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BY JASON NORMAN
ST. PAUL, MN—With bike dealers 

starving for more service-oriented train-
ing, Park Tool is going to fill a void.

Next January’s Park Tool Tech Summit 
will feature two-day “technical schools” 
featuring hands-on classes taught by 
brands: Fox Racing Shox, Shimano, 
SRAM, Campagnolo, Hayes, Rock Shox, 
Avid and Park Tool.

“Individual component companies 
can’t cost effectively reach all the deal-
ers they would like to,” said Bill Armas, 
marketing rep for Park Tool. “QBP’s 
seminars at Frostbike are popular as are 
the clinics held at Interbike, but there is 
too much else going on and the semi-
nars are too short to really get into the 
issues. Some manufacturers put on re-
gional training clinics, but the dealers 
don’t get to actually work on the bikes 
while they learn.”

Hayes Disc Brakes’ warranty manager 
Andy Paradowski agrees with Armas. 
“We’re just not able to this kind of in-
depth training at trade shows,” Para-
dowski said. “The bang for your buck 
with something like this is enormous.”

Park Tool Tech Summit will include 

two separate two-day events. One will 
take place in Ontario, California (Jan. 
12-13, 2009) and the other in Philadel-
phia (Jan. 26-27, 2009).

Paradowski said the timing of the 
event couldn’t be better. “You get it in 
before all the distributor open houses,” 
Paradowski said.

Armas said the summit will be held at 
a convention center or hotel where each 
brand will have its own meeting room. 
Each company will prepare a three-hour 
presentation with three presentations 
per day.

The meeting rooms will have repair 
stands, tools and product examples for 
“first hand” learning. “It’s important that 
these presentations remain service-ori-
ented and not turn into a sales meeting,” 
Armas said.

Shimano multi-service supervisor 
Dave Arnauckas said the No. 1 thing 
IBDs are looking for is tech training. “I 
think this has huge potential,” he said.

Cost for dealers to attend is $175 be-
fore Nov. 1 and $195 after. The fee covers 
presentations, meeting space, student 
manual, and breakfast, lunch and snack 
on both days.

Park Tool Partners with Brands
To Launch Dealer Tech Summit

Retail Spotlight
BY RAY KEENER

If you think all Trek concept stores 
look the same, you haven’t been to Penn 
Cycle’s newest location in Blaine, Min-
nesota. General manager Bill Randen 
explains why they went with the Trek 
concept for their seventh store and how 
they made it different.

“The whole 
industry is mov-
ing toward more 
focused invento-
ries,” Randen said. 
“With a new prop-
erty, you can use 
all the tools Trek 
gives you. Because 
the Blaine store is 
about half the size 
[5,500 square feet] 
of our other stores, 
we had to be a lot 
more creative to make it all fit.”

One Penn feature that’s not part of 
Trek’s concept are the customer promise 
statements on the wall. One says, “We 
believe what is best for the customer 

is best for us all.” The other says, “We 
build every bike we sell as if our reputa-
tion is riding on it... because it is.”

“Basically, when customers are not 
satisfied, we try to do whatever it takes 
within reason to make them happy,” 
Randen said. “It just does not pay to 
hold the line just because you’re right.”

Every em-
ployee is al-
lowed a $25 
wholesale allow-
ance to make a 
customer happy 
without taking 
the problem to a 
manager.

“The slogans 
on the wall are 
also a reminder 
to staff of what 
we stand for,” 

Randen added. “One question that 
should always be asked: What’s it gon-
na take to make it right with you? Not 
everybody can be satisfied, no matter 
what you do, but you have to try.” 

Penn Cycle Aims to Satisfy Clients

Penn Cycle’s customer promises are 
written on the walls of its Blaine store.


