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To support a world-class health science center, we need to promote and protect our brand and reputation, positively impact the community and develop an effective pipeline for philanthropy.

MARKETING

Goal:  Create optimal positive awareness of UNTHSC

· Refine and build the HSC brand internally and externally:  Support, recognize and reward internal brand ambassadorship to make it part of our culture.  Strictly enforce brand identity guidelines, and develop and adhere to annual strategic brand messaging.  Develop standards for positive brand experience. 
· Leverage our UNT ties:  Position “Fort Worth’s Medical School and More” as a sub-brand of the UNT System. Piggyback on UNT name recognition in North Texas while creating awareness of our professional “panache” on the Denton campus.
· Employ technology to its fullest for effective internal and external communications:  Employ multimedia to tell our story to all audiences.  Assess and utilize existing and future new media for internal and external use.
COMMUNITY RELATIONS

Goal:  Create an environment that provides recognition of UNTHSC as a world-class institution worthy of support
· Marry HSC values with civic values to create community pride:   Invite and welcome the input of civic leadership generally and to internal groups, in particular the Foundation Board.  Engage community volunteers and philanthropists to maintain an active dialogue.
· Develop HSC’s role as expert health educator to the community:  Build community relations expertise/capabilities to proactively support bi-directional engagement.
ADVANCEMENT/DEVELOPMENT

Goal: Rapidly increase philanthropic revenue for our institutional priorities
· Build a broader base of unrestricted revenue and revenues directed to long-term marketable areas: Mission-centric areas like cancer and Alzheimer’s concern many in the community. Work with appropriate philanthropic leaders and faculty to form appropriate volunteer “civic councils” to engage the community, develop annual giving, and identify and cultivate major gifts.
· Engage philanthropic leaders by inviting and welcoming their input on our mission, strategies and tactical directions: Build capacity to manage more major gift relationships and improve donor cultivation by implementing a moves management model.  Hire a major gift officer assigned 60-80 prospects of $10,000 or more who is responsible for developing and implementing strategies for each.  Foster a culture that welcomes major donors as internal partners. Support faculty by tracking foundation grant opportunities and due dates, writing or editing proposals, and cultivating stronger foundation relations.
· Increase the role of Alumni, Foundation Board, and other natural constituencies:  Evolve our alumni programs, engaging more graduates and growing their support to the schools to >20%.  Increase staff support to the Foundation Board to maximize board leadership in all aspects of fundraising.
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