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“Decrease lines and increase stock on remaining lines” “Stock more spare 
parts for products. Bring in full ranges rather than choosing for UK market as 
this confuses customers”  “Provide great customer service and an understanding 
of their business and challenges” “Give them all online ordering facilities” 
“Consider the smaller businesses more with scales/deals appropriate to size 
of business/catchment” “Make them work in a bike shop for a month” “Provide 
better support for e- commerce“ “I wouldn’t let myself drown in the low 
prices competition. The battle is at the customer standards level, not price 
point” Look at variable shipping rates at different times of the year “Most are 
very good, but it’s annoying when you place an order and aren’t told it is out 
of stock only to find out a week later your order has not arrived” “Close down 
and suggest to brands they use the internet to set up a b2b and sell their 
product direct to market and to independents” “Find a way to freeze out 
renowned discounters” “Improve b2b sites”  “Welcome online retailers – we’re 
not out to kill the High Street!”  “Stop supplying online-only retailers. Back up 
High Street retailers to help protect margin. Give protected arrears to retailer 
who stocks a product range”  “I would stop screwing the little guys by having 
the same price structure for all. Therefore I would get my product in more 
shops. But it isn’t going to happen, is it?” “Call in the large manafacturers to 
discuss grey market/oem product in conjunction with internet discounters and 
their pricing policies”  “Ask their customers how they could improve their 
service” “Stop price shagging” “Staff training for customer service” “Quicker 
credits on returns” “Pack stuff so it arrives in a sellable condition” “Better 
customer service. Take an interest in customers. See what customers want”

WHAT IBDS 
REALLY THINK

Brace yourself: BikeBiz asks 100 retailers what they think about 
their distribution partners. The results are packed with insights, 
improvements and less insults than you might have expected…

p25
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Sports

www.greenoversports.com           info@greenoversports.com          Tel. 01803 558885

T H E  W O R L D  O N  W H E E L S

The perfect scooter to grow alongside your little one, from 1 year old.
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EDITOR’S
COMMENT
THE ‘NET HAS CHANGED THE 
ENTIRE BIZ, NOT JUST RETAIL
KICKSTARTER HAS been with us for six years and 
according to numbers the global firm passed to BikeBiz, 
the number of bike projects looking for backing through 
the site and the amount of dollars pledged to bike projects 
is pretty stunning (page 13). Kickstarter is a solid example 
of the way the internet has revolutionised the way the bike 
business operates. Got a product but not the funding or 
publicity to make it work? Well don’t worry about pitching 
it to established companies, head to Kickstarter and see 
what the public thinks instead. 

When I was talking with Simon Ellison, co-founder of 
distributor power house Zyro (page 36), we discussed the 
huge changes the internet has brought to the trade during 

Zyro’s 20 year lifetime. Odds-on, the 
first thing you think of is how the 

‘net has affected retail, but it has 
left a permanent mark right across 
the trade, from communication 
with consumers, speeding up the 

order process for dealers and 
much more besides. Through 
B2B ordering, the ‘net has 
given shops more quality 

time with sales staff, on 
merchandising and 
training (hopefully). 

Speaking of training, 
how about Myagi’s 
online offering (p39)?

Virtually every 
part of the bike 
business has been 

touched or radically 
altered by the internet. 

Will we see another huge 
change like that, affecting 
virtually all corners of the trade 

in our lifetimes? Probably not, 
but then, never say never.
jharker@nbmedia.com

WESTMINSTER HAS been sending 
mixed signals to the cycle world this 
summer, with cuts made to the Cycling 
Cities budget despite positive words 
from the Transport Minister Robert 
Goodwill mere weeks later, as well as a 
potential uplift from the forthcoming 
Cycling and Walking strategy. 

At the start of June it was revealed 
that the Department for Transport (DfT) 
would see a sizeable chunk – over 
£500m – of its budget axed in order for 
the government to meet its cuts target. 
£23 million is to be taken from the 
funding allocated to the Cycling Cities 
project, which former Deputy PM Nick 
Clegg announced in November. 

The £114m (now £91m) scheme split 
the cash – designed to improve cycle 
facilities and promotions – between 
eight English cities: Bristol, Birmingham, 
Cambridge, Newcastle, Leeds, 
Manchester, Norwich and Oxford.

Speaking to BikeBiz, the CTC said it 
was as yet unclear what the £23m cut 
meant for the cities but added the 
announcement did appear to rule out an 
extension of the scheme or any chance 
of it being rolled into to rural areas. 

Just weeks later Transport Minister 
Robert Goodwill, speaking at the launch 
of Bike Week, delivered a speech on the 
need to increase funding for cycling. 
“The last government inherited 
spending on cycling of £2 per person 
per year,” he said. “By the end of the 
last Parliament we had increased that to 
£6 – now we need to get to £10.”

Goodwill’s comments were a direct 
repeat of Prime Minister David 
Cameron’s pre-Election pledge to the 
CTC that he aimed to raise cycle spend 
per person to £10. 

A key obstacle to long-term cycle 
funding is believed to be cross-
department coordination. Cycling 
doesn’t sit under the remit of just one 
department, and the departments for 
Health, Transport, Environment and 
more have yet to coordinate together to 
commit funding to cycling. However, as 
this magazine goes to press, the new 
Cycling and Walking Strategy, created 
by the newly passed Infrastructure Bill, is 
being discussed and appears highly 
likely to lead to another funding 
commitment for cycling. 
www.ctc.org.uk

Cycle funding 
is being cut…
or is it? 
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Wolmar For London 
outlines cycling vision
Writing exclusively for BikeBiz, prospective Labour Mayoral candidate Christian Wolmar says that London’s 
next Mayor has to “understand cycling”, for the good of its citizens, promising more cash for two wheels 

PROSPECTIVE LABOUR 
mayoral candidate Christian 
Wolmar took to BikeBiz 
during June to reveal his 
vision for a London that is 
both safe and convenient 
for cyclists.

Writing on Bikebiz.com, 
Wolmar said: “The mayor 
has to understand cycling 
which is why I am the only 
candidate who can offer 
cycling the real boost it 
needs, unlike my rivals who 
are either too scared to 
cycle on London’s roads or 
simply don’t think it is a 
viable way of getting 
around. Many of the early 
efforts to encourage cyclists 
were pathetic token 
gestures: cycle paths that 
last just a few feet, 

ridiculously convoluted 
attempts to get cyclists 
through junctions without 
disturbing traffic, paths with 
‘cyclists dismount’ in the 
middle and so on. Some 
have even been 
counterproductive, 
increasing the danger to 
cyclists.”

While praising the 
“foundations” now 
beginning to be laid for 
safe cycling in London, 
Wolmar has challenged the 
successful candidate to 
build on the Superhighways 
now being laid. If he makes 
it as far as City Hall, Wolmar 
has said that a ten per cent 
target will be set to 
increase cycling’s modal 
share via investment in 

infrastructure. Interestingly, 
the funding for such 
projects would be delivered 
by scrapping the proposed 
£1bn Silvertown Tunnel and 
a further £30 million 
stemming from the 
withdrawal of the Garden 
Bridge project.

“I am a bit wary of the 
very notion of cycling 
superhighways as they 
seem to liken cycling to a 
kind of fast, lycra-clad 
activity which is not the way 
forward to ensure that it 
becomes a far more 
popular mode of travel that 
is used by grannies and 
kiddies alike. 

“Instead, we need a 
network of good cycling 
routes,” said Wolmar.

“To reach such a target 
requires the creation of a 
Dutch style network of 
segregated lanes on main 
roads. The stress on main 
roads is important for two 
reasons: first, cyclists on the 
whole want to go on the 
quickest route just like 
anyone else does. 
Quietways, as slower   
routes through smaller 
roads are useful, too, but if 
cycling is to be a form of 
transport, then there must 
be safe routes on main 
roads. Secondly, it is much 
easier for the mayor to 
deliver improvements on 
main roads since they are 
part of the Transport for 
London’s strategic network 
over which the mayor has 
direct control.” 

Among other measures to 
grow cycling in the capital, 
the Wolmar For London 
manifesto suggests that the 
cycle hire scheme would be 
extended and reduced in 
price, while the Transport 
for London Board would for 
the first time have 
representatives for cycling. 
A strictly enforced default 
20mph zone across London 
has also been proposed, 
which Wolmar says is “now 
technically possible at a 
relative small cost.” 

You can read the full 
article at http://tinyurl.com/
od84azh.
www.wolmarforlondon.
co.uk/vote
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“If cycling is to 
be a form of 
transport for all 
there must be 
safe routes on 
main roads.”
Christian Wolmar

The Garden Bridge 
and Silvertown Tunnel 
would be scrapped to 
pay for improved 
cycling under Wolmar



Brooke, Mitchell and Rowntree 
win Women of the Year Awards

Cycle mags go online

AT THE inaugural BikeBiz 
Women of the Year Awards, 
held on Thursday June 25th at 
Look Mum No Hands in Old 
Street, three women were 
picked out to win trophies 
from a finalist list of 100. 

Blaze’s Emily Brooke won 
Rising Star and Cycling Law 
Scotland’s Brenda Mitchell 
picked up the Pioneer   
award. Isla Rowntree was 
voted overall Woman of the 
Year and picked up the   
award at the afternoon 
networking reception. 

The event also included two 
keynote speeches from Primal 
Europe head Judith Smith and 
Bobbin Bicycles co-owner 
Sian Emmison. 

Over 200 votes were cast 
for the BikeBiz Women of the 
Year Awards. 

JUST WEEKS after Factory Media revealed it 
was closing print productions of cycle titles Dirt 
and Ride UK and moving them online, Dennis 
has launched a site for Cyclist magazine and 
Immediate Media has announced a publishing 
shake up for its online cycle sites. 

Cyclist.co.uk is being pitched as a standalone 
webs tie, rather than a digital rendition of Cyclist 
magazine, which launched back in 2012. 
Featuring news, reviews, insights, interviews and 
more, the site will add original content to mag 
content from Cyclist and BikesEtc magazines. 

At Immediate Media, following the departure 
of publishing director Richard Schofield, Stuart 
Forrest has taken on publishing duties for 
CyclingNews while Dave Clutterbuck is to focus 
on BikeRadar. For print, MD of Sport Steven 
Seaton is taking responsibility. 

In a busy few weeks for online cycle media,  
road.cc has held its first team ride out, which saw 
the site’s member and reader come face-to-face 
with the names behind the popular site. 

Meanwhile in the world of print, Immediate 
Media revealed a complete redesign for What 
Mountain Bike, with a renewed focus on buying 
advice for readers. Finally, rumours surfaced of a 
new BMX independent mag – Endless – arriving 
on the scene, which would make it the UK’s only 
BMX print mag. 
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NEWS

CYCLE 
SHORTS
CoreBike launches Live show 
for August
Running August 4th and 5th, the 
bike trade’s retailers are to be 
invited to try out 2016 product on 
closed circuit roads at Whittlebury 
Hall. To register, head to 
Corebike.co.uk

Birmingham gives away 
5,000 bikes to citizens 
in need
Birmingham City Council has 
begun to give away 5,000 bicycles 
to locals as part of its Cycle 
Revolution project. 
    Each bike is fitted with a dynamo 
powered GPS to track usage and 
the associated health benefits. The 
bikes were handed out to those 
who applied and were in need.

Intel acquires Recon 
Instruments
Global technology giant Intel has 
acquired Recon Instruments. Intel 
assured that the deal will mean no 
disruption for the brand and  
supply chain.

CTC and Sustrans heads 
gonged in Queen’s 
birthday honours
Malcolm Shepherd, CEO of 
Sustrans, and Roger Geffen, 
campaigns and policy director of 
the CTC, have been gonged in the 
Queen’s Birthday Honour’s list.

Bosch adds local rate 
service numbers
Bosch has enhanced its European 
dealer service capabilities by 
adding local rate, multi-language 
dealer support.
    For the UK, the service line is 
found at 0203 684 4877.

Madison launches Express 
Warranty service
Madison is now offering an Express 
Warranty Service for when time is 
of the essence for a return.
    For more information and details 
on the Express Warranty Service 
dealers should visit MadisonB2B.
co.uk and look out for the Express 
Warranty Service logo.

For breaking news visit:

www.bikebiz.com

FOLLOW US ON TWITTER @BIKEBIZONLINE

Emily Brooke –      
A rising star

Brenda Mitchell – 
Pioneering work

Isla Rowntree – 
Cycling’s #1
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OPINION

MOBILITY
THIEVES
Fighting for wider streets, faster speeds and more parking, 
everywhere. “Bob Gunderson” is battling the radical all-powerful 
bike lobby. Views are his own, but should be yours…

DEAR FELLOW motorist friends. 
As you know, I’ve been tirelessly 
fighting for the long-suffering, 
often marginalised, single 
occupant motorists since I can 
remember. Lately there’s been a 
fury of lies and hearsay 
surrounding us “wicked motorists” 
and how we, of all people, cause 
traffic congestion on our city 
streets. With funding from the 
motorist think-tank “Congestion 
Alleviation Research” (C.A.R), I was 
able to secure the most brilliant 
pseudo-scientific minds to 
understand just what is causing all 
the congestion. I was able to get 
the team who helped unravel the 
mystery of alien Crop Circles and 
the existence of the Loch Ness 
Monster and Sasquatch. We 
worked tirelessly to prove there 
was something, possibly magical, 
causing all the traffic to the 
millions of cars meandering their 
ways in and out of our streets    
and highways.

My research team scoured the 
backed up highways and freeways 

looking for clues. We studied the 
car clogged city streets and 
parking garages. Our team 
witnessed cars at a standstill, 
desperate and angry honking, 
blocking crosswalk desperately 
trying to move about the city. We 
just knew something was causing 
it, but what?

As our hearts were breaking for 
those unfortunate motorists, idle  
in their large metal boxes, we 
began to notice how effortlessly 
people on bikes moved around 
with little to no space at all. This is 
when our team had our 
“Eureka!”’moment. We just knew 
these small, nimble, relatively light 
devices were the cause of so much 
car congestion. People on bikes 
were essentially stealing mobility 
from motorists, somehow.

As our team watched all the 
bikers gleefully navigate through 
the streets, we knew these 
mobility stealing monsters were at 
the heart of all the car congestion. 
Our finger pointing led us to a 
bike rack, nearly the size of a SUV, 

with dozens of bikes locked to it. 
Researchers concluded that all the 
car congestion, from the street 
traffic, all the way up to the 
freeways was derived from this 
very bike rack. The cause was 
practically hiding under our very 
own cars! The bike rack was coined 
“transit zero”.

“Our ~never to be refused~ 
theory is solid. You can’t prove that 
bikes don’t cause all car traffic, any 
more than you can’t not prove  
that aliens don’t exist. It’s pretty 
much science,” said one  
researcher in bumper-to-bumper 
rush hour traffic.  

So there you have it, my 
motorist friends. You now know 
the TRUTH behind all of our 
motorist woes. Please spread the 
word that allocating a minuscule 
space for bikes and bike parking 
will unequivocally jam up the 
hordes of car traffic, as if by magic!  
Now take pride, dear motorist, 
with the assurance that you’re not 
the problem on our streets. Enjoy!
www.dearestdistrict5.blogspot.com

“People on bikes 
were somehow 

stealing mobility 
from motorists, 

but how?”

For more sound logic on 
how to improve the fl ow 
of traffi c on a street near 
you, follow Bob on Twitter 
@bob_gunderson, or head 
over to dearestdistrict5.
blogspot.com
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SELF REGENERATIVE

TEMPERATURE STEADY

EASY CLEAN

AIR CIRCULATION SYSTEM

ERGO FLEX SYSTEM

SHOCK FREEZE SYSTEM

ULTRA SLIM PADDING

COMP LDTANK TOP
BACK PROTECTOR

Rider:  Manon Carpenter, Madison Saracen

#blissprotection
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X-King 29" 27.5" 26"

Race King / X-King / Mountain King / Trail King 
PureGrip tyres now available – ask your wholesaler!

New Factory New Compound New Packaging

RRP – £34.95



CROWDFUNDING

KICKSTARTER WAS six years old in 
April. The New York-headquartered 
company, the best known of the 
crowd funding sites, offers punters 
chance to pledge funds, usually in 
return for goods, services or 
insights, to get projects off the 
ground. Last year 22,252 projects 
came through Kickstarter.com and 
over half a billion dollars were 
pledged. It has raised funds for 
everything from saving a local taco 
joint to sending a pizza into space 
and hoverboards – and it’s surely 
only a matter of time before a bike 
shop turns to crowd funding to stay 
in business. 

Bicycles is one of the areas where 
Kickstarter has resonated, taking 
plenty of bike projects and pipe 
dreams and either taking them into 
production and winning them deals 
with the likes of Madison or Chain 
Reaction Cycles (see box out), or 
simply leaving them high and dry 
and sending the designers back to 
the proverbial drawing board. 

It is testament to the sheer 
number of two-wheeled projects 
launching through the site that 
Kickstarter’s homepage has a big 
‘bike projects’ button. 

But just how much has been 
raised for bike projects? BikeBiz 
asked the Kickstarter team for 
some statistics. While they don’t 
have a way to look only at bicycle 
projects, the firm did tell us that 
there have been 1,738 projects 
launched with ‘bike’ or ‘bicycle’ in 

their name, including those that 
reached their funding goals and 
those that didn’t. A staggering 
$32,323,124 has been pledged to 
those projects. 

Kickstarter broke things down 
further for us, revealing that UK 
‘bike’ and ‘bicycle’ projects totaled 
136. Those projects shared a 
mighty $1,655,380 pledges, 
approximately £1,068,056. 

While those stats do have to be 
taken with a grain of salt they’re 
nonetheless impressive – and 
growing. Just why have bicycle-
related projects been so successful 
using Kickstarter? 

A spokesman for the firm told 
BikeBiz: “Kickstarter has helped 

give rise to an infrastructure that 
allows for small-batch 
manufacturing. You can use 
Kickstarter to gauge demand, then 
have 300 of something made, 
instead of the factory forcing you to 
do a run of 100,000. These 
products are reflecting innovation 
in areas like batteries, LEDs and 
lightweight frame materials, etc.”

The cycle world’s interest in new 
tech and innovation naturally lends 

itself to smaller upstart companies, 
exactly the kind that would use 
crowd funding: “Creators on 
Kickstarter are able to innovate and 
experiment more easily than the 
big companies. We like to say that 
you can come to Kickstarter and 
see the future now. The 
technologies that will be 
mainstream in a few years are 
bubbling up on Kickstarter today.

“Bike nuts seem to have an 
appetite for new and interesting 
gear, and they’ve discovered that 
Kickstarter is a good place to 
discover and support it!”

It’s worth noting that Kickstarter 
takes a cut of the total funds raised 
– five per cent of successfully (or 

fully) funded projects, according to 
the small print. But it’s hard to 
imagine that will be enough to put 
off those thinking about using the 
site to launch their bike project, 
side-stepping the need to pitch to 
individual companies for funds and 
backing. The only foreseeable 
difficulty will be how to stand out 
from the increasingly crowded 
crowd-funding scene. 
tinyurl.com/bikekickstarter

“The tech that will be 
mainstream in a few 
years is bubbling on 
Kickstarter now...”
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$32 million bike 
KICKSTARTERS

Online hasn’t just changed retail, it’s also revolutionised the back end of the bicycle 
business, taking start ups into production and introducing them to the mass market 
through crowd funding. Jonathon Harker speaks with market leader Kickstarter 
and examines the phenomenon… 

KICKSTARTER 
SMASHERS
Clug bike storage clip 
Smashed $32,000 target with 
$107,947 pledges. Now in mass 
production and available in 15 
countries. Distributed through 
BLB Bigmama in the UK. 

Quad Lock 
This smartphone mounting 
solution launched on Kickstarter 
in 2011 and more than doubled 
its $20,000 target. It has since 
been snapped up by Madison 
which now takes it to UK and 
Ireland dealers. 

Cycling Party, cycling strategy 
board game
We kid you not, this Spanish 
project had a $5,000 goal and 
$26,886 pledged. 

See.Sense 
Innovation Lab favourite See.
Sense is now being retailed at 
fellow Northern Irish firm Chain 
Reaction Cycles. It launched on 
Kickstarter where it drew in 
£33,826 of pledges. It was 
aiming for £12,000. 

Jyrobike
This British-devised auto 
balance bike aimed for 
$100,000 but nearly doubled it 
at $185,818, passing its target 
after only six days. 

Blaze
The innovative bike lights more 
than doubled their £25,000 
goal and garnered press 
coverage with everyone from 
BikeRadar to The Telegraph in 
the process. 

Plume mudguard
The recoiling mudguard hit 
$56,295, smashing its more 
modest $18,000 goal.

Roads were not built for cars
Our own Carlton Reid launched 
his book on Kickstarter, which 
reached its £4,000 target with 
29 days still left to run.
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We are open to third party software!
Your customers can upgrade current trainers for FREE with the Tacx Utility app:

1) Download in the App store (iOS only), 2) Connect Smart trainer, 3) Upgrade firmware

Possible for Tacx Bushido Smart and Tacx Vortex Smart (Satori has manual control)

Future Smart models are already equipped



BIKEBIZ AWARDS 2015

How to win a 
BikeBiz Award
Can the industry prizes be eight years old already? Get your votes 
in before July 12th to make sure your company is in the running…

THINK YOUR shop or company 
deserves a BikeBiz Award? Or know 
one that does? It couldn’t be 
simpler to enter: We have a quick 
and easy form at BikeBiz.com, or 
email us at BikeBiz@nbmedia.com 

SERVICES AWARDS
  WORKSHOP SERVICES

The Workshop Services category is 
open to not only top performing 
shop workshops, but also to 
workshop-only businesses, 
servicing companies working with 
hire or business fleets, service 
centres and similar. Judges will 
consider organisation, customer 
communication, popularity and 
level of training of staff. 

 RETAILER SERVICES
There’s a wide range of companies 
that provide an important set of 
services to retailers, whether that’s 
bespoke point of sale options, 
cycle to work providers, 
associations, EPOS or something 
else. Judges will consider 
reputation in the industry, impact 
on retailer business and reputation 
as well as commercial success. 

 TRAINING
Mechanic training is core to the 
bike business, but this award is 
also open to sales trainers and any 
other type of training that can 
benefit the businesses working in 
the trade. We honour them with 
the Training Award. Judges will 
consider reputation in the industry, 
impact on retailer business, 
reputation and commercial success.

 CYCLING ADVOCACY 
ACHIEVEMENT
We’ve had another year where 
there’s been no shortage of hard 
work from advocates to encourage 
cycling in the UK. In this award we 
will shortlist the best. Judges will 
consider level of publicity as well 
as the campaign’s impact on 
cyclists and potential cyclists.
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RECOGNISING 
EXCELLENCE

WITHIN THE UK 
CYCLE TRADE
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Kids bikes with suspension is nothing new, but once you see the spec of these all new Academy MTB’s 
you’ll quickly see they’re something a little bit special.  Super lightweight and adjustable air suspension 
forks, front and rear disc brakes, rapidfire gearing with decent mechs, sturdy ALEX branded wheelsets; 
they have it all!  Built with performance in mind and not simply cost, our all new Academy MTB range is 
sure to encourage MTB stars of the future!

View 360 degree images of the complete 2015 Dawes Academy range at: www.dawescycles.com

Continuing on our mission to produce top quality, lightweight kids bikes, we’ve 
bolstered our Academy offering with these impressive little mountain bikes.

Dawes Cycles
Discover Your World

MTB 20 MTB 24 MTB 26

INSPIRING
GRASSROOTS

ACADEMY 20 ACADEMY 24 ACADEMYROAD 650C



BIKEBIZ AWARDS

DISTRIBUTOR AND BRAND AWARDS
 BIKE DISTRIBUTOR 

OF THE YEAR
As you’d expect, the Bike 
Distributor of the Year is open 
to bicycle distributors that are 
operating to high standards. 
Judges will consider sales 
performance, customer service 
and commitment to an 
orderly marketplace. 

 P&A DISTRIBUTOR 
OF THE YEAR  
For this award we single out the 
high achievers in the parts and 
accessories distribution sector. 
Judges will consider sales 
performance, customer service 
and the all-important commitment 
to an orderly marketplace.

 SPECIALIST DISTRIBUTOR 
OF THE YEAR
Whether we’re talking BMX, 
triathlon, e-bikes or something else 
entirely, some distributors are 
known to specialise in particular 
segments of the trade, offering 
expert service. This is the award  
for them. Judges will consider  
sales performance, customer 
service, support for the sector in 
question and commitment to an 
orderly marketplace. 

 SALES TEAM
Got a team that has delivered an 
impressive sales feat? Pioneered a 
new product or outperformed high 
expectations? Then you can enter 
them into the Sales Team award 
category. Judges will consider  
sales performance, customer 
service and commitment to an 
orderly marketplace. 

 MARKETING TEAM
Whether working for distributors, 
directly for brands, retailers or 
agencies, marketing teams can 
enter the running for the Marketing 
Team Award. Judges will consider 
creativity and execution, reach and 
impact on sales. 

 BREAKTHROUGH BRAND
(NEW AWARD)
It’s tough for a new brand to have 
an impact on the increasingly 
crowded bicycle marketplace. Here 
we celebrate the ones that have 
broken through. Judges will 
consider how far the brand has 
risen from their humble beginnings 
as well as their commitment to an 
orderly marketplace. 

 BIKE BRAND OF THE YEAR
Folders, BMX, MTB, road, CX… if 
it’s a bicycle brand, it can be in the 
running for the Bike Brand of the 
Year award. Judges will consider 
commercial success, innovation, 
marketing and performance. 

 P&A BRAND OF THE YEAR
Gloves, bars, pegs, lights…P&A 
brands can enter for our awards in 
the P&A Brand of the Year 
category. Judges will consider 
commercial success, innovation, 
marketing and performance.
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HOW ARE THESE 
AWARDS WON?

BIKEBIZ WILL take soundings 
from the industry and consider 
any direct lobbying from 
retailers, suppliers or general 
readers before announcing the 
Finalists in July. The winner is 
then voted for by a Judging 
Panel, which will consist of at 
least 50 industry executives 
taken from all sectors of the 
business. Members of the jury 
vote in confidence and are only 
revealed after voting is 
complete. Jury members 
cannot vote for themselves or 
associated companies.
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RETAILER AWARDS
 INDEPENDENT BIKE DEALER

There are over 2,500 of ‘em in the 
UK cycle trade so there’s plenty to 
choose from, wherever they are in 
the country. Judges will consider 
customer service, range and 
in-store marketing, marketing 
activity and reputation. 

 ONLINE STORE
The Online Store award is for those 
retailers that are primarily 
operating via the worldwide web. 
Judges will consider reliability, 
range, customer service, product 
knowledge and commitment to an 
orderly marketplace.

 CYCLE CAFÉ (NEW AWARD)
The cycle café trend is now so 
firmly established in the industry 
that we thought it was about time 
we celebrated the cream of the 
crop. Whether a café aimed at 
cyclists or a part shop/workshop/
café business, they’re in with a 
shout here. Judges will consider 
depth of (café) range, reputation 
and community outreach. 

 MAINSTREAM RETAILER
This award draws together the best 
examples of bicycle retailing from 
mainstream retailers who also 
operate in other sectors. Judges 
will consider product knowledge, 
range and commitment to an 
orderly marketplace.

 SPECIALIST RETAILER
Like last year’s Specialist Retailer 
prize, this award is open to both 
bricks and mortar and online 
retailers, or a combination of the 
two. Judges will consider reliability, 
range, customer service, product 
knowledge and commitment to an 
orderly marketplace.

 RETAIL EVENT
Up and down the country, bike 
shops are putting on events to 
drive business and engage their 
communities, local or national. 
We’re seeking the best of these for 
the Retail Event shortlist. Judges 
will consider popularity, community 
engagement (cyclist and non-cycle 
customers) and originality.

 IN-STORE EXPERIENCE 
Has your store got an outstanding 
layout? Maybe a ground-breaking 
piece of point of sale? A bike fit 
offering without compare? We 
want to know about it for the 
In-Store Experience Award 
shortlist. Judges will consider 
originality and look as well as 
impact on the store experience.

THE BIKEBIZ 
AWARDS NIGHT
The 2015 BikeBiz Awards night 
will be back at the Crowne 
Plaza Birmingham NEC, just a 
stone’s throw from the NEC 
exhibition hall setting of Cycle 
Show. The BikeBiz Awards 2015 
night is Wednesday September 
23rd, the evening before Cycle 
Show’s trade day.
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Tortworth Court 
Four Pillars Hotel
Tortworth, Wotton-under-Edge, 
South Gloucestershire, GL12 8HH

Seven Sisters 
South Downs , BN25 4AD

Whinlatter 
Keswick, LA22 0QJ

Sherwood Pines 
Nottinghamshire  NG21 9JL 

Mon 6th July: 9.30am - 6pm
Tues 7th July: 9.30am - 6pm
Wed 8th July: 9.30am – 3pm

Thur 9th July: 9.30am - 6pm
Fri 10th July: 9.30am - 6pm

Mon 13th July: 9.30am - 6pm
Tues 14th July: 9.30am - 6pm

Wed 15th July: 9.30am - 6pm
Thur 16th July: 9.30am - 6pm

PALIGAP 2016

BIKE LAUNCH

Show incentives for attendees.
CALL THE PALIGAP OFFICE ON 01454 332110 
TO CONFIRM YOUR PLACE.

Don’t forget your riding gear!

Find your local Marin Dealer at: www.paligap.cc/dealer
/paligap.cc



SIGMA

SLIP ON 
YOUR 
SIGMA 

Sigma is tapping into the burgeoning 
wearables market with the RC Move and 

Activo, helping cyclists monitor their 
performance. Moore Large’s marketing 

manager Lauren Vanderplank explains the 
set up to Jonathon Harker…  

SIGMA’S RC Move taps into the 
growing wearables market. How 
will it benefit cyclists? 
Sigma Sport launched the RC Move 
as a dedicated Smart Sport watch. 
They focused on multi-sport usage, 
with everything you need for 
cycling, running, walking and more. 
The display with your predefined 
values is readable all the time and 
isn’t affected by rain or heat, 
coming with a ten month battery 
life. When combined, the RC Move, 
an iPhone, and the SIGMA Move 
App create an unbeatable training 
tool with GPS and voice control. All 
values such as speed, distance, lap 
values, and heart rate are 
simultaneously displayed on the 
watch and the App. The iPhone’s 
music playlist can be controlled on 
the RC Move. It can be used as a 
standalone HRM for indoor training 
where GPS is not required. The 
benefit to cyclists is the ability to 
cross reference data across multiple 
sports giving them a better 
understanding of themselves and 
where they need to concentrate or 
focus to improve. 

And Sigma has its own Move App 
too. Is that aimed at novices or 
serious cyclists? 
Anyone can train with the Move 
App and create personal training 

programmes relative to their 
individual fitness level. 

And how easy is it to share data? 
You can instantly share your data 
over Facebook and Twitter. You can 
also transfer your data from the 
App into the SIGMA CLOUD to the 
SIGMA DATA CENTER and from 
there upload your data to Strava.

Sticking with ‘wearables’, Sigma’s 
Activo is a new offering to be 
launched this year... 
The ACTIVO is designed to be 

worn around the clock and provides 
general fitness tracking including 
counting steps, calories, sleep 
quality, activity time and distance. 
It’s available in three colours and it 
is estimated to retail at £70 and is 
suitable for anyone who wants to 
track their daily activity and sleep. 

How is the data collected? 
All data is recorded by the ACTIVO. 
Data for the actual day is displayed 

on the ACTIVO as well as the 
ACTIV App. ACTIVO saves minute 
by minute data for the last week 
and daily totals are stored for 30 
days. Data gets transferred 
between the two with Bluetooth. 

There’s a new version of the 
Sigma Data Center now...
The SIGMA DATA CENTER is the 
hub for all Sigma computers, 
especially the RC Move and ROX 
10.0 GPS. Last year Sigma launched 
a new version and you can analyse 
your training in a very detailed way. 

You can monitor your progress, 
share your ROX 10 rides to STRAVA 
and plan your own routes in the 
Datacentre. You can use multiple 
devices to give an overall view of 
your activity or your commute to 
work...these are just a few of the 
functions Sigma offers. The unique 
feature here is that the software is 
working offline...so if you don’t 
want to share your personal data 
with anyone, you don’t have to! 

Tell us about the Rox 10.0 GPS: 
It’s the first SIGMA bike computer 
with GPS. It has all the features you 
need, equipped with a GPS 
receiver, route navigation and 
ANT+ wireless transmission 
technology. With the included 
DATA CENTER evaluation, planning 
and mapping software, the ROX 
10.0 GPS is the perfect companion 
for any cyclist or athlete in training. 
It is available now and retail prices 
start from £179.95. 

What kind of Sigma POS options 
are there for dealers?
A huge range: There’s a demo 
display stand for bike computers, 
HRM display and single watch 
display, plus programming and 
diagnostic boxes. The 
programming boxes can even put a 
reminder on your customer’s device 
to visit your shop for a service after 
a certain number of miles.

There’s plenty of consumer 
advertising (both print and online), 
plus sponsorship of the fitness Q&A 
section in Cycling Active and the 
Big Ride section in Cycling Plus. 
Sigma will be attending loads of 
events too, but the next one is 
Mountain Mayhem where it is  
course map sponsor. Sigma prizes 
will be awarded to riders at the 
event. sales@moorelarge.co.uk

 Left; Sigma’s Move 
App in action

“The RC Move and 
Move App combine to 
make an unbeatable 
training tool.”
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POWERBAR

POWER TO 
THE PEOPLE

The first energy bar for endurance athletes 
is preparing for its 30th anniversary. 

Jonathon Harker takes a look at the past 
and future of the bar-raising brand… 

LIKE MANY BRANDS the story 
behind PowerBar starts with 
someone discovering a space in the 
market. One Brian Maxwell, a 
London-born Canadian athlete, was 
a marathon runner. He was a 
world-class long distance runner, 
serving in the Canadian Olympic 
team and later on coaching teams. 
The story goes that during his 
competitive days, in 1983 to be 
precise, Maxwell collapsed ten 
kilometres from the finish line of a 
marathon having run out of energy, 
hitting the proverbial wall or 
‘bonking’ in cycle parlance. That 
experience led him to work with his 
future wife, Jennifer Biddulph, who 
also happened to be a nutritionist. 

For three years the duo 
researched a solution and worked 
through hundreds of recipes, 
looking for a perfect mix of 
carbohydrates, vitamins and protein 
to help athletes break through the 
wall. By 1986 PowerBar Inc was 
founded in Berkeley California and 
launched the brand spanking new 
PowerBar energy bar, in a modest 
two flavours – chocolate and malt 
nut (see inset, right). From 1986 to 
2000 the brand’s reputation 
gathered pace. While the genesis 
of the idea had roots in long 
distance running, there were 
obvious implications for other 
long-distance sports. USA cyclists 
were famously fans and at the ’87 
Tour saw PowerBar as a ‘secret 
weapon’. Ironmen competitors too 
were soon trying out the bars.

From those humble ‘kitchen 
table’ beginnings, PowerBar’s rise 
was nothing short of phenomenal. 
For creator Maxwell, it culminated 
in 2000 when PowerBar was sold to 
Nestle S.A. for a cool $375m 
(estimated). At the time the 
company had approximate sales of 
$150m annually. PowerBar has 
since been sold just last year, to 
Post Holdings.

PowerBar has gone on to be the 
official Energy Bar and Gel supplier 
to Le Tour (in 2003) not to mention 
becoming used by 100s of world 
class athletes, including current 
Ironman World Champ Sebastian 
Kienle (PowerBar is the official 
course nutrition for the Ironman 
European Tour) and Team BMC.

YOU OLD SMOOTHIE
PowerBar certainly isn’t the newest 
energy and nutrition brand on the 
block, but innovation remains key 
and there are several new products 
taking it into 2016 and beyond. The 
Natural Protein Bar and the 
Performance Smoothies are 
amongst the newest offerings. The 
Natural Protein Bar features natural 
ingredients like fruit pieces, 
peanuts and almonds. The 
Performance Smoothies offer a 
fruity spin with all the same 
carbohydrate levels as a PowerGel 
with at least 65 per cent fruit. 

For more on those contact trade 
distributor Fisher Outdoor Leisure.
www.fisheroutdoor.co.uk
www.powerbar.eu/en 

POWERBAR 1986
FLAVOURS: PowerBar came in just two flavours – chocolate and malt 
nut (they don’t do the latter anymore). 
RANGE: Just the PowerBar
COST: Approx $1.69 (£1.11)
CASH: According to Wikipedia, PowerBar started with $55,000. At the 
time PowerBar had zero number of competitors as it was first energy 
bar for endurance athletes (however Pillsbury produced one of the first 
energy bars – non sport-specific – back in the 1960s, fact fans).

POWERBAR 2015 
FLAVOURS: Jaffa Cake, Banana, Berry, 
Coconut, Cookies & Cream, Vanilla, 
Cherry Cranberry Twister…you name it 
RANGE: The PowerBar, PowerGel, 
Electrolyte tablets, Wafers, Shots, 
powders, drinks, Protein Plus bars…you 
get the idea with that. 
COST: £1.50 RRP
CASH: $375m at 2000. The cash Post 
Holdings paid in 2014 was undisclosed, 
but PowerBar (and Musashi) 
annual sales were 
around $220.8m 
(approximately 
£144.7million). 
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URBAN BLUES

www.sturmey-archer.com

matching colour single cranksets available

The HBT30 hub has an anodised 6061 
aluminium shell, chromoly axle with 
sealed cartridge bearings and comes 
drilled for 32 or 36 spokes.

The matching rear hub is for fixed/
freewheel and both are available in 
five hi-polish colours.

The high quality single freewheel,  
is available in 1/8”and 3/32” 
versions and from 16 to 22 teeth.



Distributed in the UK by: 
b2b.fi sheroutdoor.co.uk Tel; +44 (0) 1727 798 340

Distributed in Ireland and Northern Ireland by: 
lifecycleb2b.com Tel; +353 1 843 3712 email; info@cycle.ie

INNOVATION? 
NATURALLY. 

THE POWERBAR®

 

INNOVATION FACTORY

Ironman? Tour de France? Or just a Sunday training ride? PowerBar® products have 
been providing athletes the power to push through boundaries for almost 30 years. 
In 1986 PowerBar® developed the world’s fi rst energy bar and we haven’t stopped 
pushing since.

In 2015 PowerBar® releases a whole bunch of new products e.g. the Natural Protein 
bar and the Performance Smoothie packed with taste and natural ingredients.

www.PowerBar.dePOWERBAR® is a registered trademark of Premier Nutrition Corporation, used under license. www.PowerBar.co.uk
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RETAIL SURVEY

What IBDs want
Are there any quick changes distributors could make to please their IBD 
customers? What do dealers really think about their wholesaler partners? 
Jonathon Harker compiles the opinions and statistics…

THERE ARE a number of direct to 
retail brands out there, but the 
relationship between the nation’s 
independent bicycle dealers and 
distributors remains pivotal to the 
continuing success of the UK 
bicycle trade.  

Earlier this year we asked our 
independent bicycle dealer readers 

for their honest views and thoughts 
on their distribution partners. 

Here we compile the results, 
warts and all, packed with ideas,  
insights and a few surprises that will 
not just be essential reading for 
distribution companies, but also to 
anyone else that deals directly with 
bicycle retailers. 

HOW HELPFUL IS YOUR MAIN 
DISTRIBUTION PARTNER?
Let’s start with a positive: the majority of our retailer respondents said 
their main distribution partner was very helpful. In fact the vast 
majority were on the positive side, with just over five per cent claiming 
they were ‘not very helpful’ or ‘awful’. Taking out the ‘middling’ 15 per 
cent, a whopping 79 per cent said their main distribution partner was 
at least helpful.

WHAT FRUSTRATES YOU MOST 
ABOUT DISTRIBUTORS?
Of course retailers get cheesed off with distributors, but what really 
grinds their gears? Low stock and lack of loyalty to small accounts 
topped the poll here. 

 Very helpful  44.33%
 Helpful  35.05%
 Middling  15.46%
 Not very helpful  3.09%
 Awful 2.06%

 Low Stock Levels  50.52%
 No loyalty to small accounts  41.24%
 Poor customers Service  32.99%
 Pricing  28.87%
 Use of eBay  28.87%
 Poor returns Policy  26.80% 
 Slow delivery  17.53%
 Lack of Knowledge  14.43%
 Being pushed new lines  11.34%
 Nothing  5.15%
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WHAT’S THE MAIN BENEFIT
OF HAVING DISTRIBUTION PARTNERS?
In a crowded market chock full of brands it’s 
hardly a surprise that a distributor is a valuable 
single point of contact and source of stock for 
retailers big and small. But the survey also shed 
light on the wider role distributors play, 
including their product knowledge – which was 
also particularly valued in this tech and 
jargon-heavy industry. Similarly, the wide-
ranging ‘support’ role of the distributor proved 
to be highly prized by the independents taking 
our survey. Top of the pops, however, saw 
‘sourcing stock’ closely followed by speedy 
delivery of said stock. So if your couriers are 
possibly a tad too laid back and you’re looking 
to refine your distribution business in a few key 
areas, you know where to start. 

WHAT WOULD YOU LIKE TO SEE
MORE OF FROM DISTRIBUTORS?
Three main points came out of this question, 
one of which is – in theory – absolutely free to 
implement. ‘Better communication’ was joint 
top along with ‘more stock’ and ‘fairer pricing’. 
BikeBiz’s visits often reveal distributors have 
been increasing their warehouse size, implying 
‘more stock’ is being addressed. Perhaps 
naturally, pricing continues to be a bug bear,  
but better communication should be 
achievable for most. 

 Sourcing stock  51.06%
 Quick Delivery  43.62%
 Pricing & Deals  27.66%
 Support  27.66%
 Product Knowledge  17.02%
 Single Point of Contact  17.02% 
 Vendor Relations  12.77%
 Loyalty  12.77%

 Fairer pricing  37.37%
 More stock  37.37%
 Better communication  37.37%
 Service & Support  32.32%
 Marketing  28.28%
 More deals  21.21%
 More face-to-face contact  20.20%
 Knowledge  16.16%
 Fewer Account Managers  10.10%
 Nothing  3.03%
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RETAIL SURVEY

IF YOU WERE IN CHARGE OF YOUR DISTRIBUTION
PARTNERS FOR A DAY, WHAT WOULD YOU DO? 
Barring the odd passive/aggressive suggestion, 
there are a few gold nuggets here…
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“Decrease 
lines and 

increase stock 
on remaining 

lines” 

“Stock more spare parts 
for products. Bring in full 

ranges rather than 
choosing for UK market as 
this confuses customers” 

“Stop 
price 

shagging”

“Make 
them work 
in a bike 

shop for a 
month”

“Consider the smaller 
businesses more with 

scales/deals 
appropriate to size of 
business/catchment”

Look at variable 
shipping rates 

at different 
times of
the year 

“Close down and suggest to 
brands they use the internet 
to set up a b2b and sell their 
product direct to market and 

to independents” 

“Provide great 
customer service and 
an understanding of 
their business and 

challenges”

“Most are very good, but it’s 
annoying when you place an 

order and aren’t told it is out of 
stock only to find out a week 

later your order has not arrived” 

“I wouldn’t let myself drown 
in the low prices 

competition. The battle is at 
the customer standards 
level, not price point”

“Call in the large manafacturers 
to discuss grey market/oem 
product in conjunction with 

internet discounters and their 
pricing policies” 

“Find a way 
to freeze out 

renowned 
discounters” 

“Improve 
b2b 

sites”

“Welcome online 
retailers – we’re 

not out to kill the 
High Street!” 

“Stop supplying online-only 
retailers. Back up High Street 

retailers to help protect margin. 
Give protected arrears to retailer 

who stocks a product range”

“I would stop 
screwing the little 
guys by having the 

same price 
structure for all. 

Therefore I would 
get my product in 
more shops. But it 

isn’t going to 
happen, is it?” 

“Give 
them all 
online 

ordering 
facilities” 

“Provide 
better 

support for 
e- 

commerce“

“Quicker 
credits on 
returns” 

“Pack 
stuff so it 
arrives in 
a sellable 
condition”

“Staff 
training for 
customer 
service” 

“Better customer 
service. Take an 

interest in customers. 
See what

customers want”

“Ask their 
customers 
how they 

could improve 
their service”
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Cycleguard is a trading style of Thistle Insurance Services Limited. Lloyd’s Broker. Authorised and regulated by the Financial Conduct Authority A JLT 
Group Company. Registered office: The St Botolph Building, 138 Houndsditch, London EC3A 7AW. Registered in England No 00338645.   
VAT No. 244 2321 96.

Our goal, like yours, is to keep our customers happy, and cyclists cycling. At Cycleguard we 
arrange insurance cover for thousands of cyclists, and over the past 15 years we have worked 
hand in hand with hundreds of Independent Bike Dealers just like yourself.

Contact us today and find out more about our Insurance Partnership Scheme:

Cycleguard Partnership scheme 
– sign up today!

Keep your customers cycling… 
and more importantly keep them cycling with you.

cycleguardsupport@thistleonline.co.uk 
01452 222120



1. Olmo
Olmo has been forging bikes in its 
inimitable Italian style since 1939, 
boasting hand-built frames and a 
heritage that dates back to racing 
legend Guiseppe Olmo himself, a 
Classics, Tour stage and National 
Champs winner. This year the 
brand has been reconnecting with 
the UK market after an absence of 
nearly 40 years, putting in a few 
trade show appearances in early 
‘15, leading up to the larger scale 
NEC Cycle Show where it will hit 
both the trade and public 
audiences alike.

2. Lapierre
The French brand probably needs 
a little less preamble from us, 
being a stalwart of the UK scene 
for some years thanks to 
distributor Hotlines. Eagle-eyed 
readers will have seen Lapierre’s 

Dijon production line was recently 
awarded the ISO 9001-2008 
certification, confirming very high 
production standards indeed at 
the manufacturing base. In the 
saddle, Lapierre has been 
sponsoring the FDJ Pro Tour team 
for twelve years, which is – 
according to our sources – the 
longest standing pro team/bike 
brand relationship ever. It’s not 
just about the road, however,  
with the brand taking its race 
bikes to numerous mountain bike 
world victories.

3. GT
New to the Cycle Show this year, 
GT will be showing off its 2016 
bikes in Birmingham, mere 
months after seeing its Grade 
shortlisted for the acclaimed 
Cycling Plus’ Bike of the Year 
award. The Grade series of 
adventure road bikes are equally 

capable on road or trails through 
their non-conformist geometry 
and GT’s legendary Triple Triangle 
top tube design, we’re told. 

GT is of course also famed for 
its significance in the history of 
BMX and mountain biking, so it’s 
safe to assume you’ll find plenty 
of models from those cycle genres 
at the brand’s stand too.

4. Surly
The American manufacturer is to 
visit the Cycle Show for the first 
time this year, bringing its 
head-turning iconic and innovative 
frames to the halls of the NEC. 
Built for tough terrain and hard 
miles, the bikes are build to be at 
home on the roads as well as 
while tearing down a gravel track. 
Surly’s trend-setting bikes, 
brought to the trade via Ison 
Distribution, will be over at stand 
G147 during the show.

5. Zefal
With over 100 years experience
of accessory and component 
production Zefal lays claim to 
being the first accessory 
manufacturer in the world, 
inventing the presta tube valve, 
no less. The history is littered with 
innovation, in fact, including the 
first mini pump. Now making in 
the region of two million pumps
a year and represented in around 
60 countries, Zefal comes to the 
UK trade via three distributors 
(Bob Elliot & Co, Chicken CycleKit
and Fisher Outdoor Leisure) and 
will be at stand D17 at the NEC 
Cycle Show.

CYCLE SHOW

FIVE CYCLE SHOW FRESHERS 

1

4

2 3
There are over 250 brands appearing at the Cycle Show in September. Jonathon Harker lists five of those 
making their NEC debut on both the trade and public days… 

+ 245 brands
THESE FIVE brands from America, Italy and 
France will join over 250 others in September at 
Birmingham’s NEC for what is promised as the 
biggest Cycle Show yet.  

It all rolls into action on Thursday September 
24th when the show opens to trade and press 
from 9:30am to 6:00pm. The doors will be flung 
wide to the public from 9:30am to 5:00pm on 
the 25th, closing September 27th. 

More information on the range of exhibitors 
and tickets (free for the trade and press) can be 
found here: www.cycleshow.co.uk
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POWER

START
I S  J U S T  T H E

Cateye introduces their Volt Series for 2015 .  100 to 6000 
lumens of Cateye power, their most comprehensive range yet. 
With Visibly Superior output, longer run times and a higher 
performance than ever before. The Volt range represents great 

design and great value at every level, whether you want to see 
or be seen in the dark.

INTRODUCING THE NEW 2015

V I S I B L Y  S U P E R I O R

 CONTACT YOUR ZYRO ACCOUNT MANAGER 
ON 01325 741325  FOR FURTHER DETAILS.



BLANK BMX

Days away from the new range landing in the warehouse of Split Second Imports, sales manager Dan Haynes 
takes Jonathon Harker through the advantages of going for Blank…

BLANK BMX, in-house brand for 
Split Second Imports, is now two 
decades old. During the course of 
those 20-years it has established 
itself as one of the few UK-based 
brands which offers a full package 
of both completes and parts. 

This month sees Blank’s 2016 
range coming into stock which has, 
sales manager Dan Haynes says, a 
wide appeal: “The bikes cater for 
the beginner end of the industry 
right up to full pro-level spec and 
every point in-between, whereas 
the parts and accessories offer 
good quality, reliable, replacement 
and upgrade accessories for every 
part of the bike, in every 
conceivable size and colour and all 
at pocket-friendly prices.” 

Not only that, but Blank’s 
broader-than-most sizing range 
sees it offer four different sizes 
below 20-inches: 12, 16, 18 and 

even 14-inch, making it a potential 
go-to brand for youngsters taking 
their first steps into the world of 
BMXing. 

Pricing is keen too, Haynes 
assures BikeBiz: “Being one of the 
in-house brands for the distributor 
Split Second Imports means there 

isn’t an additional mouth to feed in 
the food-chain and this is reflected 
in the great prices.”

So what about the 2016 range 
itself? The line-up lands at the start 
of July featuring some fine touches 
and details including oil-slick parts, 

marble-effect grips, two-tone 
paint-jobs and various denim seats.

The parts line-up offers a big 
selection of replacement parts for 
UK dealers, including everything 
from bottom brackets, headsets, 
cables, gyro sets, grips, stems, 
bars, sprockets, tyres, wheels, pegs, 

cranks and more. And all at 
fantastic prices, Haynes is keen to 
stress: “For example, where other 
brands have done sprockets in the 
“oil-slick” finish in excess of £60, 
Blank can offer one at £39.99.”  
And the bikes? “The complete 

bikes are designed with the rider in 
mind, so the geometry and styling 
is as contemporary as it gets, rather 
than having a generic “off-the-
shelf” feel. 

“There are some great BMX 
brands out there in terms of 
popular completes, and there are 
parts brands which offer good-
value items without having a range 
of bikes to back it up; Blank is a 
one-stop solution for the market.

“Split Second Imports carry good 
stock levels for all Blank parts and 
add new lines at least two or three 
times per year to keep things fresh. 
If dealers have a gap in their line-up 
for a credible BMX parts brand at 
the moment, Blank is the solution.”

Dealers can contact sales 
manager Dan Haynes on 01934 
743888 or can view in-stock items 
on the B2B site: 
www.splitsecondimports.co.uk

 Icon  Buddy

“Being an in-house 
brand means there are 
great prices.”
Dan Haynes, Blank
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CAN YOU fill us in on a bit of the 
history – how did Zyro get 
started in the first place? 
I was working for an import and 
distribution company and they 
handled CatEye and Panaracer. 
There was an opportunity to take it 
over and we felt we could do it. We 
believed we could do a better job 
doing it our way. 

We started straightaway by 
focusing on relationships and 
service. We never wanted to be the 
biggest, just the best. We kept our 
heads down and got on with it, 
trying to give good service to our 
retail customers and our suppliers 
and that’s what we’ve continued to 
try and do. That’s been at the heart 
of it all. 

I’ve worked with CatEye since I 
was 21. If I hadn’t had that 
connection then I don’t think we’d 
be where we are today. It is about 
relationships and doing things well. 
Like any partnership, if you’ve got a 
good understanding of what is 
important to each other, you can 
deliver on it. If you don’t then you’ll 
be let down.

Panaracer and CatEye have 
obviously been in the portfolio 
since that first year and Abus and 
Camelbak since ‘97 – what do you 

put the longevity of these 
relationships down to? 
Yes we’ve had them for a long time 
and we’ve had Minoura for 19 
years. It’s about focus on the brand, 
we’ve never been a brand collector. 
I don’t think all distributors do this, 
but for us we ask ourselves ‘can we 
do it well? Will it add to our 
business?’ Only then will we do it. 

That doesn’t mean that 
everything always goes right. You 
have to focus on the long-term 
profitability. You don’t say you’re 
going to sell it here, there and 
everywhere then have a great year 
and hurt the brand’s future.  

You have to be open and honest 
with the brand and tell them the 
good and the bad news. If we don’t 
know what needs to be put right 
we won’t put it right, but if we all 
work to that same goal you tend to 
all get along and all be proactive 
and stay focused on the same aim. 

A big part of our success with 
those first brands particularly was 
Open House. It was a pioneer of 
the house show in a very different 
format. It allowed our suppliers and 
customers to talk to each other 
about what the market needed. For 
Panaracer and CatEye they went 
away from Open House and came 
back with product for our market 

that then worked worldwide. It 
meant we had great products for 
our customers. 

We’re going with Cycle Vision 
again this year but it will be more 
similar to Open House. We shifted 
the format because you get a few 
hundred at Open House, but Cycle 
Vision means we can reach over 
600 people. Our challenge is to 
make sure we still give people 
chance to interact with the brands 
and listen to them, talk about what 
works and doesn’t, what are the 
opportunities, etc. Listening to our 

customers and connecting brands 
to our customers has been a big 
part of our brand’s successes. 

You said Zyro didn’t set out to 
collect brands, so would you have 
been surprised when you started 
out to see how you’ve grown? 
Our thing was not to be a big 
player but to be the best we could 
be and recognised for that in the 
market. I think we are consistently 
good at what we do. A lot of 
people talk about what their plans 
are, but we do it before we 
publicise it. Like our 4pm order 
deadline – that is something we 
consistently provide and we 
organise the business around that 
as we know it is important for our 
customers. But I think others talk 
about that kind of offering then 
don’t necessarily consistently 
deliver it. We’d rather do it first and 
get it right before we talk about it. 
Actions speak louder than words, 
and maybe sometimes we don’t 
speak load enough. 

There was never any turnover 
target. Yes we are ambitious and 
want to move forward, but not that 
we have to get to x turnover to be 
deemed successful. I told that to a 
banker once and they couldn’t 
believe it. But if we concentrate on 

“We never wanted to 
be the biggest. We just 
wanted to be the best.”
Simon Ellison, Zyro

Zyro hits
20

This month sees Zyro hit its 20th year anniversary. From humble beginnings 
it has become one of the industry’s biggest distribution players. Director 

Simon Ellison charts the changes with Jonathon Harker…
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our principles then surely success 
will come. If you focus on turnover 
are you focusing on the right thing? 
Are you really looking after your 
customers and suppliers? That is an 
advantage of being an independent 
business – you can take that 
longer-term view. 

Talking of longevity, you’ve a 
good number of staffers that 
have been there over ten years. 
Is staff retention a challenge? 
We say everyone is important and 
we try to empower them to make a 
difference in the business. We are 
only as good as the people so we 
want to develop them and make 
them feel they are making a 
difference and enjoying themselves. 
If you don’t have highly motivated 
people, then you don’t have a 
good business. 

You see it in supermarkets all the 
time, with someone on the till who 
doesn’t want to be there then in 
another store there’ll be someone 
who has decided they will say hello, 
make people glad to be there and 
they enjoy themselves too. I know 
which supermarket I’d go back to. 
It’s all about people. 

Going back to that 4pm order 
deadline – our warehouse guys 
have to be motivated and flexible 
for that to happen. Some days all 
the orders will come in at 3.50pm 
and of course they’d all like to get 
home sooner rather than later, but 
they realise that isn’t always 
possible. We have a great 
relationship and we are flexible 
with them so that they are flexible 
with us. Usually it’s really busy at 
the start of the week, but quieter at 
the end, so they do work harder 
and longer hours from Monday to 
Wednesday, but then less later in 
the week or with a longer weekend. 
It’s working for the business and for 
them personally. I think it’s having 
that morale in the business where 
everyone is working to the same 
goal. That’s what we try to do...I 
think that’s why we’ve had so many 
people stay so long. 

Altura came along quite quickly in 
the life of Zyro. What were the 
key reasons behind the launch so 
early on? 
Altura started after our first or 
second Open House show. Our 

customers said there was a problem 
with luggage and getting panniers 
in particular. There was a very 
dominant supplier then that 
couldn’t deliver. We thought we 
could make something that was 
good, would bring a profit and that 
we could deliver to them. So Altura 
was launched from an Open House 
conversation. 

Then we looked at apparel too. If 
you go back 18 years there wasn’t a 
lot of cycle apparel being sold by 
cycle retailers and there weren’t 
many affordable waterproof cycle 
jackets. Most people had a jacket 
that wasn’t breathable or cycle- 
specific. We thought there would 
surely be a big demand for quality 
waterproofs that were relatively 
affordable. Also, our customers 
wanted to top up every day and 
not commit six months in advance. 
That’s really how apparel was 
working back then. We tried to 

change that and say if it was a key 
colour then it’d always be in stock 
365 days a year. 

Then we tried to innovate with 
the likes of Night Vision. We were 
looking at the market especially in 
London and we saw a lot of people 
with one of our waterproof jackets 
on but riding around with a 
builder’s safety jacket over the top. 
There were lots of people doing it. 
So we combined that reflectivity 
into the design of the jacket. No 
one had done that, but that’s now 
the standard for an urban cycling 
jacket. We totally changed how that 
category worked. 

Now Altura has Clint Vosloo 
heading it up. NightVision has  
been totally redesigned and he’s 
built a great team in the last year to 
take the brand to the next level.  
NV 360 has gone down incredibly 
well this year, as has the spring/
summer range. 

What I’ve seen of next year’s 
range is really fantastic – he has 
taken the brand to a higher level.

How has the standard of bike 
retailing changed since Zyro got 
started in the trade? 
There have always been great stand 
out retailers and as a distributor it’s 
our job to support and help all the 
retailers, to make them feel they 
are backed – giving them a supply 
base, a wide range and great 
products. We can help with training 
– 20 years ago the team were sales 
people but now they train, support 
and help ensure the shops have the 
best product range. 

There’s a lot of bike fitting now 
and people need a reason to go 
into IBDs. If we don’t offer value to 
them then it goes back to the 
supermarkets example; people will 
go elsewhere. We have to play our 
part and keep them well stocked. 
They need great product 
knowledge and to add value. 

The industry has changed. The 
road cycle boom has had much 

more attention than the cycle to 
work boom, despite the fact it’s 
been similar numbers. And we’re 
seeing more women cycling now. 
There’s been a massive upswing. 

I think the industry is catching up 
with the growth in women cycling, 
and retail needs to as well. It is 
doubling the market and shops are 
looking at things like changing 
rooms and the retail environment.

Women, on the whole, are more 
particular about how they shop. We 
have to be ready. Women need to 
feel comfortable with IBDs and the 
way it is delivered. Just look at the 
motor industry. Showrooms had an 
awful reputation, but newer brands 
came in and took off because they 
weren’t patronising. It’s not just the 
product but how it is sold. 

So what’s been the biggest 
change in the trade? Online?  
Online has been huge but not just 
in terms of retail. Email, B2B, B2C…
the whole way we communicate as 
a trade has changed and sped up. 

20 years ago orders came over fax 
or phone. I think we used to have a 
few orders by post! 

That change means shops can 
order on the B2B whenever they 
like and they aren’t reliant on a 
salesperson being there to take the 
call. Now account managers can  
help with things like merchandising 
and more. Faster delivery 
turnaround times are only possible 
because of the ‘net and new tech. 

How do we communicate with 
consumers? You used to have to 
put an ad in a mag. Now the 
number of options is huge and it 
can be hard to know which to use. 

The consumer has changed too. 
The power of ‘new’ is much more 
important than ever. New has to be 
good and better, but 20 years ago 
new was less important. Now at a 
show the brands are using social 
media to communicate with the 
market and consumers see product 
straight away and want to know 
more. It’s an opportunity for 
brands, retailers and distributors. 

What about the future for Zyro 
and the next 20 years? 
We don’t want to change. Our core 
principles are the same and we’ll 
continue to ask how we can help 
retailers and our brands be better.

We don’t want to chase profit 
margin and turnover. Of course we 
have monthly board meetings 
where we cover financials, but the 
next six hours are on how we can 
improve. It’s the only way to be. 

Not everyone is having a 
fantastic time out there at the 
moment. The road boom suits 
some people, but not everyone. 
There’s certainly a perception that 
the market is booming more than it 
is. Our big challenge is to make 
sure we don’t lose customers to the 
mass market channels – and I don’t 
mean Halfords. I mean Lidl, Asda, 
etc. We as an industry have to keep 
making sure retailers are 
approachable and make people 
feel comfortable to come in store. 
We don’t want to drive people to 
the mass market. And we know the 
mass market is growing, so you 
have to ask who are they taking 
sales away from? We need to work 
closely so it’s not the supermarkets 
that win out.
www.zyro.co.uk

“We empower staff to 
make a difference in  
the business.”
Simon Ellison, Zyro
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MYAGI

Shop training revolution 
Want to boost sales and instil confidence in shop sales staff? Training is the answer. But how do shops and brands 
roll out training to dozens or hundreds of sales people? Myagi tells Jonathon Harker that it has the answer…

THE LIST of retailers who have 
signed up to Myagi’s online retail 
training platform, just months after 
its UK cycle market launch, is 
impressive. Who exactly? How 
about Edinburgh Bicycle Co-
operative, Alpine Bikes, Leisure 
Lakes, Rutland Cycling, Cycle 
Surgery and Cycles UK (with more 
to follow, we’re told)?

What links that bunch of 
respected bike retailers? Their 
enthusiasm for getting frontline 
retail staff fully trained up, for that 
is Myagi’s speciality. While new to 
the UK cycle trade, Myagi has 
already rolled out its product 
training and comms platform 
system to brands in the outdoor 
space (and the US and Australian 
cycle trade) such as Jack Wolfskin, 
Tiso, Blacks, Lapierre, Norco and 
even Adidas.

“The bike retailers we’ve spoken 
to have been so keen,” says 
Richard Smith, business 
development managed for Myagi. 
He tells BikeBiz: “Those smaller 
store networks, say between five 
and 20 stores, don’t necessarily 
have the resources to invest in a 
platform unlike, say, Evans. With 

Myagi they can roll out training 
across all their stores and also 
communicate with them at the 
press of a button. An MD can do a 
quick one minute web cam video 
and remind all the shops about a 
new product launching the next 
week, a certain promotion, that 
kind of thing. Then it gets sent to 
all the shops. It’s very simple.” 

Smith is keen for Myagi to be 
seen as a solution to a problem. 
“Some of the retailers told us that 
they either don’t see brands in the 
store enough or even when they 
do, they did not always train on 
thing that they wanted them to. It’s 
a headache for them and for the 
brands too. 

“There’s a lot of content out 
there already for bike shops. Often 
they get sent PDF emails and 
videos to share, but there’s no way 

to spread that information for a 
shop owner with limited resources. 
Emails aren’t auditable – how do 
you know the shop manager has 
watched a video? How do you 
know the shop’s frontline staff have 
seen it? Or taken it in?”

As Smith touches on, many 
brands already have excellent video 
training set-ups in place for shop 

staff covering their new products, 
how to service x,y,b, merchandising 
and more. But each brand having 
their own training platform is far 
from ideal, Smith explains: “What 
about the guy in the shop having to 
log into multiple training systems 
for different brands, with ten 
different log-ins? There’s no 
consolidation for them.”

The benefits for brands and 
distributors are clear too, Smith 
adds: “Brands spent half their time 

selling and half training. You can 
measure selling, but it is hard to 
measure training – Myagi has follow 
up quizzes to see what training has 
been retained by the shop staff. 

“But we do not advocate brands 
and suppliers never going into 
shops,” he stresses. “This is 
another tool in the box. You can 
send out that training, see how 
successful it has been and then 
follow it up face-to-face.” 

Myagi doesn’t provide any video 
production expertise to those using 
its platform, other than advising 
videos are kept simple. 

“I don’t advocate Spielberg-
esque videos for training. Not only 
do they take ages to put together 
but shop staff often feel it is like an 
advert, which doesn’t help. I’d 
rather see someone sat on a stool 
next to a bike, explaining the 
geometry of a new model.

“Training is so important. It 
builds confidence in sales staff and 
in their credibility too. 

“The challenge now is to make 
sure Myagi is introduced to brands 
and distributors in the right way: As 
a solution to a problem.” 
www.myagi.com

“Training is so 
important, it builds 
confidence in staff.”
Richard Smith, Myagi
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ALPINA

Where’s your head at?
Whether it’s a new Enduro suited lid, or some extra protection for the kids, Alpina’s catalogue has 
something to suit. Brand manager David Jack talks to BikeBiz about how independent stockists can take 
advantage of the brand’s reputation and most importantly, margins.

What makes the brand stand out 
from the crowd from a retailer’s 
point of view? Good margins?
Firstly, the range looks fresh and 
exciting in the store with a lot of 
new styles and colour options. The 
quality and certainly the fit are 
second to none, so no potential 
customer is going to be unhappy if 
trying an Alpina helmet on in store.

The RRPs are competitive and 
the excellent margins for the 
dealer should make Alpina the first 
choice if you are moving brand.  

Which helmets and accessories 
are selling well in the UK? 
The movement of a lot of the MTB 
riders to a more Enduro style 
helmet has worked well for Alpina. 
The fact that there are children’s 
versions is really helping. A lot of 
youngsters much prefer to look like 
their idols (or parents) rather than 
kindergarten. They have been in 
this market for some time already 
and the Carapax and Garbanzo 
have had great uptake. 

What prices do the helmet and 
glasses ranges span?

The helmets for kids range from 
£26.99 with infant graphics to the 
more adult looking Carapax Jr at 
£44.99. For adults, both men and 
women’s styles are in every price 
point. Tour styles range between 
£39.99 and £54.99, MTB and 
Enduro from £64.99 to £94.99 and 
Road ranges £69.99 to £119.99. 
Park and Street style lids cost 
between £34.99 and £49.99.

Alpina also manufactures an 
impressive range of eyewear. Their 
background in winter sports 
eyewear puts them at the forefront 
of style and technology.

The Alpina and Moore Large 
story only started towards the end 
of last year so we had to 
concentrate on the helmets first to 
get Alpina introduced to the UK in 
time for the season. Unfortunately 

introducing the eyewear range was 
unable to make it at the same 
time. We hope to have some 
product as a promotion in the 
summer and the full range 
launched later this year ready for 
next season. 

How can a retailer take on Alpina 
helmet and eyewear stock? 
The full Alpina range is on display 

in our newly expanded showrooms 
in Derby and dealers are always 
welcome to visit anytime, not just 
when we have a show. Our area 
sales managers all have a sample 
set of Alpina to make in store 
presentations. There is no MOQ, 
but we would much prefer to have 
dealers as an Alpina Stockist in 
which they will get more 
favourable purchase rates and 

more in store and promotional 
support. Stockist rates start from 
just initial orders of ten pieces.

What point of sale is available to 
show off the product?
We have a single helmet slat wall 
fitting arm, Alpina branded and 
with a specific shelf talker for each 
helmet. Along with this we also 
have the option of a free standing 
Helmet Tower.

What tests do Alpina’s helmets 
go through and which standards 
are met?
‘Engineered in Germany’ is a 
quality seal which carries 
worldwide prestige. Behind it lies 
an iron law compelling Alpina to 
apply only the very highest 
standards of quality, production 
and safety to our products.

So at Alpina everything is done 
in Germany: not just the 
development of our helmets but 
also the testing and certification to 
comply with the applicable 
standard, EN 1078, from the TÜV 
Rheinland testing institute.
www.alpina-sports.com

“A lot of youngsters 
prefer to resemble 
their idols, or parents, 
over juvenile designs.”



BIKEBIZ.COM  BIKEBIZ XXXXXXX XX

 Ortlieb is distributed in the UK and Ireland by Lyon Equipment. 

To become a stockist contact info@lyon.co.uk or call 015396 24040

100% WATERPROOF
Cycle luggage

ORTLIEB WATERPROOF :
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MOVING 
BIKE BUSINESS
DEMO DAY AUGUST 25, 2015
FRIEDRICHSHAFEN, GERMANY

AUGUST 26 – 29, 2015
WWW.EUROBIKE-SHOW.COM
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AMPLIFI

Amplifi your 
business 
At the end of last year Paligap signed a deal to bring 
Amplifi gear to the UK. Jonathon Harker catches up 
with product manager Tessa Jones to see how the 
protection brand has been received so far…
Amplifi was a relatively unknown 
brand in the UK, so how has it 
gone done with dealers?
With a strong brand presence in 
the boarding sector it has really 
been a case of familiarising the UK 
market with Amplifi’s bike specific 
packs and protection. With quality 
German engineering at the 
product’s core combined with well 
thought out functionality, so far the 
response from UK dealers has been 
very encouraging. 

Ironically, the UK-developed 
Armourgel technology utilised 
within Amplifi’s protection platform 
(products such as Amplifi’s MKII slip 
on knees) isn’t in widespread use in 
the UK market. Originally 
formulated for aerospace and the 
military, the protection offered is 
next level with a density that’s up 
to motorcycle use. Our challenge 
has been getting the customer up 
to speed with the increased level of 
protection from Amplifi.

What kind of protection 
standards does Amplifi work to? 
Amplifi works to the CE-
examination impact test, essentially 
identifying the amount of impact 
energy the protector transmits to 
the body. The lower the residual 
energy transfer, the safer product. 
Amplifi’s design provides a high 
absorption rate at impact followed 
by an evenly distributed minimum 

of residual energy. Layman’s terms, 
the harder the stack, the softer the 
impact. The snow heritage is clear 
with Amplifi testing at 
temperatures from -20 up to +30C.

Most popular products so far? 
Our best seller in the protection 
line is the MKII knee. With a custom 
fit, slip on design, there’s no need 
for flapping Velcro adjuster, simply 
a product that ensures a flexible 
well vented and low profile lay-out 
with added abrasion resistance 
over the Armourgel core. A soft 
grip silicone hem keeps them 
comfortably tethered to the flesh, 
for trail or enduro use. Coming in at 
a competitive £60, sizes range from 
small to XL.

On the luggage side, Amplifi’s 
Orion 12 Backpack is our current 
best seller. It is a 12L capacity trail 
pack supplying all the functionality 
of the Stratos MKII albeit without 
the S-Cell Armourgel derived 
protection. Offering TRIPL3 Flow 
back venting, trademark slim profile 
and heavily vented chest, there’s a 
waist and sternum strap alongside 
stowed rain cover, multiple proofed 
zipped compartments (including 
hydration slot) and harness system 
for lid storage. It’s a cracking £90 
for all this, available in stealth black 
through to vibrant rose, forest 
sand, lime green and turquoise 
orange flavours. www.paligap.cc

 Backpacks and 
protection make up the 
Amplifi portfolio

Distributed in the UK by Extra UK, www.extrauk.co.uk

Pump up your profi ts

 Topeak sets the standard for innovative,
 highly functional design in more 

categories than any 
other brand. 

Design-driven: Unmistakably 
High-quality: Absolutely

Innovative: Always

Topeak
Prepare to Ride
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VVD10
VD10 (BLE 4.0) Wireless Computer 

With Smartphone Integration

VV128
V1.28 Wireless Computer 

With Altimeter, Heart Rate & Cadence

VST126A
Velomann ST1.26 Wireless Touch Computer 

Touch Screen Interface, With Altimeter

VS120
S1.20 Wireless Computer 

With Cadence

GREYVILLE ENTERPRISES 0845 1661983 www.greyville.com sales@greyville.com

Veloman offer a great range of computers from a wireless 41 function to a 7 function wired model so there’s 
something for everyone’s pocket. All models in stock for immediate next day delivery with excellent dealer margins 
so why not check out our website with easy to use B2B ordering.
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RETAIL ONLY

HAVE YOU ever typed ‘cyclists’ into 
a Twitter search bar seeking cycling 
news? First of all, if you haven’t 
already, we don’t recommend it, 
especially not if you want to continue 
with faith in humanity.

If you do choose too, being armed 
with facts to counter the usual “you 
don’t pay tax” or “you run red lights” 
arguments probably won’t help you, 
according to one hypothesis.

According to something called the 
‘Affect Heuristic’, people’s tendency 
to argue against something, even 
when presented with facts showing 
the contrary, is an almost hard-wired 
function of the human brain. Put 
simply, it’s easier for the brain to 

reach an emotional conclusion – 
based on fear, pleasure or surprise 
– than a logical one, with the latter 
often requiring problem solving 
research, as opposed to anecdote. 

As put by Daniel Kahneman, 
a Nobel Memorial Prize-winning 
behaviourist; when buying insurance 
a company may offer two things that 
are the same, but badged differently. 
People have been asked “how much 
would you pay for an insurance policy 
in case of death for any reason”. They 

were then asked the same question, 
but this time the cause of death is 
a terrorist attack. The value of the 
second policy ranked higher, despite 
the same outcome. Emotional 
reaction, based on fear, won over, 
with little or no pause for logic.

Could that theory apply to cycle 
hate? I tried to fi nd out. Reluctantly 

putting myself in the fi ring line earlier 
this month, it turns out the theory 
bears fruit rather quickly. 

Not one for an argument, 
especially with the ‘close window’ 
button so close, I put myself in the 
shoes of cycling rights advocates such 
as @cyclingmikey for the morning. 
The conclusion after just a few hours 
of ‘chatting’ with keyboard warriors? 
It’s terrifying. Rarely can you offer 
evidence contrary to anecdotes 
without being given a tirade of ‘f’s 
and ‘c’s in return. 

Cycling Mikey is also the owner 
of an even more terrifying YouTube 
channel which illustrates what any 
regular cyclist will already know; this 
isn’t just a problem on the internet.

There have, however, been cases 
where the internet has proved a 
valuable record in cases where 
incidents have occured. Think 
Emma Way.

With the courts sytem in the UK 
seemingly favouring the motorist, 
again regardless of evidence, is it all 
worth it though?
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ARE CYCLE HATERS 
DUPING THEMSELVES?

22%
 CYCLE PARTICIPATION: Cycling’s 

sport participation fi gures are up 
around 22 per cent on ten years ago. 

 SHIMANO: Back in 1990, some 25 
years ago, Shimano introduced its 
fi rst SPD – the M737 pedal.

THE TRADE’S GUIDE TO SOURCING STOCK, UP-AND-COMING IBDS AND THE VERY LATEST PRODUCTS

“People have the 
tendency to reach an 
emotional instead of 
logical conclusion.”

‘I SAY… HOW 
UNCOUTH’
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Wired version: 
Trade £15.09 
SRP £29.99

Folding version: 
Trade £18.49 
SRP £34.99

Available in 700x23C and 700x25C.



Advanced cut resistant SnakeSkin sidewalls and 
RaceGuard puncture protection.

More than a match for 
your city’s streets.

For every nasty in the road, there’s the new Durano Double Defense.
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RETAIL ONLY

This month we’re heading for the Tour in the Buff... Just kidding, though we’ve tried to fi t into 
Wildoo’s latest jerseys and failed. Enough jokes, here’s a selection of key accessories landing shortly…

 NEW PRODUCTS

X-BIONIC
Direct to retail

DESIGNED FOR the peak of 
summer, X-bionic’s Ultra Light 
sock is the fi rm’s low cut solution 
for all-day comfort in the saddle.

Ultra light and tailored to 
ventilate in all the crucial areas, 
the climate regulating compounds 
transport moisture away from the 
skin to the surface. At the toes, 
a footguard protects the instep 

from pressure points, reducing 
skin irritation and adding to the 
tailor cut feel.

Muscles, tendons and the ankle 
joint is protected and stabilised by 
the fi rm’s X-cross Bandage.

With X-Bionic now sold direct 
to retail, dealers can contact   
zach.thackray@x-bionic.co.uk for 
stock enquiries.

POC DO HALF BLADE GLASSES
2pure

BUILDING ON the early 
success of the Do Blade, POC 
has introduced the Do Half 
Blade. Developed jointly with 
Zeiss, the Half Blade utilizes 
lenses which have been 
optimised for road cycling by 
increasing contrast to give 
riders the best chance to spot 
surface irregularities. A further 

improvement is that each lens 
will incorporate anti-fog and 
water ripple treatments, which 
will maintain visibility whatever 
the conditions. Meanwhile, the 
frames have been injected with 
Grilamid, which assists bringing 
the weight right down and 
improves durability. It arrives in 
stock this month.

BUFF TOUR COLLECTION
Direct to retail

BUFF HAS launched a range 
of Tour de France head and 
neckwear ahead of the 2015 
race hitting the roads later on 
this summer. 
   Inspired by the jerseys 
and the race’s rich history, 
customers have a choice of 
high UV protection, Neck 
warmer windproof pro, 

Headband and Helmet liner 
Buffs. Le Tour de France 
collection will be available 
in store, online and at the 
race itself with trade prices 
varying from £6.00 to £15.50 
depending on the style.
    Buff can be worn in many 
ways, including as a bandana, 
scarf, cap and more.

WILDOO CUSTOM MINI JERSEYS
Direct to retail

BIT OF a novelty item this one 
– Wildoo has come up with 
the Mini Jersey, a scaled down 
version of a cycling jersey 
that’s hangable via a simple 
suction cup.

Much like the full size 
jerseys, these utilise the same 
fabrics and non-fade Italian 
inks as Wildoo’s larger items. 

Prices depend on the volume 
ordered, but 100 miniature 
jerseys will cost £3.50 each 
plus VAT, while 5,000 will come 
in at £1.60 each plus VAT. 

Whether given away as a 
freebie to your loyal or bike 
buying customers, the 145mm 
x 190mm jerseys are a novel 
way to market your shop. 
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STORE OF THE MONTH

Energetic Kinetic 
Offering custom builds, retail, workshop services, online and more, Ben Cooper of 
Glasgow’s Kinetics is a busy man. Mark Sutton adds to the workload with this interview…

So you used to write for BikeBiz – 
how has the business changed in 
the time since? 
I think the biggest change is that 
it’s very hard to be just a local 
bike shop now. Even if you don’t 
have a website or sell online, 
your customers are online and 
probably talking about you. When 
I wrote for BikeBiz, I was a roving 
reporter visiting European shows 
and reporting back on the latest 
developments to dealers, who 
would then tell customers. Now 
customers often know fi rst, via 
forums and social media.

How long have you been in the 
trade and how did you get into 
bikes in the fi rst place?
I’ve been involved in the bike 
industry for around 20 years, 
running my own business since 
1995. I’ve always been into bikes – 
well, since my exasperated parents 
bought me an early MBUK to keep 
me quiet on a long car journey. 

When I was a student I found a 
small local shop, started hanging 
out there, and then slowly started 
running the place when the owner 
lost interest. That shop went bust, 
but I saved some trade catalogues 

from the bin and bluffed my way 
into the business.

Tell us about the shop – how long 
have you been trading and what 
are you best known for?
Kinetics has been going since 1998. 
It started out as a pretty normal 
bike shop, doing repairs and selling 
normal bikes locally, with a small 
sideline in more unusual things 

like recumbents and folding bikes. 
Slowly the sideline started to take 
over, I’d already been doing a little 
framebuilding, but got involved 
with designing and building a lot 
more, so now I don’t do anything 

normal at all. I specialise in 
recumbents, folding bikes, custom 
bikes, and in the past few years 
getting into manufacturing parts 
and complete bikes.

How’s business at present?
Very good. I’m lucky in that I 
have very few competitors and 
it’s not a price-sensitive market 
– the downside is that it’s also a 

very spread-out market, I sell all 
over the world. Building custom 
modifi cations for Brompton  
bicycles started out as a one-off, 
but that’s one of my bigger areas at 
the moment.

How do you manage retail, frame 
building, workshop and more all 
by yourself?
It’s not easy sometimes. It’s not 
unusual for me to ask a customer 
to wait fi ve minutes while I fi nish 
brazing a joint on a frame! The 
shop is open-plan though, you 
can walk in and stand next to 
the workshop, so I can talk to 
customers while I’m working on 
bikes or building something. The 
kind of people who are interested 
in unusual bikes are usually also 
interested in how they’re made.

What would you say is the 
greatest challenge facing the 
independent retailer at present?
I think I’m going to give the same 

 Seen this badge on a bike? It’s 
probably one of a kind

“I regularly ship to Japan, 
Hong Kong, the USA and 
Europe...”
Ben Cooper, Kinetics
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answer as most other people for 
this - mail order. We’re increasingly 
in a Europe-wide market for bikes. 
It’s not Argos selling cheap junk any 
more, it’s sophisticated companies 
shipping good quality bikes direct 
to the customers. Independents 
now have to be something more 
than just a bike shop, they have to 
add specialist knowledge or skills.

You stock a range of electric 
bikes – has there been much 
movement here? 
I don’t actually stock many electric 
bikes, I’m fi nding much less interest 
than I was a few years ago. I think 
mainly because the big companies 
have become involved, and even 
the cheaper far-Eastern electric 
bikes aren’t bad now. It’s not a big 
part of my business the way it was 
fi ve years ago.

You also specialise in recumbents 
– how’s this market doing?
It’s a good regular market, though 
still not a big one in the UK. When 
I fi rst got into recumbents I spent 

my entire student grant on my fi rst 
one. They were very home-made. 
Now the frames are mass-produced 
in Taiwan like every other bike 
frame, and they’re assembled by 
decent-sized European companies.

With more niche products do you 
fi nd your catchment area is larger 
than the typical bike shops? 
It varies. For recumbents my 
market is UK-wide. For the things I 
manufacture it’s worldwide. People 

travel from all over the UK to 
visit, and sometimes even further 
afi eld. I regularly ship to customers 
in Japan, Hong Kong, the USA 
and Europe. I don’t do any real 
marketing, it’s almost all word-of-
mouth and social media.

You’re a frame builder too? We 
hear that’s popular at present, 
but you’ve been a specialist for a 
while – is that right? 
I built my fi rst frame commercially 
in around 1999. My speciality is 
that I have no speciality. I have built 
fatbikes and folding bikes, racing 
bikes, touring bikes, tandems, 
tandem tricycles, recumbent 
tricycles and tandem recumbent 
tricycles! I do less in the way of 
conventional diamond frames; 

partly because off-the-peg frames 
are pretty good, partly because 
there’s a lot of new framebuilders 
in this area. I build quite a few 
prototypes for inventors and 
designers too. I built the fi rst Paper 
Bicycle prototypes for instance, 

and there are several designs I’m 
working on at the moment that I 
can’t discuss.

How important is the world of 
online retail to kinetics?
Online retail is very important 
for me. I have online ordering for 
most of the bikes and parts I sell, 
I think it makes a big difference 
and often I fi nd a customer will 
exchange a few emails or phone 
calls, have a think, then put in the 
order online. It’s also not unusual 
for an online order to arrive, even 
for a £5,000 bike, with little or no 
contact with the customer. Some 
people like a list with checkboxes 
they can tick!

Have you any plans to expand 
the business? 
No. I’ve been bigger, and it didn’t 
suit me. I like building bikes and 
talking to interesting people. I 
don’t like doing accounts and 
dealing with employees. The 
current shop is around 500 square 
foot – it’s cosy and works for me.

 An adapted Brompton from 
Cooper’s workshop

STORE INFO:
TELEPHONE:
0141 942 2552

WEB:
www.kinetics.bike

OPENING HOURS:
10am to 5pm 

LOCATION:
826 Garscube Road, Glasgow, 
G20 7ET

“I’ve been bigger and 
it didn’t suit me. The    
current shop’s cosy and 
works for me...”
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ELECTRIC BIKES

Stepping 
up

Madison has bided its time when it 
comes to e-bikes. Here, Ridgeback 
Product Manager Sam Lawson talks 
to Mark Sutton about ensuring the 

product meets service standards and 
will satisfy the end-user…

Why didn’t Madison jump into the 
electric market right away? 
We have been watching the 
development of this category 
closely for many years, but knew we 
needed a reliable system in which our 
specialist independent cycle retailers 
would have the confi dence to sell 
and provide the aftersales support. 
Shimano has the global sales and 
support infrastructure, the technical 
knowledge, training programmes and 
the manufacturing capacity to ensure 
customer satisfaction. Many early 
entrants to this category simply didn’t 
have this in place. 

 
When do the new Shimano Steps 
clad e-bikes land?
The Electrons arrived with us at the 
start of May and have been selling 
very well. There is very little reluctance 
from the retailer to stock the e-bikes 
once they know they can trust the 
product safe in the knowledge that 
Madison is there with Shimano 
technical support, stocks of spares 
and fast and free delivery of any spare 
parts should they need them. 

Why has Madison opted to spec 
Steps over Bosch, for example?
Whilst Bosch has a great system they 
have been slow to adapt to the speed 
at which the category has grown. 
Their growth has been limited by 
their production capacity and they 
have had to restrict the bike brands/
bike factories which can access their 
product. They have focused primarily 
on German domestic brands and a 
few selected global brands. We also 

had concerns over the support that 
was available in the UK and we prefer 
to have total control as ultimately we 
want to provide the best possible 
support for our customers. 

With Ridgeback using Shimano 
Steps, the retailer knows they don’t 
have to deal with any third party 
company for aftersales support. It 
makes life a lot easier for them as it’s 
just like stocking a regular Ridgeback. 
Madison provides all the training and 
support for working with Steps.

 
How do these two Ridgeback 
models stack up against 

competitor’s products?
It’s a competitive marketplace 
for everything and e-bikes are no 
different. With the Ridgeback brand 
we always pay attention to using 
the best quality parts and do not 
cut corners. Even so, we benchmark 
competitively and we are really 
pleased with the sell-in and most 
importantly, the sell-through.

 
What feedback did you gather from  
iceBike*? Feedback from IceBike 
was very good and the pre-orders 
refl ected that. There we’re some 
interesting ideas regarding tech for 
e-bikes and it was great to have 

dealers sharing their thoughts with 
us. Integration of componentry and 
also the style of frame requested were 
both high up the list. 

What was particularly pleasing to 
hear was that the specialist retailers 
were excited about this category 
and have been waiting for a reliable 
system. Some retailers who had been 
early adopters of ebikes had horror 
stories of poor aftersales support, 
unreliable product and negative 
consumer experiences, which they did 
not want to repeat. A combination 
of Ridgeback and Steps gives them 
peace of mind.

There was a glimpse of a Saracen 
e-bike during iceBike* – what’s the 
latest on that?
I can tell you that the entire business 
is taking the e-bike category 
incredibly seriously and the focus and 
investment is driven from the highest 
level of management. It’s very exciting 
and you will be seeing more e-bikes 
from the Sportline bike brands.

We’ve already started looking at 
frame platforms for future models. 
We’re proud to have been the fi rst 
UK brand to market using the Steps 
system, but we won’t stop there. 
Some exciting developments are 
already in process.

How easily serviced is the platform?
Ease of service is one of Steps key 
attributes. It uses the same E-Tube 
system as Shimano’s awarding 
winning Di2 groupsets, and therefore 
uses the same PC-Interface. So this 
is something that a lot of dealers will 
already be familiar with. However, 
we have made sure that sales and 
service staff are fully up to date with 
Steps. The Shimano technical team 
at Madison are busy travelling the 
country to train retailers and ensure 
their businesses are ready for e-bikes.

 
Will you explore other price points 
with electric bikes going into 2016?
Currently we’re sticking with the 
two Ridgeback Electron models for 
this coming model year, but as we 
work on different designs they will 
inevitably cover different price points. 

What mileage per charge is 
achievable using Steps?
Steps has three assist settings, with 
mileage ranging from 37 miles in 
‘High’ to a rather frugal 77 miles in 
‘Eco’. These fi gures will depend on 
terrain, rider weight and general 
conditions. Another key point is Steps 
quick charge time; four hours for a full 
charge and two hours for 80 per cent.

 
Can any Ridgeback stockist take on 
the electric bikes?
The e-bikes are available to all 
authorised Ridgeback dealers with 
no special sign ups or MOQs. We 
are currently stocking three sizes with 
geometry over two models available 
on www.SportlineB2B.co.uk

 Steps is serviceable 
using the same 
software as Di2

“The entire business is 
taking taking e-bikes 
very seriously.”
Sam Lawson, Ridgeback

Sponsored by
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ELECTRIC BIKES

BESV e-bikes arrive 
in UK with Velorution

When was Kinisys Electric Bikes 
launched? 
April 2012. 

What sectors do you serve? 
E-mountain bikes, city bikes, 
folding bikes, step through and 
custom bikes. 

What’s different about the way 
you retail to customers? 
I offer part exchange, a 
registration document via Bike 
Register, free side stand, free 
helmets and free front and        
rear lights. 

Do you have a physical shop as 
well or are you purely online? 
Yes I have a small shop and a 
workshop, with an area of around 
400 square metres for a traffi c-free 
testing area. 

Is business good? 
Yes, business is good for me as 

I sell e-bikes across the entire 
spectrum.

What are the challenges to the 
electric bike market at present 
in the UK? 
The main challenges are that you 
can purchase e-bikes from places 
such as eBay at silly cheap prices 
with no warranty. These e-bikes 
are generally made using inferior 
components and end up coming 
to places like me for repairs, 
where other problems arise, such 
as no parts are available.
This why I introduced the part 
exchange scheme. Which means 
I take in both e-bikes and non 
e-bikes in exchange.

What other offerings do you 
have to help bring in customers? 
I also offer short term no interest 
fi nancing, with three and six 
month options. 
www.kinisysebikes.com 

DARFON, are coming to the UK 
exclusively through Velorution.

The bikes had a swanky launch 
in Amsterdam earlier this spring, 
announcing their arrival in the 
European market.

BESV stands for (B)eautiful (E)
co-friendly (S)marter (V)ision. The 
bikes are made using the same 
manufacturing process as Moto GP 
racing motorcycles.

The LX1’s curved aluminium 
frame is hand-sculpted and the bike 
has three lelves of torque sensing 
pedal assist plus a Smart Mode that 
calculates the level of assistance 
the rider needs for optimal ride 
comfort. It uses a Sony battery 
(80km on a full fi ve hour charge) 
and a headlight and user interface 
integrated in one unit. There’s 
also place to attach a smartphone 

and control the bike via an app. In 
orange, grey, white or red, the LX1 
retails at £3,599.

The PS1 sports a carbon frame, 
handmade and constructed in one 
piece. The frame weighs 16.9kg. 
It uses a smaller motor but still 
provides max 60km on a full four 
hour charge. It comes in white, red 
or yellow and is priced at £2,399
www.velorution.com

“The Sony battery 
will deliver 80km 
on a single fi ve 
hour charge...”

FIVE MINUTES
WITH KINISYS
ELECTRIC BIKES

Sponsored by

 BESV builds are made using the 
same processes as Moto GP bikes

KINISYS ELECTRIC BIKES
277 Gateshead Road, Borehamwood

Hertfordshire. WD6 5LZ

ckkinisys@gmail.com  www.kinisysebikes.com

020 8953 7642   07990 076330
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Pump up your profi ts

 Topeak sets the standard for innovative, highly functional design in 
more categories than any other brand. From the iconic and 

unrivaled HexusTM tools, to the multi-award winning 
TransformerTM Series, Topeak continues 

to raise the bar with class leading 
products, year after year.

Design-driven: Unmistakably 
High-quality: Absolutely

Innovative: Always

Distributed in the UK by Extra UK, www.extrauk.co.uk

Topeak
Prepare to Ride



BMX

BIKEBIZ.COM   BIKEBIZ JULY  59

Trails, rails 
and sales
Got a local BMX crowd? Or perhaps a kid 

looking for their fi rst bike to throw around? 
Mark Sutton looks at the BMX market and 

how retailers can get involved...

4DOWN  01424 433074

Landing with 4Down in July is the 2016 United complete range.
Pictures is the £339.99 Supreme, which comprises bang on trend 
2.4 wide Fit brand tyres, 9-inch riser bars, Microdrive gearing and 
United brand Valentino pedals, among other top components.
Retailers will be pleased to know the hubs and bottom bracket 
are sealed, while the frame has gusseting to strengthen where 
needed, as well as tapered fork legs with an integrated bearing 
race on the steerer.

CYCLING SPORTS GROUP  01202 732288

With a healthy stock of BMX products, including a good chunk of 
Germany’s WeMakeThings portfolio, CSG UK cover everything from 
freecoaster hubs to Fuse padding for vulnerable knees.

WeThePeople is amongst the top brands in BMX and continues to 
innovate. Wethepeople’s deep P&A range includes the proven Royal 
cranksets, new handlebars and forks, and brand new Helix freecoaster 
rear hub. Available in black, polished or oil-slick, the £109.99 Helix hub 
is a proven design, tested by the pro team, and is pitched as one of 
the most durable and smoothest freecoasters on the market.

ZYRO  01325 741200 

Zyro caters for those going upside down and sideways with products 
like Bell’s Segment, Refl ex and Full Flex lids.

The Segment gets its name as the EPS foam liner is moulded into 
segments that are connected by an internal frame skeleton within the 
ABS plastic shell.

Traditionally, this type of helmet is compromised to fi t “average-
shaped” heads. The segmented liner offers enough fl exibility to form 
to the head shape of the wearer; this FormFit technology results in 
the most comfortable BMX style helmet you can buy.

RALEIGH  01773 532600

A label synonymous with BMX is Diamondback, which is found in the 
UK within Raleigh’s stocks.

Though the brand of today’s goods extend beyond its 20-inch 
heritage, the fi rm still specialises in bikes built for the trails and skate 
parks, including builds for juniors getting into the sport.

Take the 16 and 18-inch wheeled Remix, which offers beginners a 
scaled down version on which to practice. With a nine-tooth cassette 
hub and 25 tooth sprocket, there’s clearance for error while dropping 
in. Tektro brakes further shore up confi dence.

SPLIT SECOND IMPORTS  01934 743888

Recently added to the Split Second stable are a selection of race 
bikes, frames and parts from DK.

The introduction of the Sprinter and Elite models from DK will be 
a welcome addition to the UK scene. These retail from £449.99 and 
£999.99, respectively and are in stock now. 

Already in stock are the DK Bicycles V2 race frames, which retail at 
£299.99 RRP and are available in six different sizes.

Also recently added is Stay Strong’s race bars, forks, seats and seat 
posts, which now sit alongside the apparel collection.



BMX

MOORE LARGE  01332 274200 

With a healthy selection of both freestyle and race products, 
Moore Large’s BMX portfolio offers Haro, Premium Products, 
house-label Social, Cliq, Cuda, Box and Savage Components.
If your customer is one for destroying plastic pedals, have them 
check out Premium Product’s Slim pedal. With a lightweight 
extruded aluminium platform, revolving around a thick axle, this 
sealed unit should last and last.

If it’s a racer looking for parts, race boards or accessories, Cliq 
and Box are two of the market’s well regarded labels.

MET  02071937496

As used by Liam Phillips, a World Champion in BMX, Bluegrass’s 
full-face Brave helmet is the fi rst available to feature D30 insert 
technology.

Fitted into the Brave shell, the D30 Inserts are made from an 
orange-coloured tactile polymer material which is composed of 
intelligent molecules. These are free fl owing when at rest but lock 
(polymerize) on impact, dissipating kinetic energy. 

With space allocated on the side for an onboard action camera, 
Bluegrass offers fi ttings that are easily removed when required. 
Five sizes and three shell types are now available via MET.
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SNAP DISTRIBUTION 01424 420033

Another Hastings-based specialist in the fi eld is Snap Distribution, 
who among other brands, distribute a market favourite hailing 
from Scotland – BSD.

Snap also carries complete bikes from Verde, as well as entry-
level house brand Jet – an ideal solution for the beginner.

At £249.99, Snap has packed a punch on its entry bikes line-
up, offering tubular sealed mid BB cranks, a sealed nine-tooth 
cassette, large 8.4 rise bars, tapered forks and a number of on-
trend components. 

From BSD, look out for the Donnasqueak tyres, currently a rider 
favourite and available in 2.25 or 2.4 widths and various colours.

SEVENTIES 0845 3103670 

Perhaps the UK’s largest specialist distributor for BMX is Seventies 
– the distributor for brands such as Federal, Cult, Primo, Subrosa 
and Kink, among many others.

Fresh to stocks is the 2016 Kink complete bike range, which 
spans both kids-specifi c 12-inch wheel and entry to professional 
level builds. Throughout you’ll fi nd a smattering of quality 
aftermarket components designed to resist the rigours of modern 
BMX riding. 

Joining the Gap series of bikes is the Gap LHD, which features 
the same Gap spec, but with left hand drive. Kink has also 
replaced the Search model this year with the all new SXTN Pro 
Sean Sexton Signature model, which comes complete with a 
freecoaster rear wheel.
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Take advantage of our 

bespoke Cycle Retail Insurance 
 

  

 
01925 428 331 
Cycle Retail Insurance from a UK based insurer 
who understands your business. Covered by an 
award winning specialist underwriter. 

Including all new Exhibition Cover. 

with over 15 years industry experience. 

Insurance from Velosure

Simply visit our website to download our free brochure

www.velosure.co.uk
Email us retailers@velosure.co.uk or call for more information

01925 428 331

DEMONSTRATION 

BIKES
(up to 48 hrs)

STOCK ON 

DISPLAY
(outside the store up 

 to sums  insured)

EXHIBITION 

COVER 
 

(as standard, option  to 
increase up to 10k) 
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DRIVETRAIN

Crank
it up

With greater value than ever attached to  
kitting bikes out with the right drivetrain, 

it’s important to have the right stock. Mark 
Sutton explores the market’s many options for 

maximum pedal power…

SILVERFISH  01752 843882

Silverfi sh UK distribute a wide range of Race Face and e*thirteen 
cranks to the trade.

The Race Face range of cranks and chain rings is 
comprehensive, ranging from their Ride cranks at £119 SRP to 
their range-topping and media-acclaimed carbon Next SL cranks 
starting at £389 SRP for the crank arms only. The range includes 
cranks that are ideal for all applications from downhill to BMX, 
XC and fatbike.

MOORE LARGE  01332 274200

Kitted out to supply its accounts with the KMC catalogue, Moore 
Large is a key source for chains.

The EcoProTeQ is a high performance chain with breakthrough 
EcoProTeQ anti-rust technology, pitched as a new generation of 
chains, created to remain unchanged over time with the highest 
level of performance. These extremely durable chains double rust 
resistance and the smoother coating offers less noise and good 
looks. They’re available in 8, 9 and 10 speed.

FISHER OUTDOOR LEISURE  01727 798345

Fisher Outdoor Leisure is your one stop shop when it comes 
to quality drive train componentry with both SRAM and 
Campagnolo available.

Fisher also offers price matching and free delivery for all 
SRAM components via their SRAM Platinum Club. Sign up is 
easy – just contact them via their b2b.fi sheroutdoor.co.uk

New for 2015 is the addition of all Campagnolo electronic and 
mechanical groupsets to the B2B groupset builder. Dealers can 
easily build packages from scratch, offering customers the full 
size range of Campagnolo’s available cranksets.

HOPE   01282 851200

Hope broke into the drivetrain market earlier this year with the launch 
of a new crank. Forged and CNC machined from 7075 aluminium, 
they’re available in Hope’s six key colours to match your customer’s rig.

The spider and sprockets are fi tted to the crank arm using a spline, 
allowing easy interchangeability in setup and ring confi guration.

Since the system is modular, even the axle can be changed to 
accommodate 68/73, 83 and the multitude of fat bike options simply 
by swapping the axle.
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RUNNING LIKE A
WELL-OILED MACHINE?
Over two-thirds of 
a sample of sportive 
riders were found to use 
a Shimano groupset
 

78% of a sample of 
sportive riders would 
consider a Campagnolo 
or Shimano groupset for 
their next purchase

A third of a sample 
of sportive riders 
purchased their crankset 
over a year ago

36% of a sample of 
sportive riders have 
not purchased a new 
crankset for their 
competition bike

(Source: SPORTS 
MARKETING SURVEYS INC.)
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DRIVETRAIN

MADISON   01908 326000 

Freshly in stock from this month, Shimano’s Deore XT M800 
groupset is the latest 11-speed groupset for off-roaders.

With DYNA-SYS11, Shimano encourages everyone from cross-
country to aggressive enduro riders to ride anywhere with its 
advanced gearing concept that helps maintain rider effi ciency. 
Like its XTR sibling, M8000 offers 1x11, 2x11, and 3x11 drive 
train solutions to satisfy any type of rider ability level or terrain. 
Featuring Rhythm Step progression the DEORE XT M8000 
maintains calculated, shock-free gear steps from one gear to the 
next, saving riders’ energy and helping maintain fl ow on any trail.

CHICKEN CYCLEKIT 01525 381347 

As a key supplier of Campagnolo to the UK cycle trade, Chicken 
CycleKit is able to supply the 2015 Red Dot Design Award-
winning Super Record EPS groupset. Super Record EPS is offered 
in a variety of specifi cations and fi nding the perfect build has 
never been easier. Visit chickenb2b.co.uk and fully customise any 
Campagnolo groupset from Chicken’s groupset builder.

Also available via the Leighton Buzzard distributor is the KMC 
chain catalogue. Covering on and off-road riding in depth, KMC 
can supply top-performing chains like the DLC. At just 243 grams, 
it’s the lightest 11-speed chain on the market and as the name 
suggests, comes clad with the brand’s Diamond Like Coating, 
adding signifi cant durability.

MUC-OFF  VIA FISHER: 01727 798345 

They cost a fair bit, these drivetrain components, so it’s worth 
educating your customer on the logic of looking after valuable 
parts post- ride.

With that in mind, a wise investment for any regular cyclist 
would be Muc-Off’s revised X-3 Dirty Chain Machine at £30. 
Designed to aid the quick and mess-free removal of grime from 
chains, the device offers 120 contact points for a thorough clean. 
What’s more, there’s now separate baths to collect both cleaning 
fl uid and the used grime, ensuring no contaminants remain. 
Included in the kit is a 75ml measure of Muc-Off’s Drivetrain 
Cleaner, also sold separately.

SRAM  Various Distributors

1X groupsets are no longer just a mountain bike trend, with 
SRAM having introduced both Force and Rival level single 
sprocket groupsets.

The rear derailleurs, chainrings and brake levers (no shifter) 
are specifi c and developed solely for the 1x application. SRAM 
also has added extra cassettes in order to cover a wide range of 
disciplines and styles.

Up front customers can take their pick from chainrings ranging 
38 to 54 teeth, proving gearing for gravel riders and TT riders 
alike. Utilising X-Sync technology, the chainrings offer tall square-
edged teeth that engage the chain early for maximum output.

Short, medium and long cage derailleurs are available to work 
with a variety of cassette ranges.
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FORKS

Forking
out

As tech innovates and keeps up with 
various MTB wheel sizes, so too does 
the array of forks available to dealers. 

Jonathon Harker takes a look at 
some choice offerings…

FISHER OUTDOOR LEISURE 

b2b.fi sheroutdoor.co.uk

RockShox offers what it says is the 
most adjustable suspension on the 
market. The eyecatching Pike relaunch 
– Pike DJ – is the most recent of its 
highly praised forks, featuring classic 
Pike features but cleared for bigger 
take offs. Fisher has high hopes for the 
popular brand in the year ahead and 
has an IBD-supporting margin support 
programme which enables dealers to 
price match online retailers from the 
UK and EU and still make a margin. 
Contact Fisher to fi nd out more.

JUNGLE PRODUCTS 

01423 780 088

The BOS Dizzy is a new performance 
platform in 29-inch (in 120 or 140mm) 
or 650B (in 100 or 120mm). Weighing 
just 1580g thanks in part to a closed 
cartridge, it’s adjustable to soft, 
medium and hard. The hydraulic 
system setting not only acts on low 
speeds, but offers three combinations 
of low and high speed curves. It 
features 32mm diameter stanchions 
and has a new UK RRP of £750. Fresh 
tech from BOS includes the Frequency 
Control Valve (FCV), which act as a 
second damper inside the fork. 

MOORE LARGE

sales@moorelarge.co.uk

Suntour’s Rux fork has seen World 
Cup level action thanks to the Gates 
Nicolai racing team. With 38mm 
stanchions, it offers eight inches of 
plush travel that can be reduced to 
seven inches. Add to that a volume 
adjustable air chamber and a cartridge 
damper which is removable for tuning 
or servicing. Available in black and 
white at £829.99 RRP, the Rux tops the 
scales at a slender 6lbs 5oz. For more 
information from the magnesium, 
carbon and alloy moulding tech 
specialist, dealers should contact 
Moore Large via the email above or 
through their area managers. 
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FORKS

CHICKEN CYCLEKIT

01525 381347

Columbus has provided 
tubes to a diverse range 
of sectors, from furniture 
makers to the aviation 
industry. The brand’s 
Grammy Carbon Fork 
is a high-performance 
racing fork, pitched as 
having an impeccable 
stiffness- to-weight 
ratio, providing accurate 
steering and offered 
sublime handling. With 
a tapered steerer, 43mm 
rake and weighing at 
only 290g, the Grammy is 
a fi ne Italian upgrade for 
any race bike. OE rates 
are available, contact 
the sales offi ce on the 
number above or speak 
to an account manager.

UPGRADE BIKES

shop.upgradebikes.
co.uk

The X-Fusion SWEEP 
27.5” Roughcut (£554.99)  
offers the established 
160mm travel Sweep 
fork with 34mm chassis 
now with X-Fusion’s new 
ultra-tuneable Roughcut 
damper. Roughcut 
offers a full range of low 
speed and high speed 
compression adjustment 
from easy access top-leg 
controls, ideal for Enduro 
and serious trail riders.
Rough Cut also comes 
in the 29” Trace and 26” 
Slant models.

TRP has expanded into 
forks with the full carbon 
CX/Gravel fork (£379.99)
specifi cally designed 
around the disc brake. 
Features include internal 
cable routing, lower 
post mount to one-piece 
alloy to axle, 40mm tyre 
clearance, 450g weight, 
15mm DT Swiss Thru-
Axle included.

ZYRO

www.zyrob2b.co.uk

Magura’s TS8 eLECT 
suspension forks use the 
electronically controlled 
eLECT lockout – locking 
the fork automatically 
depending on the riding 
situation – yet the entire 
system is 19g lighter 
than the mechanical 
DLO². In auto mode the 
3D acceleration sensor 
registers gradients and 
shocks with its free-fall 
and motion detection. In 
manual mode the lockout 
function is controlled 
using the wireless remote 
which can be mounted 
to any Magura MT brake 
lever or with a handlebar 
clamp. You get 40 hours 
in auto or 60 in manual. 
The eLECT cartridge is 
suitable for retrofi tting 
for Magura forks since 
2010 and is available 
for 27.5” and 29” wheel 
sizes. The forks are super 
stiff 32 mm stanchions.

SILVERFISH UK

www.silverfi sh-uk.com

DVO Suspension and 
Formula forks are 
available through the 
distributor. The new DVO 
Diamond fork joins a 
strong line up including 
the DVO Emerald 
downhill fork and Jade 
coil shock. The DVO 
Diamond packs all the 
performance of a DH 
fork into a 140-160mm 
trail fork. The 35mm 
stanchions, an industry- 
fi rst compression bladder 
cartridge, dynamic 
tunability and ‘off the 
top’ (OTT) adjustable 
negative spring make 
this the ultimate trail and 
enduro race fork, the 
brand says. 

The DVO Diamond is 
available in green and 
black, SRP is £799. 
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O N E  S T O P  S H O P  F O R

N O W  D I S T R I B U T I N G  T H E  F U L L  2 0 1 5  W H E E L  S E T 
A N D  G R O U P S E T  R A N G E S

N O W  I N  S T O C K

B U Y  Y O U R  C A M P A G N O L O  F R O M  F I S H E R  A N D  B E N E F I T  F R O M

Groupsets Wheelsets

In store sales 
tools

Free delivery
exc. Spares & 
Accessories

EPS and Bora 
margin support

Stock availability Dealer training Staff support 
program

Workshop tool 
support

Groupset Builder

Bora Ultra
Bora One

Bullet Ultra
Bullet

Shamal Mille
Shamal Ultra

Zonda
Scirocco

Vento
Khamsin

Super Record Eps
Record Eps
Chorus Eps

Super Record
Record
Chorus
Athena
Veloce

To become a stockist or place an order contact your Account Manager, 
call the Fisher Outdoor Leisure telesales team on 01727 798345 or go to our website b2b.fisheroutdoor.co.uk



In association with

 
FROG BIKES
    Tel:   01784 557300     Web:  www.frogbikes.com

 
HARDNUTZ
  Unit 8 Rocheview off Millhead Way, Purdeys Industrial 
Estate, Rochford, Essex, SS4 1LB
  Tel:   01702 530090
  Web:  www.hardnutz.com

 
HOTLINES EUROPE LTD
  Unit 17 The Loan, Viewforthbank Industrial Estate, 
South Queensferry, EH30 9SD
  Tel:   0131 319 1444
  Web:  www.hotlines-uk.com
www.hotlines-europe.com

 I-RIDE
  7-8B Mid Sussex Business Park, Ditchling Common Industrial 
Estate, Folders Lane East, Ditchling, Sussex, BN6 8SE
  Tel:   01444243000
  Web:  www.i-ride.co.uk

 
JUNGLE PRODUCTS LTD
  Unit 3, The Cedar, New York Mills,
Summerbridge, HG3 4LA
  Tel:   01423 780088
  Web:  www.jungleproducts.co.uk and
www.santacruzbikes.co.uk

LEATHERMAN 
  Aynam Mills, Canal Head North, Kendal,
Cumbria, LA9 7BY
  Tel:   01539 729573    Web:  www.whitbyandco.co.uk

 
M & J DISTRIBUTORS LTD
  Unit A, Hanix Buildings, Windmill Lane, Denton, 
Manchester, M34 3SP
  Tel:   0161 337 9600
  Web:  www.mjdist.co.uk

MARA MEDIA
 Unit 5 Teach na Rosann, Annagry,
County Donegal, Rep of Ireland
  Tel:   353 (0) 74 954 8935
  Web:  www.maramedia.ie

 
atg training

for your future...

ATG TRAINING - HEAD OFFICE
  Future Centre, Smeaton Close, Aylesbury,
Bucks, HP19 8SZ
  Tel:   01296 737815
  Web:  www.atg-training.co.uk

 
ANSMANN UK
  e-BIKE centre, Unit 12, RO24, Harlow Business Park, 
Harlow, Essex, CM19 5QB
  Tel:   0870 609 2233
  Web:  www.ansmann.co.uk

 
BIKE SOUP
  55a North Wharf Road, London, W2 1LA
  Tel:   020 72982784
  Web:  www.bikesoup.com

 
BOB ELLIOT AND CO LTD
  Unit C4 Binary Court, Matrix Park, Western Avenue, 
Buckshaw Village, Chorley, PR7 7NB
  Tel:   01772 459 887
  Web:  www.bob-elliot.co.uk

 
BUFFERA LIMITED
  Cranborne House, Cranbourne Road, Potters Bar, 
Hertfordshire, EN6 3JN
  Tel:   01707 852244
  Web:  www.buffwear.co.uk

BTR DIRECT LTD
 148 Portland Road, Hove,
East Sussex, BN3 5QL
  Tel:   01273 205945
  Web:  www.btrdirect.co.uk 

CONTINENTAL
 North Parade, Aberystwyth, Ceredigion,
Wales, SY23 2JR
  Tel:   01970 626777
  Web:  www.conti-tyres.co.uk

CUSTOM SPORTS CLOTHING LTD 
  Tel:   07875 095 793
  Web:  www.customsportsclothing.com

CYCLEGUARD INSURANCE
 Southgate house, Southgate Street,
Gloucester, GL1 1UB
  Tel:   0844 826 2297
  Web:  www.cycleguard.co.uk

 CYCLEPLAN
  The Royals, Altrincham Road,
Manchester, M22 4BJ
  Tel:   08000 92 92 68
  Web:  www.insure4sport.co.uk/cycleplan

proudly presents

CYCLING SCOTLAND
 24 Blythswood Square, Glasgow, G2 4BG
  Tel:   0141 229 5350
  Web:  www.cyclingscotland.org

 
EBCO
  5 Pegasus House, Olympus Ave,
Warwick, CV34 6LW
  Tel:   Tel +01926 437700
  Web:  www.ebco-ebikes.co.uk

 
DARE2B
  Unit 8-9 Mercury Park, Mercury Way,
Urmston, Manchester, M41 7LY
  Tel:   0844 811 2939
  Web:  www.dare2b.com

 
EVOLUTION IMPORTS
  27 Widmore Road, Bromley, Kent, BR1 1RW
  Tel:   0208 290 0807
  Web:  www.evolutionimports.

 
FAT BOY IMPORTS
  Unit 10, Weavers Corner, Hampson St, Horwich, BL6 7JH
  Tel:   07966 401165
  Web:  www.fatboyimports.com

 
FISHER OUTDOOR LEISURE LIMITED
  8/9 Brick Knoll Park, Ashley Road, St Albans, Herts, AL1 5UG
  Tel:   01727 798345
  Web:  www.fisheroutdoor.co.uk

If you’d like to find out more or 
require additional copies please 
contact rsetters@nbmedia.com 
or call him on 01992 535647



DISTRIBUTION AND 
WHOLESALE

E-COMMERCE AND 
EPOS

EVENT ORGANISERS, 
HOSTING, HOLIDAY 

AND HIRE
MANUFACTURERS MARKETING, PR AND 

CONSULTANCY
MEDIA AND 
PUBLISHING

ORGANISATIONS, 
CHARITIES AND 
ASSOCIATIONS

RETAILERS, 
WORKSHOPS AND 

MAIL ORDER

SERVICES AND 
TRAINING

 
MAVIC
  Theta Building, Lyon Way, Frimley, Surrey, GU16 7ER
  Tel:  01276 404870

 
MEALOR-CLARKE CYCLE SPARES LTD
  Unit 1, Eastlands Road, Leiston, Suffolk, IP16 4LL
  Tel:   01728830055/01728605970
  Web:  www.mealorclarkecyclespares.com

MERIDA BICYCLES LTD
 Unit 13, Nottingham South and Wilford Industrial 
Estate, Ruddington Lane, Wilford,
Nottingham, NG11 7EP
  Tel:   0115 981 7788
  Web:  www.merida.com

 
MOORE LARGE AND CO LTD
  Sinfin Lane Industrial Estate, Sinfin Lane, Derby, DE24 9GL
  Tel:   01332 274252
  Web:  www.moorelarge.co.uk

cc

 PALIGAP LTD
  Unit 2 Danbury House, Great Western Park, Armstrong 
Way, Yate, Bristol, BS37 5NG
  Tel:   01454 313 116
  Web:  www.paligapltd.co.uk

 
PARKLIFE (HAVANT) LTD
  Unit 5, Butterick Building, New Lane, Havant, P09 2ND
  Tel:  02392 475895

PEAK DEVELOPMENT
 2 Flanders Park, Hedge End, Southampton,
Hants, SO30 2FZ
  Tel:   01489 796979
  Web:  www.peak-uk.com

POWACYCLE
 Akhter House, Perry Road, Harlow, Essex, CM18 7PN
  Tel:   01279 821243
  Web:  www.powacycle.co.uk

RALEIGH UK LTD
 Church Street, Eastwood, Nottingham, NG16 3HT
  Tel:   01773 532600    Web:  www.raleigh.co.uk 
www.cyclelife.com  www.diamondback.co.uk

RED CLOUD MARKETING & COMMUNICATIONS
 Delfan, Llangyniew, Welshpool,
Powys, SY21 0JS
  Tel:   01938 810873
  Web:  www.redcloudmc.com

 
REECE CYCLES PLC
  100 Alcester Street, Birmingham, B12 0QB
  Tel:   0121 622 0180
  Web:  www.reececycles.co.uk

 
SCHWALBE TYRES UK LTD
  Schwalbe Centre, Hortonwood 30, Telford,
Shropshire, TF1 7ET
  Tel:   01952 602680
  Web:  www.schwalbe.co.uk

 
SEE.SENSE (LIMEFORGE LTD) 
  Sketrick House, Jubilee Road,
Newtownards, BT23 4YH
  Tel:   02891 800536
  Web:  www.seesense.cc

SILVERFISH UK LTD
 Unit 3C and 3B Woodacre Court, Saltash Parkway Industrial 
Estate, Burraton Road, Saltash, Cornwall, PL12 6LY
  Tel:   01752 843882
  Web:  www.silverfish-uk.com

 
  SQUIRT
  Unit 10 Quadrum Park, Old Portsmouth Road, 
Peasmarsh, Surrey, GU3 1LU
    Web:  www.in2dust.co.uk

THE CYCLE DIVISION
 Unit 27 Gatehouse Enterprise Centre, Albert Street, 
Lockwood, Huddersfield, West Yorkshire, HD1 3QD
  Tel:   01484 456137
  Web:  www.thecycledivision.com

 
CYCLE SHOW, THE
  58 White Lion Street, Islington, London, N1 9PP
  Tel:   020 7288 6733 
  Web:  www.cycleshow.co.uk

 
VELOTECH SERVICES LTD
  26-27 Western Road, Stratford-upon-Avon, 
Warwickshire, CV37 0AH
  Tel:   0845 475 5339
  Web:  www.velotechservices.co.uk

 
WALKERS CYCLE COMPONENTS LTD
  22 Holywell Road, Leicester, LE2 8SG
  Tel:   01162 833885
  Web:  www.walkerscycles.co.uk

 
WELDTITE PRODUCTS LTD
 Unit 9 Harrier Road, Humber Bridge Industrial 
Estate, Barton-on-Humber, Lincs, DN18 5RP
  Tel:   01652 660000
  Web:  www.weldtite.co.uk

WINDWAVE
  Unit D2 and D3 Heritage Business Park,
Heritage Way, Gosport, Hampshire, PO12 4BG
  Tel:   02392 521912
  Web:  www.windwave.co.uk

   
ZYRO LTD
  Roundhouse Road, Faverdale Industrial Estate, 
Darlington, DL30UR
  Tel:   01325 741200
  Web:  www.zyro.co.uk / www.zyrob2b.co.uk

The BikeBiz Directory 2015 is out now, providing the industry with a must-have
guide to the UK’s retailers, distributors, manufacturers and related businesses.

BikeBiz Directory 2015 is now 
available to view online at

www.bikebiz.com



Gomm Road, High Wycombe, Bucks, HP13 7DJ
Telephone: (44) (0) 1494 530761
email: sales@adcal-labels.co.uk

adcal-labels.co.uk/labels/bicycle-retailers

Get your name around, remind your customers where 
they bought their bike or accessories and where to

take it for a service.
Any size, shape up to 60x40mm, 
1-3 colours include laminate so no 
scratching.
 500 £92
 1000 £120
 2000 £165
 Origination £30

www top tube stickers up to 
20x150mm. 1 colour on clear

500 £105 
 1000 £145
 2000 £190
 Origination £20

Sales - Service - Setup - Repairs

Serviced By -

Tel. 01479 870 050

LONGHAM, 01202 590414

RINGWOOD, 01425 470835

www.cycle-world.co.uk

Visit 
our new 
website

Bike Frame Stickers
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COMMUNITY
Sponsored by

“27plus? I’ll buy another MTB when a 
wheel size gets agreed on. Maybe never 
at this rate.”
@andymatthews

“And no British city to be seen RT 
Copenhagen trumps Amsterdam as 
world’s best cycling city in top 20 list.”
CTC CEO Paul Tuohy (@Paultuohy)

“@christianwolmar @bikebizonline What 
about whole roads just for bikes as 
suggested by Richard Branson?”
Independent London Mayoral Candidate 
Rosalind Readhead (@Privatecarfree). For 
more on the topic, turn to page eight.

“Congrats to @BikePlaceShow 
exhibitor @fi sher_outdoor as they win 
5 @TroyLeeDesigns distributor awards 
bikebiz.com/news/read/fi sh…” 
The Bike Place (@BikePlaceShow)

“Hardly surprising more people active in 
summer months. 1.4% winter drop, Lido 
in the dark and sleet? No thanks.”
@Aimo Stewart

“Pretty cool. @SRAMroad has a track 
inside their new Chicago offi ces.”
@armanhazairin

@bikebizonline

BikeBiz is keen to publish your opinions, whether you send them via 
email, Facebook, Twitter, BikeBiz.com or post… 

This month the lucky winner will 
receive a Commuter X4 personal 

illumination system…

STAR COMMENT

BIKE WEEK 2015: Did you get involved? 

IN THE latest of our quick straw polls, we asked 
whether bike businesses had got involved with 
Bike Week this year, the nation-wide promotion of 
cycling designed to encourage more people into 
the saddle. 

There were events taking place right across the 
UK thanks to the initiative, designed to lure in new 
cyclists and our survey respondents were split down 
the middle, with 50 per cent saying they did take 
part in Bike Week. 

Technically, taking part in Bike Week doesn’t 
require much from bike shops. Indeed all of those 
telling us that they’d taken part said they had talked 
to customers about Bike Week. Sticking a poster 
on the shop wall to raise awareness of Bike Week 
is another simple way to take part, but interestingly 
only half of those taking part in Bike Week did this. 

The majority of those that told us they’d taken 
part in Bike Week had gone a lot further and had 
organised a Bike Week activities themselves. 

However, there’s still some way to go. One of our 
respondents said: “I had no idea it was Bike Week 
and I’ve seen no promotions this week”. Of those 
that didn’t take part, around half said they were not 

sure what Bike Week is, suggesting there may be 
some room to spread the Bike Week message in 
the trade further, not least to reach all the new bike 
shops we see launching. 

Dunbar’s Belhaven Bikes is a regular supporter of 
Bike Week and this year linked with Scottish TV and 
its weatherman Sean Batty (pictured above). 

Belhaven set up a stationary bike at the Royal 
Mackintosh hotel in Dunbar to raise funds for 
the STV poverty charity appeal and to gather 
sponsorship for their staff to keep up pace with the 
weatherman – customers from the shop and the 
Berwick Wheelers road cycling club cycled out to 
North Berwick to ride with Batty for the fi nal stretch 
of his ride to Belhaven Bikes. 

The bike shop also offered free hire bikes through 
the week and free safety checks on bikes. 
www.belhavenbikes.co.uk

Next month’s poll: Now we’re over half way 
through the year, we’re asking: “How has 2015 
been for bike sales? 

Send in your comments to BikeBiz@nbmedia.com 
or take part in the poll at BikeBiz.com

50% - Yes

50% - No

50%50%

Belhaven 
Bikes is a keen 

Bike Week 
supporter



MARKETPLACE TO ADVERTISE IN THESE PAGES PLEASE CONTACT
RSETTERS@NBMEDIA.COM OR CALL 01992 535647

BIKES & ACCESSORIESBIKES & ACCESSORIES

BIKES & ACCESSORIES BIKES & ACCESSORIES

GPS Root is a user-friendly website created to organize and analyze ride and training 

information. Data can be uploaded directly from any Lezyne GPS computer and then shared 

(optional) on Facebook® or Twitter®. Examine route details in low, high or ultra resolution in 

the map feature and view specific training informationfor comprehensive evaluation.

PROUDLY DISTRIBUTED BY UPGRADE BIKES LTD.  |  UPGRADEBIKES.CO.UK

Reads USA and Russian satellites for ultra-reliable data collection ANT+TM and Bluetooth® 

(BLE) connectivity. SRP £159.99

PROUDLY DISTRIBUTED BY UPGRADE BIKES LTD.  |  UPGRADEBIKES.CO.UK

PROUDLY DISTRIBUTED BY UPGRADE BIKES LTD.  |  UPGRADEBIKES.CO.UK

INTRODUCING THE SMALLEST CYCLING GPS DEVICE 
IN THE WORLD.

Actual Size

Mini GPS is compact, powerful and ideal for the cycling minimalist. Sharp, easy to read, 

customisable display. Up to 100 hours of data is easily accessed. Cross-compatibility with 

Lezyne GPS Root web site as well as Strava™ and Training Peaks®. SRP £109.99
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MARKETPLACE

BIKES & ACCESSORIES BIKES & ACCESSORIES

FREE
SHIPPING
 on all parts via www.madisonb2b.co.uk

 Hangers, BB solutions, Bearing presses,
   Sealed bearings and Workshop solutions 

www.wheelsmfg.co.uk

BIKES & ACCESSORIESBIKES & ACCESSORIES
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MARKETPLACE TO ADVERTISE IN THESE PAGES PLEASE CONTACT
RSETTERS@NBMEDIA.COM OR CALL 01992 535647

BIKE BOTTLES & PROMOTIONAL GOODS BIKE FRAME LABELS & GENERAL PRINT

EXPOSURE LIGHTS
NEW SPRING COMMUTER
& POS DISCOUNT

Now available by contacting 
info@use1.co.uk or
01798 839 300

BIKES & ACCESSORIESBIKES & ACCESSORIES
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MARKETPLACE

EPOS & ECOMMERCEDEALER MANAGEMENT SYSTEMS

ULTIMATESPORTSENGINEERING.COM

USE SUMMER STOCKING DEALCUSTOM CLOTHING

CUSTOM CAPS

CUSTOM BOTTLES

CUSTOM MUSETTES

CUSTOM SOCKS

CUSTOM PHONEPACS

for more information visit
wildoo.co.uk 

Wildoo is the only UK based supplier that can off er 
a full range of quality custom cycling products.

COMPONENTSCLOTHING

BIKEBIZ.COM  BIKEBIZ JULY 77



MARKETPLACE TO ADVERTISE IN THESE PAGES PLEASE CONTACT
RSETTERS@NBMEDIA.COM OR CALL 01992 535647

WEBSITE SERVICESWEBSITE SERVICES

High-quality and ultra-reliable bicycle tyres 
and tubes, made in Europe

To find out more about dealer opportunities and pricing structure, or to arrange 
a visit from our brand specialist, contact the Rubena UK Trade Distributor

BIKE TYRESTORE FREEPHONE 0800 281 413, Email: sales@biketyrestore.com 
To place an order online, or open a trace account, visit www.biketyrestore.co.uk
For product information, visit www.rubenacycle.co.uk or www.mitascycle.co.uk

Rubena by Mitas has a tyre suitable for all disciplines covering 
road to MTB and everything in between, including the new and 

revolutionary GAADI open-loop tube.

■ GREAT TRADE MARGINS 
■ OVERNIGHT DELIVERY 
■ ORDER VIA FREEPHONE OR ONLINE 
■ AFTER-SALES TRADE SUPPORT 

TYRES & TUBESRACKS
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In what could be one of our last months as a member of the European 
Union, we at BikeBiz thought we’d throw a couple of continental-fl avoured 
statistics into our latest number round-up. Que sera, sera…

NUMBER CRUNCHING NO.1
Copenhagen unseated 

Amsterdam at the summit of the Top 

20 Cities for cycling list, part of the 

respected bi-annual Copenhagenize 

Index. Debuting in the top 20 were 

Minneapolis, Buenos Aires and 

Slovenian capital Ljubljana. 

Copenhagenize

1.3m
According to a fresh report, exports from Cambodia to the EU 

rocketed from 493,874 units in 2011 to 1,382,474 between 
September 2013 and August 2014.

Source: Bike Europe 

OFF TRACKOFF  TRACK
YOUR MONTHLY ROUND-UP OF STATS, VIEWS AND RANDOMS

On average, UK cyclists rode 
their bikes 50 times in the 
last 12 months.

6.6%
Italy’s domestic bike sales grew 6.6per cent 

in 2014 to 1,644,592 units. Netherlands 

sales reached 1.05m (up 11.2 per cent on 

2013) and French bicycle sales grew seven 

per cent up to 2.38m units in 2014.

Sources: ANCMA, RAI, BOVAG,

UNIVELO and FPS

50
TIMES
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I N  A S S O C I A T I O N  W I T H  B R O O K S

What bikes do you own? 

Time ZXRS, Giant Defy Winter and Eddy Merckx Track.

 

What’s your favourite place you’ve ridden?
Mallorca; Sa Calobra being my favourite climb

 

How did you get into the cycling industry?
At 15 lacing wheels for my local shop. Never did 

manage to lace enough wheels to cover my account!

 

Describe your role at Extra and how dealers
can get in touch?
I’m area sales manager for Scotland and Ireland. 

Dealers can contact me via email (blairwhiteside@

extrauk.co.uk) or phone (07557 809852)

 

What projects are keeping you busy at present?
Customer visits during the week with regular visits 

to Ireland. Weekends are often taken up with 

helping Spokes Racing Team – a Junior development 

road team.

 

Any products in the Extra catalogue at present
that have you particularly excited?
The Time Skylon Aktiv. I would love to get one in my 

own garage.

I’d also say the new Topeak Transformer RX, a 

compact folding version of the award winning 

Transformer X pump that also doubles as a bike stand.

 

If you had to choose, name one cycling product that 
you’d not be without and one that you feel 
revolutionised cycling at the time and why: 
The biggest single change for the better in my years

of cycling is the road STi Lever, closely followed by

the clipless pedal.

After recently making the swap to Tubeless Road 

Wheels I don’t think I would be without a pair again.

IN THE
SADDLE
Blair Whiteside, 
Area Sales Manager 
for Scotland and 
Ireland, Extra UK

ZYRO STAFFERS CHARITY 
EFFORTS FLYING HIGH

YOUTH NO BARRIER FOR 
ALPE D’HUEZ CHALLENGER

CRICKETER BOWLED OVER BY 
TRADE SUPPORT 

THE UK has plenty of 
picturesque, if remote, spots to 
cycle, which is why it seemed 
appropriate that Zyro picked 
the Great North Air Ambulance 
as one of its charities last 
year. Thanks to fund raising 
initiatives from Zyro staffers, 
over £5,000 was raised for the 
highly worthy cause, handed 
over in a cheque to GNAAS 
volunteer Steve Cooper a few 
months ago.  
www.zyro.co.uk 
greatnorthairambulance.co.uk

LATER THIS month, ten-year old Bjoern 
Koerdt from Bramhope, Leeds, is taking 
on the gruelling penultimate stage of 
this year’s Tour de France, a day ahead 
of the race. School pupil Koerdt is the 
youngest member of the All Terrain 
Cycles racing team and on 23 July will 
embark on the 110km un-assisted ride – 
perhaps making him the youngest cyclist 
to attempt a stage of the tour. 

It’s all in aid of local charity Martin 
House Hospice in Boston Spa, 
Wetherby. The worthy cause provides 
family-led care for children with life-
limiting illnesses.  
mydonate.bt.com/fundraisers/bjoern

ENGLAND CRICKET legend Darren Gough is being 
backed by Madison and Sportline in his charity cycling 
exploits this year. Fuelled with Science in Sport, nuun 
and Mule Bar on his new carbon Genesis Team Zero 
bike, the former English bowler will be undertaking 
a 300 mile cycle over four days to raise money for 
Lord’s Taverners, a leading youth cricket and disability 
sports charity dedicated to giving disadvantaged and 
disabled young people a sporting chance.

A Lazer Z1 helmet, Shimano R321 shoes and 
Madison Genesis road race team kit have also been 
donated to Gough as he rides from the Emirates Old 
Trafford to Trent Bride, Edgbaston, Lords and fi nally 
the Kia Oval.  
mydonate.bt.com/fundraisers/darrengough2
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OFF TRACK

WHO UNDERSTANDS YOU? 

Daniel Gillborn is director of Cyclescheme, the UK’s leading provider of
tax-free bikes for work. You can reach him on Twitter @cycleschemeltd 

OUR AIM is to get as many would-be, could-

be cyclists as possible through the doors of 

our retailers. We know the market doesn’t 

stand still, so our innovations are made with 

you in mind. 

By creating a business-to-business 

system for you, it helps to make the most 

of every customer that walks through your 

shop door. Our job is to think of creative 

ways to make the selling process as easy 

and effi cient as possible, allowing you to 

concentrate on what you’re great at – being 

a retailer. 

Cycle-to-work continues to outpace the 

overall market, growing year-on-year with 

70 per cent of Cyclescheme sales coming 

from new or returning cyclists. This creates 

the opportunity for you to make more sales 

and gain more customers who return for 

clothing, accessories and servicing – and 

another bike when the seasonal commuting 

bug bites. As the market has developed, 

we recognise that many retailers work 

with more than one provider. However, 

Cyclescheme bridges one of the widest 

ranges of brands and dealers. 

As the only cycle to work provider who 

make payments in as little as 24 hours, 

we deliver this by our processes being as 

slick, seamless and innovative as possible. 

Cyclescheme is like the third method of 

tender! When you are presented with your 

next cycle-to-work customer, decide for 

yourself who offers you a high quality service 

with the fastest payments and innovative 

functionality that offers your customers the 

chance of getting a better quality bike. 

We know that this results in a great 

experience that keeps customers coming 

back to your store.

Daniel Gillborn, Director

Sponsored by the brands of
Moore Large 01332 274252

“Humbled as I am to receive this honour,
I promise that it won’t in any way weaken 

my resolve to continue campaigning.”
Roger Geffen, CTC, on being

 appointed a MBE

QUOTE UNQUOTE
For more on these stories, head to www.BikeBiz.com

HOW LONG HAVE YOU BEEN WITH RSI? 
Since January 2015. 

HOW LONG HAVE BEEN IN THE INDUSTRY? 
Since January 2015! However I have been 

involved in road cycling for 30-plus years as a 

rider and more recently team sports director.

WHAT’S THE BEST THING ABOUT WORKING 
IN THE CYCLE INDUSTRY? 

It’s a warm friendly environment. Everyone you 

meet has a story to tell.

WHAT’S THE BEST PART OF YOUR JOB? 
AND THE WORST? 
Best: Travelling the UK meeting such a varied 

range of personalities from all aspects of the 

cycling world, from former champions to guys 

who have just started out in the cycling industry 

having been successful in their previous careers. 

The Worst? Not yet happened!

WHAT ARE YOU WORKING ON AT 
THE MOMENT? 
As the sole UK distributor of Exustar.com the 

main focus is the exustar bike fi t jig. 

HOW CAN THE TRADE GET IN TOUCH? 
showes@rsi-cycles.com or 07919 488862

TRADE
ACCOUNT

Simon Howes, 
RSI

C Y C L E  T R A D E R ’ S  I N S I G H T
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LAST WORD

IN ORDER to keep Bill Clinton on-
message during what would become 
his successful 1992 presidential 
campaign a policy strategist coined 
the phrase “The economy, stupid”. 
The phrase was meant to be an 
internal aide memoire, but it went 
public, became a campaign message, 
and was lengthened to “It’s the 
economy, stupid.” Kevin Mayne, 
formerly the CEO of CTC and now 
the development director at the 
European Cyclists’ Federation, has a 
similar message for bicycle advocates 
and members of the bicycle industry, 
“It’s jobs, stupid.” In 2014 the ECF 
released a study that showed Europe’s 
cycling economy sustained 650,000 
jobs and had the potential to create 
many more. This, says Mayne, has far 
more power to infl uence politicians 
than cycling’s health, social and 
environmental benefi ts.

At Velo-City Nantes in June, Mayne 
presented the study’s fi ndings again, 
and stressed that cycling is bigger, in 
jobs terms, than “European heritage” 
industries, often cosseted by the EU. 
The cycling economy’s 650,000 jobs 
– which includes bicycle production, 
tourism, retail, infrastructure and 
services – exceeds the 615,000 jobs 
in mining and quarrying, and is near 
twice that employed in the steel trade.

“We can create more jobs for 
Europeans through investment in 
cycling, not only because it has a 
proven record for creation of green 
and sustainable jobs, but because of 
the huge contributions it makes to the 
EU’s wider objectives,” said Mayne. 

The ECF’s “Jobs and job creation 
in the European cycling sector” study 
is aiming to unlock funding for cycling 
from parts of the EU not hitherto 
interested in cycling which straddles 

many sectors, including transport, 
sport and health. For instance, the EU 
Commission has a €300bn investment 
plan for achieving growth by 2020. 
And for growth, read jobs.

Mayne said: “One story trumps 
everything else. We can sell health, 
and climate change, and they go in 
our economic arguments, but when 
politicians say ‘we haven’t got any 
money for those things but if there 
were some jobs in it we’d take some 
money from the growth fund’ then 
you have a different conversation, with 
a different department of government 
and you are of the moment.”

The ECF believes €2bn could be 
unlocked from EU growth subsidies.

From the ECF stand at Velo-City 
Mayne told me: “When a bike 
company meets a politician and says 
‘if the conditions are right I’m going 
to open a new factory, bringing 
production back to the EU from 
Taiwan or China’, that’s powerful. The 
new bike valley cluster in Romania is 
an example of what’s happening. And 
Flanders is putting on more jobs in 
cycling then biotech. Their regional 
government is saying ‘we’ll invest.’”

Mayne believes there are 
signs cycling could win big from 
the EU. From July to December 
the presidency of EU goes to 
Luxembourg, and from January to 
June 2016 the presidency will be held 
by the Netherlands – both countries 
have said they were willing to work 
on a cycling plan while in charge. 
In addition, Violeta Bulc, the EU’s 
Commissioner for Transport, is a cyclist.  

During the hearing where she was 
formally appointed, she said: “I am a 
devoted cyclist. If you go to Slovenia 
you will see ministers in big cars – I 
am at the back cycling my bike. I go 
to work by bike, and I have seen what 
the Cohesion Funds and Structural 
Funds have done for cycling, for 
example in my own country.” 

In her “application” to become the 
EU Commissioner of Transport she 
wrote: “I am convinced that we need 
to make alternatives to private car 
usage more attractive. I will therefore 
promote non-motorised forms of 
transport such as walking or cycling, 
i.e. through better protecting the most 
vulnerable road users.”

Mayne said “The next 12 months 
are critical.” But if the economic 
arguments get heard, “cycling could 
benefi t and that would be a milestone 
in 35 years of work.”
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“Cycling jobs exceed 
those employed 

within mining and 
quarrying. There’s 

almost twice as 
many employed than 

the steel sector...”
Kevin Mayne, ECF

Bicycling is bigger
than biotech
And because it’s big – and getting bigger – the bike industry ought 
to get more EU support, argues Carlton Reid.
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DISC-BRAKE CLINCHER

TUBELESS-READY

WEIGHT: 1655g

THRU-AXLE COMPATIBLE

21mm Internal

26mm Depth

77/177D HUBSET
24 REAR SPOKE COUNT

24 FRONT SPOKE COUNT

25mm External

YOU’RE SET FOR A NEW COURSE OF ACTION. Road. Cyclocross. Throw in some gravel and adventure riding. The Zipp 30 

Course Disc-brake wheelset is a category-creating kind of aluminum wheelset ready for it all. A Speed Weapon engineered 

for speed, durability, and the precision and power of disc braking. Available in tubular, clincher and tubeless-ready with 
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25 years ago we launched the fi rst integrated pedaling system 
with the M100 shoe and M737 pedal.

Shimano Pedaling Dynamics pioneered an industry, helped shape a generation of riders,
and provided a foundation for champions to push the boundaries of our sport. 

A quarter of a century later the game has changed, but the SPD system is still the benchmark.

#25YearsSPD
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