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Key takeaways
• Fundraising for diversity, equity, and inclusion (DEI) includes
fundraising for both internal and external DEI initiatives. It can

encompass a wide variety of initiatives within the hospital or health
system and the community.
• Fundraising for DEI is the development team’s new and
necessary value add to the hospital or health system’s mission.
Development teams can support their broader organization’s top
priorities and position themselves as an invaluable asset in their
organization’s DEI strategy.
• Fundraising for DEI enables development teams to deepen their
connection to the community. Development teams can ultimately

help their hospital or health system become more representative of
the community they serve.
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What is it?
Fundraising for diversity, equity, and inclusion (DEI) encompasses fundraising for
both internal DEI initiatives and external community health initiatives. Common

examples include:

Internal DEI initiatives

External community health initiatives

• Inclusive hiring/staffing practices
• Medical scholarships to increase
diversity in provider pipeline
• Training/continuing education
opportunities
• New system-level DEI roles (ex. Chief
Diversity or Health Equity Officer)
• Board diversity

•
•

•

Partnerships with community
organizations
Community programs that address
the social determinants of health
and health disparities
Hospital or health system programs
that connect patients to resources
after their visit

Most development teams already fundraise for DEI in at least one of the ways
above, but few have connected their efforts to a cohesive strategy. Development
leaders should identify the internal DEI initiatives and external community health
initiatives they are already funding and ensure they are accounted for in their
own DEI strategy and aligned with that of their hospital or health system.
For many development leaders, fundraising for DEI has become synonymous
with fundraising for community health. While funding programs that address the
social determinants of health is one way to fundraise for DEI, it is certainly not
the only way. Now is more important than ever for development teams to expand
their definition of fundraising for DEI.

Source: Advisory Board interviews and analysis.
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Why does it matter?
In 2020, Covid-19 exacerbated long-standing health inequities and a mass
movement for social justice illuminated deeply rooted societal inequalities. As a

result, many hospitals and health systems renewed their commitments to
expanding access to quality health care and set goals for advancing DEI both
internally and externally. DEI will remain a top priority for years to come – and
development leaders can play a major role in advancing DEI priorities.
Development teams are highly skilled at raising money for different causes; this
ability positions them to uniquely support their organization in advancing DEI by
growing revenue. They can utilize their expertise to fundraise for both internal
DEI initiatives and external community health initiatives. By doing so, they can
support their broader organization’s most pressing goals and position

themselves as an invaluable asset in their organization’s overall strategy.
Along with supporting their organization’s goals, fundraising for DEI – and
specifically for external community health initiatives – enables development
teams to deepen their connection to the community. A strong community
connection provides several benefits to their broader organization, including
intelligence on community needs and preferences for health care services,
forums to share fundraising priorities, and the ability to become a trusted
provider of choice for a new set of patients..

Source: Advisory Board interviews and analysis.
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WHY DOES IT MATTER (CONT.)

As development teams deepen their connection to the

DONORS AND SOCIAL JUSTICE

community, they can also retain new and more diverse
donors who are interested in funding the initiatives that
impact them. And as generational shifts occur, development
teams can capture younger donors by appealing to their
growing interest in DEI. According to a Fidelity Charitable
report, younger generations are more interested in funding
priorities around social issues and civil rights. But it’s not

42%
A Classy report found that 42% of Americans
said they donated or planned to donate to
social justice causes in 2020.

just younger and more diverse donors at stake – many
traditional donors are expressing a shifting interest from
funding capital projects to projects related to DEI. As more
people become interested in health equity and social
justice, fundraising for DEI will be crucial in helping
development teams to sustain their donor pipelines in the
long run. And on top of that, every part of the hospital or
health system, including the donor base, ultimately needs to
become more reflective of the community it serves.

Source: “2020 Giving Report,” Fidelity Charitable, 2020; "Why America Gives
2020: How the COVID-19 Pandemic and Social Justice Movement Have Changed
Giving," Classy, December 2020; Advisory Board interviews and analysis.
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How does it work?
Define areas of focus within broader organizational strategy
To effectively fundraise for DEI, development leaders must first define their areas
of focus within their broader hospital or health system’s DEI strategy. Whether it
be specific internal initiatives, like implicit bias training for staff, or external

community health initiatives more broadly, leaders must determine where they
can best support their hospital or health system with funding.

Set goals
After defining their areas of focus, development leaders must set goals to ensure
they are accountable for making progress. Some leaders set monetary goals for
how much their team should raise for a specific DEI initiative, fund, or area.
Others set qualitative goals that outline the types of initiatives they plan to fund
or reiterate their overall commitment to DEI. At the very least, many development
leaders set goals to increase the diversity of their internal workforce or board.
Regardless of the approach, all development teams should have goals in place
that allow them to track their progress and identify areas for improvement.

Source: Advisory Board interviews and analysis.
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HOW DOES IT WORK (CONT.)

Partner with external organizations
Along with setting goals at the outset, the most successful development teams
lean into community partnerships to fundraise for DEI. They understand and
acknowledge they are not experts on DEI – nor are they experts on community
health. Rather, grassroots organizations that are engrained in the community
have a deep understanding of the needs of the people living there as well as how
to address those needs. In fundraising for DEI, development teams should

partner with community organizations to help inform – in coordination with their
hospital or health system – what priorities they fund and how they fund them.

Integrate goals into current priorities
DEI should be a priority within every development team’s overall fundraising
plan, but it doesn’t have to – and shouldn’t – be a siloed priority. Development
teams should ensure that fundraising for DEI is additive to and embedded within
their service line and traditional fundraising priorities. They should examine all of

their fundraising efforts to ensure they are equitable and inclusive, considering
both the direct and indirect impact they will have on the hospital or health system
and the community.

We’re not the expert in everything out there related
to diversity, equity, inclusion, and justice. In order to
be effective, we need to partner with people who
are good at what they do.
Senior development executive

Source: Advisory Board interviews and analysis.
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Conversations you should
be having

01

Gather a diverse set of perspectives and opinions to inform your

02

Identify and capitalize on areas where your organization’s DEI

03

Set specific and measurable goals to hold your team

04

Use intentional and inclusive messaging to communicate the

fundraising priorities.

priorities align with donor interests.

accountable and track progress.

intent and impact of your fundraising efforts for DEI to donors.

For many development teams, the biggest impediment to progress is not
knowing where to begin. Initiate these conversations with your team to get the
ball rolling and choose a fundraising initiative with the lowest barrier to entry to
get started. Making progress in DEI is not about finding the perfect place to start,
but rather about making a sustained and consistent effort in the long run.

Source: Advisory Board interviews and analysis.
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LEGAL CAVEAT
Advisory Board has made efforts to verify the accuracy of the information it provides to members. This report relies on data obtained from many
sources, however, and Advisory Board cannot guarantee the accuracy of the information provided or any analysis based thereon. In addition,
Advisory Board is not in the business of giving legal, medical, accounting, or other professional advice, and its reports should not be construed as
professional advice. In particular, members should not rely on any legal commentary in this report as a basis for action, or assume that any tactics
described herein would be permitted by applicable law or appropriate for a given member’s situation. Members are advised to consult with
appropriate professionals concerning legal, medical, tax, or accounting issues, before implementing any of these tactics. Neither Advisory Board
nor its officers, directors, trustees, employees, and agents shall be liable for any claims, liabilities, or expenses relating to (a) any errors or
omissions in this report, whether caused by Advisory Board or any of its employees or agents, or sources or other third parties, (b) any
recommendation or graded ranking by Advisory Board, or (c) failure of member and its employees and agents to abide by the terms set forth herein.
Advisory Board and the “A” logo are registered trademarks of The Advisory Board Company in the United States and other countries. Members are
not permitted to use these trademarks, or any other trademark, product name, service name, trade name, and logo of Advisory Board without prior
written consent of Advisory Board. All other trademarks, product names, service names, trade names, and logos used within these pages are the
property of their respective holders. Use of other company trademarks, product names, service names, trade names, and logos or images of the
same does not necessarily constitute (a) an endorsement by such company of Advisory Board and its products and services, or (b) an
endorsement of the company or its products or services by Advisory Board. Advisory Board is not affiliated with any such company.

IMPORTANT: Please read the following.
Advisory Board has prepared this report for the exclusive use of its members. Each member acknowledges and agrees that this report and
the information contained herein (collectively, the “Report”) are confidential and proprietary to Advisory Board. By accepting delivery of this Report,
each member agrees to abide by the terms as stated herein, including the following:
1. Advisory Board owns all right, title, and interest in and to this Report. Except as stated herein, no right, license, permission, or interest of any
kind in this Report is intended to be given, transferred to, or acquired by a member. Each member is authorized to use this Report only to the
extent expressly authorized herein.
2. Each member shall not sell, license, republish, or post online or otherwise this Report, in part or in whole. Each member shall not disseminate
or permit the use of, and shall take reasonable precautions to prevent such dissemination or use of, this Report by (a) any of its employees and
agents (except as stated below), or (b) any third party.
3. Each member may make this Report available solely to those of its employees and agents who (a) are registered for the workshop or
membership program of which this Report is a part, (b) require access to this Report in order to learn from the information described herein,
and (c) agree not to disclose this Report to other employees or agents or any third party. Each member shall use, and shall ensure that its
employees and agents use, this Report for its internal use only. Each member may make a limited number of copies, solely as adequate for
use by its employees and agents in accordance with the terms herein.
4. Each member shall not remove from this Report any confidential markings, copyright notices, and/or other similar indicia herein.
5. Each member is responsible for any breach of its obligations as stated herein by any of its employees or agents.
6. If a member is unwilling to abide by any of the foregoing obligations, then such member shall promptly return this Report and all copies thereof
to Advisory Board.
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