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Engagement has gone virtual but connections with industry and staff continue

Industry engagement offices adjust to new
reality in COVID-19 lockdown

Corporate engagement, which is typically characterized by an extensive amount of personal con-
tact -- be it through site visits, negotiations, collaborative meetings, conferences, showcases, or staff
meetings -- has been forced to dramatically shift its modes of communication as COVID-19 has caused
universities to shut down most
on-campus activities.
Nonetheless, engagement man-
agers tell UIEA that they remain
busy, albeit in some ways they
might never have imagined.

“Moving purely online is the
biggest impact,” says Joseph
Huang, PhD, executive director
for Business Engagement
Catalyst in the Ira A. Fulton
Schools of Engineering at
Arizona State University. “ASU
already had about 50,000 stu-
dents purely online and had to
move the remaining 70,000.
Different instructors are trying
to figure out how to reorganize
teams -- they may be in different
time zones now -- and figuring
out what lessons can be done
remotely while still learning
about teamwork.”

“Like a lot of universities,
we’re wrestling with how to
wind down on-campus opera-
tions and shift as many people as
we can to work from home,” says
Chris Ostrander, executive direc-
tor of corporate and foundation
relations at the University of
Utah. “Research and corporate

continued on page 50

U New Haven breaks new ground with
e-sports industry partnership 

E-sports and gaming are part of a rapidly growing industry. A number of universities have
even established their own teams, so it’s perhaps not surprising that The University of
New Haven and HyperX have entered into a partnership centered around this space.
However, the partners agree there is much that makes this partnership unique.

UQ’s new Industry Connect program
guides industry to engagement options 

University-industry engagement has been a key to innovation in Australia for quite a
while, despite what conventional wisdom might say, according to Professor Mohan
Krishnamoorthy, pro-vice-chancellor for research partnerships at The University of
Queensland in Brisbane. What has changed, he says, is the more recent “synthesiz-
ing of transdisciplinary capabilities.” And it is that change, he adds, which has led to a
restructuring of the university’s approach to engaging industry partners -- through a
multi-faceted program called Industry Connect. 

USF, Jabil expand deal and offer lessons
in becoming more strategic 

The University of South Florida and product solutions company Jabil Inc., which have
had ongoing collaborations in a number of different areas, have formalized that part-
nership with the establishment of a new institute in the USF Research Park and a
master research agreement governing the relationship.  

Development officer finds creative paths
for enhancing industry relationships

Michelle Dingwall, senior development officer for the Stout University Foundation at the
University of Wisconsin-Stout, assumed her position when it was created by the universi-
ty three years ago. Her main charge: Securing donations from industry partners. 

IBM, Princeton launch undergraduate
quantum research program 

In the summer of 2019, IBM and Princeton University initiated the Quantum
Undergraduate Research at IBM and Princeton (QURIP) program, which involved 10
students from educational institutions across the country. They spent the summer
focusing on “theoretical and experimental research in quantum information.” 
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relations all work from home except for a small
staff, as do ventures, tech transfer, corporate phi-
lanthropy and most sponsored projects. Some peo-
ple come in for check processing, and so forth.”

“Fortuitously, last year we began to make
plans to put in place a pilot for flexible working,
and had actually just completed a survey in
February of how well we were doing, so we had
feedback,” shares Lesley Millar-Nicholson, CLP,
director of the Technology Licensing Office and
director of catalysts in the Office of Strategic
Alliances & Technology Transfer at MIT. “We had
all the tools necessary for all of us to stay in touch.
Instead of four or five people being ‘out’ each
week, it happened to be 46, but otherwise we
would not be in the place we are today; everyone’s
well-placed and connected, and things are really
working well.”

Still, these are no longer the same corporate
engagement offices. “At first, activity continued on
campus, but that has changed,” says Leah
Aschmann, director of corporate relations at Rice
University. “Right now, everything is full-stop
with interpersonal engagement.”

“Our main impacts work through focusing
right now on protecting the health and safety of
the community,”adds Kelly B. Sexton, PhD, asso-
ciate vice president for research, technology trans-
fer and innovation partnerships at the University
of Michigan. “We are ramping down research
operations to mission-critical activities.”

Offices communicating virtually

While managers can no longer meet personal-
ly with staff, that doesn’t mean that office activity
has slowed in any way. “Our team is in
regular/constant communications with one anoth-

er, including standing weekly meetings and calls
as needed,” says Angie Leidinger, vice president
of external affairs at Clemson. 

“We had a Zoom staff meeting yesterday that
worked really well,” adds Aschmann. “We used
‘gallery view;’ it was like the Brady Bunch.” 

“We have regular staff meetings at specific
times,” says Huang. “I meet with deans; senior
staff meetings continue, corporate relations meet-
ings continue, my own with my team continue. I
even do one with my direct reports.”

The virtual meetings include faculty -- and
industry partners, he continues. “This Friday I
hosted a company here virtually and the faculty
member talked about their research,” he says.
When it comes to faculty, he adds, not all “meet-
ings” have to take place on Zoom; much of it can
be done via e-mail.

“Every team member has a computer and
video tools to continue work; we have an
[instant messaging] system we can use online,”
says Sexton, noting that 100% of staff are work-
ing remotely. “We felt this was the right thing to
do to protect the health of the team and of the
community.”

In terms of leading the team, “we have daily
30-minute Zoom calls with tech transfer and the
corporate Business Engagement Center; there are
63 people on the call,” says Sexton. “It’s wonderful
seeing everybody’s face -- being connected.”

In fact, her team had just completed a weekly
invention review, where following a presentation
they discussed how to support a new innovation.
“This was our first fully remote one this week,”
she adds, noting that the office had been on the
way to a record-breaking year. 

One new idea the group has developed is a
channel both for regular communication and to
share kudos as well as the personal connection

continued on page 51
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that has now gone missing. “There’s daily commu-
nication to the team, and frequent check-ins with
industry,” she adds. “Teams are online and once a
day everyone’s on screen, sharing information and
telling a few jokes. And today at 4:00 we’ll have
what may be the first-ever remote happy
hour/baby shower,” Sexton adds.

Many engagement elements suspended

While leaders and staff members maintain
regular contact, specific elements of engagement,
such as conferences, negotiations, and site visits,
have inevitably been curtailed due to social dis-
tancing requirements and travel restrictions. 

“We were planning a major corporate visit this
spring, with people coming internationally,” says
Aschmann. “It’s too soon to tell if we can do it
remotely.” Conferences and exhibitions, she adds,
are of course “out for now,” she notes. “We have a
major engineering design showcase, and senior
capstone projects [displayed] in the basketball
arena. These are great opportunities for companies
to provide judges, mentors, and to meet with the
teams. For a day or so we talked about taking that
showcase online and having corporations watch
videos and evaluate them, but we’ve since deter-
mined it would be too onerous.”

“All school-hosted conferences are cancelled,
and big ones in the greater Phoenix area will all be
cancelled,” says Huang. “All external travel and all
out of state travel are cancelled.” And what about
virtual site visits? “We’re about to find out,” he
says. “We’re planning one this week.” The meet-
ing, he adds, would be a two-day “visit” by a com-
pany where a relationship already exists between
ASU and its senior leaders. “It would be a continu-
ous Zoom meeting, with people coming in and
out,” Huang explains.

“The COVID-19 virus has significantly
impacted conferences, exhibitions, tradeshows and
showcases globally,” adds Leidinger. “The majority
of those planned during the spring have been can-
celled or postponed by the host organizations,
including as an example the SAE (Society of
Automotive Engineers) World Congress, at which
the Clemson University International Center for
Automotive Research would have been prominent-
ly featured. Until these events are rescheduled,
Clemson University will utilize other channels to
connect with companies that align with our

research expertise and innovation campuses.”
She adds that Clemson’s Strategic Corporate

Partners are all global companies, with headquar-
ters and operations located around the world. “As
such, negotiations on business proposals, research
project management and economic development
deals are already being conducted via teleconfer-
ence and video conference when foreign locations
are involved and are routine business practices for
teams,” she comments. “Face-to-face meetings are
always preferred, [but] it will not be an impedi-
ment to conducting business as it mirrors the cur-
rent environment and processes with locally
based partners.”

Keeping in contact with partners

University corporate engagement offices are
working hard to maintain regular contact with
their industry partners. “Despite limitations on
face-to-face interactions, the Office of Corporate
Partnerships and Strategic Initiatives (OCPSI) team
continues to work closely with our partners via
teleconference or web conferences,” says
Leidinger. “Clemson University’s policies regard-
ing COVID-19 are not unique, and most of our cor-
porate partners have adopted similar policies. The
OCPSI team remains in constant communication
with our strategic corporate partners in order to
provide support for operations, and ensure ongo-
ing initiatives continue with limited impact.” 

“We want to get in touch with more compa-
nies,” not just those with a current relationship or
deal, says Marie Contou-Carrere, research advisor
for Industry Partners at Rice. “I’ve seen it happen
in 2008; I noticed companies will focus their R&D
on strategic goals where they can really see a
return. A lot of companies will focus on short-term
goals and put long-term ones on hold, but now
that will definitely cause them to lose advantage.
Budgets will shrink, but not equally in all places.
Sectors like biotech present a chance to go for
funding from government and partner with uni-
versities, which gives us a strong leg up.”

Rice’s meetings, like most others, are all vir-
tual, she continues. “The university has given a
Zoom Pro account to all our people. Last week
we met with people in Germany and in the U.S.,
and they were surprised how very similar the
meetings were.” 

“In terms of daily corporate interactions, we
continue to maintain contact with those folks,”

COVID-19 continued from p. 50
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adds Aschmann. “We still have deadlines with cor-
porate partners; we’re making sure we indicate
how funds are being used as we come to the end
of the year. Three companies in particular have
been focused on that, and it’s taken up big chunks
of my day.”

“Over the last two weeks we’ve had confer-
ence calls en masse,” says Millar-Nicholson. “It
could be a group of seven or eight people, or four
people. I have sponsors who might be interested,
or negotiations that are ongoing; implementation
dates are not sure, but you’d better have an agree-
ment in place.”

“We continue to see interest in licensing
activity,” Sexton observes. “People need to find
new sources of financing.” In addition, she says,
“a lot of companies that know our frontline
healthcare workers will be facing critical short-
ages want to offer their ability to help with med-
ical supplies. I’m trying to catalog that interest,
being helpful to colleagues but not overcoming
their capacity for this help.” She adds that “it’s
heartwarming to see that influx of care from the
business community for the university and the
patients it serves.”

Shift in philanthropy

“What we’ve done is taken our approach from
the president,” says Ostrander. “In corporate rela-
tions and philanthropy, we’ve helped raise money
for emergency student funds, an arts institution
that’s having a have hard time, and hospitals and
clinics. Our office is not asking for new money to
start programs, but with funders we have continu-
ing relationships with we’re asking that they direct
any new money to coronavirus [issues], equipment
needs, to pay staff, and so on.”

“All the corporate relations team members
have gone virtual and all the companies that have
contacted us have either cancelled meetings or
gone to virtual,” says Huang. “Nearly all of the
corporations -- much to my surprise -- are keeping
in touch, although it depends on the stage of the
relationship. For those who already have a rela-
tionship with us, the meetings continue -- that
hasn’t changed. We still meet directors and vice
presidents, down to tech leaders and engineers, to
move research projects forward, or to discuss hir-
ing plans or capstones.”

What has changed, he continues, involves

brand new partners or prospective ones. “Those
tend to be cancelled or put much more into the
future,” says Huang. “There are still ongoing
collaborations on camera and headset.”

And what about site visits? “Some folks
may be doing that, but for the most part people
have left campus,” he says. “We continue to talk
with partners via Zoom and phone. We’re not
thinking in short term; I just talked to one of our
directors about what to do in the next few
months, and it’s time to focus on stewardship
and engagement -- to make sure our engage-
ments are strong. As for development, we’ll
wait until we know the financial position our
partners are in and whether we can deliver on
what we’ve promised to do.”

What about research?

Assuming there are projects that partners
wish to pursue, with many state orders and with
national guidelines recommending social distanc-
ing and staying at home, is research even possible?
In some cases, the answer is “yes.”

“Work in labs is still ongoing,” says Huang.
“The state of Arizona is still doing the 10-person
rule, and most labs do not exceed that; I presume
that’s true for the six-foot rule as well. PhD stu-
dents can still work in the lab. We’re still trying to
figure out how to do capstones online.”

“We have a restriction that only research
deemed essential can continue -- animal care,
maintenance of living organisms, and clinical and
pre-clinical research,” says Ostrander. The school
is also allowing continuation of projects where “if
you stopped, the equipment would be damaged;
some things just can’t be stopped.”

Beyond that, he says, approval is needed
from the vice president of research. Much of the
ongoing research has been ramped down, he
adds. Grad students and post-docs involved in
those paused projects are not permitted in the
lab, and faculty have been sent home to focus on
teaching. 

“We’ve already seen a decline in tech disclo-
sures; we’ve seen a drop in the number of pro-
posals and dollars coming in just because compa-
nies and foundations have shifted their priori-
ties,” he adds. 

Things are similar at MIT. “We follow gov-
ernment guidelines,” says Millar-Nicholson.
“Labs are not closed per se; researchers work
with social distancing, and building access is for

COVID-19 continued from p. 51
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essential personnel only -- people who take care
of animals, or waste. I was on a call last night
with a researcher about an engagement; he antic-
ipated start time in the fall if everything aligns.”

At many universities, there was one major
exception to research shut-downs. “There is a
focus on how the research department can con-
tribute to necessary research on COVID,” says
Millar-Nicholson. “Grant proposals have not
been reduced; the research engine continues.”

She adds that the office of the vice president
for research is coordinating responses -- of which
there are many -- for interactions, from task forces
government has put in place, to individual

requests from law firms, biotech companies, start-
up companies, VCs -- “all aspects of the life cycle
of innovation.” People are asking if MIT has
researchers, for example, who are designing new
ventilators, or whether they have 3D printing for
ventilators. “These are coming hard and fast,” says
Millar-Nicholson. 

At Michigan, says Sexton, “we’re seeing a good
deal of industry participation around research for
COVID-19; we’re collecting the requests to funnel
them to the right researchers. We’re also trying to
catalog all materials and innovations we have that
might be useful to the research community globally
in regard to COVID -- open source designs we can
share that might be useful for 3D printing for per-

continued on page 54
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As more than one corporate engagement execu-
tive shared with UIEA, industry is keenly interested in
pursuing innovative research related to COVID-19 and
they’re reaching out to their university partners. And at
the Purdue Institute of Inflammation, Immunology and
Infectious Disease (PI4D), things have progressed far
beyond the discussion stage.

“I’ve been involved in three diagnostic develop-
ments -- point of care diagnostics that are fast --
minutes -- and would be very cheap; and two are
paper-based diagnostics much like a pregnancy test,
which will tell if you are or are not infected. It’s been
quite exciting,” says Thomas G. (Tommy) Sors,
PhD, assistant director of the institute. Sors has
been much more than a mere observer; he has been
actively involved in discussions that have not only
helped facilitate the research, but in at least one
case suggesting potential applications.

Sors is in a unique and well-placed position to
do just that. In addition to serving as a “connector”
or “navigator” between Purdue and researchers at
the IU School of Medicine, IU-Bloomington and the
University of Notre Dame (as part of a statewide
coalition for translational research called the Indiana
CTSI), he also interfaces with corporate research
representatives, and his own background as a
research scientist gives him special insights into
potential projects and enables him to “speak the lan-
guage” of fellow researchers.

“If it’s a corporate representative that is engag-
ing us, I quickly dive into the problem they are trying
to resolve so that I can link them to the investigators
with the right expertise that will address their need,”
he explains. “I provide this concierge service for the
university.”

Seeking COVID-related solutions

At present, Sors says, he is working with compa-
nies and Purdue researchers involved in COVID-19
diagnostics development. “One of the companies had
already been engaged with Purdue, looking at our roll-
to-roll manufacturing capabilities,” he shares. “At
Purdue’s Birck Nanotechnology Center, we have set
up a SMART Films Consortium where we can test
scalable manufacturing of low-cost paper-based sen-
sors and printed electronic thin films for diagnostics
and environmental sensing applications.” 

These ‘smart film’ devices could be as simple
as a ‘sticky’ put on a library book that begins beep-
ing when somebody takes a book out. The thin film-
based sensors, Sors explains, have imbedded elec-
tronic-based coatings and are attractive to compa-
nies as portable and cheap solutions that Purdue
can help prototype and explore possible paths to
scale up production.

“The investigators that I am working with are
motivated to bring solutions for home use and for
applications in healthcare settings,” Sors reports.
“And that matches well with the companies that have
approached us to make sensors for COVID-19 now. I
am working closely with my director in putting
together a research task force of virologists, molecu-
lar biologists, engineers, public health specialists --
people helping to develop knowledge and centraliz-
ing the communication lines in and out of Purdue to
better coordinate our efforts internally and
externally. PI4D has become the knowledge clear-
inghouse for the resources available at Purdue

Purdue active in collaborative COVID-19 research with industry

continued on page 54
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sonal protection equipment. We’ll curate them and
put them online.”

The university, she summarizes, is “going
down to mission-critical research, clearly defined
on site. The one exception is COVID.”

“Right now, all labs are shut down,” says Rice’s
Contou-Carrere. “Most universities have taken that
approach because the most important thing is the
safety of your people. If you do not work in a wet
lab, however, it’s just a change of location; you can
still keep doing your work. You need good IT infra-
structure and access to powerful computers.
Statistics, math departments, all can work remotely,
so in that case research is still going on strong.” It’s

important in such cases, she adds, to make sure the
advisor or PI keeps in touch with students “so that
nothing falls through the cracks.”

Harvard University has certainly not been
shy about its interest in partnering with industry
in this area. In a recent tweet the university said:
“Faculty are engaged in urgent research efforts
to stem the tide of COVID-19 and ensure pre-
paredness for future outbreaks. We invite you to
consider areas within your expertise where addi-
tional academic-industry #collaboration could
accelerate efforts.”

(Purdue University has several COVID-relat-
ed industry collaborations underway. See the
sidebar on pp. 53.)

COVID-19 continued from p. 53

continued on page 55

University to respond to the COVID-19 crisis. We are
leveraging our corporate partnerships to help us rap-
idly deploy the nascent innovations that are in devel-
opment at Purdue so that they can start having a
real impact in society.”

One company expressed interest in developing
COVID-19 paper-based diagnostic devices. “I helped
connect the company with Jacqueline Linnes from the
Department of Biomedical Engineering, who recently
got some press because she developed a paper-
based lateral flow diagnostic for the virus that uses the
Middle East Respiratory Syndrome (MERS) as a test
case,” Sors reports. “Now, Dr. Linnes has re-directed
her focus on lateral flow designs to detect COVID-19
specifically.”

This collaboration “has evolved quite well,” he
continues. “We are moving forward with creating the
proof of concept prototypes for rapid detection of the
virus and we are looking for the right opportunities that
will help us move quickly. Everybody’s interested to
deliver solutions as soon as possible.”

Sors has also been approached by companies
“interested in developing flow cytometry-based diag-
nostic tools,” he adds, “Many hospitals have flow
cytometers to do immunological assessments of their
patients,” Sors explains. “They use flow cytometers to
detect the relative populations of white blood cells as
a way of checking the immunological status of a
patient.”

One of the “Fathers” of the flow cytometry tech-
nology, J. Paul Robinson, is at Purdue in the
Veterinary Medicine Department of Basic Medical
Sciences, Sors notes. “He’s a true entrepreneur who
continues to develop many different areas of diagnos-
tics,” he says. Among those now is a portable flow

cytometry diagnostic tool for detecting COVID-19.
“This would be a microfluidic-based tool for field use
that would not necessitate the big machines for detec-
tion,” he explains.

The flow cytometry collaboration grew out of con-
versations between Sors and one particular company.
“I started to learn a little more about what they were
doing,” he relates. “I learned that before COVID-19
they were developing microfluidic sensors for food-
borne pathogens, and that’s where I made the con-
nection; I’m one of those guys who knows enough
about science to be extremely dangerous. I called Paul
immediately because I knew he was working on
portable detection devices.” The research is on a fast
track, he adds, “although nothing is ready yet to push
out per se.”

The third technology, he says, is also paper
based and produces a color change if there is viral
genetic material present in a sample. Mohit
Verma from the Department of Agriculture and
Biological Engineering is the inventor of this rapid
detection technology. 

“These types of portable technologies that profes-
sors Verma and Linnes are developing are urgently
needed so that people know if they are infected before
leaving their homes and potentially infecting others in
the public,” Sors says. 

While the COVID-19 crisis has dampened uni-
versity-industry research activities in many ways, he
observes, it has also created opportunities. “Many
are sitting at home, but things have ramped up
exponentially for me,” he says. “This give us a good
opportunity to develop these relationships and part-
nerships and focus our efforts on critical technology
for pressing needs.”

Contact Sors at 765-494-1678 or
tsors@purdue.edu. 

Purdue continued from p. 53
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Strengthening partnerships

Can partnerships be strengthened virtually?
Corporate engagement leaders believe they can. “I
think so, if you already have very good, solid,
established relationships,” says Contou-Carrere. “I
can see how people would be saying, ‘Hey, Marie,
you’re great in this area -- how about others?’”

It’s a good time, she adds, for universities to
highlight what they’re very good at. “People with
similar goals at other universities typically say,
‘We’re good at anything,’” she notes. “But no,
you’re not; you have to focus on what you’re good
at. We’re very good at materials, synthetic biology,
or data science. Each of us has to highlight what
makes us unique, and why what we do can
advance the mission of the company.”

Because of current research challenges, she
continues, companies are very likely looking for
solutions that are already out there. “I expect com-
panies will be looking more at where they can de-
risk their investment by getting involved in some-
thing that’s been proven to some degree,” Contou-
Carrere offers, “but we’ll get to a new normal in
six months or a year, [and it will matter] how we
put ourselves in the right position.”

Ostrander agrees. “We view this as [moving
from] change to our opportunity,” he says.
“There’s also the mindset that things will return to
pre-status at some point.” Meanwhile, he says, in
order to keep partnerships strong “you must make
sure you report, give back the deliverables you
promised, and keep your partners up-to-date on
what’s been funded and what the status is.”

In addition, he advises, “mindfully reach out
to your partners and ask how they’re doing, what
they need, what they’re struggling with, what they
know of the landscape, and what has changed.” In
other words, Ostrander continues, the emphasis
should be more on relationship management.
“Understand how your partners see the future and
assess it,” he suggests. “In most cases, nothing will
fundamentally change.”

“It’s still possible to strengthen existing part-
nerships,” Huang insists. “That was my message
at the team meeting last week. There’s not as much
disruption as I had feared.”

“I think MIT was well prepared take on this
challenge and continue to deliver excellence and
help move the needle, addressing not only chal-

lenges here from COVID-19, but for society in gen-
eral moving forward. For me it speaks to the
strength of the institution as well,” Millar-
Nicholson adds. 

“We may be doing our work out of spare beds
and home offices,” Sexton concludes, “but we’re
unstoppable.”

Contact Aschmann at 713-348-4361 or
leah.aschmann@rice.edu; Contou-Carrere at 713-348-
3872 or mncc@rice.edu; Huang at 480-727-0875 or
joseph.huang@asu.edu; Leidinger at 803-737-0690 or
angiel@clemson.edu; Millar-Nicholson at
lesleymn@mit.edu; Ostrander at 801-585-7220
or chris.ostrander@utah.edu; and Sexton at 734-763-
0614 or kbsexton@umich.edu. u

U New Haven breaks 
new ground with e-sports
industry partnership 

E-sports and gaming are part of a rapidly
growing industry. A number of universities have
even established their own teams, so it’s per-
haps not surprising that The University of New
Haven and HyperX have entered into a partner-
ship centered around this space. However, the
partners agree there is much that makes this
partnership unique.

For one thing, it represents more than a tradi-
tional team/sponsor relationship. “We have created
the first AACSB-accredited e-sport management
program in the country,” asserts Brian T. Kench,
PhD, dean of the College of Business. “Our first
class has been recruited for fall 2020.”

That’s certainly what impressed Mark
Leathem, general manager of HyperX. “What
caught my attention was not that they’re a univer-
sity that has an e-sport club or facility; that’s not
really eye-catching,” he says. “What was fascinat-
ing to me was that this is the first college that’s
going to integrate e-sport management into a busi-
ness degree. For us as an employer, finding people
in the e-sport world is very challenging. We recruit
people out of college, and we know what to look
for. A new HyperX employee may be great at
knowing e-sport and gaming, but we have to teach
them about business. Suddenly, there’s a college
that says, ‘We take this very seriously.’”

COVID-19 continued from p. 54
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The deal with New Haven, he continues,
marks the first university partnership HyperX has
engaged in. “Actually, in my 30 years this is my
first interface with a university,” says Leatham. In
fact, he adds, he’s not aware of any such partner-
ships that HyperX’s parent company, Kingston
Technology Co. (a major independent memory
manufacturer), has engaged in either.

Partnership origins

So, how did such unlikely partners come
together? “It was due to the relationship one of our
owners had with Steve Kaplan, president of the
university,” Kench shares. “He would regularly
come over once or twice a year and he had an
interest in this burgeoning field, as well as an
interest in e-sport. He found out that one of our
divisions, HyperX, was in the business and he was
very excited when he heard we were a contributor
and participant in the e-sport world. That started
some thoughts in his mind as to how they should,
as a university, be participating.

“We had seen from the grassroots level uni-
versities developing the e-sport clubs, and we are
an exemplar of that,” adds Kench. “We had a
couple of students; they got the club approved
and within a year or two they had 160 members.”

It took a while for the faculty to notice, he
continues. “But we said that where we can be dif-
ferent is by providing the academic component
where there is none. We are a business college, and
Jason Chung [assistant professor of sport manage-
ment and executive director of e-sports] was
already in sport management.”

On the academic side, says Kench, the school
decided to take a holistic approach. “We created E-
sport and Gaming as an interdisciplinary program
involving several schools and colleges -- including
health sciences, criminal justice, engineering, and
arts & sciences.” The master’s program will be
fully online and taught nationally by leaders in the
e-sports business. “We will be able do it world-
wide,” he adds.

With all of this as a background, Kench
shares, the ongoing chats between Kaplan and
John Tsu, founder of Kingston Technology, led
to bringing Leathem into the conversation. “We
said, ‘We’re the first, and we’d like to be a part-
ner with you,’” says Kench. “They said they’d
love to do it -- that they wanted to be part of

that ‘first.’ We worked together a couple more
days, and off we went.”

Competition and academics

The university’s e-sport team will compete at
the newly-built Bergami Center for Science,
Technology, and Innovation. As a sponsor of the
team, HyperX will provide peripherals, such as
headsets, keyboards, game pads, gaming mice,
and other equipment.

On the academic side, six incoming university
students selected to be part of the e-sports man-
agement curriculum will work on a project at
HyperX’s headquarters in Orange County, CA.

“The competition space will open in the
summer,” says Kench. “There has been brand-
ing in the club and varsity space. That’s not
new; what is new is the academic. We want to
have a subset of the freshman class come here
and help HyperX for a year on a project on
something that’s a problem for them. Then Jason
and the others will go to Orange County and
present to their team. The idea is to give them a
hands-on, experiential opportunity. While
they’re out there, HyperX will train them as
product testers. Then they’ll come back and
have a HyperX site for testing through our e-
sport facilities. There will [also] be secondary
activity or a class-based project with HyperX.
It’s a really unique experience for the students.”

“We’ll have people from outside our company
looking at products and marketing -- things we
and the university agree with,” adds Leathem.
“We can set up projects, and then the students go
study and present their findings. The other thing
that was intriguing was that we run a pretty
sophisticated test program on-site, and a virtual
one with some university people. Now that the
university has a formal e-sport club and gaming
arena, it became apparent this was a great oppor-
tunity to use university students as an extension of
our product testers and contributors to ideas -- but
to do so in a physical setting. And it might not
only be from the college, but getting other people
in who game a lot, and testing new products out
with them.”

Leathem recognizes that some of these plans
could be affected by COVID-19. “Obviously,
notwithstanding the current situation, the ideal
was to have a summer program where we fly them
over, six of their committed attendees, and do a
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couple of things -- train them on how to be testers
and run testing groups and focus groups with
their facility on the east coast. Others would be
briefing them on the first project we’d like to work
on and have them report on the project when it’s
over -- looking at our product offerings, our com-
petitive pros and cons, how we market them, and
look at other ways to do it.”

He explains that the students would be pre-
senting “to our marketing guys, product guys, and
business team leaders. This will be great experi-
ence in how our company works, and for them to
experience a day in the life of someone in the gam-
ing interface.” He adds that following this, plans
will be made for at least one further project later in
the year, as well as a second presentation on an
additional topic. 

More than sponsorship

There’s no doubt that HyperX’s sponsorship of
the university’s team will be a huge benefit, but
Kench notes that’s just part of how UNH will ben-
efit from the partnership. “Yes, they’ll be donating
all their technology and gear to us,” he says. “But
equally important is bringing the students to
Orange County. They’ll house them and provide
them with food, as well as exposure and access to
their leadership team.

“Certainly, the technology, and the brand-
ing will be a benefit; their logos will be dis-
played, and we’ll use that in marketing,” he
continues. “But the real value-added is the
access to the leadership team at HyperX. And
it’s not only the [e-sport] program, but other
programs will also work with HyperX. There
could be a capstone class.”

For example, he notes, the business school
has a program called SLiCE -- Shared Live Client
Experiences. “The company identifies the prob-
lem, classes come in and form teams, each team
solves the problem, over the course of a semester
they meet with the company leadership team,
then at end they present to the team and the com-
pany typically presents the winner,” he explains.
“That’s the basic model across all programs. In
many cases the company offers the kids jobs for
solving problems their own employees could not;
that’s why we do it.”

In addition, he notes, the university has advi-
sory boards, and Chung is building one for e-

sports. “Part of the board’s role is to do guest lec-
tures and connect students to industry, and
HyperX would participate,” he notes.

Company benefits

As for HyperX, says Chung, “this is a huge
benefit for their industry. They tell me that finding
employees who are qualified is very difficult. You
have to understand the culture and business
aspects; our students will get a direct window,
hands-on experience, and meet the people who
will do the hiring at the end of the program.”

“From our perspective, we have always been
taught by our owners to embrace entrepreneurs,
and we felt this is such a great endeavor,” adds
Leathem. “We wanted to support them. This is a
great idea, and good for industry; there are no peo-
ple that offer this focus on e-sports. Having said
that, in conversations it became apparent there will
be some cool and interesting benefits for us.”

He also sees benefits for the university -- par-
ticularly in this first year. “There are no books
written about this,” Leathem offers. “Obviously,
you have an experienced professor (Chung has an
extensive background in e-sports), but they have
had no access to what day-to-day challenges are
faced by companies in the e-sports market. This
makes the course more forward-looking, with
everything in real time. We present them with
challenges as everything is happening. That’s a
fantastic opportunity, and these are bright and tal-
ented young adults.”

Chung agrees. “For us, having these industry
partnerships is critical to our e-sport program,” he
says. “It’s really an industry that thrives on things
being accessible, new and approachable. Also,
everything happens fast in this industry. We want
to give our students a good theoretic founding, but
the practical opportunity to apply it is what sets
them apart. HyperX is a great partner, and stu-
dents can leverage that sort of relationship.”

What’s more, Kench believes this partnership
could lead to additional engagement. “If a rela-
tionship is strong, new things come to the table
and both parties win,” he says.

And the University of New Haven has picked a
partner in an industry that is clearly on the upswing.
“It’s gone from huge in Asia to huge in Europe, with
Germany being the epicenter,” says Chung. “And
during this [COVID-19] crisis virtual entertainment
has become synonymous with entertainment. The

continued on page 58
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UQ’s new Industry Connect
program guides industry to
engagement options 

University-industry engagement has been a
key to innovation in Australia for quite a while,
despite what conventional wisdom might say,
according to Professor Mohan Krishnamoorthy,
pro-vice-chancellor for research partnerships at
The University of Queensland in Brisbane. What
has changed, he says, is the more recent “synthe-
sizing of transdisciplinary capabilities.” And it is
that change, he adds, that has led to a restructur-
ing of the university’s approach to engaging indus-
try partners -- through a multi-faceted program
called Industry Connect. 

“Universities and industry have been interact-
ing for a long, long time -- despite the rhetoric,” he
asserts. “Some of the greatest technologies around
us have come through industry interactions. And at
a base level, you could say the workforce and talent
that powers industry come from the university.”

So, what is this change he felt was so impor-
tant that UQ needed to change the structure of
industry outreach to address it? It comes down to
providing interdisciplinary options across the uni-
versity, which ultimately leads to improvements in
translating discoveries and the talent behind them
to the marketplace.

“Gone are the days when an individual
researcher on their own can solve a problem; you
need a collision of capabilities,” Krishnamoorthy
comments. “In a strong sense you need a senior
person who is packaging things together. Roles
like that are more and more important and neces-
sary, and more universities are rolling large pro-
grams together involving multi-disciplines. That’s
essentially my role; ensuring that we effectively
work with industry.” That “effectiveness,” he adds,
includes growing the number and volume of con-
tracts, dollars, and impact created for industry. 

“We need to do better, to do more, always,”
says Krishnamoorthy, “and that’s where Industry
Connect comes in. My office is especially impor-
tant when industry does not know how to connect
with the university.”

His approach, he explains, is very simple. “If
industry knows exactly what their problem is and
how to solve the problem and who to work with at
the university to solve it, university senior execu-
tives should literally just get out of the way,” says
Krishnamoorthy. “But our machinery should
ensure that negotiations works effectively. We pro-
vide facilitation in a smooth, unpainful manner,
and we have to have the policies and frameworks
for contractual arrangements, costing, overheads,
and legal matters on IP.

“But,” he continues, “if you have a situation
where industry does not know what its problems
are, but knows roughly that there are some difficul-
ties in area ‘X’ and describes some sort of long-term
goal -- like our carbon footprint is horrible and we
need to find ways to reduce it -- that’s where
Industry Connect comes in.” 

The value of Industry Connect, he says, is most
keenly felt when the industry partner is not sure
how they should work with the university, what its
capabilities are, or who to work with. “We construct
the program for them,” says Krishnamoorthy. “It
could be short-term, long-term, or medium-term
work, with PhDs or post-docs. And, there’s no obli-
gation; they can talk to us, work with us, have a
bunch of academics pitch them, spend the whole
day with us and then say, ‘See you later.’”

Several ‘connectors’ offered

Industry Connect offers several different
options for initial engagement from which indus-
try partners can choose. They include:

• Engagement Stream: Targeted workshops
for organizations, based on their needs.

• Capability Stream: Workshops on a chosen

NBA is saying they may put an NBA 2K tournament
on a major network. One tournament organizer has
offered up to $200,000 in scholarships.”

“The gaming industry is growing so fast,”
adds Leathem. “You read all the data about how

it’s overtaking music, and the movies…. It’s unbe-
lievable to me that this is the first time a college
has presented an academic course -- and good on
them for taking that first step.”

Contact Chung at jchung@newhaven.edu; Kench
at 203-932-7115 or BKench@newhaven.edu; and
Leathem at 714-438-1817. u
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theme aimed at multiple organizations.
• Innovation Stream: UniQuest, the universi-

ty’s tech transfer company, currently hosts work-
shops that target specific innovation needs and are
focused on IP and/or research capabilities.
UniQuest could also facilitate meetings with multi-
national companies visiting UQ and/or
Queensland.

• Leadership Stream: Events engaging a high-
profile guest speaker, which would be held in con-
junction with a breakfast, lunch or dinner.

Engagement Stream workshops, according to
the university, would be suitable for larger, more
complex organizations who are interested in a
broad range of engagement, including research,
student engagement, entrepreneurship, teaching
and learning, joint grant applications, and so on.
This, adds Krishnamoorthy, involves industry fac-
ing a problem so broad they really cannot con-
struct it. “We de-construct the problem, and get
academics to present,” he explains.

Workshop themes in the Capability Stream
could include topics such as agtech, smart materi-
als, healthy aging, defense, smart cities, and so
on. These workshops would be suitable for all
organizations, but in particular start-ups, SMEs
and pre-competitive collaborations. 

“Let’s say that the discussion is in the circular
economy around batteries,” Krishnamoorthy offers.
“That’s broad. Let’s say that it’s around mobile
phone batteries. We go through the problem with
them; how do you build a set of capabilities around
the various things required, including policy frame-
works, regulatory frameworks, supply chains
including reverse logistics, and technological influ-
ences that might be put into batteries, like recycling.
We can pool this entire set of capabilities; ‘here’s
what we have -- you should be interested in this.’ It
could be a niche, or it could be broad ranging. Like
the area of microplastics in the ocean, and how we
deal with plastics in the environment; that’s really
broad. Mobile phone batteries are very niche, but
that still brings in lots of capabilities.”

The workshops, he adds, are a half-day long,
with “quick presentations” and “quick conversa-
tions,” after which, he concedes, “they still might
go away -- and that’s perfectly fine, too.”

Innovation Stream workshops, says
Krishnamoorthy, usually involve a specific piece of
university IP that might be interesting to industry.
“It may be already packaged, or industry says

these are our specific problems; what do you
have?” he explains. “It’s specific technologies to
solve specific problems.”

Leadership Stream events feature a high-profile
guest speaker. “Once or twice a year a group of CEOs
sit down with really important leaders who say, ‘This
is how the world will go in the next five years,’” says
Krishnamoorthy. The topic, he notes, could be solar
energy, biofuels, or the water crisis, to name a few. 

The benefit of such gatherings, he continues, is
that the university is engaging broadly with the
industry sector as key CEOs indicate where a spe-
cific industry might be heading. “It may be that
the way we travel will be so different 10 years
from now,” he suggests. “Should we be projecting
to say 10 years from now that we’ll have personal
vehicles that may fly above the roads? Will we
need roads? Curbs? Driveways? Should some of
our civil engineers look at that now? We try to
present to the world specific problems, approach-
es, and capabilities or forces in the future.”

After about a year of Industry Connect pro-
grams, the initiative has received “a pretty good
response,” says Krishnamoorthy. “It has led to
new partnerships and the strengthening of existing
ones. But more than anything else we’re looking
for a broadening of engagement -- not just one per-
son with one industry, but ten different people.
That has happened much more than before.”

Contact Krishnamoorthy at +61 7 3365 3559 or
pvcrp@research.uq.edu.au. u

USF, Jabil expand deal 
and offer lessons in 
becoming more strategic 

The University of South Florida and product
solutions company Jabil Inc., which have had
ongoing collaborations in a number of different
areas, have formalized that partnership with the
establishment of a new institute in the USF
Research Park and a master research agreement
governing the relationship. The $1 million initia-
tive will include new efforts in innovative
research, community engagement, and talent
development with the College of Engineering and
Muma College of Business. 

continued on page 60
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“The colleges of business and engineering
have had long-standing relationships with Jabil,”
says Michael Bloom, PhD, assistant vice president
for corporate partnerships and innovation. “It’s not
like it all of a sudden sprang up, but at the same
time, there was a realization that so many discus-
sions and partnerships were going on, but neither
leadership at either partner knew who was doing
what with whom, and there was not strategic
leverage matching our resources with Jabil.”

Moez Limayem, PhD, dean of USF Muma
College of Business, agrees. “There were a lot of
partnerships between faculty, engineering and
others, and there was a strategic desire from all
involved to take things to the highest level,” he
says. He notes that the collaborations have been
“on multiple fronts,” with the university provid-
ing Jabil with different types of talent in numer-
ous ways -- internships, full employment, supply
chain -- and working with many colleagues from
Jabil on a variety of research projects. The part-
ners have crafted positive collaborations in certi-
fication of managers and executives, working
with scientists on training programs, talent, and
research projects. “Now,” he adds, “this will con-
tinue under one umbrella.”

“Jabil has supported and been part of our col-
lege research, working with students, and in more
arenas of technology conversion,” adds Robert
Bishop, PhD, dean of the USF College of
Engineering. “It has impacted all departments, but
silos will become much less clear between them.” 

Things were no different on the Jabil side. “I
approached our CEO and suggested we needed to
do something a little more substantial and long-
haul, instead of constant contractual assignments,”
shares Ramesh Saligame, senior director of merg-
ers and acquisitions and Jabil’s lead for collabora-
tions with the Institute. “Both sides decided they
wanted to put their best foot forward.”

The CEO of Jabil, Mark Mondello, and
now-retired USF senior vice president and CEO
of the USF Foundation Joel Momberg “are part
of an extended family,” adds Bloom, noting
that they also had discussions in 2018 about a
more formalized relationship. “Almost simulta-
neously my colleague Morgan Holmes and I
had lunch with the Jabil CEO and asked how
USF could be of more help to Jabil, and at the
same time, it is my understanding that Ramesh
approached his CEO.”

How things will be different

Under their expanded deal, Jabil is leasing
space at the USF Research Park. In that space USF
students and faculty will collaborate with Jabil
teams. The company will also be part of USF’s
innovation initiatives and leading programs for
client companies at the incubator. 

“We want to build a relationship that’s a lit-
tle more sustainable,” says Saligame. “We’ve
gone ahead and made a gift to USF to help them
apply some funds in areas they deem important,
and further collaborations we’ll have at more
than one level so we can have a better mind-
share of each other and collectively have a
greater impact in the community which we serve.
Jabil is headquartered here in St. Petersburg; we
have two to three thousand employees (the com-
pany has a total of 200,000 employees) -- we’re a
$25 billion company -- and they have nearly
50,000 students. We also want to collectively
influence each other’s ways of working.”

“[Some] of the immediate impacts will be in
collaborative research, talent development, com-
munity engagement and innovation,” adds
Bloom. “One of the very practical ways to
enhance collaborations is that Jabil now has
space in our research park, and is part of our
incubator, so we now have space where students
and faculty can meet. We already had a work-
shop where there was a key Jabil person on
hyper flexible electronics. It’s important to have
this on an ongoing basis; this will have an impact
on incubator companies. And we now have two
really global institutions right here collaborating
in a very focused and strategic way.”

“We have an advisory board, which will meet
periodically to increase the depth and breadth of
our collaborations,” adds Limayem. “We can do
what we used to do better and increase it to cover
other areas of collaboration.”

“The new space will further the communica-
tion and collaboration; I look forward to having
some employees work out of the office,” says
Saligame. “Our intent is we want to bring in and
have conversations with university folks -- stu-
dents and professors. For us to be able to collabo-
rate we need to break down communication from
more formal to relatively informal -- where idea
exchanges can be a little more fluid.” 

In fact, according to the statement released
on the partnership, it was deliberately “designed
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without specific projects and targets so that USF
faculty and Jabil innovators will be open to cre-
ative thinking that will push innovators out of
their comfort zones and new projects can grow
organically.”

“You cannot be expedient just sending e-
mails,” Saligame emphasizes. “You have to have
a significantly important face-to-face exchange of
ideas. All I’m trying to suggest is that both us of
employ this way of working, so we can achieve
our vision in a more rapid fashion.” The princi-
ples under which the partnership should operate,
he summarizes, are “expediency, transparency
and peer-to-peer collaboration.”

Limayem agrees. “We do not want this insti-
tute to be yet another layer of bureaucracy and red
tape, but a facilitator for existing and future collab-
orations,” he stresses. 

A ‘win’ for both partners

Both partners see the benefits of the insti-
tute clearly. “The way I describe it always is in
terms of win, win, win,” says Limayem. “Jabil
will have access to great talent, but also to
great know-how of leadership from different
colleges. Students are winners -- they’re a big
part of the game, with the opportunity for
experiential learning and hands-on projects.
Hopefully they will take their education expe-
rience to the highest level, which will help
them get a great job. USF is a big winner; hope-
fully we’ll learn a lot from Jabil on how we can
improve as a global institution.”

“One of the benefits of this collaboration is
that it ties the engineering faculty to Jabil’s cus-
tomers -- how to bring the notion of customer into
the type of research we do,” says Bishop. “In the
case of the institute there are three clusters of ideas
-- private security, wearables in health, and energy.
That’s also an aspect -- to see in two years if any of
Jabil’s projects have been positively impacted by
the work we’re doing. That’s an important aspect
of collaboration.”

“A very practical benefit would be even in the
fact that we have a master research agreement now
in place, the emphasis here is that there are differ-
ent cultures,” adds Bloom. “If we can make it easi-
er for Jabil to get what they need, and for our
researchers to make this a lot quicker and more
seamless, that’s what we’re striving for. It’s impor-

tant to make things quicker, faster, and easier.”
In the “quicker” category, apparently Jabil’s

vice president of technology April Butterfield
and vice president of manufacturing technology
and innovation Dan Gamota met with USF facul-
ty to discuss the company’s approach to innova-
tion and providing value to its customers --
immediately after the ribbon-cutting ceremony.
That same day, USF and Jabil researchers met to
start identifying potential projects. 

LImayem predicts the new institute will
strengthen the partnership “in breadth and
depth.” 

Saligame was no less optimistic. “As an organ-
ization, we look to university partnerships as an
engine for building relationships,” he shares. “And
USF fits the bill.”

Contact Bishop at 813-974-3780 or
robertbishop@usf.edu; Bloom at 813-974-9737 or
mbloom@usf.edu; Limayen at 813-974-4281 or mli-
mayem@usf.edu; and Saligame at
ramesh_saligame@jabil.com. u

Development officer finds
creative paths for enhancing
industry relationships

Michelle Dingwall, senior development offi-
cer for the Stout University Foundation at the
University of Wisconsin-Stout, assumed her posi-
tion when it was created by the university three
years ago. Her main charge: Securing donations
from industry partners. In the past three years she
has created a number of success stories driven by
new business engagement programs she believes
will grow over time. These include:

• Leveraging Career Services events to intro-
duce engagement opportunities;

• On-site alumni events with strategic part-
ners; and

• Engaging advisory board members to create
scholarships as a student recruitment strategy.

“We do not have a corporate relationship
office per se,” says Dingwall. “We do a lot of work
with corporate partners, and we work on some
university-wide partnership models we think will
be beneficial to all our employers.”

continued on page 62
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The ‘most successful’ 

Her efforts at leveraging career services events
to introduce engagement opportunities have been,
says Dingwall, “probably the most successful” of
her efforts at corporate engagement. “Like any
university, [career services] is likely the primary
reason for corporations to engage,” she says. “We
have a 98.8% placement rate, which is great, but
which is also a challenge; we just can’t produce
enough students for corporations.”

As she looked for ways to “boost production,”
she examined the potential of leveraging some
relationships to provide better opportunities for
students and the university. “As I looked at career
fairs, we typically have about 400 people come in
the spring and the fall,” she says, “so I looked to
that group.”

Dingwall created a breakfast event for all the
recruiters to learn additional ways of connecting
on campus. Those opportunities, she adds, “were
positioned as marketing opportunities -- adding
familiarity with their brands.”

Companies like 3M, she notes, do not need to
do this, but the smaller ones definitely do. “We
may have hundreds of companies that are not
household names,” Dingwall points out. “If they
have scholarships in their names, if they donate
equipment and have some naming opportunities
associated with that, and if they sponsor student
groups to go to conferences or competitions -- all
of these can help with marketing to students.”

She says that “quite a few” companies have
taken her up on these offers, particularly in the
form of scholarships. “They feel it not only helps
their overall recruitment, but by its very nature
they’re connecting with students,” notes Dingwall.
“That’s a pretty good investment of $1,000.”

Advisory Board scholarships

Speaking of scholarships, Dingwall has also
been successful in convincing industry members of
university advisory boards to offer students schol-
arships. “Every program here has an advisory
board made up of 20-30 people,” she says. “I look
to them for a lot of different ‘take-advantage’
opportunities. In the case of plastics engineering,
for example, the board took it upon themselves to
develop freshman scholarships to specifically

attract more students to the program. They chal-
lenged one another to come up with freshman
scholarships. Long story short, we have now creat-
ed 12 scholarships just for students entering the
plastics engineering program.”

This program, she notes, typically did not
have strong recruitment in the past. “The first year,
we increased enrollment by 50%,” says Dingwall.
The key to this success, she adds, was that faculty
led the charge. “They created some material to
promote the program to prospective students,” she
says. “Messaging is really crucial.”

How did she get the faculty involved?
“Sometimes it’s a challenge, and sometimes
they’re more than willing to work on it,” says
Dingwall. “In this case the two main faculty
members I’ve worked with were really fantastic
and saw the opportunity to leverage their rela-
tionships. They particularly have an interest in
having more undergraduate and graduate stu-
dents working for them, and they saw a way to
make it happen.”

Their outreach, she continues, made it easier
for them to have a substantial impact. “Our total
enrollment for the program is 75, so to start 12
new ones is pretty substantial,” she notes. 

Strategic partner meetings

Dingwall is clear about the rationale for on-
site alumni events at strategic partners’ offices or
headquarters. “We have specialized programs,
and graduates within similar companies have
instituted events on-site to engage individual
alumni who may or may not be engaged with the
campus, and also to demonstrate to leadership
the amount of influence the university has, and
the part the university has played in their suc-
cess,” says Dingwall.

The events, she adds, are usually luncheons or
late afternoon programs. “They will sometimes
include faculty, deans, or chancellors that will
come to the corporate campus and talk about the
initiatives they’re working on to get [the compa-
nies] up to speed,” she explains. “They’ll also talk
about future opportunities to partner through stu-
dent engagement, such as capstones or participa-
tion on an advisory board.”

The events, she continues, are “a great opportu-
nity to capture their attention.” However, Dingwall
concedes, “we’ve been doing them for two years,
and they’ve not been as strategic as intended.” 
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IBM, Princeton launch
undergraduate quantum
research program 

In the summer of 2019, IBM and Princeton
University initiated the Quantum Undergraduate
Research at IBM and Princeton (QURIP) program,
which involved 10 students from educational insti-
tutions across the country. They spent the summer
focusing on “theoretical and experimental research
in quantum information,” according to a join blog
published by Nathalie de Leon, assistant professor
of electrical engineering at Princeton, and Pat
Gumann, PhD, manager of quantum processor &
system integration for IBM Research.

“IBM and Princeton launched the program to
provide an experience for aspiring scientists and
engineers that connects fundamental research to
industrial applications at a time in their career
development when they still have considerable lat-
itude to choose a focus for their graduate and post-
graduate studies,” the pair wrote. “The undergrad-
uates started their research at Princeton, working
across a number of disciplines: quantum materials,
condensed matter physics, and atomic physics to
quantum information, algorithms, and architec-
ture. Embedded in specific research groups, they
worked with professors, graduate students, and
postdocs on fast-paced, intensive research projects
related to quantum science.” Princeton and IBM
provided stipends for housing. 

“At IBM, the students focused on the science
behind potential commercial applications that may
in the future have a quantum advantage beyond

classical computers,” the blog post added. “They
are getting a taste of what it takes to develop a
fully scalable quantum computing system -- start-
ing from quantum chip architecture, through cryo-
genic system integration, control software, and
research into error correction and mitigation.”

After their research at Princeton, the stu-
dents then went to the IBM Q lab at IBM
Research headquarters, the IBM Thomas J.
Watson Research Center, where they interfaced
with a cohort of IBM quantum intern researchers,
engineers, and developers. Three of the students
were from MIT, two from Harvard, and one each
from UC-Berkeley, Cornell, Stanford, the
University of Chicago, and UCSB.

The program, says Bradley Holt, program
director for Qiskit developer advocacy with IBM
Quantum, “was first started by Pat Gumann in
2018, who then worked with Princeton to make it a
reality. There was a lot involved in making it hap-
pen, but they really wanted to extend our outreach
programs to each other’s graduates.”

The goal of the program, he continues, is to
“inspire folks to look at a career, and academic
possibilities in the quantum community. There’s
not a lot of them now and we need a lot more peo-
ple to be prepared; QURIP is one way to do it.”

IBM, says Holt, “really wanted to make sure
to provide scientists and engineers, to give them
experience in fundamental research and applica-
tions that will help develop career paths -- to
start their journeys. Part of our partnership
involves looking from the bigger picture of
building out the industry -- and of course, we are
one part of it, for sure.”

Going forward, she says, they will be.
“We’ve just started trying to be a little more spe-
cialized in who we’re doing these with, and in
dovetailing them with other initiatives around
campus. I suspect we will do three or four a
year,” Dingwall adds. 

“We have some unique programs on campus,
[and each of these on-site events will involve]
packaging one of them,” she continues. “Some
companies, for example, have a large concentra-
tion of our graduates; we’ll try to capitalize on that
and leverage those relationships.” For example,

she points out, packaging graduates work at a lot
of large companies, such as Harley-Davidson,
which have small packaging divisions. They’re
hungry for talented grads, she points out, “since
packaging is not a focus of the company” and they
may lack internal expertise. 

The results of all these efforts, says Dingwall,
have been “pretty good,” resulting in some
increased partnerships in general and additional
opportunities for students -- co-op or internship
opportunities, student tours, and even some cap-
stone projects. 

Contact Dingwall at 715-232-5546 or ding-
wallm@uwstout.edu. u
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Steps in the process

The applicants are evaluated by a team that
combines Princeton and IBM representatives. “It’s a
collaborative process,” says Holt. “Aspiring QURIP
interns will apply to be embedded in one of a num-
ber of research groups at Princeton University to
work across a number of disciplines including
quantum materials, condensed matter physics,
atomic physics, quantum information science,
quantum algorithms, and quantum architecture.”

The concept of having the cohorts participate in
programming both at Princeton and at IBM “is part of
building out the quantum computer work force,” he
continues. “We’re getting these folks the same support
we give all our other interns. At IBM, QURIP interns
will advance the field of quantum computing by
applying the fundamental science of quantum infor-
mation to research and development that potentially
leads to commercial applications of quantum comput-
ing. This includes everything from quantum chip
architecture, cryogenic system integration, control
software, and error correction and mitigation.”

The IBM Q network, he notes, has more than
100 organizations, businesses, and research labs, “so
we’re connecting these students with as wide a range
of contacts as possible.” (A list of network members
can be found at: https://www.ibm.com/quantum-
computing/network/members/)

The first six weeks of the program take place

at Princeton, focused on academic research. Then,
at IBM, “the students apply this fundamental sci-
ence to actual research and development, leading
to potential commercial applications,” says Holt. 

There, the students will interface with other
interns and researchers from IBM -- “a handful of
whom have already raised their hands to be part of
the program,” Holt reports. 

Happy partners 

“Everyone involved is really happy with the
results so far,” says Holt. “The 10 participants last
year have gone on to achieve great things.” For
example, he shares, two students from the program
earned the gold and bronze prizes at the ACM
Student Research Competition at the MICRO
Symposium last October. 

In terms of whether this collaboration might
serve to strengthen the broader Princeton/IBM part-
nership, Holt says it already has. “Princeton joined
last April as an academic partner in the IBM Q net-
work,” he notes. “And this is their first big project.” 

Contact Holt at 802-503-7166 or
Bradley.holt@us.ibm.com. u
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