
Minutes* 
 

Senate Consultative Committee 
Thursday, September 17, 2009 

3:00 – 4:00 
Room 238A Morrill Hall 

 
 

Present: Marti Hope Gonzales, (chair), Nancy Carpenter, Carol Chomsky, William Craig, Shawn 
Curley, Emily Hoover, Walt Jacobs, Jeffrey Kahn, Karen Lovro, Russell Luepker, 
Jonathan Lundberg,  Michael Oakes, Andrew Smith, Francis Strahan, Kathryn 
VandenBosch, Sara Waldemar, Cathrine Wambach [Manjari Govada, Andrew Heairet, 
Greg Summers not counted as absent because available for telephone connection that did 
not work] 

Absent: Jeffrey Anderson, Christopher Cramer, Jason Einertson, Janet Fitzakerley, Kathy Julik-
Heine, Jan McCulloch, Becky Yust 

 
Guests: Michael Volna, Jane Pribyl (Controller's Office) 
 
[In these minutes:  policy on selling goods and services to external customers] 
 
 
Policy:  Selling Goods and Services to External Customers 
 
 Professor Gonzales convened the meeting at 3:15 and welcomed Mr. Volna and Ms. Pribyl to 
report on proposed changes to policies dealing with selling goods and services. 
 
 Mr. Volna introduced Ms. Pribyl from his office, who handles both internal and external sales.  
Ms. Pribyl explained that the draft before the Committee represented the combination of two policies into 
one.  The reasons for the changes are to help departments get their sales out the door quickly and to 
streamline the process.   
 
 Mr. Volna described the "fund bucket project," a group drawn from across units to define gifts, 
external sales, and sponsored projects, because there are gray areas.  There is an email that departments 
can use to send questions and get very quick answers.  Procedures have been changed to help connect 
departments with appropriate central office for expertise and advice (e.g., taxes, insurance, legal matters, 
etc.).  The General Counsel's office is developing contract templates to help speed the process.  They have 
also tried to eliminate dual processes that departments have been using in the past. 
 
 Professor Luepker asked how departments cost a product or service.  Ms. Pribyl said they start 
with the internal sales rate, which is intended to capture all direct costs—and departments should capture 
everything—utilities, facilities, administration—so it is a "fully burdened" rate.  They then compare that 
rate with prices for comparable goods or services in the market and hope that they can add to the price, 
but the fully-burdened rate is usually at market.  It is absolutely possible to build in profit, Mr. Volna said, 
because departments may charge whatever the market will bear.  But he said there are some things it is 
inappropriate for the University to sell; from a tax perspective, what is sold should be related to the 
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mission.  There is also the question of whether a department wants to be in competition with the private 
sector (e.g., selling time on an MRI machine versus Fleet Services offering oil changes).  The University 
has a great deal of unique expertise that it can capitalize on without competing with the private sector. 
 
 What gets sold, Professor Gonzales asked?  It is an unbelievably diverse range of things, Mr. 
Volna said.  Apart from auxiliary services, the sales amount to $200-300 million per year and include 
things such as conferences, lab time, testing for companies, and so on.  Drugs, Mr. Strahan asked?  There 
is another protocol that deals with the translation of research to clinical trials to a product to be sold, Mr. 
Volna said.   
 
 They have had feedback that the University's processes have been cumbersome and it slows down 
even more when attorneys get into disagreements about protection of intellectual property rights.  The 
University does not want to use outside contracts because it takes weeks and weeks to negotiate them. 
 
 Professor Gonzales thanked Mr. Volna and Ms. Pribyl for bringing the report to the Committee, 
and adjourned the meeting at 3:30. 
 
      -- Gary Engstrand 
 
University of Minnesota 


