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Years ago when I owned and
operated my own archery shop
taking bows in on trade was a

common practice and if you did it
right it was a money maker. However
the key words were “did it right.”  I
recall doing a brisk trade-in business
when suddenly I started to lose any
sale that involved a trade-in to a newly
established shop in a neighboring
town that was offering more for used
bows. This went on for several months
until I happened to meet the new
shop owner and his wife at a social
function. After exchanging introduc-
tions and pleasantries our conversa-
tion turned to business. He said that
although his bow sales were steady
and his prices appeared competitive
he just didn’t seem to be making the
amount of money he had anticipated.
Trying to put him at ease and say
something positive I commented,
“Well my business is good but the one
thing that you are beating me on are
trade-ins. I can’t afford to pay the
money you are for a used bow.”  For a
long moment no one spoke and then
his wife said very matter-of-factly,
“Neither can he.”   Those few words
told the whole story.

A lot has changed since those

early days when business was com-
paratively simple. Today’s dealer is
faced with increased competition
and rapidly changing technology
that makes this year’s bow quickly
obsolete. Investing too much money
in a trade-in is a sure way to wind up
on the losing end of a deal. On the
other hand offering a customer $200
for a bow that he paid $600 for last
year is guaranteed to produce an
unhappy customer. Seemly caught
between a rock and a hard place
what is a dealer to do?  To provide
some insight into this perplexing
problem Arrow Trade talked to a
cross section of dealers across the

country to better learn how they
handle the trade-in dilemma. As
with everything else in this business
we soon learned that there is more
then one way to skin the proverbial
cat.

“Like everyone else we took
trade-ins during the early years of
our business,” said Rob Kaufhold,
owner of Lancaster Archery, in
Lancaster Pennsylvania. “However
in 1992 we stopped taking trades. At
that time the technology in archery
equipment had begun to change
rapidly and the writing was on the
wall. That is even truer today. A bow
that sells for $300 today may be just
as good as a bow that originally sold
for $600 only two or three years ago.
With these kinds of rapid changes in
design and technology it is impossi-
ble to allow generous trades on what
really is still a good bow.  We started
to keep a record of the bows that we
took in on trade and found that we
lost money on 75% of those transac-
tions.”

“I think we have found one
unique way to handle the question
of trade-in’s,” explained Kaufhold.
“First we suggest that the customer
put the bow up for sale on the inter-
net on either E-bay or Archery Talk.
For those customers who are not
comfortable doing that themselves
we suggest that they enlist the pri-
vate services of one of our
Techxperts, who help customers
with their technical questions here
at Lancaster Archery on a daily basis.
Several of our Techxperts have the
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Lancaster Archery carries a large inventory of expensive bows in order to attract cus-
tomers and make the sale. President Rob Kaufhold believes tying up dollars in used bows
reduces the money available to invest in new bows and can place the dealer in a position
where his used bows are competing against his own new bow inventory.
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ability and will list the customers
bow on one of theses internet ser-
vices and handle the sale for a fifteen
percent commission. This transac-
tion is handled strictly between the
Techxpert and the customer.
Lancaster Archery is not directly
involved in any way. However by
offering this service we accomplish
three things. First we help the cus-
tomer sell his bow for a fair price;
second it allows our Techxperts to
pick up a few extra bucks and third it
sells that used bow outside of our
market meaning that we are not los-
ing a sale.”    

“The one exception that we do
have to our no-trade policy is on

kid’s bows,” Kaufhold continued.
“First of all they are a low cost item
and there is always a ready market
for them. Trading kid’s bows make
sense as we are actually building our
customer base by bringing young-
sters into the sport.”

Tammy Hipp, who along with
her husband Greg own G & T Sports
Plus in Mount Storm, West Virginia
take a slightly different approach. “I
like to know the history of any gun or
bow that I take on trade and that is
almost impossible. Plus, I am con-
cerned about the liability of selling
used equipment,” Tammy said. “We
have a policy of no-trades and our
customers seem to accept that fact.
We do however allow the customer
to place his bow in our shop on con-
signment. Consignment means that
the customer sets the price and the
bow is hung on our wall. We do not
attempt to sell the bow but if some-
one asks about it we will show it to
them. Normally the customer with
the bow for sale tells people about it
and directs them to the shop. If the
bow was originally purchased in our
shop we normally charge twenty five
dollars for handling the consign-
ment sale and if the bow was pur-
chased somewhere else we charge
between twenty five and fifty dollars.
We do not provide any warranty ser-
vice with a consignment bow and
any set up or tuning is an additional
charge as well.”

Monty Plew, owner of Desert
Archery, of Kingman Arizona also

has a different twist. “I am not in
business to sell used bows but you
must realize that there is a used bow
market,” Plew stressed. “While I do
not take trade-ins I do allow used
bows to be sold in my shop on con-
signment. The owner sets the price
and I charge ten percent of the sell-
ing price. The owner fills out a tag
that includes his name, address,
telephone number and desired
price. I then hang that bow on the
wall in my range, not in my show-
room. The bow gets exposure and
the owner can tell people where they
can see it which brings people
through the shop. The owner does
the deal and all bows are sold with-
out any warranty or guarantee. So far
this method seems to be working
quite well.”  

George Lobeless, owner of D & J
Archery in Hubbard, Ohio still wel-
comes trades. “I do take trade-ins
but limit them to the brands of bows
that I sell,” Lobeless explained. “I
normally determine the trade-in
value by reducing the original cost
by one third per year. For example if
a bow sold new for three hundred
dollars and it was one year old I
would make an allowance for a trade
of two hundred dollars. That rule
applies to hunting bows only. Target
bows have a greater discount
because there are fewer people look-
ing for a used target bow. The same is
true for what I call odd bows. Let’s
assume a customer wants to trade an
eighty pound left-handed hunting
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Tammy Hipp shares a laugh with a customer as she does some maintenance on his bow.
She won’t accept trade-ins at G & T Sports Plus, but does display consignment bows.

• Easy, just aim like a rifle.
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• Ensures proper and consistent

shooting form.
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Circle 109 on Response Card
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bow with a 27 inch draw. You can be
pretty sure that bow will be hanging
for quite awhile so I do not allow
much for a trade.”

Lobeless however goes one step
further with his trades. “I go over
every trade-in and replace the string
and cables,” Lobeless continued. “I
add about fifty dollars to the cost of
the bow to cover this upgrade. I also
guarantee every used bow that
leaves my shop for thirty days. I sell
quite a few used bows but most of
those sales are right before the start
of the hunting season which can
mean holding a used bow for several
months.”

Andy Zeth, archery shop manag-
er for Long’s Outpost, in
Martinsburg, Pennsylvania says his
shop has a no trade policy. “I get a lot
of customers who ask if we take
trades and we get a lot of calls for
used bows,” Zeth said. “Based on
those two facts you think it would be
easy to sell used bows but it doesn’t
work that way. There is no ‘Blue
Book’ for used bows like there is for
automobiles. The customer making
the trade always thinks his bow is
worth more than it is and the guy
looking for a used bow always thinks

the price is too high for a used bow
so it really is a lose,
lose situation. I don’t
want to accept bows
on consignment
because I see that as
direct competition
for my new bow
sales. I do however
allow our regular
customers to post
‘Bow for Sale’ signs
on the shop’s bul-
letin board. We are
providing the cus-
tomer a service but
the sale is between
the customer and
the interested party
off of our property.
Aside from using our
bulletin board the
shop has no involve-
ment.” 

Overall these
and the numerous
other dealers Arrow
Trade interviewed
for this article
agreed that cus-
tomers are accept-
ing the no-trade pol-

icy now common in most shops. The
rapidly advancing changes in tech-
nology are making the tying up of
inventory dollars in used equipment
less and less attractive as the cus-
tomer is constantly looking for the
‘latest’. While some shops do take
consignment bows many more are
suggesting their customers use E-
bay or Archery Talk to sell their bow
themselves. Some shops are also
offering to provide those internet
sales services for a fee which seems
like a win-win situation.

Whatever your personal choice,
remember if you are taking in more
trades than your competition you
may just be trading yourself out of
business.

Editor’s Note: In addition to his
writing duties, John Kasun is an out-
door seminar speaker and a business
consultant with experience in corpo-
rations large and small. He can be
reached at 126 Hickory Lane,
Duncansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@aasdcat.com

Andy Zeth, (left), archery shop manager for Long’s Outpost located in Martinsburg,
Pennsylvania, shows a new Hoyt Trykon to customer Brian Dively. Long’s Outpost has a
no-trade policy. “We don’t take trade-ins and we don’t accept bows on consignment
because I see that as direct competition for my new bow sales,” explained Zeth.
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