
This month's sales tip is courtesy of Spartan Fitness 

in Eastern Canada, the Greater Toronto Area as well 

as The Maritimes - New Brunswick, Nova Scotia, 

Newfoundland, Labrador, and Price Edward Island.

(And, don't think that wasn't a fun geography lesson to learn!)

Spartan is one of our favorite new dealers not least because 
they understand and embrace what it takes to sell a new’ish 
product and category. 

First, you have to let customers know you are 
carrying a new product/category. 

Check out their home page feature on Helix and one of their 
recent Instagram posts.



CLICK ABOVE to view Helix on the Spartan Fitness Home Page.

CLICK ABOVE to view Helix on Instagram.

In addition, Spartan is featuring Helix at THREE
fitness/marathon/lifestyle-related trade shows.  The early 
reports are that Helix is pulling people into the booth like a 
tractor-beam!

Marketing awareness means nothing if the sales 
professionals and managers aren’t on board. 

That is where Sean Downie comes in to play.

Sean has been a Helix 
supporter since they brought 
the product in a few months 



ago and, now that he has 
undertaken the Helix Fitness 
Challenge, he understands 
even more completely what a 
great and different workout 
Helix training provides.

Sean has taken probably the #1 thing from the “How To Sell 
Helix” playbook:

Get as many people on a Helix as possible.  It doesn’t 
really matter what they come in for – try to get them 

to demo a Helix!  

This approach has led to TWO recent Helix sales and TWO
very happy customers who thanked Sean for introducing them 
to such a rad new product.

SALE #1 started with a couple looking for a power 

cage and free weights. 

Like any good sales pro should do, Sean asked, “What are you 
doing for cardio?"  The reply was a basic, “We’re thinking of a 
treadmill or elliptical down the road a bit."  

Sean then immediately asked them, “Have you ever been on a 
Lateral Trainer?"  Of course, they hadn’t. 

So, Sean hopped on first and began by telling them that lateral 
trainers are the newest thing in cardio and train you 
differently.  He went through the front-to-back hand motions 
showing how all other cardio trains you sagittal-plane only 



and then showed them how the Helix engages the coronal 
plane and activates so many more core, glute, and stabilizing 
muscles. 

After he’d demo’d it for awhile, which put the customers at 
ease, he invited them on to the Helix.  He started by having 
them do 10 reps one direction, then the other.  Of course, they 
could feel it right away.  He encouraged them to get into the 
squat and grind modes which torched their glutes and core.

Interestingly enough, he thought to mention:

• Helix stabilizes the knees by activating all of the 
muscles and connective tissues surrounding the 
knees.

Furthermore, he mentioned:

• Consistent glute activation will also help stabilize 
the knees and low back.

As it turns out, knee stability was a hot button for this couple.  
That little bit of knowledge, combined with how quickly and 
intensely they could feel the Helix “burn”, really blew them 
away.

When the husband came back to pay for the cage and weights, 
he ordered the Helix.  He told Sean his wife loved it so much he 
was going to surprise her with an early Christmas present of 
the Helix!



Sean created a Helix sale 
out of thin air simply 
because he:

1. Made the effort to get 
the customers on the 
machine.

2. Had learned enough 
product knowledge to be 
able to educate them on 
the physiological 
benefits of Helix!



SALE #2 was to a repeat customer who has primarily 

purchased strength equipment.

The customer, aged approximately 65, came in this time to buy 
some Oly plates.  After years of doing business with the gent, 
Sean has easy rapport with him.  He casually slipped in the 
"Have you ever tried a Lateral Trainer?” question. 

The customer had not.  So, Sean hopped on and started going 
through his demo while explaining the benefits. 

Sean touched on both knee stabilization AND glute 
activation.

He then got the customer on the Helix so he could feel it for 
himself. 

Turns out the customer’s daughter is a power lifter and she 
had recently been explaining the importance of glute 
activation.  Between getting the customer into the squat 
position on the Helix so he could feel the glute activation and 
remembering his product training about Helix creating up to 
38% greater glute activation than ellipticals, Sean was able to 
knock it out of the park on the glute activation issue. 

Interestingly enough, and probably because this customer was 
still incorporating squats into his strength training routine, 
knee stability was also a hot-button issue. 

The combination of glute activation and knee stability hooked 
this customer!

The net result is TWO 
Helix sales that 



happened simply 
because Sean:

1. Believes in the product.
2. Understands you have 

to proactively introduce 
customers to new 
products. 

Of course, his inspired demos 
and depth of product 
knowledge helped the 
customers grasp many of the 
ways Helix training would 
benefit them.

We hear from dealers all over North America that Helix demos 
generate more “OOHS”, “AAHS”, and “WOWS” than any 
other product in their showrooms. 

So, why wouldn’t you go out of your way to introduce 

people to a product that is scientifically proven to be 

a superior and different way to train???

Don't forget about Helix spiffs!  Click 

the image, right, for details about the 

October "Helix, No Tricks" Spiff 

Progam. 



Several of our recent Real World Sales Tips came from folks who saw their 

Helix sales take off after they:

• started personally using the product
• started utilizing some of the sales tips and training 

information we’ve provided them

Will you be the next great Helix success story? Let myself or Laura know if 

you’ve got a great Helix sales story!

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
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