
Popcorn Tip: Enjoy Selling Door-to-Door with Your Cub Scout

Selling Take Order popcorn door-to-door does not have to be a chore. In fact, with the 
right motivation, it can be an enjoyable experience. It will be fun if you make it fun, and 
having fun makes any task easier.

Here are some guidelines and suggestions on how to make Take Order selling in your 
neighborhood more enjoyable. 

• Remember why you signed your son up with Scouting. Character development, 
spending quality time together, learning service to others. This is a golden 
opportunity. Make it work for you.

• Put your Game Face on. Take a deep breath, look in the mirror, and put on your 
best happy face and positive attitude. Give your Cubby the sense that you are 
looking forward to helping him sell popcorn; approach it as a challenge to be met 
and not a chore to be done. Look at it as a game that scores points, and the 
higher the score the better the prize. Which is literally true.

• Include your son in the planning stage. Let Cubby help decide where you will sell 
door to door. On a map of your neighborhood, locate where his friends live or his 
favorite park. Maybe create a game board of the street layouts. Make a game of 
the street names. Be creative. Fan your son’s enthusiasm. (Hint: Google Maps.)

• Coach your Cub Scout on how he is his best selling feature. Explain to Cubby 
that most grown-ups like children, especially those who are trying really hard to 
do something positive. A Cub Scout in uniform is a walking example of just that 
kind of boy, and they will help if they can. He needs to look his best, be as 
friendly as he can be, and even accept a “no” with a smile and a “thank you”. 
However you can best explain it, Cute sells. (Hint: ask if your employer will allow 
your son to visit where you work in uniform and sell popcorn personally. Don’t do 
any selling for him that he can do himself.) 

• Set a sales goal. It may be a dollar amount or it may be to fill the order sheet, but 
include him in the decision. It’s better to let him reach high and try to attain a lofty 
goal than to settle for what, in your judgement, may be more “realistic”. You may 
be surprised at what his abilities are. You can jointly decide to scale back later if 
you find it necessary. In any case, be sure that he understands what the goal is, 
especially if it’s based on a prize he wants to earn. 

• Consider when you will be selling. You won’t sell any popcorn to people who 
aren’t home. Consider walking your neighborhood after dinner during the week 
(except Fridays; people go out for dinner). Remember that many people run 
errands on Saturdays, so plan around that. Consider Sunday afternoons. 
Neighborhoods vary in routines, so know what’s happening in your 
neighborhood. Always be friendly and polite. (Note: many communities have “Do 
Not Disturb” ordinances. If a door has a No Solicitors sign, pass it by.)

• Start selling close to home, literally next door. Chances are Cubby is familiar with 
the neighbors, or he knows that you may be. Familiarity helps calm nervousness 
and apprehension. Stand next to him to help guide his sales pitch and answer 
questions. As you progress up the street, stand further back, just a step or two 



further each time. It builds his confidence and your appreciation in his abilities.
• Consider the length of the streets you will walk and the number of houses on 

each side. Large lot neighborhoods require a lot of walking but there are fewer 
doors to knock on. Streets with houses close together offer more opportunities, 
but the trade off is getting tired faster from pitching than walking. You may need 
to break earlier than planned, so be flexible and pace yourselves on Cubby’s 
stamina, not yours.

• Plan a maximum two-hour selling session per day, maybe much less, depending 
on Cubby’s size and age. And the heat of the day. And the distance you will be 
walking. There are a lot of variables to consider. Maybe two one-hour sessions 
during the day, one early and one later, may work better for you. Whatever your 
planned selling time is, divide the time or distance in half for a refreshment and 
restroom break, then complete the other half. The break also offers a chance to 
re-assess the day’s plan. Is this neighborhood not working out so well? Do you 
need to help Cubby revise his sales pitch? Do you need a mini-celebration 
because he sold more than anticipated? 

• Plan a celebration treat for after the sales session, even if he didn’t make any 
sales. You’re celebrating that Cubby did his best in true Cub Scout tradition and 
that you are proud of him for his efforts. End the selling event on a positive note, 
regardless of the sales outcome. Remember, part of popcorn sales is the life 
lesson that sometimes you are on top and sometimes not, but in the end, it’s that 
you did your best that counts. 


