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Welcome 
Congratulations on your decision to become part of the Clever Container family.  As the only 

direct sales company specializing in organizational products, we provide you a unique 

opportunity to create a successful business for yourself.  With Clever Container you can help 

others with our products, services and opportunities while reaching goals for yourself that you 

never imagined possible.  You’re journey starts here!   

Mission 
Clever Container Company is dedicated to helping people take control of their lives (1) by 

providing high-quality, innovative and functional tools, along with practical techniques and useful 

information for organizing the world around them and (2) by offering business opportunities to  

motivate individuals who share our belief that an organized environment can lead to a more 

productive, fulfilling life for each of us.  

Our Commitment to You: 

Having a business of your own means that you are in business for yourself, but at Clever 

Container you never feel as though you are by yourself.  We are committed to providing you all 

the resources you need to be successful. 

FROM YOUR HOME OFFICE: 

 A Weekly Planner every Friday to  

keep you up to date on pertinent  

information for your business. 
 

 The Clever Communicator once a  

month with recognition, promotions  

and lots of fun stuff! 
 

 Live Tele-training Conference Calls  

every Monday evening packed full of  

helpful information. 

FROM YOUR TEAM: 

 One on one training with your Up-line  

Leader or Sponsor. 
 

 Monthly Team Meetings 
 

 Access to team facebook groups 
 

 New Consultant trainings on all the basics  

of your business and beyond. 
 

 Weekly, Bi-monthly, or Monthly coaching  

calls with your up-line leader, sponsor or  

Director to help you stay on track. 

 

Your Commitment:  Believe… Begin… Become… 

Contact Information: 

MY SPONSOR: 

Name: _______________________________ 

Phone #: _____________________________ 

Email:  _______________________________ 

 

MY UPLINE LEADER/DIRECTOR: 

Name: _______________________________ 

Phone #: _____________________________ 

Email:  _______________________________ 

 

HOME OFFICE INFORMATION: 

Phone #:      586-777-7105 

Address:      800 Church Street 

        Lake Zurich, Illinois 60047 

Email:          info@clevercontainer.com 

Website:    www.clevercontainer.com  

mailto:info@clevercontainer.com
http://www.clevercontainer.com/


3 
 

May 2016 – J. Stahl, E. Thornton 

Believe… Begin… Become… 
There are so many reasons that people decide to become a consultant for Clever Container; 

Some just love the products and want a fun business, some want to make a few extra dollars a 

month to pay off a bill or save for a special purchase, others are looking for a full time career.   

It does not matter where you fall on the spectrum, but it does matter that you decide where you 

want to be and share that information with your up-line leader and sponsor.  You discover this 

by deciding what is important to you. 

Check those things that are important to you. 

  
TANGIBLE INTANGIBLE 

  Have extra  

     spending 
money 

  Get organized 

      myself 

  Pay off debt   Have fun & 

      meet people. 

  Save for a  

      special 
purchase       

  Set my own 

      hours 

  Save for a  

      vacation to:  

  Spend time 

with  
      my family 

  Save for kids  

      college tuition 

  Help others 

find 
      success 

  Quit my full 

time  
      or other job! 

  Have a job that 

      challenges me 

  Have financial 

      peace. 

  Be my own  

      boss 

 

Now decide from your above answers 

which consultant category will meet the 

needs of what is important to you by 

glancing at the information here.  

Hobbyist:  

1-2 Parties per month 

Part-timer:  

3-4 Parties per month 

Business Builder:  

6-12 Parties per month or more! 

 

Let’s answer the essential question… 

How Much Can I Make? 
Most new consultants will average $100 profit 

per show. 

NOTE: $400 show average at 25%: for simplicity, we will 

use this for all the examples. You may be a bit more or less. 

You will make 20% on all sales up to your first 

$1000 in career sales, and then 25% after that; 

but your earnings increase as your monthly 

sales increase, giving you the opportunity to 

earn even more.  Here’s how it works: 

Monthly Sales % Commission 

Up to $2499.00 25% 
(over $1000 career sales) 

≥  $2,500 28% 

≥  $4,000 30% 

≥  $6,000 33% 

Let’s play this out for each of our consultant 

examples: The Hobbyist, The Part-Timer and 

The Business Builder! 

Number of 
Shows 

Monthly 
Sales 

Commission 
% 

Earnings 
per month 

2 
Hobbyist 

$800 25% $200 

4 
Part-timer 

$1,600 25% $400 

8 
Business 
Builder 

$3,200 28% $896 

12 
Business  

Builder Plus 
$4,800 30% $1,344 

15 
Business  

Builder Plus 
$6,000 33% $1,980 
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Visualize Your Dreams 
Let us take you back to your inner, creative child.  Use this space to create a visual of your dreams for 

your business.  You can draw, use photos, magazine cutouts, whatever. Do you want to take a vacation?  

Place a photo or magazine cut out of where you’d like to go. Spend more time with family?  Place that 

photo here.  Once you have it done, place this in a prominent location in your workspace. It will keep you 

focused on the reason you started your Clever Container business! 

   

I’ll see it when I believe it! 
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“You can work your business full time or part time, but not in your spare time.” – Dr. Tom Barrett 

8 STEPS TO ESTABLISHING YOUR BUSINESS 

 STEP ONE:  THE CLEVER CONTAINER DASHBOARD 

 

 To login to the Dashboard (our consultant workstation), type in:    

 https://tools.securefreedom.com/Clever/Account/LogOn? 

Your username is your consultant number. Your password will be included in an email from the 

home office.  

The Clever Container Dashboard is the hub of your business. Open all the tabs and see where 

they lead! Spend some time getting familiar with the dashboard. 

Check the resources tab first when you have questions! 

      STEP TWO:  OFFICE HOURS 

  Office hours are the hours you need to work in an “office” to compliment the business 

you are generating from your events and meetings. Setting office hours tells your friends, 

family and customers that you take your business seriously. Establishing office hours also 

makes you accountable for being in your office, focused only on your business. Set your 

schedule up like you were going to the office.  What days will you work? Give yourself a definite 

start and stop time.  Write it on your calendar and post it so that the whole family can see it.   

 

  STEP THREE: EMAIL ADDRESS 

               What is your e-mail address??   

If your personal address is something using kids names, nicknames, etc., then it is a good idea 

to add another account for your business. Choose something that represents your business.  

You are not permitted to use Clever Container in your address. 

Many consultants use their first name plus the word “clever”    Ex: cleverjudy@yahoo.com 

This is simple and easy for your customers to remember.  

If you plan to subscribe to a Personal Web Page (PWP), you will also be given an email address 

that you can use as your Clever Container email. It would be your URL plus 

“@mycleverbiz.com” 

Business Basics 

mailto:cleverjudy@yahoo.com
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            STEP FOUR:  BANKING 

               It is a good idea to open a separate checking account and credit/debit card for your 

Clever Container business.  

 When placing your parties online, you will need to use a debit card for the orders that 

were placed with checks.  

 Have your weekly Clever Container check direct deposited into your Clever 

Container checking!  Direct deposit information is located in your profile and then edit 

bonus account. PLEASE be sure to check and recheck the information for your bank! 
 

 It does not need to be a business account. By opening a personal account you will 

likely avoid charges that are associated with business accounts 
 

 Keeping your Clever Container money separate allows you to more easily see how 

much income your new business is generating.  
 

 Separate finances are crucial when filling taxes and justifying business deductions. 

     

                    STEP FIVE: BUSINESS CARDS 

                You will want to get business cards right away so that you can have them with you at 

all times.  You can use the company’s portal to Vista Print from the Resource tab (Marketing 

Tools, Clever Container Marketing Products), or you can register for own free account with Vista 

Print.  This will enable you to upload the company logo (from resource tab) to one of Vista 

Print’s templates.  This is often the less expensive route as you will begin to receive coupons 

from Vista Print when you have your own account.  If you are considering changing your email 

account to one specific to your business, do so first.   

    STEP SIX: EXPENSES 

                 Having a home based business can be a great tax advantage if you keep good 

records! Your Clever Container checking account and debit card will make tax preparations  

go smoothly. Check with your tax preparer to learn your state’s guidelines. 

Your calendar will help you remember when and where you held parties. A calendar is a great 

document to keep track of justified business expenses. If you do not have a paper calendar, 

print out a copy of your digital calendar at the end of each month. 

List of Potential Deductions: 

 advertising 

 copies 

 postage 
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 mileage to parties, meetings and business shopping 

 long distance fees 

 product used at parties 

 product giveaways 

 business supplies 

 bank fees 

 replicated site fee 

 catalogs and order forms 

 convention 

 organization magazine and books 

 

  STEP SEVEN: TEAM AND HOME OFFICE TRAINING 

             Commit yourself to taking advantage of all available training.  You must learn to 

earn and the most successful consultants are those who participate in all training 

opportunities.  

Every Monday at 9:30 pm EST live training is available via conference call.  

 The first Monday of the month is set aside for team recognition and training provided by 

your up-line leader.  
 

 The home office provides training calls on the remaining Monday’s during the month on 

various topics, all designed to help you be successful.  These trainings are led by 

successful team leaders for Clever Container.   
 

 Home office will send out a notice about the training topic and directions on how to 

access the call. 
 

             

   STEP EIGHT:  PERSONAL WEB PAGE (PWP) (Optional) 

                You will automatically have a FREE personal webpage when you become a 

consultant with Clever Container. Your web address will be  

  www.clevercontainer.com/yourconsultantnumber 

You may change your URL in your profile under edit my profile. 

 

Once you begin to build your team, you may want to consider going to the pro version of our 

personal web pages. There is a monthly charge of $5.95 associated with the pro version. 
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Let’s face it, until you have parties on your calendar, you really don’t have a business. Bookings 

are the lifeblood of your new business, so let’s get started.  

 

  

  

New consultants who book 6 

shows within their first 30 

days have the most success 

and longevity with their 

business. We recommend  

two shows a week for three 

consecutive weeks. 

WHY? 

By doing your show demo six 

times in three weeks, you 

quickly feel at ease and 

become more fluid in your 

demo. If you space them out 

too far, each one feels like 

the first all over again. 

More importantly, you’ll 

generate enough bookings to 

take your business into the 

future.  You won’t be placing 

all the weight of bookings on 

one show.  If you don’t get 

any bookings at show #1, no 

problem; you have five more 

just around the corner. 

 

STUDY THIS COMPLETE CHAPTER TO LEARN HOW TO BUILD YOUR BUSINESS THROUGH BOOKINGS!  

STEP ONE : PLAN YOUR CALENDAR 

The beauty of having your own business is that you are in control of 

your calendar.  Before you pick up the phone, choose the dates that 

work for you and your family.  When someone agrees to have a party, 

offer them your first two available dates.  People find it difficult to 

pinpoint a date when given the choice of an entire month. By giving 

them two dates, they can easily look at their calendar and see if either 

works for them.  If the first two don’t work, give them the next two until 

you find one that works.   

STEP TWO : SCHEDULE YOUR STARTER 

PARTIES! 
To get off to a great start, why not do two? Schedule them within two 

weeks of signing and do both in the same week.  This will give guests 

two options. Keep in mind that the goal of your starter parties is to 

introduce the products and your business to family and friends, to get 

some practice doing your demo, and to get guests interested in 

partnering with you on a show of their own. 

STEP THREE : WDYK LIST  
Go to the “Who Do You Know” List in this chapter and write down 

everyone you know. The Fifty Names in Five Minutes tool will help.  

You’ll be surprised at how extensive the list is.  Pull out your address 

book, organization rosters, holiday card lists, facebook friends. Don’t 

prejudge anyone, just get the names on paper! 

STEP FOUR : PICK UP THE PHONE AND MAKE 

CONNECTIONS! 
Look over your list and start with your “sure-shots”, those people in your 

life you know will do a party for you.  Calling them first and getting dates 

booked will give you the confidence to move on to others.  Here’s what 

you might say: 

“Hi ______, it’s ______.  I’m calling because I just started my own 

business with Clever Container and I’d love to tell you about it. We do 

in-home parties and teach our guests how to take control of their homes 

with our incredible organizational products. I’m setting up my first 

parties and I thought of you.  Would you be interested in partnering with 

me on a party and earning free and half-prices products for yourself? 

Keep on calling until all six dates are booked! 

SUCCESS 

IN SIX 

 

Quickstart Guide to Bookings 
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Building Your Business Through  Bookings 

STEP ONE : PLAN YOUR CALENDAR 

From the start of your new business you want to be in control of your calendar.  Always keep in 

mind that one of the reasons we love having our own business is because we can plan around 

our family and other life commitments.  Plus, people will take you more seriously as a 

professional business person if you are in control.   

What days will you do parties? 

There is no right or wrong days to do parties.  Some consultants are  

able to choose two days a week that are always their party days.   

Others fluctuate their days based on the other commitments they  

have in their lives.  The key is to put the dates on your calendar in  

advance; 2-3 months out, so that when someone says yes to hosting  

a party you have options to give them. 

 

 Log all your family, church, and social commitments  

On your calendar.   
 

 Add the dates of any team or company trainings  

(your recruiter or up-line leader can provide these.)  
 

 Schedule your Starter Parties (to be held within two weeks of signing). 
 

 Circle all the dates that you could do parties in the next 2-3 months 
 

 Schedule your phone time to make the necessary calls to fill your show dates.  

Be sure to vary your call times to accommodate the differing schedules of your 

potential hosts. 

Once you have your dates set, you’ll be ready when someone agrees to partner with you on a 

party.  Human nature is that when given too many options, they cannot come to a decision.   

You never want to ask a host, “When would you like to have your 

show?” If you do this, inevitably, they will say, “Let me get back to you.”  

Now you have created a scenario in which you will have to try to reach 

them again.  

Instead say, “Jan, I’m so glad you’ve decided to host a show.  I have 

February 12th and 10th available.  Do either of those dates work for you?” 

By offering them two dates, they can easily look at their calendar and 

see if either of the dates are open.  If neither of those dates work, offer  

them the next two available dates on your calendar until you find a date that works for them. 

You will have much more success with less phone time if you get in the habit of using this 

approach.  

Who Do You 

Want To Be? 

Hobbyist:  

1-2 Parties per month 

Part-timer:  

3-4 Parties per month 

Business Builder:  

6-8 Parties per month 

or more! 

QUICKTIP 

Use post-it tabs to 

record show dates 

on your calendar. 

If you have a show 

reschedule you 

can easily move it 

to another date. 
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Building Your Business Through  Bookings (continued) 

STEP TWO : SCHEDULE YOUR LAUNCH PARTIES! 

Your starter parties are the introduction of your Clever Container business to your family and friends. 

WHY TWO?  You will be giving guests two options for attending.   When someone says they cannot 

come to the first one you can say “I’m sorry you won’t be able to make it to my party on Saturday.  It’s no 

problem; I have scheduled a backup party on Tuesday for those who cannot come on Saturday. Will that 

work for you?, I’d love for you to come!”   

You will get bookings from starter parties, but by no means should you wait until these events to start 

booking your calendar.  This creates way too much pressure.  You need to have your first four to six 

parties dated before your starter parties occur. You should date them no more than 30 days out! 

5 STEPS TO A SUCCESSFUL LAUNCH PARTY! 

1. Prepare your guest list:   

If you have completed your WDYK List, guess what, you already  

have your guest list!  Don’t worry about where everyone is going  

to fit.  Statistics show that not everyone will be able to attend.   

For every 40 people you invite, only 10-15 will actually attend the  

party; therefore, over invite!   

2. Make personal contact:   

As you are working through your WDKY list for your first six  

bookings, take a moment to tell them about your Launch parties.  

You can start by asking them if they would like to host a party;  

or you can talk about your launch party first which could lead 

in to asking about hosting a party of their own; or you can just call  

to invite them to the launch party.  In each case, making personal  

contact with your potential guests is a sure way to guarantee a great  

turnout.   

3. Encourage guests to bring a friend:   

Not only will more people be there, but you will have exposed  

yourself and your business to people you don’t even know yet. 

4. Share the catalog:   

From this point on, you should always have a Clever Container  

catalog in your purse or car.  You never know who you might run  

into. You definitely want to share a catalog with those who cannot  

attend your starter party.  Outside sales will boost your sales  

and your new customer base.   

5. Call your guests:   

Five second phone calls the night before your party is crucial to  

your success.  We have all done it; gotten an invitation to an event,  

had every intention of going, but then forgot about it. Don’t let this  

happen. Quick five second phone calls that say “I’d love to see you,  

do you think you will be able to make it?” is all it takes to catch  

those people who would  have otherwise forgotten. 

WORDS THAT WORK 

 “Sue, I certainly understand that 

hosting a party is not something you 

can do right now. Would you be 

interested in coming to my launch party 

to see what Clever Container is all 

about?  I’d love it if your brought along 

a friend.”  

 “Hi Jan, this is ______.  I am so 

excited and I had to call to share with 

you!  I wanted to invite you to the grand 

opening of my new Clever Container 

business. I am inviting all my friends to 

preview our products and I really value 

your opinion. I would love it if you could 

stop by on ________.  Also, Jan, I 

don’t know if you generally do home 

parties, but I am looking for a handful 

of friends to be my first few hosts?  

Would you be interested in earning free 

and half priced products?” 

 “Hi Patty, (small talk first)…. The 

reason I’m calling is to share my new, 

fun job with you.  I am an organizing 

consultant with Clever Container.  We 

are a party-plan company that sells 

organizing products that actually help 

organizing become easier and more 

fun.  I would love it if you could come to 

my starter party and see our products 

first hand.”    

“Linda, I’m sorry to hear you won’t be 

able to make it to my starter party.  

Would you be interested in looking at a 

catalog?  I’d love to get your opinion.” 

 

QUICKTIP 

Because you are also the host of your 

business launch, you can use the 

free and half priced items to add to 

your kit or use in your home! 
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Building Your Business through Bookings (continued) 

STEP THREE : WDYK (Who Do You Know) List 

The WDYK List is included in this chapter. This is an incredibly useful tool to get your business off to a 

strong start.  It is a list that you will always have and will evolve over time as you think of new 

acquaintances to add.  DO NOT SKIP THIS STEP!!  Having a list of people to begin to market your new 

business to is invaluable.   

 List everyone you know, without judgment of whether or not you think  

they will have interest in the products or opportunity.  Right now you  

are just brainstorming.  Letting your brain flow to put as many names  

as possible to paper.   
 

 Start with family and friends and then work through the categories on  

the list. 
 

 Now go back to your list and pick out your “sure shots”; those people  

who you can count on to be your first few hosts.  
 

 Next go through each name with a bit of thought.  Who loves to  

entertain?  Who is the “party girl”, your friend or friends who are always  

having home parties? Who would be willing to help you get your business 

started? Who has lots of friends or connections you would like to make?  

Circle each of their names.  These are the people you will connect with 

about hosting a party. 
 

 Lastly, look at your list a little differently.  Think about who could use some extra money or would 

love to work from home.  Who do you know that would be fun to have along on this journey?  

Place a star beside each of these names.  These are the people who would make great new 

team members!   

STEP FOUR : PICK UP THE PHONE AND MAKE CONNECTIONS! 

  Start calling. It really is as easy as it sounds.  With each call you want to Inform and Ask. 

Some people may just be interested in the products, some may be eager to partner with  

you on a party; others could be interested in becoming consultants just like you did! 

                          

 INFORM:   

You first just want to tell them a bit about  

Clever Container. Because we are so new, 

they most likely have never heard of the  

company before. Always start with small  

talk.  Ask how they have been or how their  

family is, then share your enthusiasm  

about your new business.   

At this stage you will just be informing them  

and answering any questions they might  

have about Clever Container. 

 

Persistence 

Pays Off! 

You will hear no, which 

is ok.  Only 1 in 4-5 

people will be 

interested in hosting or 

learning about the 

opportunity.  That’s ok.  

Sometimes the timing is 

just not right and a 

contact made today 

could yield a party 

several months down 

the road.  Stay in touch 

and ask for referrals!  

 

W
O

R
D

S
 T

H
A

T
 W

O
R

K
 

 

“Jan, I wanted to tell you about my fun, new job.  I’m a 

consultant with Clever Container.  We specialize in home 

organization. Through in-home parties, we feature our 

products and teach people how to use them.” 

“Melanie, I’m so excited I had to call to share with you!. I 

have just started working with a new company called 

Clever Container.  We are a party plan company that sells 

home organizational products .  Our home shows teach 

guests how to take control of their home and create peace.” 

Sue, I’m thrilled to let you know that I now have my own 

business with Clever Container. We specialize in home 

organization and teach people how to use our incredible 

products through home parties. It’s so much fun!” 
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Building Your Business through Bookings (continued) 

 

 ASK:   

Once you have made the appropriate  

small talk and informed them, then  

you simply need to explore what their 

interest is by asking.  

 

 

“NO”  IS NO BIG DEAL 

You may feel a bit intimidated by putting  

yourself out there for rejection, but just  

keep in mind that a “no” does not mean 

they think any less of you for asking. 

They just may not be interested in what  

you are offering, or maybe the timing is  

not right for them.  Either way, it is ok.   

Hearing no is part of this business and  

not necessarily negative.  Just because  

they may say no to the earning opportunity  

or to hosting a show, does not mean they  

are not interested in being a customer.   

We need a bit of each of these groups. By  

asking, you are simply finding out which  

group they belong in; potential recruit, host,  

or customer.  

REFERRALS 

When someone is not interested themselves, 

this does not mean that the conversation is  

over.  Asking for a referral is a great way to  

expand your customer and potential host  

base.   

Everyone know someone who is the  

“party girl” of the group, the friend who 

is always having a home show.  So if  

someone tells you no, see if they can give  

you a referral for their “party girl” friend or  

maybe someone who loves to organize or  

could use a job or extra money.  

 

 

 

 

 

 

  QUICKTIP   

Enthusiasm is contagious.  Be sure to have a 

smile on your face when you pick up the phone! 

WORDS THAT WORK 

HOSTING 

“Tara, I’m setting up my first shows and I thought of you.  Would 

you be interested in partnering with me on a party and earning free 

and half priced items?” 

“Barb, I’m scheduling my first few parties and I love to share the 

host program with you.  You can earn lots of free and half priced 

items.  Could we get your friends together for a fun party?” 

“Paula, I know you always seem to enjoy hosting home shows so I 

wanted to give you the first opportunity to earn free and half priced 

items by partnering with me on a party.  You could be one of the 

first people to introduce Clever Container to this area.” 

“Great! Right now I have February 12th and 10th available, would 

either of those dates work for you?” 

EARNING OPPORTUNITY 

“Lisa, as I was thinking about who I would love to work with, your 

name popped into my head.  You always seem to love having 

home parties and you have such high energy. Have you ever 

thought about starting your own business?  I would love to have 

you join me in this journey.” 

Trisha, I know you had some experience in direct sales when you 

were with _______.  I’m so excited to be a part of a new company 

called Clever Container.  I wanted to share it with your first.  Would 

you be interested in joining me in this journey?” 

“I’m so glad you’d like to learn more, can we meet for coffee 

tomorrow and I’ll tell you all about Clever Container and answer 

any questions you might have?” 

RESPONDING TO ‘NO” 

“That is no problem.  I would still really value your opinion, do you 

think you would be able to come to my business launch?  And I’d 

love for you to bring along a friend.” 

“That’s ok. You know, I’ll be hosting my business launch on ______ 

for family and friends to see all our products.  Would you be 

interested in joining us to see what Clever Container is all about?” 

ASK FOR THE REFERRAL 

“Sally, I completely understand that this is not something you would 

like to do, but let me ask, do you have a friend who enjoys hosting 

parties?  I’d love to get in touch with them and get their opinion on 

Clever Container.”  

“Laura, that is no problem at all. I wonder, do you know anyone 

who really enjoys organizing or maybe someone who might be able 

to use some extra money?  I’m looking to add some great people to 

my team and I’ll love to share this incredible opportunity with them.” 

You Don’t Get What You Don’t Ask For! 
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Fifty Names in Five Minutes 
Can’t think of whom to invite?  Use this sheet & write down names under each category. You’ll have 50 

names in a flash! Don’t forget to ask them to bring a friend to increase your attendance even more! 

Relatives       Friends 

1. ____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 

3. ____________________________  3. ____________________________ 

4. ____________________________  4. ____________________________ 

5. ____________________________  5. ____________________________ 

6. ____________________________  6. ____________________________ 
 

Co-Workers      Church Friends 

1. ____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 

3. ____________________________  3. ____________________________ 

4. ____________________________  4. ____________________________ 

5. ____________________________  5. ____________________________ 
 

Contacts thru your Children   Spouse’s Relatives and Friends 

1. ____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 

3. ____________________________  3. ____________________________ 

4. ____________________________  4. ____________________________ 
 

Contacts thru Clubs & Organizations  Neighbors     

1. ____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 

3. ____________________________  3. ____________________________ 
 

Home Shows you have Attended   Spouse’s Co-Workers 1. 

____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 

3. ____________________________  3. ____________________________ 

4. ____________________________  4. ____________________________ 

Places You Do Business (bank, hair salon, etc) Friends You Haven’t See in a While  

1. ____________________________  1. ____________________________ 

2. ____________________________  2. ____________________________ 
 

Hostess You Booked From    Someone Who Owes You  

1. ____________________________  1. ____________________________ 
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WHY HOSTESS COACH? 

BENEFITS TO THE HOST:  

 Increased Guest Attendance.  Nothing is more  

disappointing to a hostess than preparing for a  

party only have a couple guests in attendance.   

Don’t let this happen! 
 

 A Fun Party!  Parties that are well attended are  

more lively. There is more energy in the room. 
 

 More Rewards!  By teaching your host how to  

have a great show, you are increasing the likelihood  

she will earn more host rewards! 

BENEFITS TO THE GUESTS: 

 Increased Guest Attendance!  Guests are more  

relaxed and comfortable in a crowd. Just a few  

guests creates a sense of pressure to buy on the  

ones who are there.  This is not the feeling we want  

guests to have when they are purchasing. 
 

 Fun Party!  Guests will be glad they came when  

they can relax in a fun party atmosphere. 
 

 More Rewards!  Guests are more likely to want to  

enjoy the rewards of having their own fun party with  

you, or even join your team to get paid for going to  

fun parties. 

BENEFITS TO YOU: 

 Increased Guest Attendance!  More guests results  

in more sales, which increases your paycheck.  You  

will be away from home the same amount of time for  

2 guests as you will be for 12 guests. 
 

 Fun Party!  You will have more fun and feel more  

relaxed when your guests and host are having fun. 
 

 More Rewards!  You will have a happy host, who  

will be more likely to want to book again in the future.   

A happy host will be your best booking commercial.   

You will get more bookings when your guests have  

fun and see how well the host is being rewarded.  

 

Quickstart Guide to Host Coaching 

HOW TO HOST COACH 

Keep in mind that your host has  

hired you to teach her how to have  

a successful show.  She wants to  

be successful and it is your job  

to show her how. 

Your goal during host coaching is to 

get your host to: 

 Invite at least 40 people. 

 Gather outside orders. 

 Call the guests to remind 

them of the show. 

Through host coaching you can show 

your hosts how  and why  they would 

want to do these things.   

So how do you do that?? 

Find out what is on her wish list!!   

Get her excited about getting the 

products and then say… 

“Can I give you some tips on how to 

get everything on your wish list for  

free or half price?” 

Once she has a reason to  

do these things…..  

to earn all her favorite products….   

THEN… she will be more likely to do 

them.  Without a reason, it just sounds 

like a laundry list of chores. 

 

STUDY THIS COMPLETE CHAPTER TO LEARN EVERYTHING YOU NEED TO KNOW ABOUT HOST COACHING!  
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By developing good host coaching skills, you will be setting yourself and your host up for 

success.  Goals and a system are all that you need! 

 

 

 

 

 

 

 

YOU NEED A SYSTEM! 
Once your calendar is full, you will need a system to track your host information and your 

coaching process.  You have to decide what works best for you. We will outline two common 

systems for you here. When you have your system in place, it really requires very little of your 

time and will produce results.  

SYSTEMATIC HOSTESS COACHING SHOULD INCLUDE: 

Tracking Form - This will include: 

 Host contact information, as well as the best methods and time for contact . 

 An area to jot down any personal information that the host shares.   

 A means of tracking when you need to complete the steps of your system. Tracking 

your steps will keep you organized and on task. 

Hostess Packet  -  This will include: 

 Host brochure, which can be purchased from your dashboard. 

 2-4 catalogs.  

 Personal bookings incentives if you choose to do them. Ask your leader for options. 

 Outside order forms. These can be found on the new consultant facebook page.  

 Postcard invitations (you can purchase through CC or print your own, there are some 

available on team facebook pages). 

 Monthly Specials  (host & customer). This can be found on the resources tab of the 

extranet. . 

 Recruiting brochure, which can be purchased from your dashboard. 

Calls to Your Host -  This will include: 

 Relationship building!  Create a partnership to have a successful party.  

 Permission to give her instructions on how to have a successful party 

Host Coaching for Success 

GOALS OF HOST COACHING: 

* Relationship Building 

Hosts are the foundation of 
your customer base.  You 
want to get to know your 
host.  This will establish a 
relationship which will lead 
to repeat business. 

* Consistent Contact 

Good host coaching requires 
constant, consistent contact 
with your host leading up to 
the date of the party.  This 
alleviates procrastination 
and prevents cancellations. 

* Increased Attendance 

Our obvious reason for host 
coaching is to increase the 
attendance at our parties.  
When attendance is high 
everyone wins.  Each host 
must have a guest list of 
40! 
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Host Coaching for Success (continued) 

STEPS COMMON TO ALL HOST COACHING 

FIND OUT HER WHY 

Research shows that people will book a party for one of three  

reasons; to earn free products, to help out a friend, or because  

they had fun at the party they attended. If you find out why your  

host has booked her party, you will know what motivates her.  

THE WISH LIST 

You want your hostess to focus on 2 lists right away…..her  

wish list and her guest list. The wish list will get her motivated  

to do the things necessary for success.   

GET PERMISSION TO GIVE HER INSTRUCTIONS! 

When your host’s excitement level is high, then you have an  

open door to tell her the steps she needs to take to have a  

successful party.  

SHE WANTS IT 

It is universally true that hosts want to have a fun, succesful 

party. When you understand this, it makes it easier to guide  

her to take the necessary steps to make it happen. You both 

Have the same goal, a fun and successful party!   

SET GOALS FOR HER 

It is a numbers game to get the results that you want.  Hosts 

don’t think this through.  After you know all the products that  

she wants, you can easily set a goal high enough to get all  

the items for her.  

THE GUEST LIST 

Her guest list is the means by which success will happen.  

Forty names is the goal. Let her know why that is so important. 

CLOSE PROMPTLY 

Let your host know that you will be closing the party promptly.   

Guests will think highly of Clever Container if their products are  

delivered quickly. 

INVITE HER TO JOIN! 

Don’t forget to give your hostess information on joining the  

company!  She already loves the products! Plant the possibility  

in her mind and you will get a chance to talk further with her  

throughout the planning process and party! 

“Sarah, can I ask you 

why you decided to book 

a party from Linda’s 

party?” 

“Jan, let’s start with the 

best part; all the great 

products you’re going to 

get.  Have you looked 

through the catalog and 

pick out your favorites?” 

“Sally, if I could give you 

tips on how to get all the 

items on your wish list, 

would that interest you?” 

“Experience has shown, 

when a hostess dedicates a 

few extra minutes to 

prepare for her party, she 

can have a very successful 

party.  Would you like me to 

tell you how?” 

“You have some of my 

favorite products on your 

wish list.  Let’s work on a 

party of $600 so that you 

get everything on your list 

for free or half price.”  

“Our guest list is our top 

priority.  Statistically 

speaking, only ¼ to ½ will 

attend from the invitations 

sent.  In order to get all 

your favorite products, we 

need 12-15 guests at the 

show. That is why we start 

with a list of 40.” 

Sue, I’ve also put some 

information about our 

earning opportunity in your 

host packet.  Have you 

ever thought about doing 

what I do?” 

WORDS THAT WORK 
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Host Coaching for Success (continued) 

SYSTEM ONE – CONSULTANT SENDS “POSTCARDS” 
Theresa Garrison, owner of The Success Factory 

 STEP ONE: 

The host calls guests with 48-72 hours of booking  

her party. Her excitement is high at this point!    
 

 Coach her to share her enthusiasm with her guests.  
 

 She will know at this point if the date she has  

chosen is going to work for most people.  

 Remind your host to encourage her guests to  

bring a friend. 

 She should also confirm the mailing address. 
 

 STEP TWO: 

Reminder post cards are mailed to those who said  

they can come, or “maybe” can come.   
 

 Call them postcards not invitations.  Calling them  

invitations will increase the likelihood that hosts will  

skip the important first call.   
 

 It is recommended that you mail out the reminder  

postcards. This way you have an idea early on how  

many responses your host received.  If there is a  

problem, it can be addressed early in the process.  

 

 STEP THREE:  

      Reminder call 1-2 nights before the party.   

 It is recommended that you make the reminder calls. 

Statistics show that many hosts do not get around to  

making the calls. She may not have time. You can 

call all her guests within 10-15 minutes.  
 

 When calling a guest who is planning to attend,  

introduce yourself.  Let her know that you are looking  

forward to meeting her at the party.   
 

 Tell her you are making name tags and you need to  

know if she will be bringing a friend so you can be  

sure to have a nametag prepared for her as well.   
 

 If you are offering an incentive to guests who bring  

friends, remind her of that too.   
 

 She has now made a second verbal commitment  

that she is coming to the party. 

 

 “Pam, experience tells us that 

today’s busy woman needs to 

hear about an event at least 3 

times in order for it to stay on 

her radar.  For the first contact, 

it is best if you call your friends 

within the next 48 hrs.  Be sure 

to let them know which 

products you think they will be 

most excited about.  Also, this 

will be a good chance to 

confirm her address or email 

for reminder cards, suggest 

someone she can bring as a 

guest and get a good feel right 

away if your party date works 

for most of your friends”. 

“Hi Jen, this is Erin with Clever 

Container.  I am the organizing 

consultant that will be at Pam’s 

party tomorrow night.  I am 

preparing for her party, and I 

wanted to be sure I have 

something for everyone.  Is 

there a cluttered area that 

drives you crazy whenever you 

look at it?  I want to make sure 

that I cover some tips that will 

be useful to you.  Okay, great!  

Your reminder card mentioned 

bringing a guest, is there a 

friend coming with you that I 

can make out a name tag for?” 

WORDS THAT WORK 

WORDS THAT WORK 
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Host Coaching for Success (continued) 

SYSTEM TWO – HOST SENDS INVITATIONS 
In this system, the host is responsible for sending out the invitations, but it does require that you 

stay in very close contact with your host to make certain all is well.  Three calls before the party. 

CALL ONE:   

Go through the host packet  

completely, talking about  

the four things you want her  

to do to prepare for the party. 

You will notice in our Words  

that Work, that we are stating 

the host’s objections for her  

and explaining why each of 

these steps is so important. 

 Invite 40 Guests 

 Collect Outside Orders 

 Make Reminder Calls  

Don’t forget to also direct  

your host to the recruiting  

information in the packet too! 

We can’t say it enough.  Our 

hosts are our number one  

source for team members! 
 

CALL TWO: 

Reinforce what was said in the first call and get an update.  This call cannot be overlooked.   

You want to be certain the invitations were sent and that enough were sent.  This call will help 

alleviate procrastination. Ask specific questions and get specific answers. 

 How many invitations sent?  

 Any outside orders yet?  

 Remind her to keep track of guest list, remind  

guests to bring a friend, look at a catalog, email  

web link, call her guests the night before the show.  

CALL THREE: 

The third call is to get a final head count and to make  

certain that the final reminder phone calls will be made.   

Compliment her on her efforts and let her know how  

excited you are to party with her and all her friends!  

INVITATIONS: OTHER 

OPTIONS 

Texting: People seem to really 

respond to texting. Check with your 

leader for examples on text images 

that can be used as invitations. 

Facebook: A great additional option, 

but should never be used as the sole 

way to invite people. People are 

inundated with facebook invitations, 

they may miss it! 

INVITE 40 GUESTS 

“Becky, in order for you to get all the things on your wish list and so 

that your guests have a great time; we’ll want 12-15 people at the 

show. You’ll see that I’ve included 40 invitations in your packet.  Now I 

know that sounds like a lot of people, but statistically speaking, we will 

see just ¼ to ½ from the invitations sent.  The main thing is to not stick 

with your normal circle of friends, but to expand on it.  Invite everyone 

you can think of.” 

COLLECT OUTSIDE ORDERS 

“Once you have you list made, complete with phone numbers, just 

keep it on the frig so that as people call you can mark who is coming.  

If they are coming, ask them to bring along a friend.  If they can’t come 

then just see if they might like to look at a catalog.  Outside orders will 

really help to get you to our goal.” 

MAKE REMINDER CALLS 

“Finally, you will want to set aside 15 or 20 minutes the night before the 

show to call and remind our guests.  We’ve all done it; gotten an 

invitation, set it in a stack of stuff and come across it a day or two after 

the event.  You’ll pick up 4-5 extra folks who would have otherwise 

forgotten by making those 5 second phone calls to say; I’d love to see 

you are you going to be able to make it?” 

RECRUITING 

“Missy, I also put some information in your packet about our earning 

opportunity.  Have you ever thought about doing what I do?” 

WORDS THAT WORK 
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Now comes the fun part.  Guests will book shows for three reasons; because they want the free 

products, because they want to help out a friend, or because they had fun at the show they 

attended!  If you make your demo fun and informative, you will increase your sales, bookings 

and recruiting! 

     Building Blocks of a Dynamic Demo 

Prepare: 
 Study your catalog and know your products. Knowledge  

will reduce your stress and increase sales. 
 

 If your sponsor is local, plan to observe 1 or 2 of her parties. 
   

 If you are not an organizing guru, purchase a book on  

organizing and come up with quick tips you can sprinkle  

throughout your demo. 
 

 Practice setting up, and taking down your display. You want  

it to seem effortless. 
 

 Practice your presentation before you go. Do your demo for  

your kids, your spouse or your dog. Say things aloud to get  

comfortable with the flow. 

Set the Stage: 
You may want to encourage your host to choose a topic or mood themed party. Keep in mind 

that none of this in necessary, you can see a sample script at the end of this chapter that may 

help you.  Then you can add themes when and if you want. 

 Topic Theme Parties – You can choose from on the resources tab of the Consultant 

workstation or you can come up with your own.  This would be something like Closet 

Clean Out or Girl on the Go. The products you talk about will revolve around that topic.  
 

 Mood Theme Parties – These do not identify a particular topic, but just make things 

more fun; Maybe a Sangria, Slippers and Solutions or Clutter-Control for Chocoholics.  

Unite Fun and Function: 
You want to have a nice mixture of fun and function. Your  

guests should be gaining valuable knowledge to help them 

 in their homes, but should be laughing while learning! 

 Engage your guests, they will enjoy it more if they  

are involved.  
 

 Use personal stories and even poke fun at yourself  

if you are organizationally challenged. People will  

identify with you. 
 

 People can get organizational products anywhere,  

they come for the fun!   

Quickstart Guide to Dynamic Demo 

BE YOUR OWN 

BRAND  

As Clever Container 

grows, you want to 

establish yourself as  

THE  clever consultant  

in your area.   

Create a strong 

customer base of hosts 

and guests.  When they 

think of Clever 

Container, they should 

think of you! 

 

STUDY THIS COMPLETE CHAPTER TO LEARN HOW TO CREATE A DYNAMIC DEMO!  
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STEP ONE: Take Time To Prepare                  

Being organized and prepared helps instill confidence in your  

guests’ mind that you can help them get organized.   

 NOTE CARDS  

Script out your demo and then transfer the main points to 

note cards or an outline that you will use during your demo. 

The use of note cards or a party outline can help you stay on  

track.  It can also ease the mind of someone in the audience  

who may be considering the business opportunity.   

 PERFECTION?  NO WAY! 

Being prepared does not mean being perfect.  Do not fear  

making mistakes. Think of mistakes as an opportunity to poke  

fun at yourself and add more laughter to the party. Making  

mistakes helps others relate to you and can decrease their  

doubts about whether they could be a consultant themselves! 

 KNOW YOUR PRIORITIES 

You may think that sales are your number one priority at a  

show; you would be wrong.  Although sales are an important  

part, you should be more focused on Bookings and Recruiting  

at all shows.  WHY?  Bookings and recruiting will sustain your  

business and your income.  We’re not saying sales are not  

important. You need to know your products and show your  

guests the value of having Clever Container in their homes.   

However, you need to really understand what your goals for  

a show are and learn how to entice your guests to host a party  

and/or becoming a consultant. 

 THE RULE OF THREE 

Statistics show that people are more likely to remember  

something that they have heard at least three times.  For that  

reason, you should be mention bookings and recruiting at least  

three times during your demo.  We refer to it as planting seeds  

because it does not necessarily need to be an “in your face”  

speech about recruiting. Subtle comments work as well.    

The best way to format the show is to sprinkle a booking and  

recruiting seed at the beginning, again somewhere in the  

middle and also at the end of the demo.    

Building Blocks of a Dynamic Demo 

PAPERWORK 

PREPARATIONS! 

Catalogs  
Make certain your  

information is on the catalog. 

Order Forms 
Fill out the consultant name and 

phone number ahead of time. 

Highlight the questions on 

 the order form. Your guests will 

notice them and be more likely  

to fill out that section. 

Host Packets & 

Recruiting Packets 
Have three of each prepared to 

take with you to your shows.  

Pens 
Have pens for your guests.  You 

can purchase Clever Container 

pens as a business supply. 

Monthly Guest Special 
Print out the monthly guest 

special and place in a  

page protector to pass around 

during your show. This can be 

found on the resources tab of the 

consultant site. 

Prepare a Host File 
Start a file folder for each show, 

putting your host name and  

date on the tab. Include a 

 self-addressed, stamped 

envelope to give to her should  

she need to send you a check.  

Keep your copy of all invoices 

in it after the show. 
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Building Blocks of a Dynamic Demo (continued) 

 CREATE YOUR DYNAMIC DEMO 

Your demo will be uniquely yours.  There is no right or wrong way to do it.  We will give you a 

loose structure and examples of what you might way.  Take the things that feel right for you and 

make it your own. 

o OPENING 

You will welcome your guests and thank  

your host for inviting you into their home.  Let  

people know what to expect from the evening.   

Be sure to include bookings and recruiting  

commercials at the beginning of your demo  

to get people thinking about the possibilities. 

o PRODUCT FOCUS 

The middle portion, the bulk of the demo, will  

focus on product information.  You will also  

be sprinkling booking and recruiting seeds or  

commercials throughout the demo.  We will  

give you examples of possible bookings  

“commercials” here.  See the Team Building  

chapter to find examples of how to bring  

recruiting commercials into your demo.  

You can choose to use one of the topic  

theme formats found on the resources tab  

of your dashboard.  If you choose to do so,  

we recommend you start with one format  

and do it at all your shows until you feel  

comfortable with it; then you can add a  

second or third format so that you can give  

your hosts a choice.  

Another option is to just have each guest introduce themselves and share the problem area in 

their home.  You can use that as a jumping off point to talk about the products that might help 

their specific problem area.  Then move on to the next guest and so on until everyone has had a 

chance to share. 

o CLOSING 

Here you want to leave all of your guests with the idea that  

hosting a show or becoming a consultant is something they  

should definitely be considering. If you have done a fun and  

informative demo, then this is a natural way to end the show. 

 

WORDS THAT WORK 

Booking Commercials 
OPENING 

”We are so glad to have you here tonight and I’m 

guessing that you will see lots of items that will help 

in your home. You have our permission to purchase 

them all for full price (you’ll be your host’s best 

friend), but if you love a great bargain, why not have 

your friends over for a fun evening and get all your 

favorite products for free or half-price:?” 

DURING 

During the demo, link your booking seed to a 

product.  It will help you to remember to talk about 

bookings every time you pick up that product. 

“Many of my hosts absolutely love the  

Sophisticated File Tote and get it for either free or 

half price when hosting their own show!” 

CLOSING 

 “How many of you have hosted a home show in the 

past? Well, I hope you had fun tonight and saw lots 

of things you love.  Here’s what you can do, 

purchase a couple of your favorite items tonight and 

then book a show to get the rest of the items on 

your wish list for free or half price, most hosts get 

$80 to $100 in free products!” 

 

QUICKTIP 
Use the Customer Care Cards on the 

resources tab of your dashboard as 

drawing slips for the party. It’s a great 

way to find out if they are interested in 

hosting a show or learning about the 

earning opportunity! 
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Building Blocks of a Dynamic Demo (continued) 

STEP TWO: Setting the Stage   

MOOD THEME OR TOPIC THEME PARTIES 

The topic themes we’ve talked about already and  

can be found on the resources tab of the dashboard.   

The mood these just set a fun tone to the party.   

You can check out our team website for ideas.  

PROP YOUR PRODUCTS 

Putting items into some of your products helps your  

customers to see the products in use.  Add some  

makeup to the makeup caddy or flip flops/jewelry to  

the Flip Flop File and Jewelry File.  Even better, find  

a new use for the product. Put hair supplies in the  

Wraprack or business supplies in the Bin Coffee.  

You don’t have to do this for all, but for a few. 

BUSY-BUSY 

It is important to let today’s busy woman know that  

you understand that her time is valuable and by  

choosing to be at the party, she is chosen not to do  

something else. Try to connect with her by letting  

her know you can relate.  You can do this while also  

sprinkling in recruiting and booking seeds.   

Also be mindful of the length of your demo and be  

certain to start on time or a few minutes after the  

scheduled start time.  Those who have arrived on  

time should not have to wait too long for those who are late.  Start no more than 5 to 10 minutes 

after the scheduled time and keep the demo to no more than 30 to 45 minutes in length. 

 

 

 

 

 

 

 

QUICKTIP 

Learning and remembering a person’s name is 

a great way to show someone that you are  

interested in them and getting to know them. 

This is a challenge for most people because we 

often hear the name and as soon as it is said it 

leaves our brain.  Getting in the habit of 

hearing and remembering someone’s name is 

not that hard.  Here’s what you do. 

As people are introducing themselves during 

your demo, simply keep repeating their  

name in your mind as they are talking.   

You can still listen to them while doing it,  

but you are cementing their name into  

your memory as they talk.   

When you move to the next person, repeat their 

name in your mind several times and then add 

the name of the person before them or the two 

before them and continue around the room.   

You will be amazed that at the end of the demo, 

you will be able to name each person and  

your guests will feel special.  

People like to hear their own name! 

“I’m guessing your schedule looks similar to mine, (nodding head) in that it is pretty busy most of the 

time”.  “Who would agree (raise hand, nod head), it is always nice when you can add a fun time out with 

girls into your busy schedule?”  “For that very reason, who here is happy (raising hand) that Trish set 

this up for all of us?”  “I know I am!”   

Then give an example of why you are happy to be there.  Something you think they can relate to and 

may find appealing about leaving the house a couple nights a week. You might say: 

“My kiddos were ramping up the bickering just before I left!”  Smiling and nodding, you might kiddingly 

tell them how you said “Sorry honey, but I have to go to “work” now”.   

Consider doing air quotes when saying work.   It can be a playful way of indicating that you enjoy what 

you do so much, it is hard to call it work.  Or, “This is what I love most about my job, getting to meet new 

women and having the opportunity to enjoy their company”. W
O

R
D

S
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H
A

T
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R

K
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Building Blocks of a Dynamic Demo (continued) 

Step THREE: Unite Fun and Function                                                 

Once the demo starts, be yourself and have fun. If you are having fun, they are more likely to 

have fun as well.  There are several ways to unite the fun of a party and the function of an 

organizing workshop.  The main thing is to develop your own style.  Here are some tips. 

INVOLVE YOUR GUESTS 

o ASK QUESTIONS 

Keep them involved by asking questions, rather than talking at  

them.  Instead of saying “Disorganization costs you time.”  Say   

“How many of you would agree that disorganization costs you  

time, raise your hand.” 

o PASS THE PRODUCTS 

Pass your products around. People love to touch and feel  

something and it keeps them engaged.  

o MULTIPLE PRODUCT USES 

Give your guests different ideas on how to use the products  

other than what is shown in the catalog.  You can get guests  

involved by handing them a product and having them pair up  

in teams to brainstorm ideas of alternate uses for the product.  

This is a great ice breaker and a fun way to have your guests  

share product ideas! 

o USE PROPS 

Use guest props; pom-poms or clappers can be given to the  

guests. Get a crazy hat or a fun light up pin and put it on your  

host. Sounds nutty, but it will make it memorable! 

USE PERSONAL EXPERIENCES 

You should be using the products in your own home and  

sharing how they have helped with your problem areas.   

Laugh at yourself and with your guests.  

If you identify someone in the room who is outgoing that enjoys  

having the attention focused on them, poke fun at them a bit.  

Use personal stories about how much time you’ve spent 

searching for car keys or sunglasses; or talk about that closet  

in your home that creates an avalanche every time the door  

is opened. Use your imagination, but make it fun.  

QUICKTIP   

Give your guests Post-It  

tabs or just have lots of  

them on the inside cover of 

 each catalog.  Have your guests 

mark their favorite products 

during the demo.   

When the demo is over they  

can easily flip to the  

products they were considering 

to make their final selections, 

and you can see how many  

tabs they had. It is a great way  

to suggest they host a party  

of their own! 

IT’S THE PROCESS… 

not the product. 

Always remember that  

your guests need to have  

a mixture of learning and 

laughing at your parties.   

The learning comes  

from you knowing the  

products and teaching 

 them how to use them,  

giving them multiple uses  

for each product.  

The fun comes from getting 

them involved, offering quick 

organizing tips and using  

your imagination! 
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Building Blocks of a Dynamic Demo (continued) 

NO TWO ARE THE SAME 
Here you will find a party checklist and a show script. This is not the absolute way of doing 

anything.  Always remember that this is your business.  Take those ideas that work for you and  

tweak them to fit your own style.  Your business needs to work for you! 

PARTY CHECKLIST  

Customer Care Cards  

Catalogs  

Order Forms  

Recruiting Packets   

Show Folder – Manila Folder with Host name  

         Self Addressed, Stamped Envelope  

         Show Tally Card (2)  

Tablecloth  

Products  

Booking calendar  

Folders   

Table (if needed)  

Door prize  

Guest Special (in page protector)  

Pens  

Calculator  

Temporary Closet  

Money Bag (with change)  

SAMPLE SCRIPT  

 OPENING/ICE BREAKER 

“I want to thank each of you for coming tonight to Jan’s Clever Container party – the first of its kind in our area!  I want 

to thank Jan for inviting me to share our useful products with you and each of you for taking time to come. Let me 

give you an idea of what to expect tonight.”   

“First, we are going to be talking about some great, affordable products that will help you take control of your life; an 

organized life is a happy life, right?”  

“Next we are going to have fun! Sometimes it is just nice to be with the girls. You might find that you are having such 

a good time you will want to get together again next month. And, guess what? As a host for Clever Container, you get 

loads of free and half priced items. So as your wish list grows tonight, you can choose a few items for purchase, but 

put together your wish list for when you host your own party!” 

“Lastly, we are going to talk about what it means to be a clever consultant. Now I know that no one came here this 

evening looking for a job, but since I am just starting to get to know most of you, I don’t know what your life 

circumstances are. You might find that Clever Container is a great option for you! I do it because I like to set my own 

schedule, have the freedom to be a mom first and still have a fantastic income! Iif you have ever thought about 

having your own business, then watch me closely and I’ll show you how easy it is to do what I do!” 

Here is a check list 

that you can use for 

each party; at least 

when you are first 

getting started, so 

that you don’t 

overlook anything 

that you might need 

to take with you.  

You may not take all 

of these items, but 

here are some 

things to consider. 

This takes the 

stress out of your 

preparation and 

allows you to focus 

on your host, guest 

attendance and 

your demo.  
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 PRODUCT ICEBREAKER 
“So what about each of you?  Could you introduce yourself, tell me how you know Jan and if you consider yourself to 

be organized or disorganized?” (Have the host share one or two items she is really excited about) 

“When you sat down, there was a product lying on your seat, introduce yourself and tell us what you might use this 

product for. It’s okay if you don’t have any idea, just say so!” (Collect items as they introduce themselves and give 

one or two uses). 

 

 TEAM OPPORTUNITY 

“Clever Container’s motto is “It’s not just the product, it’s the process” and I know for all of us, whether we feel 

organized or not, it’s the small things that often make the biggest difference.  That’s why I love the items in the 

consultant starter kit so much.  Everything you see tonight came in my kit when I became a part of Clever Container.  

And they gave me the small steps I needed to solve some areas that were really stressing me out.  So not only do I 

get to have fun talking about all of this tonight with you, I’ve had the opportunity to do some de-stressing and 

simplifying of my own.  If you think this might be something you could do too, sit back and enjoy tonight while 

imagining yourself doing this same thing.  It may be the perfect opportunity for you or someone you love.”  

 

 PRODUCT DEMO 

Pass out catalogs, customer care cards, and order forms. This section of your demo will vary depending on what 

products you are showing.  There are examples of party cards that you can use on our facebook pages.  Your demo 

is uniquely yours so do what feels natural to you! 

 CLOSING 

“It’s worth it to get organized.  It’s worth some of your time and resources because it’s not just about our stuff.  In a 
recent survey from Office Max/Ketron Research, 9 out of 10 people said disorganization at home or work has a 
negative impact on their lives. I know this all too well and although I’m letting go of perfectionism, my good enough 
has to be mostly organized and my hunch is that most of you feel the same way too.” 

“I do want to remind you of our customer special and the opportunity for you to set your own Clever Container sale by 
hosting an organizing party of your own.” 

“And the best opportunity I have for you tonight is to join the Clever Container team.  If you’re looking for a fun and 
profitable business that you can work from home, this may be a great opportunity for you.”  

“I am my own boss, working my own schedule around my family and commitments, and best of all meeting new 
people and helping them to simplify, relieve stress, organize and have fun doing it.”    

“If you could flip your customer care card over now and answer the remaining questions, this is a good way to let me 
know if you’d be interested in hosting your own party or talking more about the opportunity of Clever Container. Or if 
you know of someone who might be interested in Clever Container, please list their name next to…if they book a 
party, I’ll have a referral gift for you.” 

“I want to thank you again for coming tonight.  If you have any questions, I’m available to help you and help yourself 
to another goodie in the kitchen.” 

 

 

 

 

 

Building Blocks of a Dynamic Demo (continued) 
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Building Blocks of a Dynamic Demo (continued) 

Step FOUR: Post-Party Assessment & Procedures   

Assessment  
Ask yourself:  

 What went well? 

 How many bookings did I get? 

 How many people did I talk to about the business  

opportunity? 

 Is there anything I want to change for next time? 

Identify: 

 How many guests came vs. the number invited? 

 How many guests made purchases? 

 How many outside orders were collected? 

 What was the amount of the average purchase 

 What was the party sales total? 

 How many people wanted to know more about the  

business opportunity? 

Procedures 
 Plan to close your party within 2-3 days.  You want to be respectful of your host 

and to the guests who were in attendance.  Let your host know this ahead of time 

so that she can collect all outside orders before the party. 
 

 Send a Thank You card to your host. 
 

 Send Thank You cards to your new hosts who booked parties. 
 

 Follow-up with anyone who may be interested in the business opportunity. 

Premiere Customer service 

Call your customers after they have received their products; a great way to reconnect! 

 Ask if they have any questions about the products they ordered. 

 Ask what organizational challenges they have that you may be able to help solve. 

 Offer them the opportunity to earn free and half price items at their own show. 

 Share with them the opportunity to start their own Clever Container Business. 

 Ask for referrals. 

 Follow up your phone call with an invitation for them to connect with you on your 

Facebook page. 

 Send a monthly customer email newsletter and share customer specials. 

 Call your customers quarterly to see if their needs have changed and how you 

can help. 

 

QUICKTIP   

Have someone close to 

you watch your demo 

during a party and 

critique you.  Ask them to 

be brutally honest.  This is 

how you will get better at 

your delivery!   

Or better yet, have 

someone record your 

demo so that you can 

critique yourself.    
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Party Date:  
Party Sales  Did you use a Host Coaching System? Y/N What do you feel went well? 

# Guests in Attendance  What was the length of your presentation?  

# of Buying Guests  Did you offer the opportunity to your host? Y/N 

# of Outside Orders   Did you follow up with leads within 24 hours? Y/N What do you feel you need to 
improve on? 

# of Bookings/Leads  What were your top selling items? 

# of Recruit Leads  

 

Party Date:  
Party Sales  Did you use a Host Coaching System? Y/N What do you feel went well? 

# Guests in Attendance  What was the length of your presentation?  

# of Buying Guests  Did you offer the opportunity to your host? Y/N 

# of Outside Orders   Did you follow up with leads within 24 hours? Y/N What do you feel you need to 
improve on? 

# of Bookings/Leads  What were your top selling items? 

# of Recruit Leads  

 

Party Date: 
Party Sales  Did you use a Host Coaching System? Y/N What do you feel went well? 

# Guests in Attendance  What was the length of your presentation?  

# of Buying Guests  Did you offer the opportunity to your host? Y/N 

# of Outside Orders   Did you follow up with leads within 24 hours? Y/N What do you feel you need to 
improve on? 

# of Bookings/Leads  What were your top selling items? 

# of Recruit Leads  

 

Party Date: 
Party Sales  Did you use a Host Coaching System? Y/N What do you feel went well? 

# Guests in Attendance  What was the length of your presentation?  

# of Buying Guests  Did you offer the opportunity to your host? Y/N 

# of Outside Orders   Did you follow up with leads within 24 hours? Y/N What do you feel you need to 
improve on? 

# of Bookings/Leads  What were your top selling items? 

# of Recruit Leads  

 

PARTY ANALYSIS SHEET 
The Party Analysis Sheet will help you continue to improve in all areas of your business.  

Complete for every party and share the information with your upline leader! 
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There are so many people today that would love to have the flexibility, freedom and financial 

rewards offered by being a part of Clever Container. Team building starts by just sharing your 

enthusiasm about your new business with everyone!   

QUESTION #1 – When should you start your team? 

ANSWER – NOW!     Bring along a buddy!   

Let your first consultant be your best friend, sister,  

mom, anyone in your life that could benefit from this  

incredible opportunity!  It will be the start of your team,  

plus you will have someone by your side for the 

journey, learning the business together! 
 

WHERE TO FIND TEAM MEMBERS 

 List of 100 – Look at each name on your list  

and ask yourself, “How could Clever Container 

be beneficial to ___________?” 
 

 Party Guests – Pay attention to your guests,  

there are so many people who need us! 
 

 Hosts – Our hosts are our best leads, they  

love the products and you already have  

established a relationship with her. 
 

HOW TO “JUST ASK”  
There is so much to be said on the topic of recruiting,  

as you will learn in this chapter, but in the end, it all  

comes down to just asking.  The easiest way to do it  

as a new consultant is to share the enthusiasm you  

have for your business and your experiences with 

Clever Container. Step out of your comfort zone,  

you’ll be glad you did! 
 

                     

                   NOTHING TO FEAR 

                   We know what you’re thinking!  How do I  

sponsor people into Clever Container, I’m still learning  

about it myself!  No worries, until you are ready to  

assume the role of leader, your up-line leader or  

director will train and mentor any consultants you  

sponsor. Just let them know. They are there to help   

you grow your business and a team of your own if  

that is your goal!  

 

Quickstart Guide to Team Building 

MENTORING BONUS! 

For as long as you are a Clever 

Container Consultant, you will earn a 

percentage of the sales of your team 

depending on your level of 

leadership.  

The great news is; you are rewarded 

even more when you jump right into 

sponsorship!! 

MENTOR BONUS 
When you sponsor a new consultant 

you will earn 10% on the 

commissionable sales (75% of retail)  

of those you sponsor during their 

RSO period. That is in addition to the 

percentage youwill make depending 

on your Clever rank!! 

The fiirst rank is Managing 

Consultant which adds 3% more to 

your team commission.  

That 13% Total! 

So, if your new consultant sells 

$1000,  

you earn $97.50  
($1000 x 75% = $750.00 x 13% = $97.50) 

There is no downside to recruiting.  

Share the good news of Clever 

Container with everyone you know! 

 

 

 

STUDY THIS COMPLETE CHAPTER TO LEARN MORE ABOUT TEAM BUILDING FOR SUCCESS!  
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THE RECRUITING ATTITUDE  

Although it is true that we can benefit tremendously when we start recruiting, you need to have 

the proper attitude.  Recruiting is something we do FOR someone, not TO someone.  When you 

begin to look at our business opportunity as the best product we have to offer and you are 

completely sold out to the idea, then it will come naturally and people will sense your sincerity. 

The “P” word is….. 

POSITIVE, NOT PUSHY 

Recruiting is not about talking someone into doing something they don’t want to do. Recruiting 

is finding a need and filling it.  You are simply helping others explore the possibility of becoming 

a consultant and giving them the confidence to try something they might really like to do!  When 

you make it about them, not about you, then you will find success.   

1. REVIEW YOUR LIST OF 100 

We keep coming back to the list of 100.  It is a valuable  

tool for your business. We’ll ask you to revisit it once  

more and examine each name from a new angle. Could  

that person use some extra money, do they dislike their  

current job, do they love to organize, maybe they want to  

be home with children, or maybe they just want a fun  

sideline.  Put a smiley face by that person’s name.   

Do this for the entire list of 100 and see if you can come  

up with 10-20 names.  

 

2. SET A GOAL OF 3 CONTACTS PER DAY 

Schedule a daily or weekly time when you will get on  

the phone and make contacts.  Actually put this on your  

calendar.  If you don’t you will find that you never quite  

get around to making those calls. 

 

3. MAKE A CONNECTION 

Back to our friend the phone. Put a smile on your face and 

pick it up.   

 

4. JUST ASK 

You don’t get what you don’t ask for.  You are simply  

planting the possibility into someone’s mind and getting 

their reaction. If the answer in the end is no, that’s ok.   

Your challenge is to ask.  You never know who might  

take you up on it.  

 

Team Building for Success! 

WORDS THAT WORK 

“Hi Sue, I just had to call and share 

with you about my new business with 

Clever Container.  (small talk)  Sue, 

I‘ve found that I love the flexibility 

Clever Container offers and I thought 

that you might really enjoy it too.  Have 

you ever thought about doing 

something like this?” 

Hi, Beth.  I’m calling because I am so 

excited about a new business venture 

I’ve started with Clever Container.  It is 

so much fun and I’m finding that the 

extra income has really helped our 

family.  I was wondering if you have 

ever thought about doing something 

like this.  I think you would be terrific 

and I’d love to have you join me on 

this journey.” 

“Missy, I know we’ve talked in the past 

about how much we want to be able to 

stay at home with the kids. 
 

(you can put anything here, maybe it is 

about income or flexibility or fun) 

  “Well, I’ve found a way to do that and 

I just had to share it with you.  I’m a 

new consultant for Clever Container.  

Can I get together with you and show 

you what it is all about?  I’d love to see 

if this is something that might work for 

you as well.” 
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Team Building for Success  (continued) 

RECRUITING AT YOUR SHOWS 
You have a captive audience.  Don’t assume anything, you don’t know what life’s circumstances 

are for your guests.  Your job is to present the opportunity, and let them take it from there. 

STEP ONE : INFORM  
Generate interest through recruiting “commercials”. It really is just a “commercial” for your 

business.  How do commercials work?  They are frequent, high impact, and brief.  Use these 

guidelines when creating your recruiting commercials; make them enthusiastic, fun, frequent 

and brief.  You don’t need to give details; you are trying to generate interest.  

THREE TYPES OF COMMERCIALS: 

1. Your Story:  Ask and answer a few questions: 

What were you looking for when you started? 

_______________________________________________ 

What things convinced you it was the right choice? 

_______________________________________________ 

How has your business made your life better? 

_______________________________________________ 

Once you answer these questions, then you can take  

the answers and write out your story.   

_______________________________________________ 

_______________________________________________ 

_______________________________________________ 

_______________________________________________ 

_______________________________________________ 

_______________________________________________ 

 

Memorize it.  It may seem like you are reciting it at first,  

but the more times you say it, the more natural your delivery  

will become.  

 

2. Produce Sprinkles:   

The most natural way is to talk about the starter kit when 

you pick up one of the items that came in your kit or maybe 

something you earned for  

free as a consultant.   

Choose higher priced items 

that would have a mass  

appeal to your guests.     

WORDS THAT WORK 

“As a stay-at-home mom of 

teenagers, I was desperately looking 

for a way to add to my family income 

without sacrificing my family time. I 

did not want a full time job, been 

there, done that!   Since starting my 

own business I’ve found that I can 

schedule my work around my family 

and still make a substantial income.  

It was the best decision I’ve ever 

made! ”   

If you are using this during your 

Opening, from there you might add 

something like… 

“So while we’re together tonight I 

want you to consider Clever 

Container.  Whether you want just a 

few extra dollars per month or a full 

time career, the beauty of Clever 

Container is that you make it what 

you want it to be.  So invite you to 

watch me closely tonight and I’ll 

show you how easy it is to do what I 

do.” 

Closet Items: 

“I completely organized my 

closet from the products I  

got in my starter kit.”  

Mini Clever Pockets:  

“This is another one of the 

seventeen products that  

I received when I ordered  

my kit as a consultant!”   

W
O

R
D

S
 T

H
A

T
 W

O
R

K
 

 

QUICKTIP 

Place a sticker on the product 

as a reminder to talk about our 

earning opportunity! 
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Team Building for Success  (continued) 

3. Mirror Commercial:   

Help your guests to recognize themselves  

in the commercial.  What are some reasons  

people are drawn to Clever Container?  

 Flexibility 

 Money 

 Friends 

 Fun  

 Products 

The key here is to hit as many scenarios as 

possible, allowing the most opportunity for 

others to see how Clever Container could 

be a good fit for them. 

As you weave these commercials throughout 

your demo, you will start to see how people  

react and watch for signs of interest from  

your guests. The whole purpose of your  

recruiting commercials is to generate interest; plant the possibility. Get your guests thinking. 
 

STEP TWO : WATCH AND LISTEN 
Once you have your commercials in place in your demo, it is important to watch and listen to 

your guests.  This will give you clues as to who might be interested.   

Before the Show 

 Arrive Early!   -  Be certain to arrive at your show early  

enough so that you have everything set when the guests  

start arriving.   
 

 Introduce Yourself!  -  Don’t in the kitchen while the guests  

are coming in, join the party and introduce yourself to them. 
 

 Mingle!   -  Mingle with the guests. Don’t talk about Clever 

Container, just listen to the conversations and get to 

know them.  Perhaps someone is complaining about their 

job, talking about money issues. You might notice the 

one who is obviously the life of the party or talking about  

how organized or disorganized they are.  
 

 Make a mental note!  -  You will want to make a mental note  

for when you are talking with them one on one during  

checkout. You can pick up on things that indicate a potential  

recruit.   

WORDS THAT WORK 

“Now, before we wrap things up for the evening, I 

want to again invite all of you to consider being part 

of the cc family. I always take a minute to talk about it 

because I don’t know what you’re circumstances are. 

Maybe you’re like me and want be in control of your 

schedule.  Maybe you just need some extra cash 

each month or would love to pay off the credit cards 

or take a family vacation. Maybe you’re retired and 

looking for a fun sideline.   

Whatever your situation, CC will be what you want it 

to be.  If you take a quick peek at the inside back 

cover of the catalog you’ll see how no-risk this is. Our 

kit investment is only $149.00, but has a retail value 

of $350!  So you’re not out anything to give it a try!  

If something about CC appeals to you, don’t be afraid 

to ask me about it.  I’m not pushy because I know it is 

not for everyone, but I will give you the information 

necessary to make an informed decision for yourself.”  

PREPARE RECRUITING 

PACKETS 

Have at least three ready 

 for your shows.   

They should include… 

 a catalog 
 

 the recruiting 

flyer (order as a 

business supply)   
 

 the kit chart   
 

 income chart 
 

 team recruiting 

flyer (found at our 

team website ) 
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Team Building for Success  (continued) 

During the Show:   

As you are doing your demo, watch for the signs that might indicate some interest in 

becoming a consultant.  These are called Green Flags because they give you the go ahead 

to talk to someone about our earning opportunity.  

 Visual Green Flags –  
 

o Sitting on the edge of chair. 

o Selling products for you, giving tips  

and ideas throughout the demo. 

o Someone who loves all the products. 

o Someone who has a big wish list,  

but a small purchase.  

o Someone who asks questions. 

o Someone who is crazy organized, 

o Someone who is completely unorganized. 

 

 Vocal Green Flags – 
 

o You are so good at this. 

o How much money do you make? 

o I wish I could get everything in the catalog. 

o How many shows a week do you do? 

o Is it easy to get people to host your shows? 

o How many consultants are there in this  

area? 

o What does your family think about you  

doing this? 

o You really look like you’re having fun. 

 

Be very observant of your guests and tuck away  

those observations.  Keep in mind that your  

potential recruit, may not even know she is  

interested until you ask her about it.   

 

After the Show  

After the show is when the recruiting action starts!  

As guests start to come up to place their order, you  

have one on one time with each of them.   

This leads right into the final step…. 

 

SOMETHING TO THINK ABOUT 

Your income with Clever Container 

will continue to grow with your team. 

Here are the Leadership Levels on 

your way to Directorship: 

Managing Consultant 

Personal Sales $300/month 

1 Active Leg 

3% Level One Bonus 

Senior Consultant 

Personal Sales $400/month 

2 Active Legs 

Team Sales $1200/month 

5% Level One Bonus 

2% Level Two Bonus 

Executive Consultant 
Personal Sales $500/month 

3 Active Legs 

Team Sales $2500/month 

5% Level One Bonus 

4% Level Two Bonus 

Director 
Personal Sales $700/month 

5 Active Legs 

Team Sales $4000/month 

5% Level One Bonus 

4% Level Two Bonus 

3% Level Three Bonus 

2.5%Team Volume Bonus 

$500 Cash Advancement 

Bonus 

See the complete compensation 

plan on the Resources tab of the 

consultant workstation  

for all the details! 
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Team Building for Success  (continued) 

STEP THREE : ASK! 

The goal during your one on one time is to gauge their interest level by bringing back up the  

green flags you noticed earlier.  Say them in the form of a compliment and ask your guest if  

she might be interested in learning more about our earning opportunity. Be sincere in what 

you are saying, people appreciate sincerity. 

 

 

 

 

 

 

 

 

BE PREPARED FOR THE ANSWER! 

You will get three possible answers to your question.  You need to be prepared for each 

response and know how to respond.  

YES ----  

Your goal should be to secure a telephone or  

face to face meeting for the next day. Pull out  

your calendar and write it in. If your potential  

recruit sees you doing this, she will be more likely  

to make sure she is available for the time. Then  

pull out a business card and write the information  

on the back for her. 

              No ---- 

If someone is not interested in the 

earning opportunity, that’s ok.  It is  

not for everyone and you will still have 

made them feel special by asking.   

Keep in mind that they may still be 

interested in hosting a show.  Also, 

never forget to ask for referrals. 

 

 “Gosh, Linda, you sure seem to be having fun during the demo and I appreciate you giving all 

those great ideas.  Have you ever thought about doing what I do?  You would be a natural.” 

“Sally, I couldn’t help but notice that you seemed really interested in what I was saying about our 

earning opportunity. Have you ever thought about doing what I do?” 

“Jan, you seemed to have fun during the show.  I know you said that you are completely 

unorganized, but I have to tell you I was in that same boat when I started with Clever Container.  

You know, if you joined us, you could earn money while you tackle the organizing issues in your 

own home.  Have you ever thought about doing what I do?” 

“Patty, you seemed to be the most organized person in the room tonight.  I think you would be a 

natural for this business.  Have you ever thought about doing what I do?” W
O

R
D

S
 T

H
A

T
 W

O
R

K
 

 

WORDS THAT WORK 

“Great!  Let me give you some 

information to take home with 

you to look over.  Why don’t we 

meet tomorrow for coffee and I 

can answer any questions you 

might have? Would 10:00 am 

work for you?” 

“Oh, I completely understand.  This line of 

work is not for everyone.  I did see that 

you had fun tonight, though.  Would you 

be interested in having your friends over 

for a fun night” 

“Thanks for being honest with me.  Would 

you be willing to take my business card?  

I’m always looking for great ladies to add 

to my team.  If you think of anyone who 

might benefit from Clever Container, I’d 

love for you to pass on my name .” 

 

W
O

R
D

S
 T

H
A

T
 W

O
R

K
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Team Building for Success  (continued) 

YES, BUT ----  

This is one of the most common things you will hear, but it does take many 

forms, so you need to recognize what someone is actually saying. 

“It does look like fun, but I could never get up in front of people.” 

“I could use the extra money, but I am so busy.” 

“I would love to, but I don’t know enough people to do shows for me.” 

Look for the silent “but” 

“I am just not a salesman.” 

“I would have no one to watch my kids” 

“I could never sell organizing products, I’m so disorganized myself.” 

“I could never do this as well as you do.” 

“I tried selling ____________ once, it just didn’t work out.” 

The goal in is to put the “BUT” to rest and get information into their hands. 

 

***Your Magic Wand*** 

Take their concern, wave your magic wand, and take it away. See if they would be 

interested if each and every obstacle were removed. 

 

  

 

 

 

 

 

 

 

 

  

 

 

 

 

 

Remember to listen and address their concerns.  They may be very valid concerns and 

you want your new recruits to be confident going forward.  Remember, the goal is not to 

get them to sign up. You are just encouraging them to look over information and talk to 

you further. 

“I could use the extra money, but I am so busy.” 

“Gosh, Sue, I certainly understand that, we all lead such busy lives.  If I could show you how 

easily CC could fit along side your current commitments, would you be interested in learning 

more?” 

“I could never get up in front of people.” 

“Jan, I have to tell you when I first started in this business, I was completely terrified of actually 

doing the demo, but I’ve found that CC has helped me to conquer that fear and now it is just fun.  

If that was not a fear for you, do you think you would enjoy having your own business?” 

“I would love to, but I don’t know enough people to do shows for me.” 

“Jan, that is honestly everyone’s main concern when they come into a business like this. If I 

could help you to identify your first six hosts, would you be interested in doing what I do?” 

“I’m just not a salesman”  

“Kathy, I sure get that…. You know I used to feel that exact same way, but I have found that 

since I love the products I’m offering, it doesn’t even feel like selling. It feels like I’m sharing my 

favorite things for the benefit of others, just like Oprah!  If I could teach you that end of it, do you 

think this is something you might really enjoy?” 
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Team Building for Success  (continued) 

Once you have waved the magic wand…. 

 

If their “Yes-but” turns into a “Yes” then give  

them a recruiting packet to take home and  

schedule a time to talk further.  

 

 

If their “Yes-but” turns into a “No-but” or a  

tentative no, ask for a party. They may still  

have some interest, but perhaps the timing is  

not right. They may not be able to commit yet,  

but at some point in the future. When you ask 

for a party, you will be able to keep in contact  

with the guest and she may just change her  

mind in the process of planning for her party. 

 

 

If your prospect says no, accept it.  Do not  

cross the line into being pushy.  Just let them  

know that you believe in their ability to do it and  

ask if you might follow up with them in four to six  

months. This is a compliment and at the very 

least will let them know you think highly of them. 

 

RECRUITING YOUR HOSTS 
 Our hosts are our number one source for recruiting.  They already have an interest in 

our products; that is why they are doing a show! Always include recruiting information in the 

host packet. 

 HOST COACHING CALL #1 

During the very first host coaching call, after  

you have gone through all the other information,  

direct them to the recruiting info in the packet.   

It opens up the conversation for the possibility.   

 HOST COACHING CALL #2 

 Revisit what was said during the first call by  

saying something like: 

 

“I’ll tell you what, why don’t I just give 

you some information to take home 

and look over, write down any 

questions you may have, and I’ll follow 

up with you tomorrow. Would you be 

available at 10:00 am?“ 

 
“That is not a problem at all.  Would 

you consider partnering with me on a 

party?  At the very least, you will get 

lots of great products, and you can 

see….. 

….. what the response is from your 

family and friends.” 

….. what all is involved in actually 

doing a demo.” 

….. how little time is actually involved 

in preparing for a show.” 

 

“Patty, I know you love these products 

and I believe you would be a terrific 

consultant.  Is it alright with you if I 

follow up with you in a few months?  I 

know sometimes our life 

circumstances change and I’d just like 

to keep in touch with you and revisit 

the idea every now and then.” 

 

WORDS THAT WORK 

 

“Sally, only one more thing.  I’ve put 

some information in your packet about 

our earning opportunity.  Have you ever 

thought about doing what I do?” 

 

“Sally, I know we talked about the 

earning opportunity briefly during our 

first call.  Have you had the chance to 

look over the information I included in 

your host packet?” 

WORDS THAT WORK 
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Team Building for Success  (continued) 

 HOST COACHING CALL #3 
 

If they are still open to the idea then revisit it  

again. If you can, get her to commit before  

the show. Bookings will be better when you  

announce to the guests that it is for the host to  

start her business.  They might not do a show  

for you, but they would be glad to help their  

friend get started with her business. 

 

Now is when you lean on the things you have been learning throughout our chapter.  You will 

hear yes, no, yes-but.  Respond accordingly.   

YES ----  If her response is positive, try to get a recruiting interview set up 

sometime before the show or even arrive at the show an hour early and do it 

then.  If you can get her to a yes before the show, then you can announce her 

business to the guests and help her to secure her first bookings. 

NO ----  If her answer is a solid no, then just continue on host coaching to a great 

show.  

YES-BUT ----  Respond as you would with any yes-but.  However, because you 

know you will have further contact with this host, there is no need to rush the 

process.  Just keep revisiting it.   

Recruiting your Hosts after the Show 

Once you have the show over and have total all the orders. A good way to make it enticing to 

the host is to let her know how much you made from the show and to offer her any bookings  

                                                                                                    that came from the show to start  

                                                                                                    her business.   

      And always keep in mind that 

                                                                                                    even if she says no in the end 

to the earning opportunity, you 

have expressed to her that you 

have confidence in her ability                                                                                            

and that is a huge compliment. 

She may just remain a customer 

and future, repeat host, but we                                                                                                    

all need loyal customers and                                                                                                    

hosts too! 

                                                                                                 

If they are still open to the idea then 

revisit it again saying 

“Sally, I know you’ve been tossing 

around the idea of becoming a 

consultant.  I just want to remind you 

that if you decide you’d like to give it 

a try, any bookings that we get from 

your show will be available to you to 

get your business up and running!” 

WORDS THAT WORK 

 

“Sally, we had a terrific party tonight and you have been in 

incredible host.  Just so you know, with $500 in sales, I’ll be 

making $125 for this show.  We also got three bookings.  You 

have a couple of options here.  You can say no to the 

opportunity and walk away, attend the three shows of your 

friends where you’ll be spending money on additional products, 

OR you can order your kit, be the consultant at these three 

shows and make $300 to $400 for yourself.”  

“Sally, we had a terrific party tonight and you’ve been a 

fantastic host.  We had $400 in sales and two bookings .  I 

know I’ve mentioned this before, but I would love to have you 

join my team.  You could use your $80 in Earned Hostess 

Dollars and apply it to a kit.  With these two bookings and $70, 

you could get your own kit.  What have you got to lose?” 
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Team Building for Success  (continued)  

THE RECRUITING INTERVIEW 

BUILD REPPORT  

 Start your relationship with her.  Have some general  

small talk about family, other jobs, hobbies, church, etc.  

 Talk about jobs she had in the past, what she has liked  

or disliked about previous jobs.  This lets them know  

you care about her needs.  

 Let them know you are not going to talk them into  

anything.  Take the pressure off. 

WHAT YOU WILL TALK ABOUT 

There are several topics that will be of interest to your potential recruit.  You can list 

them out on a sheet of paper for her to look at.  Plus, this will be a reference sheet to 

keep you on track.  

 What are the advantages of a Clever Container 

Business? 

 How much money can I make? 

 Where will I find business to get off to a great start?  

 What kind of support and training will I receive? 

 What is the kit and how much does it cost? 

 How soon can I get started? 

THE DISCUSSION 

 What are the advantages of a CC business?  

Discuss the benefits – make a list for her to look at. 

 Flexible work schedule   Home based 

 Tax benefits     Great money 

 Work around family time   Fun & Friends 

 Incentives     Be your own boss 

 Adult interaction    Great products discounted or free 

 Unlimited advancement and unlimited income potential through team building 

You know going forward, what things are motivating her to take a look at Clever 

Container.  Highlight them on the paper and keep that in front of you. 

“Sue, I’m not here to talk 

you into joining Clever 

Container.  I’m here to give 

you the information you 

need to make an informed 

decision about whether or 

not this would be a good 

thing for you.” 

WORDS THAT WORK 

 

“These are the things we 

are going to look at and if 

you have any questions 

at the end or throughout, 

you can interrupt me at 

any time.” 

 

WORDS THAT WORK

ORK 

 

“Which of these 

benefits are most 

important to you?” 

WORDS THAT WORK 

 



38 
 

May 2016 – J. Stahl, E. Thornton 

Team Building for Success  (continued)  

 How much money can I make? 

 

Keep it brief and simple.   

 

Potential consultants just want  

reassurance that the money is  

worth their time. A simple  

explanation is best.   

 

There is no need to go into a  

complete explanation of our  

compensation program, other  

than to tell them that with team  

building comes ever greater  

financial rewards. 

 
 

 Where will I find business to get off to a great start? 

This is the number one fear for most potential new consultants.  So, show them how 

they get started, help them identify their first six hosts and beyond. 

 Ask who their “go to’s” are. 
 

 Lead List Memory Jogger. 
  

Have one there and give  

them two minutes to start  

writing down names, then  

go back and look at each.  

Have them choose a few  

more that are potential hosts.   
 

 Explain how their business  

will quickly expand beyond  

their family and friends. 
 

 

 

 

 What kind of support and training will I receive? 

Let her know she is in business for herself, not by herself. It is important to give 

your potential recruit the confidence she needs going forward.  Explain what we 

offer in the way of training and support. 

“Would you be interested in learning how much money 

you can make?” 

“The average party is around $400; at 25% commission, 

you will earn $100 for that party.  So to get an idea, you 

can simply multiply the number of shows you want to do 

times $100. Keeping in mind, though that this is just the 

beginning.  As you increase the number of shows you do, 

naturally your show average will increase and you will 

make more than $100 per show.” 

“Also, if you are interested in making a full-time income, 

you can start to build your own team.  At that point, your 

income potential is truly unlimited.  Plus, because CC is 

such a new company, you have a wide open market and 

your team building potential is really astounding.” 

WORDS THAT WORK

ORK 

 

“Before we get started, let me just ask you…. If you 

started doing this today, who would be the first two 

hosts.  Do you have anyone in your circle of family and 

friends who would do a show for you?” 

“Let’s take a look at your first show.  Perhaps it is your 

mom and she has 10-12 people there. Chances are 

you know everyone in the room.  But if just one of her 

friends books a show, now when you go to that show, 

you might just know half of the folks there.  If one of 

those people books a show, then you may not know 

anyone at the next show. So you can see how quickly 

and easily your business webs outward.”  

 “So Beth, can you see where your business will get 

started and how quickly it can expand?” 

WORDS THAT WORK

ORK 
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Team Building for Success  (continued)  

FROM YOUR HOME OFFICE: 

 New Consultant Training Guide 

 Resources tab on the consultant workstation 

 A Weekly Planner every Friday to keep you up to date on pertinent information 

for your business. 

 The Clever Communicator once a month with recognition, promotions and lots of 

fun stuff! 

 Live Tele-training Conference Calls every Monday evening packed full of helpful 

information. 

 Ning – Consultant Social Network 

FROM YOUR TEAM: 

 One on one training with your Up-line Leader or Sponsor. 

 Monthly Team Meetings 

 Monthly Team Newsletters 

 Access to our Team Website 

 Recorded trainings on all the basics of your business and beyond. 

 Weekly, Bi-monthly, or Monthly coaching calls with your up-line leader, sponsor 

or director to help you stay on track. 

 

 

 What is in the kit and how much does it cost? 

Use the kit chart flyer from out 

Team website.  This helps her to  

understand the value.   

Ask her which are her favorite  

products in the kit.  

Build excitement and let her know  

she has nothing to lose and  

everything to gain by giving it a try. 
 

 

 

 How soon can I get started?  

JUST ASK!!  And don’t be afraid of the no.   

Remember, your intention was to discover  

if Clever Container was right for her.  If it is  

not, then we have still built a relationship  

with a customer. 

 

“Can you believe you get all this for just $149.00?”  

“Think about this, Sally, If you decide to order a kit, 

the worst case scenario is that you do a couple of 

shows and find out it is not for you.  You’re still not 

out anything because you’ll have gotten all these 

great products for an incredible price.  The best 

case scenario is you build a successful home 

based business.  The nice thing to know going into 

it is that it is a win-win either way.  So what have 

you got to lose?” 
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“We have gone over lots of information here, 

and I’m just wondering where you are with 

this.  You know, if you order the kit right now, 

you’ll have it in a few days and can get 

started right away. So what do you think?” 

WORDS THAT WORK

ORK 
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Interview Guide (2 pages – to be used at each interview) 

Name: __________________________ Email: _______________________ Time Zone: _____  

Address: ____________________________________________________________________  

Phone: (home) ____________________________ (cell) _______________________________  

Marital Status: (M) (S)     Children? (Y) (N) If yes, gender & ages: ________________________ 

Current work status: (circle all that apply)                                                                                 

Domestic goddess:      In-home business (f-time/p-time):   Work outside the home (f-time/p-time)   

What interested you the most about Clever Container? 

____________________________________________________________________________ 

What skills do you feel you have that will help you to be successful with your own business? 

____________________________________________________________________________ 

Do you have any initial goals that have motivated you to seek out a new opportunity? 

 ____________________________________________________________________________ 

How much money would you like to earn a week? $_______________ 

How many hours/week would you be able to commit to your business & your goals? ________ 

Which days or evenings would you like to work? _____________________________________ 

How many parties per week would you like to do? ____________ 

Frequently Asked Questions About This Clever Opportunity 

What are some of the advantages of a CC business? Discuss Benefits:                        

 

 

 

 

 

 

How much money can I make? 

Refer to above information; how much income does she want to make?  Show her how. Add in 

team building income if necessary to meet her income goals. 

  __________      x    __________    =    ____________   x    25%    =     ____________ 
 Ave Party Sales                Parties/Month                 Monthly Sales         Income  

Date: _______________  

Home-based Great $$$ Tax benefits Fun & Friends Helping others 

Work around  
family time 

Professional 
Development 

Ground-floor 
opportunity 

Flexible 
Schedule 

Be your own 
boss 

Meet new friends Incentives Free vacations Great Training  

Personal growth Adult interaction Great products discounted or free 
 

An opportunity to be creative & share 
ideas with other consultants on how to 
improve business and organizing skills     
 

Opportunity to help grow the  
only company in the DSA,  
solely dedicated to organizing 

 

 

Which of these 

benefits are 

most important 

to you? 
Circle Answers  
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Where will I find business to get off to a great start? 

For now, let’s say you decided to start your own CC  

business. Who among your family and friends would  

most likely host a party for you? (list as many as you can)  

__________________________________ 

__________________________________ 

__________________________________ 
At your first show, whether hosted by you or someone in your inner circle, you  

are likely to know most of the people in attendance.  When just one of those  

guests books as party, you may only know  half of her guests in attendance.   

When guests from that party book parties, you may not know any of the guests.   

 

What Kind of Support and Training Will I Receive? 

When you have a business with Clever Container, you are in business for yourself not by 

yourself.  Below are some examples of the support and training you will receive. 

 

 

 

 

 

 

 

What comes in the new consultant kit & how much does it cost? 

Refer her to either the Kit flyer or the catalog for products included in kit.   

Can you believe you get al l of this for $149?   Which are your favorite products in the kit?  

____________________________________________________________________________

Reassure her : So basically, if you decide to order a kit, the worst case scenario is that you do a 

couple of parties and find out that it is not for you. You’re still not out anything because you will 

have gotten all these great products for an incredible price.  The best case scenario is you build 

a successful home based business and achieve all of your goals!  It was a comfort to me to 

know that either way I was entering into a win-win situation.  So what do you think? 

How Soon Can I Get Started? 

If you order your kit now, you will have it within  

the week and you can get started right away!   

How soon would you like to start earning money?  

_____________________________________ 

 

How many of your remaining friends and family, 

would commit to bringing 2 people with them 

(preferably people you don’t know), to the starter 

party that you host? SOME    MOST 

Plan to ask each of them that question  

when you invite them to your starter party. 

 
Can you see where 

your business will get 

started and how 

quickly it can expand? 

FROM YOUR HOME OFFICE: 

 Resources tab on the consultant 
workstation 

 A Weekly Planner every Friday to keep 
you up to date on pertinent 

information. 
 The Clever Communicator once a 

month with recognition, promotions 
and lots of fun stuff! 

 Live Tele-training Conference Calls 

every Monday evening. 
 Ning – Consultant Social Network. 

 

FROM YOUR TEAM: 

 Weekly, Bi-monthly, or Monthly 
coaching calls with your up-line  
leader, sponsor or director help you 
stay on track. 

 Monthly Team Meetings 
 Monthly Team Newsletters 
 Access to our Team Website & 

Facebook Page 

 Recorded trainings on all the basics of 

your business and beyond. 
 

 

SHE SAID NO OR MAYBE…  

Refer back to your NCM and the Team 

Building section to address her 

concerns. 

SHE said YES!!  --- 

Go to the Supporting New Consultants 

Guide and start her welcome call. 

Interview Guide    (continued) 
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ENTERING YOUR FIRST PARTY~ 

Step One: Set up your party: 
 

From your Dashboard select the tab across the top marked “Party”.  

 Click “New Event”.  

 Click “New Hostess” and then select “Continue”.  

Begin by entering your Hostess’ billing address. Boxes with red asterisks are mandatory. Enter 
the shipping address or click on the arrow next to Ship Address for automatic replication of the 
billing address.  

 Enter “Home Telephone”.  

 Press “Save New”.  

You are now able to create the event for this Hostess.  

 Distribution Type – this will detail how the party orders will be shipped.  

o Ship Hostess – ships product to Hostess of Party  

o Direct Ship Rep – ships product to Consultant  

o Description -this will be the “title” of the event, for example “Jennifer’s Party”. 
This is how guests will be able to place outside orders online and have the sales 
added to the hostesses party. 

 Press “Save New”.  

 

Step Two: Enter orders to be shipped to the host: 
 From the party screen select “New Order” 

 Enter all the guests who attended or submitted and order including the hostess. These 
records become part of your customer list. 

 From this screen use the pull down menu to “Create Order from a New Guest”.  

 Select “Start Order”.  

 Enter all of the customer’s billing and shipping information. If the shipping information is 
the same as the billing information, press the small arrow next to shipping name for 
automatic replication.  

 Enter your customer’s order and payment information. 

o Note – if your customer pays by cash or check, you will need to pay for that order 
with a  credit card. You may enter all the orders first and make one final payment 
when you close the party. 

 ****IF your customer earned a monthly special. Enter that BEFORE you make a 
payment. In the Products box under the quick add section are 3 blue links on the right 
hand side.  

o Click on the bottom blue link “Click Here to Review Available Promotions” 

o Enter your customers promotion 

o complete the transaction. 

 Press “Save New”.  

 



43 
 

May 2016 – J. Stahl, E. Thornton 

Step Three: Enter orders to be DIRECT shipped: 

 Enter the customer as a party guest. 

 EXIT the party tab and go to your customer tab. 

 Select the customer. 

 Enter your customer’s order and click check out. 

 Select your hostess’ party from the “add order to party” drop down box 

 Enter all of the customer’s billing and shipping information. If the shipping information is 
the same as the billing information, press the small arrow next to shipping name for 
automatic replication.  

 Enter your customer’s payment information. 

o Note – if your customer pays by cash or check, you will need to pay for that order 
with a credit card. Since this is a direct ship – you will need to charge your credit 
card for each order placed. 

 Press “Process Order”.  

 

Step Four: Your Hostess credits:  

 Open your hostess’ party from the party tab. 

 Select “new host order” and then “start order” 

 In the Products box under the quick add section are 3 blue links on the right hand side.  

o Click on the bottom blue link “Click Here and Edit Host Rewards” 

o Available host rewards will be listed.  

 Choose the ½ price rewards  

 reopen the blue link and select the free hostess dollars 

 Check order and enter payment 

 Press “save order” 

Step Five: Close the party:  

When you are finished entering Hostess Rewards click on the “Close Party” tab at the top of the 
page. This begins the party closing process. (Changes can be made on party until payment is 
made.)  

 Select “Validate Rewards”  

o This screen will show a breakdown of all of the orders in the show along with any 
payments that are due.  

 To edit orders click on the Order # to return to that order and make changes.  

 DON’T FORGET TO ADD #0002 TEAL BAGS TO YOUR PARTY ! PLEASE ORDER 1 
PER CUSTOMER!  

 If there are no changes, select a Payment Type and select “Make Payment and Close 
Party”. It could take several minutes for the order to process. The best procedure is to 
leave the computer untouched until the order has processed.  

 When processing is complete a printable page will appear with your order #.  

Congratulations…you’ve entered your first party ! 


