
 

AUGUST SALES TIP 
 

 

Sell More Helix: Top Helix Seller Reveals His Secrets! 

 

This month, we reached out to one of our top Helix sellers to ask HOW he is successful 

with consistently selling Helix each month. He gave us his TOP 10 nuggets of advice, plus 

a bonus tip! 

 

We couldn't just keep these gems to ourselves, so here you go! 
 

Are you implementing these best practices? Read below! 

 

TEN Secrets to Consistent Helix Selling Success: 

 

ONE 

 

The BIG objection you will most likely hear during the summer months is no one is 

coming into the store. I use this time to call old customers I have sold to and built 

relationships with.  I tell them about this awesome new piece of equipment, the Helix 

Lateral Trainer, we now have in our store.  I have sold several machines this way. 

  

TWO 



The OVERALL biggest objection we hear is:  No one is coming into the store 

asking for Helix. The majority of customers will not ask for the Helix.  I am always 

sure to put customers who come into my store looking for a treadmill or an elliptical 

on the Helix and have them try it out.  Be excited about the product.  I always 

demonstrate the uses of the machine and then have the customer try it out for 

themselves. Less than 4% of my customers have ever requested a treadmill or 

elliptical by brand name. Less than 2% on multi-stations and functional trainers. If 

my only sales were to customers who requested a specific brand, I’d have gone 

broke years ago. For about 96% of customers, it’s up to us as fitness sales 

professionals to educate the customer and learn as much as we can about 

them in order to get them on the best possible product that will help them 

meet and exceed their goals. Part of that education process is exposing 

customers to Helix. It’s the newest cardio category, it’s fun to demo, and it delivers 

great results. 90+% of the folks I’ve put on Helix are blown away by it! 

  

THREE 

The "fear" of the unknown, the customer who will try the product but fears 

spending money on something they are not familiar with. The customer may 

have not heard about Helix; it all comes down to putting them on the unit and 

explaining to them how it can improve their overall level of fitness, strength and 

health.  Have them do a variety of exercises and feel the “Helix burn”! 

FOUR 

Dealing with the complacent customer, the customer who fears even trying 

something new and doesn't think it will benefit them by switching up their 

workout. Everything revolves around getting the customer on the Helix.  Show and 

tell them how they can incorporate the Helix with their everyday 

workout.  Demonstrate the different ways to use the machine. 

  

FIVE 

How do I know this machine will do what you say it will do for me?  How do I 

know the machine will deliver the workout you say it will?  Earning the Trust 

of the customer... You always have to gain trust from the customer, especially 



 

when showing a new products they have not seen before.  Build a relationship 

with the customer; don't just be the salesperson trying to push a product.  Show 

them you really do care and are trying to point them to the perfect product 

which best fits their needs. 

SIX 

Purchase timing:  The customer who says ‘I want to spend time outdoors 

now rather than inside working out.’ Helix is such an efficient way to train you 

don’t have to be stuck on it forever like a treadmill or elliptical.  AND, it will improve 

your performance in whatever outdoor activities you participate in. 

  

SEVEN 

The machine is an expensive purchase. There are Helix Lateral Trainers in a 

price range for every budget!  But, Helix is sold in a specialty store setting so be 

sure to show the value that comes with the higher price tag!  Make them believe! 

  

EIGHT 

This workout is just "too hard"! The Helix Lateral Trainer is an intense workout 

even for fitness professionals.  I explain to my customers they will see and feel 

results in less time with this machine.  I encourage them to start at a low level of 

resistance and not to expect to use the machine for a full 20 minutes.  They 

will need to condition their bodies to work at a higher resistance and for longer 

amounts of time.  I also explain to customers they will “feel” the workout in muscle 

groups they don’t ordinarily use.   

  

NINE 

It looks like it would be hard on my hips and knees. The Helix Lateral Trainer is 

a very good cardio machine for the knees and hips.  I always explain to the 

customer and have them feel for themselves how this is the only machine out there 

that works the hips and knees in the lateral plane!  I also explain to my customers 

this machine is used in a rehab settings with patients who have undergone knee 



 

surgery.  Working out and strengthening the knees helps to prevent injury or re-

injury. 

  

TEN 

I have back pain so I shouldn't use this machine. Back pain could be due to 

weak core.  Make the customer aware the Helix Lateral Trainer is going to give 

them 43% more core activation than any treadmill or elliptical.  Focus on the 

importance of core strength with the customer. And explain and show them how it 

mobilizes the lower back. You can also tell them that Helix is used in PT for back 

rehab and strengthening. 

 

 

BONUS TIP 

The motion just feels weird... The motion of the Helix Lateral Trainer may feel 

weird at first but, as with other workout equipment, the customer will get used to 

and love the motion.  Show the customer the importance of lateral training and how 

much more effective the workout is for the legs and core compared to a traditional 

cardio piece. 

 

If you have any sales stories or best practices to share, please tell us! 

 

 

Happy Selling! 
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