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If the secret to a great real estate
purchase is location, location,
location the secret to a successful

archery pro shop has to be service,
service, service. The two factors that
set an archery pro shop apart from a
big box store or a general sporting
goods store that sells archery equip-
ment is the product knowledge and
the service. I hear that all the time
when I talk to archery shop owners
and I certainly have written it many,
many times, often in this magazine.

Well it got me to thinking if service
is so important and if it is what brings
customers into a pro shop are shops
taking advantage of all the services
that they can offer and are they charg-
ing for those additional services?  

Often service is what the dealer
does for his customers in return for
their purchase. For example, buy a
sight or a rest and most dealers will
mount it at no charge. Buy a complete
bow package and 99 percent of the
time the purchase price includes a
complete set-up and adjustment. I
think everyone would agree that these
trade-offs make sense for both the
customer and the dealer. The dealer
makes a sale and as part of the
inducement to the customer to make
that purchase and as a show of appre-
ciation the dealer assembles and sets-
up the bow. The customer gets a com-
plete package ready to go and he

doesn’t have to be a technician to
make sure everything is assembled
properly.

Sounds great to me but the ques-
tion is did the dealer make any extra
money for his time and expertise?
Probably not and maybe that’s OK
since he did get the sale and from that
made a well deserved profit. The
question is how can a dealer generate
additional profits from his ability to
provide expert service and what pos-
sible services could this encompass?  I
am not thinking about installing a
peep or re-serving a string. Most deal-
ers charge, as well they should, a spe-
cific rate for these types of mainte-
nance services. No, I am thinking of
something outside the box.
Something that the dealer could offer

his customers that would be an attrac-
tive add-on service that would also
generate additional income.

The following example may help
illustrate my point. Cutting arrows to
length is a common occurrence to
which no one gives much thought.
Cut off the arrows and install the
inserts. Normally it comes free with
the purchase of the arrows. Because
arrows are normally competitively
priced the customer really gets the
custom cut as a bonus with no addi-
tional revenue realized by the dealer.
Now let’s take that scenario one step
further.

In the process of assembling the
insert to the shaft many factors can
contribute to the run out (misalign-
ment) on the face of the insert relative
to the axis of the shaft. A small
amount of run out on this face is
greatly magnified at the tip of the
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PHOTO LEFT: Posting available ser-
vices and rates serves two impor-
tant purposes. First it eliminates
misunderstandings concerning
what services are included in a pur-
chase and what is extra. Second it
can give the customer the opportu-
nity to learn about services that
they may have not known were
available but are willing to pay
extra for which gives the dealer the
opportunity to increase their prof-
its.

PHOTO RIGHT: Squaring the face
of an arrow insert with a tool such
as this Arrow Squaring Device by G5
greatly improves the face alignment
with the axis of the arrow shaft,
minimizing broadhead runout and
improving flight. This is an example
of a service that can be offered at
an additional cost and provided in a
minimum amount of time.
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broadhead in a ratio of somewhere in
the ten to one range. In plain English
that simply means that if the face of
the insert is out of square with the axis
of the shaft the broadhead is mounted
crooked increasing the chances of
erratic flight. This situation can be
eliminated or greatly reduced by sim-
ply squaring off the face of the arrow
insert with a tool such as the Arrow
Squaring Device produced by G5. If a
dealer offered such a service to their
arrow customers how many people
buying new arrows or having their
arrows reconditioned do you think
would pay an additional charge to
make sure their broadheads were
aligned as true as possible?  I would, in
a heart beat. The next question is how
much would they pay?  That’s a more
difficult question and I don’t really
have a good answer. Obviously the
dealer needs to cover their time plus
make a profit but when a customer
slaps down between 60 and 120 dol-
lars a dozen for arrows I know that he
would easily spend a few additional
dollars for this “extra.”

Staying on the subject of arrows
for a moment most manufacturers are
offering their shafts in various grades
at different price points. These grades
vary in straightness and weight. The
only thing the manufacturers are
doing is separating the shafts accord-
ing to tolerance; they are not actually
trying to produce shafts with different
tolerances. By taking the time to
“group” shafts together they are able
to charge more money by providing

this extra service of grading. This cost
is passed on the customer and I am
sure there are a number of customers
who are more then willing to spend
the extra money for the higher quality
shafts. I will bet that some customers
will actually insist on purchasing the
higher quality, higher priced shafts
even if the difference in performance
is marginal. 

Using that logic lets take it one
step further. While most arrow shafts
are graded by straightness and weight
there is little if any mention of spine

consistency. The spine of an arrow
determines how an arrow reacts when
fired from a bow. If within any num-
ber of arrows the spine varies greatly
the tightness of the groups being shot
with these arrows will reflect this dif-
ference meaning larger groups.
However, if the arrows spine is closely
matched tighter groups can be
expected. The use of a spine checker
such as the Carbon Spine Checker
manufactured by Ram Products, of
Moscow, Idaho, does an excellent job
of not only checking the spine, allow-

Circle 241 on Response Card
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ing the grouping of arrow shafts by
spine value, but also permits the uni-
form indexing of the nock of each
arrow to ensure additional consisten-
cy. This unit is also capable of check-
ing broadhead alignment to plus or
minus .0005 of an inch. Again the
question to be asked is would archers
be willing to pay additional for these
services?  My money says yes!

Bow tuning also offers some addi-
tional service options. While some
dealers use laser devices such as those
made by Spot-Hogg or Apple Archery
Products to check cam alignment is
this something that should simply be
tossed in with a bow set up or should
this be an option at an additional
cost?  Could there be two bow tune-up
packages? One a normal package and
one that includes a laser cam align-
ment check at a slight up-charge. I
think this option should be consid-
ered and I see it as an extra service
that some customers would be willing
to pay for and one that would make
the shop offering such a service stand
out above its competition. 

Remember, if you have a laser
tuner or a carbon arrow spine checker
or an arrow squaring device in your
shop you had to pay for it and you will
have to pay to repair it if it breaks.
Does that not justify some extra
charge for the additional service that
you provide because of your invest-
ment?  I think so.

A major point in the discussion of

providing such extra services and how
much to charge is not necessarily a
simple one. The main factor to con-
sider is the time element. How much
time must you spend to perform the
additional service directly impacts the
cost for the service. A labor rate of 40
dollars an hour breaks down to 66
cents per minute. My personal experi-
ence indicates that I can square the
insert on an arrow in less then 10 sec-
onds. Allowing for putting down an
arrow and picking up the next one etc.
I estimate I can easily do a dozen
arrows in less than three minutes. My
labor cost would be one dollar and 99
cents. If I offered that service in my
shop I would feel comfortable charg-
ing five to six dollars per dozen arrows
which is additional profit for two min-
utes work. Obviously more time is

required to sort arrows according to
spine but this is something that could
be done when the shop is slow and
the arrows sorted simply become a
higher grade at an additional cost.

The above examples are exactly
that, examples of additional services
that could generate additional rev-
enues from existing sales as well as
attract additional sales. Archery is a
detailed sport and a large percentage
of the people involved are constantly
looking for any edge to add extra
points to their score or to place a big-
ger rack on the wall. I feel that a large
percentage of customers are willing to
pay for that slight advantage so the
only question remaining is; are you
willing to provide it? 

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@atlanticbb.net.

32

Sorting arrows by spine can improve the
size of the group, a result for which many
archers are more then willing to pay an
extra charge. The Carbon Arrow Spine
Tester manufactured by Ram Products
does an excellent job of checking arrow
spine, indexing nocks and checking
broadhead alignment.

The use of laser axle and cam checking devices such
as those offered by Spot-Hogg and Apple Archery
Products can allow the dealer to not only increase the
quality of his bow tuning but provide an opportunity
for an extra charge for the service.
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