
Ticket Seller’s Instructions 

Outside the Pro Shops: 

Plan to arrive in time to set up the table and chairs, arrange the banner and 

sales material. Table and chairs are provided by the cart barn staff. The 

tickets, banner, and sales material are kept in the Pro Shop office in a large 

tub marked Armed Forces Support Group. The morning shotgun starts to 

attract players around 6:45 am. Be ready to sell at that time. The 

afternoon shotgun will find players drifting in about 11:30 am. 

You can generally plan on closing up when the shotgun starts at 8:00 am 

and 12:45 pm respectively. Morning sellers can leave the table, chairs, and 

banner in place. Put everything else back into the tub and return it to the 

office after turning in the cash to the Pro Shop personnel. They will give 

you a receipt for the cash. Put the receipt, sold and unsold tickets and any 

checks in the cash box and place in the tub. Tom Phillips will pick up the 

sold tickets, receipts and checks. Afternoon sellers follow the same routine 

except ask the cart barn staff to secure the table and chairs for the night. 

Raffle tickets can be purchased with cash, check, or credit card. Cash and 

check purchases are handled at the sales station. If the purchaser wants 

to write a check, they can make it payable to SCG Armed Forces Support 

Group or one of the four supported charities. 

The Pro Shop will accept credit card payments on our behalf and issue a 

receipt to the purchaser which they will then present to you to complete the 

ticket purchase. Issue the proper number of tickets based on the amount 

on the credit card receipt. Initial the receipt or mark it “sold” so that no 

duplicate raffle tickets are issued for the same receipt. Return the receipt 

to the purchaser. 

There is also an allotment sheet provided for you to record any “directed 

donations” at the time of a cash raffle ticket purchase. Purchasers may 

choose to have their cash payment earmarked for a specific charity. Note 

the dollar amount on the allotment sheet and state which of the four 

supported charities the purchaser wishes to support. 



Step by Step 

1. Table and chairs from the Cart Barn staff. 

2. AFSG tub from the Pro Shop office. 

3. Set up signage. 

4. Supplies – Tickets, allotment sheet, sold ticket bin, cash box, and 

pens are in the tub. 

5. Greet buyers as they enter and leave Pro Shop. Stand close to the 

entrance without blocking the way. 

6. To close up, take the sold tickets and the cash box inside and have 

the staff issue a receipt for the cash. Place the receipt, sold and 

unsold tickets in the cash box. Placer the cash box in the tub with the 

other supplies and return tub to the Pro Shop office. 

7. Morning sellers can leave the banner, table and chairs outside. 

Afternoon sellers please roll up the banner and place with the tub 

back in the Pro Shop office. 

8. Volunteer to sell on another day. 

Inside the Chaparral Center: 

The tub for the Chaparral is kept in the Activities/Ticket Office across the way in 

the Sonoran Plaza. That office opens at 9:00 am. Arrange the signage so it can be 

seen from the entrance and the Grand Café. The 9:00 am shift will be relieved by 

the 11:00 am shift. Stan or Tom will pick up the cash, checks and sold tickets after 

the second shift. 

Some notes on how to sell our tickets that have been passed to us: 

DO’S  

Stand up. This is an active undertaking. 

Smile! 

Have your tickets in hand. 

Greet the potential buyer. “Good morning!” Try to make eye contact. 

“Need your help with our fundraiser. Win the Golf cart or other great prizes.” 

Offer them a ticket. 



If they break eye contact or start to offer an excuse, then they are not interested. 

Say “Have a good day” and go on to the next person. 

Be enthusiastic about the raffle and the Grand Prize golf cart and the March 11th
 

event. 

DON’TS 

Sit behind the table and only talk to your partner or friends that stop by and 

ignore potential purchasers. 

Over talk your sale. Just greet, make eye contact and state your cause. Let the 

signs and flyers explain the fundraiser. If they need more information, engage 

them with the specific points they are inquiring about. 


