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DOING

BIST....

his day was like every other

day, except for the one

small fact that it was also
the day to go out and sell ads.
For some, this day would be no
big deal, but for others it was a
big accomplishment just to be
able to talk to a stranger. But
today they had to sell that
stranger an ad.

Knowing that there were sev-
eral areas to cover, we decided to
split up into groups of three.
There would be at least one expe-
rienced ad salesman per car, to
relieve one of the inexperienced
persons in case of a dire ad em-
ergency.

Each car had a list of busi-
nesses to go see about purchas-

ing an ad. When going in the
door of one of these businessses,
the inexperienced ad salesman
was almost always standing to
the back, scared to death that
this would have to be their turn to
try and sell an ad.

When it was finally the new per-
son’s turn, he approached the
door, turned around to see if any-
one was watching, then opened
it. He walked into the building,
asked to see the manager, then
he was out of sight. He went
down the hall to the manager’s
office, and we waited out front.

All at once the door opened
and all you could see was his
smiling face. He sold the ad.
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Anderson Banking Company

Carrie Feight, Staci Ginder and Kelli
Ginder discuss student loans with Henry
Rinker, assistant vice-president and man-
ager, of Anderson Banking Company,
Frankton office. Mr. Rinker also explains
to them the advantages of using check-
ing accounts to pay college expenses.
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