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One belief I’ve long embraced
is that I’d much rather deal
with problems of success

than those of failure, perhaps
because problems of success usually
bring as much pride and new oppor-
tunity as they do challenges.

One such example stems from
the fact ATA membership has aver-
aged about 1,650 the past three years
after wallowing at 500 in 2000. ATA
membership nearly doubled from
505 in 2000 to 943 members in 2003,
and then it soared to 1,709 in 2004
when we offered free one-year mem-
berships to archery retailers.

We’re happy to report we’ve
retained most of those new members
the past couple of years. But with ATA
membership now so large, we needed
an experienced leader to give full-
time attention to our members’
needs. That’s one reason why the ATA
Board of Directors acted decisively
during its April meeting to hire Bob
Ives as Director of Membership
Services in the ATA’s Salt Lake City
office.

The other reason was that Ives is
ideal for the job. Board members
realized it’s uncommon that some-
one with his extensive, highly rele-
vant background is on the market.
Many knew of his skills firsthand
because they worked with and com-
peted against him during his nearly
five-year stay at Gold Tip Inc. The
Board jumped at the chance to hire
Ives to direct and expand services for
ATA members after his recent retire-
ment from Gold Tip.

After all, it’s more vital than ever
that retailers be as versatile, prof-
itable and well-rounded as possible.
As our sport becomes more visible
through the National Archery in the
Schools Program and other school,
after-school and community-based
initiatives, it’s important that ATA

members be involved and prepared
to grow the industry. To ensure our
members have the training and
preparation to support those initia-
tives, Ives will be the industry’s point
person on health insurance, educa-
tional programs and service-provider
offerings, while seeking innovative
ways to increase member benefits
wherever possible and sensible.

Ideal Pairing
One Board member who fully

realizes the impact of Ives’ decision
to forestall retirement for ATA service
is Gold Tip President Marvin
Carlston. “Bob’s a good man and will
get the job done,” Carlston said.
“When Bob retired from Gold Tip, he
definitely left a hole we haven’t been
able to fill. He’s not easily replaced.
But really, this ATA job is the best
place for him. That’s the kind of work
he enjoys most and it’s what best
suits his skills. We wish he were still
with us, but we also know he will be
great for the entire industry, and that
helps Gold Tip too.”

Carlston said one of Ives’ key
attributes is his unique ability to
organize large operations, and then
use his knowledge of the country’s
educational systems and agencies to
make programs more efficient and

adaptable. “Bob always knows which
buttons to push,” Carlston said. “He
can analyze projects, see their short-
comings, remove the chaos, write up
a better plan in clear language, and
then get the job done. I doubt there’s
a better person in the industry to
improve the ATA’s membership ser-
vices.”

Board Chair Laverne Woock,
CEO/president of Delta Sports
Products, agrees that Ives’ attributes
make him perfect for the job. “Bob
brings a lot of stability and industry
savvy to this position,” Woock said.
“Not only will he be a huge help in
membership services, he will also
assist everyone in the Salt Lake City
office in a number of areas, whether
it’s accounting, customer service or
marketing the ATA Show. In a small
management team like the ATA’s, it’s
important to have someone whose
expertise overlaps in as many areas
as possible. His practical experience
inside and outside the archery indus-
try will be a great asset for everyone.”

Other ATA Board members voice
similar praise. “Bob is a patient,
thoughtful, experienced man who
thinks outside the box but shows
restraint when necessary,” said Peter
Crawford, National Sales Manager
for G5 Outdoors. “He’s a true peace-
maker who can work with anyone,
and he has the business background
to tackle any project, whether it’s
improving the members’ lounge at
the ATA Show or improving the qual-
ity of business education for our
members. Everyone who works with
Bob will see why we’re so excited to
have him on board.”

Board Member Paul Vaicunas,
vice president of sales for Horton
Manufacturing, said Ives under-
stands that ATA members are the key
to the organization’s strength. “We all
agree that membership is what drives
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the ATA, and that we need someone
to focus on our individual dealers,
manufacturers and sales reps,”
Vaicunas said. “The ATA has built a
strong, stable foundation the past
few years, and it’s now at a point
where we can get even more bang
for our buck by bringing in some-
one whose strengths complement
existing ATA staff members. Bob
also understands the industry’s
ebbs and flows, so he knows this
industry inside and out. I doubt
there are many things that could

catch him off guard.”

Worth the Price
For his part, Ives is striving to

ensure all members benefit when
they pay ATA dues. “The question
for every member of any organiza-
tion is whether they’re getting
enough bang for their buck,” Ives
said. “What do they get from their
membership? Their benefits must
go well beyond the trade show. The
best professional trade organiza-
tions lift their individual members
and make them proud to belong.
They’re committed to the organiza-
tion because they know it’s commit-
ted to them, their business and their
professional skills.”

When Ives addressed the ATA
Board in April, he sketched some of
the plans and programs the ATA will
launch or expand in the months
ahead. One ambitious plan is to
offer business education opportu-
nities for ATA members, and then
recognize their accomplishments in
a way that elevates their standing

within the industry.
“We want to help dealers assess

their skills, experiences, goals and
size of their operation,” Ives said. “In
brief, let’s give them a snapshot of
where they are and where they’d like
to go. We could set up a system
where they earn credits for taking
classes and attending seminars; or
creating and sponsoring local
events, a local NASP or community
archery program. The more they
broaden their expertise and back-
ground in the industry and the sport,
the more credits they’d receive.
Ultimately, we want this program to
bring them recognition and appreci-
ation from their customers. Maybe
they’ll receive certificates or plaques
they can display so their customers
know they’re dealing with a high-end
dealer who’s recognized nationwide
for his skills and dedication to cus-
tomer service.”

Ives said one way to expand
educational opportunities is to beef
up the ATA Trade Show’s popular
seminar programs. Historically, the

Do You Have Ideas
To Improve Service …

If you have any fresh ideas for
expanding or improving customer
services for ATA members, feel free
to contact Bob Ives. His door is
always open for ATA members.

Contact Bob Ives at (801) 261-
2380 x207; or bobives@archery-
trade.org
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seminars have been 90 minutes
long each morning, ending when
the show floor opened.

“This could be more of an indus-
try ‘college’ curriculum, aimed at
what industry people need to do
their jobs more effectively,” Ives said.
“The seminars could be held
throughout the day and concentrate
on various tracks, whether it’s mar-
keting, effective product display
techniques, radio and newspaper
advertising, getting involved in NASP,
developing employee handbooks or
learning basic skills to identify when
hiring employees.

“We’re open to suggestions for
seminars, whether it’s the topic or
when and where to hold them,” Ives
continued. “Another possibility is to
offer these seminars at other industry
shows, or maybe put them on the
road and offer them as a regional
series. Those are some of the ideas
we’re exploring.”

Recruiting Drive
Ives said the industry also needs

to pursue ways to recruit and develop

new archery dealers. “I call this the
‘Rookie Program,’” he said. “It identi-
fies reputable dealers who don’t quite
meet the qualifications for attending
the ATA Show, but with the proper
training and ‘incubation,’ they could
become ATA dealers.”

Finally, Ives will fine-tune and
strengthen the ATA’s “service
provider” program. “We need to get a
good handle on which service
providers our members use, and what
they like and don’t like,” he said.
“Whether it’s credit-card processing,
legal advice, patent advice or anything
else that would benefit our members,
we want to have procedures for every-
one to follow, and keep service-
provider contracts up to date.”

Ives said he’s excited about the
ATA. “I want to increase the value of
every ATA membership,” he said.
“One advantage I have is that most of
my career has been spent outside the
industry, so I can view industry
efforts and programs objectively. I’ve
worked as a teacher, school adminis-
trator, business consultant and staff
trainer. This industry is filled with

dedicated, enthusiastic professionals
who have a passion for what they’re
doing. As I talk with people who
worked their entire life in this indus-
try, I realize I still have a lot to learn,
but I also see things from a perspec-
tive that offers decades of experience
outside the industry. Sometimes you
need that ‘outsider’ perspective to
move forward more efficiently.

“Ultimately, my job is to make
ATA membership so valuable that
members know it’s worthwhile to
belong. No matter the size of their
business, if they can justify the return
on investment in membership fees,
everyone is happier.”

Circle 198 on Response Card

ATA Annual Membership
Year Total
2000 505
2001 618
2002 855
2003 943
2004* 1,709
2005 1,665
2006 1,584
*Retail memberships were free 

in 2004.
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