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32 years and 1 month ago, to 
celebrate David Ogilvy's 75th 

birthday, a book called The 

Unpublished David Ogilvy was privately 

printed. 
 

I got signed copy number 4, which 

I think my last wife kept. 

 

It is unlike his other books - in 

some ways better... 

 

It is very funny in places. 

 

It gives a far better insight into his 

character than his autobiography. 

 

You get a remarkably clear insight 

into how one man built a most 

excellent business. 

 

The publicly printed version which 

you can get on Amazon also 

contains his Aga salesman's 

manual - the best ever written. 

 

I read the book the night I got it. I 

dip into it regularly. I should do so 

with more attention, as I had 

quite forgotten the following 

advice on writing: 

 

• The better you write, the higher 

you go in Ogilvy & Mather. 

People who think well, write well. 

• Woolly minded people write 

woolly memos, woolly letters and 

woolly speeches. 

 

Good writing is not a natural gift. You 

have to learn to write well. Here are 

10 hints: 

• Read the Roman-Raphaelson 

book on writing. Read it three 

times. 

• Write the way you talk. 

Naturally. 

• Use short words, short sentences 

and short paragraphs. 

• Never use jargon words like 

reconceptualize, demassification, 

attitudinally, judgmentally. They 

are hallmarks of a pretentious 

ass. 

• Never write more than two 

pages on any subject. 

• Check your quotations. 

• Never send a letter or a memo 

on the day you write it. Read it 

aloud the next morning - and 

then edit it. 

• If it is something important, get 

a colleague to improve it. 

• Before you send your letter or 

your memo, make sure it is 

crystal clear what you want the 

recipient to do. 

• If you want ACTION, don't write. 

Go and tell the guy what you 

want. 

 

You can flush all the phoney 

"guru" advice you get on how to 

get rich quick down the toilet. 

That list will do you more good 

than the lot. The book itself is 

priceless.  

 

Best, 

 

Drayton 

 

© Copyright, Drayton Bird 
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Drayton Bird 

A wonderful birthday present 

for you 
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