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Since I moved to Clitheroe a year ago the hills have been 
calling to me. It’s perfect cycling terrain and I could feel 
my level of desire gradually building until one day about 6 
weeks ago I walked into my local bike shop and purchased 
my first road bike. Human nature being what it is, with any 
new hobby I undertake, there is always a decent chance that 
it will be short-lived. We all have a friend who has all the 
best gear but never actually uses it. So I was determined not 
to let this happen. I purposely chose an independent bike 
shop, and was happy to pay a bit more for the privilege if 
necessary, because I wanted to maximize my chances of fall-
ing in love with cycling and my bike. I wanted a relationship 
with the bike shop. The advice and service they gave me was 
good. I liked the idea of having my bike shop. Dropping my 
bike off for a service every now and then. Perhaps purchas-
ing some description of new lycra garment when I fancied 
it. I pictured getting to know the staff a little. Maybe discov-
ering the best routes from them. Learning how to repair a 
puncture. A place I could get advice.  A place they knew me 
and knew my bike. I was interested in a relationship, not a 
one-night stand. 

And things started out well. I had been out on 5 or 6 suc-
cessful bike rides within the first few weeks. I discovered 
Strava for creating my routes. I popped back into the shop 
to buy a few extra bits and pieces and that was a nice experi-
ence. They remembered me. We chatted about cycling. Yes, 
things were going fine. I was falling in love. And I could see 
a long future of happy times ahead.

And then it happened. I remember it was late on Sunday 
evening the week before last. They sent me an email. They 
said they were sorry but the bike shop was closing down. 
The reason was something vague about a change in circum-
stances. I was devastated. At first I wondered was it me? 
Should I have bought 2 bikes? I could have invested in more 
lycra. I could have been a better customer. But you can’t 
blame yourself in these situations. 

Nevertheless I couldn’t stop the questions rushing 
through my mind. Where will I take my bike for its service 
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now? What if they aren’t familiar with my brand of bike? 
And what about John and the guys who work there? What 
will happen to them? Then I got angry. I started to blame 
them. How could they let this happen? Why didn’t they do 
more to make the business a success? Why did they not try 
harder? And then the anger passed. No point in playing the 
blame game. But it was a sad day. The day I lost my bike 
shop. It still hurts. 

Is it just me? Do people not value relationships enough? 
The big businesses, the chains, the shops that have clones in 
every town, give you nothing more than a one-night stand. 
You’re just a number to them. Just a transaction. And tomor-
row they’re on to the next customer. They’re not interested 
in commitment. They’re not interested in falling in love. 
That’s what the real strength of independent businesses is 
today. They can build a relationship with their customers. 
Give you a personalized experience. Treat you like an indi-
vidual and give you advice that is tailored to you. They get 
to know you a little. Discover your preferences. They can 
even try and make your day whenever you visit. This is what 
being independent should be all about. There should be pas-
sion. Excitement. Even love. 

I admit, the heartbreak of losing my favorite bike shop 
will make a man soppy. But I mean every word.

Athletic 36-year old male, seeks new relationship 
with bike shop after recent break up. Must be an 
expert, friendly, and passionate about cycling and 
customer service. Independents only please. Con-
tact 0161 834 7798.
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Jones And Co. Life is a monthly conversation about life as 
it looks from the helm of Jones And Co. …

I believe in relationships and we really value having a strong 
relationship with our customers. This is our way of being open 
and showing people what we’re like. 

For new customers, as we grow I don’t personally meet lots 
of you. This unusual publication is an open dialogue between 
us so that you can get to know who we are as a company. And 
painful as it can be, we like to show some of our personality. 
We’re not a faceless company. 

For regular clients, many of you only come in once a year or 
once every two years. So we can go a long time without seeing 
you. And a lot can happen in a year or 2. Hence, we like to keep 
in touch.

The feedback is invaluable.  I’m extremely interested in what 
our customers have to say. I enjoy responding to the comments. 
And finally, I enjoy writing it!

Please send your thoughts and comments on what we’re 
talking about to conor@jonesand.co.

 Every month I try to rise to the mammoth challenge of 
making an “optician’s newsletter” a riveting read. If I’ve failed, 
in your eyes, to do that, you can unsubscribe by just sending an 
email to hello@jonesand.co. 

And special thanks in particular to:

I’d like to officially welcome all our new clients from the 
last month or so: 

 Christina Clarke – Glynis Craig – Les Doherty – Mike 
Edge – Stuart Barlow – Tracey Armer – Kevin Thomas – 
Jonathan Murphy – Ann Taylor Rimmer – Carmen Higueras 
– Michael Power – David James – Valerie Mills – Andy Sim-
mons – Susan Ferguson – Alwin Thompson – Shirley Thom-
son – Stephen Slater.

Nick Verardi – Tracey Gibbs – Philip Hoyland
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Thank you for recommending us.

WELCOME! We’re glad you found us.  

Are you workaholic like most of the owners of compa-
nies? 

I work 24/7. The company is my life. Sometimes I take 
a vacation but I am not the one to lie on the beach. In my 
spare time I get in my car and race. 

How old are you? 

I am 60 but I still like to be a part of the team, create 
the products and sell them. We need to take a stand against 
those selling two for the price of one or buy one, get one free 
for your neighbour. We believe that what is placed in the 
center of your face is very important. It has to feel comfort-
able and look good at the same time. Wearing glasses is not 
like wearing shoes - shoes can hurt a little as long as they 
look good. An eyewear must be perfect. 

*Mr Lindberg is hinting at “The Truth About Designer 
Glasses” which I write about in my book “The Definitive Guide 
To Choosing Glasses That Make You Look Good.” You can 
request a free copy of the book at www.jonesand.co. You can 
access the full interview with Henrik Lindberg online via the 
Jones And Co. Facebook page

There is still time to enter our competition to win dinner 
for 4 at the new El Gato Negro restaurant on King Street! 
We started taking entries last month. It is easy to enter. You 
can enter in 2 ways. #1. Refer a friend to Jones And Co. (just 
let us know and we’ll send them a complimentary copy of 
our book, The Definitive Guide To Choosing Glasses.) Or 
#2. Just ‘Like’ our Facebook page and we’ll enter you in the 
draw. It doesn’t get any easier than that! Just search for Jones 
And Co. Styling Opticians on Facebook and you’ll find us – 
and you could be the lucky winner!  Alternatively you can 
leave a Google Review for Jones And Co. and you will also 
be entered. The winner will be announced next month.

WIN A DINING EXPERIENCE FOR 4 
AT EL GATO NEGRO!

NEW: FLEXIBLE PAYMENT 
OPTIONS TO SUIT YOU.

At Jones And Co. we try to make the whole eyewear buy-
ing experience as easy as possible for you. From your taste in 
eyewear, to how you like your coffee, to how you would like 
to pay. 

We have just introduced NEW: Flexible Payment Options 
To Suit You.

You can get your new glasses and spread the payments 
over 3 to 6 months for free. It’s hassle-free and easy with 

no extra cost. 

That means it’s easy to spread the cost of your new eye-
wear  in small manageable sums if you would like to get your 
new glasses or sunglasses  sooner rather than later. Jones 
And Co. is your flexible friend!

If you’d like to take advantage of this offer or find out 
more just email or call the team.


