


Building a Results-
driven Marketing 

Program
Monday, March 9, 2020 10:45 AM - 12:15 PM

Marketing Successful Practices



YOUR PANELISTS

Brian Shedd, PhD, 
Director of Licensing, 
Office of Technology 

Transfer and Innovation, 
University of Houston

Eleftheria Ledaki, 
Commercialisation

Manager, 
Queen Mary Innovation 

Ltd, Queen Mary 
University of London

Paul Tumarkin, Assistant 
Director, Marketing & 

Communications, 
Tech Launch Arizona,

The University of Arizona

Todd S. Keiller, Director, 
Office of Technology 
Commercialization, 

Worcester Polytechnic 
Institute
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Worcester Polytechnic Institute

Worcester, MA



Founded 1865
4400 undergraduate students

1700 grad students
Primarily an engineering school

WPI Facts and Figures



The tiny tech transfer office that could

1) Small research base - $33M

2) 67 new invention disclosures in FY 19

3) 11 licenses in FY 19

4) 2 FTE’s
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Total market focusTotal market focusTotal market focusTotal market focus

Added Licensing Associate 7/1/19
Primary duty is marketing

Invention disclosure is market driven – Need, Approach, Benefit, Competition
Prior art search in disclosure: www.searchrealfast.com/wpi

Conducted Red/Yellow/Green exercise 
Eliminated 28 cases

Rolling forecast of upcoming provisional conversions
Prioritized marketing effort



TOTAL MARKET FOCUS

Patent catalog Detail of patent catalog
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TOTAL MARKET FOCUS

Tech Advisors Network IP Evaluation group

TAN for startups

LinkedIn to target WPI grads at license targets

Answer the phone!
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Queen Mary Innovation 

Ltd (QMI) 

Queen Mary University of 

London’s wholly-owned 

technology transfer company



University
• Five sites in London, also 

Europe and Asia

• 4,500 members of staff

• 26,000 students

• £144m research income

• Barts Health Trust co-

located with QMUL

FACTS AND FIGURES

TTO

26
COMMERCIAL 

AGREEMENTS

94 TDFs

49 Patent 
Filings

29 Patent 
Grants

2019

3 AIM listed companies



TTO STRUCTURE

Director of TT

Head of TT 
Biopharma

Commercialisation
Manager

Commercialisation
Manager

Head of TT 
Tech&Eng

Senior 
Commercialisation

Manager

Commercialisation
Executive

ICUK

Finance Director IP manager



EXTERNAL MARKETING

• QMI website
- Opportunities marketing

- QMI teams updates (newsflow on licensed

projects and spin- out companies etc.)

• QMI- Industry engagement
OneNucleus events- QMI co-hosting and show casing

• Support by matchmaking platforms
IN-PART, Inospin

• Tradeshow participation as a 'company'
Testing the market by customer feedback



MARKETING APPROACH

1 • TDF Evaluation

2 • Patent filing decision

3 • Commercial strategy

4 • Marketing

5 • Do the deal Contact list
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• Personal emailing- do your search (market intelligence)

• LinkedIn contacts- who have I met?

• Academics’ network- trust your academics

• Side marketing support: LifeArc TT fellows

Reaching out is not only about marketing the technology. Feedback on 

technology development and developing relationships counts as much.

Feedback also makes TTOs reconsider their marketing strategy.

IMPORTANT CONSIDERATIONS





INNOVATION STATISTICS - FY2019
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$67M
Licensing 
Revenue

63
Technology 
Disclosures

$195M
Research 

Expenditures
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Patenting

Natalie Davis

Director, IP

Natalie Davis

Director, IP

Robert Prosak

Associate Director

Robert Prosak

Associate Director

Tanushree
Chatterji

Assistant Director, 
Licensing

Tanushree
Chatterji

Assistant Director, 
Licensing

George Gillespie

Technology 
Transfer Associate

George Gillespie

Technology 
Transfer Associate

Nancy Mostafa

Administrative 
Assistant, 

Innovation Center

Nancy Mostafa

Administrative 
Assistant, 

Innovation Center

Ryan Black

Program Director, 
Incubator Labs

Ryan Black

Program Director, 
Incubator Labs

Brian Shedd

Director, Licensing

Brian Shedd

Director, Licensing

Tina Blakes

Administrative 
Assistant, IP & 

Licensing

Tina Blakes

Administrative 
Assistant, IP & 

Licensing

Chris Taylor

Executive Director

(Full Time Search Underway)

Chris Taylor

Executive Director

(Full Time Search Underway)

Assistant Director 

Industrial 
Partnerships

(to be posted)

Assistant Director 

Industrial 
Partnerships

(to be posted)

Shaheen 
Lokhandwala

Manager, Startup  
Programs

Shaheen 
Lokhandwala

Manager, Startup  
Programs

Interns

Interns (4)

POSTED!

Interns (4)

POSTED!

Licensing Innovation



TECHNOLOGY TRANSFER INTERNS
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IP

LicensingInnovation

• Disclosures
• Reporting
• IP Assessment

• Marketing
• Outreach

• Startups
• Leasing
• Tenants

Rotational Program

• 4 Paid Positions
• Grad/Undergrad
• Great Recruitment/Collaboration 

Opportunities
− Wolff Center for Entrepreneurship
− CoT Innovation
− IPIL Law
− CoE I&E Certificate

• Annual Cost of $72k



MARKETING & OUTREACH

1) Technology Assessment

2) Prepare Collateral

3) Identify Leads

4) Outreach

5) Follow Up

6) Summary
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Tucson, AZ



Founded 1885, Arizona’s Land-grant University

44,000 students
34,000 undergraduates

9,900 graduates
Over $687M in research expenditures

No. 1 in astronomy and astrophysics expenditures
Top 4% of all U.S. universities in research and development expenditures

No. 20 among all public institutions and No. 35 overall

Facts and Figures



UARIZONA FY2019 
METRICS

11 startups
$5.9M in 
royalties & 
other income

284 invention 
disclosures

56 patents 
issued

341 patents 
filed

96 licenses & 
options
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History

Historically 
underperforming in 

technology 
commercialization

2012: Hired Sr. VP 
to build operation, 
set goal of being 
an exemplar TTO 
organization by 

2020

2013: Fully 
operational and 

staffed
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ORGANIZATION



TECHNOLOGY
MARKETING

Market 
Research

Manager + student 
workers

Commercialization 
assessments

Technology 
Marketing

Associate + 1 
student

Build/update 
website content

Direct email 
campaigns: 

100 in FY2019, 94 
responses, 67 leads, 

3 NDAs

InPart
Social:

Awareness, 
engagement



CASE STUDY: WPI

• Old portfolio of IP –13 patents, failed startup

• Used SearchrealFast.com to identify close IP

• Identified two companies that are very close

• One now has a co-inventor working at it!

• Foot in the door for defensive license
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QMI CASE STUDY: THE TARGETED MARKETING 
APPROACH

• NGS DNA library preparation method

What materials/ reagents are we using to practice the method?

Which companies have kits in this field? Competitor or licensee?

Who would best benefit- market share?

Other considerations: what can we disclose?

• Market analysis identified 15 companies key leaders in the NGS field. Other

companies also identified through 2 conference attendances.

• However, one company best fit due to head-to-head comparisons.

Searched for appropriate Contact through LinkedIn.

Current discussions ongoing...



CASE STUDY: EMAIL MARKETING 
CAMPAIGN
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Emails sent to 42 individuals…



TECHNOLOGY LANDING PAGE
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ANALYTICS
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Website Stats

Email Stats



CASE STUDY: 3 YEARS OF INPART

170
technologies 

marketed

93
introductions to 
industry network 

members

1,617 
email campaigns 

mentioning UA tech

1,194
UA technology 

views

36
pieces of feedback 

from industry
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THANK 
YOU

34


