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Understanding how finances work
within a complex academic environ-

ment is critical when developing a pro-
posal or business plan for new
initiatives.

New clinical programs should be
aligned with the overall enterprise-
wide strategic vision. Most proposals,
or proformas, begin with an executive
summary—a short overview of the
plan. One should consider market
share analysis, including projected
growth, payer mix, projected ex-
penses, and downstream revenue gen-
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eration for the entire clinical enterprise.
Revenue generation includes profes-
sional fees (i.e., wRVU), ancillary test-
ing, facility fees, and inpatient
hospitalization profits. Understanding
your market will influence your pro-
posal. Are you in a heavily capitated, a
value-based, or primarily fee for service
market? Does the new program pro-
vide anticipated referrals for other mis-
sion-critical programs? 

New research programs should
leverage preexisting clinical strengths.
While federally supported research has

traditionally been the major source of
funding, other sources—such as phil-
anthropy, foundation, and industry—are
becoming more important. Educational
programs may be funded via grants,
state funds, philanthropy, and clinical
activities. Graduate medical education
(GME) costs are offset by direct GME
payments from Medicare to teaching
hospitals. 

In these times of financial uncer-
tainty, it is even more important to
align with institutional financial leaders
during development of any proposal.


