[image: ]Key Points for the Sale: 
1. Shift the focus of the sale:
a. From fundraising to selling the program – Focus on promoting Scouts, not popcorn.  Nobody wants to buy overpriced popcorn.  But if you look like a Scout and act like a Scout, you will be surprised how many people will want to help Scouting thrive.
b. [bookmark: _GoBack]Military Donations (from coins to $) . . .  they all add up.  What also adds up is the ONLINE sales;  It is easy to get started (automated messages) and it fun for the Scouts, they can make their own “avatars”
c. What benefits does the sale provide:
i. Scout/Parent – to give Scouts an opportunity to set goals, gain confidence, get rewards and have fun
ii. Unit – to fund Scouting activities (Pack gets 30%, Council gets 30%, Scout can get 10% in prizes
iii. Council  - To fund the Scouting program, camp scholarships, building projects at camp
2. Key Roles – 
a. Council – suppliers - Provide the units with product/prizes and any other tools needed for a successful sale. 
i. Proposed package for brand new leaders
1. Basic Calendar Template 
a. Basic calendar template to show
· Sales starts
· Unit kickoff (has fun, dress up, shoot marshmallow at something, be silly!)
· When the popcorn is picked up
· When the money is due
· When the prize order is due
· When they will receive prizes
· When they need to turn in the scholarship paperwork
2. Why our unit participates in the sales
· Set a unit “vision” goal and not just a monetary one, but a visionary goal, may take more than a year, but set a goal.  The good thing about this “goal”, it helps new chairpersons to promote the program and the vision goal, not just the dollar amount goal. (Example:  Pack 107’s goal is to pay for a trip to Disney World)  Think BIG. . . . Get BIG results.
3. FAQ – to be added to year after year
4. Unit history – the products they sold and how much money they made
b. Parents/Scouts – they are the retailers/sellers
i. Parents – play coach, banker, help with goal setting
ii. Scouts – salesman, representatives of Scouting program, chance to learn skills that are consistent with the goals of the Scouting program.  (can earn up to 10 different merit badges)
c. Popcorn Chairman for the unit – he/she is the liaison between the suppliers and retailers
i. They must know how to: 
1. How to move the popcorn
2. How to distribute the popcorn – if the unit needs more popcorn, the Council will have additional pickups at the warehouse.  So you take some of the stress of ordering too little, also the product return on Nov 2 takes the stress of ordering too much.
3. How/where to store the popcorn
4. How to motivate and engage the parents – 
a. Why is the unit selling popcorn? – This program can be integral part of our Scouting Program.  It provides opportunities and teaches skills that are consistent with the goals of scouting.
b. Popcorn FAQ
c. Basic unit calendar
d. Parents Role
e. First question they will have is “what have I gotten myself into?
f. What do my son & I get out of this?
i. Your boy will learn to set goals and then decide on actions to achieve those goals.  Your Scout will surpass your expectations of what you think he can do.
ii. He will learn that you are there to support and encourage him, but the results are up to him.
iii. He will participate in a fund raiser where 60% of sales support Scouting operations. (At its heart, it is much more than just selling popcorn; this program is about Scouting and its potential to teach the boy’s life lessons.)
g. What are the benefits to the Scouts? To the families? To the unit? To Scouting? (See the answer to 1B) Camaraderie amongst Scouts, Dens and Pack members; development of long lasting relationships (both parents & Scouts) and the improvement of Scouts interpersonal & life skills (Learning to better communicate, working together, following instructions, developing a strong aptitude etc.)
5. How to motivate the scouts 
a. Tips for the Boys – How to sell
b. Benefits for selling
i. Selling popcorn teaches the Scouts the value of earning his own way, builds self-confidence, allows him to earn advancements and merit badges.
ii. Actual Merit Badges he can earn – (2012 Boy Scout Merit Badges Requirements)
1. Art
2. Communication
3. Computers
4. Entrepreneurship
5. Family Life
6. Graphics Art
7. Journalism
8. Public Speaking
9. Salesmanship
10. Truck Transportation
c. How to train
d. Where do they sell?
e. Role Play
f. How to communicate
i. Email Template Library on the website
ii. Unit newsletter/website
iii. Council Website
g. Engaging the Scouts – 
i. Scout Rewards Levels
1. $600 Level
2. [image: ]$750 Level
3. $1500 Level
4. $2500 Level
5. Scout Accounts
6. Add smaller prizes and quirky prizes (cub/master/pie in the face) from the pack
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THAT'S WHAT'S POPFINGI




