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The Bicycle Studio
WHY YOU MIGHT HAVE TO MAKE

AN APPOINTMENT TO BUY YOUR NEXT
BIKE-AND BE GLAD YOU DID.



It happens regularly. I'm engaged in conversa-

tion at a party and someone asks, "So, what

do you do?"

I give the short answer first: I run my own

bicyclebusiness.

.Oh, so you have a bike shop?"

"No,not exactly. I own a bicyclestudio."

This is the part of the dialogue that tweaks

the other participant. I hear something like, "A

bicyclestudio? Do you take photos of bicycles?

Do you live there? What's a bicyclestudio?"

I've grown to be so specific about how I

answer this question that my response some-

times might sound canned. "Iwork exclusively

one-on-one and by appointment with clients

who are in the market for a premium bicycle;'

I say. Then I explain that, unlike a traditional

bike shop, I don't carry tons of inventory, and I

build each bicycle from scratch.

If I'm unable to adequately introduce the

concept of a bicycle studio-if I've merely

created confusion (or boredom)-I find my-

self drinking alone.

I make it a point to drink with others. So

here's all you need to understand the differ-

ence between bicycle studios and traditional

shops, and whyyou might want to visit one.

THESTUDIODIFFERENCEWhile no single

attribute defines abicyclestudio, it's safe to say

that this new style of retail experience often

differs from traditional bike shops in physical

size and focus. Generally, studios carry fewer
brands and accessories, and serve custom-

ers with tailored, by-appointment hours, in

smaller, more intimate spaces. Here's what you

can expect to find

~ An industry-trained expert: The own-

ers are not only experienced in retail, but also

have generally worked for years in the cycling

industry, building frames, or becoming ex-

perts in bicycle fit, or developing or designing

products. For instance, before starting my

business, Cascade BicycleStudio in Seattle, I

worked at Seven Cyclesfor fiveyears as senior

fit technician and helped design custom

framesfor optimized performance.

~ An emphasis on fit: Most studios rely

on a specific, proven fit system to help you

choose the right bike, size and components,
and the owners have been trained or certified

as experts in that system.

~ Consistency in interaction: At most

studios, the owner is the person you work

with, and the person who helps you select

your components, assembles your bicycle and

cares for your machine after the sale. InJhis

way, it's more like choosing a doctorthan, say,

a grocery store.
~ Tailored hours: You don't really "drop

ill' to a bicycle studio. You make an appoint-

ment, similar to other personal services such

as massage or physical therapy, in which you

are assured that the expert you've engaged has

blocked a period of time exclusively for you.

~ Select brands: Most studios feature prod-

ucts from just a few brands and concentrate

on no more than three or four bicycle lines.

Products are purchased for each customer

on an individual basis, so you get exactly

what you want, rather than what's on sale or
overstocked.

~ A dean, modern aesthetic: Rather than

the sometimes endearing clutter of a classic

shop or the bustling, commercial feel of a high-

volume shop, a studio uses layout and lighting

to create a simple, almost soothing. feel.

Some people hear all of this and think a studio

seIls only ultraexpensive bikes or rarefied race

gear, or is so upscale that it will feel snooty.

Nothing could be further from the truth. I sell

avariety ofbicyclesthatcostlesss than $4,000,

and the majority of my clients are nonracers. I

didn't start my studio to cater to the wealthy;

after 18 years in the business, working at bike

shops and Seven Cycles,I wanted to work one-

on-one to help people find a bike that would
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