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I. RFTS Pitch

a. Who do you talk to?

b. What do you say?

c. How do you “close the deal”?

II. RFTS Details

a. List of things to be determined

b. Possible schedules

c. Percentages

d. Extra give-aways

i. rewards to kids

ii. rewards to classroom teachers

iii. bonus rewards

e. What you provide

f. What you need from them

III. RFTS Kick-Off Assembly

a. Script

b. Q & A

c. Volume is critical

IV. RFTS Waiting

V. RFTS Closing

a. Entering order

i. cash and carry

ii. orders

b. Large orders

i. how to enter to make life easier

ii. delivery

