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Council & District Contacts

Council Popcorn Advisor
& Long Leaf Pine District Popcorn Advisor
Bryant Perkins
Office 850-476-6336
Cell 850-543-0309
bryant.perkins@scouting.org

Choctawhatchee District
John Weaver
850-683-0330
jweaver@bsmail.org

Lake Sands District
Michael Kirkland
850-784-1886
michael.kirkland@scouting.org

Pensacola Bay
Brandon Jacola
Office 850-476-6336
Cell 850-501-9329
bjacola@bsamail.org
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Different Methods of Selling Popcorn

Take Order—is the traditional form of popcorn selling that the Gulf Coast Council uses.
The Scout along with a parent or buddy takes the order form door to door and asks
neighbors to support Scouts by buying popcorn. The customer places the order of popcorn
with the scout, the unit places the order with the council. When the popcorn is delivered the
scout will take the popcorn to the customer. Take Order accounts for 75% of our gross pop-
corn sales. This is a history base of customers that is familiar and can be built from each
year. Keep your take order sheets so you know who to go back to next year.

Support our Troops Military Sales—is the same as the take order except for one small
thing, when the customer purchases the popcorn, and the order is placed, the popcorn will
be sent to troops overseas defending our country. Very easy for those that do not want to
deliver popcorn or those customers that want to support Scouting but do not want popcorn.

Show and Sell—is a relatively new sales method to the council. The Scouting unit will or-
der a certain amount of popcorn (be conservative) at the district kickoff. The unit will not
have to pay for the popcorn before hand. The Scouting unit will be responsible for what is
sold or lost or damaged. On August 23 the unit will be able to pick up the popcorn that was
ordered. At locations set by the unit leaders ( for example: in front a store) your unit will
ask patrons of the store to support Scouts by buying popcorn. At the end of the Show and
Sell period the unit will turn in all of the remaining Show and Sell Popcorn along with
money for what was sold and the unit’s Take Order Popcorn Order. The council can pro-
vide a PowerPoint presentation for training for Show and Sell Popcorn Sales.

Online Popcorn Ordering— this is the easiest method of selling popcorn. Each Scout will
need 5 minutes to set up a online account . Once the account is set up he and his parents
will be able to email all of their friends and family asking them to support the Scouting pro-
gram by buying popcorn. You will also be able to do this on facebook or put it on your
Scout unit’s website. Popcorn purchased online will be shipped directly to the customer.

Prepared. For Life.




FUND YOUR BEST YEAR OF SCOUTING WITH POPCORN

As a leader, you are charged with the responsibility to make sure your youth members have a
fun and exciting program that will capture their imagination and build memories and friend-
ships that will last a lifetime.

Keys to Funding
Your Best Year of Scouting

Step 1: Using the information from your “Program Preview Meeting”, and/or information on
“Annual Program Planning”, develop a 2011-12 plan.

Step 2: Build a calendar of monthly events for the upcoming year. Brainstorm by involving
your Scouts, parents, leaders, etc.

Step 3: With support from other adult leaders, develop a unit budget for the upcoming year.
Calculate the amount of funds needed to make your “Best Year of Scouting” a reality. Put your

plan on paper.

Step 4: Print a calendar and share it with everyone in your unit.

Step S: Fund your unit plan! Now that you know what it is you are going to be doing and how
much it will cost, determine how you will secure the money needed to make it happen. The an-
nual Popcorn and Camp Card Sales can be the best ways to make your plan a reality without

having parents take money out of their pocket every month.

Step 6: Communicate your program and budget plan to every family in your unit. Make sure
everyone knows what you are doing and where the money is going and what part they have to
play in making the plan come together.

Thank you for helping young people in your unit build better friendships, memories and posi-
tive Scouting experiences.

Choctawhatchee

Pack 540, Pack 530,
Pack 799, Pack 553,
Pack 528

Troop 544, Troop 52,
Troop 562, Troop 773,
Troop 157

Lake Sands

Pack 321, Pack 347,
Pack 317, Pack 356,
Pack 382

Troop 82, Troop 366,
Troop 321, Troop 317,
Troop 39

Long Leaf Pine

Pack 224, Pack 232,
Pack 42, Troop 42

Top 5 Selling Packs & Troops by District for 2010

Pensacola Bay

Pack 104, Pack 105,
Pack 400, Pack 622,
Pack 102

Troop 104, Troop 400,
Troop 451, Troop 3,
Troop 495



Fund your Best year of Scouting (continued)
For your Scouts

Begin with your immediate family members:

) Mom 1 Dad

"I Brothers and Sisters " Cousins

1 Grandparents I Aunts and Uncles

1 Close Neighbors, etc... "] Who purchased popcorn from YOU Last year.

You can do this as soon as you receive your "take order forms"...canvas your neighborhood,
friends, etc...those who may support your unit's popcorn sale. And remember, tell everyone
about your unit's (pack or troop) program and why you are selling popcorn...82% of the public
is never asked to buy, and they will, if they know why you are selling.

SELL THE SCOUTING PROGRAM - SELL THE ADVENTURE
SELLING POINTS

e Remember we are selling the Scouting Program, not Popcorn.
Selling popcorn as a fundraiser enables a unit to have the funds to deliver their
“program”.
e We are selling Scouting, and people will buy if asked.
82% of the public has never been asked to buy popcorn from Scouts.
e People need to know why Scouts are selling popcorn...what is the reason?

Volunteer leaders should inform Scouts, and their parents, how the popcorn sale
directly benefits their unit program and directly benefits individual Scouts and
their families.

A printed calendar and unit budget will help educate parents and Scouts on “plans
for the upcoming year”.

e “The popcorn costs too much.”
Surveys show that people will purchase from a Scout, if asked, and if they hear
“how it will benefit the Scout” who is selling.
This is a unit fundraiser...not a “bargain sale”. Again, it is not about popcorn, it
is about program.

e Our pack, troop, crew, or post has another fundraiser and we do not have a need to “sell

popcorn”.

If this is the case, then consider allowing the “total unit commission” to go
directly into a “Scout’s account” for weekend campouts, field trips, summer
resident camp, Cub Scout day camp, etc.
Many units find the “Popcorn Sale” and “Camp Card Sale” are adequate for both
their Unit and individual Scout annual needs...and parents appreciate not having
to come up with funds (dues) every week, month, etc.



Tips from a Pro

© 2002 By Michael Beck
All Rights Reserved. No part of this presentation may be reproduced or transmitted in any form or by any electronic or mechanical
means, including photocopying, recording, or by any information storage or retrieval system, without the permission of the author.

1) Be Neat! - You will make a great impression if you are in your class A uniform. Wearing your uniform
when selling gives an impression of professionalism and shows people that you are proud of what you
are doing.

2) Be Prepared: Learn the presentation below and don’t change it. Your presentation should never be,
“Do you want to buy some popcorn?” That question all too easily leads to the one word answer, “NO”.
People will not be purchasing from you because you asked them to. They will be buying from you because
YOU will have created a relationship with them very quickly and they will want to help you and the
scouts.

3) Maintain Eye Contact! This is very important. Maintaining eye contact shows that you have confi-
dence in yourself, your product, the program, and your group.

The Presentation

Tell them who you are: “Hi sir / ma’am, my name is (First name only!)

Continue with the group you are representing: “and I’m a scout with pack / troop ”
Tell them what you are doing: “We’re selling popcorn to help raise money for our Pack / Troop.”

Tell them what they can do for you: “You can help us by buying some of our delicious popcorn.

Now get the sale by telling them to buy in a question: “You’ll help us out, won’t you?”

Hi sir / ma’am, my name is y
and I’m a scout with Pack /Troop
We’re selling popcorn to help raise money for our Pack/ Troop.
You can help us by buying some of our delicious popcorn.
You’ll help us out, won’t you?

4) Always Be Polite & Courteous: You will be surprised by how many people who will tell you “NO”
just to see how you handle the rejection. You will be even more surprised by how many people who will
change their answer to “YES”, just because you were polite and

professional in the face of rejection.

5) Thank Everyone: Even the people who don’t buy. Just saying, “Thanks for listening”, will often cause
people to change their mind.

6) Keep Moving!: If you are selling at one of the commercial locations (Acme, Wawa, etc.), you must
continue to move and talk to people. Don’t assume that they will walk up to you, they won’t! The more

people you approach, the more you will talk to, and the more sales you will make.

7) Keep Smiling: Do you like grumpy people? Neither does anyone else. Keep a smile on your face.



Tips for Leaders

© 2002 By Michael Beck
All Rights Reserved. No part of this presentation may be reproduced or transmitted in any form or by any electronic or mechanical
means, including photocopying, recording, or by any information storage or retrieval system, without the permission of the author.

1) Locations: Find locations with a high traffic of people throughout the day. Speak to the manager, co
manager, or assistant manager to secure the location. Most will limit the amount of time you can be there
and that’s ok. Once they see how professional the kids are they will be willing to extend the dates or
times.

2) Be Prepared: You should know the presentation that the scouts are using and listen to make sure that
they do not change it. If they start to make changes they will eventually forget what they were going to
say or stammer through a presentation. They and you will want to make every minute count when they
are out there and they don’t want to lose sales due to a poor presentation.

3) DO NOT CREATE COMPETITION BETWEEN THE BOYS! This is very important. All sales
should be fairly distributed amongst the boys working at a location. Keeping tabs of what each boy sells
individually can become extremely difficult and creates a competitive situation that could have the boys
in arguments or fighting over customers. This is a team effort!

The Presentation to Obtain Locations

Tell them who you are:
“Hi, my name is
Continue with the group you are representing:
“and I’m a leader with pack / troop ”
Tell them what you are doing:
“We will soon be participating in our annual popcorn fund raising drive.”
Tell them what they can do for you:

“We would appreciate it if our boys could set up out front to sell popcorn. Our boys
have been trained to be professional and it will give them an opportunity to practice
their communication skills while taking responsibility to support our Pack/ Troop
and the programs it offers to the community.”

Close the deal:

“The dates are . You’ll help us out, won’t you?”

3) DO NOT Sell the Popcorn for the Boys:

Let them do it. You will find that they will back each other up, assist each other, develop increased and
additional skills, and develop new levels of self confidence. You should be there as an advisor and moti-
vator. Use two cash bags with zippers to control money. Allow the boys to keep control of one and han-
dle all sales dollars. You should keep the other in the car and from time to time clean out the excess cash.
At the end of each selling period, do an accounting and let the boys know how well they did. If you know
each boys individual selling level, give them that information and let them know how “little” they have
to sell to get to the next prize level.



L.  COUNCIL INFO — SCOUT SELL ONLINE 2011

www.popcornordering.com
SUPPORT SCOUTS FROM STATES AWAY- 70% of product
sales benefit scouting!

GOURMET POPCORN

UPDATE: 06/30/11
In our continuing effort to provide the Boy Scouts of America the best Fundraising Program avail-
able, we have updated the ONLINE SALES program — just for consumers.

You should expect that the majority of your sales will continue to be generated
through the traditional method of selling. However, we are pleased to bring a new
and exciting program to expand those sales and revenues for Boy Scout Councils
across the country.

This site will allow scouts to sell CAMP MASTERS products to friends and relatives across
the country!

Here are few key points on how the site will work and how the Online Sales Program will benefit
scouts, councils, and scouting:

How do Scouts get an Online Selling Account?

The Unit Leader will sign-up all the Scouts in the Unit for online selling,

After signing up the Scouts, the Unit Leader will give them a User ID, password, and Key Code.

Scouts will then be able to log-in and send e-mails to inform potential customers how they can
support Scouts through online sales.

The Unit Leader and the Scouts will be able to log-in and track their sales.

The Unit Leader will combine the online sales with the Scouts traditional sales for the purpose of
High Achiever and Sales Prizes.

Consumers will place orders for CAMP MASTERS products online and the selections will be
shipped directly to their homes.

Councils

Councils will receive a User Name and Password from Ramsey Popcorn so they can track sales.

Each month the Council will receive a check form Ramsey Popcorn reflecting the last period
online sales. We will provide a report detailing the sales, along with the commission dollars,
that each Unit/Scout has earned.

The Online Selling Program is independent of any other sale. The products, pricing, commission,
delivery, and accounting are determined by Ramsey Popcorn.

70% of all product sales will benefit scouting: 35% to Council, 30% to Cub Scout Units, 5% to
prize order; 35% to Council, 35% to Boy Scout Units. Commission is set at 70% to be paid to
the Council.

The Council responsibilities are marketing the www.popcornordering.com program to the Units
and Scouts, distributing the funds received from Ramsey Popcorn to the Unit/Scouts account as
detailed on the report provided by Ramsey, and approving the Unit prize orders.

Councils will not have to setup accounts for scouts, or manage inventory, and shipping of popcorn
for online sales.

Site access will be available through www.popcornordering.com or www.campmasters.org



http://www.popcornordering.com
http://www.popcornordering.com
http://www.popcornordering.com
http://www.campmasters.org

° GAMP MAS'I'EIIS o

rrrrrrrr

INSTRUCTIONS FOR UNIT LEADER/PARENTS/SCOUTS
www.popcornordering.com

CONTINUE TO EARN FUNDS BY SELLING POPCORN ONLINE!

This site allows scouts to sell CAMP MASTERS products to friends and relatives across the country! Here
are a few key points on how the site will work and how the Online Sales Program will benefit Scouts and

Scouting

Unit Leader — Steps to sign up Scouts for online selling

Step 1:
Step 2:
Step 3:

Step 4:

Step 5:

Step 6:
Step 7:

Step 8:
Step 9:

Step 10:

Step 11:

Go to www.popcornordering.com

Register by clicking on “Scout Sign In”

Click on “New User? Sign up Here!”

You will need to enter all the information in the required field including your Scout ldentification
number (number on registration card from the Council):

Council Name

District Name

Pack or Troop Number

Valid e-mail address

On this page, you will set up your own Username and password. You will be given a 10 digit “Key
Code”. Click “submit”.

After you ""submit', the system will take you to the "Unit Admin"' pages that shows:

Reports

Users

Edit Profile

From here, you will select “Users” to start setting up your Scouts.

On this page, you will enter Scout information: first name, last name, Username, password is “hello”
and e-mail. After you enter the information click “Add” and the Scout will be added to your User List.
You will then be able to e-mail the Scout his Username, password, and Key Code.

Scout can now log-in and e-mail customers his Key Code. The Key Code is used to track Scouts sales
and is how they receive credit for all online sales. If they do not give their Key Code to the customer,
they will not receive credit for the sale.

Unit Leader and the Scout will each have the ability to log in later to track their online sales.
Customers will pay for product online with their credit card, and their order will be shipped directly to
their home.

You will receive credit for your sales from your Council based on the online sales commission struc-
ture.

The Unit Leader will combine the online sales with traditional popcorn sales to calculate “Prizes”.

70% of all product sales will benefit scouting

Site access will be available through www.popcornordering.com or www.campmasters.org

The majority of the sales will still be generated through the traditional method of selling. However, we are pleased to bring a
new and exciting way for you to expand those sales to fund your scouting adventures and community service projects!


http://www.popcornordering.com/
http://www.popcornordering.com/
http://www.popcornordering.com/
http://www.campmasters.org/

KERNEL POPCORN SKIT

The following is a skit that Popcorn Chairman can use at the unit popcorn kick-off
Please update the script with unit specific information.
Props: White Board, Popcorn Helmet, Camouflage Outfit, Sunglasses, Pointer

Popcorn Chairman: (Kernel Popcorn) AT TEN HUT! Form Ranks for Uniform In-
spection

(single out full uniformed scouts)
At Ease

Men, you have completed various training assignments, advanced in ranks, secured
pins, awards, and belt loops. | am proud of your accomplishments. Your parents are
proud. Your fellow scouts are proud. But we are not done. We have yet another mis-
sion. We are surrounded by enemy fund raising efforts. We will not succumb to their
weak efforts. No, we shall be victorious in delivering necessary sustenance to the
popcorn- deprived citizens in our community.

(On the white paper, draw map of your targeted customers)

Neighbors
Family Members
Friends
Relatives
Every mission must have a goal. Our goal is t

sales of $x,xxx. Every individual effort is important to our success. Leave no scout

behind. If every scout carries his weight of selling 25 items, we could generate over

Fill in unit projection (Project $200 per Scout in Unit) in sales.

There is a great reward for those who participate. All those who fill up an entire take

order form wi-lt-Up ob ed rianwitnhges daFnid ITwi | | be invite
For those few brave souls that storm the beaches, knock on the doors, run down the

sidewalks, call your aunts and uncles and sell the most popcorn, there are special

prizes for the top sellers. This mission gets underway on Sale Start Date and needs

to be completed by Sale End Date. There will be no scouts allowed to advance be-

fore the targeted deployment.

So, scouts, | just have one question for you. Can you sell more popcorn than last
year? All those that are with me, please rise and join me in our scout promise as a
sign of your commitment to this mission.
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POPCORN SAFETY TIPS

AWhen selling popcorn in your neighborhood always have an adult or buddy with you.

A Never enter a strangero6s house without an &
A Keep checks and cash in a separate envel ope
A Al ways walk on the sidewal k whenever possi.t
A Never sell at night.
A Al ways be courteous.

POPCORN SALES TIPS

Ten ways to make a popcorn sale.

1. Ask your parent to be the first to buy popcorn.

2. Ask your relatives to buy popcorn. (Married brothers and sisters)

3. Ask your neighbors to buy popcorn.

4. Ask the parents of your friends (not in Scouts) to buy popcorn.

5. Take a popcorn order form to your place of worship and ask people to buy popcorn during
coffee/fellowship hour (get permission first).

6. Ask your parents if they can take a popcorn order form to work and ask their co-workers

to buy popcorn.(They may need to get permission first.)

7. Ask your patrol or den to schedule a “Super Sale Day”. This is a day when your fellow
Scouts select a neighborhood and go door-to-door as a group to ask people to buy popcorn.

8. Ask a parent or fellow Scout to go door-to-door with you in your neighborhood to ask your
neighbors to buy popcorn.

9. Ask your parents or relatives if they give out gifts during the holiday season. If yes, ask
them to consider giving out popcorn (in a tin decorated for the holidays) as a holiday gift.

10. ALWAYS WEAR YOUR UNIFORM!

Customer Check List

Parents Grandparents
Neighbors Relatives
Religious Friends Area businesses
Teachers Coaches
Married Brothers & Sisters Parent’s Work
Doctor Unit Leaders

*Don't forget last year's customers. Make sure you kept your sales form from last year
and ask each of them to buy again.

o Have a parent in your pack or troop that owns his/her own business? Do they send
Christmas gifts to employees/customers? Ask them to send popcorn this year.
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General Commercial Corporation
Keller Marketing Division Prize Program
How to place a unit order online for volunteers
www.boyscouts-gcc.com

General Commercial Corporation/Keller Marketing Division is proud to be working with your Council vol-
unteers. The following document‘s purpose is to guide you through the prize ordering process.

Support the Boy Scouts of America’s Popcorn Prize Program;

Make Unit prize ordering fast and easy;

Facilitate the Council’s release of orders, and order-tracking, through a straightforward process;

We hope you enjoy the ease and efficiency of the site and welcome your feedback!

To place Unit orders, please follow these instructions:

Creating Your Profile
Step 1: Open your internet browser.
Step 2: Go to www.boyscouts-gcc.com Home Page.
Step 3: Click on Login — Bottom Left Corner of your Screen

Step 4: . . . . .
P In the central area of the screen, click register here and enter the information requested. Items *asterisked

are required. FIRST; you must “create a profile” and login before any order may be entered.

Enter: 1*: Enter Council ID: 773GCC then click enter
Then fill in the following information:
a.) VALID E-Mail address. Point and click in the next field, or press Tab key on your keyboard.
b.) CREATE a Password. Tab.
c.) Confirm that Password. Tab.
d.) Enter your First Name. Tab.
e.) Enter your Last Name. Tab.
f.) Address 1 (This is your physical address for UPS delivery). NO P.O. Boxes accepted Tab.
g.) Address 2 (If you receive mail at a PO Box, please put that address here). Tab
h.) ENTER City. Tab.
1.) SELECT State from down arrow list. Tab.
j.) ENTER your Zip Code. Tab
k.) ENTER your daytime Telephone number.
1.) Point and click at the down arrow to find your District name in the menu, then point and click
on your District's name. Tab.
m.) Point and click at the down arrow to find your Unit Type in the menu, then point and click on
your Unit Type. Tab.
n.) Type your Unit Number.
0.) Click REGISTER.

Logging into the site
Step 1:  Click 'login' on your Welcome screen.

Step 2: You are back on the Home page. Type your Email Address and Password, and click 'Login'.
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Placing order

Step 1: Click 'Quick Order' in the menu on the left of your screen...it is the third choice on the left.

Complete the “TOTAL PRODUCT SALES and NUMBER OF SCOUTS SELLING “
As these are required fields. Next: enter prize quantities and complete all of the required
fields to ensure proper shipment. NOTE: We are Unable to ship to a P.O. BOX.

Step 2:  Click “NEXT” when you have completed the prize selections.

Step 3:  Verify your shipping address (We are unable to ship to a P.O. Box)

Step 4:  Upon successful completion; you will receive an e-mail verification, unless your Internet
Service Provider has our system blocked. Please keep your order number for future refer-
ence.

If you need assistance with this process, please contact BSA Customer Service via e-mail BSACus-
tomerService@gcc-usa.com, call BSA Customer Service @ 888-351-8000, or call your Council of-
fice.

Editing Existing Order

Units will not be able to initiate a second order for a unit unless the previous order has been
authorized for shipment by the Council Office. If your Units have the need to change your
order, please follow the instructions listed below.

Step 1: Complete Log In and Password Screen

Step 2:  Click on "Quick Order". Enter Information for your Unit/Number/District/Popcorn Sales
Click "Next"

Step 3: If there is an order for Unit/District/Council, you will see a message
"There is already an order for this Unit/District/Council.
To edit this order, click "here".

Click on "here"

Step 4: Change quantities of prizes needed.
Click "Submit Changes"
Please wait one moment while page refreshes before.

If you need assistance with this process, please contact BSA Customer Service via e-mail BSACus-
tomerService@gcc-usa.com, call BSA Customer Service @ 888-351-8000, or call your Council of-
fice.

ALL PRIZE ORDERS MUST BE SUBMITTED BY
DECEMBER 31, 2011

13



2011 Popcorn Timeline

August 8-11 - District Kickoffs/Trainings- Check your district calendar for exact dates.

August 22-23 - Show and Sell Popcorn is delivered and picked up.

Show and Sell Delivery Locations:

Choctawhatchee District Lake Sands District Pensacola Bay District
Coca Cola Plant Buffalo Rock Pepsi Buffalo Rock Pepsi

647 Valparaiso Parkway 2377 Sherman Avenue 8801 Grow Drive
Valparaiso, FL 32580 Panama City, FL 32405 Pensacola, FL 32514

e August i Early September - Units hold popcorn kickoffs. Make it Fun!

e November 1, 2011, Popcorn sale ends - Turn in Show and Sell Popcorn and Show and Sell Money Due
to Council. Turn in Take Order Popcorn Order an

« By NOVEMBER 1 y 2011 show and Sell money, left over Show and Sell popcorn , Unit
Popcorn Order from Take Order Sales must be turned in to your District Executive.

Choctawhatchee District Lake Sands District Pensacola Bay District
Coca Cola Plant Buffalo Rock Pepsi Buffalo Rock Pepsi

647 Valparaiso Parkway 2377 Sherman Avenue 8801 Grow Drive
Valparaiso, FL 32580 Panama City, FL 32405 Pensacola, FL 32514

« November 16-17, Popcorn delivery and distribution:

e December10, Sportsmanés Day for al/l boys that filled

. December 9 - All units are closed out with Council.
Popcorn money due to Council no later than December 9th.

« On or Before December 31 -All prizes must be ordered on-line (no exceptions).
Window closes December 31st.

« InJanuary Above and Beyond Bonus Checks mailed from Council if unit qualifies.

When is money due to council?

e« When you reorder for Show and Sell you must pay for what you have already sold (not what your
unit checked out).

. December 9 ail units must be closed out with the council. Unit must be closed out by this
time to qualify for any of the council bonus incentive commissions. The bonus incentive commis-
sions will be issued in January by the council.

« Show and sell popcorn cannot be used by the unit to fill take orders.
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2011 Popcorn Sale Commission Structure

Unit Standard commission is 30% + prizes.

Troops may choose between the 30% commission + prizes or select a straight 35% commission.

UNIT MUST ATTEND DISTRICT POPCORN KICK-
OFF TO QUALIFY FOR BONUS COMMISSIONS

ALSO KNOW AS “Above and Beyond Commission Bonus”.

First- Confirm the amount of popcorn you sold in
2010. Your D.E. will have this info for you.

Next- Sell up to that amount and receive the stan-
dard commission outlined above.

Then- Increase your sale above and beyond what
you sold last year* and receive a 10% bonus on the
iIncrease.

For example:

2010 sales = $3000, 2011 sales = $7000

unit commission would be:

30% x $7000 = $2100

+10% X $4000 (the increase of 2011 over 2010 sale) =
$400

For a total of $2500.

*Above and Beyond Bonus begins at a sales level of at
least $2000. For a unit that sold less than $2000 last
year, they fall in the same category as a 1st Time unit.
30% standard commission and a 10%

bonus on popcorn sold over $2000.

Finally-Settle up account with
Council by December 9.

Unit must pay on time with one unit
check to qualify for the Above and
Beyond Bonus.

The Above and Beyond Commission Bonus will be paid
in January in the form of a bonus check after the unit’s

account has been cleared with council and all other
requirements met.

1st time Units:

Ist time units can still take advantage of the

Above and Beyond bonus.

How?

« Attend the district training/kickoff

« Receive standard 30% commission.

« Receive 10% bonus on popcorn sold over the
$2000 level.

$20,000 Club—if a unit sells $20,000

in popcorn they will earn an additional bonus
check of $1,000. Unit number will be listed on
Council Web Site.

(Must attend District Kickoff and meet all
popcorn payment deadlines on time!)

Big 10 Club—ifa unit sells $10,000 in
popcorn they will earn an additional bonus
check of $250. Unit number will be listed on
Council Web Site.

(Must attend District Kickoff and meet all
popcorn payment deadlines on time!)

OVER THE EDGE BONUS

($1,000 Value)
Top Leader in the Council of the unit with the

highest per boy average sales will get to be a
part of the 2011 OVER THE EDGE VIP experi-
ence on NOVEMBER 18th at the Hilton on
Pensacola Beach.
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Sportsmandés Day 2011
Camp Euchee
Spanish Trail Scout Reservation
December 10, 2011

To attend Sportsmandos Day you will nee

over $600.00!!!

The 600 club will be for those outstanding scouts that sold $600.00 or
more in popcorn. They will be put in the drawings for the door prizes at

N

Sportsmanos Day:

Fishing Equipment, Camping Gear, and the
GRAND PRIZE?
A Kayak

For those SUPER SALESMEN, for every $600.00 in sales that you have you will
receive another entry into the Sportsmano

HOW MANY ENTRIES DO YOU WANT!!!

$600.00 in sales equals 1 entry

$1,200 in sales equals 2 entries

$1,800 in sales equals 3 entries

$2,400 in sales equals 4 entries

$3,000 in sales equals 5 entries
ETC, ETC, ETC

HOW MANY ENTRIES WILL YOU HAVE?

Archery (All Scouts)

BB gun shooting (Cubs & Webelos)
Rifle Shooting (Boy Scouts)
Shotgun Shooting (Boy Scouts)
Fishing Tournament (All Scouts)
Tomahawk throwing
Climbing Wall

Bass Fishing with Bass Pro pro-staffer Larry Gaines and crew!
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Sportsman’s Day at Camp Euchee

Saturday, December 10, 2011
Fill Up an Order Sheet and come to Sportsman’s Day.
600 Club is for a scout that sold $600.00 or more. They will be eligible for the door prize drawings.
Scout should be in attendance with one parent or guardian,
Please bring this schedule with you to Sportsman’s Day
For information: contact Chuck Kuzma email — ckuzmall6@cox.net

SCHEDULE

8:15-9:00am Check-in (Henson Hall)

9:15am Opening Ceremony

9:30am Activities Begin

11:00-1:00pm Lunch and Door Prizes
Last names A-K at 11:00am

Last names L-Z at 12:00pm
Activity areas still open

3:00p.m Activities Close
3:30pm Awards Presentation
4:30pm Dismissal

ACTIVITIES AND LOCATION

Opening & Closing Ceremony Dining Hall

Shooting Sports Area & Pathfinder area

Archery (All Scouts)

BB gun shooting (Cubs & Webelos)
Rifle Shooting (Boy Scouts)
Shotgun Shooting (Boy Scouts)
Fishing Tournament (All Scouts)
Tomahawk throwing

Climbing Wall

Bass Fishing with Bass Pro pro-staffer Larry Gaines

and crew
Lunch

Dining Hall on Camp Euchee

17

AWARDS

Trophies will be given for 1%, 2™ & 3™
place BB gun, rifle and shotgun shoot-
ers, archery and fishermen (Boy Scout
and Cub Scout).

Each activity has judges to keep score.
For fishing, show fishing judges all fish
caught. Tell judges of all fish that got

away and of all nibbles.
RULES

Have fun!

Boats and canoes may not be used.
Fishing from bank (shore) only.
No fishing in the swimming area.
No fishing from docks.

No fires are permitted.

No Swimming.

WHAT IS PROVIDED

Lunch for each Scout and 1 parent
All shooting equipment
All shooting safety equipment
Door prizes — given out during lunch
Fishing license is not required

WHAT TO BRING

Each Scout may bring one parent.
Fishing tackle — Rods & reels, fishing
lures, artificial bait, live bait (worms,
crickets), sinkers, bobbers, etc. Folding
chair for fishing or relaxing. Sunscreen,
hat, other sun protection. Dress in layers,
day may be cold in morning.

WHAT NOT TO BRING

Guns & Ammunition, Bows and Arrows
Alcohol, Knives with fixed open blades
Camping Equipment



Fill-1muU p!

AND WIN

Fill up all 30 lines on your popcorn order form to
enter in the district drawings for the great prizes
below! And also come to Sportsman’s Day.

Fill-IT-Up District Drawings

Mail to:
#1 Oct1— $25.00 Wal-Mart Gift Card FILL-IT- UP Drawing
#2 Oct 8 — $50.00 Wal-Mart Gift Card Gulf Coast Council
. 9440 University Parkway
#3 Oct 15 —$150.00 Wal-Mart Gift Card Pensacola, FL 32514
#4 Oct 22 — $150.00 Wal-Mart Gift Card Or fax to (850) 476-6337

#5 Oct 29 — $200.00 Wal-Mart Gift Card

To enter, simply fill each line of your popcorn order form with orders and mail or fax a copy
of it with your | eader s signature to the
will be three drawings each week; Pensacola Bay / Long Leaf Pine Districts, Choctawhatche

District and the Lake Sands District. To enter, forms must be received at the council office by 2:|
on the dates listed above. Every form you fill up gives you another chance to win!
Drawings will be held during the Family Camp Weekends at Spanish Trail Scout Reservation .

- Sportsmanos Lp;

Dondt miss the great activities
*Cut a deck of cards at the Tomahawk Throwing or see if you can
reach the top when you CLIMB THE WALL on the Rugged Climbing Walll!
*Fishing, Archery, & Shooting Tournaments Win Trophies!

bl 7 (.22 Rifles & Shotguns for Boy Scouts and BB -Guns for Cub Scouts)
EU *Bass Fishing Clinics with profeSS|0|
have a chance to win a great door prize like fishing lures, rods, reels, tackle
boxes, sleeping bags, tents, archery equipment, Scout stuff and more. How

can you come to Sportsmanod6s Day? I

Rt
R

more i n Camp Masters Popcorn this faii af

Sportsmands Day at STSR on Saturday,
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District Top
Salesman Prize

Family Pack for 4 to a
Pensacola Ice Flyer
Home Game

The top selling Scout in each district will receive:

A ticket package to a Pensacola Ice Flyer Home Game.
4 tickets for the scout and his family.

A total of 3 Pensacola Ice Flyer Ticket Packages gift certificates
will be awarded.
One to the top salesman in the Lake Sands District, one in the
Choctawhatchee District and one in the Pensacola Bay / Long Leaf Pine
Districts. Ties, should they occur, will be broken by a drawing.

FISH FINDER )
Saltwater Fishing trip with S _

Capt. Phil Rooks of Destin

(850) 699-1033 ~

Let the Tales Begin! ‘

REDFISH * TROUT * COBIA * MACKEREL yZ

-]
@

In addition to all of the great prizes he earns, the top selling Cub Scout and top selling
Boy Scout in the council will earn a fishing trip with Capt. Phil Rooks aboard the
Fish Finder of Destin. Fishing trip is for boy and one parent.
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"Bonus"

CAMP MASTERS HIGH ACHIEVER PRIZE FORM
PRIZE FORM DUE TO COUNCIL AT END OF SALE - BY ORDER SETTLEMENT DATE

. To order, the following information MUST be prninted or typed clearly. o
@ ; hl 3, Parents & Scouts Please fill out this Section for 2011 SALES @ - hi 3y
Scout’'s Name DATE
Street Address
(No P.O. Boxes)
City / State / Zip

Social Security Number (required for Savings Bond only)

TOTAL SALES $ Age
Please submit Order Form to Council to verify sales.

NEW “Ful-Filled” Patch - To get your “ful-filled” patch simply make a copy of your completely filled order
form, give it to your Unit Leader. . UNIT LEADER WILL ORDER PATCH WITH OTHER PRIZES

SALES ACHIEVEMENT AWARDS - SELECT ONLY ONE BOX BELOW!
(PRIZES ARE NOT CUMULATIVE)

$1500 SALES ACHIEVEMENT (check 1 box only)
$50 TARGET CARD OR $50 WALMART CARD

$2000 SALES ACHIEVEMENT = (check 1 box only)

8G iPod Nano* OR AWESOME CAMPING PACKAGE
‘Prize may be substituted by CAMP MASTERS with comparable prize of equal value

| SOLD $3000 or more of Popcorn this Year! — (check 1 box only)
Savings Bond - 5% of total sales in increments of $1000
$3000 = $150 Savings Bond + $50 Walmart Gift Card

OR $4000 = $200 Savings Bond + $50 Walmart Gift Card

$5000 = $250 Savings Bond + $50 Walmart Gift Card

Nintendo 3DS System (all new “3-D” graphics!)*

Unit Leader or Kernel please fill out this section

District Unit type and Number

Unit Leader or Kernel signature

Council Office please fill out this section

Council Name City / State

Council Office Authorization Signature

Program Rules & Regulations

1. Scouts who sell min. 51500 of popcom dunng the traditional Fall 2011 Sale will receive ONE -350.00 Gift Card from list above. Scouts who
sell $2000 will receive their choice of 8G iPod Nano or Camping Package Scouts who sell $3000 and up receive a U.S. Savings Bond plus a
$50 Gift Card or a Nintendo 3DS system — must select 1 from list above.
Select ONE Pnze Level only; Pnzes are not cumulative.
ABSOLUTELY NO COMBINING OF MULTIPLE SCOUTS ORDERS WILL BE ALLOWED. Verification of Sales through individual Take Order
Forms is required.
Scout must attach Order Form when submitting this form to the Council.
Upon receipt of the signed form from the Council, the prize will be ordered and shipped to the Scout.
Questions? Please contact your Council office or Ramsey Popcorn Co. (812) 347-2441, ext. 128.

CAMP MASTERS WILL NOT ACCEPT FORMS AFTER 12/31/11.

Ll

oo
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