
Focus on what matters now
And

GROW YOUR SALE!



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:

Add Selling Units

• Popcorn Sale in a Box   

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

• Offer to attend their kickoff and give them a top seller prize

• Better Than Ever videos (on trails-end.com)

• Virtual Sale Planner (on trails-end.com)



Train 100% of your Units

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.



Did the Right Leader Attend Training?

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. 



Council Campaign Kit
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:

• Sale Banner (6)

• Marshmallow Crossbow (3)

• Sale Promotion poster (12)

• Scout Rewards poster (12)

• Support Our Troops poster (12)

• Vertical Banner (5)

• Banner Stand (5)

• Balloons (100)



Virtual Sale Planner

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.



Blueprint for Success

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.



Track Your Progress

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!



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.

Potential Red Flags

• Did not attend the Popcorn Kickoff  

• No Popcorn Kernel

• New Popcorn Kernel   

• Membership has fallen off over the last few years

• No unit popcorn kickoff scheduled

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



Utilize the Email Library

Communicate the key program messages on a weekly basis right from         

trails-end.com to your leaders. The timeline is already built for you.



September Media Launch

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!



The Time is NOW!

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.
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