
 

 

A Note to Unit Kernels 

June 2017 

 

Dear Unit Kernel, 

 

Thank you for taking the �me to give leadership to your unit’s fundraising effort this year.  The purpose of 

this pamphlet is to be a reference tool where you will have access to proven and effec�ve tools and material 

to help you execute a great sale this fall.  This is by no means comprehensive.  We recommend that you use 

the Kernels Korner at www.yosemitescou�ng.org; the kernels korner facebook page, staff at the council  ser-

vice center, your District Execu�ve and other unit kernels in your community.  They are all good resources.    

We hope that this booklet proves to be helpful. 

 

Sincerely, 

 

The Council Popcorn Team 



List of Available Online Tools 

(These are all available on Kernels Korner at www.yosemitescou�ng.org) 

 

1) 2017 Unit Program Planner:  Helps units develop an annual program budget and and establish fund-

raising goals based on their program plan. 

2) 2017 Unit Sales Goal Calculator:    Helps units breakdown over all unit sales goals into “per boy” and 

“per container” goals that are more easily diges�ble and understandable for families.   

3) 2017 Site  Sale & Team Leader Calculator:     Helps units determine the correct mber of site sales and 

popcorn leaders needed to ensure a successful sale. 

4) Parents Briefing Template:  Provides and example of a sample Parents handout for nit kick offs 

5 )  Obstacle Course:  Provides a good example of how a unit might conduct a fun and informa�ve kick off 

ac�vity for Cub Scouts. 

6) 5 (ps for a successful sale:  Sales �ps to be shared with youth ad family members 

7) Family Goal commitment Form:  A template that can be used to acquire family commitments to goals. 

8) Show n Deliver Worksheet:  Kernel Tool that Provides an example of individual kits to be used when 

preparing the show n sale order. 

9) Family Show N Deliver Order Forms:  Kernel Tool that is used when signing Product in and out to         

individual families. 

10) Individual Scout Checklist:  Kernel Tool that can be used to keep track of individual boy progress and 

par�cipa�on 

11)  Site Sale Inventory Checkout Form:   Kernel Tool t be used when assigning site sale inventory to pop-

corn leaders for individual site sales.  It is recommended that Kernels not assign themselves to a site sale.  

Rather, they distribute product and cash and the receive product back at the end of each day. 

12) 60 Day Family Sales calendar:  Kernel Tool that can be given to each boy to help him plan to achieve his 

goal.  Provides a daily sales goal based on different goal levels. 

 

 

 

 

 

 

Join us us on Facebook at: GYCKernelskorner 



10 (ps for planning a successful site sale season! 

              
 

1.  LOCATION: Brainstorm selling loca�ons and determine how many shi?s are needed for your pack. Use the Excel tool on 

the Council website. (Example: 3- two hour shi�s averaging $75 each + a starter kit valuing $400, will get your scout to a $600 

goal) 

2. SCHEDULING: Call to schedule site sales approx 4-6 weeks prior to selling.  Create a form le@er to mail or email to the site 

manager/contact.  This gives them something to refer to and makes you appear professional. 

3. CREATING DEMAND: By limi�ng the amount of shi?s per scout you increase the demand and have less difficulty filling your 

shi?s.  Make a large poster for signups at your popcorn kickoff. 

4. TEAMWORK: Make sure you have more than one leader on your team. Every site sale should not be ran by one person. 

Leaders should run 3 site sales each.  Crea(ng a leader team takes the burden off of the kernel.  This person will be responsible 

for money and product, so make sure you trust them and are comfortable working with them. 

5.  NOT A BABYSITTER: A parent is required to stay at site sales with their scout. It is great to have an adult with the scouts at 

each door. The site leader should focus on collec�ng money and controlling inventory.  This also allows for be@er sales and the 

possibility of recruitment. 

6. DON’T BE ANNOYING: Scouts should greet people on the way into the store and then sell on the way out.  This limits a 

scout annoying a poten�al customer. 

7. PRESENTATION IS KEY: This is KEY at site sales.  The leader/display table should be located where the store allows.  The 

product should be displayed neatly with extra inventory stacked under the table or behind. Scouts par�cipa�ng should always 

use good manners (eye contact is KEY) and arrive in full, clean uniforms.  Allow scouts to take breaks for ea�ng, drinking, and 

restroom visits.  

8. SCRIPTS: Create a script for the boys to follow. They should be knowledgeable about product flavors and pricing. (Your pop-

corn kickoff is a great �me for product tas�ng and educa�ng scouts on pricing.) 

9. CHECK IN AND OUT: Have your Site Sale Popcorn Leader check in with the store manager before you set up and find out 

where they would like the product table.  And again, when they are all done to make sure there were no problems. 

10. GIVE THANKS: Send or drop off a thank you card and/ or gi? from the Troop / Pack / Crew to the Store Manager a?er your 

season is complete.     



 

 

Unit Kick Off Support Documents 



    

POPCORN SALE DO’S AND DON’TS for Scouts 

 

DO: Dress to impress (Wear your Class A uniform) 

DON’T: Wear dirty or wrinkled clothes 

A scout is clean – When selling popcorn you represent Pack 14, Our Council, and Boy Scouts of America. 

 

DO: Have an adult with you at all �mes. 

DON’T: Sell popcorn by yourself.  

A scout is prepared - Safety in numbers! 

 

DO: Present yourself with manners and use sidewalks and walkways. 

DON’T: Walk through plants or on peoples grass. 

A scout is respecLul to others and their property. 

 

DO: Always say “Please” and “Thank you” (even if they don’t buy popcorn) 

DON’T: Pout or Walk away mad. 

A scout is always courteous and kind. 

 

DO: Hold up the price sheet for customers to see. 

DON’T: Forget at home or leave with your Akela. 

A scout is trustworthy. 

 

A SCOUT IS LOYAL…. NEVER, EVER GIVE UP!!!!! 



Example Obstacle Course Kick Off Game 

  Ac�vity Lesson Learned Materials Needed 

1 Blowing Game Keep Moving Forward 
Floor Tape, Straw, Popcorn, 

Candy for prizes 

2 Balance Beams Balance Lfe & sales 
Short Balance Beams, Candy 

for prizes 

3 Tunnels You have look for sales 
Chairs, Tarp, Candy to find in 

the Tunnel 

4 
Jumping Hula Hoops:  each one is 

futher away Perseverance Hula Hoops, Candy for Prizes 

5 Slogan Memorize Sales Pitch 
Wri@en sales pitch, poster of 

sales pitch 

6 Popcorn Throw 
Making sales can be "hit" or 

"miss" 
Popcorn, Red cup as basket, 

Candy for prizes 

7 Popcorn Spoon Carry 
Overcoming Obstacles during 

the sale 
Plas�c spoons, popcorn, cones 

or chairs for obstacles 

8 Food Hardwork Pays off Hotdogs, Buns, Soda, popcorn 







Family Goal Commitment Form Template 



Achievable Goal Plan 



 

 

Record Keeping Tools for Kernels 

Support Documents 



Kernel Tool:  Sample Individual Scout / Family  Show n Deliver Kit 

        

Product unit Cost   300 Kit     400 Kit   

popping Corn 10   2  $    20.00   3  $    30.00 

Small Caramel Corn 10   9  $    90.00   8  $    80.00 

Jalapeno Cheddar 15   2  $    30.00   3  $    45.00 

White Cheddar 15   2  $    30.00   3  $    45.00 

18 Pk Mic Bu@er 20   3  $    60.00   3  $    60.00 

18 Pk Mic Ke@le 20   3  $    60.00   3  $    60.00 

Premium Caramel w nuts 20   2  $    40.00   4  $    80.00 

         $  300.00      $  400.00 

        

Instruc�ons 

1)  If you are using kits, remember to order enough product to cover kits for every Scout family who will be selling. 

2)  Remember to have families formally sign out  the product in each kit.  They are financially responsible…. 

3)  Order enough addi�onal popcorn to cover scheduled site sales    

4) or, Plan site sales towards the end of the sale and have families turn in unsold popcorn prior to site Sales. 

5) Inspect all inventory when returned from families to make sure it meets all guidelines.  

6) Families must return either popcorn or money.  This should be formally signed in and inventoried. 

7) Keep Track of all Inventory during the sale      





      

 scout site 1 site 2 site 3 starter pack 
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Individual Scout Checklist 



60 Day Sales Calendar Template 


