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BY NICOLE FORMOSA
LOMBARD, IL—Sylvia Koslow, who 

owned and operated Koslow Cycle 
in Illinois with her husband Andrew 
for three decades, 
passed away on June 
14.

She was 83.
The Koslows 

opened the shop in 
1968, continuing 
a family tradition. 
Andrew Koslow’s 
parents opened the 
first Koslow Cycle in 
1912 in Chicago.

Sylvia Koslow 
helped start the Chi-
cago Area Bicycle 
Dealers Association 
in the 1970s. She 
greatly enjoyed the 
bike business, said Koslow’s daughter, 
Barb Koslow.

“She was an excellent businesswom-
an. It’s what her and my father did; they 
had no interest in doing something 
else,” Barb said.

Sylvia Koslow raised her five chil-
dren from an early age to follow in her 
footsteps.

“I remember being a little girl—7 
or 8 years old—sitting 
on her lap and her ex-
plaining to me things 
like overhead and fixed 
costs in business. By 
the time I was eight 
or nine, I could write 
checks,” Barb said.

Sylvia retired 10 
years ago and moved 
to Florida, where she 
made a business setting 
up, then selling, bike 
rental shops.

The family continues 
to own and operate Ko-
slow Cycle.

A memorial for Syl-
via was held last month. In lieu of flow-
ers, the family asks that her memory 
be honored through donations to the 
Alzheimer’s Association, 225 N. Mich-
igan Avenue, Floor 17, Chicago, IL 
60601-7633.

Retail Spotlight
BY RAY KEENER

I was shocked and delighted when 
I went to my local bike shop and paid 
$16.42 for four feet of cable housing 
and a brake cable. 
Shocked at the huge 
margin I was paying, 
and delighted that 
the store was getting 
it.

“We’ve been charg-
ing $2.99 a foot for 
housing for six or 
seven years, and have 
never had a com-
plaint about it,” said 
Mike Anthony, parts 
and accessories buy-
er for the five-store Bicycle Village chain 
headquartered in Aurora, Colorado.

“It all has to do with market visibility,” 
Anthony added. “Other than competing 
IBDs, no one knows what housing costs. 
You don’t shop it; you just buy it when 
you need it. That’s true of a lot of small 
items, so we make 60 to 80 percent mar-

gin whenever we can.
“Labor prices, on the other hand, are 

competitive. Customers have an aware-
ness about what a tune-up should cost,” 

he added. “We shop 
our competitors two 
or three times a year 
to make sure we’re 
in the ballpark.”

Other items An-
thony pointed out: 
Seatposts that cost 
$4.50 are $19.95 re-
tail. “Those are al-
most always sold to 
folks who have had 
their seat stolen,” 
Anthony said. “They 

just want to be able to ride again.”
Jon Jeunette, another Bicycle Village 

buyer, summed it up: “I ask store man-
agers to find me 10 items where we can 
raise the price and no one will care. 
Then find me three or four sensitive 
items where we can lower the price and 
it will increase sales.” 
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