
Day 2 – Building a vision for engagement

UoM Training Program 

Summary of Workshop Activities 



Overview of the goals in engaging with external stakeholders and on how partners benefit, as 
brainstormed in the Mural canvas:

Our Goals
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Attract students with interest in UBC for 

experiential learning & industry PhDs

External partners benefit from world-leading 

expertise and innovation

Solutions requite many minds. Not all of those 

minds in Universities.

We are the connectors - we help make this 

happen

Understand the opportunities and constraints that 

are faced to aid in coming up with practical, 

realistic solutions/innovations

Ensure that relevance and social connections are 

embedded in what we do - remove the 

perception that we are insular 

Governments would love to get out of funding 

universities and international students are drying 

up

The community experts move and instil efficiency 

in the innovation cycle

Assist to make a big societal impact

Work with Industry to solve global 

issues/challenges, which are increasingly complex 

and need synergy of smart minds

UoM has the obligation and opportunity to adopt 

an holistic  approach to making society a better 

place  

Large scale complex problems require the 

capabilities and skills universities /industry / 

communities working together to solve

Access skills and advance what you can achieve

Increase the impact and likelihood of success of 

our research, innovations and expertise

Get insights into industry needs for partners to get 

access to latest research capabilities

Increase emphasis on impact / applied research 

by funders

Anchor mutually beneficial 

collaborations

University-Industry partnerships are 

often the nexus of ecosystem 

development

Combined efforts creates an end to 

end commercialisation pathway

Impact happens through combined 

capabilities, innovation doesn't 

come from individual effort

Trade off IP (closed vs open) 

external sources of innovation 

UoM enables deeper impact of the 

research and education

Inform industry skills capability 

requirements



Our Role

UoM’s role, referring to the 5 University Roles, as brainstormed in the Mural canvas: 

Being more of a talent engine. 

Acting as a connector and a 

mediator between parties to 

interpret industry’s need and UoM’s 

solutions.

Assisting to make societal impact.

Joining the dots and enabling 

casual and relaxed connections.

Facilitating 'engagement' in its broadest 
sense; connection with others across the 

University to facilitate the specific facets 

that make up the broader relationship. 

MelbConnect

creates a space for 

easy connection with 

industry partners 

across many levels 

and functions.

Not getting locked in a tug-of-war with 

government on UoM’s role.

Assisting 

researchers with 

defining and 

refining their 

value proposition 
to the external 

world.

Unlocking the 

translation potential of 

UoM’s research.

RED is a facilitator and 

enabler, the industry’s 

voice and key market 

trends translator. 

Aligning expectations/needs and connecting 

industry partners with Academics.

Creating roles that pay for 

themselves, as 100% funded 

research is not realistic.

Building student pathway.

TE

Referring back to the 5 University Roles: TE stands for Talent Engine; L for Life Partner; D for Discovery; HB for Home-base; LP for Launch-Pad; and 5R for all 5 Roles. 

NorVicFoods is about knowledge 
exchange, but also connection to the 

discovery and talent engine. 
Internships are integral. 

D D

Making it easy to do business 

with UoM.

Being boundary spanners 

across both institution.

Integrating with industry 
through spatial co-location.

Connecting industry to the UoM’s breadth of 

opportunity for engagement.

Utilising space to stimulate interactions 
across the whole spectrum of partners.

Identifying opportunities for research collaboration.

Creating interface between the 

institution and funders.
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External Engagement goals

Overview of the team's external engagement goals and objectives as brainstormed in the Mural 
canvas: 

Stronger integration 

with industry through 

co-location & 

leveraging space

Increasing the talent 

engine across UoM by 

integrating industry 

across  student 

pathways

Generating revenue 

from partners (directly 

or indirectly)

Growing Australian jobs

Being a facilitator and 

'aligner' of 

expectations, needs 

and opportunities 

between University-

Industry

Identifying market 

leaders to build 

university reputation

Navigating the internal 

landscape

Having a regional 

boundary lens or 

industry sector lens to 

limit us

Being front of mind 

when Industry and/or 

the government 

needs solutions

Generating multi-

faceted and multi-

discipline partnerships 

with partners who align 

with our capabilities

Meeting numeric and 

dollar income targets

Being easy to do business with via (1) being the 

“physical” front door to the UoM, (2) servicing our 

academic colleagues, and (3) facilitating 

connections 

Increasing the quantum 

and likelihood of 

success of the impact 

of our research. 

Better understanding of internal capacity / appetite 

and interest in partnering & being careful not to 

oversell to Industry

Creating business models (built on mutual value) to 

enable collaboration and to help research have 

impact e.g. social enterprise

Challenging the 

university to be 

innovative in its own 

engagement 

approach

Growing opportunities 

for partners and 

university (i.e., creation 

of value and volume of 

engagement)

Realising the future 

needs economic 

developments in the 

region through 

knowledge exchange 

Understanding and prioritising engagement with 

entities within regions (region meaning non-

geographic also) and building new opportunity 

space for the university

Advocating for industry 

needs by bringing 

industry problems, 

insights & needs to the 

university



Success Measurement

Overview of how the team measures and defines success, as brainstormed in the Mural canvas: 

Quantitative Metrics Qualitative Metrics

# graduates employed by partners Impact we, as a team have on the 

university, and society more broadly

# roles created, e.g., project manager 

representing company

# WIL projects/ placements

New job creation at Industry

Policy change

Research income reaching  revenue 

targets 

# Spin outs & new companies (shaping 

future industries)

Expanding existing partnershipsNew patents / IP creation

# high profile projects that benefit 

society

First place for Industry to come to for 

wanting to connect and for solutions

Mutually beneficial arrangements 

enhancing each others abilities

Unlock knowledge from UoM’s inside

# Master partnership agreements

Improved conversion rates (easy to 

collaborate with us)

Growth in strategic partnership 

pipeline (e.g.,  in value and volume)

Partner satisfaction survey 

Improve UoM’s brand perception

Publicity via conferences, seminars, 

etc.

# strategic partnerships

Major industry-led funding achieved

Scale of multi-disciplinary research 

projects

Word of mouth referrals to other 

companies

External relationships outcomes, e.g., 

revenue, student employability, 

products in market, etc.

# licences and products in market 

'Made with Melbourne' 

Partners’ benefit, i.e., at Melb

Connect, which stimulating more 

collaborations



Vision for 5-10 years

Overview of what the team aims to achieve in 5-10 years, as brainstormed in the Mural canvas: 

Alongside with our 

partners, achieve areas 

of impact on business & 
society never seen 

before. 

Establish UoM’s 

reputation for research 

translation and 
commercialisation;

building on our core 

discovery.

A business mindset.

UoM being a go-to 

institution for job ready 

graduates and 

innovative solutions.

Impact on global 

challenges.

Well-developed impact 

assessment and 
understanding.

Lead climate research 

and translation on 

global stage.

Grow more than 10 

institutional 

partnerships.

Entrepreneurial and 

innovation culture 
across the university.

A transition to greater 

stability and financial 
security by choosing an 

optimal size.

UoM being Victoria's 

leading fine arts and 
music university.

The University becomes more synonymous with 

benefiting grassroot level issues. 

Cultivate a reputation 

for delivery
PF.

Recognised as a global leader in research translation 

and commercialisation while maintaining core 

academic excellence.

Increased research  revenue from industry partners 

by 200%.

MC partners 

understand the full 

extent of collaboration 
that's possible at UoM.

Orientation towards the 

external environment.

Asking what an industry 

partner's needs are, is 

the first engagement 

question asked.

Serial usefulness; by being useful, partners more 

likely to come back to us.

Innovation Precincts 
are valued for industry 

engagement by the 

UoM academy.



Guest Speaker: Marc Sedam – Vice President, Technology Opportunities & 

Ventures - NYU Langone Health & NYU

Overview of key insights:

Define who you are, not who you would like to be What are the principles of a successful UBC?

• Having an honest discussion of where your area of expertise lays, by considering 

tangible outcomes and external validation, before moving forward.

• Trying to imitate established universities, e.g., Stanford, Oxford, KU-Leuven, is 

more than often not successful.

• Look underneath established universities’ success, for the key principles that can 

be reproduced in your organisation.

• Companies strive for knowledge workers, emerging technology and access to 

consultants.

• Universities strive for job creation, relevance, funding and commercialisation 

pathways, with different internal stakeholders having different priorities. 

• Successful University internal communication, a right approach to collaboration 

and a focus on companies’ needs facilitate UBC.

A University’s main goal for UBC

• Build “multi-threaded relationships” which are institutional rather than personal.

• A tailored list of Industry’s reasons to partner with the University helps align 

internal stakeholders’ priorities to create more multi-threaded relationships.

• The combination of at least 3 reasons, like a stool’s legs, makes healthy and 

stable university-business relationships.

• A small group of the most qualified staff for UBC should through an audit to 

establish at which level University has partnerships with companies (use a matrix 

to establish transparency).

Engagement structure

• As a University always start the conversation.

• In the first 1-to-1 discussion establish if the company is a potential multi-threaded 

partner. If yes, organise a site visit and start out by finding their needs and not 

with the University’s expertise. 

• Invite them to the Uni’s campus for meeting the staff that will address their 

needs, limit to 5 presentations of 5 min each presentation, then 30 minutes Q&A.

• Once the companies’ needs are established, coordinate the collaboration. 

• Master services agreements is the goal and will establish the University as the 

companies' partner of choice. 

• Aim for creating 1-2 strategic partnerships per year.
Q&A

• After establishing companies’ needs, start the collaboration with a small dollar figure, with a focus on a company’s needs and the University’s capacity for delivery, and 

build from there once needs are aligned. 

• Engagement execution is always on the college/department level, with the head of departments choosing engagement-designated staff. On the other hand, the Tech 

Transfer/ Industry engagement team is the tip of the spear and has a curatorial role; bringing department staff together and keeping them accountable for 

engagement initiatives.

• The goal with any relationship is speed; give the companies what they need, and keep track of the offered services (e.g., through CRM system). 




