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Partnership Overview

Lease space

• Deli Space allows us to run a for-

profit enterprise

Readmission Prevention Program

• Discount program for Presbyterian 

Seniors available after initial 

enrollment

Accountable Healthy 

Communities

• Access to services provider database 

for all our clients

From a Meals on Wheels Point of View



Partnership Overview

Trouble navigating the ins and outs of the hospital world

• Top of mind awareness campaign

• Speak with Doctors, Nurses, Care Coordinators, Social 

Workers

• Share with them about MOW and how we can help with 

chronic disease

• Eventually they came to us to talk about partnering on a 

readmission prevention program

• And MORE!

How’d we get here?

Overcoming Barriers

Get Your Board on Board

AMAZINGLY supportive Board...

…But they still 

need convincing!



Overcoming Barriers

Having buy-in at the Board level is important:

• Designate financial resources

• Freedom and support to allocate personnel and other 

resources as needed

• Advocate for new and innovative programs in the 

community

But how?

Get Your Board on Board

Overcoming Barriers

#1: Review your mission, vision, and values

• Is there something there that ties to the new 

initiative?

Get Your Board on Board

Example from MOWABQ

• Mission Statement

• Nourishing bodies and spirits with balanced meals and 

friendship

• Vision

• We will be the lead provider of nutrition meals and 

friendship in the Greater Albuquerque area.

• Values

• Compassion and respect

• Decisive leadership

• Excellence in: innovation, quality, safety, integrity, efficiency

• Ambassadors in the community



Overcoming Barriers

#2 Do a SWOT analysis with your Board:

• Include the new initiative as an opportunity

• Define the weakness/threat the new initiative 

addresses

• Outline the strengths you currently have that address 

the threat/assist the opportunity

Get Your Board on Board

Overcoming Barriers

Get Your Board on Board



Overcoming Barriers

#3 Tie it to a current goal

• Do you have a goal to serve more meals?

• Add more peripheral services?

• Explore more partnerships?

Get Your Board on Board

Overcoming Barriers

Get Your Board on Board



Overcoming Barriers

Having buy-in from staff is important:

• They’re the people actually doing the work

• They know the challenges you may face (and how to 

address them) better than anyone

• Their strategic involvement (or lack thereof) can make 

or break a program

Get Buy-In From Staff

Overcoming Barriers

Staff inclusion is key to buy in for new initiatives. Inclusion 

needs to be consistent, ongoing, and relate to all aspects of 

the organization.

• Share where you see the initiative fitting in with your 

MVV, SWOT, or goals from Board discussions

• Create a culture of empowered employees

• Encourage staff to give improvements on a regular basis

• Will see challenges and new programs as something 

“normal” they feel equipped and ready to tackle – not 

something new and scary

Get Buy-In From Staff



Making it all fit

What are you already doing and how can you make this 

new initiative work in conjunction?

• What processes do you currently have in place that 

this new initiative can piggy back on?

• What processes do you currently have that could be 

optimized?

• How do you eat an elephant?

Making it all fit



Outcomes
Share your outcomes far and wide to build buy-in for next 

time!

• Share challenges to foster an environment of problem 

solving and continuous improvement

• Share success to build excitement and buy-in


