantial revenue for the university. For
example, the partnerships facilitated through ATDC and EI2 have contributed to an
economic impact of over $4.5 billion to the economy in fiscal year 2022 for the state of
Georgia.
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University of Michigan: Office of Technology Transfer

The University of Michigan (U-M) is a leader in technology transfer and commercialization
of research. The Office of Technology Transfer (OTT) plays a pivotal role in identifying,
protecting, and licensing university inventions to industry partners. U-M's success in this

area is evident through several key metrics:

e Patent Licensing: U-M consistently ranks among the top universities in the United
States for the number of patents issued and licensing revenue. In recent years, OTT
has recorded annual licensing revenues exceeding $22 million.

e Startups: U-M's OTT has been instrumental in the creation of 25 startup companies in
2023 alone . These startups have collectively raised millions of dollars in venture

capital.

One notable success story is the U-M spin-off Accuri Cytometers, which developed
affordable and easy-to-use flow cytometers for biomedical research and clinical
diagnostics. The company was acquired by Becton Dickinson in 2011, demonstrating the
successful commercialization of U-M technology in the life sciences sector.

MIT: Industry Liaison Program

MIT's Industry Liaison Program (ILP) exemplifies how structured corporate partnerships
can yield substantial revenue and impactful collaborations. By connecting companies with
MIT's vast resources—faculty expertise, research capabilities, and technological
innovations—the ILP fosters deep, long-term relationships through a membership model.
Companies join to access tailored services like research briefings, campus visits, and
customized matchmaking with MIT researchers, with membership fees contributing to

MIT's revenue.

The ILP facilitates numerous collaborative research projects across various fields, often
leading to licensing agreements and commercialization opportunities that enhance MIT's
financial returns. With a global reach, attracting partnerships from leading companies
worldwide, the ILP not only broadens MIT's influence but also diversifies its revenue
streams. Major corporations such as Samsung, Boeing, and Pfizer have partnered with MIT,
cementing its reputation as an innovation hub and significantly benefiting the university

financially.



Proposed Solution

To fully capitalize on the opportunities presented by university-industry partnerships,
universities need a structured and strategic approach. This involves implementing an
effective outbound marketing program. The following framework outlines the steps

universities can take to establish and maintain successful industry collaborations.

Implementing an Outbound Marketing Program

Here's a detailed guide on how to implement an effective outbound marketing program

based on the four C's: Companies, Contacts, Content, and Consistency.

Establishing an Outbound Marketing Team

Dedicate personnel to finding new corporate partners. These team members should focus
on prospecting and outreach to new corporate partners every day. Measure their success
based on the number of new companies contacted and the number of new conversations

they have each month.

The Four C's to a Successful Marketing Campaign

Companies
» Objective: Identify 50 companies that are a strong fit for funding your research based
on their size and location.
Contacts
» Objective: Locate three contacts at each chosen company—ideally in Innovation,
Strategy, and R&D roles.
Content
o Objective: Craft concise descriptions of your initiative for email and LinkedIn outreach.
o LinkedIn Messaging: Draft a similar concise message for LinkedIn outreach.
o Links over Attachments: Use hyperlinks to detailed information or your research
webpage instead of attachments to avoid spam filters.
Consistency
» Objective: Maintain consistency in your outreach efforts.
o Follow-Up Schedule: Develop a follow-up schedule. For example, send an initial
email, then a reminder after one week, followed by a LinkedIn connection request.
o Contact Rotation: If there's no response from the first contact in Innovation,
proceed to Strategy, then R&D.
o Tracking: Use a CRM or spreadsheet to track outreach efforts, responses, and

follow-ups to ensure no momentum is lost.



Proposed Solution Cont.

Detailed Checklist for Outbound Marketing Campaigns with
Firstignite

Prepare

- Define Campaign Objectives: Identify goals, target audience, and establish KPIs.

» Identify Companies and Contacts: Utilize Firstignite to identify relevant companies/
contacts for outreach.

» Notes: Create a document including any relevant info (key terms, companies to
contact, companies to avoid).

« Content Creation: Develop blog posts, email content, and social media posts.

» Prepare Outreach Materials:

o Email: Create an email sequence, each sequence is two emails long. Ensure the
university or research institution name is in the subject line; include follow-up
emails to re-engage recipients, and include the blog in follow-up. Use Firstignite’'s
email template feature to do this.

= Listing Page: Summarize your research partnership opportunity and create a
page to share as a link in your email outreach (when applicable).

o LinkedIn: Create LinkedIn messages for outreach.

Execute

e Outreach:

o Email: Schedule or send emails.

o LinkedIn: Send LinkedIn connection requests to relevant contacts.

» Social Media Engagement: Choose relevant platforms (LinkedIn is optimal), post
diverse content with hashtags and mentions, and incorporate blog post links in
comments while designing and posting graphics or videos for visual engagement.

o Schedule: Schedule 30-minute introductory calls with every company that responds
with interest. Use these calls to learn about their interests and discuss potential
overlap. Schedule more in-depth follow-up calls with companies where interest is
heavily aligned.

Review

e Analytics: Track metrics like blog views, email responses, and social media
interactions.

» Report: Create a campaign report to summarize campaign performance and identify

improvements for future campaigns.



Conclusion

University-industry partnerships represent a vast and largely untapped opportunity for
universities to secure a share of the $800 billion in corporate funding. By implementing a
consistent outbound marketing program, universities can significantly enhance their

engagement with industry partners.

Through the identification of relevant companies and strategic contacts, crafting targeted
content, and maintaining consistent outreach efforts, universities can effectively
communicate their value propositions to potential corporate partners. Leveraging
Firstignite's Al software further streamlines this process, ensuring that research initiatives
are matched with the most suitable industry collaborators.

The success stories of institutions like Georgia Tech, the University of Michigan, and MIT
demonstrate the substantial financial and innovation-related benefits that can be
achieved through well-executed university-industry partnerships. By following the
outlined strategies and focusing on the four C's—Companies, Contacts, Content, and
Consistency—universities can position themselves as key players in the innovation
ecosystem, driving significant revenue and fostering groundbreaking advancements in

research and technology.



