
 



 

  
 

To Whom It May Concern: 

 

 Thank you for reviewing the enclosed information about the Varsity Internship 

Program.  Our desire is to give you accurate information that will help you make an 

informed decision.  In your position, you have the ability to positively influence many 

other people.  I seek your help in introducing Varsity to them. 

 

 The packet will take a few minutes to digest.  It will definitely be worth your 

time.  Pay particularly close attention to the VIP Summary of Benefits and the ñTop 10ò 

Fact Sheet that outlines the program.  Notice the many testimonial letters from Varsity 

alumni, students, customers, parents, and other leaders.   

 

 Varsity will add value to a studentôs education with real world experience.  

Furthermore, Varsity builds skills, qualities, and character that lay a foundation that will 

cut across and permeate any and all occupations.  The Varsity program is extremely 

challenging and requires an above average level of 

  

1) self- motivated work ethic  

2) teachability to learn our proven system  

3) an extra dose of judgement and courage 

 

 If your desire is to help students excel in their chosen fields, Varsity can help you 

and the right students.  
 

Feel free to contact me to discuss how Varsity can help.  My office number is 

423-727-7436 ext 1 and gransom@VarsityInternshipProgram.com is my email address. 
 

Who do you think would appreciate hearing about Varsity? 
 

Sincerely, 

 
Glenn Ransom 

President 

 

P.S. Feel free to check out ñAlumni Video Testimonialsò and letters from our past 

students and their parents on our website: www.VarsityInternshipProgram.com. 

VARSITY INTERNSHIP PROGRAM  
DIVISION OF SCORE, LLC  
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VIP SUMMARY OF BENEFITS  
 

Our Mission is to develop SERVICE-MINDED LEADERS . 

 

VARSITY DELIVERS:  
 

1.  Professional Training to develop these practical skills: 
 

a. Prospecting/Canvassing ï Our students are taught how to map out their  

assigned communities, going house-to-house on a referral basis, tying the 

community together through the use of Pre-Approach information. 
   

b. Approaching ï How to make a good first impression and gain an audience. 
 

c. Establishing Rapport ï How to help the prospect trust and like youéyou have 2-5 

      minutes to do this. 
 

d. Defining of the Need ï How to ask appropriate questions to get needs/wants 

identified and agreed to. 
 

e. Demonstrating ï How to present features/benefits of the products that can fulfill the 

prospects needs. 
 

f. Closing ïHow to understand the emotions of the buying decision and bring the 

prospect to a point of decision.   
 

g. Managing Timeï How to use crystallized goal periods. 
 

h.   Bookkeeping ï How to run a business, including keeping expense reports, 

      managing cash flow, and maintaining inventory.   
 

i.    Goal Setting ï How to set, crystallize, and achieve realistic goals. 
 

j. Team Building  ï How to screen, interview, recruit, train, manage, and 

motivate a team. 
 

k. Organization Building  ï How to train several teams to work together to accomplish 

the organizational mission and goals. 

 

 2.  Earnings:  The average 1
st
 year student earns $7,000+ 

          The average 2
nd

 year student earns $10,000+ 

                                    The average 3
rd
 year student earns $14,000+ 

        The average 4
th
 year student earns $18,000+ 

 

3.  Life Skills:  How to locate a place to live, balance a checkbook, account 

        for thousands of dollars, apply success principles, maintain a 

        positive attitude, and develop emotional stability. 

 

4. Defining Moments:  Varsity gives students the opportunity to test their self- 
discipline, to face and solve challenges, to gain friends 
and experiences that will last a lifetime, and to have 
loads of fun in the process! 



 

  
 

Our mission is to develop Service-Minded Leaders. 
 

The following information may sound too good to be true.  However, it is true 

and we have evidence to support it.   

 

1. ALUMNI  - We have alumni all over the world that will attest to the value of the 

internship, and the skills they developed.   

2. HOURS - Our students work many hours each summer and must have a high 

level of self-motivation and self-discipline.   

3. CAREER OPPORTUNITIES  ï In a typical week, at least one company or 

organization calls our office trying to find Varsity graduates they can interview 

and/or hire.  

4. FOUNDER - Sam Moore, former CEO and President of Thomas Nelson 

Publishers, Inc. out of Nashville, TN, started the Varsity Internship Program in 

1970. Since the early 70ôs, the internship has seen over 12,000 students come 

through the program. 

5. CAREER PREPARATION  - Students such as doctors, lawyers, CEOôs, 

teachers, missionaries, preachers, engineers, entrepreneurs, and stay-at-home 

moms have used the program as a place to grow and mature.  

6. SALES SCHOOL  - Students are trained for over forty hours on sales techniques 

and principles, self-motivation, and business ethics before they are allowed to 

represent Varsity.   

7. SUMMER SALES - Varsity is a fourteen-week sales and management internship 

program teaching the referral-based method of selling books house-to-house. 

Students will call on 40 families per day and make 20 presentations per day.   In 

the course of one summer, a student will call on 3,000 families and make over 

1,500 presentations. 

8. EARNINGS - Not only is the experience invaluable, but also the average money 

earned per first-year intern for the fourteen-week internship is $7,000+ dollars.  

Average earnings beyond the first summer range from $10,000 to $40,000.   

9. COLLEGE CREDIT  ï Most students may earn three credits usually in Business, 

Communications, Psychology, or Religion through accredited colleges. 

10. PRINCIPLES OF SUCCESS - The principles we teach on prospecting, 

approaching, establishing rapport, defining the need, demonstrating, decision-

making, and exploring new areas of the country are being used by thousands of 

our alumni in building churches, businesses, schools, and missions.  Ronald 

Reagan, Zig Ziglar, Jerry Falwell, Dave Ramsey, and hundreds of others have 

vouched for the internshipôs training, experience, and effectiveness.  We have 

letters and/or videos from each of them. 
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Email from Jason Fuller received on 4/9/04 

Glenn, 

 Hey how is the recruiting going?  It must be getting close to crunch time.  I was going 

back through my Varsity stuff and pulled out my copy of "The Common Denominator of 

Success" and read it again.  Its amazing how I still almost have the whole thing memorized, 

and its amazing how powerful the little pamphlet is.  I promised myself I was going to start 

reading it again at least once a week.  I hope that you still have the students read it.  A 

purpose is definitely important to life and job.  There is not a week that goes by where I 

don't remind myself that "People who know how, work for people who know why" i.e. 

people that don't have or are not sure of their purpose are always going to work for people 

that have one.   

 The other cool "book thing" is that two weeks ago I was at an Entrepreneurship 

competition and the keynote speaker's address was on "Good is the Enemy of Great."  And 

God has really been working on that with me not only for my job, but also in my marriage, 

fatherhood, spiritual life, and other relationships.  In today's world it is way to easy to be 

content with good, and not achieve God's purpose in your life to be great.  BUT then the 

kicker, I was reviewing my notebook I still have of all of my Varsity notes and on the very 

first page I have notes from a meeting with Glenn Ransom on 3/12/1996 and the first thing 

written down is What is Best? Good is the Enemy of Best."  When I read it I almost fell 

over, its the 2nd time in two 

weeks that God has specifically told that to me.  God must be really trying to get the 

message across! 

 Thanks again for all of your leadership and yell if Megan and I can be of any 

assistance. 

 

Thanks 

Jason   

"Those who dream by day are cognizant of many things that escape those who 

only dream by night" paraphrase Edgar Allen Poe 

 
Email received 8/2/05 

 

Glenn, 
    Thank you for the update, it is always great to see.  I hope that everything is going well and staying cool during this 

hot summer.  Where in the country is the team this year?  As always please let me know if I can be of assistance in 

anything. 
    Everything here is going well and the Lord continues to bless.  I have one year complete in the Marketing/Sales 

program  (ECLP) and I am back in Cincinnati working sales for GE Healthcare.  I have shadowed on two sales calls 

already and its amazing the similarities I can draw from the bookfield to the hospital (dealing with millions of dollars, 

instead of hundreds, and Drs. instead of parents but the basics are the exact same) Interesting note, at the yearly program 

meeting I received a GE Growth award for being one of the top five of out approx seventy other program members for 

my work in the first two rotations.  Not bad for someone who had to "push" to get in. :)  And most know me on the 

program as the one who sold books in Hazard Ky. 
    I still keep up with quotes, reading, and read "The common denominator" once a week.  Since I am such a huge sports 

fan the quote I have been using lately is below.  It is probably very applicable to those on the bookfield. 
    From a M. Jordan Nike commercial several years ago. 
In my career I missed over 9,000 shots,  
In my career I lost over 300 games 
In my career 26 times my team counted on me to take the game winning shot and I missed 
I succeed only because I have failed! 
  
Pretty powerful stuff, tell Haro I said hello 
Thanks 
Jason 



 



 



 

 
 

 

----- Original Message-----  
From:  John Richardson [mailto:johnr@daveramsey.com]  

Sent:  Monday, November 17, 2003 10:55 AM 
To:  gransom@varsityinternshipprogram.com 

Subject:  Howdy! 
  
Glenn, 
  
It was great catching up with you the other night!  I'm glad to hear that things are going well. 
  
Glenn, you asked me about what Dave wrote in his new book "The Total Money Makeover" and on page 181 
he wrote the following. 
  

The Total Money Makeover, by Dave Ramsey, published by Thomas Nelson Publishers 

Chapter 10 College Funding: Make Sure The Kids Are Fit Too, p. 181, Dave writes, 
  

"Take a high-rejection, high-paying summer sales job.  There are countless stories of 
young people selling books or participating in similar programs to get through school.  
Some of these young guerrilla-combat salespeople get more of an education in the 
summer trenches than they do in marketing class.  A friend of mine made $40,000 selling 
in one summer.  Upon returning to class in the fall, his marketing professor gave him a C 
on a sales presentation he did in front of the class.  My friend, being immature, asked the 
professor what he made a year.  After some goading, the professor admitted to an income 
of $35,000 per year.  My friend walked out and, sadly, he quit school.  He will be okay 
though; his income last year was over $1,200,000.  I don't tell the story to say it is good to 
be immature and quit school, because even he would tell you he wishes he had finished.  I 
tell that true story because it illustrates that he learned very valuable lessons about 
marketing while trying to pay for school.  There are benefits beyond just the money 
awaiting the young person who works to pay for all or part of college." 
  
Make It A Great Day! 
John 
  
John D. Richardson  
Simulcast Advisor 
800.480.5902 ext. 189 
Fax 615-371-5007  
johnr@daveramsey.com 
  

 

 
Order DAVE'S NEW BOOK today at 
http://www.totalmoneymakeover.com/ 
  
To SEE DAVE LIVE in YOUR city, go to 
http://www.daveramsey.com/hope/events  
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May 29, 2004 

 

Glenn Ransom 

Varsity Internship 

Program 5303 Big Dry Run 

Rd. Butler, TN 37640 

 

Dear Glenn, 

 

I am excited to write you and express all the ways Varsity has impacted, directed, and improved 

my life. It's amazing to think that it was the fall of `97 when I was first introduced to the program. 

Now six summers later, l know I am a different person-a better person. 

 

When I consider the question, How has the book business effected my life? several things come to 

mind. I think of many professional, personal, and spiritual ways I have grown and developed. I 

think of relationships I have built with others and they have built with me. At my wedding, when I 

looked down the line of groomsmen, four of the six were from my Varsity experience (three I sold 

with; one I sold to!). Yes, Varsity made an impact. 

 

Probably the most tangible (or measurable) way selling and recruiting has helped is with my 

current job my first "real" job. Some quick background: I am the Assistant Director for the 

Institute of Theological Studies in Grand Rapids, MI. We produce seminary level theological 

studies courses in distance format (audio lectures, study guides, and syllabi) used worldwide by 

seminaries, universities, missions agencies, pastors, and individuals to enhance their Biblical 

and theological training. It's terrific because while I am working on my M.Div., I apply what I 

learned in a very direct way as I edit, design, and revise these courses. 

 

Now, one may wonder exactly how selling door-to-door helps me with developing distance 

theology courses. For starters, the most important way is how I got the job to begin with. From 

talking to my director, Mark Sigmon, I know very confidently that if I had not sold books and 

recruited, I would not have gotten the job (in fact, I probably wouldn't have even applied!). When 

I was interviewing, yes, my resume got me in the door, and yes, l made a good first impression, but 

these did not get me the job. They got me in the race. Really just two things secured me the job. 

 

First, I had life experience. We often talk about getting "experience," but just general experience 

(even related to your field) is not the important thing. What often matters most is life experience-

those experiences of life that develop character and maturity. Realistically, most college 

students haven't lived long enough to grow much here, and without at least several summers of 

Varsity I would have been pretty void of this as well (I would have had to rely on my "valuable" 

experience waiting tables!). However, because of the stories I could tell and the challenges I had 

been through, Mark was confident that I had the life experiences to be an asset to the ministry. 

However, in the end this didn't get me the job either. It only made me equal with the other guy they 

were interviewing! 

 

The second (and most important) thing that actually sealed the job for me was the second interview 

with Mark over lunch at Applebee's. Something you taught us in the book business was to look at 

every house 

  



 

  

as a learning opportunity, and whether they bought from me or not, I always tried to learn from the 

fathers, mothers, husbands, and wives that I met. This lunch interview was nothing new. I've sat 

down and had heart-to-heart talks with thousands of Mark Sigmons all over the country! I decided 

that whether I got the job or not I was going to learn from him (In fact, I guided much of the 

"interview" by my questions!). As it turned out, our conversation proved quite significant. 

 

Glenn, Mark told me he virtually made up his mind that day to hire me because we had connected 

so well at a level deeper than just professionally. The moral of the story is that Varsity prepared me 

both to look at this interview as a learning opportunity and to have the skills necessary to foster a 

deeply significant conversation (I knew how to ask questions! - especially vital to any person 

entering ministry). As a result I stood out from my competition in a way much more effective than 

any resume or handshake ever could. 

 

Beyond this obvious way the program has helped me professionally, I know that everyday I am 

drawing upon principles I learned knocking on doors, sitting in seminars, or just talking to you. 

From time management to phone skills to handling stressful situations calmly and confidently, the 

book business is of my best assets. In fact, one way I daily draw upon my full-time recruiting 

experience is multi-tasking. I am doing more than I ever thought I could, and I'm enjoying it (Do you 

remember our conversation over the phone about "doing more than you think you can"?). In addition 

to working full-time for ITS, I am in seminary, my wife and I are the Apartment Managers for 

married housing, we are involved in a local church, and we are developing a terrific marriage. 

 

Cindy and I were talking about how God prepared us for marriage, and I have to say the more I think 

about it knocking on countless doors and sitting in thousands of homes was the best marriage 

counseling I could ever have expected. The lessons I learned from watching Mr. and Mrs. Jones 

guided my thinking about marriage in so many significant ways. I have made mistakes, but I 

believe l have made less than I would have on my own. Varsity has taught me how to listen 

beyond what is said to what is not said, which with a wife like Cindy (who says less than she 

feels) is invaluable. 

 

Glenn, I could go on and on and on. I have a clearer view of what parenting will be like because of 

Varsity (both from watching Mr. and Mrs. Jones and the Ransom family). I am better equipped to 

handle our finances because of Varsity, and I have the confidence, courage, belief, and positive 

expectancy to try things I would not have otherwise tried (i.e. apply for the AD position at ITS and 

the Apartment Manager position at Cornerstone while in seminary). ` 

 

I have also grown spiritually in many ways. While I learned confidence and courage, I also 

learned humility by watching God's hand every summer, every day, and every door. There were 

times when I was on top of it all enjoying God's blessings of success. And there were times when the 

days were so dark and lonely I didn't know how to carry on. But God taught me to see the positive 

side of situations and to find Him in those dark times-those blessings of failure. These experiences 

strengthened my faith in ways beyond words. I learned to really trust God. 

 

In addition, God also guided my ministry plans through these experiences. Selling bibles offered 

me thousands of opportunities to talk to average church goers (and non-church goers) about faith, 

God, and the Bible. Recruiting offered me the opportunity to practice developing others. I don't 

know what that would do for others, but overall it ignited in me a desire that still burns today to 

teach God's Word.   



  Furthermore, I believe I will be (and already am) a better teacher for it. It's remarkable 

how similar teaching and sales are. In selling and recruiting, a person must concentrate on 

communicating his/her ideas in a way that makes sense to the listener and causes action (a 

sale). Teaching is the same. An effective teacher doesn't just show up, divulge information, 

and call it a successful day. An effective teacher (and preacher) gains the respect of his/her 

audience, gets their attention by showing the material's relevance (the need), and 

communicates the content and significance of the material clearly, why?ééso that the 

student not only hears it but also understands and acts upon it. True teaching has not occurred 

until the student has learned. This first became obvious to me after several years of selling 

and recruiting. 

 

Essentially, these are principles of communication. They effect every relationship a person 

has from family to work to church. Selling door-to-door and recruiting is not the only way 

to learn them, but it sure is an effective way. I just finished a class called Teaching and 

Learning for Christian Nurture, which involved both the theory of teaching and actual practice 

(every student taught three times through the semester). I started to notice how selling 

effected my teaching when my professor commented that I was far ahead of many other 

students. Although I did take a couple classes on preaching that taught how to structure a 

sermon, the real advantage I had was that for six years I had been learning how to 

communicate ideas in a way that gets results. This changed how I approached teaching. 

Instruction became a lower priority, and learning became central. Learning is nothing more 

or less than a message received and applied (so it is with sales). Anyone entering ministry 

must understand and master this. Exegetical observations, historical backgrounds, and sincere 

intentions will not communicate God's Word unless they are bathed in good communication 

skills as an instrument of the Holy Spirit. 

 

That is where I want to end. As you interact with students about Varsity and discuss all the 

obviously fun things like money, travel, resumes, and experience, continue to stress the 

absolute necessity of being able to communicate ideas in a way that is understood and 

stimulates action. This is the ultimate goal of any pastor, teacher, father, mother, friend, or 

colleague that cares about others and wants to make a difference. 

 

Thank you for the influence you have been in my life and for believing in me when I 

didn't believe in myself. 

 

Your friend, 

 

P.S. The $80,000+ (after expenses) that I made in my six summers was pretty good too. J 

But since it's all spent, it's not nearly as significant. 

  



 



 



 



 



Catherine P. Hankins 

1207 Forest Wood Cove West 

Collierville, Tennessee  38017 

 

 

Mr. Glenn Ransom 

Varsity Internship Program 

P.O. Box 141000 

Nashville, TN  37214-1000 

 

Dear Glenn, 

 

In a few days Dan and I will be coming to Nashville to attend our third Varsity Banquet at 

which all of the bookmen are recognized for their efforts during their ñsummer jobs.ò  Itôs 

hard to realize that Connie has worked for Varsity for three summers! 

 

We believed from the beginning that the Varsity Internship Program was a great opportunity 

and that Connie would be good at a job like thisðbeing a bookman.  The training she has 

received in sales school and the experiences on the ñbook fieldò will be of value to her in 

everything she chooses to do in the future.  And, each successive summer has brought 

different and equally valuable lessons.  But, I think, of all that Connie has experienced, she 

would tell you that itôs the camaraderie among the bookmen, the wonderful people working at 

the headquarters in Nashville, and the caring attitude that you have shown to her that are the 

things for which she will always be grateful and will remember. 

 

The toughest challenge for a parent is ñletting goò and allowing your children to make 

decisions for themselves.  Naturally, Dan and I carefully considered the risks and rewards 

when Connie told us about this job opportunity several years ago. But, we knew that 

ultimately the decision was hers.  We are so proud of how well she has done. 

 

Thank you, Glenn and everyone at Varsity, for this terrific opportunity! 

 

 

      Sincerely, 

 

      Cathy Hankins 

     
 




