
Scout Leaders, 

Sitting here in the first of May, it may seem a little early to be talking about the 2016 Trail’s End Popcorn 

Sale.  But before you know it, school will be starting again and that means new Scouts joining our ranks 

expecting a program full of fun and adventure.  And, with the availability of the new Lions program for 

kindergartners, plus traditional Tigers, we could have a double class of first year Cub Scouts.  And they 

deserve a great program just as much as those who have come before them.  One of the best ways to 

raise the funds necessary to support your dynamic and exciting unit program is to take part in the 

popcorn sale.  With the necessary planning steps taken and a properly planned unit calendar, your 

scouts can earn up to 37% commission before you even decide whether to participate in the Prize 

Program. 

     Here are a few “Steps to Success” for your unit in the 2016 Trail’s End Popcorn Sale: 

 Recruit a Unit Kernel to handle the ins and outs of the sale for your unit.  Do not give 

this responsibility to a Den Leader or Assistant Leader.  Try to use the “One 

Man/Woman – One Job” rule. 

 Plan your unit program over the course of the summer in conjunction with your unit 

leadership and determine what your sales goal should be based on the program you 

want to provide. 

 Secure participation from Scouts/Families in your unit to participate and create for them 

an account to sell online.  The top online seller from the Palmetto Council sold over 

$5,000 online in 2015. 

 Plan and conduct an exciting and motivating unit kickoff.   

 Use weekly incentives, neighborhood blitz day prizes and top seller prizes to inspire your 

scouts. 

 Make sure deadlines are met to maximize your unit commission. 

 

Following these simple steps will result in a higher unit sales total for your Pack, Troop, Crew or Post.  

And finally, remember, we are not just selling popcorn, we are providing a quality, exciting and dynamic 

adventure.  Popcorn sales simply produce the funds to provide that program.  If you have any questions 

about the sale structure, incentives, product availability, or anything else related to the sale, please feel 

free to give us a call. 

 

Yours in Scouting, 

Jonathan Platt 

Assistant Scout Executive & Popcorn Sale Advisor 

jplatt@bsamail.org 

864-585-4391 

 

 


