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Often People ask me all sorts of 
questions and I try to reply.  

 

The most impossible one was asked 

by a chap called 'Princely'. 
 

He said, "If you were to start 

all over again today, given all 

that you now know; with no 

product of your own to sell, 

very little or no money, what 

will you do, and how will you 

go about it?" 

 

Of course, this would take a 

small book, and indeed I was 

selling one three weeks ago 

that told what I did when I had 

less than no money - I was 

drowning in debt to the tax 

people. 

 

But this is what I said to 

Princely yesterday: 

 

The answer is that what you 

go into depends on who you 

are. The main rules are (to 

me). 

 

Only go into something you 

like - or your life will be one 

long pain.  

Confucius said, "Do something 

you love, and you will never 

do a day's work in your life."  

 

This is not entirely true. I love 

writing, but I've had a few long 

days' work. Nevertheless, it's 

mostly been a pleasure. 

 

Do something you not only 

like but understand. Lots of 

people say they want to write 

- you've heard people say, "I 

know I've got a book in me". 

Well if you don't know how to 

write, forget it. 

 

Look for something that you 

think is not being done well 

and could be improved.  

 

The first supermarket in the 

world was Piggly Wiggly 96 

years ago, in Memphis, 

Tennessee. Obviously, 

Clarence Saunders who 

thought it up believed there 

was an easier way to shop. 

 

The one thing I would add is 

that in the business I started, 

which was an agency, we did 

some test mailings to see what 

people might want. If you can 

test your ideas, for goodness 

sake do. 

 

Research is important. 

 

Best,  

 

Drayton 
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