
 

 

Real World Sales Tips 
This month's real world sales tip consists of a medley of recent sales tips! We 

loved them all so much, we couldn't choose just one to share. 

 

Our Featured Sales Story:  
 

First, we have an example of a salesperson using their Helix “radar”, even though 

he’s relatively new to the sales side of the business. He’s been in the industry for 

years as a gifted and personable delivery, assembly, and service guy, so the move 

to sales was a natural. And, it didn’t hurt he was mentored by a person who has 

been either the #1 or #2 Helix producer in North America for three straight years. 

Our featured subject is Brandon K, and he works for a top-tier specialty fitness 

dealer in the Mountain West region. 

 

In a recent month, during the supposed “off-season” for fitness sales, Brandon 

submitted 2 Helix spiff claims. 

 

The first customer was a repeat customer who already owned a treadmill and 

recumbent, and they were looking for something “no-impact” but with more 

intensity than a recumbent. (SIDE NOTE: Those of you who have received my 

training in-person OR who have read our sales training PPT KNOW that we always 

stress one of the best customer-types for Helix are repeat customers looking for 

variety and cross training!) Back to Brandon. Since he knew the customer was 

looking for no-impact, he showed them an elliptical and a Helix. Both the husband 



 

AND the wife loved Helix, so Brandon finished explaining the benefits and moved 

on to the “how soon would you like it delivered” phase of the transaction. Way to 

close them, Brandon! 

 

Brandon’s second customer is an even better example of Helix radar. And another 

repeat customer. The customer’s first machine was a ROWER. Right away 

Brandon knew this person was not married to the “have to have a tread, or 

elliptical, or bike” mantra, and he also knew the customer was not afraid of a higher 

intensity workout. When the customer said he was interested in adding variety 

Brandon remembered the part from his sales training where we explain that Helix 

is scientifically proven to train you in a way that no other cardio machine can. What 

says “variety” more than showing them a way to train that they can not get 

ANYWHERE ELSE?? 

 

Way to go, Brandon! You sold Helix to two sets of customers who are now 

enjoying a truly unique way to train! 

 

 

Bonus Sales Tips! 

 

Here are more examples of awesome Helix success stories that come from real people 

just like you! We love to share these. If you have stories to share, please send them 

to Scott, Laura, or Jen! 

 

A Happy Hiker 

[The customer] is really happy that she has added 

lateral training to her regimen. She is an avid participant in hiking 

activities, and part of our initial discussion leading up to her purchase 

was how incorporating lateral training into her conditioning program would 

greatly improve her performance.  She has confirmed this to be the case, 

and is pretty thrilled that she now has a unit at her fingertips for all 

of their [vacation homes]! 

 

- Josh T. 

 



 

Nothing Works As Effectively As Getting Them On the Machine 

Positioning the Helix in a place in the store where the customer can't miss it has 

been key.  Many people are still unaware of the concept of lateral training so we 

have yet to reach a point where a majority of customers come in looking specifically 

for it.  Since it is positioned as the 1st piece that you see when you walk in the door, 

it draws a lot of attention.  I make it a point to ask every customer, "are you aware of 

the benefits of lateral training?"  99% of them say no so I then use that as an 

opportunity to go into my pitch.  The pitch that I use is comprised of 2 themes: 

 

1) That it engages every muscle group in the lower body and how this has a direct 

effect on burning calories in a faster period of time.  I like to use the analogy of how a 

larger engine in a car burns gas quicker.  With engaging the entire backside along 

with every muscle group in the legs, you are using the largest muscles in the body 

thus calorie burn happens quicker than it would on an elliptical for example. 

 

2) If the faster calorie burn concept doesn't intrigue them, I explain to them how the 

design of the lateral trainer engages the core more than any other piece of cardio 

equipment.  While maintaining an upright and stable position in your upper body, the 

lateral movement in the lower body engages your abs and obliques better than any 

movement on an elliptical ever could. 

  

However, even after telling the customer all of this, nothing works as 

effectively as getting them on the machine.  Within a matter of minutes every 

single person that tries the Helix (regardless of their fitness level) admits that it kicks 

their butt!  They also compliment the compact design.  Since most of these are going 

into a residential setting, space is always a concern.  

 

- Bob C. 

 

 

Listen to Their Needs 

When a client comes in I listen to what their needs are and if their workout program 

has gone stale or they are bored and looking to be challenged, I ask them to try 

Helix. All 3 of my recent sales were clients that did not know what they were looking 

for.  Once they tried Helix they loved it and the product sold itself! 

 

- Scott J. 

 



 

Advertise, Advertise, Advertise! 

I sold a Helix because my customers saw the big Helix banner when they walked into 

the store. They thought it looked cool and asked if they could try it out. After 10 

minutes on it, one of them liked it so much they decided they wanted to buy it! I have 

not worked in the fitness industry before. 

 

- Greg R. 

 

 

 

 

Use the Helix(es) on your floor regularly!  

 

It will really open your eyes about what the product can do for your customers. Look at it 

another way … using a Helix for just 10 or 15 minutes a week can help you put a couple 

thousand extra dollars in your wallet over the next 12 months! 

 

 

 

Happy Selling! 

 

Scott Logan 

Vice President, Sales and Marketing 

Helix Company 

www.helixco.com 

cell: 425-501-9966 

office: 888-435-4926 ext 3 

email: scott@helixco.com 
  

 


