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Archery manufacturers met
many new names and faces
the past two years when the

annual ATA Archery Trade Show vis-
ited Atlanta, and now they hope
most of those Southern retailers fol-
low the show to Indianapolis, which
played host to the industry’s biggest
show ever three years ago.

The 2005 ATA Archery Trade Show
at the Indianapolis Convention
Center attracted a record crowd of
8,199 registered attendees — includ-
ing a show-record 3,405 dealers, buy-
ers and distributors – during the
three-day event. This year’s return to
Indy has the ATA Board of Directors
hoping for records in attendance and
booth rentals during the show’s
January 10-12 run.

ATA Board member Peter Gussie,
owner of Midwest Cimmarron
Archery in Richmond, Illinois, said
he’s optimistic because the show is
returning to its roots in the heart of
archery country.

“I expect we’ll have a great
turnout in both of our key cate-
gories: dealers and manufacturers,”
Gussie said. “All you have to do is
look at the dealer database, and you
see we have more dealers within a
200-mile drive of Indy than any
other major city in archery’s core
region. As I talked to dealers in my
area during the past year, and they
heard the show would be back in
Indy rather than Atlanta, most of
them said they would go this year.
They would rather drive than fly to
the show, and Indy isn’t that far to
drive.”

In analyzing which dealers
attended the 2005 Indy show and the

2006 Atlanta show, ATA staff docu-
mented that 40 percent of dealers
within 200 miles of Indy and Atlanta
attended the respective show. They
also learned that 20 percent of deal-
ers living 201 to 400 miles from
either show attended.

With such consistent predictors
for attendance, ATA staff and Board
members studied the locations of
the nation’s several-thousand
archery dealers. In brief, when
counting the shops within driving
distance of Indy and Atlanta, they
found twice as many of them attend-

ed the Indianapolis show than the
Atlanta show for this simple reason:
Twice as many shops are located
within 400 miles of Indy (2,279) than
Atlanta (1,141). When you throw in
the fact that many dealers prefer
Indy because it has lots of restau-
rants and hotels near the convention
center, the decision to return there
became obvious.

Interstate 70 Corridor
Those numbers take on added

significance when you realize at least
40 percent of ATA-member retailers
are located within a 400-mile drive of
not only Indianapolis, but also
Columbus, Ohio. Therefore, it’s little

surprise that this year’s show marks
the beginning of at least a five-year
run in which the ATA Trade Show will
be in Indy or Columbus, which are
180 miles apart along Interstate 70.
More specifically, the 2009 and 2011
shows will also be in Indianapolis,
and then the 2010 and 2012 shows
will be in Columbus.

Jay McAninch, the ATA’s
CEO/president, said proximity
weighed heavily in the ATA Board’s
decision to keep the show on the I-70
corridor through 2012. “The Board is
responsive to its membership,” he
said. “Even though we had two suc-
cessful shows in Atlanta, there’s no
doubt that most archery retailers
would rather drive than fly to the
Trade Show. We’ll continue to weigh
offers and invitations from other
cities, but we can’t go just anywhere.
Because the Archery Trade Show is
one of the country’s top 200 trade
shows, some venues aren’t big
enough to accommodate us.”

Why do retailers prefer driving?
Much of it comes down to time and
cost. “Anything under 400 miles is a
reasonable drive for most dealers,”
Gussie said. “Many dealers are sole
proprietors or two-person opera-
tions, so they can’t get away from
their shop for more than a few days.
And sometimes they don’t know if
they can get away until the last
minute. Then they just hang a
‘Closed’ sign in the window, hop in
the car, visit the show for a day or
two, and run back to their store. They
don’t have to worry about flight
delays, missing luggage or cancella-
tions, and they save money if every-
one can squeeze into one car.”

By Denise Jordan, ATA Communications Manager

Dealers Welcome an Easy
Drive as Show Returns to Indy

Indy and Columbus, Ohio,
will play host to the next
five ATA Trade Shows – a

convenient reach for more
archery retailers than any

other cities capable of host-
ing shows this large.
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Good Business
Gussie and McAninch are also

confident that dealer-oriented
attractions like The Real Deal, ATA
Great Giveaway and an expanded
seminar series will be even more
popular this year than in 2007.

“The Real Deal room should be
one of the biggest dealer draws at the
show,” Gussie said. “That room will
be packed every morning. As more
dealers hear about the special deals,
and know for sure that they expire
when the show ends, this program
will be extremely popular.”

During The Real Deal, each
exhibitor can display one product in
the Real Deal room, and must offer
pricing and terms unique to the
Trade Show. The products are dis-
played in a secure room that’s open
only to archery dealers, buyers and
distributors. Admission requires the
appropriate 2008 ATA Trade Show
badge. The room is set up much like
a “Featured Products” area on the
show floor, which allows dealers to
shop the table-top displays aisle by
aisle to find deals that interest them.
After doing their quick-shop, retail-
ers visit the manufacturers’ booths

to place their orders. The deals end
when the 2008 ATA Trade Show clos-
es.

In addition to checking out The
Real Deal, dealers will not want to
miss the ATA Great Giveaway. In
2007, attendees of this fast-paced,
fun-packed event took home more
than $500,000 in prizes and trips.
And those who didn’t attend soon
heard about it, and wished they had
been there.

To attend the Giveaway, each
registered dealer shop at the show
receives a free Dealer Dream Hunt
ticket. This ticket enters the shop
into specific Dealer Dream Hunt
giveaways, which feature a variety of
prizes, such as gift certificates, prod-
uct packages and several guided
hunts for deer, elk or bear with
industry celebrities like Bob
Foulkrod, Michael Waddell, Tim
Hooey, Keith Warren, Mark and Terry
Drury, Tom Miranda, and Lee and
Tiffany Lakosky.

To enter other general prize
drawings, attendees must purchase
a general-entry ticket, available to all
show attendees. These tickets cost
$50 and grant entry into all general
prize drawings, not including the
Dealer Dream Hunts and dealer-spe-
cific giveaways. Both tickets provide
access to the ballroom, where atten-
dees will find food, cash bars and a
great time. During the general-entry
drawing, everything from motorcy-
cles, to bows, to hunts, equipment
and cash will be given away nearly
every minute from 6:30 to just after 8
p.m.

The ATA Board has again assem-

bled more than 100 prizes, together
worth hundreds of thousands of dol-
lars. The evening’s top prize is the
Harley-Davidson motorcycle driven
by Andy Ross on Ross Archery’s
“Maximum Archery” TV show on the
Outdoor Channel. Other great prizes
include over $30,000 in cash give-
aways, including a $10,000 check
from the ATA; and a Realtree-clad
Bad Boy Buggy from Lone Wolf
Portable Tree Stands and Bad Boy
Buggy.

One lucky winner from the 2007
ATA Great Giveaway was Phillip
Whigham, owner of the Big Game
Pro Shop in Umatilla, Florida. His
winning ticket landed him an elk
bowhunt near Durango, Colorado,
this past fall with Tim Hooey, host of
Dodge Outdoors TV show on the
Outdoor Channel. This was
Whigham’s first bowhunt for elk, but
that didn’t stop him from arrowing a
beautiful 4-by-5 bull in Colorado’s
Four Corners region. The bull’s
antlers were still in velvet, making
the hunt even more memorable.

For a complete prize list for the
Great Giveaway, official rules and to
purchase tickets, check the ATA’s
website at www.archerytrade.org.

Added Attractions
McAninch and Gussie are confi-

dent dealers will enjoy a new event
debuting the first night of the show,
Thursday, Jan. 10. That’s when the
Hunting Simulation Organization
will hold the championship rounds
of its World Finals tournament. The
HSO was created by Mike Slinkard,
CEO of Winner’s Choice Custom
Bowstrings Inc., in John Day,
Oregon. The tournament features
moving and pop-up targets, testing
bowhunters on quick reactions and
target acquisition.

McAninch said the tournament
fits a trend the ATA Board has pro-
moted the past couple of years. “The
Board wants the ATA Trade Show to
be a destination, both for business
and family vacations,” he said. “No
one has trouble focusing on business
all day, but the Board wanted to pro-
vide fun and excitement too. When
dealers know the show offers educa-
tion, business and entertainment,
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they have a harder time staying
home.”

McAninch stresses that attend-
ing the show also supports archery.
The show would suffer without
strong dealer support, which would
jeopardize the many archery and
bowhunting programs that rely on it
for funding. “Proceeds from the
Trade Show remain the single largest
contributor to launching school and
community-based archery programs
across the country,” McAninch said.
“For example, during the past four
school years, the ATA has issued
grants totaling nearly $600,000 to
help implement school-archery pro-
grams – of which the National
Archery in the Schools Program is
the most successful — in more than
30 states. The ATA has also commit-
ted itself to helping fund all remain-
ing states in addition to some

Canadian provinces
that wish to start
school-archery pro-
grams.

“All ATA members
can take pride in the
fact that they own this
show, and almost all
revenue generated at
the show is reinvested
into our sports,” he con-
tinued. “I encourage
everyone to attend, and
I also hope all attendees
take time to let us know
if there’s anything we
can do to make the
show even more benefi-
cial to them and their
business.”

For more informa-
tion about the trade show, call (866)
266-2776, e-mail info@archery-

trade.org, or visit the ATA’s Web site:
www.archerytrade.org.

Drawing for bow will be on Saturday
at 2:00. Need not be present to win

www.24sevenscents.com         888-648-3718

Outdoor show host Tim Hooey and his guest, Dealer
Dream Hunt winner Phillip Whigham, with Whigham’s elk.

Circle 160 on Response Card
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Circle 164 on Response Card
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