
Case Study

Diamondback Bicycles Reaches 
Thousands of Retail Associates 
and Brand Enthusiasts, Driving 
Pro-Deal Sales up 166% 

As a leader in road, mountain, performance hybrid and BMX bikes, the 

Diamondback Bicycles brand is synonymous with design innovation 

that empowers cyclists to perform at every level. While already 

boasting broad consumer brand recognition, the company saw a need 

to streamline its employee purchase program and extend its reach 

to deliver product training and pro-shop access to multiple dealers, 

technicians and brand advocates more efficiently and affordably.

Company Profile

Diamondback Bicycles
Camarillo, California

Diamondback designs and builds 

performance bicycles for every 

rider at every level.

www.diamondback.com

Highlights

Pro-deal unit sales up 147% in the 
first year and an additional 166% 
the second year

Training programs always up to 
date and available 24/7 

Increased product awareness and 
customer satisfaction

Trained over 13,000 
active members
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SEARCHING FOR 

HIGH-PERFORMANCE SOLUTIONS

Diamondback’s “hitting the pavement” method of multiple face-to-face 

training sessions was limited in scope, time-consuming and used 



too much manpower. Worse yet, in the heart of 

riding season—March through October—when 

cyclists wanted to be out riding Diamondback 

bikes, the company was spending too much time 

confirming pro deal orders and finding inventory.

Its existing incentive and inventory systems were 

becoming too clunky and inefficient to support 

its growing brand, leaving distributors and reps 

lacking access to accurate in-stock inventory 

numbers. Too often, products ordered were 

unavailable, which frustrated customers and forced 

Diamondback sales reps to spend valuable time 

and effort troubleshooting these issues instead of 

demonstrating bikes.

The company needed a more efficient, cost-

effective solution that would simplify the product 

education process, provide up-to-date incentives 

and inventory, and provide the constant, consistent 

Diamondback brand message.

“We wanted something that was available anytime 

and would give us the ability to customize training 

and games for our audiences, to educate sales 

people and techs from coast to coast and drive 

  

A CYCLE OF EXCITEMENT 

To streamline product communication and provide 

a consistent brand experience across the board, 

Diamondback partnered with eXperticity to deploy 

both an on-demand, online training program for 

retail associates and a pro shop to reward brand 

advocates with product discounts and 

exclusive deals. 

word of mouth with product recommendations,” 

said Tony Eder, Diamondback’s National Accounts 

Representative. “We perform clinics on a national 

level that are designed to make an impact with the 

audience, but what about those not present?”

“The eXperticity platform gives us the ability to 

reach all dealers, all techs and all enthusiasts every 

day of the year, providing us an online program to 

complement our nationwide in-store clinic strategy,” 

Eder said. 

By making online training available 24/7 to 

distributors, sales reps, bike techs and brand 



“ ”
eXperticity makes it easier to 
get the word out, resulting in 
retailers asking for the higher 
end bikes.

Within the first month of providing online training 

and incentives to distributors, reps and advocates, it 

was apparent that product awareness and customer 

satisfaction were up. Activity on Diamondback’s 

Facebook page, website and other online properties 

increased significantly, with more brand videos 

viewed and riders reporting the thrill of having the 

opportunity to buy Diamondback bikes at 

pro-level pricing. 

With its eXperticity platforms, Diamondback has 

been able to increase consumer awareness of their 

brand and its product lines, shifting its performance 

DNA—and sales—into an even higher gear. Getting 

more riders on its products—both in and outside 

the traditional bike market—yielded an amazing 

response, driving pro-deal unit sales up 147% in the 

first year of operation and an additional 166% the 

second year. 

advocates across the country, the eXperticity 

platform helped to immediately increase and 

streamline the flow of information, and create 

message consistency across the entire distribution 

channel—reaching more people, more often, far 

beyond just those stores and regions Diamondback 

reps could get to that month. 

Providing real-time inventory information reduced 

the number of orders for un-stocked items, 

significantly decreasing product delivery delays. 

And, the ability to create industry pro-deals 

anytime, even spotlighting popular or new products, 

has enabled Diamondback to hype them to a larger, 

more engaged, exclusive audience of outdoor 

enthusiasts and service providers, which has 

opened up the playing field more than ever before. 

DIAMONDBACK DEMAND 

HAS BEEN CREATED 

“
”

Our eXperticity sites are 
accessible 24/7, cost efficient, 
and customizable so we 
can tailor training and Edu-
Games to our audiences, 
coast-to-coast without losing 
much needed man power 
here in Kent, WA.



“Over-the-moon-excited” with the potential of 

eXperticity, Diamondback is already looking to 

implement more customized training programs 

geared toward individual dealers, since not all carry 

the same product line. In addition, the company 

plans to tap more into the hard-core and pro rider 

audience with a private incentive site for brand 

advocates and cycle teams. 

To anyone considering the eXperticity platform, 

Eder says, “What are you waiting for? It’s the best 

way to address the largest audience, and provide 

your brand advocates with catered product 

information, education and training. The ROI 

will follow.”

eXperticity helps the world’s largest community 

of influential category experts and retail sales 

professionals gain critical product expertise that 

translates into stronger sales, better shopping 

experiences and satisfied customers. Through our 

services you can identify and educate influential 

experts, foster first-hand product experience, and 

collect important retail insights on your brand and 

products. Learn more at www.experticity.com.

About eXperticity

LOOKING DOWN THE ROAD

“
“

”
”

”eXperticity is an awesome 
team to work with. It’s 
an open communication 
relationship with a take 
action attitude.

What are you waiting for? It’s 
the best way to address the 
largest audience, and provide 
your brand advocates with 
catered product information, 
education and training. The 
ROI will follow.

“
We have more techs and 
enthusiasts riding our bikes 
than ever before. From the 
sales floors to the trails, 
the buzz is everywhere and 
getting stronger. That is 
the sort of exposure every 
bicycle manufacturer 
strives for.

With the on-demand eXperticity system, the 

company’s programs are accessible 24/7 and can be 

easily refreshed with the latest product information—

making onboarding new dealerships and updating 

current ones easier than ever. As a result, the 

Diamondback team is able to train more people, 

increase awareness and create higher demand 

for product. 

 

And, the proof is in the numbers. With the analytics 

and tracking reports provided by eXperticity, 

Diamondback is privy to the feedback of 13,000+ 

active members. This valuable insight allows 

Diamondback to make well-informed, strategic 

decisions to help increase sales year round.

 


