
 

Real World Sales Tip 
 

 

This month’s BONUS ALL STAR  SALES TIP comes from Joe 

Ponzof HEST Fitness Products in San Antonio, TX.  For the past 2 

years, Joe has consistently been in the Top 3 of Helix sales nationally 

and, through June 30th, he was tied with Brandon Wood at 22 units sold 

YTD.  If his tip doesn’t get you fired up, you may not have a pulse! 

  

HERE'S HOW JOE SELLS HELIX... 

 

There are 4 things I need to do to successfully sell Helix... 
For the most part, no one comes in to the store "looking" for a Helix Lateral 

Trainer.  Customers come in looking for a treadmill, elliptical, or recumbent bike...  At least 

they think they are!  The one thing every customer has in common is they are looking for 

answers and/or solutions.  They want to look better, feel better, be more efficient.  Keeping 

that in mind, there are 4 things I need to do to successfully sell Helix.  

  

First, I need to establish, "What are the needs of the 
customer?"  Asking questions is the key! 

I always ask, "What are your goals?  Losing weight?  Building muscle?  Running for Miss 

America?"  (This always gets a chuckle and getting your customer to laugh is always a 

plus.)  This is where a lot of sales people stop.  I do not.  The most important person to a 

customer is him or herself.  What, then, do you think their favorite thing to talk about 



is!?  Themselves!  Asking questions is key; a salesperson cannot ask too many 

questions.  My favorite questions are: Why do you want to lose weight?  Why do you 

want to increase cardio?  This helps to give me the REAL buying reason.  There is an art 

to asking questions...  Never ask an open ended question and never ask a question you 

could receive a "No." answer to.  This will increase what is known as the "yes 

momentum".  I find that nodding along with the customer helps with this, too.   

  

Second, I need to establish myself as someone qualified to provide 
the solutions they need.  Turn the sales process into an 

informative consultation. 
I do this by telling them my certifications and experience, talking about the body and how it 

works, explaining how increasing lean muscle will help increase metabolism.  I turn the 

"sales" process into an informative consultation. 

  

Third, I transition the customer away from a traditional piece of 
equipment and towards the Helix Lateral Trainer. 

In order to do this one must believe in the Helix and be educated enough to know what it 

does and how it works.  If I have asked the right questions and the right amount of 

questions, I now know what is important to my customer and can address those needs.  I 

can inform the customer of how much more effective the HLT is than the traditional 

treadmill, elliptical, or recumbent bike.  Key phrases will definitely get their attention: 

 3 times more calories burned, 

 40 percent more muscle activation, 

 1/3rd of the workout time, 

 1/2 the footprint, 1/2 the cost, and 3 times the efficiency of a quality treadmill 

or elliptical!  

Finally,  I attempt to overcome all possible objections in the body 
of my presentation versus at the end.  

This disarms the customer at closing.  I do this again by asking questions: 

 Who is responsible for reaching and realizing your health goals?  



 

 How important is it to you to reach your health goals?  Why? 

 Where are you envisioning placing this piece of equipment? What is the flooring 

like? Are you going to need a mat for this? 

In summary, how do I sell Helix? 

1. Ask questions.  

2. Make Helix relevant to the answers to those questions.  

3. Earn their trust and respect as a professional in the industry.  

4. Close without objections. 

KEY -  YOU HAVE TO SHOW THE PRODUCT TO SELL IT!  
I have yet to have someone come in and ask for the Helix.  Yet, virtually everyone I show 

Helix to THANKS ME for introducing them to such a cool product. I ALWAYS receive a lot 

of, “Wow, this is really cool!” comments from people when they hop on a Helix! 

  

I hope this information helps more salespeople have success with Helix. It’s such a unique 

and compelling product, I can’t imagine a salesperson NOT wanting to show it to as many 

people as possible! 

  

Joe Ponz, CPT 

Fitness Trainer and Consultant 

210-545-1981 
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