
World’s First Lateral Trainer™

COMPLETE DEMO KIT
(I NTE R NATI O NA L V E R S I O N)

For every 4 HLT3500s purchased, a Helix international distributor may request  
1 complete demo kit at no charge. Each demo kit contains:

World’s First Lateral Trainer™

1. Make sure the facility is interested. If they are lukewarm or if you really have to push them to do the 

demo, consider walking away. It may not be worth the effort.

2. Consider asking the facility “if the demo goes extremely well, are you in a position to purchase?”

3. If you are using the Demo Questionnaires, consider asking “would you agree to purchase if 75% or 

more of the questionnaires show favorable responses”? 

4. Always make sure the facility will commit to let you place a free Helix standing banner near the machine

5. Always make sure your demo unit has an instructional placard

6. Always meet with the head trainer, fi tness director, or on-site manager WHEN YOU DELIVER THE 

PRODUCT so you can a) demonstrate proper form (so they can, in turn, instruct members, or tenants, 

or employees, depending on the type of facility), b) explain the benefi ts. You need to really spell out 

WHY Helix is better than legacy cardio products (i.e., all legacy cardio products train you sagittal-plane 

only. Front to back only. Linearly. Only Helix trains you in multiple planes. Only Helix trains the entire 

leg and glutes. Helix creates up to 44% greater muscle activation in 7 different muscle groups including 

core, glutes, inner/outer thigh. Plus, Helix is a more effective heart rate trainer. No cardio product will 

deliver results faster than Helix).

7. Drop off the instructional DVD for the head trainer/manager. They can either make sure the training staff 

watches it, or they may even show it on a TV in the facility.

8. Check in a few days after you’ve dropped the product off to see if there are any questions. This is also 

a good time to fi nd out whether they are getting great feedback from users. If they aren’t, you need to 

sniff out why. It’s usually because they’re not instructing people on proper form and usage OR because 

one of the trainers doesn’t like it for some reason (which is another reason why you need to schmooze 

the trainers when you drop the product off)

9. Remind every prospect why the Helix is great for their specifi c application. Essentially, customize your 

pitch for each specifi c market-type.

KEYS TO SUCCESSFUL HELIX DEMOS

1 extra large Helix  
free-standing banner,  
to accompany demo unit on 
ALL demo opportunities

Electronic  
“Keys to Successful Demos”  

document

1 instructional placard  
for demo unit

12 Helix workout towels

12 Helix t-shirts  
(distributor to provide  
requested size range)

Electronic art file for  
demo questionnaires  
(to be printed locally)

1 clear, Plexiglas  
lockable drop box  

for collecting questionnaires  
(distributor provides own lock)

1. Was the machine easy to use?

❑ Yes    ❑ No

2.  Did the Helix workout or motion feel different than other machines?

❑ Yes    ❑ No

3.  What muscle groups did you feel the Helix worked?

❑ Quads (general)         

❑ Inner/outer thighs  

❑ Glutes          

❑ Core         

❑ Other    

4.  If you belonged to a health club or fi tness facility that had Helix products, 

would you use them?

❑ Yes    ❑ No

5.  Can you envision how the increased muscle activation created by Helix 

would create an effective workout and deliver great results?

❑ Yes   ❑ No

Thank you for your participation!

MEET HELIX
THE MOST EFFECTIVE CARDIO PRODUCT EVER BUILT


