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BY RAY KEENER
Our industry suffers from a lack 

of data. While private firms perform 
research for individual companies, 
no industry orga-
nization has been 
able to direct a co-
ordinated effort to 
increase industry 
intelligence.

When the Bikes 
Belong Founda-
tion created a new position for Kate 
Scheider a year ago as research and 
statistics coordinator, the landscape 
changed. She is tasked with compiling 
research to make the case for bicycling 
with government leaders, the media 
and the public.

Bikes Belong recently convened a 
symposium of 11 university research-
ers and six guests from advocacy, in-
dustry and engineering backgrounds 
to assess the current state of our col-

lective knowledge. 
Symposium attendees were asked 

to grade 13 bicycling-related research 
topics based on how much informa-

tion is available. 
The average rat-
ing was a D+, re-
flecting the lack 
of quality infor-
mation.

The quality 
and quantity of 

bicycling research will continue to be 
key in convincing Congress and com-
munity leaders about the benefits of 
bicycling. These performance-based 
facts and outcomes will be especially 
important in determining bike pro-
gram funding in the pending renewal 
of the federal transportation bill. 

Bikes Belong hopes to reconvene 
this group annually to foster a steady 
dialogue between the research and ad-
vocacy sides of bicycling.
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Bill Ruffner, 
owner of what was 
then ST Bicycles in 
San Jose, Califor-
nia, had a problem. 
He and his brother 
John had taken 
over the store their 
parents started in 
1975. They wanted 
to be more success-
ful, but their parents resisted change.

“This was when the only Trek store 
was in Madison, Wisconsin,” Ruffner 
said. “Paul Moran [now Trek’s nation-
al sales manager] came to San Jose in 
2003 and helped us take a hard look 
at our business. We went to Madison 
and looked at what Trek was doing. We 
liked what we saw and decided to take 
the plunge.” 

Ruffner and his brother, who is now 
out of the business, had two concerns 
about becoming a Trek Concept Store. 

“First, would we lose our identity and 

our independence? 
And second, by put-
ting all our eggs in 
Trek’s basket, what 
would happen if 
there were product 
shortages?”

Six years later, as 
Trek Bicycle Store 
of San Jose with 11 
employees, a 3,600-
square-foot sales 

floor and sales approaching $2 million, 
Ruffner’s concerns are in the past.

“We have had really only two short-
ages,” Ruffner said. “Last summer, there 
were no hybrids. And a couple Christ-
mases ago, there were no 20-inch pink 
girl’s bikes. Otherwise, we’ve always 
gotten what we needed.”

As far as the loss of identity, Ruffner 
feels the Trek name has been a huge 
plus for the store. “We didn’t really un-
derstand how strong the Trek brand 
was until we put the name on the front 
of the store,” he said.

Dealer Chooses to Go Concept Route

Bikes Belong Reviews Research

Top Four Areas 
Of Existing Research

1. Demographics of cyclists
2. Participation levels 
3. Environmental benefits of bicycling
4. Safety
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