
The small town of Tully lies
about 25 miles south of
Syracuse in central New York

State and it’s where Jeff Bordwell and
his family call home. Jeff and his wife
Melissa, with the help of their three
children Dillon 17, Glen 14, and Katie
11, run Legends Of Fall Outfitters. It is
an archery shop that may be the quin-
tessential family run bow shop. 

Because of the snow this region
gets every winter, we were a little con-
cerned about our late February
appointment to visit the shop, and the
weather didn’t disappoint. A few days
before our visit, a snowstorm dumped
more than 17 inches of snow on the
area but our concern was unwarrant-
ed since New York highway crews are
accustomed to extreme snow condi-
tions and as a result, we found the
highways clear for the length of our 80
mile drive north. As we pulled into the
spacious parking lot located just off
State Route 11, we noted it was clear of
snow and the shop open for busi-
ness—a good sign. 

Like a lot of pro shop owners, Jeff
Bordwell needed the support of a sec-
ond job to help launch his business.
Bordwell was a carpenter, working
with his brother-in-law, and Melissa
ran the archery business until he got
home at night. “I was working ten

hour days as a carpenter and hurrying
home in the evening to work the
archery shop and relieve Melissa so
she could tend to the kids. I was burn-
ing the candle at both ends,” Bordwell
said. One evening on his way home,
he fell asleep while driving and nearly

had a collision with a truck. That’s
when he decided he was going to do
one thing or the other. In the spring of
2000, he told his brother-in-law he
was getting out of the carpentry trade
and devoting his full time to his fledg-
ling business. 

“I’m very happy I made that
choice,” Bordwell told us. “We still pull
a lot of hours but at least we don’t have
to drive to get to work. It’s a labor of
love; that’s what it has to be in order to
stay in business,” he added. The shop
is open 40 hours a week but, the
Bordwells put in far more hours work-
ing on bows, building arrows, doing

Family Builds Top-Notch Pro

Glen, Katie, Dillon, Melissa and Jeff Bordwell are the hard-working family that built,
owns and operates Legends of Fall Outfitters.

This is the view of the shop less than two
weeks after our visit. Jeff worked hard to
get the new entranceway built to add to
the esthetics of the outside of the shop
and to provide protection from the weath-
er for his customers.
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maintenance and keeping the shop
clean. Bordwell said his business is
busy most of the year but April and
May are his slowest times. “This is the
time of year I do a lot of the mainte-
nance chores I can’t get to during the
rest of the year,” he stated. 

The original shop was located in a
16x30 foot building but they quickly
outgrew that in less than two years.
Today, the shop has a retail space
that’s nearly 2,000 square feet. The
building, he told us, has been in his
family since the 1930’s when his great
grandfather had a commercial turkey
farm. Later, in the 1950’s, the family
ran a dairy farm until a fire destroyed
the cow barn in 1965.

After the fire, Bordwell said his
grandparents decided to quit farming
and so the building and grounds lay
fallow for nearly 30 years. In 1996, Jeff
and Melissa bought the building from
his grandparents, rebuilt it, and
turned it into an archery shop. “The
best thing about this place is that we
don’t have any mortgage which of

course is a big expense for any busi-
ness. It’s one of the main reasons we
can be profitable,” he told us. 

When they were first married,
Melissa worked as a teller and book-
keeper at a local bank, but took a leave
of absence after their second son Glen
was born. “After Glen came along, I
planned to stay home with the kids for
a few years and then go back to work,
but little by little, I got into the archery
business. Me working the business
while Jeff worked as a carpenter just
made more sense than his having to
hire someone. Besides, I could spend
more time with our kids by working
out of our home,” she explained.
“What skills I had in the bank such as
bookkeeping, I carried over to the
business,” she added. 

Jeff and Melissa explained in
order for them to keep their business
running smoothly, they have agreed
to certain
s p e c i f i c
responsibili-
ties and to

share others. Jeff handles sales, bow
repair, and building maintenance
while she also handles sales, custom
makes arrows, and does the books.
They both share in organizing the sev-
eral shooters leagues they run
throughout the year. 

While we were there, we noted
Melissa was a whirlwind of activity
putting away orders, dusting, and get-
ting the shop ready to open for the
day. “Since we’re here all the time with
customers, we don’t get much time to
get things done so, I’m always busy,”
she said. “We have leagues every
night, Monday through Friday, and
we’re open from 12 to 8 p.m. on those
days. On Saturday, we’re open from 10
a.m. to 4 p.m. and we have seasonal
hours on Sundays when were open
from 10 to 2 p.m.,” she informed us. 

Their peak season begins in July
and things get very busy however, the

Shop in Central New York
By Mike Raykovicz
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Bordwell services just about any brand of bow but is an
authorized Hoyt, Mathew's, and BowTech dealer. His large
inventory of bows includes the new Hoyt Carbon Matrix, the
McPherson Series Monster and the new Mathew's Z7.

This pro shop offers Saturday morning shooting instruction for more
than 90 children from ages 5-14. The kids shoot for fun at balloons and
other targets while some of the others shoot for league score. By mix-
ing league and non league shooters, parents don’t have to wait all day
for their children to shoot. Jeff Bordwell says this makes it easier on
everyone. In the photo above, Instructor Chuck Tummino oversees a
line of shooters at a Saturday morning shooting session.
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Bordwells are only open six days a
week during this time in order to
spend time with their three children.
“We like to take the kids on day trips,
picnics, or to shooting competitions,”
Melissa stated. “We usually try to find
time to take one family trip a year and
we’ve been to Africa twice,” she
added. 

Melissa and Jeff told us their first
African hunting safari was for their
15th wedding anniversary. Jeff won
the trip by taking first place in an IBO
competition in Pensacola, Florida.

“Two of my staff shooters, Bill Spicer,
Justin Martin and I shot a team round
and we won the trip. I was the only
one who could go so, I took Melissa,”
he stated. 

Jeff and Melissa took another trip
to Africa in 2006 and this time the
whole family went. Jeff explained that
oldest son Dillon shot a Waterbuck,
Red Hardebeest and a Wart Hog while

Glen shot a white and a brown
Blesbuck. “I took a Diker, Impala,
Bushbuck and Gemsbok while
Melissa shot a nice Nyala,” he told us.
The European style mounts are on
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Bordwell does bow repair in a screened area in his shop allowing customers to talk to
him or ask questions while he works. He said he services any brand of bow from Oneida
to Buckmasters. He does a lot of bow repair because he’s established relationships in a
100 mile wide dealer network around his shop. He believes good service means having
the proper tools and as a result, he has invested over $33,000 dollars in state of the art
equipment. The shop has a Spot Hogg Hooter Shooter, Apple bow presses that are
specifically designed for work on parallel limb bows, an Intercomp Model CS200 digital
electronic scale for accurate measurement of bow poundage, high speed arrow saws, a
48 unit Bitzenburger Dial-O-Fletch arrow fletching setup, a cam timing and draw weight
checking apparatus and the best chronograph money can buy.

Waterproof
and Extremely
Tear Resistant
NFAA Field & Hunter
and FITA Field Faces

The ONLY U.S. Official Manufacturer
For Information Contact,

mlpress1@aol.com
www.mapleleafpress.com

Phone 616-846-8844
Fax 616-846-6408

1215 S. Beechtree Street, Grand Haven, MI 49417

NEW!

The task of arrow building falls to
Melissa. This facet of their business is very
strong and steady. Melissa said she has
seen every combination of fletching, nock
and shaft combination known to man and
will custom assemble arrows with any
color and style of fletching a customer
wants.

In the photo above left, the former bank
employee checks inventory on the com-
puter system. She also keeps the books for
the business. At lower left, she’s checking
in an order from a distributor, something
she does before the shop is open and she’s
busy with customers.

When a customer comes into the shop for
service work, he is given a customer ser-
vice order listing the cost of the services
Bordwell offers. “We set up any new bow
bought from us for free but charge a cus-
tomer if the bow was bought somewhere
else. We go over each item on the service
order and the customer knows exactly
what he will pay before he leaves our
shop. Our prices are fair and our customers
don’t mind paying for the service they
get,” he told us. “There are no surprises.”
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display in the shop and generate a lot
of interest. 

As if running the shop wasn’t
enough to keep the couple busy, Jeff
and Melissa along with two other
adults run a three week summer
camp for boys and girls 7 to 14 years
of age for which they charge a modest
fee. At camp, the children go swim-
ming, hiking, fishing, canoeing, play
volleyball, pick wild berries and make

jam. They also learn to shoot bows
and air guns under adult supervision.
“Melissa does the crafts and I do the
canoeing, fishing and hiking. We both
teach and Dillon often helps,” Jeff
said. “When the kids go home at the
end of the day, they’re tired and in
bed by 8 p.m. which is often where we
want to be,” he added. Bordwell said
he and his wife enjoy running the
camp because it gives the kids an
opportunity to participate in outdoor
activities they may never get a chance
to do otherwise. 

Jeff and Melissa told us their chil-
dren are a big part of their business
and that oldest son Dillon is his
father’s right hand man. “He’s the best
bow mechanic I’ve ever hired, and
while some customers might be
apprehensive about a seventeen year
old working on their bow, others

specifically ask for him,” Jeff stated.
“The kids get home from school
around three and immediately get
their homework done. They then do
their required chores like tending the
wood fire and taking care of the pets.
Dillon will then come in and work in
the shop part time,” he told us. “All
three children shoot in a league and
each is a NFAA State Champion a
couple times over,” he added. 

One of Bordwell’s pet peeves is
New York’s current hunting law
that prohibits kids younger than 14
to hunt deer with a bow and arrow.
“I was raised in a hunting family
but because of New York State
laws, my kids couldn’t hunt until
they were 14 years old, I had to
take them out of state to hunt.
Even though they were with us in
Africa and both legally killed game

About 90 adults are enrolled in the indoor winter league and are seen shooting here.
Bordwell also runs a 3-D league in the summer months and this year will hold it on his
own property rather than going to nearby clubs.

The Bordwells stock a variety of outdoor apparel and try to offer
what Their customers want. Clothing featuring the logo of bow
manufacturers is a good seller.

“I wouldn’t stock a product or sell it if I didn’t believe in it 100
percent,” Jeff Bordwell said. Here, an eye catching display of Dead
Down Wind products line a wall without taking up floor space.
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animals with their archery equip-
ment, they couldn’t hunt here in New
York,” he stated. 

Both Dillon and Glen have indi-
cated an interest in continuing in the
business but Dillon also expressed an
interest in attending a gunsmithing
school in Colorado. “This summer
Dillon is going to do an internship
with the nationally known rifle barrel
maker, Hart Rifle Barrels, located in
nearby LaFayette. Paul and Jim Hart
are both staff shooters and made the
offer to Dillon,” Bordwell told us.

Jeff said he has eight staff shooters
not including Melissa, Dillon, Glen
and Kate. Non-family staff shooters
get a percentage off their purchases
and in exchange, agree to wear a
Legends Of Fall shirt at each shoot
they attend. Two of the long time staff
shooters help in the shop when things

get really busy, Jeff explained. “Our
staff shooters have been long-time
customers and they are extremely
loyal to us. They’ve agreed to repre-
sent the shop in a professional man-
ner and are held to the highest per-
sonal and ethical standards,” he
added. “Not all of them are potential
state champions but they are still
excellent shooters and I’ll work with
them to upgrade their shooting skills,”

he said. Bordwell told us he, Dillon
and Glen shoot competitively and
that they are seen by many of his cus-
tomers and that helps business as
well. “At the end of the year we have an
appreciation party for all of those who
have helped us throughout the year,”
he said. “If Melissa and I had to leave
the business to attend a funeral or
some other function, I can count on
any one of those guys to come in and

The outdoor shooting range seemed
like a lonely place in February but the
Bordwells recently bought an additional
three acres of adjoining land and will
expand the course with a full 3D range.

After winning a trip to Africa Jeff and Melissa spent their 15th
wedding anniversary on the Dark Continent. The game animals
they took, along with several whitetail trophies taken by Jeff,
are attractively displayed in the shop. The Vormwald Turkey
Farm sign was the original sign on the barn when his great
grandfather raised turkeys in the 1940’s. The farm buildings
adjacent to the shop are now used to store inventory until it is
needed on the showroom floor.
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cover the shop. We trust them com-
pletely,” he added. 

Currently, Bordwell sells
Mathew's, Hoyt and BowTech bows
and when it comes to stocking other
equipment he says he listens to his
customers and orders accordingly. “I
don’t stock anything I wouldn’t use
myself and my customers know that,”
he said. “It’s just too hard to sell some-
thing you don’t believe in,” he added.
Jeff said he was looking forward to
Dillon being able to attend the ATA
show with him next January. “I want
one of my future partners to attend
with me,” he stated. 

To discourage theft, the shop has
a small security camera mounted in
the ceiling near the register and small
articles like releases, sights and arrow
rests are kept behind the counter. “We
also greet each customer as they walk
through the door to let them know we
realize they are there. The shop is well
stocked and it’s unlikely a customer
will leave without buying what he
came for. In fact, we spoke to a cus-
tomer who drove over 50 miles to buy
a Mathew's Dead End String Stop for
his bow. “The dealer where I live didn’t
have one and couldn’t get me one,”
the customer told us. “I knew I could
get one here,” he added.  Bordwell
likes to keep a large inventory of items
because he feels if he doesn’t have it
he can’t sell it. That way his customers
know they don’t have to go anywhere
but his shop to get what they want.  

Good service and an excellent
facility are also reasons for the
Bordwell’s success. Shooter David
Stubnicke from nearby Fabius told us

he likes coming to the shop to shoot
because Jeff and Melissa are very nice
people and that they know him.
“They’re willing to help you out and
they are not pushy. They’re just regu-
lar folks. In addition, the facilities are
nice, clean, bright and the service is
excellent,” Stubnicke added.

Customer service is a high priori-
ty for Jeff and Melissa and in addition
to selling and servicing bows, they
offer customers outfitting services for
hunts to other states and Africa. “One
of the things we realized after 14 years
in business is that we’re in a unique
position to help our customers to
book hunts with outfitters in other
states and in different countries. We
work with Midwest Bucks in Marshall,
Illinois to book quality, fair chase
hunts for wild deer and we work with
Northwest Montana Outfitters in
Noxon, Montana to book black bear,

elk and mule deer hunts. We have a
few customers who go every year and
we help make the arrangements. We
also arrange African hunts through
Bushmans Quiver Hunting Safaris
located in Limpopo province, South
Africa. They will arrange a hunt for
just about any African game species a
hunter wants. We use these outfitters
because they specialize in bowhunt-
ing” he explained. Bordwell also said
he works with Pourboirie Monet
Outfitters in Senneterre, Quebec,
Canada for those customers who
want to hunt black bear or moose. 

Like many other small shops,
Bordwell says he doesn’t sell hunting
licenses because it takes too much of
his time and that buying the equip-
ment required in order to sell licenses

A visible security camera above the regis-
ter ensures less merchandise walks out the
door. “We do lose some stuff, but this helps
cut down our losses,” Jeff explained.

Bordwell works with several out-of-state
and out-of-country outfitters and offers
customers booking services for elk, mule
deer, bear and moose, in addition to hunts
for African game species. This chalkboard
is next to the entranceway and reminds
customers of the service.

This box containing powder for muzzle-
loaders may be ominous looking but the
warning is required by law. Bordwell said
he began selling muzzle loading rifles and
propellants because there was a market
for them in his area. “I added them to
bring additional revenue into the shop,”
he said. “However, keep in mind, this is
first and foremost an archery shop and
that gets first priority,” he added.

Never one to miss
an opportunity to
increase sales, Jeff
recently bought
matched pairs of real
deer antlers to sell
next hunting season.
The antlers came
from farm raised
deer and he feels his
customers will see
better results rattling
real antlers rather
than ones manufac-
tured from synthetic
materials.

July10AT064-073NewPag.qxp  6/3/2010  12:08 PM  Page 70



is expensive and provides little return.
“I don’t want to lose a thousand dollar
bow sale because I’m busy issuing a
hunting license on which I might
make two dollars,” he added. Jeff said
he does offer a hunter safety course

several times a year as a service to his
customers but, although others may
disagree, he doesn’t do it to drive in
additional business. He feels the
course should be offered for the good
of archery and not to drive sales. 

To get customers into the store he
said he does a fair amount of advertis-
ing in the local newspaper and on
local television but word of mouth still
drives his business. “I was told long
ago, take care of your customers or
someone else will,” he said. “We’re
very diligent about getting a customer
what they want and if by some chance
I don’t have it I’ll get it in a day or two,”
he said. “When we do work for a cus-
tomer, we give them a set-up sheet
with the prices for our services clearly
spelled out. This way the customer
knows exactly what he’s getting and
how much it’s going to cost. There are
no surprises because when a cus-
tomer leaves our shop they know
exactly how much it will cost them for
the service they want,” he told us.  “We
have seven archery shops and three
big box stores within thirty minutes of
us, and so we go overboard to keep
our customers happy with good ser-
vice while stocking the products they
want,” Bordwell said.

To generate additional sales and
for added revenue, Jeff began selling

Snow and cold weather go hand in hand
in upstate New York and the Bordwells use
the opportunity to supplement their
income by selling wood burning furnaces.
“We don’t sell a great number of them but
do okay. Every little bit helps,” Jeff
Bordwell told ArrowTrade.

Scent control is a big issue with bow
hunters and Bordwell now offers to de-
scent a customer’s hunting apparel using
the Eco3 ozone generating device con-
tained in this small cooler. He feels there is
enough customer interest in scent sup-
pression and that he can generate addi-
tional income by offering to make hunting
clothing scent free.
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black powder guns about four years
ago. “We do ok with them but, we’re
not setting the world on fire with
sales,” he stated. “This is first and
foremost an archery shop and people
know it,” he said. “However, I’ve been
a black powder enthusiast since I was
14 years old. In fact, I built a CVA
Kentucky long rifle for an art project
while I was in high school. My
teacher, Dick Mitchell, was into black
powder and he encouraged and
helped me do it and we went to many
black powder competitions. We had a
ball,” he added. 

Like some other family run pro
shops, Jeff and Melissa rely on the
sale of peripheral items to keep the
shop running. “We sell outdoor
wood-burning furnaces to generate
additional income,” Jeff said. “Again,
we’re not setting sales records but it’s
extra income. In fact, we use one to
heat the shop and reduce our heating
costs. We buy logs and cut them our-
selves to save money and as a result,
we haven’t increased our range or
other fees in the last several years.

With the wood burning furnace, I fig-
ure we’re saving about $3,000 a year
in fuel costs,” he told us.

We asked Jeff if there was any-
thing else he sold and were quite sur-
prised with the answer. “Trees, we
sell trees,” he told us. Curious we
asked him to explain. “We’ve teamed
up with RPM Ecosystems located in
Dryden, New York to sell oak and
other mast producing trees to indi-
viduals who want to improve their
hunting property. RPM stands for
Root Production Method, a patented
means for encouraging the develop-
ment of denser, more fibrous root
masses with increased root tips. This
enables the tree to absorb and utilize
more oxygen, water and nutrients
resulting in a faster growing tree with
a high probability of survival and ear-
lier fruiting. We sell mainly oak trees
that are about 4 feet tall and some
customers buy 5 to 10 trees to plant
on their property. Mast production
begins in about 3-5 years. We began
selling the trees three years ago and
we sell more than a hundred every

year,” he told us.
The additional
sales from these
trees help the
bottom line, he
explained. 

Before leav-
ing we were able
to chat with
Dillon and we
asked him how
he felt about the
business. “I’m
thinking of stay-
ing with it that’s

for sure. I like the idea of being my
own boss and not having to work for
someone else. It is hard work I know
but it goes with the business,” he told
us. Middle son Glen also expressed an
interest in joining his brother running
the business some day but at 14 he
says he may change his mind. 

We asked Jeff what he felt con-
tributed to the success of his business
and he emphasized that he and his
wife offer excellent customer service
before and after the sale and that
complete customer satisfaction is
their goal. “We charge a fair price for
our goods and services and we don’t
give anything away. That’s why we’ve
stayed in business for so long,” he
said. “Customers might find a place
offering a lower price but they won’t
find one offering better service. We’ve
watched other stores charge less and

Jeff and the three children all compete
and these are just a few of the trophies the
family has won. Melissa shoots in a league
but doesn’t compete like Jeff and the chil-
dren. Dillon, Glen and Katie are all league
shooters and have won multiple state
shooting championships. A few days after
our visit, at the NFAA Mid-Atlantic Shoot
held in Endicott, New York, Dillon shot a
perfect 60x 300.

Seventeen year old Dillon is his father’s right hand man. “Some
customers may be apprehensive about a 17 year old working on
their bow, but others ask for him specifically,” said Jeff Bordwell.
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they’ve gone out of business,” he
added. In addition, he said being a
member of ARRO, the Archery Range
and Retailers Organization has helped
him greatly. Not all archery shops are
invited to be a member of this highly
professional group, only the nation’s
best are members, he told us.

“Through ARRO, we can buy at dis-
tributor prices and increase our profit
margin greatly,” he said. “If it wasn’t
for us getting into this organization
we wouldn’t be as successful as we
are,” he added. 

In closing Melissa and Jeff noted
their children have always been a part

of their business and even the
youngest Katie helped while still in
diapers. “When stocking inventory, I’d
give her small packages of arrow
nocks and she would open the pack-
ages and put them in bins for me. It
kept her busy for hours,” Melissa said. 

After nearly eight hours in the
shop, it was clear the Bordwells not
only had good business sense, but
good family, moral, and ethical values
as well. It was apparent these values
carried over to their business and this,
along with their dedication to the
sport, and their hard work, has made
Legends Of Fall Outfitters one of the
most successful archery shops in cen-
tral New York. Jeff said he plans to
expand the shop and this spring will
add a 30x30 foot addition to the back
of the building. With the larger busi-
ness Dillon and Glen will have their
work cut out for them if they decide to
take it over. Still, these are hard-work-
ing kids who share their parent’s love
of archery so, I’m betting they can
handle it.   

GET AHEAD OF THE GAME
Introducing, new for 2010, the Apple Eliminator Pro-Line Press 
and the Apple Crossbow Cradle, two of the latest tools no 
pro shop should go without.

#2001 Apple Eliminator
Pro-Line Press
1  Full service bow press for every 
    bow design available including crossbows

2 Rapid, easy and versatile setup 

3 Utilizes limb tip and limb post compression

4 Superior functionality at a competitive price

#0999 Apple Crossbow Cradle
1  Adaptable for all crossbows with a solid foot
    stirrup to allow hands-free maintenance

2 Facilitates all maintenance and shooting 
while in cradle

3 Provides clearance for bow-mounted quiver, 
string, cables and scope

4 Assists in sighting in the crossbow

5  Can be used as a display cradle

Synchronous 
arm movement

Adjustable 
stirrup rest and 
stock yoke 

For this and other quality service and repair tools, call www.applearchery.com800.745.8190

These youngsters participate in the Saturday morning shooting sessions offered at
Legends Of Fall Outfitters. Each child receives a participation trophy for their efforts.
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