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Three Ways to Sell Trail’s End 
 

 Take Order Sales 

 Show & Sell 

 Online Sales 
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MESSAGE FROM THE 2015 POPCORN TEAM 
Dear Unit Kernels and Leaders, 
 
Thank you for your participation in the Narragansett Council’s 2015 Fall Popcorn Sale. We 
are sure that you will find the Popcorn Sale easy for your unit to raise the funds to provide 
a quality Scouting program for your Scouts and families. Each year the sale achieves three 
main objectives for Scouting.  

• First, the sale raises fund for our units within our Council.   
• Secondly, the money made by your unit is matched back to the council by 

Trail’s End. That means funds come back to units in the form of camperships, 
camp programs and maintenance and equipment at the camps.  

• Third, the sale gives us the opportunity to instill a strong work ethic in our 
youth, encouraging scouts to earn their way to activities and events. 

 
By participating in the sale you not only guarantee your unit a good revenue stream but 
also guarantee that prices for programs stay low, improvements to our camp facilities are 
made, camperships continue to be available for scouts, and that services and training are 
available for your units and leaders.  
 
Units that were most successful in last year’s sale used many of the following tools and 
techniques to reach their sales goals: 
 

 Planned out the year ahead and had a Unit budget 
 Set a sales goal for each Scout and for the Unit 
 Established Scout accounts to help each Scout and his family with 

program expenses 
 Held a Unit popcorn kickoff to tell the Scouts and parents about the 

year ahead.  
 Sold popcorn by various methods using the Show n’ Sell, Take Order 

and online selling opportunities 
 Scouts continued to sell until their goal was met 
 Used e-mail communication tools from www.trails-end.com/leaders to                                    

promote the sale to Scouts and parents. 
 
The Council Popcorn Team stands by ready to assist your unit in having a successful 
Popcorn Sale. Please feel free to contact us with questions or for any assistance you 
need. We want to help you grow your Popcorn Sale! 
 
On behalf of all our members, thank you for your leadership and involvement in this 
important fundraising program. 
 
Best wishes for a successful sale! 
Sincerely,  
 
Marc Cardin 
Popcorn Staff Advisor 
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1WHY SELL POPCORN 
 
 
• High Commissions - 35% of the proceeds of your sales go directly to your unit. 
• No out of Pocket Expenses for Unit - Popcorn is distributed to your unit and you collect the money 

from the orders before you pay the Council for the popcorn. No waiting for the profits – you keep 
them when you collect for the orders. 

• You have a Support Team - The Narragansett Council is committed to making this campaign 
successful for everyone involved with your unit. The volunteer and professional support system is 
readily available to assist you with the tools you need to reach your goals. 

• High Quality Product. Trail’s End popcorn is part of the Weaver Popcorn Company (established in 
1928), which is one of the world’s largest popcorn producers. They are committed to customer 
satisfaction and the success of your individual unit campaign. Check them out at www.trails-
end.com. 

 

 
 

POPCORN SALE CALENDAR 
 

AUGUST 
 
August 1  Online Sales Begin 
August 5  Popcorn Kick-off 

 

September 
 
September 1  Take Order Sale Begins 
September 4  Show & Sell Orders Due 
September 19 Show & Sell Order Pickup 

October 
 
October 18        Mid-sale incentive deadline 
 
October 25        $750 Sellers Party at 
   Launch Trampoline Park 

 

November 
 
November 7        Show & Sell Product Return 
   Take Orders Due 
   Prize Orders Due 
 
November 21       Final Product Distribution 
 

December 
 
Mid-December Top Sellers Celebration  
                  with the P-Bruins 

 
December 11 Final Payments Due 
 
January 3         $1,500 Sellers Party at    
                  Rockspot climbing     

 

 
 
 
 

http://www.trails-end.com/
http://www.trails-end.com/
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UNIT GOAL SETTING 
 
HOW TO SET SCOUT AND UNIT SALES GOALS 
A per boy goal is a lot like a merit badge, or a skill requirement. In Scouting we often tell boys that to 
receive an award they must “do, tell, show, demonstrate, etc.” and of course all Scouts are told to “Do 
your best.” Our Scouts want to succeed. The popcorn sale is no different. We simply need to tell them 
what we mean by success. Use the formula below to help you set unit and Scout goals. Be sure to ask 
your Unit Treasurer and Unit Committee to help you prepare your budget and Popcorn Sales goals. 
 

AN EASY GOAL SETTING FORMULA: 
 
Total dollars your unit plans to spend this year?    Unit Budget        $____________ 
 
Divide the Income needed form the popcorn sale by the  
popcorn commission. (35% Commission)     Unit Sales Goal    $____________ 
 
 
Divide the Unit Sales Goal by the number of scouts in your unit:         

Per Scout Goal     $____________ 
 
Divide the Per Scout Goal by $20 average container sales      Per Scout Goal    $____________ 
 

 
 
Our Unit Sales Goal:  $___________      Total Scouts Selling: _________ 
 
 
SOME IMPORTANT THINGS TO REMEMBER ABOUT SETTING SALES GOALS 
 
1.  Set a Unit Goal 
 
2.  Set a Per Scout Sales Goal 
 
3.  Communicate the Per Scout Goal at the Unit Kick Off. 
 
4.  Remind Scouts and parents of the Unit and Per Scout goal 
 throughout the sale. 
 
5.  Reward Scouts for achieving the Per Scout Sales level. 
 
6.  Encourage all Scouts and families to participate and achieve the Per    

Scout Sales goal. 
 
7.  Develop unit incentives to encourage Scouts and families to sell 

 

Remember the goals are a means to an end - a year of 
fun filled and exciting Scouting programs! The real 

goal is all of your Unit’s exciting activities! 
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SCOUT REWARDS & INCENTIVES 
 
This year we are again using Keller Marketing for our prize program. This company 

is used by many Boy Scout Councils across the country for their prize programs and 

specializes in the types of prizes and the age group of our Scouts. They offer an 

enhanced online ordering system, allow Scouts to combine prize levels, and the 

opening prize level starts at only $75. 

In addition to the standard prize program with Keller the Council offers a number of 

additional incentives for your Scouts. 

Also, once again Trails End is funding the College Scholarship account program for 

Scouts who sell at least $2,500. 

2015 Council Level Incentives 

   

Fill-a-Sheet and Earn a Zeon Bow (Cub Scouts) 
or Rosewood Multi-tool w/ Hammer (Boy Scouts) 

 

Sell $750 by Oct. 18 and get invited to a party at Launch 
Trampoline Park on 10/25 

 

Sell $1,500 and get invited to a party at RockSpot Indoor Climbing 
Gym on 1/3 

 

Sell $3,000 and get to pick a prize from the PRIZE VAULT! 
 

Choose from: I-Pad Mini, Play Station 4, XBox or Free Week at 
Yawgoog or Cachalot 

 

                     

 
 

Top 10 Sellers Get 2 tickets to a Special Providence Bruins 
Scout Game and get recognized on the Bruins bench before the 

game 

 

https://boyscouts2014fall.promocheckout.com/content/images/thumbs/0000183_rosewood-multi-tool-w-ax-hammer-belt-case.jpeg
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=ksS0P5iCZlPZKM&tbnid=yxeU2uTfpQMfEM:&ved=0CAUQjRw&url=http://bestamericantrampolines.com/&ei=GulaUaOKJ-ns0gGJroH4Cw&bvm=bv.44442042,d.dmQ&psig=AFQjCNHk2nVM0hxpSjNznvhum79ZKwwxKQ&ust=1364998787835112
http://www.google.com/imgres?um=1&hl=en&safe=active&rls=com.microsoft:en-us:IE-Address&biw=1920&bih=973&tbm=isch&tbnid=Mon3QPBgAME0aM:&imgrefurl=http://www.rockspotclimbing.com/calendars/&docid=J2S6wvTvOJVQ3M&imgurl=http://www.rockspotclimbing.com/files/rockspot.png&w=209&h=75&ei=zupaUf-RNub00QHS44DIAw&zoom=1&ved=1t:3588,r:33,s:0,i:190&iact=rc&dur=578&page=1&tbnh=60&tbnw=167&start=0&ndsp=48&tx=63&ty=20
http://www.google.com/imgres?um=1&hl=en&safe=active&rls=com.microsoft:en-us:IE-Address&biw=1920&bih=973&tbm=isch&tbnid=BmlaRH48k8uw2M:&imgrefurl=http://bleacherreport.com/articles/794081-the-scariest-in-game-accidents-in-hockey-history&docid=CGj-UhLrvapYeM&imgurl=http://cdn.bleacherreport.net/images_root/slides/photos/001/162/047/56957663_display_image.jpg?1312660638&w=350&h=239&ei=TuhaUcD0Ieq10QGslIHwBw&zoom=1&ved=1t:3588,r:65,s:0,i:289&iact=rc&dur=310&page=2&tbnh=178&tbnw=257&start=35&ndsp=37&tx=106&ty=60
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College Scholarship – Funded by Trail’s End 
 
 

 
 

Scouts who sell at least $2,500 (online, face-to-face or combination) in 

any calendar year receive 6% of their total sales invested in their own 

college scholarship account. That is $0.06 of every dollar they sell! 

 

Once Scouts are enrolled, 6% of their sales each year will be added to 

their account. Scouts only have to hit the $2,500 minimum one time. 

Online sales count! 

 

How Scouts enroll and report sales 

 Scouts who sell $2,500 or more in a calendar year must email a completed scholarship enrollment form and 

proof of sales to scholarship@trails-end.com 

 Scouts have to reach $2,500 only one time. Once enrolled, they must report their total sales each year. 

 Scholarship balances will be emailed to each Scout annually. 

Payouts 

 Scouts must email a completed scholarship payout form and all required documentation to 

scholarship@trails-end.com 

 Payouts are processed four times per year: March 15, June 15, September 15, December 15. 

 Trail's End sends Scouts' funds directly to their educational institutions to offset tuition, books, housing 

and/or other Fees 

  

mailto:scholarship@trails-end.com?
mailto:scholarship@trails-end.com?
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PRODUCTS AND PRICING 
 
PRODUCT     RETAILPRICE 
 
Military Donation - Gold Level   $50 
Military Donation - Silver Level   $30 
Chocolate Lovers Collection Tin   $55 
Cheese Lover’s Collection    $30 

White Chocolatey Pretzels    $25 
Caramel Corn with Almonds and Pecans  $20 
Chocolatey Triple Delight    $20 
Unbelievable Butter 18-Pack    $20 
Butter Light 18-Pack     $20 
Jalepeno Cheddar Cheese    $15 
White Cheddar Cheese Corn   $15 
Caramel Corn       $10 
Popping Corn      $10 

 

9 Items Priced at $25 or Less! 
To view a sample Show & Sell order visit www.narragansettbsa.org/popcorn 

 
 
 

NEW PACKAGING FOR 2015

 

    

   
 

White Chocolatey 
Pretzels 

Premium Caramel 
Corn w/ Nuts  

Chocolatey Triple 
Delight 

Caramel Corn 

http://www.narragansettbsa.org/popcorn
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Resources & Tools 
 

Virtual Sales Planner 
The five steps all unit leaders should follow for a successful popcorn sale. Located 
at leaders.trails-end.com. 
 

Leader Sale Kit 
This kit is specifically designed for a unit popcorn kernel and includes the leader 
guidebook, sale posters, goal setting charts, order forms, product samples and 
military receipts. 

 
Training Videos & Tutorials 
Videos and tutorials are available at leaders.trails-end.com featuring information 
about how to sell Trail’s End, online selling, and how to order products and rewards 
 

Promotional Items 
Promotional images, sales posters, and customizable handout are available on 
trails-end.com 
 

Square Credit Card Reader Program 
Trail’s End has partnered with Square, the leading provider in tools for every part of 
running a business, from accepting credit cards to sales & inventory tracking. 
Industry research indicates that the ability to accept credit cards increases revenue 
by as much as 23%. 

 
Local Council Guidebook 
The sales guidebook with specific information for our Council including all dates, 
incentives, etc. 

 
Local Support & Advice 
Our Council team is local and committed to your success. Rest assured that help is 
only a phone call away. No question or issue is too big or small, we are here for 
you! 
 

          
   

http://www.trails-end.com/trailsend/dynamic_content.jsp?id=1800036
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CONDUCTING A SUCCESSFUL SHOW & SELL  
 

Pre Show & Sell 
• Contact store or event organizer to gain permission to set up times and dates. 
• Set up schedule for boys with specific times of participation - i.e. 4-6 boys per 2 hour shift. 
• Gather pictures of the events you have participated in or are planning to attend. People are 

more apt to purchase if they know the money is being used for Scouting activities. 
• Make banners for advertisements and point of sales excitement (great craft activity for a den or 

pack meeting). Sometimes the stores will advertise the sale on their store sign. Ask if is this is 
feasible. 

• Have the boys practice what they are going to say to their potential customers. 
 

Show & Sell Day 
• Bring these items: posters, activity displays, tape, popcorn samples, a scoop, sample
 cups,  broom, dust pan & brush, box or jar for Military donations. 
•  Display the products. Encourage scouts to pick up product and put it in the hands of the
 customer. 
• Advertise with the Take Order dates. 
• Make sure the boys are in their uniforms. 
• Have product samples for people strolling by. Quality sells! 
• Find a location that has high foot traffic and is safe for the boys to participate. 
• Have a money box with small bills for making change (Ones, Fives, and Tens) 
• Let the scout do the selling. Allow him to succeed. 
• Have the scouts sweep the selling area before they start and after they finish. 

What to Say 
• Focus on Scouting instead of the product- i.e. “Hi! My name is ________. I’m in Pack/Troop
 _______. Would you like to support my Boy Scout program? We are selling this delicious
 popcorn so we can __________.  Will you help us?” 
• Be specific on what the money is to be used for. People will be more willing to purchase if they
 know where the money is going. 
• Always mention Scouting. 
 

After the Sale 
• Figure out how much credit each scout has earned and record it on each scout’s order form 
 (“Customer 1, Customer 2” is acceptable). 
• Sell the balance: Give the boys an incentive to move the last of the popcorn “Hey guys, sell 

these last five bags and I’ll take you out for ice cream.” 
• Settle inventory: Make sure the money and the inventory adds up. 
• Recognize the kids for their hard work: Ice cream, Pizza, something special for their hard work. 
• Keep leftovers for your Take Order Sale or you may return unsold items in saleable condition to 

the Narragansett Council Office by November 7, 2015 

 

What type of Show and Sell Locations? 
• High Traffic Areas 

• Hardware Stores 

• Grocery Stores 

• Fast in and outs 

 

• Locations with ATM on site 

• Dunkin Donuts 

• Deli/ Bagel Shops 

• Post Offices 

 
 

• Farmers Market 
• Sporting Events 
• Big Box Stores 

• Festivals 
• Banks 
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SHOW AND SELL SALE CHECKLIST 
August 

 Pick up popcorn packet and supplies from the popcorn kickoff. Familiarize yourself with all the 

printed materials especially the Trails End Popcorn Sale Guidebook. Browse additional 
materials and sales aids at www.trails-end.com 

 Set a unit budget for the year and come up with a sales goal. 

 Decide with your unit leaders how many locations and dates your unit will sell at. 

 Secure your Show and Sell locations and confirm with Store Manager. 

  Log on to www.trails-end.com, follow the online instructions (see Trails End Popcorn Sale 

Guide Book), and order your popcorn. Remember, if this is your first time, to start small. The 
council has extra product on hand and if you need more than you originally planned on you can 
pick up more at the Council Service Center. Please note that you can only order popcorn in full 
cases for Show & Sell. 

September 

  Create a sign-up sheet for your weekends and have your parents and youth sign-up for your

 unit’s time slots. 

  Train youth on salesmanship techniques and have then memorize and practice the sales script. 

All Scouts should be in uniform while they are selling. 

  Pick up your popcorn at Popcorn Distribution location. Be sure to bring a large enough vehicle 

to haul your order with and be on time to insure timely distribution. 

 Store product in a cool and clean location to keep sweeter, coated items from melting and to 

keep the product fresh. 

September and October 

 Pack items that you will need for the sale; Popcorn, Banners, Petty Cash, Schedule, Pens, etc. 

  Arrive early and check in with store manager to find out any necessary information for the 

location 

  Clean site. Sweep up dirt and pick up any garbage. This will make your presentation look better

 and strengthens your unit’s relationship with the location. 

 Set up location. Be sure to organize product in a neat and orderly fashion. Do not set up any

 chairs or tables. It will create unnecessary barriers between the scouts and the customers and
 keeps your scouts from remaining mobile. 

  As your unit shows up begin to build teams of two putting more extroverted youth with more 

introverted youth. This will help build confidence. If you have more experienced youth place 
them with less experienced youth to help train first timers. 

 Let the youth do the selling. It’s easy for adults to say no to adults but very tough for adults to 

say no to Scouts in uniform. 

  Be sure to pickup and be done on time. Be sure to clean up after yourselves and take all 

garbage with you. 

November 

  Return excess product to the Council by November 7, 2015 or keep extra product to fill take 

orders. 
 

10 

http://www.trails-end.com/
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TAKE ORDER SALE CHECKLIST 
 

Take Order Checklist 
During the Take Order Sale Scouts travel door to door with order forms collecting orders and return in 
November to deliver the product and collect money. The Take Order Sale can begin as early as 
September 1st and concludes on November 7, 2015. Your unit needs to place their order by 
November 7, 2015 and popcorn can be picked up on November 21, 2015 for distribution. Be sure to 
keep track of youth sales throughout the sale and turn in any mid-sale incentive qualifying order forms. 

 
August 

  Pick up popcorn packet and supplies from the popcorn kickoff. Familiarize yourself with all the 

printed materials especially the Trails End Popcorn Sale Guidebook. Browse additional 
materials and sales aids at www.trails-end.com 

 Set a unit budget for the year and come up with a sales goal. 

  Recruit a Unit Popcorn Kernel and give them this guide and the popcorn packet. Be sure to 

brief them on each of the items in the packets and provide them with an overview of how the 
sale works. 

September 

 Create scout sales incentives and procure weekly prizes for your scouts. 

 Hold a Unit Kick-off. Get kids excited. Watch the quick video on how to run a kick-off on the 

Trails End Website 

  Pass out order forms to all unit youth. Emphasize importance of the sale to parents and the

 benefits they can receive. Make sure each parent and unit leader are aware of deadlines for
 handing in popcorn orders, prize orders, bonus prizes and weekly drawings. 

  Share and post a chart with your unit goal and individual Scout goals in your meeting place or

 have it on hand during meetings. As the sale progresses be sure to update the chart. 

October 

 Each week show the unit goal chart and check on your Scouts progress. Present prizes and

 rewards. Make sure submit any $750 sellers by October 18 to the Council Service Center. 

November 

  After the final week of sales collect all popcorn order forms and prize orders from the Scouts.

 Total all the orders onto a single order form to make entering the orders online simpler. 

  Enter popcorn orders and prize orders online following the ordering instructions. Last day to 

order is November 7th 

December 

  Pick up your popcorn at your distribution location on November 21nd. 

  Be sure to bring a large enough vehicle to haul your order with and be on time to insure timely

 distribution. Before you leave make sure to sign in with the person on site to signify that you
 picked up your product. 

 Distribute the popcorn to your youth at a pre scheduled time. Make sure you have copies of 

your Scouts order forms. 

  Be sure to collect your money on time from your Scouts and make prompt payment to the

 Narragansett Council by December 11, 2015. 
. 

http://www.trails-end.com/
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TIPS TO GROW YOUR UNIT SALES 
 

Need some ideas to increase your sales? Units who sold $10,000 last year, did the 

following to increase their sales: 
 
• Sell the program! 
• Make popcorn your ONLY fundraiser. 
• Set a Unit goal and a Scout goal. 
• Use a variety of methods to meet goals- Take-Order, Show & Sell, Show & Deliver and Selling 

at work. 
• Provide incentives to motivate Scouts 

 
 
Some examples: 
• Scout accounts. Scouts receive a percentage of the Unit’s commission to use for Scout
 expenses. 
• Dues Reduction. The more Scouts sell, the less they pay in dues. 
• Each den has a goal. Reward for reaching that goal is a pizza party. 
• Top three sellers receive a gift certificate. 
• Keep the dues low. Then, popcorn income is necessary to pay for program. 
• Offer a unit incentive to the top den or patrol.  
•  Encourage Scouts to join the “Fill a Sheet” program in addition to the patch, certificate and a

 chance to win a special rewards and incentives. 
• For each Scout that sells $600, a pie in the face for a select leader! 
• Map out your territory and assign each Scout an area to cover. 
• Communicate throughout the sale with Scouts and parents using e-mail templates and phone
 calls. 
• Provide parents with a letter giving all details of the sale.  
• Enthusiastically announce to Scouts whenever a Scout fills up a sheet. 
• Regularly remind Scouts to keep selling so they can reach their goals. 
• Contact parents of Scouts not selling, and encourage them to have their sons help the unit 

reach 100% participation. 
• Call Scouts. “How are you doing? You have ___ weeks left to reach your goal.” 

12 
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SALES TIPS FOR SCOUTS 
 

Reproduce this page for each Scout and Family Selling 
 

TIPS ON SELLING POPCORN 
•  Wear your uniform 
•  Stay outside the house, even if you are invited in. It is a Scout rule. 
•  Walk on sidewalks and driveways, not lawns or flowers. 
•  Bring with you order form and 2 pens. 
• Smile. 
•  Tell your name and Scout unit. 
•  Be courteous and polite. 
•  Tell what the money will be used for – camp, trip, new tents, etc. 
•  Know what kinds of popcorn you are selling. 
•  Know when you will deliver the popcorn 
•  Say “Thank you,” even if the person does not buy anything. 
•  Be aware that usually 3 out of 5 people buy popcorn. The more people you ask, the more
 customers you will have. 
•  If a customer says, “No. We don’t eat popcorn,” suggest another product or suggest a donation 
to send popcorn to our troops overseas. 

 
TIPS ON STAYING SAFE: 
•  Have an adult come with you. 
•  Stay outside the house, even if you are invited in. It is a Scout rule. 
•  Avoid selling after dark unless there is an adult with you. 
•  Sell in pairs. 
•  Walk on sidewalks, not streets. 

 
TIPS ON DELIVERING POPCORN: 
•  Tape a “Thank You/ OrderPopcorn.com” card to each order. 
•  Wear your uniform. 
•  Have your order form and money envelope with you. 
•  Collect the customer’s money and then give popcorn to your customers.  
 If the customer has no money, say you will come back another day to deliver the popcorn. 
•  Know that a check should be made payable to your unit. 
•  Stay outside the house, even if you are invited in. It is a Scout rule. 
•  Put money and checks in your money envelope. 
•  Say “Thank you.” 
•  Avoid carrying large amounts of cash. 
•  Save your order form so you can go to the same people next year. 

 
My Sales Goal:          $________ 
 
My Unit Sales Goal:    $________ 
 
 
Order Turn in Date:________________________ 
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Online Selling 

Reach faraway friends and family when you sell Trail's End online! 

Scouts 

1.  Sign in or create your account on sell.trails-end.com  

2.  Spread the Word to your customers through email, text, Facebook, and Twitter  

3.  View your online sales. 

Online sales count toward Scout Rewards! 

Leaders: 2 Options for Viewing Online Sales 

1.  Sign in to your Popcorn System account (login information provided by your council)  

2.  Click on the Scouts menu  

3. Click Download Online Sales Report  

4. Select your district and unit 

OR 

1.  Sign in or create your account on sell.trails-end.com  

2.  View your unit's online sales  

3.  View your online sales. 

http://sell.trails-end.com/login
http://scouting.trails-end.com/TESales/
http://sell.trails-end.com/login
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FAMILY FACT SHEET                  
Reproduce this page for each Scout and Family Selling 
 
 
Scout’s Name: _________________________Den/Unit No:_____________ 
 
2015 Unit Sales Goal: $____________(Write the goal on the Scout’s sales form) 
 
What are three things in your Scout’s unit program that will be funded this year 
through the popcorn sale? 
 

a. ___________________________________________________________ 
 

b. ___________________________________________________________ 
 

 c. ___________________________________________________________ 
 
Review Script with your Scout(s): 
“Hi, my name is _______________________________. I am from Cub Scout Pack / 
Boy Scout Troop /Venture Crew ___________________. We want to 
_______________________________ (Activity). We are selling delicious popcorn 
so we can raise money for 
_______________________________________________.  
Will you help us? (Smile)” 
 
Important dates for your unit to remember! (Fill them in for your unit): 
TODAY  Popcorn Sale Starts! 
 
_______  Popcorn Sale Ends. Total your order by container and by dollars. Make 
a copy of your order forms and give it to your Popcorn Kernel. 
 
_______  Tell your leader the dollar level you achieved and what prize you have 
earned. 
 
_______  Pick up your popcorn at ______________________. Be sure to get one 
money envelope to collect and turn in money to your Popcorn Kernel. Customers 
make checks payable to Pack/Troop/Crew/Post #_______________. 
 
Deliver popcorn and collect money. Turn into leader by:________________. 
 
Pay your leader for your popcorn order in full! 
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DISTRIBUTION & PICK-UP INFORMATION 

 
 

SHOW & SELL DISTRIBUTION 
 

September 19, 2015 
7:00AM to 1:00PM 

 

SHOW & SELL RETURNS 
 

November 7, 2015 
7:00AM to 1:00PM 

 

TAKE ORDER SALE PICK-UP 
 

November 21, 2015 
7:00AM to 1:00PM 

 

On the Tuesday before each delivery day you will receive and email with your 
pickup location and appointment time. Please be prompt! 

 

Paul Arpin Van Lines 
99 James P. Murphy Highway 

East Greenwich, RI 

(Location TBD) 
Swansea, MA 

 
Approximate Vehicle Loading Guidelines 

 
• Mid-Size Car: 20 cases 
• Mini-Van: 60 Cases 
• Suburban/Explorer: 70 cases 

 

Other Tips 
• Have your trunk cleaned out 
• Remove seats if possible 
• Have your “helpers” drive in a 

separate care 
• Bring the right size vehicle for 

your order 
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Boy Scouts of America 
Narragansett Council 

PO Box 14777, East Providence, RI 02914 
Phone:  401.351.8700 

Fax:  401.351.5515 
www.narragansettbsa.org/popcorn 

www.facebook.com/ncbsa  
 
 
 
 

 


