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The 100% Fallacy 
A brand-new, custom webinar to benefit AFP International 

Tom Ahern, your volunteer fundraisingologist 

“Tom Ahern … is one of the 
country’s most sought-after 
creators of fund-raising 
messages.” 
 
The New York Times 
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ARRIVED FEB. 2020 
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BASICALLY 
BASIC BASICS 
FOR BEGINNERS 



! 
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Sources: Mark Phillips, Harvey McKinnon, Penelope Burk? 

“She is not your donor. You are 
one of her charities” 
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How to Apply 
Dr. Adrian 
Sargeant’s 
Essentials of 
Donor Loyalty 

Tom Ahern 
The Inch ~ March 2020 



Source: Jeff Brooks reporting on AMA Journal of Marketing Research, 2011 
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Problem 
to solve 

NO 
problem 
to solve 
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How to Market Bequests 
The delicate (but lucrative) art of asking for that 
final gift ~ World-sourced from many experts 

☛ Tom Ahern 
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EVERYTHING I KNOW ABOUT 
DONOR COMMS IN 60 MINUTES 
| Tom Ahern 
 
March 12, 2020 ~ AFP – Capital Area Chapter 



Stats are weak 
persuaders 

Your numbers are not your case. 
Your numbers won’t save you. 

But they can support your case, if used judiciously. 
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SOME BAD 
NEWS 

usually	
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Donor-
Centric 
Comms 

 
The Inch ~ March 2020 

@THATTOMAHERN 

This 2020 show is a tribute to 2 gone too soon, 
my friends John Meyers & John Haydon 
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IN THE 
BIG 
TYPE, 
PLEASE 



“We have gut reactions 
in three seconds or less.” 

 
Dan Hill, Emotionomics 
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Source: Bich Tran via Paul Nazareth, Jan. 2020  

GREATEST APPEAL MESSAGE EVER 
WRITTEN 
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VERY FEW THINGS MATTER 
MENTAL NODS MATTER 

Dr. Siegfried Vögele 



Be the 
jargon-
slayer 
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Building a Fabulous Case for 
Support | Tom Ahern 
 
January 16, 2020 ~ Nonprofit Marketing Guide 
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Why now? 

$150 million raised 
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SELL THE THREAT 
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Writing Direct Mail Appeal 
Letters | Tom Ahern 

“Tom Ahern … is one of the 
country’s most sought-after 
creators of fund-raising 
messages.” ~ The New York 
Times, Nov. 2016 

in-house 

that work because they follow 
simple guidelines 
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Membership 
jumped 20% 
with 1 letter... 


