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W.L. Gore Earns #2 Spot On Prestigious “100 Best” List
W. L. Gore & Associates, Inc.,
which formed a marketing alliance
this past year with Scent-Lok, has
earned a top position on FORTUNE’s
annual list of the “100 Best
Companies to Work For” for the 8th
consecutive year. Gore ranks second
overall and first among midsize
companies in the magazine’s
January 24, 2005 issue. Last year,
Gore garnered the #12 position.
“When it comes to managing
employees, [Gore] does things a little
differently,” says Fortune. “For
example, workers evaluate fellow
team members each year to determine compensation.” Since 1958,
Gore has avoided traditional hierarchy, opting instead for a team-based
environment that fosters personal
initiative, encourages innovation,
and promotes person-to-person
communication among all “associates,” as employees are known. This
kind of unique corporate structure
has proven to be a significant contributor to associate satisfaction and
retention, and continues to be a factor in Gore’s inclusion in the magazine’s annual list of top companies.
According to Gore President and
CEO Chuck Carroll, the selection
reinforces Gore’s commitment to key
values. “We work hard at maximizing
individual potential, maintaining an
emphasis on product integrity, and
cultivating an environment where
creativity can flourish,” Carroll said.
“A fundamental belief in our people
and their abilities continues to be
the key to our success, and it is a
tribute to our associates and their
efforts that we have been honored
once again.”
Perhaps best known for its consumer products like Gore-Tex fabric
and Elixir guitar strings, Gore is a
leading manufacturer of thousands
of advanced technology products for

Tom Casti is a longtime Gore Associate
who has helped
many footwear suppliers use the waterproof breathable
Gore-Tex laminate.
Since the marketing
partnership with
Scent-Lok technologies was established, more
footwear firms are
expected to use an
odor-blocking
waterproof breathable laminate that is
being co-branded.

the electronics, industrial, fabrics
and medical markets. The company
is headquartered in Newark,
Delaware, and employs almost 7,000
associates at 45 facilities throughout
the world.
About the FORTUNE “100 Best
Companies to Work For” List
Authors Robert Levering and
Milton Moskowitz initiated the collection in 1984 with a best-selling
book, 100 Best Companies to Work
For in America. Gore is one of only
four companies to be included in
their three hardbound and eight
subsequent magazine rankings.

Selection and ranking was based on
a review of responses to a randomly
distributed employee survey, written
survey
comments,
company
responses to a “people practices”
questionnaire, and company literature. In all, over 350 companies were
evaluated from more than 1,000
under consideration.

Buck Wear Wins NRA Licensing Deal
Buck Wear has been awarded status as an official product licensee for the
National Rifle Association (NRA). Buck Wear will add to its highly popular
products a whole new line of NRA-branded apparel, beginning with T-shirts.
They include a patriotic model emblazoned with the famous eagle and
crossed rifles NRA logo, as well as others which proclaim the wearer’s passion, humorously or seriously, to defend hunting and gun owning rights.
The NRA was founded in 1871 to promote gun safety and civilian marksmanship. It has evolved into a powerful advocate for personal liberties, conservation and the Second Amendment. “We’re truly honored to extend the
expertise of our talented artists and artisans to the four million members of
the NRA nationwide,” notes Buck Wear President David Trapp. “The official
NRA apparel we’re offering - and new designs in the future - will enhance the
spirit of pride that spreads through this community.”
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Counterfeit Products Have WideRanging Impact On Archery Industry
Bowhunters, retailers, distributors and manufacturers have all
been injured as a result of two extensive cases of widespread counterfeiting of archery products.
Operating from a location in
Maplewood Minnesota and identifying themselves as Jimmy Hansen
and Scott Hansen of Worldwide
Liquidators, last fall criminals were
able to sell at least 50,000 substandard copies of Sims Ultra
LimbSavers in camo and black. The
same savvy group was apparently
behind sales of a very close copy of
the Trophy Taker Shakey Hunter
arrow rest.
Both firms now have detailed
product identification guides that
dealers can request to help them distinguish between legitimate products and the illegal counterfeits. It is
a violation of federal law to knowingly sell counterfeit products and the
FBI is investigating the case.
William G. Gartland, who heads
a major sales rep group, said these
are the first cases of counterfeiting
that he’s become aware of in 30 years
in the archery industry. Gartland
said one of his representatives was
talking to a buyer for the Texasbased Academy stores when they
became suspicious about Ultra
LimbSavers that were being offered
though a “liquidator” at about 1/3
the normal wholesale cost. In comparing the packages, they could see
the UPC code on the discounted
products was ragged, as if it has been
scanned and reprinted.
Once Sims had samples in house
many differences became apparent.
The counterfeit silencers were mass
produced through injection mold-
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ing, Sims VP Alan Lotton said, and if
you peel off the protective layer over
the self-stick back you’ll seen an air
pocket and possibly a sprue of projecting plastic. Authentic Sims products made from the softer NavCom
material are made by pouring into
molds, and the back of them is
smooth. The LimbSaver logo on the
front looks identical, but while there
are seven concentric ridges on the
real product, the counterfeit has
eight. While still in their clamshell
package, you can press the bubble in
above the product much easier on
the counterfeit.
These
counterfeit
“Ultra
LimbSavers” don’t dampen vibration
like the real thing. They’re brittle,
subject to breakage and their inferior
adhesive means they’re likely to
come off the customers’ bows,
Lotton told ArrowTrade during the
Kinsey’s Dealer Show. “The reality is
we’ve been victimized, the distributors have been victimized, the dealers and the customers have been victimized.”
Lotton said Sims gave distributors who had handled the counterfeit goods time to put their own programs in place to retrieve then from
dealers. With the cooperation of distributors and some major chains, he
said some 45,000 of the bogus
silencers had been pulled off the
market. Lotton said the perpetrators
had inside knowledge of the archery
industry, had put together a good
presentation and knew who the
major buyers were. But while it’s not
unusual for a single store or small
chain to go out of business and liquidate inventory this way, he said the
high volumes available and the fact

that prices kept dropping should
have been a tipoff that something
wasn’t right.
Trophy Taker’s own alert went
out to the industry January 22, and
again involves counterfeit product
that was apparently made overseas
and imported illegally into the
United States. The right hand black
Shakey Hunter copies can fool you at
first glance, Dan Evans said, but the
firm was able to come up with an
identification guide that points out
differences in the packages, in the
rest itself, and in the included moleskin, among others. The laser
engraved brand name and hash
marks should be pure white, but are
dingy gray on the copies. The hinge
of the clamshell should bend down,
and the adhesive fleece should be
backed with thin paper, not stiff
cardboard.
“Please exercise caution when
ordering Trophy Taker products. Use
only our authorized distribution network. The illegal importation or sale
of counterfeit archery products
threatens the livelihood of the
American worker and our economy,”
Evans wrote in the firm’s counterfeit
product alert.
If you suspect your business may
be carrying counterfeit Trophy Taker
rests, you can obtain an identification guide by calling Trophy Taker in
Montana at (406) 826-0600. For a
copy of the Counterfeit Products
Alert and identification guide from
Sims, reach that Washington manufacturer at (360) 427-6031. Both
firms would appreciate any information to help them identify and prosecute the people behind this illegal
activity.
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Win & Win Instructor’s School Rescheduled
A Coaching Seminar and
Shooters School that was to be sanctioned by the NAA and held at the
U.S. Olympic Training Center in
Chula Vista, California this April had
to be cancelled. Instead, Greatree
Archery and the Texas State Archery
Association will host a Win & Win
Instructors School at the University
of Texas May 13 and 14, with a
Shooter’s School the following day.
The course is limited to 50 students. All new instructors will be
required to take a written test. The
certification will be for 10 years.
Here is information on the
Instructor, Kyung Rae Park: Head
Coach for Korean National Archery
Team (1984 – 1991); Head Coach for
Korean Olympic Team; 1st Place
World Championship 1985 – Team
Coach; 1st Place Asia Games Team &

Individuals 1986 – Coach; 1st Place
1988 Seoul Olympics Men’s Team; 2nd
Place 1988 Seoul Olympics Men’s
Individuals; 1st Place Men & Women
team World Championship 1991 in
Poland; Conducted over 40 seminars
for International Archery Coach’s
Association (IOC / FITA / NAA);
President of Win & Win Archery Co.,
Ltd (1991 – Present)
The Instructors School will
cover: Proper Recurve Tuning,
Training Program for students,
Proper Shooting Form, Secrets of the
famous Korean Archers, Mental
aspect of Korean Archery, Choosing
the right recurve for your students.
It will take place at the University
of Texas, in the Anna Hiss Gym
(AHG) on Dean Keaton Street in
Austin, Texas. Dates are May 13 & 14
from 9 am to 4 pm. The Shooters

DMT Has New Owner

School will be May 15 from 10 am to
4 pm.
Cost of the Shooters School is
$150, and of the Instructors School
is: $250 per person. You can contact
Greatree Archery or Ron Carmichael
in Austin to see if there is still time to
register.
Greatree Archery
29 Olcott St.
Manchester, CT 06040
Phone : (860) 643-7344 Fax: (860)
643-4970 or email your inquiry to
info@greatreearchery.com
Ron Carmichael can be reached
at (512) 267-9451 or go on the web to
http://texasarchery.org/Registration
s/Inform/WinWinCCSS.htm

Elizabeth P. Powell, chair and treasurer of Diamond Machining
Technology, announced the acquisition of the company by Vogel Capital,
owned by Mark and Stacey Brandon of Sherborn, Massachusetts. Cofounders David and Elizabeth Powell will remain as consultants for two
years to assure a seamless transition.
Powell is shown with Mark Brandon
at right. Brandon has been searching
for a quality manufacturing firm to
acquire since leaving his 8-year presidency of Tyco Adhesives in 2003, and
has also led firms that produced plastic and metal products. DMT was
founded in 1976 and is considered
the leading innovator of manual diamond sharpening technology for
industry, craftsmen and sportsmen.

SHOT SHOW Breaks Records
The 2005 SHOT SHOW this past January at the Las Vegas Convention
Convention Center attracted a record 1,726 exhibiting firms and more than
23,000 buyers, another record for the annual event sponsored by the
National Shooting Sports Foundation. This was the first year the Shooting,
Hunting & Outdoor Trade Show was open to paintball exhibitors, and 26 of
them had booths as part of the impressive 569,000 square feet of exhibit
space. Before the four-day show ended, manufacturers insured the 2006
SHOT SHOW would be another record setter: They reserved a record
575,000 square feet of exhibit space. Next year’s show will be February 9-12
at the Las Vegas Convention Center, and more information is available at
www.shotshow.org or through the NSSF office at (203) 426-1320.
Circle 192 on Response Card
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National Archery In The Schools Program Growing

A

professional media kit has
been created for the growing
National Archery in the
Schools Program, with funding contributed by Brennan Industries and
Mathews, Inc. Mathews has also
been a major direct contributor to
the program, and last year matched
a $100,000 donation from the
National Wild Turkey Federation.
The kit includes a DVD hosted by
Dave Watson that explains the program and encourages people to get
involved. (See boxed copy at right).
What began with a few passionate people gathered around a table
in December, 2001 has become a
watershed event for the archery
industry, reaching into 20 states by
2004. Hundreds of thousands of kids,
regardless of their gender or athletic
ability are being introduced to
archery as part of a school curriculum. And the people who helped to
launch the program a little over three
years ago want to see archery positively touch millions of lives across
the country.
“None of us imaged it happening
this quickly,” says Kevin Stay,
President of Brennan Industries, a
sister company of Mathews, Inc. “We
want to see it in every state.”
Twenty states, (AL, AR, AZ, GA,
IA, IL, KY, LA, MI, MN, MT, NE, OH,
OK, OR, SC, TN, TX, WV, WY) have
already completed or are in the
process of completing pilot NASP
programs. More are planning pilot
program launches in 2005. NASP has
also garnered international interest
with people from 14 other countries
inquiring about the program.
This has been one of the most
effective and fun ways to introduce
thousands of kids to the lifetime
sport of archery.
“It’s going to be quickly recog-
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nized as one of the best tools for conservation,” Stay says. “It behooves
the fish and wildlife agencies to promote this.” Stay explains that each
state fish and wildlife agency has
Section 10 discretionary funds that it
can allocate to archery. Most, he
says, have between $100,000 and
$300,000. “That,” he says, “would
help to set up a lot of schools every
year.”
Part of what has made the NASP
such a huge success is its economy and efficiency. The program
is inexpensive
and
physical
e d u c a t i o n
instructors
receive professional training
from NASP certified instructors.
Volunteer assistance from conservation officers
and local archers
has
further
enhanced
the
effectiveness of
the program.
Stay explains
that in Alabama,
each conservation officers job
description is to
promote
the
NASP in the
school districts
within his or her
region. “If you
don’t have an
outside
influence coming in
to monitor the
program, then it
would be easy for

it to slip away. This program is not
going to go away,” Stay says.
To contribute directly to the
National Archery in the Schools
Program,
contact:
Brennan
Industries, 2035 Riley Rd., Sparta,
Wisconsin, call (608) 269-0832 or go
online to www.nasparchery.com.
Contributions to the NASP, a 501-C#
nonprofit corporation, are fully taxdeductible.
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Carson Optical Introduces Trouble Free Warranty
Carson Optical has introduced
what it calls “America’s Best
Binocular Warranty.” The warranty
means customers who buy a nonelectronic binocular from the New
York firm with pay at most $12 for
repair.
In making the announcement at
the 2005 SHOT SHOW in Las Vegas,
President Rich Cameron said “We
have such confidence in our products that we back them with
American’s best binocular warranty.
In the event that your Carson binoculars are damaged, regardless of
cause, we will repair or replace them
for a total cost of $12. This includes

all return shipping and handling
fees. There are no hidden charges. If
your binoculars are found to have
manufacturing defects, in materials
or workmanship, Carson will repair
or replaced the unit and return them
free of charge.”
NightVision and battery operated binoculars continue to be protected by the company’s standard
one-year limited warranty.
Cameron said he wants Carson
Optical to be known for product
innovation, and exceptional customer service. “The people at Carson
are marketing specialists, offering a
line of products with the end user in

mind. Dealers can contact us tollfree at (800)-9-OPTICS or by email at
info@carson-optical.com.”

3Rivers Archery Buys Broadhead Line
The Wensel Woodsman broadhead line has been purchased by one
of its biggest customers, 3Rivers
Archery. Dale Karch and wife Sandy
are the owners of the Ashley, Indiana
distributor of traditional and primi-

tive archery supplies.
Karch claimed the Wensel
Woodsman broadhead is already
known as the best penetrating, most
accurate three-blade broadhead on
the market. “We’re excited to be the

Buck Stop Veteran On Active Duty

new home of the Wensel Woodsman
broadhead for a couple of reasons.
First, since its inception this broadhead rocketed to the top of our
broadhead sales and has remained
our best selling head ever since. It
has already proven itself as a deadly
and rugged glue-on head, and we
anticipate having an equally
dependable screw-in version for carbon and aluminum arrows in time
for this coming deer season.”
“Second, since we will be
involved in the manufacturing
schedule, we’re confident we’ll be
able to increase production while
maintaining strict quality control
and eliminate any potential shortages,” Karch said.
Product and pricing details may
be obtained at (260) 587-9501.

Like a lot of other American businesses, Buck Stop Lure Company of
Stanton, Michigan is having to learn to do without a key staff member that
has been recalled to active duty. Brian Johansen, who directs the field staff
and internet operations for the 52-year-old manufacturer of hunting scents
and scent elimination products, has begun an 18 month tour of duty in Iraq.
Johansen joined the Michigan National Guard in February of 2000. His
unit, the 1073 Maintenance Company, is based in Greenville, Michigan. It
was put on alert in April of 2004. Members were recalled to active duty
October 25th, then headed overseas December 29 to perform maintenance
missions in that troubled part of the world.
Brian’s wife, Bonnie Johansen, continues to work at Buck Stop Lure
Company along with her sisters, Dawn Phenix and Phyllis Shilling. The
Johansen’s have been married 16 years, and
have three children, Kelly, Jill and Brent, who
just turned 12. Over the years Brian has
helped bottle and package the company’s
scent products and headed up its marketing
and public relations efforts.
Bonnie had to say goodbye the first time
to Brian October 31st, her birthday, when he
and his fellow citizen-soldiers headed to Fort
Dix, New Jersey for training. She said rather
than try to do any deer-hunting this fall, her
husband had spent his free time making sure
Sgt. Brian Johansen is shown with wife
her and the kids had plenty of firewood to
Bonnie and in Iraq next to a gun truck.
heat with this winter. Johansen was home for Sgt. Jaqua is by the machine gun,
a 10-day leave over the Christmas holidays standing (left to right) are Sgt. Spencer,
then headed overseas.
Spc. Merten and Sgt. Johansen.
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Kinsey’s Thanks Key Partners
Kinsey’s Archery Products made
sure three manufacturers who had
helped it build a very successful
dealer show got special recognition
during the March 11-13 event at the
Hershey Lodge & Convention Center
in Hershey, Pennsylvania.
At right, Eastman Outdoors CEO
Bob Eastman (left) and Sims VP Alan
Lotton (center) accept bronze statues from the Dick Idol Collection
from Kinsey’s. Both their firms
backed the first show in 2003 and
have continued to be major event
sponsors. Representing Kinsey’s on
the stage are Vice President Rick
Kinsey, Dave Parker (far right) and
Toni DiRuscio. Eastman Outdoors,
its sister company Gorilla Treestands
and the LimbSaver manufacturer
sponsored the Saturday evening
Dealer
Appreciation
Night.
Appearing there with the help of
Realtree were Realtree Roadtrips Host
Michael Waddel (near right) and
Country Music Artist Rhett Akins (far
right). Below, Parker presents the
bronze appreciation award to Doug
Springer
(center)
and
Mike
McGreevy of Copper John, which
again sponsored one of the dealer
breakfasts. GoldTip was the Sunday
morning breakfast sponsor.
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The Kinsey’s Archery Dealer
Show will return to the Hershey
Lodge February 24-26, 2006. Our

coverage from the exhibit floor of the
2005 show will appear in the July
issue of ArrowTrade.
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Fishing Tax Proposals Rile Industry
The sportfishing industry strongly opposes proposed recommendations concerning revision of the
manufacturers’ excise tax on fishing tackle that bear
resemblance to the new flat tax on arrows. According to
the American Sportfishing Association, along with the
American Fly Fishing Trade Association, the recommendations, as written, are not supported by the sportfishing
industry and are viewed as jeopardizing the future funding of fishery conservation in the United States.
On January 27, 2005, the staff of the Joint Committee
on Taxation released a 424 page report recommending
eliminating the excise tax on fishing equipment except
for the manufacturers’ excise tax on “rod, poles and
reels” and suggests increasing that excise tax from the
current 10 percent to 21 percent.

“Under the current law, not only are almost all tackle items taxed, but many items are purchased prior to
each fishing trip,” said Mike Nussman, ASA’s president &
CEO. “By more than doubling the excise tax on rods and
reels, the increased cost will almost certainly drive
anglers from the sport and dramatically damage not just
the fishing tackle industry, but the fishery resources
which the excise tax is intended to benefit.”
The sportfishing industry has always supported the
Sport Fish Restoration Act, passed into law in 1950. This
Act uses the manufacturers’ excise tax as a means of
investing in the fishery resource and angler access at the
state level. Currently, excise tax collections on fishing
equipment account for approximately $100 million
annually.

4-Day Ellett Show Attracts 200 Booths
“The Best Keeps Getting Better”, commented Chuck
Walker, Vice President of Sales and Marketing, after Ellett
Brothers hosted its 2005 Shooting/Hunting Warehouse
Showcase Sale January 7-10. He said the response from
dealers and vendors was tremendous. “Once again we’ve
exceeded all expectations”, Walker stated.
The four-day event held in the Ellett Brothers’
Chapin, South Carolina distribution center featured over
200 booths including vendors from the shooting,
archery, hunting, and marine industries. Many of the
exhibitors offered cash back incentives and prize giveaways totaling over $200,000. In addition to the cash
back, Ellett offered attendee only buying opportunities
and extended terms on qualified orders. Hewitt Grant,
President and CEO commented, “This show was a huge
success. I’d like to thank everyone who participated,
vendors, manufacturer’s reps, dealers and Ellett associates. Dealers that attended were surprised at the great
show specials offered to attendees and are looking forward to next year. The show attracted dealers from as far
as Alaska, Idaho, Michigan, Ohio, Indiana and Arizona. It
provided the opportunity for our associates to get to
know our customers and better understand their needs.”
On Saturday night Ellett Brothers once again hosted
a Pig Pickin’ and silent auction. Participants were
allowed to bid on donated items throughout the day
while winners were announced at the end of the
evening. All proceeds, totaling $35,000, were presented
to David Painter of the NSSF Heritage Foundation during
the 2005 SHOT Show in Las Vegas. This year’s $35,000
donation brought the two-year total to $70,000.
“Everyone at Ellett understands the importance of supporting our industry. We sincerely appreciate all vendors
who donated auction items as well as all participants.
Without your help this event would not have been a success,” stated Grant.
Plans are already underway for the next show,

January 13-6, 2006. The shows have been so successful
that Ellett will be hosting their Second Annual Marine
Only Warehouse Showcase sale October 5-7, 2005.
Dealers are encouraged to make plans to attend one or
both of those shows. For more information contact Ellett
Brothers, P.O. Box 128, Chapin, SC 29036; (800) 854-3711.

Ellett Bros. Opens NE Office
Ellett Brothers is opening a new North East Sales
Office. "By opening this new office we will be better able
to service our northeastern customers and provide them
with the attention they deserve," commented Chuck
Walker, Vice President of Sales and Marketing. The office
will be located in Pennsylvania, and will be managed by
Jim Barnard. Barnard will report directly to Jeff Pugh,
Director of Sales, Shooting division. "We are looking forward to this new venture and are confident that Jim is
the right person for the job," stated Pugh.
Barnard comes to Ellett Brothers from Traditions
Performance
Firearms
where he held the position
of National Sales Manager.
Previous industry experience includes 10 years of
service with Acusport
Corporation as a sales representative for the northeast region. A graduate of
St. Joseph's University in
Philadelphia, Barnard is
married to Marie and is the
father of triplet girls. He
and his family will be relocating from Connecticut to
his
home
state
of
Pennsylvania.
Jim Barnard
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