2017, BEST SALE EVER!





Your popcorn support
Contact information to help you accomplish your goals
Council Contact:  Mark Barbernitz 570 207-1227 ext. 227                                                     

 



 mark.barbernitz@scouting.org
Council Popcorn Kernel: Lorraine Starr
570 851-9414








Lorain1@aol.com

www.nepabsa.org


www.campmasters.org
IMPORTANT UNIT DATES

August

25
 Show & Sell/Show & Deliver popcorn orders entered 
September
1     
Take order sales begin!
16     Show & Sell/Show & Deliver popcorn distribution

October 
28
Show & Sell/Show and Deliver popcorn returns
31
Take-Orders sales entry deadline! 
November

18
Take order popcorn pick up/All payments due
December

4
All prize orders entered
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TO FUND THE SCOUTING PROGRAM!

Popcorn provides a higher level of commission than
most other fundraisers.

Popcorn sale financially supports all levels of local
Scouting - we’re reinvesting in ourselves!

Known product associated with Scouting’s brand.
Teaches Scouts:

~ Salesmanship

- Responsibility

~ Entrepreneurship

~ Leadership

— Money handiing




SHOW AND SELL/SHOW AND DELIVER INFORMATION 
Units may return Show and Sell popcorn on October 28 to the warehouse only. Other arrangement is possible if needed. Please contact council support to arrange. Please do not return popcorn to Council Service Center unless requested.
Popcorn is returnable (by container) on or prior to October 28.  After October 28 popcorn is not returnable as we will base our take order sale order on inventory on hand and show and sell product returned.
Unit Tips for A Successful Popcorn Sale

Following are a variety of tips that will help units have a successful popcorn sale:

Unit Leadership Tips

· Units that put commissions into individual accounts sell more popcorn.

· Pick a Popcorn Kernel (Unit Popcorn Chairman) and have him/her attend training.
· The Popcorn Kernel should choose a team of volunteers to help them.
Unit Popcorn Kernel Tips

· Set your budget to establish a unit goal.

· Educate parents about the direct benefits to them.   Explain why this is such an important fundraiser, state goal, uses, and explain Scholarship Cash Incentive Program.  Show how this fundraiser gives more back to their child than other fundraisers.

· Have a unit “Blitz Day” where every youth in the unit goes out selling and whoever sells the most that day gets a prize.

· Have a big unit kickoff for the youth to get all materials and to GET EVERYONE EXCITED!  All youth should receive at least one Take Order form.  Review all prizes available to the youth.  
· Set per Scout sales goals.

· Establish an additional unit prize program in addition to the council prize program.
· Do corporate sales using employers and companies of parents and leaders within your unit.

· Popcorn makes great gifts for teachers, co-workers, neighbors, babysitters and relatives.

· Use neighbors and set-up mystery houses throughout the neighborhood. 

· Offer den and patrol incentives. 

· Set up a Show and Sell at your unit’s Chartered Partner.
· Set up a Show and Sell after weekly church service.

· Role play with your Scouts during a den or troop meeting on how to sell popcorn. PRACTICE, PRACTICE, PRACTICE! 
· Have your Scouts and leaders follow the Michael Beck sales plan, IT WORKS if you follow it!

Salesman Tips

· Establish a personal goal.

· Promote a smaller donation for Military Donations.  
· Any donations collected during popcorn sales need to go toward military donations!!
· Wear your class A uniform to sell door to door.
· Use phrases like this to guarantee your sale:
“You would like to help me get to camp, wouldn’t you?”
· Always remember to use polite manners when receiving or not receiving a sale!

MAKE IT FUN AND EXCITING!!
THERE ARE FIVE WAYS TO SELL POPCORN!
Take Order 

1. The Scout goes door to door with a Take Order Form.

2. The customer writes his/her order on the Take Order Form.

3. A few weeks later, the Scout delivers the popcorn and collects the money from the Customer. 

Advantage:  Higher Dollar Sales per Customer.
Show and Sell 

1. The unit sets up a sales display at a high traffic volume area.

2. The customer approaches the unit sales display.  

3. The Scout asks the customer if they would like to purchase product.
4. The Scout delivers the product from inventory and collects the money. 

Advantage:  High sales volume of lower priced items.  

Show and Deliver 

     1.  The Scout goes door to door with a Take Order Form.

     2.  The customer writes his/her order on the Take Order Form.

     3.  The Scout asks the customer if they would like their product immediately.

     4.  The Scout delivers the product from inventory in the car and collects the money. 

Advantage:  Higher Dollar Sales per Customer and ONLY 1 visit per household.
Selling at Work 

     1.    Mom and/or Dad take an order form to their work.

     2.    Fellow co-workers write their order on the order form.

     3.    Mom and/or Dad deliver product and collect the money.  

Advantage:  Increased Sales Dollars for the Scout. 

Selling Online 

1. Scout communicates his Scout code via email, phone, and so on, to potential 
and/or existing customers.

2. Customer goes online to Campmasters.com and purchases popcorn with a credit card.

3. The product is shipped directly from Campmasters to the customer and the Scout and Unit receive credit for the sale.  Online sales COUNT for prizes if made prior to October 31. Commission for online sales is paid quarterly to the unit along with a sales report.
Advantage:  Ability to sell Popcorn year-round and receive credit for the sale with NO delivery or collection hassles.  Provides an excellent opportunity to reach extended family and friends across the country.

INCENTIVES!
COMMISSIONS  

Units receive 35% commission for all sales.

PRIZE SELECTION
Sell $25 of popcorn and receive a patch at Level 1.  Sell more than $25 and receive the patch at Level 1 and a prize from the level you achieve.  Online sales made prior to October 31 count toward prize incentives. The higher the sales, the higher the prize level to choose from. Scouts MAY order a combination of lower prize level items to reach their actual sales amount. Ie. A scout that sells $2000 could choose 1 prize at level 10 ($2000 level) or 1 level 8 ($1000 prize level) and 2 level 5 ($450 prize level), or any combination to reach total.
$650 BONUS LEVEL 

Any Scout who sells at least $650 (Show& Sell, Show & Deliver and Take Orders) will earn a $25 Gift Card to the Scout Shop at the Northeastern Pennsylvania Council. 

Unit Leaders will need to provide the names of the Scouts who achieve this level. Gift Cards will be mailed directly to the Scout.

$1000 Bonus level

Scouts that sell over $1000 will be entered for a drawing for a FREE week of camp (1 Boy Scout, 1 Cub Scout and 1 Venture Scout) 
Unit Leaders will need to provide the names of the Scouts who achieve this level.
NEPA COUNCIL TOP SELLER
The Scout with the highest sales from the Northeastern Pennsylvania Council will receive choice of a drone or laptop ($350 value)
COLLEGE SCHOLARSHIP
Scouts who were high sellers in the past and were in the Trail’s End Scholarship program are grandfathered with Campmasters for 2017 and will receive a 6% American Express Cheque which can be invested as desired to save for college expenses or for any other use. Any Scout selling $3000 or more will receive high achiever prize selection or 5% American Express Cheque.
UNIT INCENTIVE

Any unit that averages $150 per registered youth member (as of June 30, 2017) will receive a free ticket for each registered youth member to the Wilkes/Barre, Scranton Knights Ice Hockey game. 
