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Presentation Overview 

What is an engaged Board and how do you get there? 

•The Basics   
–Assumptions, Experiences, Values 

•Getting there: To be successful you must…. 
–Mission, Vision, ground rules 

–Listen vs. Broadcast 

–Communication Plan  

•Walking the Walk  

•Preaching to the Choir: Lessons Learned 
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Objectives 

• Understand that together, you are better!  

• Name the core competencies of a network  

• Describe the pieces of a communication plan  

• Grasp ideas of collaborative engagement  

• Know where you stand 

• How to proceed, and in what order 



• Founded 1979. 

• Non-profit coop owned by 
37 rural hospitals (who 
have net rev ≈ $3/4B; ≈ 2K 
hospital & LTC  beds). 

• ≈ $11M RWHC budget  
(≈ 70% member 
revenue/dues; 
30% non- member 
revenue). 

• 8 PPS & 29 CAH; 23 
freestanding; 14 system 
affiliated.  

 

RWHC by the Numbers 



 RWHC Mission & Vision 
 

 

Vision: Rural WI communities will be the 
healthiest in America.  
 
Mission: RWHC is a strong and innovative 
cooperative of diversified rural hospitals; it is  
(1) the “rural advocate of choice” for its 
Members and (2) develops & manages a variety 
of products and services. 
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What is an Engaged Board and How Do 
You Get There?   



Together, You Are Better! 

• The first RWHC cartoon, 
shortly after being 
founded in 1979 



The Basics….Core Competencies  

• You are a network  

• Board structure, governance  

• Clear vision, mission, and values  

• Things exist….in writing  

• You are the director, they are the board 

• Who wears which hat, and when?  

 



The Basics….Who’s Coming to the Table? 

• None of us is called to lead on every issue; all 
are called to interact and support the vision 
and ideas 

• The “natural” administrative response will 
frequently come out of traditions that may be 
inconsistent with a network  

• Development of collaborative relationships 
takes longer than those based on authority 

 



The Basics….Who’s Coming to the Table? 

• Management practices necessary for 
successful collaboration are not commonly 
seen in traditional, vertically organized 
institutions. 

• Most administrators have had little experience 
and even less training regarding leadership 
within the context of multi-sector or multi-
organization collaborative models. 

 



The Basics….Networks       Systems 

Network Traits 
 
• Supports Local Autonomy 

 
• Focus On Local 

Communities 
 

• Strength: Local Credibility  
 

• Tends To Non-Profit Values 
 

• Participation Voluntary 

 

System Traits 
 
• Assumes Local 

Responsibility 
 

• Focus On Central Issues 
 

• Strength: Capital 
 

• Brings For-Profit 
Alternatives 
 

• Participation Required 

 



Getting There: The Promised Land 



Getting There…. 

• Communication must 
be “mission driven”.   

– Who are we?  

– Why are we here?  

– Who does this benefit?  

 



It’s All About Balance…  



Getting There…Promotion Starts with Listening 

Listen 

Promote 

Produce 

Adjust 

Value 



RWHC Annual Communication Plan 

Frequency Examples 

Annual Satisfaction & Needs Surveys, Planning Session, ED 

Review/360, Visits to Member Facilities (Bi-Annual) 

Quarterly Updated Strategic Plan and BSC 

Monthly Board Agenda 

“ “ Newsletter 

“ “ Members Open Mike* Program/Advocacy Direction Asked* 

(at monthly Board meetings)  

Ongoing Staff to Staff, phone, and email* (with discretion!) 

“ “ RWHC Web Site, Facebook, Twitter 

“ “ Third Party Word of Mouth 



Promised Land….Annual Communications 

• Planning Session  

• Strategic Plan  

– Budget prep review 

• Balanced Score Card 

• Satisfaction Survey  

• Needs Survey  

• ED Review/360 



Promised Land……Strategic Plan Updates 

Objectives are assigned, timed, and measurable.  
Reinforcing the value of the work.   



Promised Land….BSC 

• The Balanced Score 
Card…your one page 
ticket to network 
paradise…. 

 

• “Terry Hill used to beat 
me over the head with 
this……” Tim Size 



Promised Land…The Purposeful Agenda  

• Similar to a screen play, 
all the parts are clearly 
defined  

• Clear, concise, and 
mission driven  

• In advance, balanced 
information  

• Your best shot at 
making an impression 



Promised Land….Established Ground Rules 

• Everyone Participates, No One 
Person Dominates 

• Listen As An Ally–Work To 
Understand Before Evaluating 

• An Individual’s Silence Will Be 
Interpreted As Agreement 

• Assume Positive Intent First 
When Things Go Wrong 

• Minimize Interruptions And 
Side Conversations 

 

       
   RWHC Eye On Health

"You're too dumb to understand why you're 
wrong and I'm right, even if I could explain it."



Promised Land……The Consent Calendar  

Check in, sign off, and move forward.   
Focus on strategy, not ops! 



Promised Land……..Transparency  

If you mess up, then you best dress up, and fess up!  



Promised Land……Opportunity to Network   

You got ‘em there….so let ‘em share!  
 



Promised Land….Specific and Focused Topics   

Maintenance and growth focused, clear ownership & timeframe 



Promised Land…..Tim’s Take-Aways   

• It’s all about developing 
relationships 

• Be there early, 1st or 2nd in 
the room  

• Members are colleagues,  
the Board is the boss 

• Avoid narrative of 
ownership when possible 

• Deviation is not uncommon  

• Chair needs to help CEO by 
asking questions, avoiding 
dominance 



Walking the Walk  



Walking the Walk…… 

• All collaborative efforts 
are built on certain 
concepts and accepted 
values.   

 

• “Together,  we ARE 
better!”  



Walking the walk…… 

• You, and only you, are 
charged with carrying 
that flag 

 

• Do the job your Board 
hired you to do…run your 
network 

 

• Boards need love too! 
Training, job descriptions, 
etc.  



Walking the Walk…..  

• Consistent, unbiased, 
cooperative based 
leadership benefits 
individuals because it 
benefits the 
network…the needs are 
one in the same 



Walking the Walk…… 

 

• Every new venture is 
just like selling to a 
client for the first time.  
Never take membership 
in your network for 
granted.  Ever.   



Preaching the “Gospel”  



Preaching……The Good Word  

• Trust 

• Commitment  

• Participation (will fluctuate, and that’s okay!)  

• All involved in planning, or invited to  

• Big picture is always understood  

• Participants effect their own future  

• Accountability up front  

• Decisions can be appealed  



Preaching…..What to Cast Aside 

• Never breach the confidence of one’s trust  

• Don’t rely on the past for future commitment  

• Never assume you know what they need  

• Don’t proceed without critical mass on-board 

• Don’t surprise w/ the unexpected good or bad 

• Not your job to “save” from their decisions  

• Don’t let comfort create sloppiness in business 

• Do not enforce your “rights” too quickly  

 



Thank You! 

Dave Johnson 

Director of Member 
Relations & Business 
Development 

RWHC 

djohnson@rwhc.com 

608-643-2343 

www.rwhc.com 

 

mailto:djohnson@rwhc.com
http://www.rwhc.com/

