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The GSGLA Cookie Program Workshop Books provide  
level-specific lessons in business & financial literacy that girls, volunteers, and parents 

can do at home. While activities are designed around the Girl Scout Cookie Program, the 
skills learned through this book can be applied to everyday activities, such as budgeting, 

communicating, shopping, and making smart decisions.

The lessons in this book also help girls practice the “5 Skills” that are are key to a successful 
Girl Scout Cookie Season:

For more information about the Girl Scout Cookie Program, please visit 
www.girlscoutsla.org.

Goal-setting

Money management

Decision-making

People skills

Business ethics
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Cookie Program 2019 Level:  
Juniors Facilitator’s Guide 

2 Hour Workshop 
Juniors Cookie CEO 

Part 2 

Objectives: 
• Girls will gain practical life skills, seek challenges in the world & develop critical thinking.
• Girls will learn to promote their brand, work together collaboratively, enhance customer service skills and build

strong community ties.
• Girls will identify community needs, become resourceful problem solvers, educate and inspire others to act and

will feel empowered to make a difference in the world!

Outcomes: 
• Girls develop confidence and financial literacy.
• Girls develop a sense of independence and basic business development and marketing skills.

Activities: 

It's All In A Name – Learn some tips and tricks to remember something very important in your cookie business: 
people’s names.
5 Steps to Success – Girls review the 5 skills developed through the Cookie Program and how those skills will help 
them throughout their lives.
Rotation 1, Savvy Shopper, Activity I – Time Travel! – Girls explore what were necessities for girls 40 years ago? Is it 
the same for them today?
Rotation 1, Savvy Shopper, Activity II – Review the reviews – Girls analyze customer reviews to see what customers 
did or did not like.
Rotation 1, Savvy Shopper, Activity III – Make a plan to buy something you need or want – Girls create a list of the 
top 3 things they would like to spend the cookie money on
Rotation 2, Customer Insights, Activity I – Cookie World Record – Who holds the world record for most cookies sold? 
How did she do it?
Rotation 2, Customer Insights, Activity II – Shopping Sleuth! – Investigate the differences between the photos in this 
packet, or use this is a great field trip opportunity.
Rotation 2, Customer Insights, Activity III – Find out who buys cookies and why – Create a survey to find your 
perfect customer.
Rotation 3, Customer Insights, Activity I – Learn from People Who Don’t Buy – Girls discover the top reasons 
customers don't buy Girl Scout Cookies.
Rotation 3, Customer Insights, Activity II – Listen for clues and ask great questions – Girls practice listening to 
customers and preparing great responses!
Rotation 3, Overview, Activity III– With all that the girls have learned, they will create a grocery shopping list. Then 
reflect on wants and necessities. 

•

•

Topic Action Materials Needed 
Check In / 
Welcome 
(5 min) 

Welcome the girls to the Juniors Cookie CEO Part 2 
Workshop and introduce yourself. 

• Troop Check In
• Leader Introduction
• Cover any housekeeping issues

Materials: 
 Sign-In Sheet
 Pens/Pencils
 Name tags (optional)

Enhancements:  Field trips could be used in place of Rotation 2, Activity II and Rotation 3, 
Activity III. 

•

•

•

•

•

•

•

•

•
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Topic Action Materials Needed 

Icebreaker
(5 min) 

Cookie 
Program 
5 Skills 
Review
(10 min)

• Introduce the agenda for this workshop.
Explain how the rotations will work (girls
will be broken into 3 groups. Each group will
visit one rotation at a time).

•

It's All In A Name
Remembering names is very important in 
business. Try this Icebreaker to teach you a 
helpful tip to remember everyone you meet.

• Form a circle so you can all see each other.
Take turns introducing yourselves by saying
your name and then an adjective to describe
you.
The catch? The adjective should begin with
the same letter of your first name. For
example Generous Gina or Charismatic
Christine. After going around the circle once.
Girls take turns saying everyone’s name
back to them, in a clockwise fashion, with
the adjective that was chosen.
Move as quickly as you can to bring the
energy up!
Once girls are becoming successful with
remembering everyone's name and
adjective- go around the circle another time
by saying your adjective, name and then
your favorite Girl Scout Cookie. For example-
Compassionate Callie Samoa or Thoughtful
Tiffany Tag A Long.
The favorite cookies can now be divided into
three groups. Start with the three most
popular, Thin Mints, Samoas and Tag A
Longs.
Disperse the other favorites among the first
three that were created.
Give each group a number 1-3. Ask the girls
to remember which group they belong to
and to sit in these small groups.
Let girls know that they will stay in these
groups for rotation.

•

•

•

5 Steps to Success - Review
Girls learn about how the Cookie Program helps 
them develop the 5 Skills they will need throughout 
their lives.   

• Let the girls know you’re going to talk about
the 5 skills they will learn and develop
through the cookie program. Give real world
examples of each skill set so they
understand why these skills are important in
life. Write each goal on the board as you go
along. Explain:

Materials: 
 Name tags (optional)

Materials: 
 Poster board and markers OR

chalkboard and chalk OR
whiteboard and Expo pens

•

•

•

•

•

•
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Topic Action Materials Needed 

Rotation 1
Activity I 
(10 min)

The first skill is Goal Setting.  Explain that when 
you set a goal, you can learn the process of 
making the goal a reality. Goals, big or small 
become attainable when you go step by step.

The next skill is Decision Making.  Every day we 
have decisions to make.  By practicing daily 
decision making you will be strong and gain 
confidence in many situations.

The third skill is Money Management.  Money 
management is a very important skill. By 
interacting with customers girls will learn how 
to handle money every day from their lunch 
money or allowance to (someday) their 
paycheck. 

Skill number four is People Skills.  We work 
with people every day. Being considerate, 
listening and learning how to talk with and 
cooperate with others takes practice. 

The last skill is Business Ethics.  Practicing 
skills such as honesty and being responsible 
with every step of your cookie program, will 
perfect your business skills. The world needs 
ethical leaders just like you! 

• Ask one group of girls to report to
rotation1, one group of girls to report to
rotation 2, another to rotation 3 to begin
the badge work.

Savvy Shopper – Look into why you want what you 
want 
Girls explore what the necessities were for girls 40 
years ago. Is it the same for you today?

• Did you know that women in the 70s were
not allowed to open a bank account without
their husband’s, or a male relative’s,
permission until the Equal Credit
Opportunity Act was passed in 1974?

Now take a look back to the 1970s. Have the
girls search on line and find their favorite
outfit or toy.

Pretend you have $10 to spend. What would
you buy from this decade? Is it a necessity?

Were needs and wants the same for girls 40
years ago? Are there any differences? Write
down your shopping list on the groovy sheet
provided.

•

•

•

• Ask girls to take all materials with them and
move to Rotation 1, Activity II.

Advanced Prep 
 Print and cut the Groovy

Shopping List for Girl Scouts

Materials: 




Computer or tablet to Time 
Travel
Pens/Pencils

Groovy Shopping List Sheet



−

−

−

−

−
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Topic Action Materials Needed 
Rotation 1 
Activity II 
(10 min) 

Rotation 1 
Activity III 
(10 min) 

Rotation 2 
Activity I 
(10 min) 

Savvy Shopper – Review the Reviews
Girls investigate what makes people happy (or 
not!) with what they buy. 

• Look at a popular, big ticket item at a big
box store. Find an item with very little
stars. Why were these customers unhappy
with their purchase?

Now find a similar item with 5 star
reviews. What do customers like about
this product? What makes them happy?

After reading the reviews, what do you
notice? What can you do to make your
customers happy? How can you turn a
regular customer into a repeat customer?

Girls take all materials with them and
move to Rotation 1, Activity III.

•

•

Savvy Shopper– Make a Plan 
Girls create a list of the top 3 things they would like 
to spend their cookie money on.

Spend a few minutes brainstorming about
what your small group would like to spend
your cookie money on.

Once the girls have had an opportunity to 
discuss what their dream troop purchases, 
plans, trips or activities are- have the girls 
narrow it down to their top 3 ideas.

Make sure to write down their consensus 
so they can present it to the whole troop 
during wrap up and reflection.

Girls take all materials with them and 
move to Rotation 1, Activity I.

•

•

•

Customer Insights– Cookie World Record 
Girls will learn what it takes to be successful 
throughout cookie season.

Take a guess as to how many cookies you 
think 1 girl sold in a single cookie season.

Then visit https://nextshark.com/katie-
francis-girl-scout-cookie-sales/  to find her 
7 selling tips.

•

Materials: 


Paper
Pens/Pencils

Materials: 
 Paper
 Pens/Pencils

Materials: 
 Computer or tablet

•

•

•

Computer or tablet 
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Topic Action Materials Needed 

Rotation 2 
Activity II 
(10 min) 

Rotation 2 
Activity III 
(10 minutes) 

• Find out more about Katie and watch her
interview here:
http://insider.foxnews.com/2014/04/07/
girl-scout-katie-francis-breaks-record-
selling-over-21000-boxes-cookies

Girls take all materials with them and move
to Rotation 2, Activity II.

 Customer Insights – Shopping Sleuth! 
Girls will earn the importance of display and visuals 
in regards to selling a product.

•

•

Customer Insights – Find out who buys cookies and 
why
Girls will create a survey to find out why people buy 
Girl Scout Cookies.

• There are lots of reason why customers buy
Girl Scout Cookies. Ask the girls to
brainstorm and think of reasons why people
may buy cookies.

Then have the girl create their own survey
using the survey sheets provided in this
packet.

Think about the questions to ask. Do you
buy Girl Scout cookies? How many do you
buy? Why do/don’t you buy cookies? Were
you a Girl Scout? Etc. Once the questions
have been decided upon, have the girls fill
out the question portion of their surveys to
take home.

•

Materials: 
 Store display sheet
 Page Protector
 Dry Erase Markers

Materials: 


 Survey Sheet

Have the girls look at store image number 
1. What are 5 things they notice about the
top display? 

Really pay attention to how things are 
placed on the shelf. What is the overall 
“feel?” Write down the 5 group 
observations.

Now look at the bottom photo. Can the 
girls spot the 5 differences? Circle them 
with a dry erase marker.

Wipe down the page protector and move 
to Rotation 2, Activity III.

Pencils/Pens

•

•

•

Advanced Prep 
 Put the "store display"

page in a page 
protector

 Cloth

•
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Topic Action Materials Needed 

Rotation 3 
Activity I 
(10 minutes) 

•

Customer Insights –Learn from people who don’t 
buy 
Girls discover the top reasons customers don't buy 
Girl Scout Cookies.
•

Girls take all materials with them and move 
to Rotation 2, Activity I.

•

Have the girls guess what the number one 
reason for losing a sale is- It’s never asking!
One of the keys to success is to ask 
everyone! Even people that you don’t think 
will buy. 

Sometimes customers are unsure of what 
flavor they may like. Try pairing customers 
up with their favorite flavors. Go over the 
cookie packages and make sure girls are 
familiar with all of the flavors and yummy 
ingredients.

When people buy cookies, they like to know 
that their money is going to good use. Not 
only are customers buying a cookie, they 
are helping a girl reach a goal. That goal 
may be a cookie prize. Or it may be a troop 
plan. Does the troop plan to travel 
somewhere? Does the troop have a service 
goal? Discuss these things in the small 
group.

Talk to the girls about another reason some 
customers don’t buy cookies- they can’t 
have sugar. Don’t forget to suggest Gifts of 
Caring! That is a great option for people 
who don’t want to buy cookies, but would 
still like to support the Girl Scout and her 
goal!

After discussing all of the reasons someone 
may not buy cookies, give a circle chart and 
have each girl fill in the pie pieces with what 
she, or the troop will be going with the 
cookie monies.

Girls take all materials with them and move 
to Rotation 3, Activity II.

•

Materials: 
 Pie Chart for each girl

•

•

•
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Topic Action Materials Needed 

Rotation 3 
Activity II 
(10 minutes) 

Rotation 3 
Activity III 
(10 minutes) 

 Customer Insights –Listen for clues and ask great 
questions 
Girls practice listening to customers and preparing 
great responses!

•

•

Advanced Prep: 
 Cut the cookie questions into

strips.

Materials: 
 Cookie Question Strips
 Hat or Bowl

Materials: 
 Shopping List

Overview Activity
With all that the girls have learned, they will create 
a grocery shopping list. Then reflect on wants and 
necessities. 

•

Tell the girls that being prepared for your 
business and all that you may encounter is a 
must. Our motto is “Be Prepared,” which 
means for cookie selling too!

Take the prepared strips, put them in a bag or 
hat, and shake them up.

Have the girls form a circle and have the first 
girl pick a strip out of “the hat.” She can ask 
and the girl to the left can give the answer. 
Continue around the circle until all the girls 
have had an opportunity to ask and answer.

Girls take all materials with them and move to 
Rotation 3, Activity III.

•

•
Taking everything the girls have learned today 
into consideration, have them create a 
shopping list for snack for their next meeting. 

Once the girls have completed their list, have 
them mark if the items are a necessity or a 
want. There is no wrong or right answer. It’s 
just confirmation of the things they learned 
today.

Girls take all materials with them and move to 
Rotation 3, Activity I.

•

Advanced Prep: 
 Copy and cut out the

shopping lists for each girl

•
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Topic Action Materials Needed 

Wrap Up & 
Reflection 
(5 minutes) 

Closing 
(5 minutes) 

Congratulate the girls. They have completed the 
"Savvy Shopper" and "Customer Insights" badge.  
Thank the girls for their active participation today 
and review the badge work that was covered in this 
program. 

•

•

Have each group remember back to the top 3 
ideas for cookie money. Have each group 
share their ideas.
Make sure each girl takes home her materials 
and shares them with friends and family. In 
particular the pie chart and the survey. 
Maybe they can even use the snack shopping 
lists for future meetings!

Now all four patches in the series should be 
complete. Let the girls know that this is a great 
accomplishment and they are ready for the 
upcoming cookie season! The Girls are truly Cookie 
CEOs!

Ask girls to help clean up the room.•

Thank parents and/or volunteers for their
participation.

Enhancements:

•

•

•

Now that you are a Cookie CEO, you can take your skills to the next level. 

Girls can take their cookie survey to friends, family and community members to find out more about customers 
buying habits.

Contact the manager at your local grocery store to see if they offer field trips.  Look and see how displays and 
shelves are put together in person. Really take a look at how all the products are facing. Are they at eye level? 
What sort of colors are you noticing? Do all the shelves look the same? Why? Or why not?

Now that you have completed all of the Junior Cookie and business patches, maybe you could share your skills 
with a younger Daisy or Brownie Girl Scout

You could be a mentor to a younger Girl Scout or troop.  Younger girls look up to you and are ready for you to 
share all that you have learned.

•

•

•









My kids aren’t home anymore. They 
are in college. 

My daughter is selling them. 

I don’t eat cookies because they aren’t 
healthy. 

I’m on a diet. 

I love chocolate! I’m gluten intolerant. 

I really don’t like chocolate. I have a whole house full of cookies! 

You know, I sold cookies when I was a 
girl. 

Oh my, they’re expensive this year! 

I already bought a box from down the 
street. 

When I sold cookies they were $2 a 
box. 

I can purchase cookies for less money 
inside this store. 

I already bought a box from my co-
worker. 

I’m sorry. I don’t have any cash on me. I can’t have sugar. 

I don’t want cookies. Can I just 
donate? 

I use to be a leader many moons ago. 

Not today. Maybe next time. I’m sorry. I’m a vegan. 

I’d like some Thin Mints please. I don’t remember my favorite kind. 

Do you have anything calorie free? 
What’s your most popular? 

Where do your Gifts of Caring go? What is your goal? 

I’m a Girl Scout! Do you have anything besides 
chocolate? 



Look into why you want what you want
Find out what makes people happy (or not!) with what they buy
Learn how to decide what to buy
Make a plan to buy something you need or want

Customer Insights

Ask an expert what customers want 
Do some research at the grocery store

Find out who buys cookies and why
Learn from people who don’t buy

Listen for clues and ask great questions

Savvy Shopper
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