
www.bicycleretailer.com                                                                               Bicycle Retailer & Industry News • June 1, 2007    37

In addition to providing mechanical 
support, the shops donate Specialized’s 
Globe City 7.1 commuter bikes for the 
organizations to raffle off and put mon-
ey in their coffers. 

Besides working with local bicycle 
advocacy groups, Fred Boykin of Bicy-
cle South in Decatur, Georgia, advises 
that retailers get involved in city gov-
ernment and community events. 

“Go meet your state bike/ped coor-
dinator. Use the local group to contact 
people to go to city meetings. Some-
times you have to put the bike up and 
go down to city commission and talk, 
because the money comes in and peo-
ple spend it. If you don’t ask, somebody 
else is going to get it,” he said. 

Boykin, who serves on the board of 
Georgia Bikes, on the steering commit-
tee of Safe Routes to School’s National 
Partnership and on the advisory board 
for the Safe Routes program in Georgia, 
is in his second term as Decatur City 
Commissioner. He also has served a 
term in his city’s planning commission 
and on the zoning board of appeals. 

“It’s easy for city planners or elect-
ed officials to understand walking,” 
Boykin said. “But when you’re talking 
about bicycles, you’re in a roadway and 
have to look at mixing bicycles and 
vehicles. I’ve taken my years in busi-
ness and positioned myself as a knowl-

edgeable expert as to what works and 
doesn’t work.”

Boykin said his city is working on 
a community transportation plan, 
whereby Decatur would be designed as 
an Active Living Community with an 
infrastructure that enables people to 
get a minimum of 30 minutes of exer-
cise a day. 

This type of community offers more 
choices for active transportation in-
cluding sidewalks, trails and streets 
that encourage walking and biking.

“That was the platform I ran on, de-
veloping some healthy alternatives to 
reduce congestion and air pollution,” 
he said. 

Boykin also is very involved in his 
local Safe Routes to School program, 
which was able to secure funding for a 
pilot project, and is working to expand 
it from two to four schools next year. 

For retailers that might feel intimi-
dated by the idea of advocacy, Moore 
recommends they attend the National 
Bike Summit. “Every bike dealer needs 
to put it on their agenda and budget,” 
he said. “With a day and a half devoted 
to training, you learn about the issues 
at the state and local level and come 
back ready to hit the ground running.”

A simple phone call to your local ad-
vocacy group is another way to start. 
“If the advocacy organizations aren’t 
calling, then you should be calling and 
saying, ‘How can we get involved and 
help?’” Landry’s Johnson said.

Chris Kegel of Wheel & Sprocket 
knows a thing or two about advocacy. 
He has served as a board member to 
many high profile advocacy groups in-
cluding the International Mountain Bi-
cycling Association, Bikes Belong and 
the League of American Bicyclists.

“Advocacy is all about sharing our 
passion for our sport and doing what 
it takes to spread the enthusiasm,” said 
Kegel, who’s been with the Wisconsin 
retail chain since 1973. Kegel has been 
president and chief executive officer of 
Wheel & Sprocket since 1989.

Kegel is proud of several accomplish-
ments in his time at Wheel & Sprocket. 
One major accomplishment came after 
the Department of Natural Resources 
board closed most mountain bike ac-
cess in the southern half of Wisconsin. 

“Together with Trek and [former] 
governor Tommy Thomson we got the 
Kettle Moraine trails open,” Kegel said. 
“The lesson learned was we must have 
political influence or we lose riding 
opportunities.”

Kegel also is proud of the bike bridge 
over I-43 on the Ozaukee Interurban 

bike trail. “We overcame raising over 
$180,000 in private funds and grants 
and huge political opposition,” he said.

Kegel’s time is broken up into thirds: 
in the office, helping customers and 
promoting cycling. “When you love 
what you do it doesn’t seem like work,” 
Kegel said. 

For shop owners that don’t think they 
have the time for advocacy, Kegel said 
to maximize success you must have a 
balance of passion and fiscal respon-
sibility. “The opportunity is building 
relationships that will have a positive 
impact on your business,” Kegel said.

Wheel & Sprocket has a Web site 
page dedicated to advocacy, where cus-
tomers can learn about transportation 
enhancement programs along with 
tour and charity rides. The page also 
has information on the cycling clubs 
and teams the business sponsors.

Kegel said most of his employees 
share his passion for cycling and ad-
vocacy. But even with his successes, 
plenty of work remains. “Our biggest 
challenge is to bring cycling joy to as 
many as possible,” he said.
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