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Abstract
David Ogilvy was a successful and brilliant salesperson. He was also known as the ‘‘Father of Advertising’’ since he mainly used advertising as a tool to use his business and agency. He also used creativity, which was reflected in advertising to attract more customers and companies to do business with him. His use for direct marketing was successful because he managed to convince multiple companies to back his approaches as well as the idea of opening an advertising shop. Although David came from a poor background, this did not limit him to be one of the most successful salespersons on the globe. Some of the lessons that can be learned from David Ogilvy’s journey to success are the importance of creativity, ambition, as well as treating others with grace. Upon his retirement, he had left a significant and notable mark in the business world, and as such, his ideas are still relevant in business. 










Introduction
David Ogilvy was an outstanding salesperson, and as such, he was born in June 23, 1911, West Horsley, in England (Roman, 2010). David Ogilvy was widely known for his great emphasis concerning campaign and copy themes as well being the principal founder of both Ogilvy & Mather agencies. After he left Oxford having failed to secure a degree, he was offered a job by his brother who worked in the agency of Mather and Crowther (Roman, 2010). David secured this position after he successfully wrote an instruction manual for another salesman to use. Managers and directors were very impressed by his brilliance since they considered the manual as the most excellent sales instruction manual to be ever written. Arguably, this marked the beginning of his success as one of the best and successful salesperson. After becoming an accountant executive, he went to learn advertising techniques in the United States. 
David Ogilvy’s Accomplishments
One of the accomplishments of David Ogilvy is that he managed to emphasize and apply the concept of advertising. On the same note, he was referred to as the ‘‘Father of Advertising’’, since he was the owner of some of the largest and famous advertising agencies around the globe (McDonough & Egolf, 2015). He also wrote a book that was titled ‘‘Confessions of an Advertising Man’’, and as such, this book is still one of the most popular books in business and advertising. In the contemporary world, multiple businesses have embraced the importance of advertising their services and products intending to reach out to many customers. As such, advertising has been regarded as a fundamental tool that improves revenues and profits in a business. 
Another accomplishment for David Ogilvy was that he managed to teach fellow businessmen on the importance of creativity. David believed that creativity would revolutionize and expand the advertising and business industries. Besides, advertising is fundamental since it focuses on motivating and convincing customers on the significance of a business’ services and products. On the same note, David was able to move famous consumers through his words and motivations. As such, companies such as Rolls-Royce, an American sales company, was able to double its sales hence accumulating abnormal profits (Denisoff, 2017). Again, David was able to introduce the concept of branding, which was a strategy that links closely to the product name in a product. The main aim of branding is to create a sense of loyalty to the consumers to lure them to continue buying the products. As such, almost all the businesses have embraced the concept of branding, bearing in mind there is stiff competition in the market.
Another accomplishment for David Ogilvy was his introduction to direct marketing. He managed to solely build an agency by the use of direct mail promotion, which motivated companies such as Shell and other businessmen. David was keen to run immediate responses to advertisements in some of the major newspapers to generate leads. Again, he was an excellent example of a businessman who was governed by professional discipline, which is a fundamental aspect in the business world. He was guided by the saying that ‘‘I prefer the discipline of knowledge to the anarchy of ignorance’’ (Denisoff, 2017). He acknowledged the importance of knowledge and failures from other businesses hence learning from them. Since David’s success in business can be attributed to better principles of advertising, he initiated training programs for the benefit of advertising professionals. 
Challenges Faced by David Ogilvy
The main challenge that David Ogilvy was lack of finances which made his family and him to strain. Since he was a son of a broker, he lacked finances which may have allowed him to study in the best schools. In addition, he lacked a significant platform which would have allowed him to explore in popular businesses as a way of following his passion. Luckily, he was granted scholarships to colleges such as Edinburgh, the Christ Church, Oxford, and Fettes College (McDonough & Egolf, 2015). In these colleges, he was able to learn different skills, and as such, he was moulded to become one of the best and successful sale persons. Also, World War II was a restrictive barrier since it forced David to shift from the business world to that of the military. David was appointed to serve as the second secretary in the British Intelligence in the British Embassy. In other words, he was able to follow his business passion since the military work was very demanding. After the war came to an end, he focused on farming around the area of Lancaster, on making a living and accumulate funds to invest in the business. 
Lessons Learned from David Ogilvy
Being one of the famous sale persons in the world, there are many lessons which are worth learning from David. The first lesson is to be ambitious, no matter the underlying circumstances. David Ogilvy was able to convince London agencies Mather & Crowther as well as S.H. Benson Ltd to support him in the establishment of a new advertising shop (Parameswaran & Parameswaran, 2018).
 On the same note, David knew nothing concerning professional marketing. Few months before, David was unsuccessful as a tobacco grower in Lancaster, and as such, he was ambitious and never gave up. After he was financially back by the London firms, David was able to make a list of five clients such as Shell, Lever Brothers, and General Foods, among others (McDonough & Egolf, 2015). 
Another lesson learned from David Ogilvy’s success as a salesperson is that everyone should be treated with grace and intelligence. David put empathy, intelligence, and humour in everything that he did, and as such, he was able to able to create a sense as far as modern marketing was concerned. This premise was backed by his statement that ‘‘the consumer is not a moron; she is your wife’’ (Parameswaran & Parameswaran, 2018). In other words, Ogilvy insisted that consumers should be treated with respect since they enable the business to keep growing and expanding. Another lesson from the success of Ogilvy as a prominent salesperson is the need to be creative. The aspect of creativity is vital in a business since it will always keep a business step ahead of its competitors. David was creative primarily through the accommodation of the branding and advertising strategies during the operating business.
Conclusion
In summation, David Ogilvy was a successful and prominent salesperson in the world of business. His distinctive and unique approaches to business were governed by strategies such as advertising, branding, and ads, and as such, this allowed his business to network hence reaching out to many more companies. He retired in 1973 in France, although he continued to maintain close ties with the agency though he was not involved in its daily activities. Values and brilliance were also vital in David’s business success, and as such, he was able to negotiate and interact with other customers. After he retired, he was appointed by the World Wildlife Fund, US Advertising Hall of Fame. He was later appointed to France’s Order of Arts and Letters. He passed away in July 21, 1999, in France, at 88 as a result of cancer.
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