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Executive Statement 
 

Kalib Geiger has been involved within the bicycle enjoyment for the past five years. He 

started riding when he was in the eighth grade and enjoyed it ever since. Ever since he wanted 

to open his own bike shop to help the people of the community get the best service and quality 

parts for their own machines. Kalib enjoyed going to local coffee shops and seeing what tasted 

good to the tongue and wanted people to taste his creations. After years of deliberation, he has 

decided to pursue marketing these services and cups of coffee in a different way than other 

shops & cafés. 

 

Kalib Geiger had developed multiple ways to help with customer service and to get 

delicious cups of coffee wile waiting for the bike in the shop. Some of these methods include a 

form of transportation for the bikes. This method goes to the client’s house, picks up the bike, 

and takes it back for further maintenance. This is a very convenient way to get a bike worked on 

for the customer. Having a café in the shop allows customers to come in and enjoy their time in 

the shop while their bike is being worked on. Flavors that they can get in the coffee include 

cinnamon bun, white chocolate, caramel, mocha, cookies and cream, and vanilla.  

 

The first shop will open in the upstate of South Carolina area. Grind N’ Ride will have an 

established location and website upon opening. With the upstate growing in cyclery, there should 

be little to no resistance upon opening.  

 

Financial analyses show that the company will have both a positive cash flow and profit 

in the first year.  

 

 

 

Mission Statement 

 

The goal for Grind N’ Ride is to provide excellent bicycle repairs & service along with 

delicious cups of coffee to its customers’ while having Customer Service being the #1 priority. 
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Keys to Success 
 

Success is defined as many things as possible. However, for Grind N’ Ride to be 

successful the main goal is to satisfy the customer and to improve customer relations as much 

as possible. Another great thing to have is a fully staffed shop. If there is a lot of things that need 

done in the shop, hire more people don’t try to do it all yourself. Finally, the price is not the #1 

goal, the convenience of the customer is.  
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Company Summary 
 

COVID-19 has brought many opportunities to many bicycle shops all around the world. 

With this new influx of cyclists and bikes literally flying off the shelves, there is a huge margin 

for business to be had in the cycling industry. Grind N’ Ride is here to add another shop to the 

community and to provide the best service around town. There is going to be no other shop like 

Grind N’ Ride. With there being a café inside the shop, you can browse inventory to look at 

components to get on your bike but also be sipping on coffee waiting for your bike to be fixed up 

and ready to ride. Just coming in for a pre-ride drink? No problem, we got you covered. With 

over ten different flavors to choose from, there is no doubt that you will have the coffee best fit 

for you and ready to hit the trails or descent on the back roads! 
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Products 
 

Coffee – Coffee refers to the beans, cups, syrups, milk, and machinery to make delicious 

cups of coffee. Typically, beans, cups, and milk are used to make a full cup of coffee to serve out 

to customers.  

 

Bicycle Accessories – Parts generally refers to pieces or materials necessary to the 

basic functioning of the bicycle. Generally, parts are installed during service [see below] and are 

an additional charge beyond the service fees. Some, like cranksets, pedals, tires, derailleurs, or 

brakes, are both integral parts and upgrade accessories. Others, such as headsets, bottom 

brackets, spokes, chains, cables, and cable housings are strictly maintenance, though some will 

be sold to cyclists who prefer to work on their bikes themselves.  

Accessories We offer a wide variety of accessories. Locks, computer speedometers, 

fenders, cargo racks, comfortable seats, headlights, helmets, water bottles, panniers/back 

packs/messenger bags, child seats and trailers, bike storage racks, and auto roof rack systems 

all fall in this category. It is not possible to carry every possible accessory, so we try to carefully 

chose those which will be most useful or desired by our target markets. When we receive special 

requests for a new item, we’ll often order several to test the local demand, and if adequate, will 

add it to our regular stock. 

 

Bicycles – Bikes! We sell new bicycles, predominantly in the mountain bike style, retro-

cruiser is a close second, and sport/touring/racing road bikes a distant third. We also sell some 

used bikes which we take in on trade as a service to our customers who are buying new bikes. 

 

Apparel – Clothing is subjective to all cyclists, regardless of if it’s a hat or a waterproof 

jacket. At Grind N’ Ride, we rotate our clothing based on the weather outside. Just before the fall 

coldness we stock jackets and more long sleeve jerseys. When winter rolls around we offer 

liners, insulated pants and jerseys, gloves, and shoe covers. And when spring arrives and the 

first crocus appears through the melting snow, we start displaying summer jerseys, and racing 

shorts. 
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Market Analysis 
 

The predominant market segment for Grind N’ Ride is the typical cyclist 
population. We also cater to coffee enthusiasts, and, along with every other bicycle shop 
in town, the greater Greenville & Spartanburg area population. 

In part the local market is driven by the lack of part availability and large 
“turnaround time” for repairs and upgrades. Bicycle transportation is more economical, 
as well as time and space efficient in the university neighborhood. Part of the market is 
price constrained and another part is hooked on the latest fad, be it frame style, number 
of gears, or portrayed image. As long as new students arrive each year at the State 
University at Greenville & Spartanburg area, our market segment growth is assured. 

Cyclists are our main target market.  

1. The long waits for bicycle service right now is tremendous. 
2. There are many new components coming out with all new high-pivoting technologies and 

the goal is to make it more accessible for consumers. 
3. Also, main market for racks, locks, throughout, pannier/bags, fenders, rainwear, etc. 
4. They want convenience for sales and service. 

Coffee Enthusiasts are another prime market segment. 

1. While the cyclist is shopping, they can get a nice cup of coffee while browsing other 
merchandise within the store.  

2. Many new flavors and combinations are within the shop. 
3. People want a cheaper price and a higher quality beverage. 

Greenville & Spartanburg area Population. 

With all of the bike shops within Greenville & Spartanburg county, customers will 
probably choose a shop located closer to their home. They are not the main target 
market segment of Grind N’ Ride, and we market to them casually. 
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Target Market

Coffee Enthusists Mountain Bikers Road Bikers
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Strategy & Implementation 
 

Information on our sales and marketing efforts are discussed in the following sections. 

The foremost competitive advantage of Grind N’ Ride is our customer service. The 
service we provide our customers with is like no other bike shop experience. Yes, you 
can get your bike worked on but would you rather have a tech explain everything they 
did and why they did it rather than a bill saying that those parts were replaced. The 
customer is the number one priority at Grind N’ Ride. 

After that first visit to the shop, we are the first bike shop the new pedestrian 
sees. Customers want everything to be convenient for themselves. Most customers 
would rather pay five dollars more for a part they can get today and not have to wait for 
rather than saving those five dollars and getting it two months later. Parts are in very 
short supply currently and it is unknown when this shortage will no longer be an issue. 

Our marketing strategy seeks to optimize our advantage of customer service. We 
want the people to see us as their bike shop and local coffee shop, even our name says 
so, Grind N’ Ride. We want them to see us as part of their daily experience, and a shop 
they can depend on for quick repair, maintenance service, and a delicious cup of coffee 
before or after the ride!  

 

Marketing Programs 

Our marketing programs are locally focused, where we can affect our main target 
market. 

Spring special. This marks the beginning of a warmer riding season, but we start 
marking things as putting up the snowboards and heavy jackets for bikes. 

Coupons. With a frequent shopper’s online card within the store computer system, 
customers can accumulate store credit to go towards their own purchases with the 
store. For each $10 spent, that is equal to $1 for store credit. This can not be used on 
labor or parts. 

Website. Our content site will also serve as a marketing medium. We offer maps 
of the local trails, maps of rides outside the city area, give information about the store, 
and announce new sales. We believe that cyclists will regularly access our site for the 
valuable information we will provide, and this will reinforce their of awareness of Grind 
N’ Ride, and we will become their bike shop of choice. 
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Grind N’ Ride’ website is designed to be a content site to push information to 
customers. We do not have the desire to attempt a full-blown e-commerce site. There 
are several large mail order/e-commerce companies, such as Performance, Bike 
Nachbar, and REI, and many smaller companies who are well established in the 
marketplace. We could never compete successfully against them. 

Our target markets are immediate. They are within cycling and walking 
distance of us, so we are providing locally topical information to them. Our goal is to use 
google and keep our website up to date for search engine optimization for our shop. With 
other online ads along with a Strava Club to push out information to our members for 
sales and new items in the shop. 

We will have our store information: hours, location, phone number, brands sold, 
etc. Current promotions and sales will also be featured. 

Pricing of bicycles is very tight with a markup of between 20% and 40% depending 
upon the brand and model. The shops have little leeway here. Many people believe that 
bicycles are priced like automobiles and are open for negotiation and make almost 
insulting offers.  

Parts and accessories are generally keystone priced. Some small items cost 
more in handling and sales than they do to buy from supplier. These can be double and 
triple key stoned because customers won’t buy them if they don’t have a minimum 
perceived value. On the plus side, these are great “throw-in” items used to close the sale 
of a bike. When new technology arrives in bicycles, and if the supply is limited, almost 
any price can be demanded. This was the case in the mid-1990s when RockShox 
introduced suspension forks for mountain bikes. The bike nobs would pay whatever was 
asked just to get those forks. Of course, in this type of situation the price, both wholesale 
and retail, lowers. 

Other accessories, such as step-in pedals, pannier racks, helmets, or headlights 
are sometimes heavily marketed by the manufacturers. While this drives demand and 
brings people into the shop to get these items, the suggested manufacturer’s retail price 
may limit markup.  

Depending on the goods, manufacturer, country of origin, and customer sense of 
value, the markup on garments, shoes, coats, and gloves can range from keystone to 
triple keystone. Pearl Izumi and Burley Design rainwear can demand premium prices as 
top-of-the-line garments, but many budget conscious students can only afford a $35 
nylon windbreaker. It has been and always will be a demanding job for us to adequately 
stock garments at the various price points. 

Service 
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We try to maintain a basic “Hourly shop rate” at $45/hour. Standard repairs are then 
priced based upon an average time for completion. Some repairs, such as a brake 
adjustment, are limited by customer perception of difficulty. Examples: 

• Flat Tire — $8.50 
• Install Fenders — $12.00 
• Brake Adjustment — $25.00 
• Tune-up — $65.00 
• Overhaul — $100.00  

*All parts used in repairs are priced at keystone, and added to the labor service charge. 

There are certain price limits due to competition, as there are several other 
bicycle shops in the city. By attracting customers, coupons and discounts can help to 
balance price ceilings.  

Seasonally and according to the current race schedule, sales vary. Summer is the 
slowest season, despite the fact that there are fewer races owing to the heat. With the 
resumption to racing in August, business takes up and peaks in December. In the autumn 
and early winter, sales of accessories and rainwear grow. Repairs and upkeep have 
remained consistent. Holiday sales are strong, with a focus on accessories, components, 
rainwear, gloves, helmets, and headlights. Winter sales are minimal, but spring 
purchases pick up as people put away their coats and anticipate local outdoor activities, 
longer daylight hours, and dryer weather. We have three large sales promotions each 
year.  
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Management Team 
 

Kalib Geiger, a senior at GTCHS, enjoys riding bicycles, and never thought about 
owning his bike shop for others to come to. Ever since he started school at GTCHS, he 
has always worried about what a senior project would be like. At the beginning of his 
senior year, he didn't know what he was going to do. However, he was told to do 
something he peaked his interest.  

The staff will consist of Kalib Geiger, the Owner, and two other full-time 
employees. To meet the need for additional help during the year, Grind N’ Ride hires two 
to four part-time employees from the local community. We look for people who are 
enthusiastic about cycling, and who have a mechanical aptitude. Some of these folks 
have worked for us throughout. Their hours vary depending on the stores’ needs and 
their schedules. 
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Financial Plan 
 

 Below is the projected income statement for Grind N’ Ride.  

 

Below is the projected Balance Statement for Grind N’ Ride. 
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Below is the projected Cash Flow Statement for Grind N’ Ride. 
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Appendix 
 

Resume 
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Business Process 

 

 

 

Management Hierarchy 

 

Customer Walks into 
the Shop

Talks to Represenative

Puts bike in for service 
or browses inventory 

for new components or 
apparrel.

Purchase a cup of 
coffee while waiting on 

service

Service is complete for 
the bike

Customer pays and are 
put into mailing list to 
recieve promotional 
emails form Grind N' 

Ride

Happy Customer!

Owner

Represenative
(Mechanic, 

Barista, Sales)

Represenative
(Mechanic, 

Barista, Sales)

Represenative
(Mechanic, 

Barista, Sales)

Represenative
(Mechanic, 

Barista, Sales)

Floor Manager Floor Manager
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Intent to Purchase Letter to Buyers 

PURCHASE LETTER OF INTENT 
 
______________________  
______________________  
______________________  
 
Effective Date: ______________________  
 
______________________  
______________________  
______________________  
 
RE: Purchase of ______________________ 
 
This purchase letter of intent (the “Letter of Intent”) represents the basic terms agreed upon 
by the Buyer and Seller. After this Letter of Intent has been made, a formal agreement may 
be constructed to the benefit of the Parties involved. 
 
I. The Buyer: ______________________ (the “Buyer”). 
 
II. The Seller: ______________________ (the “Seller”). 
 
III. The Product or Service: The Buyer intends to purchase the following: 
 

☐ Product: _____________________________________________________ (the 

“Product”). 
 
The Buyer intends to purchase ____ unit(s) of the Product at $__________ per unit.  
  

☐ Service: ______________________________________________________ (the 

“Service”). 
 
The Buyer intends to purchase the Service for a fee of $__________ plus additional 
expenses related to the Service (if any). 
 
IV. Purchase Price: The subtotal for the Product or Service is $__________. The total 
Purchase Price after tax is $__________. 
 
V. Payment: The Purchase Price shall be paid in the following manner: 
 

☐ Cash  

☐ Check (No. ______________________) 

☐ Credit (Card Information: ____________________________________________) 

☐ Other: ____________________________________________ 
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VI. Financing: The Buyer has made it known that this Letter of Intent is ☐ conditional ☐ not 

conditional on their ability to obtain financing. 
 
If this letter is conditional on financing, it shall be under the following terms: 
__________________________________________________________________________. 
 
VII. Binding Effect: This Letter of Intent shall be considered: (Initial and Check) 
 

_____ - ☐ Binding – Therefore, the parties acknowledge that remedies at law will be 

inadequate for any breach of this and consequently agree that this shall be enforceable by 
specific performance. The remedy of specific performance shall be cumulative of all the rights 
at law or in equity of the parties under this. 
 

_____ - ☐ Non-Binding – Therefore, the parties acknowledge that this Letter of Intent is not 

enforceable by any Party. The terms outlined herein are solely for the purposes of reaching 
an agreement in the future, of which Buyer and Seller are not bound. 
 
VIII. Currency: All mentions of money or the usage of the "$" icon shall be known as referring 
to the US Dollar. 
 
IX. Governing Law: This Letter of Intent shall be governed under the laws by the State of 
___________________. 
 

X. Acceptance: If you are agreeable to the aforementioned terms, please sign and return a 
duplicate copy of this Letter of Intent by no later than 
_________________________________. 
 
SELLER 
 
Seller’s Signature ______________________ Date ______________________  
 
Print Name ______________________  
 
BUYER 
 
Buyer’s Signature ______________________ Date ______________________  
 
Print Name ______________________  
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Advertisement Materials 

 Grind N’ Ride Website 

  https://grindnride.kalibgeiger.com  

Newsletter Email Template: 

 

 

 

 

 

 

 

 

 

 

https://grindnride.kalibgeiger.com/
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Business Card: 

 

 

Training Completion Certificates 

Completion of the Park Tool School Certificate 


