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Be in the Know with OBIO… 

The ROI of an Intern  
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Does any of this sound familiar? 

You get back to the office after a week on the road and become overwhelmed with the number of things that 

need to be done; contacts to check in with, follow-up meetings to make, financial models to adjust and 

refining your pitch deck.  Furthermore, you hear several things about grant funding but don’t have the time 

to figure out if it is worth applying for. 

Over the past eight years, my business partner and I struggled with the allocation of time between the tasks 

necessary to finance the business, and tasks necessary to move it forward. Primary and secondary market 

research, financial modeling, grant writing, preparing investor and marketing materials, researching potential 

investors; all of these were vital so we could raise the money we needed to move the company forward, but 

did they need to be done by us?  Did I need to be spending hours designing slides for my pitch deck and 

getting estimates for my financial models, searching databases for market reports and clinical trials, 

conducting and analyzing surveys? 
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The answer is no – I should have hired an intern.  A young, driven, business-trained candidate with a science 

background who has the ability to learn quickly and adapt to an ever-changing startup environment.  

Someone who is mature and responsible, with the ability to get these important tasks done when given 

adequate support.  Furthermore, I would have paid them a lot less than my time was worth.  

Looking back, if I had an intern take care of these important, but relatively simple tasks, it would have saved 

me time.  Allowing me to focus my unique blend of knowledge, experience and creativity on building the 

products and the company. 

So, I ask again, does any of this sound familiar? 

We believe the industry feels the same way.  In 2016, OBIO surveyed 41 companies and asked them to list 

their top three requirements if they were to hire an intern.  30% required the intern for marketing & business 

development, 20% for market research and 12% for business plan writing.  This is consistent with the posted 

role descriptions we receive from companies looking to the Health To Business Bridge Program (H2BB™) for 

business-trained candidates. 

 

So why didn’t I hire an intern and why haven’t you?  People’s experience with bringing on new graduates and 

interns is mixed, it takes time and effort to help them be productive and often by the time they are trained 

they move on. As one of our survey respondents noted, “we have found it (bringing on an intern) a net 

negative in value” or to put it another way “there is no ROI.” The H2BBTM Program is working to change this. 

The Health to Business Bridge™ Program changes the ROI equation. 

We have designed the H2BB™ Program to minimize the risk and maximize the return from new hires who are 

recent graduates or interns. We do this by: 

1) Helping you find great Candidates -  We work with a large pool of candidates available from 

graduate business programs including MBAs or Masters programs in technology and 
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commercialization. No longer do you have to wade through 80 resumes to find the 4 or 5 that might 

be a fit. We provide you with prescreened candidates who can do the job based on your customized 

requirements. 

 

2) Helping Candidates get up to speed faster – We provide a series of seminars outside of work hours 

aimed at helping your hire understand the health care landscape, including areas like supply chain, 

regulatory and IP.  We provide practical and interactive examples of how various activities are 

performed in this sector including market research, marketing, business strategy and financial 

planning. You can focus on helping them learn what is specific to your company, not teaching them 

how healthcare is different. 

 

3) Giving you confidence in the work they do – We provide a subject matter expert to each intern 

(approved by you, paid by OBIO), who acts as an additional resource and mentor to the hire and can 

review the work they are doing and provide additional advice and support.  You hire an intern and 

you get a veteran of the industry as well. 

After just 4 months working with our first cohort we have already heard how H2BBTM is changing the ROI.  

“In the short time that Mount Sinai Services has worked with OBIO, they have quickly become an important 
partner in our work. While there are many reasons for this, their network is key above all; OBIO provides 
access to enthusiastic student interns, knowledgeable SMEs, and business intelligence resources such as 
Global Database. We are very pleased with the value that OBIO has brought and look forward to continued 
collaboration.” 

- Carl Schubert, Director of Marketing and Sales, Mount Sinai Services  

 

If you want to improve your ROI contact me at seanpeel@obio.ca. 
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