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Today’s speakers



1. Life as a healthcare 

philanthropy officer… 

you now have 2 

portfolios!



Today’s agenda

1. The tale of two portfolios

2. Getting started

3. Physician Partner selection & the importance of 
educating yourself

4. Advanced cultivation & stewardship of 
Physician Partners

5. Growth, expansion & sustainability

6. Results, success stories, lessons learned 





5 Pillars of Grateful Engagement



￮ Internal planning 
study

￮ Leadership buy-in

￮ Recruitment 
interviews

￮ Staff & physician 
training 

￮ Service line selection

Strategy is everything…



Place photo here

Start-Up 

Phase / 

Portfolio Build

￮ Physician Partner 
selection

￮ Service line leaders 
(medical & 
administrative) 
provide names



Physician Partner 

Discovery Phase
1. 

Schedule 30 minutes 
per month to get to 
know the physician. 

2. 

Learn as much as 
you can about the 
physician’s work 
to build trust and 
competence. 

3. 

Gain verbal 
approval that they 
are bought in.
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Advanced 

Cultivation 

￮ Audit your Service 
Line portfolio

￮ Double down on 
those engaged 



Being assertive isn’t 

disrespectful.

It’s respect earning.”



Stewardship

￮ Communicate more 
than monthly 

￮ Keep accurate notes

￮ Check your emotions at 
the door



Performance Grid 



Place photo here

￮ Addition of service 
lines & team 
members

￮ Continuous 
evaluation of service 
line partners

￮ Road blocks & 
pivoting 

Expansion & 

Growth



Affinity 

Councils



The Results…
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Giving from Grateful Patients



Gift Amount Cancer Institute Designation FY Closure

$5,000,000 Colorectal Cancer Center of Excellence FY23

$2,000,000 Sarcoma Program Fund FY23

$1,850,000 Physician Recruitment FY22

$1,000,000 Physician Recruitment FY22

$1,000,000 Physician Recruitment FY22

$500,000 Cancer/Global Emerging Diseases FY22

$486,740 Molecular Breast Imaging (Collectively) FY22

$300,000 Radiation Oncology FY22

$152,500 Patient Support Funds (Collectively) FY21-23

Cancer Services Progress 



Oncology Progress
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Heart & Vascular Progress



Gift Amount
Physician    
Involved

HVI Designation
FY

Closure

$5,000,000 Oliveira HVI Chief Leadership Fund FY23

$550,000 Bezerra Intv. Cardiology COE FY23

$100,000 Lozonschi Cardiothoracic Surgery COE Fund FY23

$100,000 Shames Vascular Center of Excellence FY22

$100,000 N/A
Matar Research/Intv. Cardiology 
COE

FY22

$100,000 
Katlaps/    

Lozonschi
Cardiothoracic Surgery COE Fund FY22

$100,000 All HVI Nurse Scholarships/Ultrasound FY22

$100,000 Oliveira HVI General Fund FY23



TGH Campaign Gift Designations

Service Lines

$37,550,181

Hospital Programs
$14,628,396

Master Facility Plan
$6,509,093



￮ C-suite & leadership 
engagement

￮ Trust before 
referrals 

￮ Long game wins

￮ Service line 
entrenchment key

Case Study



To download the 

case study:



Questions?


	Slide 1: Build a Clinician Network to Resemble Your Donor Network:  A Case Study in Achieving Exponential Growth in Service-Line Based Grateful Patient Giving
	Slide 2: Today’s speakers
	Slide 3: Life as a healthcare philanthropy officer… you now have 2 portfolios!
	Slide 4: Today’s agenda
	Slide 5
	Slide 6
	Slide 7: Strategy is everything…
	Slide 8
	Slide 9: Physician Partner Discovery Phase
	Slide 10
	Slide 11
	Slide 12
	Slide 13: Performance Grid 
	Slide 14
	Slide 15: Affinity Councils
	Slide 16: The Results…
	Slide 17: Cancer Services Progress 
	Slide 18: Oncology Progress
	Slide 19
	Slide 20
	Slide 21: TGH Campaign Gift Designations
	Slide 22: Case Study
	Slide 23: To download the case study:
	Slide 24: Questions?

