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THURSDAY, 01/06

LEN MARSH * Len Marsh has more than 50 years of 
experience hunting and shooting. For the past 17 years he has 
owned Macrotech, a large pro shop in Baltimore, Maryland. 
Len also holds several patents. FRIDAY, 01/07

TAO’S BOW TUNING PROCEDURES (Also 01/07) 
01/06 * Room 210 * Teijo Villa, Tao’s Archery Services  
This in-depth, detailed seminar discusses the finer points of tuning bows 
using this veteran technician’s specialized tuning procedures.

WELCOMING WOMEN INTO SHOOTING SPORTS (Also 01/07) 
01/06 * Room 203 * Karen Butler, Shoot Like a Girl  
Discover the unique buying power of women. Learn tips, tools and 
resources for boosting sales to women from Shoot Like a Girl, a leader  
in growing the number of women who confidently participate in  
shooting sports.  

EXPLORE BOWHUNTING: A TOOL TO CREATE NEW  
CUSTOMERS (Also 01/08) 01/06 * Room 208 * Jennifer Mazur,  
Archery Trade Association  
Create relationships within your community by using programs such as 
Explore Bowhunting. This outdoor education program targets kids ages 
11-17, and teaches the basic skills of bowhunting. Explore Bowhunting is 
currently being piloted in eight states. Learn how you can support local 
programs, and use this new and exciting program in your shop.

START CONNECTING WITH YOUR CUSTOMERS (Also 01/08) 
01/06 * Room 201 * Mark Copeland, Jay’s Sporting Goods  
Don’t just talk to your customers; connect with them. Just because  
you’re talking, don’t assume they’re embracing what you say. You must 
make each one of them feel unique and important. When you connect, 
you not only get their business, but their entire family’s business, for  
years to come.

SEED, FEED, ATTRACTANTS AND GAME CAMERAS  
(Also 01/08) 01/06 * Room 212 * Tim Carnahan and  
Sheldon Lovelace, Wildgame Innovations  
Learn about food plots and how to choose a site, select a proper seed  
blend, and then care for and maintain the site for maximum production.  
We will also discuss minerals vs. attractants for deer, and offer advice  
for choosing and using game cameras to get the best results. 

TUNING MADE EASIER WITH THE RIGHT TOOLS (Also 01/08) 
01/06 * Room 204 * Len Marsh, Apple Archery  
Len Marsh demonstrates state-of-the-art pro shop presses that use electric 
motors and multi-functional tuning tools to set the standard for bow 
repairs and service. This demonstration includes the proper use of these 
bow presses and tuning tools on various bow designs. Learn how to press 
certain bows — as detailed by manufacturers — without damaging them, 
and discuss improving profitability by using the right tools effectively.

UNDERSTANDING BOW FIT AND BALANCE, PLUS  
SHOOTING FORM (Also 01/08) 01/06 * Room 206 *  
Bernie Pellerite, Robinhood Video Production, Inc.  
It’s a fact: Matching customers to the right bows, and offering tips on bow 
balance, aiming and proper shooting form, helps them hold steadier and 
shoot better groups. In turn, this results in steady sales for you. Master 
Coach Bernie Pellerite offers tips on determining proper draw length,  
bow balance, body alignment and shooting form.

GRASSROOTS MARKETING: WEBSITES & TODAY’S  
FREE ONLINE REAL ESTATE 01/07 * Room 209 * 
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Marketers have abundant tools to reach their audience.  
These include advertising, Web sites, digital promotions, and events 
that generate news. This seminar narrows the focus. What do the 
Internet, social media and your Web site mean for your shop’s success? 
How can you create an online presence that affordably reaches your 
audience and brings customers through the door? Plus, should you 
bother mailing promotions? 

HOW TO INCREASE SALES AND PROFIT MARGINS  
THROUGH VIDEO 01/07 * Room 201 * John Campbell  
& Jeremy Leu, Campbell Outdoor 
Learn how to use video footage to promote store products and services. 
This includes creating and editing instructional or promotional DVDs 
to drive store traffic; creating loops for trade shows; cutting costs when 
editing promotions, including commercials; and increasing sales 
through promotions with video footage from the outdoors.

CROSSBOW SALES 101 01/07 * Room 202 *  
Riley Foster, Horton Archery, LLC 
The sale does not stop with the crossbow’s purchase! This class  
dives into basic crossbow fundamentals, and then goes in depth about 
acc essories hunters need to succeed afield.

TAO’S BOW TUNING PROCEDURES (Also 01/06) 
01/07 * Room 210 * Teijo Villa, Tao’s Archery Services

UNDERSTANDING THE ARCHERY FEDERAL EXCISE TAX  
(Also 01/08) 01/07 * Room 212 * Jay McAninch & IRS, ATA and IRS 
Do you have questions about paying the Federal Excise Tax (FET)  
on archery equipment? Do you need help preparing for an IRS audit?  
Come to this open forum to get help on constructive sales pricing, 
receive clarifications on which products are subject to the FET, and 
determine who is responsible for paying the tax. Time will be allowed 
to help participants work through specific problems. 

WELCOMING WOMEN INTO SHOOTING SPORTS (Also 01/06) 
01/07 * Room 203 * Karen Butler, Shoot Like a Girl

ATA MEMBER SERVICES: OPEN FORUM FOR  
SMALL-SHOP RETAILERS 01/07 * Room 205 * Peter Gussie,  
Randy Phillips and Mark Copeland, ATA Dealer Council 
This panel discussion and open forum focuses on small retail-shop  
owners, and addresses their questions about everyday business concerns  
and practices. Become part of the discussion by joining other small-shop  
owners to share ideas and become more successful.

PROFESSIONAL SHOP = PROPER TUNING, PROPER TESTING,  
AND PROPER BILLING 01/07 * Room 204 * Len Marsh, Macrotech 
Learn how to put PRO in all you do and make more money with less 
effort by standing out as a PRO in the eyes of your customers and peers. 
Learn how to ask your customers the right questions, build your 
customer base the right way, test equipment and tune for the best results, 
and properly bill for your PROfessional services.
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ADVANCED LAWSUIT PROTECTION,  
TAX REDUCTION AND ESTATE PLANNING (Also 01/07) 
01/06 * Room 202 * Larry Oxenham, American Society for Asset Protection 
Learn lawsuit protection, tax reduction and estate planning strategies that 
most advisers are unaware of.

CROSSBOW ACADEMY 2011 01/06 * Room 207 *  
Paul Vaicunas, Parker Crossbows  
Benefit from this complete, comprehensive guide to understanding the  
latest technology in crossbows, and maximize your profits by selling 
crossbows and their accessories. Become your community’s crossbow  
expert. Learn to recognize your customers’ needs and buying patterns,  
and attract new customers to your store. Once you’ve attracted them,  
close the deal with innovative merchandising techniques.  

TACTICAL SALES STRATEGIES (Also 01/08)  
01/06 * Room 205 * Marcy Reese  
Focus on everyday practices that help shop owners increase profits, 
average purchases and grow repeat business.

MINIMIZE YOUR LITIGATION RISK OF SELLING TREE STANDS  
(Also 01/08) 01/06 * Room 209 * Marilyn Bentz and Wade Nolan,  
National Bowhunter Education Foundation  
Minimize the risks of selling tree stands. Learn how retailers can  
proactively manage their risk of litigation from a tree-stand sale. This 
seminar shares the latest tips and solutions to decrease a retailer’s risks  
and/or exposure.  

SOCIAL MEDIA MARKETING 01/06 * Room 211 * Brian Blank,  
Kentucky Department of Fish and Wildlife 
Brand marketing is most effective when your message is kept simple and 
conveys one salient point. Social media provide the most cost-effective 
mechanism to connect with potential customers and communicate your  
brand message. Learn how ordinary people establish influence once  
reserved for the mainstream media.

HITTING YOUR TARGET ONLINE  
01/08 * Room 203 * Curtis Jazwiecki, Outdoor Business Network, Inc. 
Use the Internet and all of its resources to merge your brick-and-mortar 
operations with the growing online culture. Today’s retail companies 
must use technology to improve branding and customer service while 
driving in-store and online sales. Learn to integrate your brick-and-
mortar operations with online resources that grow business and attract 
new customers.

CROSSBOWS: AN OPPORTUNITY YOU CANNOT MISS 
01/08 * Room 202 * Mirko Valagussi 
It’s time to get crossbows out of the shop’s dark corner and start  
making profits out of them.

SEED, FEED, ATTRACTANTS AND GAME CAMERAS (Also 01/06) 
01/08 * Room 207 * Tim Carnahan and Sheldon Lovelace,  
Wildgame Innovations 

EXPLORE BOWHUNTING: A TOOL TO CREATE  
NEW CUSTOMERS (Also 01/06) 01/08 * Room 210 *  
Jennifer Mazur, Archery Trade Association

START CONNECTING WITH YOUR CUSTOMERS (Also 01/06) 
01/08 * Room 201 * Mark Copeland, Jay’s Sporting Goods

TUNING MADE EASIER WITH THE RIGHT TOOLS (Also 01/06) 
01/08 * Room 204 * Len Marsh, Apple Archery

UNDERSTANDING BOW FIT AND BALANCE,  
PLUS SHOOTING FORM (Also 01/06) 
01/08 * Room 206 * Bernie Pellerite, Robinhood Video Production, Inc.

TACTICAL SALES STRATEGIES (Also 01/06) 
01/08 * Room 205 * Marcy Reese

CAM LEAN: WHY IT MUST BE CONTROLLED (Also 01/07) 
01/08 * Room 208 * Nate Grace, Brian Anderson and Loren Lohr, G5

MINIMIZE YOUR LITIGATION RISK OF SELLING  
TREE STANDS (Also 01/06) 01/08 * Room 209 * Marilyn Bentz  
and Wade Nolan, National Bowhunter Education Foundation

UNDERSTANDING THE ARCHERY FEDERAL EXCISE TAX  
(Also 01/07)  01/08 * Room 211 * Jay McAninch & IRS, ATA and IRS 

SATURDAY, 01/08

BERNIE PELLERITE * Bernie Pellerite is the president of 

Robinhood Video Production Inc., as well as a video producer  

and director, author, staff writer, seminar speaker, archery analyst, 

manufacturer, inventor and professional archery coach.

UNDERSTANDING BACK TENSION AND TARGET PANIC 
01/07 * Room 206 * Bernie Pellerite, Robinhood Video Production, Inc.  
Do you want to keep your customers for life? Show them how to cure 
their target panic, buck fever or tournament nerves. Master Coach  
Bernie Pellerite, a respected and knowledgeable shooting instructor, has 
schooled more than 2,700 shooters over the past 15 years. More than  
160 of them have since claimed world or nationals titles.  

ADVANCED LAWSUIT PROTECTION, TAX REDUCTION  
AND ESTATE PLANNING (Also 01/06) 01/07 * Room 207 *  
Larry Oxenham, American Society for Asset Protection

CAM LEAN: WHY IT MUST BE CONTROLLED (Also 01/08)  
01/07 * Room 208 * Nate Grace, Brian Anderson and Loren Lohr, G5 
Learn what defines cam lean, how it is measured, how it affects a bow’s 
accuracy and limb life, and why it must be controlled. Participants will  
be shown the many ways to measure cam lean for single, binary and  
parallel cams. 

BOWFISHING:  THE OTHER ARCHERY SEASON  
01/07 * Room 211 * Mark Land, Muzzy Products 
Expand your business in the offseason by taking advantage of a large, 
fast-growing segment in archery: bowfishing. This highly addictive sport will 
be explained and demonstrated as Mark Land discusses which equipment is 
required and how easy it is to set up your customers. Find ways to move 
equipment and promote sales during a normally slow time, and take advantage 
of new and growing opportunities for this sport in your area.
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BRIAN ANDERSON * Brian Anderson manages customer service for G5,  
Quest and Prime Bows. He has 20 years of experience in tuning bows. 

MARILYN BENTZ * Marilyn Bentz, executive director of the National Bowhunter 
Education Foundation, has been involved with the shooting sports and hunting industry 
for more than 25 years. Marilyn knows the importance of a standardized curriculum in 
building effective educational programs.

BRIAN BLANK * Brian Blank is director of public affairs and marketing for the 
Kentucky Department of Fish and Wildlife. His previous sales and marketing roles 
included: Dick’s Sporting Goods, Medalist Apparel, Emotion Kayaks, and American 
Sport Fishing Association. His marketing philosophy “is simply to communicate  
multiple benefits across all available media platforms.”   

KAREN BUTLER * Karen Butler is president of SLG² Inc. (DBA: Shoot Like a 
Girl), a company that empowers women to participate confidently in shooting sports. 
Karen started shooting a bow in 2000, and in 2006 she won the Colorado state 
championship in the women’s bowhunter freestyle division. She has placed in many  
local, state and regional tournaments; and has competed nationally and internationally. 

JOHN CAMPBELL * John Campbell is host of “The Campbell Outdoor Challenge,” 
and the author of the copyrighted rules for “The Sport of Filming Hunts.” John 
developed the concept of highlighting the cameramen of hunting shows, because they’re 
the people who bring the “outdoors indoors.” “The Sport of Filming Hunts” airs on  
the Fox Sports and Versus networks. 

TIM CARNAHAN * Tim Carnahan is the National Brand Manager of Wildgame 
Innovations, Flextone Game Calls, Evolved Harvest and Evolved Habitats for Synergy 
Outdoors. These brands offer the highest quality products in mineral / feed attractants, 
food plots and game calls for the outdoor sporting enthusiast.  

MARK COPELAND * Mark Copeland is store director of Jay’s Sporting  
Goods in Gaylord, Michigan. Mark is also Michigan’s volunteer state coordinator  
for CenterShot Ministries, vice chair for the Otsego Wildlife Legacy Society, and a  
pilot instructor for the ATA’s Explore Bowhunting program. Mark was recently  
honored by the Michigan DNRE as a “Partner in Conservation” for his  
contributions to the DNRE archery program.

RILEY FOSTER * Riley Foster has been with Horton Manufacturing Inc., since 
1988. He travels around the country to train dealers and consumers on the ins and  
outs of crossbows. Riley also manages Horton’s pro staff. 

NATE GRACE * Nate Grace is the owner and designer for G5, Quest and  
Prime Bows.

AMY HATFIELD * Amy Hatfield manages the ATA’s communication and 
public-relations efforts to benefit ATA members. Hatfield advances our industry and 
sports by delivering valuable exposure to programs the ATA supports and organizes.  
She also guides the ATA’s media-relations strategies and media-research efforts to  
ensure ATA news is everyone’s news. Hatfield also worked on the public relations  
team at the National Wild Turkey Federation before being promoted to Web editor  
and as an editor of Realtree’s newsletter, “Headlines from the Treelines.” 

CURTIS JAZWIECKI * Jazwiecki is president and founder of Outdoor Business 
Network Inc., a firm dedicated to providing e-commerce solutions to the outdoor industry. 
His specialties include multi-channel retail, Web site architecture and development, 
Internet marketing and online merchandising. Currently he is a consultant and regular 
speaker on e-commerce and Internet marketing.

MARK LAND * Mark Land is the technical support specialist, pro-staff director,  
and director of bowfishing promotions for Muzzy Products.

JEREMY LEU * Jeremy Leu is co-host of “The Campbell Outdoor Challenge” and 
founder of Rivers Edge Productions. He has appeared on numerous hunting shows such 
as Outdoor Allstars with Wayne Burns, Camo Life and Cabela’s Memories in the Field. 
He also founded the Bowfishing Association of Iowa.

LOREN LOHR * Loren Lohr is a winner of many 3-D tournaments and supervisor 
of bow assembly for G5’s Quest and Prime line of bows.

SHELDON LOVELACE * Sheldon Lovelace is the Brand Manager for Synergy 
Outdoors the BA Products division based in Grand Prairie, Texas. BA Products 
manufactures a complete line of high quality products focused on the outdoors. The 2011 
digital game camera line includes infrared, incandescent flash and wifi capability units  
for your game scouting needs.  

JENNIFER MAZUR * Jennifer Mazur is the Manager of Archery and Bowhunting 
Programs for the ATA. Her background as a naturalist, environmental educator and  
avid outdoorswoman made her uniquely qualified to co-author the ATA’s Explore 
Bowhunting curriculum.

WADE NOLAN * Wade Nolan is a biologist, wildlife film producer and consultant 
for attorneys and corporations regarding tree stand litigation. One of Wade’s most 
significant projects has been the Safe Treestand Hunting Strategies DVD. This DVD,  
an important teaching tool for NBEF, is also co-packaged with tree stands.

LARRY OXENHAM * Larry Oxenham is one of America’s top asset-protection 
experts, having helped thousands of professionals achieve financial peace of mind by 
teaching them how to properly structure their assets for lawsuit protection and tax 
reduction. He has authored and co-authored several books on the subject. 

MARCY REESE * Marcy Reese has more than 23 years of retail-manager  
experience with Wal-Mart and Staples Inc. She started the Hunt N’ Shak Archery 
Center in Gum Spring, Virginia, with her husband, Rob, in 2006. As co-owner and 
bookkeeper, Marcy grew their customer base by using new retail strategies. In 2009,  
the store was named a Matthews Inc. Top 100 Retailer, and became Virginia’s largest 
BowTech dealer. 

PAUL VAICUNAS * Paul Vaicunas has worked nearly 20 years in the archery 
industry, including stints as vice president for Carbon Express, Gorilla Treestands and 
Horton Crossbows. Since Vaicunas joined the Parker team in 2007, Parker has risen to 
prominence in the crossbow market, and launched the RED HOT crossbow accessories 
lineup. Vaicunas also serves on the boards of the Archery Trade Association and North 
American Crossbow Federation. 

MIRKO VALAGUSSI * Mirko Valagussi is the founder of Crossbow-Review.com,  
the first independent source of information on crossbows and related accessories. The  
Web site provides free information on crossbow tests, reviews, product news and 
trade-show coverage. Mirko is an avid bow and crossbow shooter. 

TEIJO VILLA * Teijo Villa started Tao’s Archery Services 19 years ago with his wife, 
Alice, in Thunder Bay, Ontario. Over the past 11 years he has developed a laser-based 
bow-tuning process that attracts loyal customers from miles around. Teijo has also received 
and collaborated on several patents and copyrights. 

MEET THE SPEAKERS

SPONSORED BY:
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 It’s said that many of today’s kids lack direction 
in their lives, and unfortunately it seems to be true. 
However, the National Archery in the Schools 
Program (NASP) is successfully providing kids with 
a way to belong and be engaged. The skills they 
learn build confidence, get them physically active, 
increase school attendance... and it’s fun. And 
because it’s based on skill, not on strength or 
athletic ability... everybody gets to play!
  So, if you’re looking for a positive and rewarding 
activity for your kids or your school to be involved 
in, please call 608-269-1779 or visit NASP online at 
www.nasparchery.com

Jessy Nystrom - JessyNystrom-Score 2e298 8out oftof 300
New Nw NASP WoSPWorld ld Recocord Holder - Gid Holder - Girls Divisionls Division

Jessy Nystrom - Score 298 out of 300
New NASP World Record Holder - Girls Division

2009NASP P NatiNationalChampions2009 NASP NationalChampions
Boy’s Boy’s Overall Championverall Champion

Taylor KnottTaylor Knott
Stuart Pepper, KYStuart Pepper, KY

Girl’sGirl’s Overall Championverall Champion
Jessy NystromJessy Nystrom

Hartland High School, MIHartland High School, MI

Boy’s Overall Champion
Taylor Knott

Stuart Pepper, KY

Girl’s Overall Champion
Jessy Nystrom

Hartland High School, MI
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