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 WFP also known as the World Food Programme is a non-profit organization with a 

devoted goal of ending world hunger. Like most non-profit organizations, they heavily rely on 

the donations and contributions of others in completing their mission. To gather the support of 

others, they must rely on their rhetorical skills in persuading others to join them. And to do so, 

they use the common forms of rhetoric known as ethos, pathos, and logos which has become 

allowed them to be one of the biggest non-profit organizations.  

 Amongst all the rhetorical strategies they have used, I am led to believe that pathos has 

become their strongest companion in advocating for their campaign and in doing so, I found it 

the most interesting. Pathos is the act of persuasion to a given audience to through the use of 

feelings and emotions. We use pathos by using words to induce emotions and then use that 

emotion to persuade them into our bidding. As bad as it may sound, its purpose isn’t to be 

cynical. I really like how non-profit/charitable organizations use pathos to appeal to the 

audiences’ emotions. They use phrases like “As many as 828 million people go to bed hungry 

every night, the number of those facing acute food insecurity has soared” to make the audience 

feel bad and sympathize for those who are less fortunate than us. I really found this interesting 



because it really connected with me and appealed to my emotional side which was intended by 

the writer. They wanted us to sympathize with them so that we would support them by 

donating to their cause thus feeding more and more people around the world. Their intended 

audience is those have a kind heart and don’t mind giving away their extra money to helping 

the unfortunate and the hungry.   

 Another rhetorical strategy that was used by WFP that I found interesting was ethos. 

Ethos is the act of persuasion by appealing to one’s credibility. And this one is very important 

because if the audience can’t trust you or your words, then you won’t be able to persuade 

them into anything. So, you must make sure that you’re not only trustable but have many 

different sources backing you. WFP has this down this as well making their mission much 

stronger and more cohesive. They use ethos by getting celebrities like The Weeknd, Daniel 

Brühl, Michael Kors, and many more to support their cause making them seem much more 

trustable and more of a worthwhile cause. Using ethos, the organization planned to appeal to 

the youth and those who look up to the celebrities. Many that love listening to the The Weeknd 

and are a huge fan of his work, may be convinced into supporting WFP’s cause after seeing him 

generously donate a lump sum to them. For WFP to appeal to the world about their cause, they 

must communicate their message to those who has a large voice themselves, so it was very 

effective of WFP to reach out to celebrities to spread their message.  

 Lastly another one of WFP’s rhetorical strategies that I have found interesting was logos. 

Logos is the act of persuasion by appealing to the audience’s sense of reason/logic. Writers use 

logos by using facts and statistics to support their claim, making it strong and harder to refute. 

When making any case or argument, you must support it, so it seems believable and writing a 



persuasive text isn’t any different. I really liked the statistics that WFP used as they were 

surprising when I first took a glance at them. But then they proved it themselves that these 

were true. Some examples of logos WFP used include “$15 could give a 1-month supply of food 

to a hungry child” to demonstrate that no matter how small you may think a contribution is, it 

makes a dramatic difference in the lives of starving children/adults. He appealed to them by 

giving them examples of small contributions like the one above by showing them how just $15 

would give someone a month’s worth of food. The writer uses this to appeal to those who don’t 

have much money to spare and think that any small contributions won’t make a difference to 

prove them wrong.  

 Throughout the world, you will come across different types of rhetoric that appeal to 

your different needs so it’s important to recognize it when you are presented with them. We 

see it from political campaigns to even non-profit organizations like WFP. Although you may be 

wary of certain cases, it’s also important to know why the author is adamant in persuading you 

into their cause to determine what decision you’ll end up making. So when someone is trying to 

persuade you of everything, think about ethos, pathos, and logos.  


