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who's who?

Heather Law

Product Sales Manager

Service Units 1-4, 6, 7,9, 13-19
9620 SU Barbur Blvd

Portland, OR 97219
503.977.6817 or 13800.338.5248
Email: hlaw@girlscoutsosw.org

Claudia Valle

Product Sales Specialist

Service Units 5, 8,10, 11,12, 20, 21, 24-29
9620 SW Barbur Blvd

Portland, OR 97219

503.977.6840 or 1.800.338.5248
Email: cvalle@girlscoutsosw.org

Verna Edgerton

Product Sales Specialist

Service Units 23, 23, 61-71

2001 N Keene Way Drive

Medford, OR 97504

541.773.8423 0r 1.800.433.9288
Email: vedgerton@girlscoutsosw.org

Program materials

http://Littlebrowniebakers.com

Cookie orders

https://ebudde.littlebrownie.com

Council website

www.girlscoutsosw.org

Service Unit Product Manager Contact Info:
Name:

Email:

Primary Phone:

Secondary Phone:

SUPM team members:
Name:
Email:
Phone:
Name:
Email:

Phone:

MORE thanyousee
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dear volunteers:

What Can a Cookie Do? It's easy to see that a Girl Scout cookie is delicious and creates a lot of fun
forgirls. But it's Even MORE. By volunteering with the Girl Scout Cookie Program, you are helping girls
Dream MORE. Have MORE Opportunities. And Give MORE to their communities.

In short, a Girl Scout cookie does MORE than you see.

The Girl Scout Cookie Program is the largest girl-led business in the country and generates
immeasurable benefits for girls and our community. All cookie proceeds stay in our community.
Girls set cookie goals to support their chosen activities for the year, to fund community service and
leadership projects, to attend summer camp, to travel to destinations near and far and to provide

events for girls in their community.

Many successful business women and community leaders say they got their start selling

Girl Scout Cookies. Best of all, girls have lots of fun along the way!

Thanks to you, girls will Do MORE than they ever thought possible.

Sincerely,

The Girl Scout Cookie Program helps girls develop key skills that last a lifetime:

1. Goal Setting-as she sets cookie sales goals individually and with her team,
creates a plan to reach them, and develops Cooperation and Team Building
skills all along the way.

2. Decision-Making-as she helps decides how her team will spend their cookie
money, furthering her Critical Thinking and Problem Solving Skills that will help
her throughout life.

3. Money Management-as she takes cookie orders handles customer’'s money
and gains valuable and Practical Life Skills around financial literacy.

4. People Skills-as she learns how to talk to, listen to and work with all kinds of
people while selling cookies. These experiences help her develop Healthy
Relationship and Conflict Resolution skills she can use throughout her life.

5. Business Ethics-as she is honest and responsible at every step of the cookie
sale. Her business ethics here reinforce the Positive Values she is developing

as a Girl Scout.

be MORE empowered




cookie season at a glance

Important Dates

Distribute Cookie

December troop C
meeting Sale Materials
Girl Rally
J 7,2012 _
ansan & (check the website)

N
. January 7, 2012 Order Taking Begins
2.012 | ,
o - January 16, 2012 Enter Ordersin
¢ boxesin Y eBudde
'
2012- Pick-up Cookies
(get date from SUPM)
Distribute

Cookies (set a date
and tell parents)

February 17,2012 Booth Sales Begin

March 11,2012 Booth Sales End

March 14, 2010 All Deposits Made,
Wrap-up in eBudde

have MORE opportunities




CHOCA Lot
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& COOKIES The CHOC a Lot Program
Cookies

Helping

Our

Community
A Lot!

Making a World of Difference...One Cookie Package at a Time

Many people knew about the Gift of Caring, but not how to start or the benefits to the community and their troop,
so they weren’t maximizing the potential of the program.

We've started over and given it a catchy name that will engage customers when girls ask them to donate to the
“CHOC a Lot” program.

We'll be featuring CHOC a Lot strategy videos from fellow Girl Scout troops on our website from November -
March. If you have a strategy that works for your troop, send it to cookies@girlscoutsosw.org

Here’s how to make it work for your girls.

1.

Ask girls to think about how cookies could help in their community. A homeless shelter? A Senior Center?
Appreciation to volunteer firefighters or police officers? Once girls have selected a community partner to
donate to, adults should contact that partner to make sure they can accept cookies and find out any
limitations they may have. It's also a great opportunity for girls to visit their community partner to learn
more about how their partner helps and what else they troop/group can do besides donate cookies (if the
girls choose).

Girls ask customers to support the CHOC a Lot program. When a customer asks what itis, girls can explain
what it stands for and tell the customer more about what their partner does and why they should donate a
box or more to help.

Girls get the amazing felling of giving back when they take their CHOC a Lot cookies to their community
partner. Troop adults see the impact with the troop reaching their goal and a good use for extra cookies at
the end of the sale.

This year is a GREAT year to ask customers to help us celebrate our birthday by buying a birthday box of cookies to
donate to the CHOC a Lot program!

MORE of what customers want



mailto:cookies@girlscoutsosw.org

celebrating our 100" anniversary

New Cookie Troop Proceeds
All troops earn proceeds for each

Celebrate the 100" box of cookies sold by their
anniversary of Girl Scouting troop. Troops earn a minimum of

oon with a lemon cookie that $0.65 for each box sold.

-~ reflects the heritage of past

) customer favorites. This When your troop averages over

lemon wedge cookie is cool 167 boxes per girl selling, the
and crisp, with just the right troop receives an additional
number of lemon chips to $0.05 per box.

deliver tiny bursts of flavor.

If we reach our council goal of

TR e
& \
Lemon coo¥'” .,
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8 .:Jjjsmjlgz 2.012 million boxes, all troops
‘\h Gisenst N
R earn a onetime bonus of $.12 box
} Gl foratotal of $.77 abox. (Not in
addition to the $.05)

2012 Celebration Concert

August 11,2012 &
If we all work together and reach our goal of N
2.012 million boxes of cookies this year, our #
2012 Celebration Concertis Free!! i

Watch for more details on artist AND
additional girl rewards!



incentives help girls dream more

GIRL REWARD ITEMS CAN BE FOUND ON THE BACK OF THE GIRL ORDER CARD:

My personal

2012 cookie'rewards

Girl Scouts of Oregon and Southwest Washington o

{ Girl Pre-Order
Award

t\"‘\\i‘
1)

Purple Peace
T-Shirt
Girls that sell 250+ boxes
on pre-order will receive
this Peace T-shirt.

L 2012 ==
Celebration Concert o i
August 11,2012 \ M) el

: FREE orallglrls ifwe )

Troop Pre-Order
.. reach our cookie goal!

Award
Past & Future Package
Julie Me >l carls

PLUS
e Water Park Trip . A
ykie Credit OR DRAWING FORIPAD $300 Cag;p/Travcl Vide oCamH]
Troop Beverly Hills Every 200 boxes you sell equals one Camporee Package
Package entry into a drawing for one of two iPads! OR ,pod Touch

Troops with an average l 1091 '

RN o P eReader & eBook $15
per girl of 175+ boxes on “E00n s ) BarPatches $60 Cookie Credit o Gift Certificate )0+ L T'\blet PC
pre-order will receive a il o awarded at ( 2 LUS L
tablecloth. 1000+ each level earned ] $80 Cookie Credit $225 Co ‘, e Credit
“ — ==l | o ‘ 2012+

Look for more details on many of the rewards on your supplemental recognition sheet. Exactitems may vary slightly from photo representation. All awards are cumulative.

Afew notes:
9 Girls can choose a prize OR extra cookie credit at most levels this year

1 Water Park trip will be an overnight at the Evergreen Aviation Museum in McMinnville, OR for the girl and one adult
June 9 &10. It will include water park admission Saturday and Sunday, an IMAX movie Saturday night and two hours of
waterpark time Sunday morning open exclusively to girls who earn this prize. There is no way to accommodate other
guests during the event, but the waterpark is open to the public on Saturday and Sunday.

1 Troop Beverly Hills will be a $150 gift card to a hotel of the girl’'s choice (that accepts gift cards) for the Girl Scout who
would rather not sleepinatent.

1 Camporee package includes registration fees for the 2012 Girl Scouts OSW Centennial Roundup, plus a gift card to
REI or the equivalent for camping gear.

9 Juliette’s Pearls includes a keepsake set of a pearl necklace, bracelet, and earrings, plus a handheld video camera.

The Opt out is taking a one year hiatus for the 100" anniversary. Between the added troop bonus for all troops when we
reach our goal and the concert that will be free for all girls when we reach our goal, there wasn't a good financial or logistical
way to manage it this year.

However! For troops that were counting on the money for their travel activities, we've got a new opportunity for you that will
help! This year, troops that have a notice of intent on file for any trip of six hours or more, not just extended trips, will have a
unigue opportunity to use cookie credits to purchase . So troops can get more out of cookies by using troop proceeds AND
cookie credits to get them to the destinations that girls choose.

This gives each girl more choice! Even though the troop can’t opt out, girls can opt out of rewards for more cookie credits at
each level. They can also mix and match, so if there is a cookie reward they really want, they can choose that reward and
cookie credit at other levels. We know it has been hard on a troop for girls to have to give up ALL rewards in order to opt out.
This lets them still be motivated by a given cookie reward and, use their cookie credit at all other levels to help the troop
achieve their travel goal.

girls have MORE to dream about




top tips for helping girls sell more

SOMETIMES WE EXPECT GIRLS TO NATURALLY KNOW HOW TO SELL COOKIES. THE FACT IS
THAT MOST GIRLS NEED AT LEAST SOME GUIDANCE IN THE SELLING PROCESS. HERE ARE
SOME TIPS AND TECHNIQUES TO HELP THEM ACHIEVE THEIR GOALS. DID YOU KNOW: 90
PERCENT OF THE GENERAL PUBLIC WOULD GLADLY BUY GIRL SCOUT COOKIES, BUT NEARLY
35 PERCENT ARE NEVER ASKED?

@st year girls in GSOSW senﬁ
o @ @ G o 0 an average of 4 e-cards
through Cookie Club and each
- resulted in a promise of 5.1
e o 0 0 boxes. That's an average of 20

FOR ONLINE ORDER-TAKING) extra boxes for each girl who

used the Cookie Club! What
are you waiting for?

COOKIE CLUB

Encourage girls to join Cookie Club at www.littlebrownie.com.

Cookie Club is a safe website where

girls can:
9 Askcustomers foronline orders
1 Learnaboutgoal-setting and track their progress

I Review safety information and take an online quiz

prior to using the site
I Locate selling tips to help them reach their goals

9 Recordtheir customerlists so they can be saved

and reused each Cookie Season

Girls stillmust deliver cookies and collect payment in person.

Customers order nearly twice as many cookies online.

Cookie Club is the faster, easier way to reach high goals!

MORE guidance
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top tips for helping girls sell more

DOOR-TO-DOOR SALES

Encourage girls to canvass their communities with buddies and adult partners, leaving no

doorbell unrung!
1 Girls should take orders, door-to-door, at the beginning of the Cookie Sale with their order cards.

9 Sell door-to-door with cookies in hand. One week after cookies are delivered, load up a wagon with
cookies, make signs, and you are ready for a neighborhood walkabout

SOCIAL NETWORKING
9 In addition to Cookie Club (especially those 12 and under), online social networking sites are a great

place for teens (14 and older with parental permission) to ask for cookie orders.
1 Be sure girls follow the GSUSA safety guidelines for online marketing.

TELEPHONE SALES
fIt’s fast and easy to sell Girl Scout Cookies by phone.
I Girls can review order cards from previous years and contact these customers again.

Once cookies have been delivered, girls may want to call customers, thank them for their
orders and ask if they need additional cookies.

I Try a text-a-thon - Girls may want to text their friends and family to let them know it’'s cookie
time and to ask for orders.

WORKPLACE SALES

fIGirls can contact business owners or managers to request permission to sell cookies at a
workplace.

fIGirls can either make a quick “sales pitch” at a staff meeting or makes sales calls around the
office, depending on the wishes of the business.

fOnce employee sales are completed, the business may allow girls to leave an order cardin a
visible spot. Leave a note from your team outlining their goals and plans for the cookie
proceeds. (Remember not to list the girls’ last names or phone numbers on the order card or
note). An adult at work may oversee the card, but it is the girl’s responsibility to fill all orders,
write thank-you notes, and oversee delivery.

fIGirls should establish a date and time to pick up the order card and deliver the cookies.

MORE tools for success




top tips for helping girls sell

Booth sales help girls reach more customers -

T

If some varieties are not selling, open a box (which your team must purchase), break them into bite-
size pieces, and let customers take a sample. This sample will likely spark interest among customers
and increase your sales.

Make an attractive table display to gain customer interest. Remember to make a cookie poster

to hang from your table or for girls to wear. Visit www.littlebrownie.com for ideas and easy clip

art.

Bring along your team goal poster and pictures of activities in which you have participated.

To encourage multi-box purchases, suggest that girls bundle 3 cookie packages with a ribbon,
and attach gift cards and/or attach recipes that use the cookies. Handmade cards such as “Happy
Birthday” or “Thank You” will be especially meaningful to customers. Find resources at

www.littlebrownie.com.

Customers love to help girls give

more to their communities

CHOCALOTIDEAS

1.

Atboothsales:
1 Display asign that informs which group you are supporting.

1 Create adrop box where customers can place donated cookies, and watch the donated

cookies stacking up!

1 Createa Tally Poster to track the number of donated boxes, so customers can see their

donations making a difference.

2. During Door-to-Door Sales, Walkabouts or Workplace sales:

Write on your order card the name of the group to receive donated cookies, and ask customers if they

would like to purchase a box or two to donate

MORE booths = MORE sales
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