
 
 
AVAP Conference 2016 
Grateful Client Programs: From 
Human Medicine 
 
 

Bill Littlejohn, CEO 
Sharp HealthCare Foundation 
San Diego, California 



33 Years In Philanthropy – 
3 Employers 
Based in California – Yet 
in more than 30 states 
and countries 

• American Cancer Society – 9 
Years 

• The Greenwood Company – 10 
Years 

– 40 Projects including 
Oakland Zoo, San Diego 
Humane Society 

• Sharp HealthCare Foundation – 
14 Years 

– CEO and Senior Vice 
President 

 
Jasper is still in San Diego! 



Four Acute Care, 
Three Specialty 

Hospitals 

Largest Healthcare Provider 
in San Diego (29% Market Share) 

Established Through 
Philanthropy 

3,000 Physicians; 
Two Affiliated 

Medical Groups 
18,000 Employees 

1,000,000 Individuals 
Impacted Each Year 

Three Philanthropic Foundations  -- Generating $20 million + in 
Annual Revenues 



• Philanthropy as a 
Financial Investment – 
Combined with 
Earnings and Borrowing  

• Connecting Caregivers 
with Patients 

• Sharing the 
Organization Vision 

Strategic Health Care Philanthropy – Three Roles 



 
 
Long Term 
Sustainability the 
Key to Health Care 
Philanthropy 



Elements of A Community Hospital-Based Patient-
Focused Program 

• A strategic approach 

• Ally (physicians/nurses/leadership) engaged in all aspects including Board 
service, champions and willing to refer 

• A detailed process to identify, visit and follow-up with patients in both an 
inpatient and outpatient setting 

• A VIP or Friend of the Foundation program 

• Full alignment with IT, Medical Records, Legal, and Compliance 

• Direct response including direct mail and e-mail 

• A caregiver recognition program 

• Managing all data associated with the program and performance 
reporting; full documentation of the program including policies and 
procedures 

• Patient storytelling in messaging, Board meetings, stewardship activities 

 



Sharp HealthCare’s 
“Model” Program 
• Nearly $250 million raised and 

more than $190 million distributed 
since the launch of The Sharp 
Experience 

• 40,000 Guardian Angel recognitions 

• More than $1 million in online gifts 

• Nearly 500 physicians engaged in 
philanthropy as donors, champions, 
Board and committee members; 
referring patients, presenting 

• More than 500,000 solicitations 
through both direct mail and e-
philanthropy to patients 

• Patient storytelling at every 
Foundation Board meeting and 
integrated in The Sharp Experience 

• Extensive Drs. Day program 



An 
Institutional 

Culture of 
Philanthropy 



A Culture of Collaboration –  
Caring and Giving 

The Sharp Patient Guide in Every 
Room: The Back Cover Promoting 
An Opportunity to Give in Honor of 
a Caregiver – The Guardian Angel 
Program 



The Three Fundamental Forces of Fundraising 

• Acquire new donors 

• Have existing donors 
make additional and/or 
more frequent gifts 

• Have both new or 
existing donors make 
larger gifts (give more 
than previous new 
donors or their own 
previous gift) 

Acquisition 

Renewal 
And 

Frequency 

Larger 
Gifts 



Sharp HealthCare foundations should inspire feelings of affinity in its 
patients/friends, foster a philanthropic culture and instill a progressively 

loyal and generous giving habit 

Build affinity for Sharp beyond the patient experience 

Opportunity to give/express gratitude 

Initial gift support 

Sustained giving relationship 

Increased  

donor value 

Qualified 

major gift 

prospect 
Creating a 

Renewable 

Sustainable 

Culture of 

Giving 



We All Have the Same Jobs: 
It’s How We Allocate our Time 

Asking for 
Money 

Managing 
the 

Philanthropy 
Program 

Engaging 
Institutional 

Allies 

Cultivating 
and 

Stewarding 
Relationships 



The Cycle of Patient Focus 

Establish 
Standards 

In-Service 

Identify and Visit 
Engage: Personal; 

Mail; Events 

Solicit and 
Steward 
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The Sharp Standards of Practice in Philanthropy 

• Process and procedure to identify donors and prospects in the 
hospital 

• Process to visit, note and follow-up with patients 

• Process to convert patients to donors within a given period of 
time 

• Communication standards for the number of touch points for 
donors and or prospects during a given period of time 

• Database standards for recording fundraising activity 

• Performance standards for the major gift process 

• Standards for research 

• Reporting standards 

• Standards for Achievement 



The Continuous Giving Model Challenge 
Acquisition Begins Later in the Health Care Dynamic 
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Understanding Who We Are – and The Generational 
Influences  



Pre-Admission 
Notifications 

House List 
With FOFs 
 Identified 

WPOT 
Screen Inpatients 
And Outpatient 
 Surgery With 

Wealth Indicator 

WPOT  
Cross Match with RE 

Identifies Donors 
And Wealth 
Indicators 

 

Ongoing 
ER Notification 

(Automatic 
Paging) 

Processes Identify All FOFs, Donors and Wealth-Indicated Patients on a Daily and 

Ongoing Basis 

Standards of Practice to: 

Manage and Document the Process and Information 

Visit, Note and Follow-up 

Management of RE Data 

Adherence to Privacy and Compliance Policies and Procedures 

Considerations for Management of Patient Screening 
and Visiting 



Two Big Winners With Patients 



 

 Personal 

 Business 

 Financial 

 Social 

 Health 

 

 Philanthropy…. 

The Average User Picks Up Their Device 1,500 Times a Week 



E-Philanthropy 
Takes Center Stage 
in Connecting with 
Patients 
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Major Gift Meeting Review and Discipline 



Influence in Health Care Philanthropy 

Studies have shown 
that hospital 
executives, 
physicians and 
Board members 
have the greatest 
influence on major 
gifts. 
Important to 
facilitate those allied 
relationships. 



Allies Vital in Patient-
Focused Philanthropy 
Program 



Our Relationships Transcend the Entire C-Suite 
 

• Influence on Major Donors and Prospects 

• Leads the alignment of philanthropy in the  institution CEO 
•Validates the financial role of philanthropy 

•Articulates philanthropy’s return on investment CFO 
• Champions  integration of philanthropy and health care data and  e-

philanthropy 

• Supports philanthropy integration throughout the  IT infrastructure 
CIO 

• Provides leadership for nursing engagement in philanthropy such as 
recruitment, retention and training programs and participation in case 
development 

CNO 
• Champions philanthropy with MDs and support grateful patient referrals 

• Provides leadership in clinical case development  CMO 
•Assists philanthropy program in developing gift acceptance 

policies; HIPAA requirements Legal 
• Integrates philanthropy into the strategic and business plans of the 

institution 

• Provides data and information for case development 
Planning 

• Provides leadership for clinical case development 

• Supports the foundation in clinical reporting information and outcomes; 
and grant and proposal development 

Clinical 
• Collaborates with the philanthropy program to translate case to collateral 

• Integrates philanthropy into marketing and communication platforms 
including web, social, e-philanthropy 

Marketing 



 
 
 
 
 

“Never think you need to 
apologize for asking someone to 
give to a worthy objective, any 
more than as though you were 
giving him an opportunity to 
participate in high-grade 
investment. The duty of  giving 
is as much his as the duty of  
asking yours. Whether or not he 
should give to that particular 
enterprise, and if  so, how much, 
it is for him alone to decide.”  
 
 John D. Rockefeller, Jr. 
 1933 

We Consider Philanthropy Not as Just Charity 

but as Investment: 



Questions and Discussion 
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Thank You and 

Good Luck! 

 

 

 

 

Bill Littlejohn, CEO, Sharp HealthCare Foundation 

858-499-4826 

Bill.Littlejohn@sharp.com 
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