Fall 2016 Kickoff Presentation




DOOR PRIZES

When you see a
picture of a
2016 Adventure,
we will draw
door prizes.

. "SNACK ON THE SEVEN SEAS" @





mailto:popcorn@nsbsa.org
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EARN YOUR WRY
IN SCOUTING

Character Development ‘a

Gain Confidence
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Goal Setting

ST, 4

Money Management
Life Lessons

Public Speaking
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MESSAGE T0 SCOUT PARENTS
§ No out-of-pocket-expense to enjgy 12 months of Scouting activities.

§ Do one fundraiser a year; more time enjoying Scouting.

. §Scouts ...
§ Earn their own way

§ Learn life lessons and responsibility

§ All Scouts will enjoy the Unit’s program.
§ Consumers are motivated to purchase based on the cause.

§ We should ask our boys and parents to go out and be confident that
our communities WANT to support Scouting. They will IF we ask
them to. '

§ We are NOT selling Popcorn. What are we selling?




COMMUNICATE || RECRUIT R TEAM

§ Teach your Scouts how to sell safely. § You can do this on your own but it’s not

§ The Kickoff Party is a great opportunity to a good idea.
present a lot of important information. § Ask your fellow leaders and parents to

§ Utilize the communication tools on help You with... :
sell.trails-end.com. § The Kickoff Party — look for someone with

. : : enthusiasm.

§ Send weekly or bi-weekly emails to § Distribution —to pick up and transport the
families with timely information. popcorn.

§ Talk popcorn at all Unit and Den/Patrol § Communication - to keep everyone
meetings throughout the sale. . informed and motivated.

§ Storefront Sales —to book and coordinate
storefront shifts for your unit.

§ Popcorn Chief (a Scout) — ask your top
§ Keep momentum going and provide selling Scout to serve as your Co-Kernel.
encouragement.

§ Post a sale tracker / thermometer so
everyone can see sale goal status.



Consumers are
2x more likely
to support a
cause they
believe In!




ADVENTURES







r'mvnwmmu STRUCTURE .
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O Base Commission - All units who sell popcorn in 2016 will receive a
Base Commission of 32% of their total sales. Example: If a unit sells

$1,000, $320 will go back to the selling unit.

Bonus Commission - If YOUR unit has someone
3 O/ attend a popcorn seminar, whether it be Super
O Saturday, a District make up seminar or a one on
one with your District popcorn team, it earns 3% for
your unit.

O 35% Total Commission - The total commission a unit can
0 earn is 35%, if a unit qualifies for the bonus commission, and

elects to do the cash option.

in the prize program, your unit will receive an additional 4%
commission. Please note, all of the youth inyour unit will still
qualify for the council’s incentives.

4 O Cash Option Commission - If YOUR unit elects not to take part




BEST
PRACTICES

Set Goals F

Unit Incentives >

Unit Kickoff Party "
Communicate
Recruit a Team

HAVE FUNI!
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Sales Goal Worksheet

Unit
Commission

/

Number of
Scouts

$ 17.50
Avg. Price per
Container

Unit Sales Goal

Scout Goal

Scout Goal Container Goal




| Trail’s End. .
CDUT N

A SCOUT'S PLAN T0 SELL $600... o=

Show your families how easy it is to hit their goal. It'saseasy as 1, 2, 3!
$2 O O Start with family, friends, Mom and Dad’s co-
= Wworkers, closest neighbors, etc.
2 O O 2 Participate in two storefront shifts with an
« average of $100 sales per shift
2 O O Canvas your neighborhood by going door-to-
= door.
, - Don’t forget to...
$6 O O Create an online sales account and send emails to

) family and friends who live faraway, as a way to
4 | help you get to $600 even EASIER!

—— e e B i







.~ UNIT KICKOFF PARTY

s MAKEIT A FUN EVENT!
§ Play games, have snacks, offer door prizes, etc.

§ Review the following...

§ Planned activities for the upcoming year. _
§ Costs for every activity and the cost for the year. W
g § Sales goal for every Scout and demonstrate how :
a Scout can earn his own way.
§ The selling methods |
§ The safety tips
§ The incentives and prizes the Scouts can earn!




UNIT INCENTIVES

§ Scouting activities that THEY planned

§ Experiences - field trips, weekend getaways,
sporting events, etc.

- § “Little Things” for selling $100, $200, $300, etc.
§ Fishing poles and gear
5 Camping equipment
. 5Video games / small dollar gift cards
~ §Pizza party & Ice Cream socials | |
5 Pie in the Face | =

§ Ask your Scouts what they want... you might be
surprised!
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WAYS TO SELL

Storefront <
Door-to-Door H

- ;n

Online Sales W

Family & Friends
Co-Workers
Church Congregation
Sporting Events

:
g
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DOOR-T0-DOOR WITH PRODUCT A

also known as Show and Deliver

§ All of the advantages of
door-to-door and you don’t
have to go back and deliver.

§ Fill a red wagon or the
family van with popcorn and
- go door—t_o-door.

§ Don’t take low-end items to
the door, let the consumer
choose off the form like a
vending machine.

§ Door-to-door yields more
- sales per hour than any
~ other sales method.






Trail’s End. &

STOREFRONT SELES &%= |

also known as Show and Sell _ [
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fuIm.Nt. SALES PROD

_Jlfferent produpts and prices from
the order,,form s

ULl I

Coffee, Chocolate Pecan ,\Clust'ers- ) S
’ 'mel Corn W|th Sea'SaIt«f*and more.. ' .

& Pecan
¢ Clusters
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- SELL ONLINE

UNITS EARN 50% COMMISSION!

trails-end

Experierse Jahm T, ardd iz aclveniuras

Quick & Easy

§ No Product Delivery -
Products ship directly to -
consumers.

§ No Money Collection -
Supporters make purchase
with credit cards.

§ Minimal Time Commitment
— Can be used in addition to
any existing fundraiser.

§ Available Year Round - Earn
money when you need it!
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HOMETOWN HEROES AL
- " ’

: [

-

§ Last year, over $80,000 in popcorn was delivered to local Police, Fire, EMS,

Military and more in our communitiesl!

§

§ Agam this year we will offer product for units at the take order dlstrlbutlon centers
to take for local hometown heroes deliveries. e ;
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STAY
FOR COLLEGE.

Sell $2,500 in any calendar year
and receive 6% of your total sales
invested in your own Trail’'s End
Scholarship account.

Once enrolled, 6% of your sales each year will be
added to your account. You only have to hit the $2,500
minimum one time. Online sales count!







CONQUER
Ninja Warrior
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Science
Museum
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CREDIT CARD READERS

-

§ Credit Card readers can be a great way.to increase your sales. Storefronts are a
place where they are most handy. Some units have reported increased sales of over
$5,000 during the sale because they were able to take credit cards on site.

Some thoughts about using the Credit Card Readers are:
* § - Ability to take credit card payments
§ - Use multiple readers at different locations at the same time

§ - Most companies offer a“Salesman” mode, where you can invite others in your unit
to the main account and keep track of sales they have via their credit readers. Be
careful of fees with some of them. Turn them on or off.

§ - Fees are responsibility of the Unit.

§ - Remember, the fees are on sales you would not normally have gotten at a
storefront, not all of your sale.

§ Square Paypal Intuit



REMEMBER. .. i

RADV ENTUR—E_S

WE ARE SELLING ADVENTURES v -’

Consumers want to know how their donation will help the charity or
cause. One way to make a connection with customers is to have
beneficiaries of the cause tell their stories.
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