
The #1 Dealer Objection 
and How to Address it

We generally try to bring you a “real world” sales tip each month, straight 

from the showroom of a Helix Dealer. The topic of this particular tip is 

important enough that I wanted to address it personally.

Can you guess the #1 objection we hear from 

dealers?

The biggest objection we hear from low volume Helix dealers is :

“No one is coming in asking for Helix”. 



There are many ways to address that so I’d like to point out that we do

generate leads for dealers, but as a specialty fitness dealer you should never 

expect to have your sales efforts be solely based on leads from your suppliers.

Ways we generate leads for dealers:

• Facebook and other social media platforms

• Advertising in CBI/IHRSA and National Fitness Trade Journal

• TV spots due to our relationship with Harley Pasternak (most recently a 

Helix appeared on Revenge Body with Khloe Kardashian).

• Trade shows

• Website generated leads generated by our constant social media 

initiatives

• Some dealers in California and Texas are now seeing leads from people 

who saw Helix in their 24 Hour Fitness club

How to Address the #1 Helix Objection

The most obvious answer to the “no one is coming in asking for Helix” objection 

is to remind you that no one, and I mean NO ONE, was coming into stores 

asking for ellipticals in 1994. I was in the industry back then and I can assure 

you that no one was asking for ellipticals.

But you know what happened?

Dealers got excited to show a new category, because the “story” was 

compelling. For those of you who weren’t in the industry back then, the initial 



“story” on ellipticals, as delivered from the suppliers to the dealers was this:

“Folks, we’re going to see 70 million baby boomers enter the 50+ age group 

over the next 20 years. Which means 70 million people, the wealthiest 

demographic this country had ever seen, all reaching an age where they’re 

going to have sore joints and arthritis, and now we have a new no-impact 

training modality that is easier on joints than a treadmill and more effective than 

exercise bikes”. 

That was it. 

The folks who supplied the ramped ellipticals had more to their story, but for the 

dealers who weren’t selling the “original” elliptical, the simple story laid out 

above was it.

But it worked. You know why? 

Because the dealers bought into it. They got on board with educating the 

customer about a new training modality because they wanted to tap into that 

baby-boomer demographic and because they got excited about the “story” of 

ellipticals. And, for those of us who were selling some of those other brands, 

let’s face it – some of them were AWFUL, but we still sold them because of the 

“story”.
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Education: The Role of the Specialty Dealer

One of the key roles of a “SPECIALTY” dealer is education. It’s supposed to be 

one of the things that separates us from big box and sporting goods, right?

As a specialty dealer, it's your role to educate people about the 
biggest breakthrough in cardio training since the elliptical.

Helix is a training modality that:

• is no impact, just like ellipticals

• is scientifically proven to create up to 44% MORE muscle activation in 2/3 

of your body (including the largest muscle group of the lower body – your 

glutes)

• burns more calories than the elliptical

• improves your balance

• works your core

• increases lateral stability so as you age you’ll be more fall resistant

Access the Helix Sales Training Guide



• improves explosive power

• mobilizes and strengthens your low back

• is scientifically proven to train you in a way that no other machine can 

(because Helix is the only cardio product on your floor that moves you 

beyond just sagittal-plane only training and into a multi-planar movement 

– sagittal AND frontal/coronal). 

Despite this, many dealers still do not feature Helix prominently, 
or sometimes not at all, on their websites. 

For most dealers, their biggest marketing tool is their website. So why would 

you not use your biggest marketing tool as a way to expose your customers to 

a breakthrough new training modality that creates up to 44% greater muscle 

activation than traditional cardio products?

With spring here and summer around the corner, don’t you think there are a lot 

of customers who would be interested in a new product that is scientifically 

proven to work better than anything else on your floor, and that will help them 

shape up faster than any other product?

If you need Helix collateral, you can always access this in the Dealer Support 

section of our website. If you haven't visited this before, it's a thorough resource 

containing product images, videos, lifestyle images, and Helix-specific 

spring/summer messaging conveniently packaged for your web marketing 

needs. 

On a related note, it’s important to remember that many, if not MOST, 

customers come to a specialty fitness store precisely because they want to see 

the latest, newest gear. They can easily go to Costco or Dick’s to buy fitness 

equipment.

But they came to your store, so why not show 
them the newest breakthrough?

Access the Helix Sales Training Guide



What is your Helix "Story"?

Stories are so important when selling, especially when paired with 

education. It's your role as a specialty dealer to educate customers on 

what they don't even know they want. If you haven't already, take a look at 

and share the updated Helix Sales Training Guide. It's full of helpful tips 

and info, and outlines the customer types who are a perfect match for 

Helix!

We will send a follow up to this sales tip next week. It will include helpful 

tools and examples to help support your Helix selling success.
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