3/1/04

Guidance on participant preparation for 

the Communities Joined In Action

ROCI Institute

Dear Participant:

Communities Joined In Action is excited about the opportunity to work with you in the ROCI Institute, March 23-24 in Chicago.  To make this a practical and high impact event for you, we are asking you to bring to the Institute a real financial deal that you intend to pursue over the next six months. The frame of mind to assume as a participant is:

My intent over the next six to twelve months is to see a real deal made where a specific enterprise achieves sustainability by entering into joint ventures that establish stable, long term revenue streams.

We request that you carry out two steps before the Institute:

· Be in conversation with a team you have personally organized around the Institute event to help you develop the deal.

· Bring a one page description of the potential deal that you have shared with your team.

The conversation with the team will help you get command of what is possible and what you want to do. The one page description captures the result. See suggestions in this guidance on how to make this preparation simple, easy and productive.

Your preparation will be flavored by the role you see yourself playing. Please choose one of the following roles and note it in the one page description (see outline below.)

· Social entrepreneur seeking to secure funding for an enterprise, from start up financing to long term sustainability.

· Investor or funder interested in seeing a new enterprise reach sustainability or looking for new opportunities.

· Advisor who will help parties make a deal. 

· Other: (please name it)

From the perspective of the role you choose please carry out the following two requests before the conference.

Request #1. Be in conversation with your personal team prior to and following the Institute.

Please put together a small group that will help you move forward when you return from the Institute. This personal team can be formal or informal. We suggest it be at least three people beyond those you work with day to day. 

If you are the social entrepreneur, the kind of people who might be helpful include:

· Special expertise: experts in health care financing, program evaluation, health care law and legal practice, marketing, research methodology, ...

· Influence and connections: people with relationships that can give you access to significant players, people who can advocate and champion your cause.

· Purchasers of health care: state government, federal plans, local government, private employers, insurers,  ...

· Sources of start up capital: managers of foundations and philanthropies, managers of federal and state grant programs, vendors, service providers, ...

· Models that work: people who have been successful with similar enterprises in other situations.

· Potential partners: people who lead or play strategic roles in organizations that are potential joint venture partners.

If you are an advisor, investor or funder (current or potential), add the following to the above list:

· Enterprise leadership: the individuals who are champions for the enterprise.

Form this group quickly in a practical way. Pulling together a few people to talk over the concept should be seen as a fun social exercise that might later evolve into interesting relationships and commitments. The only up front commitment from the people you bring together is to have a conversation before and a conversation after the Institute. You might draw them from coalitions and initiatives already under way. You may already have such a team in place!

We ask you to convene the group before the Institute. You can do it in person, or by phone, or through e-mail. In that conversation do two things. 

· Share with them your intent and your draft of the one page description of the deal you envision. Use their feedback to refine it.

· Secure a commitment from this group to have a follow up conversation with you in April. In that conversation they will help you be in action on a game plan for moving forward.

Request #2. Bring a one page description of the potential deal that you have shared with your team. (six copies)

We suggest that the one page description be a set of assertive and declarative statements that are very specific rather than general. Use the following three part format which is aligned with the workbook the Institute will be using. Bring 6 copies to the Institute.
Your name: ____________                       Your role in the deal: _____________ 

The name of the enterprise: _______________ 

Part I. Describe the enterprise you intend to make sustainable

In six to eight sentences describe the enterprise in highlights by identifying its:

· Critical activities: these are the defining operations that produce the products.

· Outcomes: these are the observable products of the enterprise.

· Scale: indicate the operating level (such as number of patients, number of staff, budget, ...) and the magnitude of the outcomes.

Part II.  Describe the deal you envision making.

In 4-6 sentences describe the deal by specifying:

· Who the partners would be.

· The value they see in the outcomes produced by the enterprise.

· The kind and amount of value you envision delivering and what you would ask in return.

Part III. Describe the community context for the deal and how you will use it or change it to support the deal.

Often, for a deal to happen, many community voices will have to be pushing for it. There is a readiness factor. The context is the political, social, and economic conditions with the readiness they create among specific players for action. 

Identify one or two major readiness situations in the community that (a) you can harness to promote the deal making, or (b) you can change to make the deal happen quicker.  For each of these powerful conditions write two or three brief sentences: "What is it?, "Who is involved?" and "How will I engage and use it?"

If you have any questions about the two requests please e-mail them to: Lindy Vincent at vincentl@crhn.org

Thank you. --- Lisa Baumann, Anita Lee, John Scanlon, Kristen West
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