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When the 2009 ATA Trade Show
opens January 8 for its three-day run
in Indianapolis, attendees will see sev-
eral exciting changes as they work the
floor of the show’s popular, well-
known venue at the Indiana
Convention Center.

You’ll recall the Trade Show
returned to Indianapolis in January
2008 after a two-year run at Atlanta.
The 2008 show drew the second
largest crowd in our Trade Show’s his-
tory, while setting two records for Indy
itself by hosting 495 exhibitors who
required a 300,000 square foot show
floor. The 2008 event also set two ATA
Trade Show records: 159,350 square
feet of rented booth space and 951
attendees for the morning seminars.

We knew we would have a great
show last year when our “walk-up”
numbers the first day included 468
dealers, buyers and distributors.
“Walk-ups” are people who don’t pre-
register. By show’s end, we had 2,937
attendees in the key dealer-buyer-dis-
tributor category, a 14 percent
increase from 2007 in Atlanta.

The Events
We’re also expecting enthusiastic

crowds and lots of excitement for the
2009 Trade Show. Besides fine-tuning
some of its popular attractions, we’re
also planning more excitement and
business opportunities on the show
floor. Many of these ideas came from
you, the attendees, who took time to
share your suggestions with ATA staff
and Board members. We hope you’ll
recognize some of your ideas in
action, and that you’ll contact us with
more ideas to consider for the 2010
show in Columbus, Ohio.

For instance, new this year is the
“Dealer Bucks” drawings, in which
ATA-member exhibitors provide valu-
able certificates for retailers to use at
the show. All dealers who preregister
by December 12 are automatically
entered in the drawings. Those who
register onsite will not be eligible.

Beginning at 9:30 a.m. each day,
winners will be drawn every two
hours and posted on the big screens
throughout the show floor. Retailers
will claim their Dealer Bucks at the
ATA booth, and then visit exhibitors’
booth to redeem the certificates.

The ATA Board believes the
Dealer Bucks program will be a fun
way to keep retailers and exhibitors
active and engaged. Each exhibitor
determines the value of its Dealer
Bucks, and some manufacturers are
already lining up with generous offers.
Horton Manufacturing, for example,
will hand out 10 certificates worth
$500 each during the drawings for a
grand total of $5,000. The Bohning
Company will give away six Dealer
Bucks certificates worth $250 each. 

The Real Deal
Bob Ives, the ATA’s director of

member services, has also been work-
ing with the Board of Directors to fine-
tune the Real Deal program, which is

back for its third straight year. At the
2008 show, the Real Deal featured
more than 100 show-only deals. As
always, the room is restricted to retail-
ers, distributors and buyers, and an
ATA Show badge is required for admit-
tance.

The Real Deal room filled with
“shoppers” each morning in 2007
and 2008 as they considered which
deals to pursue on the floor. To make
the program even more valuable to
retailers, all prices on Real Deal
items must now be based on
“Minimum Advertised Pricing
(MAP)” standards, and all Real Deal
discounts must be at least 50 percent
off.

In addition, starting this year,
only ATA-member exhibitors can
display products in the Real Deal or
Featured Products areas. “Whenever
and wherever possible, we’re trying
to increase the value of an ATA mem-
bership,” Ives said. “It’s certainly a
benefit to display your product
where the most dealers have quick,
easy access to it before they hit the
floor. It’s only fair to our members
that they enjoy as many exclusive
benefits as possible.”

Dealers and other attendees who
visit the Real Deal will receive a small
electronic scanner when entering. As
they walk its aisles, they’ll scan the
bar codes on items they wish to see
at the exhibitors’ booths. When leav-
ing the Real Deal, they’ll receive a
print-out of everything they
scanned, along with the exhibitors’
names and booth numbers.

“People who attended the 2008
SHOT Show are probably familiar
with this process if they visited
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SHOT’s new-products area,” Ives said.
“It’s a quick, helpful way to make the
Real Deal more valuable. Before you
needed to write down all the informa-
tion. Now you’ll just scan it and keep
moving.”

The ATA Great Giveaway III
Another popular event, the ATA

Great Giveaway, returns for the third
straight year on Friday night, January
9, at 7 p.m. in the Sagamore Ballroom.
Soon after on the same stage, country-
music recording star Blake Shelton
and his band will give a free perfor-
mance.

ATA Board Chair Peter Crawford
of G5 Outdoors and Board Vice-Chair
Paul Vaicunas of Parker Compound
Bows will again serve as emcees.
“We’re excited to bring back this fun
event,” Crawford said. “When you
combine all the great prizes we’ll give
away, and you cap the evening with
Blake Shelton, it promises to be a fun
night for everyone.”

As always, thousands of dollars in
prizes will be given away, including
several dream hunts for dealers only.
All dealers who register for the Trade
Show will get a free ticket to enter the
dream-hunt drawings.

Tickets for general-prize drawings
cost $50 each. Tickets can be pur-
chased online at the ATA website,
www.archerytrade.org, or at the regis-
tration desk when you arrive. Buy
early because space will be limited.

Warm Receptions
We were also pleased in 2008

with the initial success of two
attendee-appreciation events: the
“New-Member Reception” and the
“International Reception.” Both will
be repeated.

The New-Member Reception
allowed recently enrolled ATA mem-
bers to meet ATA staff, board mem-
bers and member-service providers.
BTX Air, an ATA member-service
provider, helped sponsor the event.

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

Meanwhile, the International

Reception introduced show attendees
and exhibitors from around the world
to the ATA Board and staff. About 75
people representing as many as 21
countries attended. We sponsored this
event because international atten-
dance at the show has been growing
each year. These folks spend a lot of
time and money to attend, and some
of them make the long trip every year.

Among the 2008 attendees were
members of the European
Bowhunter’s Association (EBA). The

ATA and EBA continue to share ideas
and information to help grow archery
and bowhunting internationally.

Tightening Access
The ATA Board has also been

working with ATA staff to fine-tune
admittance standards to ensure
exhibitors spend as much time as pos-
sible with retailers who make buying
decisions. That’s why the ATA Trade
Show is a dealer-only show that’s
closed to the public. Not only do we
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screen applicants to ensure they rep-
resent legitimate stores and business-
es, but starting this year we’re limiting
each store to four floor badges. Stores
needing more than four badges will be
reviewed on a case-by-case basis.

We’re also clamping down on
media badges. Those seeking press
badges must fill out a “verification of
intent” to receive the free badge. We
want the print and electronic media
to cover the Trade Show, its
exhibitors and their products, and
we’ll always work with them to
ensure they receive access. However,
in addition to their verification form,
they must also provide a copy of
work published in the past year with
their byline or credit line, or a copy of
their publication’s masthead with
their name and editorial title.

Meanwhile, media members
who solicit advertising or sponsor-
ship must register as media sales-
people and pay the appropriate fees.
Those who register as “press” but
then solicit advertising or sponsor-
ships risk losing floor privileges.

New Show Policies
ATA staff and the Board of

Directors address issues as they arise.
Starting in 2009, for example, the ATA
will enforce a ban on using digital
cameras and video cameras on the
exhibit floor and display areas unless
the operators received the ATA’s writ-
ten consent beforehand.

The ATA Board also now requires
exhibitors to own or validly possess
the right to make, use, perform, sell
and/or display any patented prod-
ucts, copyrighted works, trademarks,
service marks, trade names and all
other protected property rights for
items displayed in their booths.

Exhibitors will also be allowed on
the floor an hour earlier than in previ-
ous years. Some exhibitors wanted
more than an hour to prepare their
booth each morning, and said the 8
a.m. entrance time wasn’t adequate.
They can now enter at 7 a.m. daily.

Morning Seminars
You might also recall that crowds

for the Trade Show’s morning semi-
nars hit an all-time high in 2008. The
official attendance was 951, which was

a 2 percent
i n c r e a s e
from 932 in
2007. That’s
a 5 percent
i n c r e a s e
from Indy’s
p r e v i o u s
high, 908 in
2004.

“ M a n y

seminar topics come from ATA mem-
ber feedback,” Ives said. “We studied
our evaluation forms and onsite inter-
views more closely than ever this year.
That’s why we’ll offer our most popu-
lar seminars and speakers at least
twice, and even three times, this year.”

Even though the ATA will offer a
record 44 seminars, they will cover
only 20 different topics. Some semi-
nars will also be held at noon
Saturday.

As always, the ATA staff and Board
of Directors stress that by attending
the show, you help support archery
efforts year-round because many
archery and bowhunting programs
rely on show proceeds for funding.

“Trade Show proceeds remain the
single largest contributor for launch-
ing school based and community
based archery programs nationwide,”
said Jay McAninch, ATA’s CEO/presi-
dent. “All ATA members should take
pride in knowing they own this show,
and almost all revenues generated
there get reinvested into our sports. I
encourage everyone to attend, and I
hope attendees let us know how we
can make the show even more benefi-
cial.”

For more information about the
show, call (866) 266-2776, e-mail
info@archerytrade.org, or visit
www.archerytrade.org. If you have
suggestions for your show, contact me
in our Salt Lake City office at (866)
266-2776, extension 205; or email me
at cindybrophy@archerytrade.org.
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Keri Collett, ATA director of operations, right, talks with
Jennifer and Jack Turner, owners of Family Tradition
Treestands at the New-Member Reception during the 2008
ATA Trade Show in Indianapolis.
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