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Accell Group COO, Jeroen Snijders Blok, on current initiatives to create more supply chain flexibility

Increasing the speed to market of our products will become essential in the coming years when taking consumer 
behaviour into account.’                                                                                                                  Photo Bike Europe

“Goal Is to Get Lead Times Down to 8 Weeks”
APELDOORN, the Netherlands – The initiatives for creating more supply 
chain flexibility, announced in a cramped meeting room at Eurobike 
2014, have had their effect. And even more than expected has happened 
since, according to Accell Group’s chief operations officer Jeroen Snijders 
Blok, who was one of the initiators. In this interview he points out that 
there’s still a lot more to do to get to the ultimate goal. 

attract attention from consumers.”

As COO of Accell Group you’ve been working 
with partners in the Far East for years and 
years. What benefits come to them from 
higher supply chain flexibility and increased 
speed to market?
“Increasing the speed to market of our products 

will become essential in the coming years when 

taking consumer behaviour into account. Meet-

ing consumer demand is what it is all about. Not 

where your factory is located. In view of that, 

lead times must come down; from 26 to 13 

weeks and eventually to 8 weeks. Our partners 

in the Far East and Europe have to meet this 

challenge.”

Looking at your supply partners in Asia; is 
the only solution for them setting-up produc-
tion in Europe to meet your goal of an 8 
week lead time? Or do they have other op-
tions to meet your demands?
“Of course they have other options. Just look at 

the example of KMC that has a European HQ as 

well as warehouse. They not only meet our lead-

time demands but also offer us tailored service 

with chains cut to specific lengths or having it 

on a roll.”

Continued on page 21

Jack Oortwijn

Looking back at that Eurobike 2014 meet-
ing; how do you regard what happened 
since then? 
“Something is happening, that’s for sure. And, 

even more and faster than expected. Look at all 

the companies that are investing in production 

in Europe. And that’s not only at Bike Valley Por-

tugal with the alloy frame production. There’s 

much more going on. Accell Group is investing 

in production in Europe. Pon is investing, such 

as in the new Gazelle facility. Orbea, ZEG, De-

cathlon, Trelock, DT Swiss – the list is getting 

longer and longer. There’s definitely not only 

talk and planning going on. Some big money is 

invested. It’ also striking that you no longer hear 

about companies shifting to Asia. What you (do) 

hear is companies investing for the long-term 

and not only in Eastern Europe, but in almost 

all European regions, even in Germany. Nowa-

days we consider what we can robotise in bike 

production, which is also a trend reversal. The 

awareness that we have to get to more supply 

chain flexibility; that we have to increase our 

speed to market, has sunk in. “From our supply 

partners in the Far East however, less is happen-

ing than expected. But I realise that for parts 

makers in Taiwan and/or China, investing in a 

base in Europe is a fundamental issue when tak-

ing into account culture differences, language 

barriers, staff relocation, etc. It is probably out 

of their comfort zone.”

Aluminium frame production is now being 
set-up in Portugal and other initiatives are 
taking place. But there’s much more needed I 
suppose to cater to the demand from the in-
dustry in Europe?
“Correct. There’s room for much more. Just take 

the annual bicycle production in Europe into 

account. That currently is at a level of about 11 

million units annually. Some 6 million units of 

that annual total production is equipped with 

aluminium frames. Looking at the current hap-

penings in what is to turn into frame producing 

facilities, we can expect that some 1.5 million 

will be produced in Europe. That’s only 25% of 

what is needed. That 1.5 million production in-

cludes special frames – for instance for mid-mo-

tor e-bikes, for race and sports bikes, as well as 

small series production. This alloy frame pro-

duction is not restricted to take place in Europe. 

Turkey or Tunisia for instance are also suitable 

production locations.”

Let’s go back for a second to the goals for cre-
ating supply chain flexibility, set at that 
memorable Eurobike 2014 meeting. What 
were those goals?
“Bringing the current lead time of 26 weeks 

down. That was what we said at Eurobike 2014. 

Bring it down to 13 weeks. But that is not 

enough. It must be brought down even further 

for us to be able to adjust our production in 

April or May to the sales season.”

Creating supply chain flexibility and in-
creasing speed to market; is this also related 
to the anti-dumping measures for the import 
of China-made bikes into Europe that are in 
force now, but will not continue  
forever?
“The fact is that when the dumping measures 

are stopped and we in Europe have not been 

able to get our supply chain flexibility suited to 

our needs the competition and China imports 

will prevent it from ever happening. Then even-

tually the same will happen in the European 

bike market as what happened in the US. Bicy-

cle manufacturing will cease to take place in Eu-

rope. With that the livelihood of currently some 

70,000 families will be erased.”

More production in Europe increases the 
speed to market and with that benefits like 

lower markdowns; higher sell-troughs; in-
creased inventory turns, and reduced obso-
lescence. Does all this also come into play?
“Absolutely. And all these benefits are true and 

safe money which can be passed on into the 

market and its players. For the retailers the 

benefits are in the fact that they will be able to 

meet consumer demand more effectively. 

Bestselling models in the sale season could for 

instance be available in a week instead of 

months. Consumer satisfaction will be en-

hanced. Also for parts suppliers there are ma-

jor benefits. In particular as the higher sell-

throughs and increased inventory turns means 

that obsolete stuff will be cleared faster, mak-

ing room for new products. New stuff that will 

“The awareness that 
we have to get to more 
supply chain flexibili-
ty; that we have to in-
crease our speed to 
market, has sunk in.”
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Interview: Accell COO Jeroen Snijders 
Blok

EU Safety Standard for ‘Segway’s’ to 
Come

30% Growth in Speed E-Bike Sales 

Continued from page 7

What is the current status with regard to cre-
ating more supply chain flexibility?
“We are making progress throughout Europe. 

Next to that I get positive feedback from bigger 

as well as smaller suppliers from Asia. There’s 

an understanding for what we are aiming at; 

they want to know more about it and are open 

to discussions. They understand our motives. 

“As Accell Group we have our vision on the to-

BRUSSELS, Belgium - A voluntary 
standard is to provide safety re-
quirements for personal light elec-
tric vehicles (PLEVs) in 2016. A 
framework dealing with their use 
will also be developed for the Seg-
way likes.

C
urrently PLEVs are put on the market with-

out prior harmonised test methods based 

on shared methods. European Directives 

do indeed exist, but they don’t provide any 

specific requirements for these machines, nor 

do they prevent the sale of badly performing or 

even hazardous products. 

The safety standards development enables mar-

ket players to adopt a self-regulation approach. 

AMSTERDAM, the Netherlands – in 
Holland the sale of fast and regis-
tered electric bikes increased by a 
big 30.3% in 2015. 
This could prove to be an indication of how the 

sale of this new electric bike category is develop-

ing in other leading European e-bike markets 

too. According to the VWE data, a bureau spe-

BUSINESS

tal supply chain which contains more elements 

than just bringing production closer to our mar-

kets. As you know we appointed Jeroen Both as 

chief supply chain officer in April 2015, also to 

share this vision with our suppliers.”

What’s the ultimate goal for more supply 
chain flexibility and to be able to increase 
the speed to market?
“Our objective is to get to a lead time of eight 

weeks by 2020.”

The future European standard will cover PLEVs 

without seats and self-balancing vehicles, with 

or without seats, intended primarily for the 

transportation of one person in an urban envi-

ronment. A technical part will propose meth-

ods for testing the vehicle’s mechanical and 

electrical components. All aspects of the vehi-

cle will be covered to ensure a minimum safety 

level and limit main hazards.

Regarding the use, the voluntary standard will 

exclude vehicles having a maximum speed 

above 25 km/h. Included are machines de-

signed to be used in public as well as private 

spaces, for instance in airports, libraries or large 

organisations. In public spaces, they are already 

permitted on cycle tracks and sidewalks at a 

maximum speed of 6 km/h. The voluntary 

standard will be proposed in a public enquiry 

in the first quarter of 2016. 

cialised in tracking the sale of registered vehicles, 

some 3,000 speed e-bikes or speed pedelecs have 

been registered in 2015. The biggest sellers of 

speed e-bikes on the Dutch market were in 2015 

Sparta, Riese & Müller and Stromer. Sparta was 

also in 2015 by far the largest in speed e-bikes. Of 

the total of 2,914 sold speed e-bikes by the three 

leading brands 1,535 came from Sparta. Riese & 

Müller sold 907 and Stromer 472.

To come; safety requirements for personal light electric vehicles.                                                       Photo Ninebot
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 • ATPO is an optional program for monetary 
coverage upon theft for a selected range of 
products. It is a registration-only program.

 • End user MUST register for the ATPO as a condition 
of eligibility for ATPO coverage.

 • If eligible (based on the program’s terms 
and conditions), Kryptonite will reimburse 
your customer the base cost of their bicycle/
motorcycle excluding tax and accessories in 
accordance with the specific maximum amounts 
listed under the program, or excess if it applies.

 • Available to more customers around the world.
 • Additional coverage length—up to five years!
 • More coverage—up to: $5,000/£3,000/€4,500 

(Bicycle) $2,000/£1,250/€1,750 (Powersport)
 • Registration costs will range from just $9.99 for a 

year to $29.99 for five years.
 • High & Ultimate security products continue to be 

free for one year.
 • New web registration and claim filing process for 

customers direct from Kryptonite website   
(www.kryptonitelock.com)

ATPO BICYCLE values apply in relation to Kryptonite’s 
security scale - €4,500 applies to all products rated 10/10, 
€3,500 applies to all products rated 9/10, €2,700 applies to 
all products rated 8/10, €2,250 applies to all products rated 
7/10, €1,500 applies to all products rated 6/10, €400 applies 
to all products rated 5/10. ATPO does not apply to products 
rated 1-4. See also warranty conditions under www.
kryptonitelock.com - End user MUST register for the ATPO.

ADDITIONAL PEACE OF MIND FOR YOUR RIDE

PROTECT WHAT YOU VALUE.

KRYPTONITELOCK.COM 

FOR MORE INFORMATION, VISIT US AT:  

BOOTH A4-200C

Future Road Map of European Bike Market 
Increasing speed to market to cater to Internet-browsing customers that want products in hours 

cell Group. At the conference he will do a pres-

entation titled ‘The supply chain issue 

interpreted’. His presentation will reveal what is 

needed for the better alignment of supply and 

demand. Like data-sharing. Or collaborative 

planning, or product platforms – in order to 

bring down the huge variety in (frame) models, 

in designs, and in specs of bicycles and e-bikes.

The retailer’s perspective on why it is necessary 

to bring lead times down will be addressed by 

Frederic Van Steirteghem, strategic buyer of De-

cathlon, mainly in charge of the bike business. 

The question whether there are other possibil-

ities for bringing lead times down will be an-

swered by Benno Messingschlager, CEO of 

Messingschlager GmbH & Co. KG. He will pre-

sent his views in a presentation that is named 

‘The supply chain issue addressed differently’.

Executive panel debate 
After the four speakers, an Executive Panel de-

bate will take place. On the basis of these vari-

ous captains of industry will discuss for instance 

whether it is technology-wise possible to switch 

from production in Asia to Europe. 

After the Executive Panel debate there’s a Q&A 

session scheduled.

The Bike Europe Supply Chain Conference 

starts on 30 August at 13:00 with the reception 

and registration of the participants. The pro-

gram includes ample opportunities for net-

working. After the first two presentations a cof-

fee break is scheduled. After the conference 

program ends at about 16:30 drinks will be 

served and there is also a finger-food buffet to 

enjoy in the company of business associates.

FRIEDRICHSHAFEN, Germany - The 
European market for bicycles as 
well as e-bikes will be transforming 
in the next years. Where the EU bike 
market is heading will be presented 
at the Supply Chain – Increased 
Speed to Market Conference taking 
place one day before Eurobike 2016 
opens its doors. This Bike Europe 
Conference takes place 30 August 
at Conference Center East; Room 
Berlin from 13:00 to 17:00.

jack oortwijn

T
he first initiatives to make that transforma-

tion happen in the European market, and 

with that the European industry, are now 

taking shape. For instance, Portugal is turn-

ing into a major production center for Europe, 

where even Taiwan and other Asian companies 

are investing in production locations. More on 

this on pages 13, 14, 15 and 17 in this edition.  

What comes with shortened lead times?
As said, changing consumer behaviour is forc-

ing the European industry to transform. In par-

ticular as internet-browsing consumers nowa-

days insist on having the products of their 

choice in hours rather than weeks. To meet such 

consumer demands, lead times for OEM com-

ponent orders must come down. How Europe’s 

biggest bike companies view this will be point-

ed out at the Bike Europe Conference. Accell 

Group and Decathlon will present here their 

strategies on bringing lead times down. The two 

companies’ combined market annually is be-

tween 3.5 to 4 million bikes in Europe. With that 

they account for about 20% of the total Europe-

an bicycle market that annually accounts for 

about 20 million bikes sold. With their com-

bined 20% market share their views and strate-

gies count. Speakers from both Accell Group 

and Decathlon will dig deep into what condi-

tions need to be in place to achieve the intend-

ed result; increasing the speed to market and 

optimising supply to demand. What exactly 

comes with shortened lead times is one of the is-

sues presented at the conference by Bike Europe 

editor-in-chief Jack Oortwijn. What this brings 

about and the reasons why bicycle manufactur-

ers like Accell and Decathlon want to operate 

faster and closer to market include:

•  Reduced inventory obsolescence

•  Fewer clearance sales; more price stability 

•  Faster resale; more product innovations 

•  Higher turnover rates

•  Changed consumer behaviour caused by the 

internet 

•  Less capital tied in stock

•  Faster turnaround times for more expensive 

(e-)bikes 

•  To be prepared for ultra-cheap bike-imports 

from China when anti-dumping ends 

Better alignment of supply and demand
However, transforming the EU industry involves 

much more. Especially where it comes to better 

alignment of supply and demand. What exactly 

is needed for that will be explained by an expert 

in this field; Jeroen Both - chief supply chain of-

ficer and member of the board of directors of Ac-

Bike Europe’s supply chain conference digs deep into what conditions are to be in place to achieve shorter 
lead times.   Photo: WFSGI

CONFERENCE REVIEW

The Bike Europe Conference targets top 
managers; CEO’s, COO’s, MD’s, and de-
cision-makers of bicycle and e-bike man-
ufacturers in Europe, US, and Asia; pur-
chasing, procurement, supply chain 
directors, and managers; CEO’s, COO’s, 
and MD’s of parts & accessories manu-
facturers in Europe, US, and Asia; deci-
sion makers at retail chains, retail coop-
eratives, retail franchisers, as well as 
industry associations and stakeholders.
There‘s a limit to the number of partici-
pants, which stands at 150. Participa-
tion is on a first come, first serve ba-
sis. The Bike Europe Conference 
entrance fee is €190 (excluding VAT).
For more information and for registration 
details: www.bike-eu-conference.com

13:00 - 13:30 Reception & registration  
13:30 - 13:50  Opening & supply chain issue explained by Jack Oortwijn, editor-in-chief Bike Europe
13:50 - 14:30  Supply chain issue interpreted by Jeroen Both, chief supply chain officer and board member of Accell Group NV
14:30 - 14:50 Coffee break
14:50 - 15:10  Supply chain issue addressed differently by Benno Messingschlager, CEO of Messingschlager GmbH & Co. KG
15:10 - 15:30  Supply chain issue from a retailer perspective by Frederic Van Steirteghem, strategic buyer of Decathlon
15:30 - 15:50  Panel debate with industry leaders from Europe, US and Asia
15:50 - 16:00 Q&A Session  
16:00 - 17:00  Networking with drinks & finger food

For Participating in the 
Supply Chain/Speed to 
Market Conference

Supply Chain/Speed to Market Conference Program



6 September 2016  BIKE europe

Over 200 industry peers participated in the Bike Europe conference on supply chain flexibility/increasing speed 
to market that took place 30 August at Eurobike.  Photos: Peter Hummel

Bringing Production 
Back to Europe:  
Pros and Cons 

‘Speed Is a Tool to Attract  
Consumers Nowadays’
In the first presentation Jack 
Oortwijn outlined the latest supply 
chain developments. The pressure 
by internet browsing and ordering 
consumers is mounting. 

T
oday consumers demand that products he/

she ordered from web shops to be deliv-

ered the next day – and not some weeks lat-

er. This requires optimal flexibility of the 

bicycle industry’s supply chain. 

Moreover, long supply timelines for in Asia pro-

duced parts puts an increasingly heavy burden 

on bicycle manufacturers’ working capital tied 

up in stock.

“Be closer to the market, produce closer by, is 

the solution to this problem. This also offers 

possibilities to implement product innovations 

much faster, which attracts consumers,” said 

Oortwijn. “At the world’s biggest sports fashion 

chain, Zara, consumers shop an average of 17 

times a year, against five times average at anoth-

er sports fashion shop. They come more often 

because Zara’s collection renewal takes place at 

a much higher pace compared to regular retail-

Big interest in conference on creating supply chain 
flexibility and increasing speed to market

Jack Oortwijn, editor in chief Bike Europe & Tweewieler

means a dead end for the bicycle industry, as 

Fredric Van Steirteghem, strategic buyer De-

cathlon and one of the speakers at the confer-

ence, put it. Accell Group, another participant 

presenting at the Bike Europe conference, has 

set an ambitious target for their Asian suppli-

ers: reduce their ‘regular’ 26 week lead times 

to 8 weeks. The solution: bring back produc-

tion to Europe, which ultimately should result 

in just-in-time delivery to dealers and consum-

ers. 

Fully robotised alloy frame production 
As an example of bringing production back to 

Europe, an aluminium frame production facil-

ity based in Portugal was highlighted. It’s the 

first  factory with fully automated and robot-

ised production of aluminium frames based in 

what’s named ‘Bike Value’ Portugal. This facil-

ity is a corporation of Rodi, Miranda and Ciclo-

Fapril and is called Triangles. Accell, Decla-

thon and other producers are busy researching 

the possibilities of components production in 

FRIEDRICHSHAFEN, Germany - At 
Eurobike 2016 this trade journal 
organised a conference on opti-
mising supply chain flexibility; in 
particular the supply chain for 
parts produced in Asia for the bi-
cycle and e-bike industry in Eu-
rope. The key question was about 
how to get the industry closer to 
consumers - as they want, with 
rapidly growing internet sales, or-
dered products in hours and not in 
weeks. 

annemarie visser

T
o increase that speed, creating more pro-

duction flexibility is a priority.  Therefore, 

the supply chain needs to change. To con-

tinue as it has done now for decades 

Jack Oortwijn, “Long supply timelines for in Asia pro-
duced parts put an increasingly heavy burden on bike 
makers’ working capital tied up in stock.”

CONFERENCE

Europe too. They are also trying to persuade 

Asian manufacturers to set-up facilities in Eu-

rope. 

During the Bike Europe Conference four bike 

industry insiders presented their views on 

moving production closer to the market in or-

der to increase the speed to market: Jack 

Oortwijn, editor in chief Bike Europe and 

Tweewieler (Benelux dealer magazine), Jeroen 

Both, CSCO (chief supply chain officer) Accell 

Group, Benno Messingschlager, CEO Messing-

schlager GmbH and Frederic Van Steirteghem, 

strategic buyer Decathlon.

ers. This also leads to more price stability be-

cause there’s less outdated stuff in the market.” 

He also offered another reason why changes in 

the supply chain are needed. This is because the 

anti-dumping measures, in China made bicy-

cles which are exported to Europe, are ending 

as per March 2019. The industry in Europe has 

to by then be ready to counteract the effects of 

a possible wave of ultra-cheap bicycles.”

WIDEK B.V. - Krimpen aan den IJssel - The Netherlands - info@widek.nl  - www.widek.nl 
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‘Connecting and Alignment Needed’
‘Moving Production 
Demands Too High 
Investments’

Benno Messingschlager, 
CEO Messingschlager

Benno Messingschlager, CEO of 
Messingschlager GmbH, offered in 
his presentation reasons not to re-
locate production to Europe. 

H
e noted several obstacles, like high invest-

ment costs, poor infrastructure and a lack 

of European labour in the near future, re-

sulting also in increasing labour costs. His 

conclusion: “Relocating bicycle- and compo-

nent production to Europe is costly, and the pay-

back period will be long.” Which he estimates at 

some 40 years! “A period in which  

anything can happen and the complete chain 

can change entirely.”  Furthermore, Messing-

schlager expects that the end of the anti-dump-

ing measures in 2019 will cause loss of Europe-

an production to China. He also has a different 

vision on the assertions to “get close to the mar-

ket” and “the need for speed in reacting to con-

sumer demands”. He said, “Fast model changes, 

as in fashion, is undesirable for the bicycle in-

dustry. A bicycle contains 40-50 component 

groups and is assembled with 1,300 components. 

You simply can’t keep up with fast changes.” But 

he offers an alternative to increase the speed to 

market: “Create platforms with interchangeable 

and standardised components. This enables the 

industry  to produce faster for consumer-de-

mand and reduces the producer’s stock.” But 

Messingschlager too pleads for more data ex-

change throughout the entire chain. What he 

calls Industry 4.0. “The retailer should provide 

weekly sales data, which information is leading.” 

His conclusion, “Bringing production back to Eu-

rope only makes sense for a few selected prod-

uct groups like frames and wheelsets.”

Benno Messingschlager, “Bringing production back to 
Europe only makes sense for few selected product 
groups.”

Jeroen Both, “More production in Europe is a necessity as consumers’ orders are no longer predictable and 
steady.”

Jeroen Both, responsible for supply 
chain management at Accell Group 
which is Europe’s biggest bicycle 
and e-bike manufacturer said, “The 
focus is now on the consumer. 
Thanks to internet and internation-
alisation he himself determines 
when to and what to buy.” 

“The expectation is: receive the perfect product 

at the suited time. Such expectations can only 

be fulfilled when you are close to markets and 

close to consumers. And by cooperation, by con-

necting and by sharing information. This is what 

CONFERENCE

supply chain management is all about.”

Accell Group is investigating how to bring more 

production to Europe. Both: “This is a necessi-

ty as consumers’ orders are no longer predicta-

ble and steady. Long lead times can be dealt 

with, but variability in lead times makes it hard, 

if not impossible for producers to plan because 

you need certainties to plan. So we keep large 

stocks to be able to cope with those uncertain-

ties.”

His motto is: connecting and alignment, mean-

ing much more data and information sharing 

within the supply chain. “Everyone is now in his 

own ‘silo’, without communication whatsoever. 

That needs to change to get to a more flexible 

supply chain and to get closer to the market.” 

Jeroen Both, chief supply chain officer Accell Group

Pros and Cons of European Parts Production
Reasons to bring production to Europe:
•  Changing consumer behaviour (internet)
•  Changes in distribution 
•  Reduced inventory obsolescence
•  Consumers’ orders no longer predictable
•  Fewer clearance sales; more price stability 
•  Faster resale; more product innovations 
•  Higher turnover rates
•  Less working capital tied up in stock
•  Faster turnaround times for more expensive (e-)bikes
•  End of anti-dumping duties on imported bikes from China 

Cons for bringing production back to Europe
•  High investment costs
•  Payback time
•  Poor infrastructure 
•  Lack of labour in Europe, increasing labour costs
•  Unpredictable market development
•  End of anti-dumping measures cause loss of European pro-

duction to competing Chinese producers

‘Local products  
for local markets  
is the bike industry’s  
future.’
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‘European  
Production is More 
Manageable’

‘Suppliers’ Role In This Sector Is Really  
Going To Change’

In his presentation Frederic Van 
Steirteghem, strategic buyer of De-
cathlon, also pleaded for platforms 
and standardised components. He 
calls it, “common component strat-
egy”. 

But, opposed to Messingschlager, he is pro-Eu-

ropean production.  “Then you are closest to the 

end-user. In your assembly you are able to cus-

tomise the end product in colour and transfer-

ring. This leads to better stock management, 

lean production and a better quality manage-

ment.” Decathlon’s motto is selling bikes in a 

‘ready to sell’ way, so directly from the store. De-

cathlon runs a bicycle factory in Lille, France, 

which provides 74 of the 766 European Decath-

lon stores of bicycles within 1 day. This factory 

is just one of the retail giant’s production facil-

ities. Decathlon also has a sophisticated logis-

tics network of warehouses in Europe to supply 

its stores on a daily basis. The French retail gi-

ant cooperates with a number of bicycle facto-

ries in five EU countries and with contracted 

component suppliers in 10 countries in Europe. 

Van Steirteghem explained why Decathlon 

chooses for production in Europe. “Decathlon 

favours local supply. It enables just-in-time de-

livery and reduces delivery times significantly. 

Moreover, a European factory is more manage-

able with regard to stock, quality and logistics.” 

In Europe Decathlon foresees five regions as po-

tential production areas, of which Portugal and 

Romania have the best credentials. 

Following the presentations, a pan-
el debate was held with the audi-
ence. The panel was composed of 
the three speakers and Alfred Thun, 
CEO Thun, producer of BB-sets, 
while Jack Oortwijn acted as medi-
ator. 

O
n a question about what’s more impor-

tant for a production facility: flexibility or 

cost efficiency? Alfred Thun answered, 

“When there is shortage, price is not an 

issue. In case of abundance, one can win with 

flexibility. The ‘game’ is defined by the param-

eters.” Pankaj Munjal, CEO of Hero Cycles, re-

acted too: “Bringing production to Europe only 

makes sense when it comes to mid to high-end 

products. For larger numbers of low-end prod-

ucts it has no use at all, for it is just not cost-ef-

fective.”

Incidentally, the whole game can change, as 

Thun said. “We absolutely have no certainties 

about how the market will develop and which 

road the consumer will take. The trend is bend-

ing from buying to just ‘buy the use’, as we see 

happening at the Parisian bike sharing system 

Vélib.” Although he immediately added that, be-

cause of Vélib, sales in new bikes in Paris has 

risen. “The suppliers’ role in this sector is real-

ly going to change. Their importance is dimin-

ishing  while – or because - the consumer has 

gained a lot of importance in the complete 

chain.”

Big data is anyway the mainstay for demand-

Frederic Van Steirteghem, 
strategic buyer Decathlon

Following the presentations a panel debate was held.

Frederic Van Steirteghem, “European production leads 
to better stock management, lean production and  
better quality management.”

Much More on Supply Chain Issues at the 
2-Day International Conference in 2017
Bike Europe in cooperation with the World Federation Sporting Goods Industry (WFS-
GI) is organising a conference that will dig much deeper into the supply chain issues 
of the worldwide bicycle and e-bike industry. This conference is called the World Cy-
cling Forum. It’s a 2-day event that will take place on Porto, Portugal on 7 and 8 June 
2017. This conference will have presentations by world leading experts on all issues 
connected to Consumer Centricity and its supply chain effects. More on this will be in 
the upcoming Bike Europe printed and online editions as well as at bike-eu.com.

CONFERENCE

Panel debate

driven production. In Alfred Thun’s words: 

“Thun and Decathlon work together for 20 years 

now, without commitment. We don’t need that, 

because we think alike about consumers’ ap-

proach and data gathering.”

About big data, there was also a reaction from 

Robbert de Cock, general secretary of the World 

Federation Sporting Goods Industry. He said, 

“Companies have to collect consumer data, 

which is a precondition for production on de-

mand. In fashion and sports fashion companies 

have big consumer data and use it to develop 

products which they pre-test in small consum-

er groups to produce it in bulk later on.” Rob-

bert de Cock, too, envisions local production for 

local markets as the future bike industry. 

Said in the debate, “Bicycle and e-bike produc-

ers are turning into (online) retailers”. Prompt-

ly followed by a reaction from the audience - 

that only through dealers is the focus on 

consumers a good focus. Jeroen Both, chief sup-

ply chain officer Accell Group, reacted as fol-

lows: “It is clear that bicycle producers are in-

deed more often and consciously stepping into 

the role of online retailer. The (physical) retail-

er however, will absolutely not disappear, in my 

opinion. But his role will definitely change. The 

consumer is leading, and choosing his own 

sales channel. Retailers must brace themselves 

to face this and have a good omni-channel strat-

egy.” Benno Messingschlager’s reaction to this 

statement: “The dealer is specifically  to sup-

port the consumer in his choice for the right 

product. When the dealer fulfils this role com-

petently, he certainly has a right to exist.”
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Is Giant the Next Big Player to Skip Eurobike?
Giant’s biggest boss didn’t 
make it entirely known, but in-
dicated that there’s ample 
chance that the world’s big-
gest bike brand will not be at 
Eurobike 2017. Tony Lo said, 
“We are here for meeting in 
particular dealers from the 
German speaking countries. 
Fewer of them are here; their 
participation has dropped 
heavily. This affects our show 
results. We are not here to 
meet agents and other inter-
national business associates. 
We meet them at other events 
and do not need Eurobike for 
that.”
Whether or not Giant will be at 

Eurobike 2017 seems to be a 
question of return-on-invest-
ment. And probably also on 
the overall financial situation 
which is not looking all that 
good, as the company’s 2015 
financial report showed a 
sales drop due to the de-
pressed state of the US and 
Chinese markets.
How many fewer German 
speaking dealers were at Eu-
robike this year is not speci-
fied in the final show report, 
which was distributed by 
Messe Friedrichshafen. The 
report notes, “All in all 
42,720 industry visitors came 
to Eurobike (2015: 45,870).” 

This represents a 7% drop. 
Eurobike’s new set-up of 2 
Festival Days resulted in 66% 
more consumers visiting the 
show. “34,400 bike fans 
(2015: 20,730) wanted to 
climb on a bike on the week-
end,” says the final report. 
Lots of those bike fans want-
ed to test a bike at the Demo 
Area, which resulted in a cha-
otic atmosphere. The bike 
fans also could not see the 
complete show, as quite a 
number of booths were not oc-
cupied during the Festival 
Days. In one case, at Electra 
in Hall A2 the booth was dis-
mantled on Saturday morning. 

This was not what organiser 
Messe Friedrichshafen had in 
mind with changing the com-
plete set-up of the show for 
the 2 Festival Days.
But the 2017 Eurobike is 
switching back to one public 
day. Messe Friedrichshafen 
says on this in its final report, 
“We have received extensive 
feedback about our new con-
cept. The result is that next 
year, there will be one Festival 
Day on Saturday. This means 
that Eurobike 2017 will take 
place from 30 August to Sat-
urday, 2 September.”

25th Eurobike Marks Change to Omni-Channel
Focus shifts from dealers to internet browsing consumers

of events put on by manufacturers themselves.” 

Dealer show competition
With this, show manager Reisinger points to the 

ever growing number of dealer shows organ-

ised by companies no longer participating as 

an exhibitor in Eurobike. A prime example of 

such a company this year was the Pon Bike 

Group; owner of Derby Cycle (including the 

brands Focus, Kalkhoff, Univega, Gazelle, Un-

ion, Santa Cruz, Cervélo, and BBB Cycling). 

Last June Pon Bike Group organised an inter-

national dealer show for all its brands for which 

the company had more than a thousand deal-

ers flown in for a two-day event in Morzine, 

France. However, not all Pon bike brands 

skipped Eurobike this year. Santa Cruz was 

there to highlight the fact that its Californian 

‘thoroughbred’ Mountainbikes are now also 

made in Germany (at Derby) in order to short-

en lead times. BBB Cycling was also at Eurobike 

2016.

Talking to (Dutch) dealers at Eurobike about 

the ever growing number of dealer shows, one 

of them said that they present a too limited 

view on where the market is heading product-

wise as well as business-wise. Riese & Müller 

CEO Sandra Wolf added to that in the final re-

port on the show, “Eurobike is not only a trade 

show for orders, it is also a platform for us to 

present ourselves. We have been able to wel-

FRIEDRICHSHAFEN, Germany – Be-
fore the industry’s biggest event of 
the year even started, the 2016 
Eurobike show indicated where the 
bike business needs to be headed. 
Internet browsing and buying con-
sumers are forcing the sector to 
change; to take up an omni-chan-
nel distribution strategy. The 25th 

Eurobike reflected it, as fewer 
dealers visited the show but con-
sumer interest was up big time.

Jack Oortwijn 

Two events taking place a day before Eurobike 

2016 opened its doors set the tone for the show 

business-wise. These two events were the Eu-

robike opening press conference and a confer-

ence on supply chain flexibility/increased 

speed to market, organised by this trade jour-

nal. The two events presented clear indications 

on the short and long-term outlook for the bike 

sector in Europe. 

Short-term outlook
The short-term outlook, in particular for the 

second half of 2016 and the first part of 2017, 

isn’t particularly sound. Except for e-bikes and 

e-MTBs that is. Spring and early summer rainy 

weather conditions throughout Europe have af-

fected bicycle sales. In Germany sales dropped 

by an estimated 5 to 8%. But as was indicated 

at the Eurobike opening press conference by 

Germany’s industry association ZIV, as well as 

Winora/Haibike GM Susanne Puello, electric 

bike and mountain bike sales were also out-

standing in the first half of the year. This meant 

that money-wise the German bike market per-

formed on the same level as during the record-

breaking first half of 2015.

However, the 5 to 8% sales drop in volume re-

sults in an overstock situation at OEMs as well 

as at dealers. This affected the number of deal-

ers that visited Eurobike 2016. That number 

was down by 7%. Eurobike show manager Ste-

fan Reisinger said, “In the last decades, we have 

experienced an almost constant increase in our 

visitor numbers. Now we have registered a de-

cline for the first time, primarily among Ger-

man trade visitors. The reasons for this range 

from how the season has gone so far, to in-

creased competition from a growing number 

Plenty battery innovations presented with breakthroughs in Wh and lifespan.                            Photos: Bike Europe More targeted eMTB parts like KMC chainwheel to withstand high torque output. 
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come many regular customers, as well as new 

people, some of whom come from very differ-

ent sectors, who are interested in our products.” 

That interest, not only for Riese & Müller, came 

from the automotive industry in particular at 

Eurobike 2016. This sector is increasingly aware 

of the urban mobility potential of electric bikes.

Long-term outlook
As said, the two events that took place one day 

before Eurobike 2016 opened its doors, also 

presented a long-term outlook of the industry. 

The effect of internet sales is one example. At 

the opening press conference Internetstores 

GmbH CEO Ralf Kindermann said, “Internet-

stores sold about 170,000 bicycles and e-bikes 

in 2015 in Germany. And this number is grow-

ing rapidly. Viewing the whole of the Europe-

an Union, then Internet sales takes up about 

12% or €47 billion of the total turnover in retail-

ing – that stands at some €400 billion.” 

Looking at the 170,000 bikes sold through in-

ternet to consumers by Internetstores; this re-

sults in a 4% market share of the total 2015 bi-

cycle and e-bike sales of Germany that stood at 

4,350,000 units.

In response to this Winora CEO Susanne Puel-

lo said, “The challenge for the industry is to 

switch to Omni-Channel. We will have to meet 

the internet culture and the best approach to 

that is, have consumers view the product on-

line and buy it offline.”

How the industry is to meet that Omni-Chan-

nel Challenge and that internet culture was ex-

plained at the Bike Europe conference on sup-

ply chain flexibility/increased speed to market. 

Here it was said that in order to meet the chang-

ing consumer behaviour, the European bicycle 

industry is to bring production back to Europe. 

Or change its supply chain in such a way that 

optimal flexibility is there, as internet browsing 

consumers nowadays insist on having the 

products of their choice in hours and not in 

weeks. A comprehensive report on the Bike Eu-

rope supply chain conference is elsewhere in 

this edition. 

At the 2016 Eurobike show various indications 

were there that more production is to take 

place in Europe for creating the needed supply 

chain flexibility. To name a few of such indica-

tions; India’s Hero Cycles is looking to take-

over a bike manufacturer in Eastern Europe to 

start production there; MIFA in Germany is to 

produce BESV e-bikes; several smaller bicycle 

production facilities are to start bicycle and e-

bike production in Holland, this was an-

nounced at Eurobike; the Rehau composite e-

bike frame for integrating motor, battery and 

control unit will be made at a new facility in 

Germany where production is to start in 2017; 

Decathlon starts production of steel frames in 

Portugal. 
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Brose showed prototype with electrically adjustable seatpost and handlebar; e-bike future?

Also this year interest was high in e-MTBs.  Photo: Peter Hummel

Big motor & battery integration trend at Eurobike 2016.

42,720 industry visitors came to Eurobike 2016 (2015: 45,870); 7% drop.

Over 34,000 consumers visited Eurobike’s 2 Festival Days. The Demo Area was overcrowded.  Photo: Peter Hummel

2017 Eurobike to see 1st production of e-bikes with 
Rehau composite frame that retail for €3,000. SRAM’s EX1 transmission-set suited for eMTBs. Tacx’s cycle training innovation. FSA presents electronic groupset.

SHOW REVIEW EUROBIKE 2016



17BIKE europe  November 2016

Accell Steps Towards Omni-Channel
With the opening of the ‘experience centre’ in Holland

line comparing all products. Moreover, nowa-

days 60% of sales at dealers consists of e-bikes. 

Consumers want to test and experience them 

first. In our experience centre and on our test 

track this is made possible.” 

The Cyclists App
Accell’s experience centre is located in a former 

factory building which is of course completely 

renovated. The monumental ‘Westhal’ of this 

former Enka factory is equipped with over 400 

beacons that identify visitors through their 

smartphone and guide them on their route in 

‘De Fietser’. A beacon is a small device that, via 

Bluetooth technology, can receive from and 

send signals to smartphones. The especially de-

veloped Fietser App provides a complete omni-

channel experience. 

The biggest in Europe
Jager claims that ‘De Fietser’ the biggest expe-

rience centre for bicycles and e-bikes in Europe, 

“and possibly worldwide.” In the beautiful, 

monumental building the collections of Bata-

vus, KOGA, Sparta, Loekie, Juncker Bike Parts, 

Van Nicholas, Ghost and Haibike are on display 

in a 9,000 m2 dedicated space. There’s also a 

nice, compact museum showing historical 

models as well as a professional catering facili-

ty, which has been outsourced to the same com-

pany that facilitates Schiphol Airport. “We made 

it into a complete and professional happening, 

to present consumers with a nice day out.”

No CO2 emission
The ENKA factory closed in 2002. Accell has re-

stored the building in an energy neutral way. 

The bicycle manufacturer was assisted by the 

Dutch BOEi Foundation, a trust dedicated to 

restoring and reallocating cultural heritage 

while preserving the monuments’ characters. 

‘De Fietser’ experience centre is connected to 

a bio-energy station close by. The big hall is 

heated with bio-mass, so there is no CO
2
 emis-

sion. On the roof are about 1,700 solar panels 

installed with a generating potential, exceed-

ing the expected total electricity-demand of the 

complex, and to provide electricity for 50 

neighbouring households. The company ex-

pects to welcome between 40,000 and 80,000 

visitors annually. 

EDE, the Netherlands – With the recent opening of an experience centre 
in the Netherlands, Accell Group has established direct contact with con-
sumers. “It’s to generate leads for dealers,” said Accell Netherlands gen-
eral manager Wouter Jager at the grand opening.

Hedwig Berendsen

A
ccell’s experience centre is named ‘De Fi-

etser’ (The Cyclist). For some years (since 

July 2011) Pon Bike Group is already op-

erating an experience centre for its Ga-

zelle brand as well as others. Experience Cen-

tres are like permanent showrooms where the 

complete range of a brand or numerous brands 

are on display. At such experience centres con-

sumers can ‘test’ bikes and in particular e-bikes. 

Experience centres are also used for presenta-

tions and dealer shows.

Customer journey
Experience centres fit into what is called the 

‘customer journey’. GM Wouter Jager explains, 

“The consumer is changing, orientating itself 

online before wanting to test and experience. 

We want to be in contact with them during this 

complete ‘customer journey’.” 

De Fietser in Ede, Holland, was officially opened 

22 September 2016. In October all Accell NL 

dealer shows were held here; for its brands Bat-

avus, KOGA, Sparta, Loekie, Juncker Bike Parts, 

Van Nicholas, Ghost, and Haibike. At the offi-

cial opening Wouter Jager explained to the gath-

ered press the how and why of ‘De Fietser’. “We 

are an upscale showroom for dealers. We will 

not sell bicycles here. Through De Fietser App 

consumers can tell when and on which bike 

they want to do a test ride. When a consumer is 

interested in a specific model, we ask which 

dealer he or she is involved with. We select that 

model in our dealer-ordering system ‘Accentry’ 

and place a reservation on it for this particular 

dealer. We don’t retail in bikes; we don’t nego-

tiate on price with consumers and we always re-

fer back to the dealers.”

End of annual dealer shows
Jager also indicates that Accell NL wants to end 

its annual dealer shows: “We opt for a system in 

which we introduce new models, or stop with 

certain less popular models throughout the 

year. We want to change from the classic mod-

el to omni-channel distribution.”

He emphasises that Accell will keep delivering 

bicycles through its dealers: “Sparta exists for 

100 years, Batavus already for 112 years. In all 

those years we only sold through dealers. That 

will stay this way. It is just the consumer who is 

changing. The next internet generation is on-

Opening of Accell’s experience centre in the Netherlands with GM Wouter Jager far right.   Photos: Jan van Dalen Photography Accell expects to welcome between 40,000 and 80,000 consumers for e-bike test rides annually.
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Czech
gearsensor.com 
presents

It’s a unique device, developed and made in Czech Republic. It’s based on 
intelligent shifting sensor fixed on shifting cabel, which is reducing or cutting 
off motor drive when the rider activates gear shifting. This market-proven 
device allows smooth shifting for both derailleurs and internal gear hubs. It also 
provides longer lifetime to whole shifting system.



BIKE EUROPE’S MOST READ 
REPORTS NOW COMBINED 

IN ONE DOCUMENT.
WE WISH YOU A PROSPEROUS  

& HEALTHY 2017!
BIKE EUROPE TEAM

MORE AT WWW.BIKE-EU.COM

http://www.bike-eu.com/

