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8   T.R.U. Ball Release
Greg Summers kept the faith while he was
trying to launch a machine shop business
with the skills his demanding  father has
taught him. Now he heads both a success-
ful “job shop” and one of the best known
brands in the archery business.

Business Editor John Kasun recently spent
a day at the Virginia plant learning what
keeps the T.R.U. Ball team passionate
about introducing new models like the
flashlight-equipped version Summers
holds. You’ll enjoy both Kasun’s copy and
his top-notch photography in the kind of
in-depth company profile ArrowTrade has
become known for.

6 From The Publisher:
Getting paid to hunt
This retailer isn’t complaining about hunting 
land being turned into subdivisions. He’s taking 
some of his best customers hunting in those 
nicely landscaped back yards.

20 Industry News
ArrowTrade’s biggest Industry News section ever 
spans 18 pages, and includes news of business 
expansions, buyouts, awards and personnel
appointments. We lead off with news of two 
important initiatives to increase the number of 
dealers attending the 2007 Archery Trade Show

in Atlanta.
One seeks
to guarantee good prices from every exhibitor, the other
rewards attendance with some tempting chances to win
hunts and valuable products.
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32 ATA News & Views
How the industry is
working to recruit
future customers.

42 Bow Packages
Companies like Alpine 
Archery and Kodiak 
Outdoors have used 
bow package sales as a 
way to offer integrated 
accessories. But it 
doesn’t take custom 
accessories to make 
package bows a good 
buy for many retailers 
and their customers.

50 Product Directory
Index to ads and 
product coverage, with 
circle numbers for
requesting more info.

52 Profit Builders
You won’t have to wait 
until the next trade 
show to find new gear.
Many mid-season 
introductions are in 
this product showcase.

60 Keeping Bugs
at Bay
Pat Meitin’s review of 
bug sprays, bug suits
and electronic
bug repellents.

68 Selling More
Youth on Archery
Larry Wise shows
you where the young people are, and how to get them started 
right with bow and arrow.

76 Dealer to Dealer
Our viewpoint section returns with a cross section of opinions on 
whether crossbow seasons should continue to expand.

78 Traditional Focus
Even self-bow fans can benefit from a well-stocked traditional
archery tool department.

82 Business Basics
Attorney David Williams advises readers on a serious issue,
how to terminate a problem staff member.

86 Bow Report: Parker Frontier
Jon Silks tests the smooth drawing Parker Frontier, a new parallel 
limb model also available with twin cams as the Frontier 2-Plus.

Circle 183 on Response Card

Kodiak Outdoors Kinetic 32
with accessory package.
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Many retailers struggle to
find enough time to do
all the bowhunting

they’d like to. Let me tell you about a
Virginia retailer who not only gets in
an exceptional amount of time on
stand, he gets paid to do it. 

Tony Shifflett operates Rangeland,
LLC in Ruckersville. Look on the
map and you’ll see it just 12 miles
north of Charlottesville. Eleven years
ago Shifflett was thinking about all
the subdivisions that were gobbling
up good hunting land. His idea was
to offer the services of himself and
some of his good customers to con-
trol the deer that otherwise would
multiply and cause both damage to
landscaping and vehicles.

“I asked a game warden about it. I
said if I got insurance, made my
hunters take safety lessons, and put
everything down in writing, could I
get some of the subdivisions to bring
us in to hunt the deer. He told me I’d
get more business than I could han-
dle.”

That’s exactly what has happened.
Shifflett and the small team of
hunters took over 200 deer from
subdivisions that were closed to
other hunters last fall. The archery
pro shop owner hunted between 80
and 100 days last season, and took

40 whitetails. Many were does, but
each of the past several years he’s also
scored on a trophy buck, including a
Pope & Young buck taken last
November.

There are seven people in the
Rangeland group, selected because
they’ve demonstrated they’re excel-
lent shots who will put in a lot of time
hunting, and will do it by the group’s
rules designed to protect public safe-
ty and the image of bowhunting.
Treestands are placed a minimum of
20 feet high, everybody wears a safety
harness, and shots are limited to 25
yards.  Each arrow is wrapped in a
Glow-Wrap of Shifflett’s own design,
and every arrow has to be retrieved.
Instead of parking along the street,
the group leaves vehicles in a lot
where they have permission to park.
The subdivisions, which in Virginia
receive permission to conduct the
special hunts from the state game
commission, provide detailed maps
and a list of participants so the
Rangeland hunters know where they
can and cannot set up stands. 

Occasionally a hunter will have to
knock on a door of a homeowner who
hasn’t given permission, as they go to
retrieve a fallen deer. “I don’t think
we’ve ever had a serious altercation
with a resident,” Shifflett said, In fact,
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From left to right:
Anthony Shifflett,

Bob Eastman, Tony
Shifflett and James

Hopkins. Hopkins is
the vice president of

the Blue Ridge
Marketing sales rep

group and he
accompanied

Eastman on a swing
through the state.
Anthony is owner

Tony Shifflett’s son.
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as people see the benefits of the pro-
gram, the number of participating
lots will rise. “We pick up new lots
every year. In our biggest subdivision
of 130 lots, we have permission to
hunt 95. Now some of those are wide
open: only 25 to 30 are huntable. But
for each one the state issues us a tag.
And I feel like we’ve got 95 landown-
ers scouting for us.”

Each landowner pays a small fee to
take part, and Shifflett has used that
to cover the hunting group’s insur-
ance, pay for a walk-in cooler and
help defray his travel expenses. The
cooler is important because with so
many deer being cropped, most of
them are processed by the Hunters
for the Hungry program that helps
stock food shelves across the state.
When there are several deer in the
cooler, Shifflett or one of the other
hunters drives them over to
Madisonville to a participating meat
processor.

Having a program like that to
receive the meat makes this kind of
hunting that much more acceptable
to the public and to the homeowners
associations, the archery retailer said.
Since Hunters for the Hungry doesn’t
operate in the summer, he can tell
anxious landowners his hunters can’t
start cropping the herd before the
first weekend in October, when the
bow season starts. (And Shifflett is too
busy in the store to do much hunting
until then, anyway.) 

The Rangeland group has been
contacted by other subdivisions
interested in trimming their herds,
but with all the hunting his team can
handle Shifflett is encouraging other
groups to duplicate his efforts. You
can reach him by phone at (434)  985
7684 to ask questions.

We’d like to thank Shifflett and
Eastman Outdoors CEO Bob Eastman
for telling us about the unique pro-
gram being operated by this Carbon
Express Platinum Level retailer. It is
something other retailers should
check into as a way to provide some
great hunting opportunities and an
important public service.
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