IMPACT # 1

Salus Means Safety

Four years ago, when Steve Wagner developed the thinking
behind Salus Marine Wear, it was to ensure that people wore
their personal floatation devices (PFDs). Steve looked at con-
ventional PFDs for all areas of boating: kayaks, canoes. power
and sail. He videotaped the users of the jackets and then talked
with them about what they liked and didn't like about their cur-
rent flotation devices.

Wagner is a graduate of Carleton Universitys School of
Industrial Design. After designing PFDs and hockey equipment,
Steve saw an opportunity for an innovative product. He
launched Salus at the 2001 Toronto International Boat Show and
his staff has grown to over a dozen.

In an interview with the Toronto Star, Wagner was ques-
tioned about setting up in the Kitchener-Waterloo area. His
response was that the closing of many companies in the so-called
needle trade (Greb boots, Kaufman footwear and Arrow shirts)
left a large experienced labour pool there to draw from.

Boating Industry Canada had the opportunity to meet with
Steve at the annual Canadian Sale Boating Awards (CASBA) din-
ner in January where Salus was presented with the Marine
Manufacturers Award for a technological development improv-
ing boating safety or the environment.

Is Your Sales Team
Guilty of Making These
Fatal Mistakes?

@ “Dumping” product features on customers

@ Talking too much during the sales process

@ Not effectively handling objections

@ Discounting too much or too quickly in order
to close the sale

If vou answered “ves” Lo any of these responses, your

Leam is not maximizing its sales potential.

“I have read books by top motivators such as Brian Tracy
and Tom Hopkins and “Stop, Ask & Listen " rates as one of
the best. I doubled my sales in the last month! David
Hannah, West Ottawa Hyundai
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Buy a copy of this unique sales
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members and start making
more money.
info@RobertsonTrainingGroup.com

to Turn Browsers
The Robertson Training Group

905-633-7750
www.RobertsonTrainingGroup.com

Into Buye

34 Boating Industry Canada APRIL 2004

A story told at dinner
about how Salus names
all of its PFDs highlight-
ed one name in particu-
lar as having great signif-
icance. While conduct-
ing a photo shoot for the
kayaking vest, Steve had
to clamber down an
embankment and cross a
stream to get to the area
| where the kayakers were
being  photographed.
With the stack of PEDs
stacked mneatly on his
back, Steve stepped into a deep area of the stream and complete-
ly disappeared! Only the bundle of PFDs was visible.

Everyone knows that a PFD will float you safely when prop-
erly worn. A half dozen PFDs strapped to your back should not
be considered “appropriate” and will not do what a single vest is
intended w0 do.
Fortunately for all of us,
Steve extricated himself
and continued on, albeit
a little wet, to complete
the photo shoot. The
new PFD is now aptly
known as the Darwin,
after the award named
in honour of Charles
Darwin, the father of
evolution.

The Darwin Awards
salute the improvement
of the human genome
by honouring those who
improve our gene pool
by removing themselves
from it. Steve is definite-
ly not a candidate.

Salus Marine Wear offers eight lines of floatation devices,
from the Nimbus for children, through the Abacus — adopted by
the Canadian Yachting Association as the official vest of the CYA
high performance sailing team and their coaches — to the
Antigua, an offshore pullover and jacket.

Safety, comfort, design and looks all add up to a product that
has made an impact on the Canadian boating scene in only four
short years. Steves tireless support of his retailers at all of the
major shows is his personal trademark. We look forward to
watching the hard work pay off for Salus Marine Wear. L
www.salusmarine.com
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