Editorial

Use Financing Programs to Move Bikes During Slowdown
With bike prices expected to soar
in the latter part of 2008 and in 2009,
customers will increasingly treat a bike
like any other major purchase. It’s likely that they will expect the opportunity
to finance a bike purchase just as they
would a mattress, flat screen TV or car
purchase.
Consumer electronics and home
appliance retailers regularly entice

customers with offers of zero-percent
financing for 12 or 24 months.
Financing offers are critical to customers who need to delay or spread out
payments.
But these deals, while especially appealing in the current credit crunch,
aren’t just for cash-strapped folks. Even
higher-income earners have become accustomed to taking advantage of these

offers. They may want to keep cash
handy for other investments or boost
their credit score by making regular
payments.
Consumers are justifiably paranoid
in the current economy. That may
make it harder for them to justify an
expensive purchase. Giving them some
cushioning in making payments will
help ease their minds.

As the larger retail climate becomes
more dour retailers need to use all
available tools to maintain prices and
move older models off the floor. Consumer financing is a sophisticated
business tool that IBDs should exploit.
Ultimately, offering attractive financing options may be the difference
between closing a sale and watching a
customer walk out the door.

Guest Editorial

Teaching Someone to Ride Is More Rewarding Than Big-Ticket Sale
BY JIM MANTON
When do I enjoy selling a $300 bike
more than an $8,000 bike? Honestly, I
thought never until today. It was a good
day at the shop: lots of customers, many
of them first-timers, and we made some
good money, too! I personally sold two
bikes: one was an entry-level Cannondale mountain bike ($300); the other
was a SRAM Red-equipped Colnago
C50 ($8,000). Both customers were
great, both bought the bikes they wanted, but I have to admit I enjoyed selling the Cannondale a whole lot more.
Here’s why:
I work on Saturdays mostly by appointment. It’s technically my day off,
but I use the day for people coming in
specifically to purchase a certain bike,
or who need an extensive fitting session. Today was such a day—I was in to
fit a customer for the Colnago (A good

reason to come in, no doubt!). As I was
waiting, a young couple entered the
store and began looking at bikes. They
were a very nice couple with a newborn
baby. The husband was looking for an
inexpensive bike to ride on the local
trails and possibly for commuting.
After discussing some options, we
settled on an entry-level Cannondale
and it was time for a test ride. One
problem, explained the gentleman, he
was 30 years old, but had never learned
to ride a bike. Ru-Roh, Reorge! He was
pretty matter of fact about it—a little
embarrassed, but not too much, which I
thought was cool. What were we to do?
Just one thing: teach him how to ride a
bike right then and there! The way we
did it is lesson for all—young or old. It
worked for my kids, it’s worked for other customers with whom we’ve shared
the technique, and it can work for you.

I call this technique the Fred Flinstone, but I have to admit I didn’t come
up with it. One of my customers shared
it with me. It’s quite simple, and will keep
you from doing the whole run-behindthe-bike-and-hold-on thing. First, take
the pedals off the bike. Why? Because
you don’t need pedals to learn how to
ride a bike, that’s why. It’s all about balance, and the less you’re worried about
falling, the easier that balance is to
learn—pedaling just gets in the way.
Next, lower the bike’s saddle—low
enough to put the rider’s feet flat on
the ground. You see it coming, don’t
you? Once the saddle’s lowered, the
rider begins to “Flinstone” it, pushing
themselves around with their feet. As
you move around this way, you begin
to propel yourself forward and coast,
keeping both feet off the ground... momentarily at first, but it’s not long before

you’re doing it with little effort. Once
you feel you’re ready, you put the pedals back on and off you go! Works like a
charm every time.
Both of my children learned to ride
without training wheels this way in
just a few minutes. Likewise, my customer was up and riding in about the
same amount of time, and happily left
the shop with his new bike. Very cool.
There’s just something about watching
someone learn to ride a bike—child or
adult, the excitement is the same. As
a bonus, the husband and wife were
happy to learn a new technique they’d
eventually use to teach their own children. All in all, one of the best bike-selling experiences I’ve had since opening
Sand Canyon’s doors.
Jim Manton owns Sand Canyon Cyclery in Irvine, California.
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