
How partnerships help community hospitals grow 
Community hospitals are forming partnerships  
to help them flourish 

In his role at CHC, Joe Thomason 
provides guidance to community 
hospital executives across the 
country. His areas of expertise 
include hospital operations, 
strategic market and partnership 
development, physician 
recruitment and development, 

and performance improvement. In this conversation, he explains 
how partnerships provide growth and performance improvement 
opportunities for community hospitals.

Why are partnerships particularly important for rural 
and community hospitals?

Joe Thomason: Leaders of independent rural and community 
hospitals are in a challenging position. Changing regulations, 
reduced reimbursement, technology advances and other trends 
make it difficult for smaller facilities with limited resources to grow. 
Partnerships and other types of relationships encourage these 
hospitals to be more successful by helping reduce operational 
costs, expand services and meet regulatory requirements.   

What types of partnerships seem to be particularly beneficial 
for hospitals you work with?

JT: We have worked with hospitals across the U.S. to explore a 
wide variety of relationships. For example, we have connected a 
technology company with several hospitals to strengthen each 
hospital’s customer service, significantly improving their Google 
and social media ratings. Another example is building 
connections with other hospitals. When geography allows, we 
help hospitals develop strategic relationships with other facilities 
to share specialty physicians in situations where there isn’t 
enough market demand to support a full-time provider. In other 
situations, we connect hospitals with itinerant physicians who 
visit monthly or weekly to provide higher levels of services than 
the hospital could do on its own. Additionally, CHC provides 
in-house services and resources to our client hospitals. These 
capabilities include information technology services, revenue 
cycle services, strategic planning, market analysis and more. 

What are some ways that partnerships can help community 
hospitals expand their services?

JT: There are several opportunities for service expansion through 
partnerships with outside companies. Several hospitals have 
formed relationships with outside groups to introduce telemedicine 
services, hospital at home services and wound care. Specifically, 
several of our clients are working with a wound care provider that 
provides a turnkey solution, including equipment, allowing them 
to introduce wound care services without significant capital 
investment. This approach also creates risk shifting.

Additionally, several hospitals have used itinerant physicians to 
offer cardiology services, general surgery, pain management and 
podiatry services. This service expansion provides new revenue 
streams for the hospital and benefits the community as well because 
patients can receive more healthcare services close to home.

Are there best practices you recommend 
regarding partnerships?  

JT: It's important to note that not all relationships are the same.  
A partnership should be tailored to the individual hospital’s needs, 
strengths and challenges. This requires evaluating not only the 
services to be provided but also the fit between the organizations. 
Rural and community hospitals have unique challenges, and finding 
the right partnership requires understanding the organizational 
culture and aligning the goals of both parties. Partnerships aren't 
simply about revenue generation or cost reduction; they should 
also aim to enhance the quality of care, patient satisfaction and 
overall community wellness. 

Forming a fruitful partnership requires due diligence, open 
communication and ongoing management to ensure the 
relationship is beneficial. Regular review and evaluation of the 
partnership's effectiveness are crucial to ensure it meets the 
hospital's objectives. It's not a "set it and forget it" proposition. 
At CHC, we guide community hospitals through this process, 
ensuring they have sustainable partnerships for their growth and 
success. Our process includes identifying prospective partners, 
evaluating potential benefits, negotiating effective agreements 
and managing the partnerships for long-term success. 

Why are partnerships more important than ever 
for independent hospitals?  

JT: Healthcare regulations, technology, and best practices  
are constantly evolving. It’s almost impossible for the CEO of  
an independent rural hospital to keep up. Mastery of these 
complexities is not merely a matter of staying current on the  
issues. The changes directly impact the quality of healthcare 
delivery, the efficiency of operations, and ultimately, the hospital's  
financial viability. Additionally, independent hospitals have  
fewer human and capital resources to allocate to this ongoing 
effort. Partners serve as a critical lifeline. 
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