BARBARA 











  
    AVED











 ASSOCIATES
[image: image2.jpg]



[image: image3.jpg]



[image: image4.jpg]


[image: image5.jpg]



ASSESSING THE VALUE PROPOSITION 

FOR CALIFORNIA INSTITUTE FOR

NURSING & HEALTH CARE 

AND PLANNING FOR THE FUTURE
May 2011

	TABLE OF CONTENTS


I.     EXECUTIVE SUMMARY
3
II.    INTRODUCTION
11
III.   SITUATIONAL ANALYSIS
12
IV.   METHODS
13
V.    MARKET ASSESSMENT FINDINGS AND KEY QUESTIONS
14
       A.  KEY STRATEGIC AREAS
14
Mission
14 
Familiarity
16
Perceptions about Effectiveness of CINHC Work 
17
Future Priority Areas of Work
20
Unique Value of CINHC
22
Visibility/Representation
25
Organizational Viability
26
Strategic Communications/Communication of Value
28
B.  ORGANIZATIONAL INFRASTRUCTURE
30
C.  FINANCIAL PICTURE
37
Historical and Current Financial Position
37
Potential Sources of Financial Support
48
D.  LESSONS FROM OTHER STATE NURSING WORKFORCE ORGANIZATIONS 
53
E.  CONCLUSIONS/IMPLICATIONS
56
VI.     ORGANIZATIONAL OPTIONS (Three Modeled Scenarios)
59
VII.    NEXT STEPS
64
VIII.   ATTACHMENTS
65
          Attachment 1:  SWOT ANALYSIS
66
       Attachment 2:  List of Interviewees (Stakeholders, Nursing Workforce Centers)
67
       Attachment 3:  CINHC Organization Chart
69
       Attachment 4:  CINHC Board Members and Terms
70
       Attachment 5:  Comparison of CINCHC and Other State Nursing Workforce Centers
71
       Attachment 6:  2010-2011 Corporate Financial Partners
77
	I.  EXECUTIVE SUMMARY


 “The nonprofit world rarely engages in clear and succinct conversations about an organization’s 

long-term funding strategy…..this results in a poverty of understanding and 

clear thinking.”—Stanford Social Innovation Review, Spring 2009

A sustainable organization—for profit or non profit—is one that provides value to its customers, at a price that covers it costs and contributes to reserves so that it can pursue future endeavors.  The organization knows to whom it brings value, has identified how it can best deliver that value and focuses its activities to that end.  Its revenue streams result from the offering of value to its customers.  The cost structure and budget allocations are the result of agreed upon target customers, strategies and key activities of the organization designed to deliver value to the customer.  The organization understands the key relationships needed to deliver its value and aims for visibility in areas that promote those relationships and communicate the value proposition to the target audience.
In December 2010, BARBARA AVED ASSOCIATES (BAA) was asked by the Gordon & Betty Moore Foundation (GBMF) and the California Institute for Nursing & Health Care’s (CINHC) Board of Directors to conduct a market assessment to determine the value proposition for CINHC and to help shape its future vision.  This section of the report summarizes the value proposition—its strengths and challenges—and highlights key findings, questions, and recommendations drawn from both internal and external data sources.  In Section V. we present more detailed findings about the key strategic issues along with key questions for reflection which will form the basis for discussion at the spring 2011 Board retreat and development of the strategic business plan. 
On the pages that follow, we will show that CINHC.....

Figure 1.  Creating a Sustainable Business Model for CINHC
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Through the various data collection methods we propose we will be able to identify and incorporate into the business plan/model the following:





Customer niche that the org is currently filling or may potentially serve; this will include the geographic focus of the organization



The value CINHC is perceived to be offering now and what value it may offer



Key activities in which it may engage to meet the value proposition and the method of carrying out/delivering these activities



Visibility:  the image/profile the organization will need to develop/cultivate to achieve its objectives



Identification of potential revenue streams to carry out future activities including grants, fees, etc.



Critical partnerships, with other associations, past funders, etc., needed to be successful. 



Key resources that will be needed to carry out the desired activities:  



And finally, a cost structure that reflects all of the other components.



Information collected and developed in this stage of the project will directly contribute to the next phase of the work related to succession planning.
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