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What led you to pursue a career 
at BlueDot Inc.? How has this 
work been during the COVID-19 
pandemic?
 
I first heard about BlueDot through 
the news just last year, as the com-
pany was one of the first in the world 
to identify the emerging risk and 
spread of COVID-19. As it turns 
out, BlueDot successfully predict-
ed eight out of ten cities as the next 
outbreak locations. Naturally, I be-
came intrigued by the company’s 
mission, and inspired by the CEO, 
Dr. Kamran Khan – a practicing 
infectious disease physician and 
Professor of Medicine with the Di-

vision of Infectious Diseases at the 
University of Toronto. BlueDot’s 
mission of safeguarding and pro-
tecting the global population real-
ly resonated with me, so I applied 
and was hired as their Public Sector 
Partnerships Lead. As BlueDot is a 
very forward-thinking company 
- in terms of building risk assess-
ment platforms to alert end users 
of infectious disease risk – we have 
had to maintain high adaptability 
in order to stay relevant across the 
pandemic curve. For instance, after 
successfully detecting the spread 
of COVID-19, our product team 
was great at rapidly generating 
both a variant and vaccine tracker. 

How did your university educa-
tion prepare you for your cur-
rent position?

My experience at the University 
of Toronto truly taught me how to 
work well under pressure. In res-
onance with the Yerkes-Dobson 
law, there exists an empirical re-
lationship between pressure and 
performance, and I have essential-
ly learned how to hover around 
the optimal level. In other words, 
I have learned how to use pressure 
and stress to my own benefit to ex-
cel on the job. My current role is 
majorly client-facing – frequently 
with C-level executives - so, I am 
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required to be very quick, efficient, 
and dynamic, while handling the 
associated pressure. Additional-
ly, my research experience during 
my university career trained me 
to be highly meticulous – and this 
is a skill that now helps me per-
form thorough research on pro-
spective clients and identify any 
challenges or gaps in the pro-
cess. As a business development 
representative, it is important to 
keep clients interested by present-
ing the company relative to their 
needs, so my research skills have 
definitely remained applicable. 

What does your average work-
day look like? 

Typically, my days are meeting-ori-
ented. I often start my workdays 
early to accommodate for time 
differences when there are calls 
with international clients. A large 
portion of my day is allocated to 
prospecting the right government 
officials and identifying the key 
representatives whom I should be 
contacting regarding new partner-
ships. I spend time interacting with 
these individuals via email and 
phone and learning about clients’ 
organizational structure and their 
existing tools prior to initial meet-
ings. For these meetings, it is really 
a balance between understand-
ing the client’s current software, 
identifying weaknesses, and build-
ing credibility, trust, as well as 
a need for BlueDot’s platforms. 
After establishing this need, we 
figure out whether they can inte-
grate it, and whether they have a 
budget – the whole process is re-
ally a problem-solving experience. 

Additionally, I collaborate with the 
product team to be aware of prod-
uct updates and releases to relay 
back to the client. There exists this 
“symbiotic” relationship where we 
tailor our products to their needs. 
What advice would you provide 
science students who are inter-
ested in pursuing a similar ca-
reer path? Particularly for those 
who are interested in business 
development, but don’t necessar-
ily have “business” experience? 
To gain exposure I would high-
ly advise students to look out for 
their university-affiliated business 
development centre, such as the 
University of Toronto’s Centre for 
Entrepreneurship. This is basical-
ly a home to entrepreneurship and 
business education, co-curricular 
programs, and venture incubation. 
They typically offer related inno-
vation and entrepreneurship-based 
courses, and while I was at the 
University, I took one that of-
fered me an internship with an 
affiliated start-up – and that was 
iMerciv Inc; this was how I tran-
sitioned from the sciences into 
start-up culture. Here, I became 
exposed to the fast-paced climate 
associated with working in a small 
company, where I had the oppor-
tunity to wear many different hats. 

“Leveraging your 
university’s 
partnerships and 
affiliations to gain 
real-world 
experience and 
build your resume 
can really help you 
shape what you 
pursue later on!” 
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