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Creative Ways
to Fund your 
Schwartz Center
Membership

February 4, 2016
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Featuring: 

Tanya M. Holton
Senior Director of Development

The Schwartz Center for 
Compassionate Care

Pamela Mann, MSSA
Director of Programs and Rounds 

Training
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Topics

1. Seeing the opportunity not the burden

2. Building a relationship with fundraising, marketing and  
public affairs colleagues

3. Thinking about possible donors

4. Thanking donors

5. Discussing costs of membership

6. Case Study—Upstate Medical University
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1. Seeing the opportunity not the burden
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• SC membership is an 
opportunity for your 
colleagues

• Fundraisers need 
special projects to 
raise funds

• They need a “hook”

• SC membership is a 
very compelling hook

You have an opportunity for your fundraising team

6

Opportunities and ideas translate to donations

• Your idea around SC 
membership can raise 
more money for your 
organization

• You can offer an 
invaluable tool for the 
fundraising professionals 
at your institution

• They should be thrilled to 
hear from you!
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2. Building a relationship with your fundraisers
• You each have a piece to the puzzle and can help 

each other out 

• Identify the right fundraiser

• Do you already have an existing relationship?

• Start with the Director of Development

• If they are not responsive, reach out to a Major 
Gifts Officer

• Educate fundraising team on what the program is 
about, or share what is inspiring you to want to 
become a member of the SC

• IDEA: Include fundraising team on distribution list 
for Schwartz Center Rounds sessions

• IDEA: Get them to attend a session—they will be 
sold!
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3. Thinking about grateful patients or clinicians

Mrs. Smith once made me 
promise that if there was 

anything she could do to help 
that I should ask her.

Dr. Rosen was always 
passionate about patient-

centered care—I heard his 
family is looking for a way to 

memorialize or honor his 
involvement at the hospital.

One of the hospital trustees 
shows up to Schwartz Center 
Rounds every month. Many 

times I see tears in her eyes. 
Maybe she could help us think 

about possible donors.
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Thinking about institutional donors

Companies interested in quality and 
safety initiatives are often interested 
when they learn about the Schwartz 

Center Rounds.

Our food service might be 
interested in making a 
donation of the food for 

each session…

Many of us buy our lunches 
at the deli across the street; 
maybe they would consider 
donating pasta salad and 

sandwiches for the lunches.
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4. Thanking donors at each session

Our national brand is highly regarded –
Schwartz Center Rounds® 

Donors like knowing they are affiliated with 
a national program

There are many creative ways to thank or 

memorialize the donor…. 

• Wording at the bottom of promotional materials

• Tent card on the tables 

• Announcement at the beginning of each session
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5. Discussing the costs of membership

• Unique fundraising perspective:
• Sometimes BIGGER is indeed BETTER

• In fundraising, usually the bigger the number, the better our 
chances of raising big dollars

• Think about all direct costs
• Membership/initiation fee
• Lunch for the clinicians (attendees x $8 pp x # sessions)
• Room fees?
• A/V expenses?
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Examples from other membership sites

• Sponsorships can range from $5,000-$15,000 

• Sometimes a comprehensive budget that includes monthly 
staff time will be better to put in front of a donor 

Yale-New Haven
• Physician leader reached out to development department
• Talked to existing donor who happened to know Ken Schwartz
• Solicited $10,000 annual sponsorship to cover costs of 

membership fee and food
• Requested a 10-year pledge 



SCHWARTZ CENTER OFFICE HOURS WEBINAR
HANDOUT

7

13

Case study—Upstate Medical University

Memorializing Dr. Daniel Burdick

Janet Burdick Rosen, daughter

Amy Burdick, daughter
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For further information or 
advice, please feel free to 
contact Tanya M. Holton 
at 617‐724‐6416 or 
tholton@theschwartzcenter.org


