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When the ATA’s Board of
Directors met in June and
discussed plans for the

upcoming 2007 ATA Archery Trade
Show in Atlanta, they stressed their
desire to make this annual event the
industry’s Super Bowl. They said no
matter how successful the show has
been, it must become the industry’s
“can’t-miss event,” something that’s
vital to the long-term prosperity of
every archery dealer, sales rep, man-
ufacturer or media member.

As Larry Griffith, owner and
president of the Bohning Co. Ltd.,
said, success today doesn’t guaran-
tee prosperity tomorrow. Therefore,
even though Atlanta’s Georgia World
Congress Center drew 8,034 atten-
dees to the Jan. 5-7, 2006, show —
the third largest crowd in show histo-
ry — and needed 340,000 square feet
of floor space — more than six foot-
ball fields — to house a record 499
exhibitors, the Board did not want to
maintain the status quo for 2007.

Therefore, when the three-day
ATA Trade Show opens Jan. 18, 2007,
attendees will enjoy and benefit
from two new high-profile events
called “The Real Deal” and “The
Great ATA Giveaway.” What are they?
Whose idea are they? Why do we
need them?

Those are just three of the ques-
tions we’ve been hearing at the ATA
office. I’ll answer these questions
directly, but I’ll also give you a
glimpse of what your ATA board
members have to say about these
questions.

What’s The Real Deal? This area
was designed to give dealers a “quick
shop” at exhibitors’ best deal for the
show.  Similar to how the New
Products area showcases the best
and newest products, the Real Deal
will showcase exhibitors’ best deals.
This venue will be open only to deal-
ers, buyers and distributors. To get
in, you’ll need photo identification

and a 2007 ATA Show badge.
How will The Real Deal Work?

Each manufacturer can display one
item and determine its pricing and
terms. Dealers can scour The Real
Deal aisles, choose their deals, and
then visit the manufacturers’ booths
to place their orders. When the show
ends, the deal ends. No exceptions
allowed.

Randy Phillips: ATA Board
Director, Dealer Council Chair and
owner of Archery Headquarters in
Chandler, Arizona: “With The Real
Deal, the ATA Show will be packed so
full of great business opportunities
that dealers can’t afford to miss it. It’s
our job as board members to ensure
the show is everyone’s top
destination for the year. For
dealers, the bottom line is
that the show generates
profits and keeps us in
business. Exhibitors must

give us show-only deals we can’t get
anywhere else. Once we’re home,
that deal is over. Our rep can’t get it
for us a week later. When manufac-
turers offer substantial show-only
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The 2007 ATA Trade Show
will be here before you know
it. As we prepare to return to
Atlanta, let’s answer some of
this summer and fall’s fre-
quently asked questions
regarding the industry’s
most important attraction.

Nov06AT033-036n.qxp  10/9/2006  9:25 AM  Page 33



savings, dealers will be excited to
show up.”

What’s the Great ATA Giveaway?
This will be an incredibly fast-paced,
fun event unlike anything you have
ever seen or been a part of before!
After Friday’s show, bring your ticket
over to the Thomas Murphy
Ballroom by 6:30 p.m. That’s when
we’ll start giving away more than
$500,000 worth of high-priced items.
We plan to award a prize a minute,
with an average price tag of about
$5,000! The prizes include several
ATVs, and guided hunts for deer, elk
or bear with industry celebrities. The
night will end about 8 p.m. with the
grand-prize drawing: a custom camo
4x4 truck. And the best part is that
while you are purchasing your tick-
ets and enjoying the fun evening, the
proceeds will go to support school
and community archery programs,
the rebuilding and refurbishing of
ranges and other programs dedicat-
ed to growing archery and bowhunt-
ing.

How will The Great Giveaway
work? Each registered dealer shop at

the show will receive one free entry
ticket for the Dealer Dream Hunt raf-
fles, which give away guided hunts
with an industry celebrity. General-
entry tickets for the other prizes cost
$50. Both tickets provide access to

the ballroom where attendees will
find snacks, cash bars and celebrity
autograph areas. Among the celebri-
ties participating are Will Primos,
Phil Phillips, Michael Waddell, Keith
Warren, Mark and Terry Drury, Ralph
and Vicki Cianciarulo, Byron
Ferguson, Team Extreme, Dale
Morrell, Tim Hooey, Fred Eichler and
Jay Gregory. To see a complete prize
list, view the official rules and pur-
chase tickets you can visit the ATA
website at www.archerytrade.org.

Paul Vaicunas, vice president of
sales for Horton Manufacturing Co.
Inc.: “The Great Giveaway and The
Real Deal give industry members
two big reasons to attend the show.
We recognize some dealers are on
the fence about attending; this might
be the carrot that gets them to the
show. They can’t win anything or get
the industry’s best discounts if they
stay home. While everyone is at the
show, the Board hopes they’ll see
what ATA is doing with the proceeds
to promote and grow archery and
bowhunting. At the Great Giveaway,
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attendees will see the show’s impor-
tance to the industry and our sports
on big-screen TVs that will show
examples of their money at work in
ATA-led programs around the coun-
try. Nearly every prize was donated,
and all proceeds will help support
ATA programs nationwide that work
to grow archery and bowhunting.
Whether the funds help develop and
refurbish ranges, launch statewide
school archery programs or commu-
nity archery programs in major
cities, they’re investments in archery
and our industry.”

Who came up with The Real
Deal and The Great ATA Giveaway?
Simply put – The ATA Board of
Directors.  The board wants this
show to be “THE” event within the
industry.  They want it to be the
showcase for our sport and the one-

time the industry comes together for
a common goal.  These two pro-
grams are at the core of what the
board wants to accomplish – dealer
attendance and economic viability

and a showcase of support for ATA
led initiatives for growing archery
and bowhunting.

Laverne Woock, chairman of the
ATA Board of Directors and presi-
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ATA Board Member Paul Vaicunas got the
idea for the Great ATA Giveaway from a
fundraiser he attended to raise money for
a conservation cause. He helped convince
ArrowTrade Magazine to devote editorial
and advertising space in support of the
industry fundraiser.
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dent/CEO of Delta Industries:
“These ideas came from our Board
members. When the Board discussed
the show in June, we agreed we can’t
do the same thing every year.
However, we must highlight the lat-
est and greatest creations every year,
whether they’re new products, deals
or the show itself. The show must
always be a professional business
endeavor, but we also want it to be
so exciting that everyone can’t wait
to attend.”

Why is the Trade Show vital to
archery and bowhunting’s future? 

The annual trade show is the pri-
mary funding source for the ATA’s
efforts to grow archery and protect
and expand bowhunting opportuni-
ties nationwide. You will see a new

theme at this years’ show, “Today is
all about Tomorrow.” We wanted
attendees to better understand the
impact the show has on securing
future opportunities for participa-
tion in archery and bowhunting.  We
want to make sure that every
attendee understands that support-
ing the show is also supporting the
future.  What we do today, really does
affect what will happen tomorrow.
For example, during the past three
school years, the ATA has issued
grants totaling more than $426,000
to help fund school-archery pro-
grams in more than 30 states. The
ATA has also committed itself to
helping fund all remaining states
that wish to start school-archery
programs. Almost all of that money

came from rev-
enue generated
at our annual
trade shows.

Board mem-
ber Larry
Griffith, owner
and president of
Bohning Co.
Ltd.: “All ATA
members must
work together to
grow archery,
not just com-
pete with each
other. Every
other sport,
hobby, special
interest and
entertainment
options are
going after our
customers’ time
and money too.
If we don’t work
together, we’ll
end up like
other sports
where everyone
fights among
themselves over

trivial matters while their customers
drift away. The ATA Show is still the
best place for everyone to get togeth-
er once a year to build relationships,
work together, and put the industry
first. As much as I hate to pay bills
after the show, I have no doubt it’s
the best way to meet with people
one-on-one. If you had to drive or fly
to meet all these folks to maintain
those relationships, you could never
afford the expense. For every manu-
facturer, dealer, distributor and
media person out there, the show
presents their best chance to help
each other grow their business and
the sport. 

Conclusion
Board member Bruce Hudalla

of Hudalla Associates is chairman of
the ATA Sales Representative
Committee. “The ATA is doing a lot
of great things, and we need to make
sure the trade show remains the dri-
ving force behind those efforts. I love
the ATA show and I’ll never miss it,
but I’ve never been more excited
about the show than I am this year. I
think The Real Deal and Great
Giveaway will re-energize dealers
and buyers, and I expect even bigger
things from the show when it’s back
in Indianapolis in 2008.”

Contact us now and we will quickly help you get
started in the rapidly growing blackpowder/

muzzleloader hunting business.
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Increase your sales and profits by providing one of
the  most extensive sources of muzzleloading

supplies.  We have over 500 muzzleloader products
available, always in stock, for quick delivery.

Don’t miss the opportunity provided by selling
blackpowder hunting supplies in your archery shop.

Your complete source for Muzzleloading Supplies

Rightnour Mfg Co - Ox-Yoke OriginalsTM

229 Hecla Rd
Mingoville, PA  16856
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