
Some of the most stressful times
we face at the Archery Trade
Association are the days prior

to the annual trade show. Although
the show has grown stronger since
ATA began managing it in 2003, we
know things don’t happen by acci-
dent once the doors open for this
three-day archery extravaganza. As
we battle last-minute challenges
while hoping for clear weather and a
quality business crowd, we always
wonder if every aspect of the show
will meet expectations and launch
another successful year for the
industry.

Perhaps no industry event in
recent memory carried as high of
expectations as Indianapolis and the
2008 ATA Trade Show. Fortunately,
our worries evaporated when the
show opened and 8,184 people
packed into the Indiana Convention
Center, making it the second largest
crowd in show history. We set two
records for shows in Indy; 495
exhibitors and a 300,000-square-foot
show floor; and, two ATA Trade Show
records; 159,350 square feet of rent-
ed booth space and 951 attendees at
the morning seminars.

Our return to Indy was success-
ful and was summed up best by
Cindy Brophy, the ATA Trade Show’s
manager: “We’re thrilled to be back
in Indianapolis, the heart and back-
bone of the archery and bowhunting
world. We knew we would have a
great show when our ‘walk-up’ num-
bers today included 468 dealers,
buyers and distributors. These were
people who hadn’t pre-registered.
Walk-up numbers like those are very
impressive and reinforce the fact
that in this industry, all roads lead to

Indy.” By show’s end, Cindy reported
2,937 attendees in the key dealer-
buyer-distributor category, a 14 per-
cent increase from 2007 in Atlanta.

How Does it Come Together?
Each show requires a full year of

planning to ensure success, and
trust me, we need every minute!
Many ideas for the Show come from
ATA members who talk to ATA staff.
Others offer ideas to the Trade Show
Committee, which is comprised of
ATA members and Board representa-
tives. The committee discusses the
ideas, perhaps expands them, elimi-
nates a few and then adopts those
that make good sense. Other ideas
come from the ATA Board of
Directors, and still others go from
ATA staff to the Board. No matter
where an idea starts, it’s up to the
Board and ATA staff to make it work.

The Events
Attendees take in many events at

the Show, and crowds for morning
seminars hit an all-time high. The
official attendance for the seminars,
which begin daily at 7:30 a.m., was
951, a 2 percent increase from 932 in
2007. That’s also a 5 percent increase
from Indy’s previous high, 908 in
2004. Much credit goes to Bob Ives,
the ATA’s director of member ser-
vices.

“Archery dealers want to learn all
they can to provide quality customer
service and efficient, innovative
ways to improve their bottom lines,”
Bob said. “Many seminar topics
come from feedback from our mem-
bers. We review the seminars every
year to ensure we provide the train-
ing and advice dealers want. We
hope to expand our ability to meet
these needs, perhaps through
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Successful Trade Show Requires Quality
Leadership from ATA Staff and Board

International attendees and exhibitors mingled with ATA staff and board members, and
each other during the first International Reception held at the ATA Trade Show.
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regional training and meetings
throughout the year. Keep your eyes
open for more on that.”

Board Chair Laverne Woock,
president of Delta Sports Industries,
was impressed with the seminars’
content and popularity. “The sub-
jects were more focused, and we
tried to find the best speakers to
address them,” Laverne said.
“Attendance will keep increasing if
dealers think the seminars are worth
their time.”

We had several other events that
drew rave reviews:

—The New Member Reception
offered new ATA members an oppor-
tunity to meet ATA staff, board mem-
bers and member-service providers.
I attribute the reception’s success, at
least in part, to BTX Air, an ATA
member-service provider who
helped sponsor it. I also credit Bob
Ives for coordinating the reception.

“We needed to bring new mem-
bers into the fold and make them
feel welcome,” Bob said. “The recep-
tion gave them a voice and let them
know they’re important to the ATA
and industry.”

—The International Reception
introduced show attendees and
exhibitors from around the world to
the ATA Board and staff members.
About 75 people attended the recep-
tion, representing as many as 21
countries. 

“The international segment is
growing, and we wanted to thank
them for spending a lot of time and
money to attend the show,” Cindy
said.

Members of the European
Bowhunter’s Association (EBA) were
special guests. The ATA and EBA are
sharing ideas and information to
help grow archery and bowhunting
in Europe.

— The Real Deal, a Board inspi-
ration, made its second appearance,
and featured more than 100 show-
only deals in a room restricted to
retailers, distributors and buyers. 

Ben Summers at T.R.U. Ball said
The Real Deal got his vote for the
Show’s “most improved” event. “We
had about 10 times more people visit
our booth after seeing the release we
featured in The Real Deal,” he said.

— The ATA Great Giveaway
packed about 3,000 people into the
convention center’s Sagamore
Ballroom the second night for a
chance to win a hunt, cash prizes or
the grand prize, a Harley-Davidson
motorcycle from Andy Ross of Ross
Archery. The event featured more
than $200,000 in prizes.

The Great Giveaway’s success
was due in large part to Keri Collett,
ATA’s director of operations. Keri
took charge of the Great Giveaway
and many aspects of the Show when
she was hired in September 2007.

“We sold more tickets than we
did for the first Great Giveaway in
2007,” Keri said. “Sponsors who
donated prizes are already lining up
for next year, so we expect to expand
the prize list and make the Great
Giveaway even better in 2009.”

Larry Griffith, ATA Board mem-
ber and Bohning Company presi-
dent, praised Keri’s contributions.
“Even though she had never seen the
ATA Show before or been part of the
Great Giveaway, Keri did an excellent
job,” Larry said. “Everything went
very smoothly.”

— The First World Champion-
ship Finals of the Hunting
Simulation Organization attracted a
raucous crowd the first night to see
top archers compete in this fast-
paced tournament featuring pop-up
and moving 3-D targets. Tim

Gillingham of Provo, Utah, and
Amanda Sission of Clover Dam,
Oregon, won the men’s and women’s
championships.

— The ATA/POMA Fred Bear
Award honors the communicator
who most embodies Fred Bear’s
commitment to promoting archery
and bowhunting. This was the first
time the award was bestowed, and it
went to bowhunting pioneer Jim
Dougherty, 69, of Tulsa, Oklahoma.
Dougherty’s work has appeared for
decades in books and magazines,
and he also served as an officer and
on several boards for archery and
bowhunting organizations. The
award is a joint effort of the ATA and
the Professional Outdoor Media
Association (POMA). Credit for this
successful event goes to Denise
Jordan, ATA’s communications man-
ager.

“It was great to see so many peo-
ple at our inaugural award lun-
cheon,” Denise said. “I don’t think
there was a dry eye in the room when
Jim placed the bronzed Fred Bear hat
on his head. What a great way to
honor Jim’s talents and contribu-
tions.” 

Regarding ATA’s partnership
with POMA, Denise said: “This is our
second year partnering with POMA
to bring more media attention to our
industry and its members. The Fred
Bear Archery and Bowhunting

Len Marsh addresses a packed room during the ATA / Archery Business Archery
University Seminar Series. A record number of attendees participated in the morning
sessions.
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Communicator award is a great way
to build that relationship.”

— “Today at the ATA Show” is the
Show’s daily newsletter. Denise pro-
duces this publication so it’s avail-
able each morning to give attendees
a glimpse of the day’s events and a
recap of the previous day.

“Seminar attendees really like it
because they can read it while eating
breakfast,” Denise said. “It has all the
schedule changes and additional
events, which makes it a must-read.”

Back to Indy in 2009
The 2009 ATA Trade Show

returns to Indianapolis on January 8-
10. It then moves to Columbus, Ohio,
in 2010, returns to Indy in 2011, and
back to Columbus in 2012.

We’ve learned that we have to
keep the show within a reasonable
driving distance for most archery
dealers. Our research shows at least
40 percent of the industry’s retailers
live within a 400-mile radius of
Indianapolis and Columbus.

If you have suggestions to make

your show even more beneficial,
contact Cindy or Keri in our Salt Lake
City office at (866) 266-2776; or email
them at cindybrophy@archery-
trade.org or kericollett@archery-
trade.org. 

Kudos to the ATA Staff
In looking back at the 2008 ATA

Trade Show, I’m struck by how
smoothly the show ran, even as we
threw new staff members into the
fray, and added and realigned
responsibilities for existing staff.

I’ve already mentioned what a
great job our veteran show manager,
Cindy Brophy did; the innovative
ideas added by Bob Ives; and Keri
Collett’s contributions – which also
include improving our show man-
agement process. I also need to rec-
ognize Tiana Liljenquist, who man-
ages our business office and who,
with Keri, ran a flawless registration
process for show attendess. 

We received substantial help
from new ATA staffers Kathy Ford
and Mitch King. We also expanded

and shifted responsibilities for ATA
regulars Kelly Kelly, Denise Jordan
and Emily Beach; as well as ATA con-
tractors Doug Bermel, our coordina-
tor for disabled shooting programs;
and Patrick Durkin, our contributing
writer/editor.

And once again many volunteers
provided valuable assistance at no
charge. The Indiana Bowhunters
Association helped Emily coordinate
show security. We couldn’t have run
The Real Deal without the dawn-to-
dusk efforts of Randy Collett, Keri’s
husband. Brian Kelly, Kelly’s hus-
band, took a week’s vacation for the
5th year to run the “New Product
Area.” Finally, Carla King, Mitch
King’s wife, volunteered in the ATA
booth and sold Great Giveaway tick-
ets which was a big help. If you see
these folks next year, thank them.
Their donated time allows us to use
more proceeds from your show to
promote archery and bowhunting
through our growing nationwide
programs.

Circle 187 on Response Card

330-264-9496  or  866-494-3337
www.heartlandwildlifeinstitute.com
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