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Over 70% goes to local Sfﬂuﬁng

Focus on what matters now
And

GROW YOUR SALE!



misena.  Add Selling Units

Over 7% goes to local Scoutip,,

Focus on adding two non-selling units with a high opportunity for
growth (40+ Scouts) in your district before the start of the sale. This
would have a real impact on your growth. Utilize the items below to

help get them on board:

e Popcorn Sale in a Box
e Leader Playbook (supplied in the Popcorn Sale in a Box)

e Offer to attend their kickoff and give them a top seller prize
e Better Than Ever videos (on trails-end.com)
e Virtual Sale Planner (on trails-end.com)

e .:Iém}'pgp[:[lﬂﬂ SALE

g 100 YEARS OF SCOLTING




st Train 100% of your Units

%M%pﬁhw%

Make sure EVERY selling unit is properly trained at a Popcorn Kickoff
using the Better than Ever videos and Kickoff Presentation supplied by
Trail’s End. Not training every unit puts your sale at risk.

raffize Virtual Sale Planner
SeuspsaS at traﬂs-m

1 mmssm NEW Popcorn Sale in a Box
Funded by Trail’s End
= Program Planner worksheet

=2 . — L /;\
= Unit Kickoff Presentation . Ak ' ¥ B . | e Better Than Ever
..v 372 : »

* Scout Incentive handout

Customize the program and kickoff p

= Parent handout o
= Email Library 2010 POPCORN SALE

kg Better flavor. Better for you.

Better Product Value

= Leader Playbook (1) . Better PaCkagl ng

= Marshmallow Crossbow (1)
» Sale Banner (1)
= Sale Promotion poster (6)

» Scout Rewards poster (6) . Producté Better Program Support
= Tracking poster (6)

Better Scout Rewards




[ . . .
GraitsEnd) Did the Right Leader Attend Training?

%M%pﬁhw%

Use the attached “Popcorn Kickoff Registration form” at every kickoff to
make sure either the Cubmaster/Scoutmaster, Committee Chairperson or
Popcorn Kernel attended the training. If not, one of these three people
must get trained.

raffize Virtual Sale Planner
SeuspsaS at traﬂs-m

= Program Planner worksheet

= Unit Kickoff Presentation

= Scout Incentive handout

= Parent handout -

= Email Library 2010 POPLORN SALE

kg Better flavor. Better for you.

Better Product Value
Better Packaging

» Leader Playbook (1)

= Marshmallow Crossbow (1)
» Sale Banner (1)

= Sale Promotion poster (6)

» Scout Rewards poster (6) . Producté Better Program Support
= Tracking poster (6)

Better Scout Rewards




=  Council Campaign Kit

Over 7% goes to 1ocal Scouing FUNDED BY TRAIL'S END

Your council will be receiving sample product and chocolate coolers. Make
sure you utilize these items at your kickoff along with the promotional
materials below from the Council Campaign Kit:

e Sale Banner (6)

e Marshmallow Crossbow (3)

e Sale Promotion poster (12)

e Scout Rewards poster (12)

e Support Our Troops poster (12)
e Vertical Banner (5)

e Banner Stand (5)
e Balloons (100)

trails-end



‘mirsend.  \/Irtual Sale Planner

Over 7% goes to local Scoutip,,

Make sure every leader completes the Virtual Sale Planner at
trails-end.com. Completing the Program Planner spreadsheet and
kickoff materials are critical for a unit to have a successful sale.

ﬁ ¥irtual Sale Planner :: Trail's End - Windows Internet Explorer =] x|
@_ ' I hitkpe . brails-end. com/trailsendfdynamic_content. jsprid=1100016 j il AR IﬁGoogle Faah
File Edit  Wiew Favorites  Tools  Help @ @

. Favorites |?-5 . Home Page Trail's End @Suggested Sites » @ | Free Hotmall @ | Web Slice Gallery =

»

Virkual Sale Planner ;: Trail's End ’V|\ = [ - ) m= -~ Page~ Safety -~ Tools - -Zéﬁ--

/']\ S View Online Sales | Popcorn System
(Yrail’s End) LEARDERS |
America’s Best

Home Popcorn Sales Rewards Our Products Resources About Scouting

ez = Resmivezs ‘2'2' NEWS & EVENTS

VIRTUAL SALE PLANNER Fdi

+ 30-year partnership with ESA

Trail's End has everything you need to plan and execute a success
Playbook (included in your Popcorn Sale in a Box) and follow the five steps below.

ful popcorn =ale. Simply review the Leader

Better Than Ever

Watch the short videos below to
1. Plan Your Scouting Program learn about what's new for 2010.

Plan your unit's Scouting program by manth, determin= all of your costs, and st unit Better Flavor
and Scout zales goals vith aur Program Planner spreadsheet. Us= this as 2 handout
T e o e e [ Better For You

Better
Packaging

2. Finalize Your Unit Incentive Program

Use our Scout Incentive document to finalize the incentives you will offer your Scouts BEtter
TSt inEer Ge e Esni: Mmoo T iedl drenln e Teid =il Terle Eadl, e Ehs Program SlIIJIJlth
2= 3 handout for Scouts =t your popearn kicknff. Make surs your Scouts watch the
| amazoncom Scout Rewards video at scouts.trails-end.com, too.
Better
Scout Rewards
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misind  Blueprint for Success

Over 7% goes to local Scoutip,,

Use the attached “Blueprint for Success” to give your units simple
steps for capitalizing on a specific growth opportunity such as
Program Planning, the Popcorn Kickoff, etc. This document shows a

unit exactly where to find the tools they need.

'%":rf.":';' ff.lﬁa"
Blueprint for Success

Dbjective:
Shatter all evpects tions ofthe 2010 Trails End Sale by uniting 2 highly
skilled lead ership tearn from the unit with an elite zone kernel force from the
Council. More roney willbe raised than ever before to expand the
Soouting Advenhare for the yoath in oar comnrmmity.

Action Flan:
1. Theoroughly analyze the undts growth opporbundties,
2. Identifyand capitalize on high opportandty aveas.
2. Preciselr cyath and eemite the Blueprint bor Suocess bor the s pecitic undt.

High Opportunity Aveas:
1. ProgramPlanningand Goal-Setting
2. TUnit Level Incertives
2. Popoorn Fiokott
4. RevermeSharing
5. Selling Methods

Tools to Utilize;
1. Corplete Council Support
z. Popeorn SaleinaBox
3+ Leader Playbook
4. Training VD
5. Trails-end com
a) Sell Online

'%"uf."ﬁs" ff.n:a"
Blueprint for Success

Program Planning 8 Goal Setting
1. Review and cornplete pagesr, Sand g in the Lea der Playbool.
2. Foto the VirhaalSale Platmer at trails-end.corm and cornplete the Program
Flannerseeadsheetunder #41 to establish the unit® planand geals.

Unit Level Incentives
1. Rewiew page 1= of the Leader Flayboolz.
z. o to the Virtnal Sale Plarmer at trails-end.com and complete the Seout
Incentive documment under #z. Theunitneeds to otter a Fiein the Face for
every Szout that reaches their goal.

Popeorn Kickoff

1. Rewiew pages 10 and 11 in the Lead er Flayboolk.

2. Watch the'Better Kickott="videounder the“'Leaders" section ot the Wideo
Trainingat trailsendeomn o on the Training DV,

3. Go to the Lead evs homepage on trailsend corm and click on the “Fopean
Salein a Boer”linkunder “Fy Tool Fit"to revienwr how the materials in the
Fopoon Salein a Boxareto beusad.

4. Secure the date and location of the units kickaff

a. Date:
b Location:
5. Complete the followingiterns in the Wirtual Sale Flanmer at trails-end.core
4. Seout Incentive domiruent (under #z)
b. Parent Handoat (under #4)
¢ Fickoff Presentation (under #5)

B. Go totrails-end.cormand click on the “Ernad Id brarndlinkund er * 3y Tool
Fit" Custornize and send ot the “Popecn Fickoff Invitation™email to all
the unitk Seout farnilies
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wmirsin.  Track Your Progress

%M%pﬁhm‘%

Update the Tracking Posters supplied in your Council’s Campaign Kit
and/or the attached “Campaign Tracker” spreadsheet on a weekly basis
for your champion and greatest opportunity units. Tracking this as a
campaign from start to finish with your target units will eliminate
unwanted surprises at the end of the sale!

District Name:

2010 District Sale Goal: / / )\
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[ -
‘st Potential Red Flags

%‘m%pﬁﬁlm‘h‘%

Make sure you are addressing any red flags within a unit. Follow-up is
critical to avoid the unwanted surprise of a unit being way down at the
end of the sale or not selling at all.

e Did not attend the Popcorn Kickoff

e No Popcorn Kernel

 New Popcorn Kernel

e« Membership has fallen off over the last few years
e No unit popcorn kickoff scheduled

e No show & sell order placed for a unit that committed to sell

trails-end
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mairsina!  Utilize the Email Library

Over 7% goes to local Scoutip,,

Communicate the key program messages on a weekly basis right from
trails-end.com to your leaders. The timeline is already built for you.

VIRTUAL SALE PLANNER

Trail's End has everything you need to plan and exec
popcorn sale. It's easy - just visit leaders.trails-end.
the Virtual Sale Planner and start planning today!

Trail's End is funding a Popcorn Sale in a Box for every pack, troop
selling popcorn this fall. From product samples to the leader playbq
1. Plan Your Scouting Program marshmallow crosshow, you will have everything you need to have

2. Finalize Your Unit Incentive Program

3. Build Your Best Popcorn Kickoff Ever

4, Communicate Effectively With Your Scouts
5. Achieve Your Sales Goal

Steps to complete within the Virtual Sale Plann

3090 POFLOAN AL
PLAYEOOK

Be sure to attend your council or district training to receive your Popce

Visit leaders.trails-end.com to see the complete list of materials an

trails-end
—r—

BETTER PACKAGING

Increased awareness of Scouting on every package!

+ Resealable 1o keep products fresh

+ BE% of cansumars 2nd 81% of panesits prefir the new
packazes or have no prefeence versus the tins™

» Strong, durable packages —thicker than a seda can
« Easer o iclestify, store 2nd transte
# Eliminates 3.8 million powsds of packaging

Click here to watch a short video at trails-end.com to leam more!
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‘mairsknd: - September Media Launch

Over 7% goes to local Scoutip,,

Trail’s End will launch a multimedia page through PR Newswire in
early September promoting the sale. Follow up with media outlets in
your service area in mid-September to get placement of the Trail’'s End
TV and Radio PSA’s and newspaper ads. This can lead to on-air
Interviews with Scouts, free advertising and much more!

Opportuni
ppknockst!y

When a scout knocks on your doorit's
awonderful opportunity tohelp him

experience exclting adventures, learn




Trail's End. The Time i1Is NOW!

Over 7% goes to local Scoutip,,

This Is the most important time of the year for growing
your popcorn sale. Continuous follow-up and tracking
of this sale like a campaign can mean growth far
beyond your budgeted goal. This sale still offers
unlimited potential if you put the work in now.

Please contact your popcorn staff advisor or Trail’'s End
sales manager if you have questions or need help.

trails-end



	Add Selling Units
	Train 100% of your Units
	Did the Right Leader Attend Training?
	Council Campaign Kit�FUNDED BY TRAIL’S END
	Virtual Sale Planner
	Blueprint for Success
	Track Your Progress
	Potential Red Flags
	Utilize the Email Library
	September Media Launch
	The Time is NOW!

