Recognizing and Managing 

Personal Financial Conflicts of Interest   

IUA Task Group for Policy Development

Our group has been charged to propose a universities policy for recognising and managing potential conflicts of interest. This policy may also serve as a model for other Irish research performing organisations.

Our first objective is to enable research and commercialisation by developing common understanding of potential conflicts of interest and effective ways of resolving or managing them. 

The research funding agencies intend to publish guidelines in the near future that make published CoI management policies in research performing organisations an eligibility requirement to receive publicly funded grants.  They have asked for our comments on the proposed guidelines prior to publication.   

The case studies I have attached are included (Reference III) among the resources the funding agencies will circulate with their guidelines requiring research performing organisations to develop policy and procedures for managing potential conflicts of interest in relation to publicly funded research.  They are particularly useful to our task group for several reasons –

· They promote understanding of how to identify and manage potential conflicts of interest with universal examples.

· They show that potential conflicts of interest result from common place situations and can usually be managed or resolved by arranging for demonstrable objectivity in decision making or other processes.

· The primary goal in managing potential conflicts of interest is to enable research and commercialisation.  These studies give us examples of how to resolve potential conflicts so research and commecialisation can progress.

· The examples indicate potential conflicts of interest are often readily seen by participants or outside observers, so it is in the university’s best interest to identify and resolve them to assure full faith and confidence in research and commercialisation results.

Case Studies

Recognizing and Managing Personal Financial Conflicts of Interest   
INTRODUCTION 
Research universities encourage interactions and the establishment of relationships between their faculty and business and industry as important parts of their research, education, and public service activities. 

External corporate relationships enrich faculty teaching and research, expand career and research opportunities to students, and provide the obvious mechanism for the translation of university developed inventions and discoveries into commercial ventures that benefit the public. 

[Nonetheless,] interactions with the private sector [may] also carry with them an increased potential for a perception of financial conflicts of interest.

 . .  Every university assumes the responsibility to assist its faculty to identify [situations or interests that may give rise to] the potential for apparent conflicts . . . and to reduce or manage these potential conflicts to [enable research and commercialisation activities.] 

Financial Conflicts of Interest 
A potential financial conflict of interest occurs when there is the possibility, from the perspective of an independent observer, that an individual’s private, financial interests, or his or her family’s [or business associates’] interests, may influence the individual’s professional actions, decisions, or their judgment in pursuing research. 

It is not possible, nor is it necessary, to eliminate all perceived, potential, or real financial conflicts of interest. The existence of a conflict is not necessarily a problem; it is how individuals and institutions respond to and manage conflicts that needs to be addressed. 

PROCUREMENT (Purchasing) 
Introduction 
The acquisition of goods and services for university research may involve substantial amounts of funds. 

[Procurement] procedures are usually well-documented… Management strategies in procurement transactions are built into policies and procedures for competitive bids and quotes, sole source justifications, and centralized purchasing.  However, materials, supplies, and services needed in research may be very specific and suppliers may be limited. 

In almost all cases, investigators initiate purchases. To the extent that individuals making procurement decisions have an interest in a vendor of goods or services to the institution, potential or apparent conflicts of interest may arise and must be reduced, eliminated, or managed. 
PROCUREMENT SCENARIO 1
Dr. Ruth Larch, distinguished professor of molecular genetics at Mountainside University, has developed extremely efficient techniques and refinements for gene sequencing and screening programs. Dr. Larch and several of her senior staff recently formed a company, Aqua, Inc., in a nearby research park to market these services to private and not-for-profit researchers. The company includes among its customers a number of leading biomedical research universities and pharmaceutical companies. Dr. Larch is president and owns a majority interest in the company but remains a full-time employee of the university. 

Dr. Ronald Pine, a faculty member in virology, needs to procure some gene sequencing services for his work funded by the American Disease Society. Dr. Pine turns in a purchase order along with quotes from two companies who nominally compete with Aqua, Inc. One vendor’s quote is higher than Aqua, Inc.’s price, and the other is not able to deliver the services without a prolonged delay. 

ISSUES 

• Should Dr. Pine be allowed to purchase the services from Aqua, Inc.? 

MANAGEMENT STRATEGIES 
While there is no obvious conflict of interest at this point, many universities have restrictions if the transaction involved businesses in which employees have a significant financial interest.  University procurement procedures usually require competitive bidding for contracts of a certain size.  Dr. Larch should disclose her majority interest in the company to the university to ensure that all procedures are met when purchasing services from Aqua, Inc.

PROCUREMENT SCENARIO 2 
Dr. Larch serves on the departmental promotion and tenure committee and is a mentor and colleague of Asst. Professor Pecan, who recently arrived on campus and is continuing work she started during her post-doctoral research.  Dr. Pecan has worked with Aqua, Inc. in the past and wants to continue to use their services.  She does not feel it would be appropriate to obtain quotes from other vendors because they could not provide continuity with the methods used in her previous work and would require her to duplicate experiments already performed.  She has turned in a purchase order and a sole source justification to buy services from Aqua, Inc. using her institutional start-up funds. 

ISSUES

• Does Dr. Larch’s position on the promotion and tenure committee affect the purchase from Aqua, Inc.? 

• Should Dr. Pecan be allowed to avoid the competitive bidding process? 
MANAGEMENT STRATEGIES 
University procurement procedures generally require competition but often have a provision for a sole source justification only where other bidders are not available or cannot meet the project specifications. 

This relationship would generally be viewed as having a potential for conflict of interest since Dr. Larch would be in a position to benefit from Dr. Pecan’s selection of vendor and would also be in a position as a member of a significant department committee to influence that selection. 

Dr. Pecan may feel she does not have a real option to choose another vendor without offending Dr. Larch. Universities should be mindful of relationships that may create or appear to create a compromise in the objectivity of decision-making. Individuals may need to disclose relationships or be not involved in certain decisions. 

PROCUREMENT SCENARIO 3 
Dr. Larch assembles a team to write a proposal for a research grant.  With Dr. Larch as principal investigator, they win a €4 million award. Dr. Larch wants the university to permit her, under a sole source justification, to procure the gene sequencing work for her project from Aqua, Inc. 

ISSUES 

• How can Dr. Larch purchase services for the university from her own company without creating the impression of a conflict of interest? 

MANAGEMENT STRATEGIES 
The conflict of interest may or may not be considered manageable. Dr. Larch has a potential conflict of interest in the selection of the vendor for services to the university. Since she has a majority ownership in the company and, as principal investigator, is in a position to select a vendor to provide services to the university, there is a conflict of interest in her participating in the purchasing decision. 

The university may choose to manage the conflict by establishing an independent body to make decisions with respect to the purchase of goods or services from Dr. Larch’s company. The university needs to be mindful of other relationships, including tenure and promotion decisions, the progress of students, consulting, and other activities that might also involve the company. 

A sole source contract should require review by the university financial executive.
PROCUREMENT SCENARIO 4 
Mountainside University directs the department of molecular genetics to establish a procurement oversight and review committee to review the proposed services contract and select an appropriate vendor, and Dr. Larch proceeds with her research with some exciting results. Now in the fourth year of the program project, she and her colleagues determine that they need to find a new biostatistician to help analyze some of the results. Dr. Larch’s spouse retired from Mountainside’s department of applied statistics the previous year and is eligible to do consulting work for the university. He has agreed to serve as a consultant for the program project, and Dr. Larch has turned in a request to purchase consulting services. However, given her previous experience with the potential for conflicts of interest in university contracting, she has asked if it would be better to have her spouse return as a temporary employee. 

ISSUES 

• Can Dr. Larch hire her spouse? Does public funding for the research programme affect the decision? 

• Can Dr. Larch supervise her spouse? 

MANAGEMENT STRATEGIES 
Dr. Larch is in a position to direct a university contract (the consulting agreement) in a manner that would benefit a family member.  Therefore, she would appear to have a conflict of interest.  If her spouse returns as an employee, she will be in the position of supervising a relative.  Most universities have policies that prevent a subordinate-superior relationship between an individual and a relative for this reason. 

However, universities increasingly recognize the existence of dual-career couples. In academia, there are a number of spouses who work as a team in research. 

If the arrangement is not prohibited by university policy or by law from allowing an individual to work on a grant or contract awarded to a family member, the university may choose to have the contract (consulting agreement) awarded and overseen in a manner similar to a contract to procure goods or services from a company in which a researcher has a significant interest. The contract could have explicit milestones or “deliverables,” e.g., reports, tables, etc. that can be used to measure performance and authorize payments. 

Alternatively, the university may choose to appoint Dr. Larch’s spouse under the supervision of a chair or a dean to eliminate nepotism or the appearance of such. 

PROCUREMENT SCENARIO 5 
Dr. Larch has several students who hold university procurement cards. These P-Cards, as they are sometimes called, work like credit cards and permit purchases up to €2,500 per month. They simplify purchasing, speed delivery by allowing Internet and telephone orders, and save the university money in processing small dollar value purchase orders. The charges are posted directly to Dr. Larch’s NIH grant account. The students have used their P-Cards to order reagents from Aqua, Inc.’s new e-commerce site. 

ISSUES 

• Should Dr. Larch have told the students not to purchase from Aqua, Inc.? 

• Who is responsible for monitoring these streamlined procedures? 

MANAGEMENT STRATEGIES 
Dr. Larch should disclose her relationship with Aqua, Inc. to anyone involved in the project and refer project staff to the university procurement office or another non-conflicted source appointed to manage or approve purchases from Aqua, Inc. 

Implementation of new systems may be accompanied by training and written documentation to ensure that those who make procurement decisions understand the procedures. 

Some institutions block certain vendors or categories of expenditures from purchases using procurement cards. 

PROCUREMENT SCENARIO 6 
Ruby, Inc., a publicly traded company that wants to acquire Aqua, Inc, approaches Dr. Larch.  Dr. Larch decides that she wishes to remain on the faculty, continue her career in research and education, and spend less time with the company so she welcomes the buy-out offer. As part of the deal, she receives shares of Ruby, Inc. but less than 1% of the outstanding shares. She sells part of the stock and donates $500,000 to “Reach for the Summit,” Mountainside University’s recent capital campaign. The gift is designated for use in “research programs in molecular genetics,” in part to provide matching funds for the expansion of its laboratories. As a member of the building committee, Dr. Larch has developed plans for the expansion of her lab and has asked that funds from her gift be used for upgrades in the renovation of her space. 

ISSUES 

• Should Dr. Larch be able to designate her gift to her home department?

• Should the university take the gift with the restrictions that it be used in Dr. Spruce’s lab? 

MANAGEMENT STRATEGIES 
The control of the use of gift funds may pose issues of potential conflict if the funds can be leveraged to the benefit of the donor. The entity that manages gifts and endowments for the university may establish procedures for accepting and awarding funds for specific projects or for use by designated departments for research programmes. Such procedures may remove potential conflicts of interest by identifying how expenditure decisions will be made and by establishing accountability for such decisions. 

For best assurance to others, direct beneficiaries of gifts, like Dr. Larch, may need to abstain from participating in selection decisions in centralized planning for construction projects or centralized procurement for large contracts. 

PROCUREMENT SCENARIO 7 
Dr. Pecan and, with her post-doctoral fellow have been remarkably successful in designing software used in analyzing blood samples to diagnose genetic disorders.  Their algorithms, software systems, and subsequent improvements are patented by Mountainside University and licensed to a medical device corporation, Sapphire Co. All of the inventors receive stock in Sapphire and Mountainside University holds an equity interest in Sapphire Co. as well. 

Recently, a diagnostic scanner was approved based on the work of these researchers. Two clinical departments at Mountainside University, including Dr. Pecan’s department, want to buy this new instrument.  No other vendor has such an advanced tool for scanning samples and diagnosing genetic disorders. 

ISSUES 

• Do the equity interests of the university and the inventors give rise to the appearance of a conflict of interest in their purchasing the scanner for use in the clinics? 

MANAGEMENT STRATEGIES 
Since the institution owns equity in the vendor, the university should consider whether there is a potential conflict between its institutional interest in the company and its obligation to have an open and competitive procurement process that is fair to other vendors.   The university may want to have an outside, credibly independent body conduct the procurement process or review any sole source justification.

MENTORING RELATIONSHIPS 
Introduction 
Mentoring graduate students, post-doctoral fellows, and junior faculty colleagues is one of the most important roles and responsibilities assumed by faculty members and academic managers.  The tie of a mentor to the individual mentored is a close and special relationship of trust often combined with an unequal distribution of power and influence between the individuals in the relationship. 

Because of this relationship of trust and the imbalance in power, the person being mentored may not feel they have the freedom to refuse the mentor’s request.  Moreover, whenever the possibility exists that a mentor’s advice or counsel might be influenced by personal financial interests, then there also exists the potential for disadvantage or damage to the training or career development of the person being mentored. 

As a result of this potential for conflict, universities may wish to review carefully and monitor closely situations where mentors may also become employers of the persons they mentor, or otherwise benefit financially from requests made of trainees or junior colleagues to provide support (usually labour) for the mentor’s personal financial interests. 

MENTORING SCENARIO 1
The laboratory of Dr. Redwood, a professor at Major Biotechnological Institute (MBI), has been successful in developing a new method to introduce foreign genes into the commercial varieties of wheat that had previously been recalcitrant to transformation. The lab has also succeeded in developing promoters that control high-level expression of introduced genes in specific wheat tissues. These novel technologies have been disclosed to MBI and are the subject of several pending patents. 

Being intensely interested in seeing the technology benefit food production, Dr. Redwood persuades MBI to license the patents to a start-up company, Indigo, Inc., in which he has a substantial financial interest and for which he serves as chair of the scientific advisory board. Like many start-up companies, Indigo, Inc. does not have sufficient resources to establish its own research laboratories and wishes to sponsor research in Dr. Redwood’s laboratory. Graduate students and post-doctoral trainees for whom Dr. Redwood serves as major professor and mentor would conduct this research. 

Following his institution’s policy requiring disclosure of significant financial interest in a sponsored project, Dr. Redwood discloses that trainees would perform the sponsored research funded by Indigo, Inc. 

ISSUES 

• Should this arrangement be approved and how should any potential conflict of interest be managed? 

• Will the trainees and post-docs be able to use aspects of the work for their theses and dissertations or continue aspects of the work after the post-doctoral tenure, i.e., what is the value of the experience they will get?

• Will the trainees continue to make progress toward their degrees? 

MANAGEMENT STRATEGIES 
It is important for MBI to protect the integrity of the training experience, as well as the professional and career opportunities it provides to students and post-doctoral associates. 

Inherent in Dr. Redwood’s proposal is the potential that the efforts of trainees may be directed to pursuing high-risk research priorities that benefit Indigo, Inc.’s commercial interests rather but may not include fundamental academic projects needed for their education goals.  The ability of the trainees to publish or otherwise communicate their results to the broader scientific community may be curbed by the conflicting business needs of Indigo, Inc.  This may also limit the trainees’ options for future employment. 

Options to provide protection for trainees and post-doctoral fellows include requiring that another senior faculty member or members, who have no financial interest in Indigo, Inc., be appointed as major advisors or co-major advisors for trainees who would work on projects funded by Indigo, Inc.  These mentors would be able to ensure each receives the full range of experiences appropriate, including the opportunity to work with Indigo, Inc.  

MBI may also consider instituting a formal, regular review and reporting mechanism to monitor the trainees’ progress and publication activity under Dr. Redwood’s mentorship. 

It is also possible to allow the trainees to go on being mentored by Dr. Redwood but prohibit them from working for Indigo, Inc.
MENTORING SCENARIO 2
Dr. Walnut is professor and chair of a department of electrical and computer engineering (ECE department) at Major Engineering University (MEU).  She is also a prolific researcher in the application of nanotechnology in the development of new technology producing greater Internet bandwidth.  Her research has generated several breakthroughs that have been patented by MEU and licensed to a start-up company, Rose Co., in which Dr. Walnut and the institution hold equity interests.  Dr. Walnut also chairs Rose Co.’s scientific advisory board. 

Dr. Walnut’s department is recruiting to fill a vacant faculty position in a field with potential to produce future advances in the application of related nanotechnology.  Dr. Yew is a young investigator having recently completed a productive post-doctoral experience, is identified as a strong candidate, and is ultimately hired.  Shortly after Dr. Yew arrives, Dr. Walnut contacts him, offers him an attractive consulting relationship with Rose Co., and implies that if the consulting relationship is productive for the company, there is an opportunity for substantial research support and perhaps even potential stock options in the future.  Dr. Walnut implies, without any commitment, that this opportunity has the potential to allow Dr. Yew to gain rapid scholarly recognition and also a fast track in promotion and tenure review.  After considering the opportunity, Dr. Yew follows MEU policy and requests permission to engage in consulting activity with Rose Co. 

ISSUES 

• Should MEU approve the application? 

• As chair of the ECE department, does Dr. Walnut have a special responsibility to young faculty? Is this role compromised by her role with Rose Co.? 

• Will Dr. Yew be able to establish an independent research program? 

• Will Dr. Yew be able to publish results of the work done under a Rose Co. agreement? 

MANAGEMENT STRATEGIES 
MEU has a clear responsibility and interest in protecting the professional and career interests of new faculty members.  MEU has reason to look closely at the proposed consulting relationship.  As a young, potentially vulnerable new faculty member, Dr. Yew may feel compelled to put aside all his prior research priorities and divert disproportionate effort to advance the goals of Rose Co. to please Dr. Walnut, and to enhance the institution’s value in the start-up.  

One might perceive the offer of a lucrative consulting relationship as an opportunity to jumpstart Dr. Yew’s career.  There is also reason for concern because of the potential conflict inherent in the imbalance in power between Dr. Walnut, a department chair, and Dr. Yew, a new assistant professor. 

Potential responses include establishing a strong oversight plan by an individual or panel of senior faculty who have no financial interest in Rose Co.  Such oversight would include additional review of Dr. Yew’s research productivity and close monitoring of his teaching assignments, performance reviews, and salary recommendations.  The opportunity for Dr. Yew to establish an independent research and publication track record that will hold up under peer review is important to his career as a researcher.  Any real or perceived pressure to unduly delay publishing and thus hold back his career development should to be recognized and mitigated. 

The consulting work is closely related to the university academic program.  Any intellectual property must be disclosed through the university’s technology transfer office and evaluated as to whether it belongs to the university or the company. 

MENTORING  CAUTIONS 
Potential financial conflicts of interest may occur in any relationship when there is a real or perceived imbalance in power or influence between a mentor, advisor, or supervisor and a student, trainee, or junior colleague, and the potential for significant financial benefit to the more powerful individual.  

To preserve the integrity of their programs of education and training and to foster optimal professional development of faculty in these situations, institutions may wish to closely monitor these relationships through assignment of responsibility to other senior individuals isolated from or immune to the specific financial conflict.  In some cases, it may be appropriate to intervene to eliminate the potential for financial conflict.
LICENSING TECHNOLOGY 
Introduction 
Licensing transactions present many potential conflicts of interest, especially those involving start-up companies with which the institution and inventors have a continuing relationship.  In the following case study and discussion, the focus is primarily on those transactions that involve one or more of the following factors: 

• Establishment of a company based on a license of university-owned technology;

• Distribution and management of equity in that company to the inventor and the university; 

• Provision of sponsored research from the company back to the university; 

• Management of research in areas closely related to the licensed technology; and 

• Supervision of students and other employees in the context of the relationship between the university and the start-up.

LICENSING SCENARIO 1 
Dr. Elm is the chair of a major department in the school of medicine. As such, he has considerable influence over all activities of the department, including budgetary matters and research relationships. Dr. Elm is also the inventor of an innovative technology that, if aggressively commercialized, will change how the markers for certain diseases can be detected. The invention was made during the course of a publicly funded research program, and the university owns the invention. 

The university views this invention to be a “platform technology” and has filed a patent application on it. As a novel platform technology, the invention will have broad applicability, and the university’s technology transfer office (TTO) believes that, with the right capitalization, a start- up company will be the best commercialisation vehicle. 

Unbeknownst to the TTO, Dr. Elm has held discussions with several investors associated with the Orange Investment Group.  Dr. Elm has told Orange Group that if they can secure sufficient funding for a start-up company, he will deliver the new technology to them. Robert Willow, who owns 50% of Orange Group and is a long-time supporter of the university and a member of its board of trustees, ardently supports Dr. Elm’s proposal. 

ISSUES 

• Can Dr. Elm pledge the technology to the Orange Group? 

• With the assignment of the invention to the university, what is Dr. Elm’s role in the licensing of the invention? 

• Does Mr. Willow’s position as a university trustee place him in a unique position in relation to the development and licensing of the invention? 

• Should Mr. Willow disclose his role in Orange Group? To whom? 

MANAGEMENT STRATEGIES 
Many universities have policy that requires disclosure by board members of financial interests that might influence their work on the board.  When Mr. Willow participates in a university start-up, there should be some restriction on his use of his board position to access information that would give Orange Group an unfair advantage.  For example, he should refrain from voting during board decisions that would potentially impact Orange Group.

The university, not Dr. Elm, owns the intellectual property and retains the right to license it. The TTO should maintain a close relationship with the inventor, value his input and recommendations, but also be prepared to disqualify the inventor from negotiations regarding the licensing of the invention. 

LICENSING SCENARIO 2

Dr. Elm and Mr. Willow approach the TTO with a proposal for the university to license the invention to a start- up company, Purple, Inc. The TTO is unaware of Mr. Willow’s investment holdings, but believes that with Orange Group’s backing, Purple, Inc. has the wherewithal to commercialize the invention. The TTO is further encouraged to look favourably on Purple, Inc. once it learns that Purple, Inc. is willing to fund further development of the invention in Dr. Elm’s laboratory. This funding may lead to improvements to the technology that would also be licensable, income-generating properties for the university.  [University policy is to distribute a share of this income from inventions to the inventors/ researchers.] 

A licensing relationship is finalized, with the assistance of Dr. Elm and Mr. Willow, providing royalties and an equity position for the university.  Dr. Elm also will receive equity in the company as founder and is promised the position of CEO. 

ISSUES 

• While investigators are often the primary source for information to “market” their inventions and to establish industry contacts, should Dr. Elm negotiate on behalf of the university with the company? 

• Should Dr. Elm’s equity in the company and proposed role as CEO be disclosed to the university before the negotiation of the license?

• Should Dr. Elm participate in the negotiations? 

• Does Mr. Willow’s relationship with the Orange Group and as a university trustee have the potential for conflict? 

MANAGEMENT STRATEGIES
Dr. Elm and Mr. Willow should not represent the company or the university in the negotiations of the license. Their financial interests give the appearance of compromising their roles as members of the university community.

Both Dr. Elm and Mr. Willow should disclose their equity interests in the company and Dr. Elm should disclose his proposed role as CEO prior to the negotiation of the license.

As a university staff member, Dr. Elm should not negotiate with the university but should understand that he has an interest in the university’s benefit (share of income) from the negotiation.  This interest and his equity interest in the company are competing interests.

The university may find Dr. Elm’s desire to become Purple, Inc.’s CEO to be a conflict of commitment and suggest that a seat on the board of directors and a long-term consulting contract might be a preferred alternative that would satisfactorily ensure successful implementation of the technology.   Or the University may agree on a leave of absence or other arrangement with Dr. Elm to allow him time to work with Purple, Inc. 

[With regard to Dr. Elm’s consulting arrangement with the company: Some universities have policies that would require the disclosure and review of Dr. Elm’s consulting agreement, and disclosure of his seat on the board of Purple, Inc.  Some universities require special oversight and approval of consulting agreement language when faculty consult with companies in which they also hold equity.  

Special language may stipulate that the university owns all intellectual property developed by a faculty member under a consulting contract and grants the company an option to license the technology once disclosed.] 

LICENSING SCENARIO 3 
As required under the license, Purple, Inc. and the university enter into a sponsored research agreement (SRA), under which Purple, Inc. agrees to fund research in Dr. Elm’s laboratory for three years at €200,000 per year. Under the terms of the SRA, Purple, Inc. will receive an option to negotiate for a license to new inventions resulting from the research and to any improvements dominated by the patent (if and when it issues) for a period of five years. 

In order to increase the likelihood of the success of the important and innovative technology, Dr. Elm submits a research proposal to a public body for a multi-year grant to investigate new diseases that might be responsive to the new marker-detecting technology. Dr. Elm agrees to keep his colleague, Mr. Willow, informed of the progress of the research program, if it is funded. 

The TTO pays an outside patent attorney to review Dr. Elm’s progress reports for patentable inventions. 

ISSUES 

• Because of his financial relationship with Purple, Inc., can Dr. Elm be expected to objectively weigh the merits of accepting the Sponsored Research Agreement?  As an individual researcher?  As chair of the department? 

• Will Dr. Elm’s responsibilities as chair to allocate department resources – graduate students, teaching assignments, etc. – be perceived by others in the department as conflicted as well? 

• Should the publicly-supported research results be “pipelined” to Purple, Inc.?

• Will Dr. Elm’s financial interest and role in Purple, Inc. be viewed as influencing the objectivity of his research under new grant he has applied for and under the SRA from Purple, Inc?

MANAGEMENT STRATEGIES 
Research projects should be consistent with the academic standards and goals of university research, and the appropriateness of the proposed work scope should be determined through an independent review process by the chair or, in this case, by the dean or a designee. 

It may be appropriate in this circumstance to have another faculty member (if possible, one not under Dr. Elm’s administrative oversight) serve as the principal investigator for the research sponsored by Purple, Inc. 

If the new grant is awarded by the public body, the agency should be notified of the existence of Dr. Elm’s financial relationship with Purple, Inc. and that the university has implemented a conflict management plan that ensures non-conflicted objective participation in the research. 

Dr. Elm’s financial relationship with Purple, Inc. should be disclosed to all research staff and students in the laboratory.  If there is ever an issue or conflict related to this relationship, the laboratory members, including graduate students, should be instructed to freely discuss these issues with an appropriate university official who has a sufficiently powerful relationship with Dr. Elm, such as the dean or an associate vice president for research, to be seen as independent and non-conflicted. 

Dr. Elm’s relationship with Purple, Inc. should be disclosed in publications and oral presentations reporting on company-supported research or his other research where results are related to the commercial interests of the company. 

LICENSING  CAUTIONS 
Many complicating factors arise in licensing technology to a start-up, and the specific roles and terms of the licensing, equity, and research relationships have bearing on how conflicts are identified and managed. Whether perceived or real, problems will generally arise and need to be managed, reduced, or eliminated. 

· Balance activities between the university and the company to avoid compromising commitment to research, teaching, and mentoring. 

· Consider ability to objectively manage research and mentoring when a company in which one holds significant financial interests sponsors the research. Questions may be raised about the selection of research goals and the assignment of students and other personnel.  Mitigate the appearance of conflict of interest by involving non-conflicted researchers and mentors.

· Ensure that university officials who manage institutional equity holdings do so without regard to their own financial interests.  Public perception of trustees or other officials benefiting from “private” deals is damaging to the reputation of the institution. 

· Understand that research results may be viewed as having less integrity if they are seen as having a real or perceived impact on a company in which the investigator has a financial interest.  




