
It was about two years ago that I
was on the phone with Kraig
Brown, present IT Manager for

Mathews Compound Bows. I casually
asked if he could recommend any
dealers that he thought would war-
rant being spotlighted in a future
dealer profile for ArrowTrade. I was
shocked as Brown, normally gentle
and soft spoken, seemed to leap right
over the phone as he repeated in a
loud voice, Andrews Archery, Andrews
Archery.

I didn’t get a word in edgewise for
the next 10 minutes as Brown talked
non-stop. “Dave, (owner of Andrews

Archery), is extremely opinioned, he’s
half genius, half nuts,” Brown
laughed. “Dave isn’t organized, he is
like a whirlwind. His mind is con-
stantly on the go and in many ways he
reminds me of Matt McPherson. Dave
has the same type of creative energy.
When I called on him as a manufac-
turer’s representative he used to drive
me crazy. I would stop to show him a
new product and in a few minutes he
had it torn apart and was telling me
what was wrong with it and how to
make it better.”

“I must admit that at first I simply
dismissed his eccentric behavior until
I slowly began to realize that most of
what he said made sense,” Brown
continued. “Dave’s main focus is qual-
ity. He doesn’t jump on the bandwag-
on with any new item, he analyzes
everything. As I learned to know Dave
better I found myself taking new
products to him for testing and to get

his evaluation. Dave’s opinions are
honest and well founded although to
some people he may seem abrasive
because he is so opinionated. He does
not try to be all things to all people, he
focuses on what he thinks is best and
steers his customers in that direction.
Dave opinions are so strong concern-
ing equipment that he limits the
selections his customers have to
choose from and at times he has actu-
ally refused to sell a customer a bow if
the customer disagreed with his rec-
ommendation sometimes telling
them, ‘No bow for you!’  His wife actu-
ally has nicknamed him ‘The Bow
Nazi.’  It’s a take off on the popular
Soup Nazi character that appeared on
the TV show ‘Seinfeld” who dismissed
customers that he didn’t like by telling
them, ‘No soup for you!’”   

With an introduction like that I
really didn’t know what to expect but
my curiosity had the best of me and I
penciled in Andrews Archery for a

Pennsylvania Dealer Doesn’t

The long building that houses Andrews
Archery and the home of Dave and Lydia
was built on a section of abandoned rail-
road track bed. Dave keeps in shape by
splitting wood to heat the building. Lydia
handles the books for the pro shop, has
her own career and keeps a spotless
home. Above is part of her teapot collec-
tion. At right is a whirlpool tub that Dave
enjoys after long days spent on his feet.
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possible future visit. Almost a year
and a half after my conversation with
Brown I found myself in Frackville,
Pennsylvania which I learned was just
about 12 miles south of the middle of
nowhere. As I circled the block looking
for Andrews Archery I finally had to
resort to asking directions. The
woman I stopped to ask gave me a
blank look for a long moment then
said, “Oh, you mean the wood guy,” as
she pointed to the roof of a building
just down the alley. As I pulled up to a
long low building surrounded by a
huge pile of cut firewood, I remem-
bered that in an earlier phone call
with Dave Andrews he had told me to
look for the big wood pile. It seems as
if Dave heats the shop and his
attached home with wood. To stay in
physical shape he uses his spare time

to cut and split firewood. Looking at
the pile of firewood it was my guess he
was in real good shape.

As I entered Andrews Archery I
was impressed by the massive shop
but I was soon to find out I was only
looking at about 1/3 of Dave’s opera-
tion. Introducing himself Dave thrust
a bear-like paw in my direction and I
instantly got the impression of a self-
confident and likeable individual. I
was really interested to find out what
made this guy tick and the answer was

not too long in coming.
“I began my career as a mechanic

and my boss once told me that I was
the only employee he had that could
ask questions he couldn’t answer,”
Dave told me. “I also was pretty much
a gun nut and an avid reloader. I
owned 50 rifles and 37 handguns. I
would shoot at least 5,000 shots per
week with a handgun alone. What
made my shooting a little unusual was
that I did most of it at just seven yards.
I was training my body for muscle

Mind Saying “No”To Customers
By John Kasun

At right, Dave is as
intent as a surgeon as
he works on this bow,
using an Apple
Archery press he cus-
tomized to better suit
his work style. At left,
two of his loyal cus-
tomers sport new Bow
Nazi T’s that declare
their allegiance to this
demanding retailer. At
lower left, Dave shows
how he’d cut full-size
vanes down for the
hunting arrows he
fletches, until he could
convince Bohning to
begin manufacturing
the Blazer vane.
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memory and I got to the point that I
could actually see the bullet going
into the hole in the target.”

“Then in 1992 my life came to a
sudden and unexpected turn,” Dave
continued. “I went with my brother to
the local sportsman’s club where he
and some of his friends were shooting
their new bows. They talked me into
trying a few shots and I was instantly
hooked. I found myself consumed
with trying to make a bow shoot like
my rifles and handguns. I wanted to
bowhunt but I wanted to be 100 per-
cent sure I could hit what I was aiming
at every time so for the first year I did
not hunt, instead I focused on learn-
ing all I could about archery and
about shooting properly. During that
first year I bought nine different bows
looking for the best combination of
equipment. I loved shooting 3D
because I could shoot 40 animals in

an afternoon. I never cared about
score, I was only concerned about hit-
ting where I was aiming.”

“In my mind I need to know not
only how things work but why they
work,” Dave stressed. “A lot of people
tried to help me when I was getting
started but I was always dissatisfied
with the answers I got to my questions
and more important no one seemed
to know ‘why’. I found there was so
much BS in archery and so many peo-
ple who didn’t know what they were
talking about that I realized early–on
that I would have to come up with my
own answers.  I stepped backwards
and applied all that I had learned
about shooting firearms and applied
the same logic to archery while con-
stantly paying attention to the small-
est detail. I think one of the things that
helped me the most was that I had no
preconceived notions and I never
accepted anything until I tested it
myself. For example when it came to
arrows I would take 12 arrows and
make up three different combinations

of fletching, tip weight, arrow length
etc. and shoot them until I deter-
mined the combination that worked
the best. Next I would eliminate the
worst combinations and replace them
with different combinations and start
all over again. My goal was to find
what worked the best under all condi-
tions and with a variety of shafts. I also
tested every arrow combination with
a variety of broadheads. I was con-
stantly experimenting.”

Dave took his shooting to what
many would consider an extreme.
When shooting he did not eat or drink
anything because he wanted to elimi-
nate all possible variables. Within sev-
eral months Dave was the best shoot-
er at the club. Dave’s analytical mind
spilled over into his competitive side
as well. He discovered that right hand-
ed shooters tend to shoot slightly left
when they miss. When shooting first
at 3D shots he would purposely place
his arrow in the left hand side of the
scoring ring. Any shooter that fol-
lowed him and attempted to use
Dave’s arrow for an aiming point
could find themselves out of the scor-
ing ring if they committed any normal
left error. Soon it was evident to every-
one that Dave was a hard guy to get
ahead of.

“It wasn’t long before people were
coming to me for advice and stopping
over to my house at all hours,” Dave
laughed. “Soon I had no life at all. I
didn’t mind helping people but I had
no intention of going into business. In
1993 I started to measure people for
bows, sent them to a dealer and told
them what to buy. I then charged
them $25 to set up their new bow. I
found myself setting up 10 to 20 bows
a week. It was all word of mouth, no
advertising at all. I set up a target in
the backyard and taught people the
proper shooting form. Soon the
neighbors started to complain about
all the people coming and going.”

“In 1995 I got laid off from my job
and I decided to go into the archery
business full time,” Dave continued. “I
sold off all of my guns and three ATV’s.
I rented the third floor of an old
sewing factory in town that measured
50 feet by 150 feet and had a 16 foot
domed ceiling. I redid the inside of the
building and added shooting ranges

Dave uses a headset to answer calls, one that also allows him to monitor the retail area
and lanes when he’s in his service area. The long counter that separates the pro shop is
hinged and rolls out of the way as needed to provide for longer shots.
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using bound coco bean bags that I got
from the nearby Hershey chocolate
factory. To hold down cost I heated the
shop with wood and lived there as
well. I had a coffee table, a microwave,
a coffee pot and I slept inside of two
sleeping bags. I was open 10 to 10
seven days a week, living mainly on
McDonalds hamburgers and all I did
was work. I had no social life and sel-
dom even dated. My bow line consist-
ed of Mathews and Clearwater and I
soon became the leading Mathews
dealer in the area. In spite of the fact
that I never advertised my business
continued to grow. I won’t say it was
not tough. Customers had to climb 60
steps to get to the shop and I had to
walk down 60 steps to carry up my
inventory.”

“With my business continuing to
grow and the disadvantages of my
present location I knew that I would
have to move eventually and in early
1998 I bought an abandoned railroad

bed in downtown Frackville,” Dave
explained. “Just like the line from the
movie I figured that ‘If I build it they
will come.’  In 1999 I constructed a 60
foot by 200 foot pole building with liv-
ing quarters in one end. I had gotten
married about three months before I

moved into the new shop and my wife
Lydia helped me pack up and move
the entire shop to our new location.
Business continued to grow and soon
I found myself working 17 hours a day.
People whose bows I had worked on
in the past were now buying their new
bows from me and people who
learned about my service and set-ups
were coming from miles around.
Soon I was spending so much time
working on bows that I had not sold
that I felt I was taking too much time
away from my loyal customers. I
decided to stop working on anything I
did not sell except in very rare and
exceptional cases. I had designed my
business around my needs, lifestyle
and overhead. I was selling about 200
bows per year and I was in archery
because I truly loved it and because I
loved helping people. No one was
going to make me not like it. There is
only one of me and I run the shop
completely on my own. People come
here because they want to talk to me
and I can’t service everyone so I decid-
ed to focus strictly on my loyal cus-
tomers.”

The fact that Dave does not work
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ATA Booth

With typical precision, Dave uses an elec-
tronic calipers to make sure serving diam-
eter is exactly as needed to do a particular
job. Above left, his supply of Solocams lets
him quickly change draw length or effect
repairs on Mathews bows. At left, this
drawer full of drop-away rests from
Quality Archery Design were purchased in
bulk to lower cost.
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on equipment not purchased at his
shop and has actually refused to sell
bows to people who disagree with his
recommendations seems to fly in the
face of all common business sense.
But I think it is important to point out
that Dave simply doesn’t have strong
opinions, he has done the research to
back them up. However before a true
judgment on Dave’s methods can be
made it is important to hear from
some of the people who deal with him
on a regular basis.

“I moved to this area some time
ago and was told that Andrews
Archery was the only place to go,” said
Lisa Price, bowhunter and outdoor
writer. “I was also warned that Dave
took some getting used to and I might
not take to him right away. A short
time later I was shooting at Dave’s
indoor range and noticed that he was
watching me. When I returned from
the target, Dave was gone and so was
my bow. I walked over to the door of
the service department and said,
‘Excuse-me-Excuse-me.’  From the
back I heard a lot of banging and a
drill motor running. I had no idea
what was going on. Soon Dave
popped through the door and said,

‘Your bow was set up all wrong, lets try
it again,’ as he walked past me to the
range. I didn’t know what to think, I
was shocked. However, after working
with Dave for a short time my shoot-
ing definitely improved. Sometime
later I was on a Doe’s and Bows hunt
with Mathews down south. On the
first day they had everyone line up
and they checked our bow set-ups.
There were only two bows there that
passed the test and mine was one of
them. Last year I was on an Alberta

bear hunt that was being filmed for a
TV show. When I got to camp all of the
guys were making fun of my ‘Barbie
bow set’ with the thin arrows and
small Blazer vanes. The next day I shot
two bear that both fell within sight.
Before I left the camp all the guys were
asking questions about my set-up.”  

“Andrews Archery has the repu-
tation as the place to go for the per-
fect setup,” Price continued. “I think
few people are as good as Dave is on
setting up a bow. But it’s more than

One of six rechargeable drills scattered
through the service area is used here to
speed arrow prep. Below, Dave fletches all
arrows sold through the shop, using the
Bohning Blazer vanes exclusively.
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that, when you shoot at Dave’s he is
always around, introducing people
and making corrections as needed.
You meet lots of people and it’s
always fun. I can shoot in my back-
yard but I’d rather drive to Andrews
Archery just for the social aspect of
it. Plus you know that Dave doesn’t
carry any piece of equipment in his
shop unless he personally tests it
and believes in it. When you go to 3D
shoots and it’s easy to pick out the
people who have been set up at
Dave’s - there’s a virtual army of us
out there.”

“Dave is the first person I call
when I’m away on a hunting trip and
shoot something,” Price added. “I’ve
been a thousand miles away and
swear I heard his voice when I am at
full draw saying, ‘don’t punch the
trigger.’ His customers are loyal to
him because he is loyal to them.
Dave won’t leave you alone until he
feels he’s got everything perfect on
your bow.”

While talking to several of Dave’s
customers in the shop their com-
ments all supported Price’s feelings.
“If Dave sells it I know it’s good,” said
one while another added, “Dave tests
everything he sells and that saves me
money and time.”  Dave’s customer
following is almost cult-like.

Dave’s personal testing of all the
equipment he offers is well-known
among his customers and manufac-
turers as well. During the time I spent
with Dave I mentioned several prod-
ucts to him that I did not see dis-
played on his wall. Instantly he would
disappear into his back room only to
appear moments later with the prod-
uct in question. Quickly Dave would
be pointing out what he felt were the
products shortcomings and how it
could be improved. Often the items
were broken as they had failed one of
his personal tests. At the same time he
would be showing me a competitor’s
item that he carried that did not have
the objectionable deficiencies. Of par-
ticular interest to me was his broad-
head test device which was a large
aluminum extrusion formed into a

right angle that he had mounted to a
solid base. It seems as if Dave does not
spend a lot of time reading the sales
literature, he simply takes a new
broadhead and shoots it into the alu-
minum. If it doesn’t poke a hole
through and stay in one piece it sim-
ply doesn’t pass his first test. “A broad-
head that falls apart on that angle will
do the same thing on bone,” Dave
stressed. “What more do I need to
know,” he asked?   

Because Dave limits the choices
he offers his customers to the items
that pass his personal testing he buys
a smaller variety of items but in larger
quantities allowing him to take
advantage of the savings present
when buying in volume. This allows
Dave to keep his prices down while
maintaining an acceptable profit
margin. He also buys some of his
accessories without packaging and
often with the mounting hardware,
wrenches etc loose. He buys all of his
arrow shafts in bulk and fletches all
the arrows he sells.

“I am very particular about my
suppliers,” Dave, stressed. “I only buy
products that I like and I insist that
they supply me quality products that I
don’t have problems with. When it
comes to bows I sell Mathews and
Martin because they both offer excel-
lent current technology, good value
for the price and outstanding cus-
tomer service. Some of my other
favorites are HHA sights, Quality
Archery Design archery rests, Carbon
Impact arrows, Blazer vanes, Tru-Fire
Releases, Eliminator Buttons, Tru-
Peeps, Bow Jax, Bohning quivers,
Lone Wolf treestands, Morrell Targets
and Grim Reaper broadheads to men-
tion a few.”

Dave has established a two-way
street with several of his suppliers not
only giving them feedback on their
products but making design sugges-
tions as well. Several years ago when
all the sight manufacturers were com-
peting to develop the brightest sight
pin Dave noticed that some of the
pins were actually too bright under

The backstop for the indoor range at Andrews Archery is made from baled cocoa bean
sacks obtained from the Hershey’s candy plant. At lower right, you can see how the com-
pressed sacks will stop arrows for years. Below left, Dave is always willing to assist cus-
tomers on the lane with their equipment or form.
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some conditions. He immediately
started to look at the possibility of
developing a variable intensity sight
pin. Originally he simply took an HHA
sight and varied the pin brightness by
applying black electrical tape to the
fiber optic wrap. Passing the idea and
his findings along to HHA resulted in
the variable rheostat pin intensity
control now available on some of
HHA sights. When Dave found he
needed more clearance on a drop
away rest he passed his suggestions
along to Quality Archery Designs
which incorporated his suggestion
into their rest line.

“Dave is as loyal as the day is
long,” said Chris Hamm, National
Sales Manager for HAA Sights. “I have
the highest respect for his experience
and opinion and when Dave makes a
suggestion we take it seriously and
definitely give it consideration.”

However one of Dave’s most sig-
nificant design contributions has a
long history and will come as a sur-
prise to many people. With the onset
of carbon shafts and as arrow diame-
ters got smaller it became increasing
difficult to get large helical fletching to
clear the arrow rest. Loving a chal-
lenge Dave started to experiment with
different vane lengths, shapes and
heights. His various testing led him to
the now popular Blazer vane configu-
ration. For the better part of 13 years
Dave cut the Blazer shaped vane out
by hand and used them to fletch the
arrows for his shop. Several years ago
Dave approached Bohning and tried

to interest them in the design. For a
long time nothing happened and then
suddenly during a chance conversa-
tion Dave mentioned it again and
finally it received some serious atten-
tion. When Bohning discovered just
how well the design worked the rest is
history. Bohning now supplies Dave
with all the Blazer vanes he needs for
his arrow production and his cus-
tomers. “Thank God I don’t have to cut
them by hand anymore,” Dave com-
mented when relaying the story. He

recently designed a unique bow sling
that Bohning will also be adding to
their accessory line in the near future.

Dave’s customer base and excel-
lent reputation for service and knowl-
edge spreads far and wide. One of his
customers was on a hunt in Kansas
several years ago and two doctors who
were also hunting there were very
impressed with his set-up and his
ability to shoot. When he told them
about his experience with Dave they
later made arrangements to fly upAndrews Archery has three official

greeters in the form of Dave’s German
Shorthair Retrievers. They can be found
standing up with their paws on the pro
shop’s counter as if ready to help or as
shown here begging for a treat with those
intelligent but sad eyes.
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from their homes in Louisiana and
spent an entire day at Andrew’s
Archery buying new equipment, hav-
ing Dave set it up and getting tips on
their shooting form. This is just one of
many such examples. 

As previously stated Dave does
not try to be all things to all people.
When I asked about the absence of
crossbows in his shop he explained
that he has nothing against them. It is
just that he has no personal interest in
them and he already has more than
enough bow work to keep him busy
and he again stressed his desire to sat-
isfy his core customers.

In order to be able to run his oper-
ation by himself Dave has come up
with many interesting innovations.
His shop area is covered by cameras
that allow him to observe the shop
while he is in his back service area
and all doors have traffic buzzers
installed. He also has a two way com-
munication system set up so he can
actually converse with a customer
who enters the showroom while
Dave is in the  back room service
area. Dave wears a headset which
allows him to answer the phone from
anywhere in the shop keeping his
hands free. While he will answer
some questions over the phone he
will not give prices. If people are
interested in his service and in doing
business with him he feels that they
need to be able to come into his
shop. When it comes to security Dave
has a simple set-up which he
explained to me. “I have several
handguns and flashlights hidden in
various areas throughout my shop,
home and work area. Anyone is wel-
come to rob me, they are just not
allowed to leave alive,” he smiled.

Dave’s wife Lydia, an accountant
by training, works full-time outside
the shop and attends college part
time where she is working on a
degree in Business Administration.
She is a scuba diver and recently
completed her first parachute jump
from an airplane. However is spite of
her busy schedule she still finds time
to handle all of the accounting and

bookkeeping duties for Andrews
Archery. It seems as if getting a lot
done runs in the family.

“The greatest percentage of my
customers are bowhunters,” Dave
said. “When I set up their bows and
teach them to shoot I focus on
bowhunting so I teach them to shoot
under bowhunting conditions. I
teach everyone to shoot with both
eyes open. Most treestands are small
so it is important they shoot with
their feet close together and their
shoulders straight. If they shoot
down they need to bend from the
waist. While a gun is rigid a bow is not
so it is important that the hunters’
body be a solid unit. Target panic and
jerking the trigger comes from a lack
of confidence. I make people confi-
dent by keeping them up close, no
more than ten yards distance, to the

target until their shooting becomes
automatic. An archer’s form should be
natural and when fully developed the
eye should tell the brain what to do. By
doing this I have found that target
panic will not develop. I do not charge
for lessons but I am only interested in
people who want to learn to shoot and
not people who won’t change bad
habits. Basically I draw a verbal road
map for them to follow.”

Dave encourages his customers
to use his range so he can keep an eye
on their shooing and correct any
problems as they develop. His range
fees are $3 per hour for walk-ins and
$3 for all day for anyone who bought
their bow from him. He also gives his
bow customers a free once-a-year
bow check and tune-up and also
checks their overall shooting form.

Like most pro shops Dave also
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Dave has an excellent relationship with
his customers, as he seems able to pass on
important information to them even as
he’s joking(above.) The business owner
doesn’t let them set his schedule: He may
pull out this mask and ask “You want it
WHEN?” if you make an unreasonable ser-
vice request. Below is one of the dozens of
photos of successful customers posted on
the walls, most with a note of thanks.
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has had his share of big box store
competition however he didn’t let it
faze him. When a Cabela’s opened
about 35 miles away Dave did not
alter the way he did business and
never bad-mouthed his new competi-
tor. Now most of the archery staff at
Cabela’s are loyal customers of Dave’s
and he gets many referrals for any
Cabela’s customers who are looking
for Mathews equipment. 

While there are many that might
disagree with Dave Andrew’s
approach to business no one can
argue with his success. Admittedly his
methods might seem extreme and I
am sure would not work for everyone
or maybe anyone aside from this
unique retailer. However there can be
no mistaking his dedication to his
customers and the sport of archery.

His loyalty to his customers is equaled
only by their loyalty to him. Dave
recently added to the shop’s inventory
tee-shirts that say Bow Nazi on the
front and No Bow For You on the back.
Dave laughed when he told me that
the first 50 flew off of the shelf and he
is already working on his second
order.

I found that my time with Dave
went entirely too fast and I am looking
forward to stopping in again not as an

official representative of ArrowTrade
but as a fellow archer and bowhunter.
How about it Dave, “A bow for me?”

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.
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Bob Harvey trusted Dave’s advice about
his setup and took this elk in Colorado,
which dropped 25 yards from where the
Grim Reaper broadhead made contact.
Below, Outdoor Writer Lisa Price is shown
with a Pennsylvania doe. Price was a good
bowhunter but didn’t realize how much
better she could shoot until Dave changed
her equipment and shooting style.
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