
Paul Penix knows archery retail.
He should; he’s worked in the
business for over 20 years;

spending roughly the last decade as
PSE’s Regional Sales Manager for
Michigan.  As such, he spends a great
deal of his time visiting pro shops.
He’s seen it all, from the one-room
Mom and Pop shops to the big
boxes, which makes him particularly
well qualified to offer an objective
analysis on running a successful
archery retail business.  I met Paul
on a recent Ohio bowhunt and took
advantage of the opportunity to tap
into his vast and diverse knowledge
and experience on what works and
what doesn’t. 

Help!
Penix jumped right in with what

he considered one of the most impor-
tant aspects of running a successful
shop: Counter help selection.  Finding
good help anywhere is tough, but it
can be particularly challenging for the
shop owner because often you’re
looking for part-time help with full-
time credentials.  Regardless, Penix
recommends hiring people who are
knowledgeable and well-trained, and
he emphasizes that product knowl-
edge alone is not sufficient.  Referring
to inexperienced help, he cautions,
“Too often they simply reiterate some-
thing they’ve heard or read on the
internet rather than investigating for
themselves to see if it’s really true.
They try to b.s. customers with a little
knowledge.”  

“You can’t get away with that
now,” Penix cautions.  “Today’s cus-
tomers are too sophisticated.  They’re
often well educated on the products
and should be treated with integrity
and respect.”  He recommends you let
them talk, and listen to what they’re
saying. 

Penix’s experience mirrors my

own as a sales rep in the archery
department at L.L. Bean’s flagship
retail store in Freeport, Maine.  The
more you learn about a customer, the
better you can steer them toward the
right choice.  When a customer first
walks through the door, they may not
have a clue what they’re looking for.
Or, they may have some very definite
ideas, but don’t realize what they want
may not be the best option for them.
A good sales rep should be able to fig-
ure that out by asking the right ques-
tions.  How much experience do they
have?  Is this their first bow or are they
upgrading?  What about brand loyalty?

Sometimes you have to be diplo-
matic with the questions you ask.
“How much are you looking to
spend?” may be too direct and intimi-

dating.  You can get to the right answer
indirectly with questions like: “How
experienced are you?” or, “How much
bowhunting do you think you’ll be
doing?”  The latter especially gives the
customer an opportunity to move
toward a lower-price point without
coming out and admitting that’s all
they can afford.  Conversely, you may
want to steer someone away from a
top-end bow if they’re only doing it to
one-up their buddy.  If they find out
after they bought it that it’s too much
bow for them, that it requires a higher
skill level than they’ve got, they prob-
ably won’t come back. 

Regardless of how knowledgeable
and experienced your staff is, Penix
strongly recommends continued pro-
fessional training.  “Attend dealer

Veteran PSE Sale Rep Has
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When a fall ended his days as an iron worker, Paul Penix was able to put his people
skills and archery skills to good use in a new career as a PSE Regional Sales Manager.
Penix is very proud of working at PSE. “It’s gratifying to me to see that we’re doing so
well after all these years; still going strong.”
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schools, workshops and classes.”  It’s a
dynamic industry.  Things are con-
stantly changing, technology advanc-
ing and the most successful dealers
are the ones who stay on top of it.
Again, you need to be knowledgeable
about the products you carry.  Penix
even put in a plug for the trade maga-
zines as, “an invaluable source of
information.”  

Looking Good
Penix also preaches that appear-

ance is paramount.  When it comes to
retail, forget about old cliches like,
“looks can be deceiving,” or “you can’t
judge a book by its cover.”  An attrac-
tive shop will be just that: attractive,
drawing in more customers.  Part of
that, according to Penix, is simple
cleanliness.  “You want to avoid clut-

ter, dirt and inventory covered with
dust.”  If you aspire to being that dimly
lit room where the locals hang out by
the wood stove, that’s likely all you’ll
get: a few locals hanging out by the
wood stove.

Cleaning is one of those unglam-
orous tasks that tends to get pushed
aside.  You may have the best inten-
tions, but lack the time or the motiva-
tion.  Take a clue from those checklists
you see inside the bathroom door of
every place from McDonalds to the
local lumberyard. Come up with a
weekly schedule of cleaning tasks and
check each off as it’s completed. For
instance, you may only need to vacu-
um the showroom on a weekly basis
but you’ll want to clean the entrance
mats, the bathrooms and the glass
doors at least daily.

Don’t be afraid to outsource.  If
you find you don’t have time to do the
necessary cleaning, or feel your time
is better spent running your business,
you may want to hire a competent
cleaning service.  Consider how much
it costs you to clean, versus paying
someone to do it for you while you
service and sell archery equipment.
Many businesses (and some two-
income families) pay somebody to do
the heavy cleaning.  There’s no reason
you can’t too.

Ask around town or look in the
Yellow Pages, and be sure to ask for
and check references. You may be
more comfortable scheduling their
work while you’re on the premises,
but if you’re like most archery retailers
you’ll be able to fill that time doing
bow set-ups, service work or arrow
building.

Personnel should be neat and
presentable as well.  You can project

Helpful Advice for Retailers
By Bob Humphrey
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Here’s Paul Penix (left) presenting an award to Shelley Saxwald and Randall Wellings
of Straight Line Archery of Ishpeming Michigan for being the fastest growing PSE dealer
in his territory in 2007. Penix designed the unique see-through award.
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the image of an outdoorsmen without
looking like you just came in from the
woods.  Staff shirts are a great idea.
They not only make you look neater,
they make it easier for the customer to
find you and identify you as an
employee.  Anyone who has ever
walked into a shop for the first time
and couldn’t tell the customers from
the workers knows how intimidating
that can be.

Penix considers smoking a huge
no-no for the archery retailer.  It’s
pretty rare nowadays but he notes
there are still a few old school guys
with an “it’s my store and I’ll do as I
please” attitude.  “Go right ahead,”
Paul says, “but you’ll turn off 90 per-
cent of your customers.  Nobody
wants to do business with a pro shop
where everything, including the
Scent-Lok clothing, reeks of cigarette
smoke.”

Another part of having a good
archery retail store is attractive mer-
chandising.  Penix considers mer-
chandising as one of the most under-
rated aspects of retail, particularly in
smaller, mom and pop type shops.
“Some folks have a real knack for mer-
chandising.  They can take a few
shelves and make a store look daz-
zling,” he says.  “Others just fill in the
space.”  A shop should look full, but it
should also be neat and organized.
Similar products should be grouped
together, and easy to find.  

Fixtures need not be expensive in
order to be attractive.  The lumber-
yard or woods can often supply what
you need, and if you’re not handy with
tools there’s a good chance a regular
customer would be willing to help in
trade for some archery gear.  For
instance, securely anchored birch or
peeled pine logs make great treestand
displays.  Those same dry oak and
maple leaves that clutter your lawn in
the fall can be part of a window dis-
play.  

Woodsy displays are also a good
way to fill in the store shelves in the
years it often takes to build up a large
inventory. According to Penix, trying
to get big too quickly is what dooms
many new archery retailers. They
want to have everything a customer
might ask for, instead of starting with
the most popular and profitable

items. “They get too much merchan-
dise and their capital gets stretched
too thin,” he says.  You end up with
your assets on the floor collecting
dust, instead of being able to turn
your inventory several times per year
to generate good profit margins.  “It’s
very inefficient,” he says.  “They need
to understand, they’ll grow; it just
takes growing pains to get there.”

Next, I asked him whether it’s
beneficial to have an on-site range.
“The short answer is, it depends.”
Consistent with his slow growth
advice, he offered, “If you’re just start-
ing out, it’s definitely a no, especially if
there’s a range or club nearby where
people can already shoot indoors.”
It’s challenging to put enough
archers through an indoor paper
range to pay for the cost of renting or
building that space. You have to view
that space according to how it can
contribute to more equipment sales.
If you are a competitive archer your-
self with the desire and ability to
coach others, indoor spot leagues
may become part of what draws
archers to your store and contributes
to the sale of high-end target gear. If
schools in your community are active
in the NASP program, you may
decide to invest in an indoor range so
you can host an ASAP (After School

Archery Program) or JOAD program.
Among bowhunters, it’s going to

be easier to get them shooting indoors
when they can’t be shooting outdoors.
Penix cited one of his dealers as a
prime example.  “He had gondolas on
rollers.  He’d move them in and out (of
the range) with the seasons,” using it
for storage when range demand was
low.  Penix did recommend a video
range in winter, especially in northern
climes.  “In Michigan, if you don’t have
one, you’re missing the boat,” he says.
Either way, he noted, “It’s important to
have a test range.”  That’s vital for both
service and sales.  A guy is exponen-
tially more likely to buy a new bow,
release aid or sight if he can try it out
in the store.

No Free Lunch
Like the old saying goes, “there’s

no such thing as a free lunch.”
There’s a cost for everything and if
your customers aren’t paying it, you
are.  That’s why Penix strongly rec-
ommends you don’t give your stuff
or your time away.  “Charge for ser-
vice work,” he says.  “If you don’t put
a value on your time, no one else
will.”  He also advises being fairly
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Penix got the help of PSE Pro Shooter
Nathan Brooks to demonstrate good form.
Notice how the head is level and over the
torso and the forearm is in line with the
arrow, all indications that draw length has
been set correctly. PSE makes it easy to
adjust draw length through the use of rotat-
ing modules like the one shown on this cam.
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rigid about it. “I’ll catch ya later
doesn’t pay the bills.”  If you aren’t
charging for service, or even if you
just do the “small jobs” gratis, start
logging how much time it takes.  You
may be unpleasantly surprised by
the amount of money you’re giving
away.

He recommends the same phi-
losophy for setting prices.  “Some
guys panic and they start chopping
prices, either to boost sales or be
more competitive,” he observes.
“Being the cheapest guy in town is
not the way to beat the competition,
unless it’s a race to the bottom.”  It’s
okay to mark down old stuff that’s
just sitting around collecting dust,
but reducing prices on current
inventory is a no-no, according to
Penix.

Don’t feel guilty.  “Some guys act
like profit is a dirty word,” he says.
But if you’re not taking something
home at the end of the day, you’re
working for nothing.  One of the
things that separates pro shops from
the big box stores is customer service
and there’s no reason you can’t
charge for it.  Penix recommends you

not become complacent either.
“Come out from behind the counter.
Take the time to explain to your cus-
tomers why prices are what they are,
talk about the cost of new technolo-
gy.”  This is what sets dealers apart
and sets customers at ease. 

About this time I could tell Paul
had covered the hot buttons, but I
pressed him for more, hoping maybe
to get a little specific insight into
what makes a successful archery
retailer.  “Obviously, if they don’t
carry PSE it’s a nightmare,” he said,
somewhat tongue-in-cheek.  “We’ve
got longevity; we’ve been around a
long time, and I want the dealers to
be around a long time too,” he added
in a somewhat more serious tone.
The real point he was trying to make
is that you’ve got to carry big name
bow lines, and the service and stabil-
ity that come with them.  

“How many?” I asked.  “I’ve seen
guys survive with just PSE and
Mathews,” said Penix.  “The opti-
mum is about three or four lines,
though it varies with local demo-

If you can help a shooter develop a uni-
form, relaxed grip, it can go a long way
toward tightening groups. Nathan Brooks
has his palm line on the grip, his hand at
an angle and his fingers  relaxed. (Photos
courtesy PSE and Nathan Brooks.)

Something happens when you buy a 
Scott release ...
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graphics.  More important is being
faithful to those lines.”  Experienced
retailers know archery customers
tend to be very brand loyal.  Keep
changing bow lines and you’ll lose
customers faster than a dog sheds
hair in the spring.

Penix followed up by noting, “It’s
also important to have somebody
stable to do warranty work.  That
means a lot to the customer, as well
as the dealer.”  No matter how good a
product or brand is, stuff breaks
down from time to time.  Knowing
that a company stands behind their
product can be a huge asset, not only
in making sales but in keeping cus-
tomers.  “Conversely, fly-by-nights
really hurt dealers,” Penix observes.

Quick Fixes
In addition to fixing bows, you

should also be able to “fix” cus-
tomers.  Penix points out that a sig-

nificant proportion of the problems
customers have with their bows
actually have less to do with the bow,
and more to do with the shooter.  “If
dealers would take the time to help
customers with their shooting form,
they could eliminate hours of labor
and frustration.”  He suggests hiring
a pro to come into the shop and give
a course on basics: grip, stance,
addressing the target.  They can
teach your staff, who, in turn, can
help the customers.  

“Most often it is related to hand
pressure on the grip,” says Penix.
“People do all kinds of contorted,
distorted and ridiculous things with
their bow hand.”  He noted that a 1/8
inch difference in hand pressure can
mean a 3 inch miss left or right at 20
yards.  It’s basic, elementary, yet as
Penix accurately points out, “Most
people have never been shown the
right way (to hold a bow).” (See side-

bar: Learning From a Master).
Often a shooter introduces

torque to the bow by squeezing the
grip too tightly, the way they’d hold

One quick fix to torquing is to add a bow
sling so the shooter is more comfortable
relaxing his fingers around the grip. PSE
added them to the line in 2009 and
Paradox Products, Gibbs Archery Gear
and Lancaster Archery Supply have long
offered popular models. This is the Pete
Shepley sling shown above.

Sight manufacturers have long offered models that reveal when the archer is torquing
the bow handle. So-called  front-rear  sights like the Compound Bow Rifle Sight also reduce
the need for a peep sight, since they’re designed to allow the shooter to draw a finer bead.
In fact, inventor Mel Deien often refers to his sight (shown at top left) as the Peep
Eliminator. Reach Deien at (618) 526-4427.

The entire Hind Sight line consists of torque indicating, peep eliminating sights, with the
added feature of glow-in-the-dark crosshairs for low-light use. The Magnum at right is the

firm’s most popular model, because it’s
designed to work with existing front sights. But
Hind Sight also has several complete sighting
units, including the range-adjustable
Pathfinder shown at center left. Reach that firm
at (734) 878-2842.

Sights from Extreme Outdoor Products use a
long frame that carries a conventional set of pin
sights at the front, a V-notch sight at the rear.
That’s the Eliminator Pro model at lower left,
and more information is available by calling
the Mississippi firm at (601) 833-5395.

Lightning Bowstrings introduced the Square-
Up as a torque indicator (at right) that works
with any existing front sight. They like to refer
to it as a “built in coach.” That firm based in
Connecticut can be reached at (860) 663-3949.

In recent years sophisticated optical sights
have been introduced that also reveal bow
hand torque to the shooter. The SABO sight
below comes from Tactical Archery Systems, (877) 686-7726. The PWR-DOT at lower right is
a product of Truglo, and that Texas firm offers another optical sight in the upper end Apex
line, which is the new Nano-Dot. Reach the manufacturer at (888) 8TRUGLO.
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onto a hammer or tennis racket.  A
good coach can teach them to leave
their fingers relaxed, yet still curled
enough to keep from dropping the
bow at the shot. Some shooters hold
with a relaxed grip, then instinctively
clench as the arrow is launched,
another no-no for accurate shooting.
In addition to changing the shooter’s
grip, another easy fix for the afore-
mentioned malady is to add a bow
sling.  With a sling to catch the bow,
the hunter should feel more com-
fortable shooting with a relaxed,
torque free-grip.  Yet another way to
help hunters overcome torquing is to
set them up with a front-rear or opti-
cal sighting system.  When properly
mounted, both should reveal and
allow the hunter to correct any
torquing of the bow grip before
releasing an arrow that could hit out-
side the vitals.

Another common malady Penix
sees when visiting pro shops is cus-
tomers who are “over-bowed.” By

that, he means they’re struggling
with a draw weight that’s too high for
their muscles, or a draw length too
long for their frame.  The latter
results in a closed stance, increasing
the likelihood that a string will con-
tact an arm or wrist as it returns to
brace height.  Accuracy can also be
affected by the string touching the
chest before the shot, particularly
with the high let-off bows that are so
popular today.  Most PSE models are
easy to adjust for draw length, many
by using rotating modules; so there’s
no excuse for letting a customer
draw past the point where the elbow
of the draw arm is in line with the
arrow shaft. That’s easiest to see if
you’re standing behind the archer.
Facing him or her from the side, you
want to see level shoulders, an erect
head and level chin. 

If you can’t get the bow set to
exactly the desired draw length,
Penix said going short will lead to
fewer problems than going long. You

can always extend the string loop to
get the shooter back to proper form.
What if they’re not shooting a loop?
They should be. 

PSE was a leader in promoting
string loops, and founder Pete
Shepley advocated them for years
before they became common.  “Why
has the industry taken a big swing
toward shooting loops?” Penix
asked, while going through the 2010
PSE line for the hunters with us at
Fox Hollow Farm. “Because it takes

Penix is proud of the uniformity
of PSE’s Radial X Weave Carbon Force
arrows, but said any arrow needs to
be mated precisely to its components
in order to deliver top accuracy.  If
you have an arrow that isn’t grouping,
mark it with some ink on a vane.  It
won’t take long to tell if you’ve got a
problem arrow rather than bow tun-
ing or customer grip issues.  

He also recommends dealers
spend an extra minute or two squar-
ing up both ends of the shafts with
the F.A.S.T (Fletched Arrow Squaring
Tool) from Burt Coyote, makers of the
Lumenok.  This simple device lets
you rotate a shaft against a replace-
able sanding disk; so when you install
a nock or glue in an insert, you can be
sure it’s going to line up perfectly. As
the name indicates, the F.A.S.T. will
let you handle the nock end of prob-
lem arrows even after they’ve been
fletched.

In the photo at right, fellow PSE
Regional Manager Francis Amenta
demonstrates the F.A.S.T. during the
Bowhunting Round Table ArrowTrade
covered in the September 2009 issue.

Chasing Down Flyers

The engineers at PSE have spent a lot of
time developing grips that make it easier
to set the hand properly in the first place,
grips that are slim and are formed so the
index finger knuckle is higher than the
thumb knuckle. For instance the popular
Bow Madness models have been upgrad-
ed for 2010 with the firm’s B.E.S.T grip,
which stands for Biomechanical
Ergonomic Slim Throat grip.

44
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the preload out of the arrow.”  Clip a
release onto the string and you’re
putting downward tension on the
shaft, increasing the amount of flex-
ing it’s going to do before it recovers
from the launch. That means you’re
compromising the accuracy, partic-
ularly with broadheads.

Penix uses a simple but effective
way of demonstrating the value of
loops.  He clips just a nock to a bare
(loop-less) bowstring, attaches his
release and comes to full draw.  The
downward-pointing nock provides
dramatic evidence of what’s going on.
“At full draw you’re putting all kinds of
downward pressure on it (your arrow
shaft),” he says. “When you click that
trigger, it has to come up out of that
(configuration), then go through the
normal cycling and recover from
that.” Next Penix clips onto a loop and
draws the bow, showing how the nock
points straight – perpendicular to the
string – resulting in a much straighter
launch.

Once a retailer has draw length
set properly, he still has to consider
peak weight.  “Bows have more
kinetic energy than in any time in
history, and guys still want to shoot
80 and 90 pounds,” said Penix,
rolling his eyes back in his head.
“Pulling too much weight just leads
to developing bad habits and frus-
tration, and eventually to guys leav-
ing the sport.”  

A customer doesn’t have to be
shaking as he comes to full draw to
indicate his poundage is too heavy.
If he’s pointing the bow skyward to
help break the cams over, that’s a
good indicator. So is the inability to
hold at full draw for extended peri-
ods, or the inability to draw from a
seated position.  Sometimes you
have to be tactful when you suggest
backing the limb bolts out.  “That’s a
lot of weight to handle on a cold
morning, and that bow’s already
plenty fast.  How about letting me
dial that down a little for you,” might
be one approach. “If I adjust that
bow weight a little you’ll be able to
draw with less motion that might
spook a deer,” is another. 

Time is money in the retail busi-
ness and Penix cautions dealers
against chasing a problem that does-

n’t exist.  For instance, he has little
patience with people who get fixat-
ed on how their arrow is flying
through a piece of newspaper a few
feet from their bow when the real
point is to get good, tight groups on
the target. “I get phone calls all the
time from people who claim they
can’t get their bow to tune,” he
lamented.  “When I ask what’s
wrong, they tell me it’s tearing
paper.”  His next question usually
involves how the bow is grouping.
“They’ll say, “Oh man I’m shooting 2
inch groups at 60 yards.”

His response is sometimes direct
and to the point.  “If I know them
good enough, I just hang up on
them. They’ll call back thinking the
call got dropped.”  He tells them
straight up, “No, I hung up on you.
You’re shooting 2 inch groups at 60
yards and you called because you’re
tearing paper!”  He sums it up by
saying, “It could be something in
their grip, a question of arrow spine,
or a minor contact with a rest, but if
the arrows are doing what they’re
supposed to on the targets and in the
animals, why fool with it?  Now, if the
tears are extreme or the shafts aren’t
grouping, then you do have to
address the tuning.” 

Penix said he often sees tuning
problems associated with fall-away
rests, because he feels the rest man-
ufacturers haven’t kept up with more
recent increases in bow speed.
“Rests are just not getting out of the
way quick enough; or in some cases
they’re bouncing back up, and inter-
fering with arrow flight,” he says.
Penix invested in a bow drawing and
tuning tool (made by Apple Archery)
so he can precisely set the action of
fall-away rests.  Though he thinks it
may be a bit excessive, Penix sug-
gests if you’re intent on getting fall-
always to work on every bow, then
you should have such a tool in your
shop. “You can tweak them and
make them work, and if you’ve got a
couple hours to play with them,
knock yourself out.”  

Penix prefers the practicality and
simplicity of a static rest.  “You’ll get
the best arrow flight and be able to
shoot a bullet hole through paper,”
he says.  He recommends something
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like the PSE Mustang rest - a simple
shoot-through - or “TM Hunter”
style rest, which he says is a great
choice for hunters with steady
hands.  He also recommends full-
containment rests like the Whisker
Biscuit.

Crossing Over
With the fervor of our conversa-

tion dying down, I threw out what I’d
hoped might be one last inflamma-
tory question: “What about cross-
bows?”  I’ve heard some in the
archery industry say crossbows will
be the death of Pro Shops.  Penix was
much more optimistic.  “What we’ve
seen in states like Michigan and
Pennsylvania is, vertical bow sales
have been flat.  Dealers aren’t selling
as many bows as they would like.
Meanwhile, crossbow sales are off
the charts.  They’ve more than made
up for the slack.”  In states where
crossbows have been around for a
while, many dealers are also starting
to see crossbow buyers returning
after a few years for a compound

bow, and all that goes with it.  
Much of what Penix related real-

ly boils down to common sense.  A
clean, attractive shop with profes-
sional help will attract and retain
more customers.  Smaller shops may
not be able to compete with catalogs
and big boxes purely on price, but
they reign supreme when it comes to
customer service.  In an age where
folks are turned off by recorded mes-
sages and confusing and often unre-
liable chatroom advice, getting help
straight from a knowledgeable, reli-
able source is well worth a few dol-
lars more.   

Editor’s Note: Paul Penix and his
colleagues on the PSE sales force
have other equipment and sales tips
they’d like to share with retailers.
They’ve also got some great reasons
to consider adding PSE bows and
crossbows to your inventory. To find
out which PSE Regional Manager
covers your territory, call the head-
quarters in Phoenix at (520) 884-
9065.

PSE thinks enough of Trophy
Ridge Whisker Biscuits that
they include that trouble free
rest in many of the firm’s
“ready to shoot” packages like
the one shown at left. It also
makes them standard equip-
ment for the speedy TAC cross-
bows. Penix recommends the
use of Scorpion Venom’s
Biscuit Spray (above) to mini-
mize noise and any loss of
speed as fletching passes
through the fibers. It also pre-
vents any icing up.
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Paul Penix had his lessons on
proper shooting form taught,
or as he would say “pounded

into” him by George Chapman, the
longtime instructor for PSE’s
Shooting School.  At the time Penix
was working in retail, Chapman
was one of just six Master Coaches
in the world.  Penix related some of
Chapman’s initial critiquing of his
shooting form. “If we can speed up
your release and get you stronger in
the shot, your shot will break soon-
er and you’ll stop shaking from
staying at full draw too long,”
Chapman told him, “and then if we
can get you to stop torquing your
grip, you’re going to be a good
shooter.”  

Penix recalled being somewhat
indignant about being accused of
torquing his grip.  “I told him
(Chapman), I’d had a professional
guy teach me how to hold my bow.”
Chapman sagaciously replied,
“Well, what do you think I am?”  He
could see Penix was laying his
thumb pad on the grip - something
another shooter had taught him as
a way to keep his forearm clear of
the string so he wouldn’t have to
use an armguard. “What he didn’t
tell me,” said Penix, was how dele-
terious it was to my shooting form.”

Chapman came up with a way
to force Penix, and 29 other stu-

What It’s Like         
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dents present, to believe what their
new coach was seeing.  He walked
down to a Hipps target and stuck an
arrow straight up and down in it, in
front of the bulls-eye.  Then he
marched back to the shooting line
and told Penix to hit the arrow.
“When I told him I couldn’t even see
it,”  Penix related, “he advised me I
would never miss.”  Starting at 30
yards, Penix shot seven times, hitting
the vertically posed arrow every
time.  “My arrows were slapping it,
going sideways as they went by.”
Chapman then taught Penix to first
hold his hand up like a cop saying
“Stop,” then to position the bow so
the center of the grip is lined up with
the lifeline in the palm of his hand.
“I shot at the arrow 12 more times
and never touched it because my
arrows were flying straight.”

Chapman also taught Penix it’s a
lot better to set the hand properly at
the outset than to twist things back
into alignment once you’re at full-
draw.  Penix recalled how he was
standing at full draw, monkeying
with his grip when Chapman

exclaimed, “What are you DOING!
You let that bow down.”  Thinking
the bow was about to break, Penix
anxiously asked, “What’s wrong?”
Chapman admonished, “My God,
how many times do you have to do
this? What have you got written on
your shot sequence: Nock the arrow,
load your release, set your hand,
address the target, draw, anchor,
execute. If it doesn’t feel right, let the
bow down and start over again.”  

That also resulted in something
of a revelation for Penix.  “It sudden-
ly dawned on me why I’d had prob-
lems at some of these state and sec-
tional tournaments when shooting a
one-dot target.  I’d have three arrows
so tight in the center I had to pull
them out at once.  Then I’d have an
arrow completely out of the bulls-
eye at 3 o’clock, and one completely
out of the bulls-eye at 9 o’clock,”
Penix said. “All of them felt like good
shots. I executed them just like I had

before, but my hand pressure wasn’t
the same.”

Penix said Chapman had a lot of
fun riding him during that shooting
school, but it was well worth it. Apart
from the help it gave him with his
own shooting, and the confidence it
gave him in instructing customers,
the certificate he earned ended up
being instrumental in his future
employment.

In 1989 after Penix was back
from attending the week long dealer
school PSE pioneered, then PSE
sales rep Dan Perez discovered the
dealer school plaque at the archery
pro shop where Penix was working
full time. That led to Penix receiving
an invitation to join the PSE pro
staff. Later, when a 28-foot fall near-
ly ended his other career as an iron
worker, PSE hired the Illinois resi-
dent to help cover retailers in
Michigan from his office in Ithaca.
Reach him there at (989) 838-4140.

        to Learn Shooting From a Master

Penix demonstrates good form while
shooting the PSE Omen. This is the com-
pany’s most potent compound. The 70
percent letoff Ultra-Fast Cams work with
massively pre-loaded 12 inch split limbs
and a 5-1/2 inch brace height to produce
an IBO speed rating of 366.
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N ot every bow company uses
an on-the-road sales force
these days, but the 90 min-

utes I spent listening to Paul Penix
detail the 2010 PSE line last fall was
a reminder to me about how effec-
tive a good sales rep can be. Penix
was as much a teacher as a promot-
er that day, making sure his audi-
ence of a dozen or so industry mem-
bers hunting at Jeff Neal’s Fox
Hollow Farm understood things
before he went onto the next bow
feature. If you’ve seen “The Rush”
television show that PSE helps to
sponsor, you may already be famil-
iar with Penix’s enthusiasm for the
PSE brand and for bowhunting. If
not, my leaving what follows in
essentially his own words should
help give a picture of the man as he
pulled one bow after another off the

display racks he had set up in front
of the lodge’s stone fireplace.

This Nova NI has been our basic
meat and potatoes type of bow.
You’re looking at a bow that has a
lifetime  guarantee, string and cables
are the only thing a customer will
ever pay out of their pocket. This
bow kind of represents where we’ve
been in technology in the past, and
is just $259 retail. 

The bow that was my biggest
seller last year is the Stinger. At $299
retail it is grossly underpriced and
we did that so we could make life
really miserable on our competition.
It has parallel limbs five sight
mounting holes for three distinct

sight mounting positions. It has the
elevation line milled into it, the cen-
tershot line. Now, we did not have a
Back Stop string suppressor on that
bow but we have a hole drilled and
tapped so a person can buy one.
Those are only $30 retail.

We have a Hush Kit on this Brute
Lite. Man, the more rubber you have
on a bow the better a bow is thought
to feel. That is completely wrong but
perception becomes reality and
that’s where guys are at. I learned a
new term a couple years ago,
“whacked out.”  This bow looks cool
because it’s got all this rubber stuff.
We’ve got a rubber limb pocket pad
and a limb band and a cable guard
dampener and it’s whacked out. I lis-

tened to those kids telling me that
and I said “Well, if it helps me sell
bows it can be whacked out, I like

Why He’s Still Mad About PSE

Stinger

Twin cam Chaos  in pink

Brute
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it.” For $399 retail, this bow is grossly
underpriced. I’m careful about
putting this into somebody’s hand if
I want to up-sell them, because they
will say “I don’t need to buy any more
bow than this, you just want more
money” and they’re right, we do.
This is a great bow, a really good par-
allel limb design. This is not our
Biomechani cal Ergonomic Slim
Throat grip (B.E.S.T) but this is a
close second, this is our Slim, Low
Torque Grip. 

The Brute adjusts for draw
length using letters on the rotating
module, you get 6 inches without a
press. So a dealer, a consumer, every
one of us here can lay this on the
table and make those adjustments.
We have a 65 percent letoff slot as
well as an 80 percent. A dealer can
stock one bow and fit 10 different

draw length requirements without
having to change a cam or buy mod-
ules. It was long needed in the indus-
try, the poor dealer has to stock so
many parts sometimes it’s ridicu-
lous. Somebody had to do it so Pete
Shepley at PSE said why not us.

This is our Chaos One bow, with
the same single cam as the Brute had
on it. This bow at 50 pounds shoots
298 fps. Here’s a bow that’s $289, and
for a woman, an older adolescent or
short draw man that doesn’t want to
spend a lot of money, this is the tick-
et guys. It has five sight mounting
holes, has our Slim Low Torque grip,
and has our same limb structure as
our $950 bows. We have this avail-
able in black or in a pink camo that’s
become very popular with the ladies,
and we have it in the Mossy Oak
Treestand camo.

We also have this Chaos in a two
cam bow. The SI cam has 11 inches
of draw length adjustments. When
you’re talking about a child, and
they’re going to start shooting their
first bow at 8 years old, they’re going
to need something with a short draw
length, light poundage. As they grow
and need heavier poundage we have
a limb upgrade program and they
can send the bow back or take it to
the dealer, which every they prefer,
and the limbs can be upgraded for
$69. It weighs 2.2 pounds, comes in
30, 40 and 50 peak weight, and you
get about 12 pounds of adjustment
down from that though you lose
quite a bit of performance when you
have the limb bolts backed all the
way out.

Everything I’ve shown you so far
comes in a ready to shoot package,

By Tim Dehn
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so when you order “ready to shoot” it
comes out of the box just like this.
You hang the quiver on the side and
you’re ready to shoot. It’s pre-tuned
to hit paper at 20 yards, arrows come
out of it nice and straight, you’ll get a
pretty good bullet hole depending
on how much torque a person
inflicts on it. It comes with Whisker
Biscuit rest and an Orion sight that
has a third axis adjustable level. You
get the phosphorescent glow ring,
the five pins and we have a light on
here too. It’s an ultraviolet light with
an unlimited amount of rheostat
adjustment. You can just barely turn
it on to light your pin tips up or you
can light it up like a Christmas tree.
The industry has been using a blue
light that’s a little more visible to
deer; the UV light is invisible to deer.
Joe Barbier, our guy who has been
head of our accessories, has made
that important change.

The Bow Madness XS is the
number one seller in the bow mad-
ness family, $499 for the bow, $599
for the ready to shoot package. It
shoots 318 IBO, and is just a sweet-
heart. Guys, when you shoot this
there is just no recoil or vibration.
When people look at the competi-
tion they say why would I spend that
much more money to get a bow that
doesn’t shoot or perform any better. 

It’s 28 inches axle-to-axle and
we’re getting all the length, as you
can see, from the riser. This has the
little 9 inch limbs. This is where we
started our split limb technology
(going up the line in price points)
and this is the bow where unless
somebody broke it in a press or dry
fired it we have zero limb failure.
This is not a machined pocket, it is a
cast pocket, so there’s a little bit of a
price reduction, but it’s still a pivot-
ing pocket. When you have a solid
pocket as with the Nova, static hys-
teresis or friction gets built up in that
pocket and it robs the arrow of some
of that dynamic efficiency. The piv-
oting pocket happens to be a PSE
patent, when you look around the
industry we’re pretty proud that the
rest of the competition is licensed up
and is using it because it just makes
sense. Stationary pockets are just
about a thing of the past unless you
put them on an entry level bow. 

This Bow Madness XS employs a
4-1/2 inch idler and cam, where
other bows up to this price point had
a 4 inch. You noticed we’ve skele-
tonized the Bow Madness cam sig-
nificantly, so we went to 7075 T6 alu-
minum to increase the structural
integrity of this cam, we’ve done this
so we can increase the rotational
velocity of this cam. It’s got a 7-1/4

brace height, it shoots very, very
well, and our claim to fame on this
bow is how good it feels at the shot. 

This is the 32 inch Bow Madness,
notice it is a lot further from the
Backstop string tamer to the idler
wheel. There is a little string oscilla-
tion in this one, but this is 330 fps. If
you’re looking for a little extra speed,
why is that little bit of tingling a
problem? You’re holding right onto
the grip of the bow, there is no rub-
ber, no wood to protect you from the
lightning rod.  It’s a 10-1/2 inch limb;
this is the preloaded limb we use on
our X-Force technology bow. This is
where we’re getting our extra speed,
along with the cam. Guys, what
makes a bow a bow? The limbs bend,
the limbs make energy, on a com-
pound bow you have a cam that
stores that energy, and then you have
a system that will move that energy
to the arrow. Five years ago, if there
was a bow in archery anywhere that
had 85 percent dynamic efficiency, it
was unheard of. We are standing at

The XS (extra short) version of the Bow
Madness, shown with the company’s Field
Ready Package.

Penix likes to recommend the
Cam and Serving Lube from
Scorpion Venom, particularly if
a dealer is having problems
with serving separating
around steeply angled cams.
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the threshold with our X-force bows
of looking at 92 percent dynamic
efficiency. So what is keeping that
last 8 percent from getting to the
arrow is static friction, plain and
simple. Will the engineers be able to
find a way to eliminate that, I don’t
know, but as soon as I figure they’ve
tapped it all they come up with a way
to blow the doors off.

For the guys who like the ulti-
mate speed we have the Bow
Madness XL, this is a 36 inch axle-to-
axle bow. It has the same features as
the other Bow Madness models but
it is a longer bow with a shorter brace
height, so now you’re looking at a 6
inch brace height bow, and yet I have

finger shooting pros in the state of
Michigan who are shooting this in
tournaments. Why is higher brace
height considered more forgiving?
Because as the bow travels from full
draw to that brace height, the taller
that number, the quicker the arrow
gets off the string and reduces the
amount of time span that you have
to mis-direct the arrow through
torque or anticipation. So how can a
6 inch brace height bow like this be
forgiving and accurate? This bow is
so fast, when you’re starting to get up
around 342 fps where this bow is, the
human part of this equation goes out
the window, and if you thought I’ll
click the trigger and grab the bow, by

the time you can react the arrow is
about 8 to 10 yards out of the bow. So
your ability to misdirect the bow or
anticipate the shot is greatly
reduced. 

I tell people when they look at
this little B.E.S.T. grip, and they may
be coming from a 12 year old bow
that has a 2x4 for a grip, they may say
“I don’t like that.”  I say just try it,
we’re not going to force you to have
good shooting form but we’re going
to make it so easy for you to have
good shooting form that you’re going
to wonder who in the world is shoot-
ing your bow. When you see your
effective range get expanded 15 or 20
yards and you see your groups tight-
en up dramatically, the biggest thing
that’s helping you is the grip.”

Editor’s Note: Penix went on to
detail additional models designed
for pro shop only, including the
Vendetta XS we highlighted in the
January issue. You can request a PSE
catalog by calling (800) 477-7789 and
Michigan dealers can reach Penix at
(989) 463-6379.

PSE’s Vibracheck Backstops are adjustable so as you’re adjusting a bow to the shooter
you can also set the stopper at the exact brace height.
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