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Sargeant A (1999) ‘Donor Retention — Just Why Do Donors Stop Giving?’ ICFM Tenth Annual
Conference, Birmingham Metropole, Birmingham, July 1999.

Sargeant A, West D and Ford J.B. (1999) 'Charitable Giving Towards A Model of Donor Behaviour’
AMA Summer Educators Proceedings, San Francisco, pp95-96.

Sargeant A (1999) ‘Investigating Charity-Donor Relationships: Why do Individuals Stop Giving?’ 5"
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Sargeant A (2000) ‘Managing Donor Defection: Why Should Donors Stop Giving’, Taking Fundraising
Seriously, Taking Donor Dynamics Beyond the Comfort Zone, Indiana Center on Philanthropy. 13"
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Quit?” Marketing Advances in the New Milennium: Proceedings of the Society for Marketing Advances
Annual Conference, 2000, pp. 240-244.
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Sargeant A (2001) ‘Using Lifetime Value’, Directory of Social Change, Charity Fair, Business Design
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Sargeant A and Foreman S(2001) ‘Nonprofit Website Effectiveness: An Exploratory Study’ Academy of
Marketing Annual Conference, Cardiff, July.



Sargeant A and Lee S (2001) ‘Public Trust and Confidence in the Voluntary Sector: An Empirical Study’,
Academy of Marketing Annual Conference, Cardiff, July.

Sargeant A (2001) ‘Why Do People Give and Why Do They Stop?’ , ICFM Regional Conference,
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Sargeant A (2001) ‘Public Trust and Confidence’, Charities Aid Foundation Annual Conference,
November, London.

Sargeant A and Lee S (2001) ‘Perceptual Determinants of Charity Giving Behaviour’, ARNOVA
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Sargeant A (2002) ‘How To Build Donor Loyalty’, 39th International Conference
on Fundraising, St Louis, MI, April.

Sargeant A (2002) ‘Integrated Fundraising Over The Web’, Relationship Marketing Conference, Henry
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West D and Sargeant A (2002), ‘Key Behaviours in Advertising Risk Management in the Not-For-Profit
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Sargeant A and Lee S (2002) “Trust in the Voluntary Sector: A Relationship To Giving?’ 5" International
Conference of the International Society For Third-Sector Research, Cape Town, South Africa, July.

Sargeant A and Jay E (2002) ‘The Role of Funders in Nonprofit Merger Activity: Implications For Charity
Fundraising and Marketing Practice’, 2" Annual Colloguium on Nonprofit, Social and Arts Marketing,
London Metropolitan University, September.

Sargeant A and Wymer W (2002) ‘Nonprofit and Business Sector Collaborations’, 2" Annual Colloguium
on Nonprofit, Social and Arts Marketing, London Metropolitan University, September.

Sargeant A (2002) ‘Legacy Marketing: Just What Is The Potential?” Charities Aid Foundation Conference,
London, November.

Sargeant A (2002) ‘Benchmarking Charity Costs: A New UK Initiative’, ARONVA 31% Annual
Conference, Montreal, Canada.

Sargeant A (2003) ‘Marketing Giving: What Do We Know About Why People Give?’ Changing Minds
and Making Money: Using Marketing To Achieve Behavioural Change, University of the West of England,
May.

Sargeant A, Jay E and West DC (2003) “The Determinants of Website Effectiveness: An Assessment of
the Role of Relationship Marketing’ Academy of Marketing Conference, Aston University, July.

Sargeant A and Lee S (2003) ‘Benchmarking Fundraising Practice’ Institute of Fundraising Annual
Conference, Birmingham, July

Sargeant A and Tempel E (2003) ‘Leading and Plotting The Future’, International Fundraising Congress,
Amsterdam, Holland, October.

Sargeant A (2003) ‘Legacies — How To access The Hidden Millions’ CAF Annual Conference, Great
George Street, London, November.

Sargeant A and Hudson J (2003) ‘Exploring Brand Values in the Charity Sector: Just What Is The Span of
Control?’, ARNOVA Conference, Denver, November



Sargeant A and Lee S (2003) ‘The New Marketing Myopia: Why Is The Giving Literature So Often
Ignored?” ARNOVA Conference, Denver, November.

Sargeant A (2004) ‘Successful Legacy Fundraising: What Works and What Doesn’t” 27" International
Fundraising Conference, Melbourne, Australia.

Sargeant A (2004) “Critical Issues in Fundraising: Leading and Plotting The Future’ 27" International
Fundraising Conference, Melbourne, Australia.

Sargeant A (2004) ‘Donor Retention: Using Lifetime Value To Inform Retention Strategy’, Phil Desbrow
Memorial Lecture, Queensland Institute of Technology, Brisbane, Australia.

Sargeant A, Warwick M and Hilton T (2004) Successful Bequest Fundraising: Key Lessons From
Research. AFP Annual Conference, Seattle, March.

Sargeant A (2004) ‘Assessment, Measurement, Accountability and ROI’, Issues and Answers, National
Community Relations and Development Conference, April, Dallas, Texas.

Sargeant A, Jay E and West D (2004) ‘Determinants of Nonprofit Website Effectiveness: The Role of
Donor Relationships’ Academy of Marketing, Cheltenham, July.

Sargeant A (2004) ‘What Has Research Done For Fundraising Recently?’ Institute of Fundraising
Conference, Birmingham, July.

Sargeant A (2004) ‘How To Keep Donor Loyal’, Institute of Fundraising Conference, Birmingham, July.
Sargeant A (2004) ‘Strategic Marketing Planning’, Institute of Fundraising Conference, Birmingham, July.
Sargeant A and Woodliffe L (2004) ‘The Antecedents of Donor Commitment to UK Voluntary
Organizations’, Fourth Annual Colloquium on Nonprofit, Social, and Arts Marketing, London Metropolitan
University, September.

Lee S, Sargeant A and Tapp A (2004) ‘Morality and Markets: An Exploration of the Impact of Charity
Reputation on Donor Intention” Fourth Annual Colloquium on Nonprofit, Social, and Arts Marketing,
London Metropolitan University, September.

Sargeant A and Carnie C (2004) ‘Understanding Donors: How Research Can Inform and Enhance Your
Fundraising Strategy’, 24™ International Fundraising Congress, Noordwijkerhout, The Netherlands,
October.

Sargeant A and Radcliffe R (2004) ‘Successful Legacy Fundraising — Just What Do Donors Think Is
Appropriate?’, 24" International Fundraising Congress, Noordwijkerhout, The Netherlands, October.

Sargeant A and Farthing P (2004) ‘Keeping Your Supporters! New Approaches To Stop Them Leaving’,
24™ International Fundraising Congress, Noordwijkerhout, The Netherlands, October.

Sargeant A, Pharoah C, Walker C and Goodey L (2004) ‘Charting The Charity Universe’ , Charities Aid
Foundation Conference, November, London.

Woodliffe L and Sargeant A (2004) ‘Defining Commitment in the Context of the Donor Charity
Relationship’ Paper Presented To The 33" Annual ARNOVA Conference, Los Angeles, November.

Sargeant A (2005) ‘Building Donor Loyalty’, Red Cross Fundraising Conference, Birmingham, February.



Sargeant A (2005) ‘New developments In Fundraising Research’, Paper Presented To The Researchers In
Fundraising Conference, NCVO, London. March.

Sargeant A (2005) ‘Building Donor Loyalty’, Paper Presented to the 42™ International Conference on
Fundraising, Association of Fundraising Professionals, Baltimore, April.

Sargeant A (2005) ‘Building Donor Loyalty’, Paper Presented to the Institute of Fundraising, South West
Spring Conference, AXA Centre, Bristol, April.

Polonsky, M.J. and A. Sargeant ‘Service Blueprinting in the Nonprofit Sector: A Case Study,” 2005
Academy of Marketing Science Conference, Session 12.1: 1-5 in Developments in Marketing Science,
Editor H.E. Spotts ISSN 0149-7421

West, Douglas C. and Adrian Sargeant, (2005) ‘Website Productivity in the Not-For-Profit Sector,’
Proceedings of EMAC, Universita Bocconi, Milan, Italy, 24-27 May: CD-ROM.

Sargeant A and Hudson J (2005) Nonprofit Brand or Bland: An Exploration of the Structure of Charity
Brand Personality, Proceedings of EMAC, Universita Bocconi, Milan, Italy, 24-27 May: CD-ROM.

Sargeant A (2005) ‘Challenges in Individual Giving’, Third Sector Foresight Conference, NCVO, London,
June.

Sargeant A, Hilton T and Wymer W (2005) The Final Gift: Motives and Barriers To Giving, Proceedings
of the World Marketing Congress, Muenster, July, p395.

Sargeant A (2005) ‘Planning For Success: Marketing For Nonprofit Organizations’, INCE Conference,
Sydney, August.

Sargeant A (2005) ‘Critical Issues in Fundraising: What Every Fundraiser Should Know,” INCE
Conference, Sydney, August.

Sargeant A (2005) ‘Building Donor Loyalty’, Professional Fundraiser, London, November.

Sargeant A, Hudson J and Ford J B (2005) 'Charity Brand Personality: Distinguishing Sector Cause and
Organization' Paper presented to 34th Annual ARNOVA Conference, Washington DC, November.

Sargeant A and Lee S (2005) ‘Philanthropic Giving Index: Some Thoughts From Across The Pond’ Paper
presented to 34th Annual ARNOVA Conference, Washington DC, November.

Sargeant A (2005) ‘Strategies for Meeting the Fundraising Challenge” ACEVO - Plenary Presentation to
the Funding The Future Conference, Methodist Central Hall, London, November.

Sargeant A (2005) ‘The Future of Fundraising’, Third Sector Foresight Conference, Oxford, November.

Sargeant A (2005) ‘Nonprofit Marketing: A How To Guide’, AFP Conference — Greater Toronto Chapter,
Toronto Convention Centre, Toronto, November.

Sargeant A (2005) ‘Understanding Bequest Giving’, AFP Conference — Greater Toronto Chapter, Toronto
Convention Centre, Toronto, November.

Sargeant A (2005) ‘Critical Issues In Fundraising: What Do We Know From Research?’, AFP Conference
— Greater Toronto Chapter, Toronto Convention Centre, Toronto, December.

Sargeant A (2006) ‘Publishing in the Field of Nonprofit, Arts and VVoluntary Sector Marketing,’
Proceedings of the First joint Workshop of the Nonprofit and Arts/Heritage Marketing Special Interest
Groups of the Academy of Marketing’, London Metropolitan University, March.



Sargeant A (2006) Achieving Donor Loyalty, Association of Fundraising Professionals Audio Conference,
May

Sargeant A and Breeze B (2006) ‘Reasons For lapse: The Case of Doorstep Fundraising’, Paper presented
to the 7" International Conference of the International Society for Third-Sector Research (ISTR), Bangkok,
July.

Hudson J and Sargeant A (2006) ‘Managing Donor Attrition: The Case of Doorstep Fundraising’ Paper
presented to the Third Australian Non-profit and Social Marketing Conference (ANSMAC), Newcastle,
Australia, August.

Sargeant A, Routley C and Scaife W (2006) *Successful Bequest Fundraising: Lessons From Research’,
ARNOVA Annual Conference, Chicago, November.

Sargeant A (2007) “What Has Research Done For Fundraising Recently?” Masters Track, 44" AFP
International Conference on Fundraising, Dallas, March.

Sargeant A (2007) ‘Building Donor Loyalty” 44™ AFP International Conference on Fundraising, Dallas,
March.

Sargeant A and Radcliffe R (2007) ‘How Come People Leave Legacies At All?’ Institute of Fundraising
National Convention, July, London.

Sargeant A (2007) ‘Building Donor Loyalty: Lessons From Research’ Institute of Fundraising National
Convention, July, London.

Sargeant A., Hunter T., Gillespie E and Allison C (2007) ‘Towards A More Professional Fundraising
Future’, Institute of Fundraising National Convention, July, London.

Sargeant A (2007) ‘Successful Internet Fundraising: Key Lessons From Research’, Institute of Fundraising
National Convention, July, London.

Sargeant A (2007) ‘Successful Marketing Planning’, 27" International Fundraising Congress,
Noordwijkerhout, The Netherlands, October.

Sargeant A (2007) ‘Successful Bequest Fundraising” Presentation to Planned Giving Society of
Connecticut Annual Meeting, Hartford, Connecticut, November.

Sargeant A (2007) “Critical Issues in Fundraising’ Presentation to Arts Support Australia, Sydney,
November.

Sargeant A (2007) ‘A Masterclass in Fundraising’ Presentation to Arts Support Australia, Melbourne,
November.

Sargeant A, Shang Y and Shabbir H (2007) ‘The Social Marketing of Giving: A Framework for Public
Policy Intervention,” Paper Presented to the ARNOVA Annual Conference, Atlanta, November.

Sargeant A (2007) ‘Building Lifetime Donor Relations: Lessons From Research,” Case V Annual
Conference, Sheraton Hotel, Chicago, Illinois, December.

Ford J.B, Sargeant A and West D.C. (2008) ‘Cross-Cultural Scale Development: An Emic-Etic Balancing
Act,” Paper Presented to the Cultural Perspectives in Marketing Conference, New Orleans, January.

Sargeant A (2008) Mastering Donor Retention, Unlocking The Secrets of Fundraising Conference,
University of Wales, Newport, Wales, February 14",
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Sargeant A (2008) ‘So Where Did The Pyramid Come From..?” Association of Fundraising Professionals
Annual Conference, San Diego, March/April.

Sargeant A (2008) Developments in Fundraising Education: New Thinking, New Research and New
Syllabi, American Humanics Conference, Indianapolis, Indiana, May.

Sargeant A (2008) ‘Fundraising in the Internet Environment in the Context of Facing Disasters,” The Fifth
Serial Lecture: Facing Wenchuan Earthquake Disaster and NGOs Capacity Building, CCSS and Narada
Foundation, Beijing China, July.

Sargeant A (2008) ‘Successful Legacy Fundraising: Lessons From Research’, Institute of Fundraising
National Convention, London, July.

Sargeant A (2008) ‘Building Donor Loyalty: Lessons From Research,’ , Institute of Fundraising National
Convention, London, July.

Sargeant A (2008) ‘Philanthropic Psychology: An Emerging Discipline,” Institute of Fundraising National
Convention, London, July.

Sargeant A (2008) ‘Fundraising Planning 101,” Institute of Fundraising National Convention, London,
July.

Sargeant A (2008) ‘Donor Retention: Lessons From Research’, Public Radio Development and Marketing
Conference, Orlando, Florida, July.

Sargeant A (2008) ‘Donor Behavior: Lessons From Research’, Public Radio Development and Marketing
Conference, Orlando, Florida, July.

Sargeant A (2008) ‘Beyond the Art or Science Debate’, Presentation to the AFP Chicago Chapter,
Chicago, September.

Sargeant A (2008) ‘Giving In The Nonprofit Sector’, Association of Fundraising Professionals and Rollins
College Philanthropy and Nonprofit Leadership Center 2008 Think Tank on Fundraising, Orlando, Florida,
October.

Sargeant A (2008) The Eight Things Fundraisers Should Know From Research, Resource Alliance
Webinar, October.

Sargeant A (2008) Raising Funds in Today’s Economy: Issues and Trends in Individual Giving, The Wave
of the Ship: Leadership for Fundraising, Plenary Presentation to Presidents Colloquium, Seventh Day
Adventist World Headquarters, Washington DC, November.

Sargeant A. (2008) ‘All You Need To Know About Fundraising: A Guide To Internet Giving and Major
Gift’, The Nonprofit Toolkit, Bloomington City Hall, Bloomington, Indiana.

Sargeant A, Shang J and Hudson J (2008) “The Identification Process in Bequest Giving’ Paper Presented
to the 2008 ARNOVA Conference, Philadelphia, November.

Sargeant A (2008) ‘Modelling Donor Attrition’, Fundraising Effectiveness Project Workshop, Association
of Fundraising Professionals, North Park University, Chicago, December.

Sargeant A, James R and Rooney P (2009) ‘Research Unveiled: What Every Fundraiser Needs To Know
About bequest Giving” Association of Fundraising Professionals Annual Convention, New Orleans, March.
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Sargeant A, Birkholtz J and Byington-Smith, J (2009) * Where Have All My Donor Gone? Planning to
Retain Your Donors’, Association of Fundraising Professionals Annual Convention, New Orleans, March.

Sargeant A (2009) ‘Building Donor Loyalty: The Next Great Fundraising Challenge’, Philanthropy
Journal Lunch and Learn, Raleigh NC. April.

Sargeant A (2009) ‘The Impact of the Financial and Economic Crises on the Income Generation Work of
Not-for-Profit Entities and the Role of Boards in Such Times’, Presentation to UNICEF National
Chairpersons’ Committee Meeting, Luxembourg, May.

Sargeant A (2009) ‘E-Marketing and Fundraising’, City University Business School, London, May.

Sargeant A (2009) ‘Direct Marketing Planning’, Biennial South African Institute of Fundraising
Conference, Durban, May.

Sargeant A (2009) ‘Successful Bequest Fundraising’, Biennial South African Institute of Fundraising
Conference, Durban, May.

Sargeant A (2009) ‘Donor Loyalty & Why Donors Stop Giving’, Biennial South African Institute of
Fundraising Conference, Durban, May.

Sargeant A (2009) ‘Successful Online Fundraising’, Biennial South African Institute of Fundraising
Conference, Durban, May.

Sargeant A (2009) ‘Lessons From Research: Leading and Plotting the Future’, Biennial South African
Institute of Fundraising Conference, Durban, May.

C) Professional Journal Papers

Sargeant A. (1995) ‘Do U.K. Charities Have A Lot To Learn?’. Fundraising Management, June, pp14-16.
NY

Sargeant A. (1996) ‘Soliciting The Corporate Pound -A Survey Of Corporate Givers’, Professional
Fundraising, October, pp28-29.

Sargeant A. (1997), ‘He Ain’t Heavy He’s My Donor’, Direct Response, Feb, p36.

Sargeant A. (1997), ‘Don’t Be Afraid Of The Numbers - Supplementing Database Records With Market
Research’, Fundraising Management, \Vol28, 1ss9, pp22-27.

Sargeant A (1998) ‘Called To Account’ Investors Chronicle, pp54-56.
Sargeant A (1998) ‘Where To Draw The Line’ Investors Chronicle, Charities Annual Review, pp24-26.

Sargeant A (1999) ‘Nonprofit Marketing: The Defence of a Discipline’, International Journal of Nonprofit
and Voluntary Sector Marketing (Editorial), 4(1), pp4-7.

Sargeant A and McKenzie J. (1999), ‘The Lifetime Value of Donors: Gaining Insight Through CHAID’,
Fundraising Management, March, pp22-27.

Sargeant A (1999) ‘Why Do Donors Stop Giving?’, Professional Fundraising, September, pp12-14.
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Sargeant A (2002) ‘Fundraising Is Not Something To Be Sorry For’, Third Sector, Issue230, ppl14.
Sargeant A (2002) ‘Fundraising Costs To Go On Website’, l1oF Update, May, p3.
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Sargeant A (2005) ‘Stand Out From The Crowd’, Professional Fundraising, Feb, pp22-23.
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Vol 3, No4, pp322-328.
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and Public Sector Marketing, Vol5, Iss 1, pp45-62.

Sargeant A, Sadler Smith E and Dawson A. (1997), ‘Bridging The Academic Practitioner Divide - A
Problem Of Perception?” Industrial and Commercial Training, Vol29, No1, pp16-25.
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Sargeant A and Asif S (2000), Modelling Internal Communications in the Financial Services Sector,
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Practice in the United Kingdom,” The CASE International Journal of Educational Advancement, 3(3),
pp213-225.

Sargeant A and Jay E (2003) ‘The Fundraising Performance of Charity Websites: A US/UK Comparison’,
Interactive Marketing, 4(4), pp330-342.

Sargeant A and Lee S (2004) Donor Trust and Relationship Commitment in the U.K. Charity Sector: The
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Pharoah C and Smerdon M (Eds) Dimensions of the Voluntary Sector, West Malling, Charities Aid
Foundation, pp230-235..
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19



	Special Awards/Honours
	Sargeant A and Lee S (2003) ‘The New Marketing Myopia: Why Is The Giving Literature So Often Ignored?’ ARNOVA Conference, Denver, November.
	Sargeant A (2002) ‘Managing Donor Defection: Why Should Donors Stop Giving?’, New Directions For Philanthropic Fundraising, 32 (Summer), pp59-74.
	E) Research Reports


