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"What goes around comes around" 

my former wife used to say in 
moments of reflection or veiled 

threat.  

 
This brings me to Arun d'Souza, 

whom I met about 17 years ago 

when I was doing some seminars 

and a brief TV appearance in India.  

Arun was the first person I met 

when I landed at Mumbai airport.  

He drove me to the Taj Hotel, 

which can take up to two hours. I 

love to learn about people so I 

asked him about his career. He 

had started selling credit cards 

face to face and then moved on to 

selling space in newspapers.  

 

"That's a tough job," I said. "I was 

a complete flop at it. How did you 

do?"  

 

His answer intrigued me. He had 

succeeded though a stratagem at 

least 150 years old - maybe older.  

He used to go to prospects and 

say he would create an 

advertisement for them himself 

and run it in the paper free. They 

would only have to pay if it 

worked.  

 

"This is really amazing," I said.  

 

"Many people don't know this, but 

that is how the first advertising 

agents started in the days of 

Queen Victoria."  

 

They were space salesmen and 

realised they would do much 

better if their clients' 

advertisements worked. So, they 

used to offer to create the 

advertising for them.  

 

 

This worked so well that in the 

end they stopped working for the 

publications and started working 

for the clients, collecting the 

traditional 15% paid by the media 

as commission.  

 

Arun said he knew little about 

direct marketing, so I asked him 

on what basis he talked about 

results to his clients.  

 

"Oh", he said, "you mean how 

many responses they get?"  

 

That amused me enormously. I 

said "Arun, you already know an 

awful lot about direct marketing. 

Because that is precisely what it's 

about: responses - but lots of 

people still don't realise it".  

 

So Arun, struggling to survive in a 

big cruel city - a damned sight 

crueller than New York or 

London, I can assure you - had 

discovered the harsh realities and 

succeeded by exploiting them, all 

on his own.  

 

I wonder how many of us would 

be able to do that? I know when I 

sold space so badly early on in my 

career, I didn't have the guts or 

the talent to do what he did. And 

how many agencies today bet 

their income on responses? Don't 

ask.  

 

I wonder what happened to Arun? 

He is just one of the millions who 

have always had to survive in a 

tough economy - their personal 

one.  

 

I put my money on people like 

him.  

 

Best,  

Drayton  

P.S. Don't forget - if you have a 

friend or colleague who you think 

would like to hear from me, 

please forward me their address. 

They'll get a polite invitation - 

which they can decline - and I 

never share my email lists. 
 

© Copyright, Drayton Bird 

 

About the Author 
In 2003, the Chartered Institute of 

Marketing named Drayton Bird 

one of 50 living individuals who 

have shaped today’s marketing. He 

has spoken in 53 countries for 

many organisations, and much of 

what he discusses derive from his 

work with many of the world’s 

greatest brands. These include 

American Express, Audi, Bentley, 

British Airways, Cisco, Deutsche 

Post, Ford, IBM, McKinsey, 

Mercedes, Microsoft, Nestle, 

Philips, Procter & Gamble, Toyota, 

Unilever, Visa and Volkswagen. In 

various capacities – mostly as a 

writer – Drayton has helped sell 

everything from Airbus planes to 

Peppa Pig. His book, Commonsense 

Direct and Digital Marketing, out in 

17 languages, has been the UK’s 

best seller on the subject every 

year since 1982.  

 

Co-ordinates 
Drayton Bird Associates 

Web: http://draytonbird.com      

Tel: +44 (0) 845 3700 121        

Email: drayton@draytonbird.com 

or db@draytonbird.com 

 

  

Drayton Bird 

One man's solution to a tough 

selling problem 
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Important Notice 
© Copyright 2019, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons – 

such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
 

Publication issued on 1 January 2019 

 

  

  

 


