Industry Partner Criteria and Approval Checklist
This checklist is a tool that guides network administrators through criteria for initial assessment of prospective industry partners for new collaborations. The network administrator completes the checklist while assessing the industry query. Assessment can be accomplished by direct consultation with the industry contact, written study materials, and publicly available information. Additional guidance is included below.
	Project Title, Organization and Contact: 
	Explanations & Notes

	Does the type of company relate to the work of the NETWORK or seem unrelated?
	Yes/No/Unsure
	

	Does review of company website or other public information raise any red flags? 
	Yes/No/Unsure
	

	Are services requested within the scope/capability of the NETWORK?  
	Yes/No/Unsure
	

	Are there funding sources?  What are they? Who are their investors? Can we get tax, business license # or financial disclosure documents (e.g., annual report)? If not, how will work with the NETWORK be compensated?
	Yes/No/Unsure
	

	Is the study sufficiently developed to identify who the end user/beneficiary is?
	Yes/No/Unsure
	

	Is the timeline feasible for the NETWORK and/or our partners?  
	Yes/No/Unsure
	

	Is the overall study timeline realistic?  
	Yes/No/Unsure
	

	If conflicts of interest (COI) exist, can the study be conducted in a way that manages this COI (e.g., governing board member recuses him/herself from deliberations, contact is “blinded” to study data until analysis is complete)?
	Yes/No/Unsure/No COI Reported or Suspected
	

	Does the company and the study/project seem legitimate and reputable?
	Yes/No/Unsure
	

	Is there sufficient funding to compensate NETWORK and our partners for their work?
	Yes/No/Unsure
	

	Should this project/study advance for further assessment?
	Yes/No/Unsure
	



Additional Guidance:
· Only work with companies that publicly disclose and are transparent about their financials, activities, etc. Reputability and legitimacy of companies should not be assumed.
· Searching for annual reports, tax documents, business license numbers and other publicly available information can provide indicators as to whether the company is reputable.  Note, early-stage companies may have very little information available publicly.
· Public documents (or summary) should be sent to clinic champions when disseminating industry opportunities.
· Compensation
·  It is standard practice to have separate industry rates based on the actual costs of services. Grant funds are rarely authorized to subsidize work performed for commercial entities. 
· Fee for service compensation (e.g., vendor agreement) enables compensation for all expenses and can be more easily tracked than a subaward in which FTE is provided for personnel. Vendor agreements may discourage scope creep. 
· Consider substantially higher fees if the ask requires ongoing use of the Network image, expertise or other lasting contribution (e.g., permanent recording).
· Encourage and enable community and clinical partners to take appropriate compensation for their services.  
· Conflicts of interest
· Detailed exploration of COI is necessary during the initial consultation and due diligence.
· Community and clinical partners have differing levels of tolerance of conflicts of interest.  For example, conflicts of interest that preclude partnership with some types of clinics (e.g., FQHCs, Veteran’s Administration) may be manageable for others (e.g., privately owned, affiliates of large health systems).
· If company has affiliates or funders that are not clearly related to the conduct of clinical or translational research, connections to member clinics may be too risky.
