
BENCHMARKING
TOP TEN TIPS



1. MESSAGING IS KEY

It is important to target specific customer groups and use the right messages 
and visuals.

Why? There are many segments in the cycling audience that have different 
motivations

Best practice: Provence

4 different targets with
different landing pages,
visuals and messages: 

https://www.provence-cycling.co.uk/


2. FOCUS ON THE CYCLING EXPERIENCE

Customers must find all the information they need to facilitate their cycling 
experience in one place, ideally a single webpage.
Why? Too many clicks in different places deters purchasing decision-making
Best practice: Rhone Route
The website and the app provide extensive information on the rides: 
• Map
• GPX download
• Description 
• Reports 
• Photos 
• Hotels
• Bookable offers 
• POIs 
• Public transport timetables

https://www.schweizmobil.ch/en/cycling-in-switzerland/routes/national-routes/route/etappe-0927.html


3. WHAT REALLY MATTERS: FOOD AND SLEEP

Cycling makes both hungry and tired. Ability to enjoy both is a recipe for success.

Best practice: Elbe Radweg www.elberadweg.de / www.elbe-cycle-route.com

The Elbe cycling network’s website makes it easy to search and filter cyclist 
friendly eating, drinking and lodging options. By location! 

http://www.elberadweg.de/
http://www.elbe-cycle-route.com/


4. BUT… IT’S NOT JUST ABOUT CYCLING

Every target group, even the most hardcore cyclists, is looking to enjoy some 
side activities when visiting a destination

Best practice: Bodensee

The Bodensee Card Plus offers a single way to benefit from free admission and 
exclusive offers

The website shows an extensive list of activities in the area

https://www.bodensee.eu/en/what-to-do/lake-constance-highlights/bcp
https://www.bodensee.eu/en/what-to-do/lake-constance-highlights/top-experiences


5. BOOKABLE OFFERS: THE TURNKEY SOLUTION

Bookable offers must be offered. Many customers are looking for an easy way to 
organise their trip.

Best practice: Rhone Route

Eurotrek, a tour operator specialized in cycling and hiking tours, offers self 
guided tours on the route.

https://www.eurotrek.ch/en/activities/cycling-holidays/switzerland/cycling-rhone-route-8-7


6. SHOWCASE ONE-DAY EXPERIENCES

Local customers are key to a destination and one-day experiences must be 
showcased for them

Best practice: Provence

The website provides an extensive list of one-day loops that can be filtered by 
location, difficulty, type of cycling etc. Each loop is presented in details with gpx
to download.

https://www.provence-cycling.co.uk/cycling-routes/mountain-bike/offer-100-2.html


7. EVERYONE MUST BE COMMITTED

All the service providers contributing to the customer experience must be 
motivated and pull together.

Best practice: Provence

The public agency in charge of the product promotes 400 certified service 
providers who must fulfil quality criteria: bike friendly hotels, bike & luggage 
transport, bike shops rentals, guiding services, e-bike charging stations, cafés.

https://www.provence-cycling.co.uk/useful-information/acceuil-velo-certification/


8. OVERALL PROMOTION, LOCAL TIPS

In a geographically dispersed area, enable tapping into local knowledge.
Best practice: Elbe Radweg
No matter how much information is collected centrally, there may still be 
questions about local details. Make it easy to get in contact with people who 
know their area. 
In the case of 1300km long
Elbe, the region is divided 
into four coordination 
districts with local experts
and direct contact options.
For each involved town,
local contact details are 
also provided on the main
portal, see example of 
Werben.

http://www.elbe-cycle-route.com/place/werben-elbe/

