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See back issues at arrowtrademag.com or arrowtrademagazine.com (for dial-up)

14  COVER STORY-Martin Archery
Not many archery firms can claim a history that goes back 60

years and few of those are still under the original ownership. The
60th Anniversary year of Martin Archery is an opportunity for
ArrowTrade to highlight a firm that combines innovative product
designs with conservative business practices. Our in-depth feature
will have more dealers appreciating the value and innovation that
the company Gail and Eva Martin founded back in 1951 can bring
to customers today. What
they launched is being car-
ried on by two more genera-
tions of Martins and by other
company veterans like bow
designer Aaron Hamilton. He
is shown here with the wild
new Rytera Seeker 365 with
its unique adjustable grip.
Ryan Martin and his father
Terry are balancing new bow
designs on our print cover.
See the fun collage cover for
the digital issue on line at
arrowtrademag.com

6 From The Publisher
Removing a barrier to sales.

8 Product Showcase
Details of a dozen products for bowhunters.

30 Industry News
Keeping you abreast of personnel changes,
business alliances & new programs.

34 Kasun’s Korner
We zero in on Brunton’s new  fool-proof GPS
system and a sunny way to keep it powered on 
long hunting trips.

36 ATA News & Views
The annual archery and bowhunting summit
shows the power of archery businesses and
stage agencies working together to grow the 
marketplace that both depend on.

40 Bear’s Bid for Traditional Glory
Pat Meitin is passionate about traditional 
archery, so he was the perfect one to tour the 
Gainesville, Florida manufacturing plant and 
report on Bear Archery’s return to its roots.
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54 Training Your Sales Staff: Part 1
John Kasun launches a new Business Brief series by helping you find the
best possible candidates for those critical customer-contact positions.

58 Understanding Broadhead Sharpness
What’s the best type of edge to put on traditional broadheads? Todd Smith
shows you the options, tells you how each edge is produced and lays out
the evidence for the one to recommend to your customers.

66 Dealer Profile: Michigan’s MJC Archery
This veteran retailer has two locations and a loyal following with both 
high-tech and traditional archers. By Tim Dehn.

74 Product & Advertising Directory
A quick way to find specific product information in this issue.

76 Kinsey’s Show Proves it Has What Dealers Want
ArrowTrade’s tradition of providing unrivaled show floor coverage 
continues with a report on this premier distributor show.

93 New Feature: Big Green Targets Scientific Test
We’re building on our reputation for providing dealers with objective
product tests by introducing a series that measures targets for stopping
ability, durability and ease of removal. By Jon Teater.

96 Scientific Crossbow Test: Darton Serpent
Jon Teater puts the compact, improved Serpent through his series
of tests for efficiency, noise, trigger pull and accuracy.

102 Equipment Focus: Carbon Arrows Keep Improving
Mike Raykovicz brings you a wealth of detail on the latest advances in 
carbon arrows from companies that supply the North American market.

114 How to Introduce Young Shooters to Release Aids
Coach Larry Wise shows the steps you can use to help insure young 
release aid shooters only pick up good habits.

122 Head to Head Hunting Bow Evaluation
Anthony Barnum is back with the first of two evaluations of 2011’s 
premium hunting bows. See how models by Strother, Elite, Mission, Hoyt
Mathews and Bear measure up in standardized tests.

138 Boosting the Archery Economy
Alabama’s program to create community archery parks is paying off in
higher sales for local retailers. Now see what could be done to duplicate 
that in your state. By Amy Hatfield.

141 ArrowTrade Bow Report: Martin Onza 3
Martin’s new Onza comes with a wealth of new features, including a
draw force curve that’s easy for customers to like. By Jon E. Silks

146 The Lighter Side: Welcome Home
Have you ever wondered whether you or the family dog is in charge?
Our dog-tired business editor got the answer on his return from the 2011
ATA Show in Indianapolis.
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No Barriers to Sales

6

One of my daughters, like me, is a very quick shopper. The other
is much more deliberative: Even if she sees an item she likes
and needs she’ll often think about it for days before returning

to the store to buy it. My wife and I had the thoughtful, deliberative
daughter, ArrowTrade’s office manager and graphic designer, with us
last summer when we bought a compact SUV. We hadn’t meant to buy
a car that quickly but the salesman was very good at his job and we
went from “just looking” to “where do we sign” in about 20 minutes. 

Anne couldn’t believe we were comfortable spending that much
money that quickly and was laughing and shaking her head at us. On
the other hand I was happy we were accomplishing something that
we’d talked about off and on for a year, and doing it so quickly. This was
a family-owned car dealership and the salesman had 13 years of expe-
rience. He guided us to a vehicle that fit our needs and our budget. The
one sticking point was how to get the 4WD pickup we wanted to trade
in to the dealer, since Anne and Vickie had another appointment to get
to. The salesman solved that dilemma by driving me home in the
Honda CRV to make the swap.

Now, imagine if everything was going along that smoothly, until I
pulled out the checkbook and he said, “Sorry, you can’t actually buy the
vehicle face to face. We handle all our sales through the internet now.
Here’s the website address.” That would have killed the sale for me right
there.

I’ve noticed something like that cropping up in more and more
print ads. Instead of including a phone number for dealers to call, the
only contact information is the website. I know there are some dramat-
ic and effective sales tools you can build into a website, from video clips
of the product in use to written testimonials from satisfied customers.
It’s natural to want to drive traffic to the website so you can make use of
that information medium, but if the dealer just wants to place an order,
why make him jump through hoops to do so? Let’s say he’s not ready to
order, but has a question or two he needs answered first. If he has to fill
out an email contact form and wait for a reply to find out what the min-
imum order quantity is, he may just decide to buy from your competi-
tor.

I know many ads are designed to run in both consumer and busi-
ness publications. It makes sense for some companies to direct the
bowhunters to the website, where everything they need to know,
including the location of the nearest retailer, may be available. Still, it’s
typically quite easy to add a phone number for the versions you’ll run
with ArrowTrade or our competitors. In fact when we make that sug-
gestion as new ad materials arrive, almost every advertiser complies
and thanks us for taking the time to mention it.
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BEARARCHERYPRODUCTS.COM

REFUSING TO STOP. REFUSING TO REST.
We took what was proven to be the most effi  cient bow of 2010
and went further.  We made it faster, smoother, quieter. And when
we were done – the defi nition of PERFECT KILLER was re-written.
Th e Carnage has been born and it’s set to unleash its wrath in the
hunting world. GET YOUR HANDS ON ONE.

4.0  lbs 7.25"brace height 32" axle to axlefps333334444455555up
to

Also Available
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Darton Archery Offers Retailers a Trio of Bows That Grow with Young Archers
Editor’s Note: A mix-up in laying out a previous issue

paired this Darton bow copy in Pat Meitin’s youth bow fea-
ture with another company’s product. Our apologies to
both manufacturers.

Darton’s youth bows have always been cutting edge
and packed with performance. The 2011 Ranger series is
no exception. It’s designed to fit the smallest youngster
but easily accommodates the growing and aspiring
bowhunter. It’s available in three models, the “I” with
black finish (and 15  to 30 pound weight adjustment and
17 to 25 inches of draw length range with 30 percent
letoff); the “II” with black riser and Realtree APG HD
limbs and “III” in complete APG HD camo or pink
riser/black limbs (the latter with 15 to 45 pounds of
weight adjustment within a 15 pound adjustment range –
according to model – and 17 to 28 inches of draw length
adjustment). These 32 inch bows include a 6-7/8 inch
brace, weigh 2.9 pounds and sport an effective letoff of 40
to 75 percent. The single-cam system includes nine draw
length modules to handle draw lengths from 17 to 28
inches, without the use of a bow press. To be honest,
though, while performance on this system is top-notch,
adjustments for weight, letoff and draw length are more
complicated than on many other youth models.

“Darton is committed to the youth market, and our
versatile Ranger series bow made here in Michigan is an
excellent vehicle for growing passions,” says Rex
Darlington, Darton Archery owner and president. “The
bow is lightweight, with a wide range of adjustments for
both draw weight and draw length. It allows the bow to

grow with the young archer and keeps the sport affordable
for their parents. 

“Darton is an approved supplier for the state of
Michigan After School Archery Program,” this bow design-
er and bow company executive added.  

Reach Darton Archery at 989-728-4231 or go on line to
www.dartonarchery.com 

Ranger I Ranger II Ranger III

Jim Fletcher Archery is proud to now offer the
company’s legendary TruPeeps in colors. Super
Hunter Sights (with a 3/16 inch hole) are available in
red or green, along with the original black.

You’ll find black peeps in five other sizes from
this Bodfish, California firm which is also known for
its fine release aids.
Three sizes are intend-
ed for competition
shooting, the Micro,
Small and Large. For
bowhunting the firm
also machines a Mini
Hunter, Hunter, the
Super Hunter men-
tioned above and a Max
Hunter

For more informa-
tion you can contact
Jim Fletcher Archery at
(760) 379-2589 or go on
line to www.fletcherar-
chery.com

Innerloc’s new
Depth Seeker sights
help take the guesswork
out of bowfishing. As
customers start shooting
a Depth Seeker, they will
begin to notice where
arrows hit compared to
how they aim. As they
master using the grid,
the diamond markers will give pin point aiming at all possible
shots. Kevin Sullivan of Innerloc says, “It is like having a
heads-up that gives you a reference point for all possible
shots. Beginners learn faster and veterans will shoot more
precisely.” Both models are CNC machined in the U.S.A. from

aluminum and
assembled with
stainless hard-
ware. They adjust
for right or left
hand shooters.
Call (706) 782-
5863 for ordering
information. 

Fletcher Adds Colored Peeps
Bowfishing Sights New From Innerloc

8
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   Made in USA.   Share your Muzzy Moments on Facebook or at:     WWW.MUZZY.COM   |   770-387-9300     

WHEN YOU CAN’T GET OUT THERE, 

WE’LL BRING IT TO YOU! 
Bad to the Bone Bowhunting TV!
See it on Sportsman Channel in 2011!

Muzzy Broadheads are the 

100% dependable, rock-solid, 

fi xed-blade favorite of savvy 

bowhunters worldwide.

Legendary dependability 
and toughness
Bone-breaking Trocar tip
Razor sharp stainless 
steel blades
Superior fl ight at 
maximum speed
Devastatingly deadly 

penetration

WHAT THE PROS SAY

“Muzzy broadheads are required equipment 
when you’re going after the really big ones.”

Stan Potts, Host - North American 
Whitetail TV & Dominant Bucks TV

Legendary 100 Grain
3-Blade and 4-Blade
3-Blade Item #225
4-Blade Item #209
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Predator Innovations, LLC - inventor of a better way
to hang treestands with the Hang-On Buddy Universal
Treestand Mounting System is all about making life eas-
ier and safer for the treestand hunter. Now they are mak-
ing it easier to install screw-in treesteps with their

newest product, the inexpensive Step Buddy.
Jason Werkheiser explains, “Installing and removing

screw-in treesteps can be a bit of a grind.  The Step Buddy
is a sturdy tube type sleeve that slips over the end of screw-
in treesteps and helps you get them started and turned
into the proper depth.  It also makes it easier to remove the
steps.  Using the Step Buddy saves your hands from the
friction of turning each step. It’s a simple product that sim-
ply works to save effort, time and wear on your hands.”

The Step Buddy is 5 inches long and weighs a light 1
ounce.  It also features a convenient wrist strap to keep the
Step Buddy handy and prevent it from falling as you climb.

For information on the Hang-On Buddy and Step
Buddy please contact Predator Innovations toll-free at
(877) 831-1525 or email your inquiry to the owner at
J@PredatorInnovations.com.

Step Buddy Speeds Tree Step Mounting

Successfully bowhunting a massive animal such as a
buffalo is easier if the arrow can be delivered with the
precision due to long practice. That's why the makers of
Rinehart Targets have created the durable Rinehart
Buffalo Target. 

“You'll feel like you're on the prairie with the life-like
and durable Rinehart Buffalo Target set up in your back-
yard or on your club range,” a Rinehart spokesman said.
“This new target mimics the realistic size, anatomy and
appearance of the real thing. With its detailed sculpting
and design that outlines the animals vitals, bowhunters
will gain practical experience that will ultimately trans-
late into greater confidence and accuracy in the field.”

Rinehart Targets are built to take tough punishment,
are weatherproof and so durable they can survive even
the harshest conditions. The Rinehart Buffalo Target
boasts Rinehart's signature solid self-healing foam body,
allowing this buffalo to take hits from field points, fixed
and expandable broadheads. The premium solid self-
healing foam allows arrows to pull out with ease. This
unique target also features Rinehart's patented locking
inserts, which are a cost-effective way to further extend
the life and enjoyment of the target by easily replacing its

outlined vitals area with a new core.
The life-like Rinehart Buffalo Target features a simu-

lated weight of 1,000 pounds and stretches a whopping
55 inches high by 55 inches long. It’s body is narrow in
width to keep the bulk down and make it easy to move.
For more information about the Rinehart Buffalo Target
or the complete line of 3-D targets for bowhunters and
competitive archers, contact Rinehart at (608) 757-8153
or visit www.rinehart3d.com. 

Rinehart Targets Adds Realistic New Buffalo

Extreme Archery’s Raptor Ranger is a new range
adjustable sight. It features a 1-5/8 inch machined alu-
minum scope housing with stainless steel Tactical up-
pin in .010 or .019 inch sizes with over 2 feet of fiber optic
for the brightest aiming point. The small diameter scope

housing provides for easy centering in the peep sight and
adjustment screws machined from stainless steel are
provided for tool-less windage adjustment. This new
sight accepts optional powered lenses available in 2X,
3X, 4X or 6X, and comes complete with built in level,
built in sun shade, purple rheostat-adjustable light, fluo-
rescent orange center ring as well as other features all at

a retail price of under $100. It has a laser engraved logo,
windage and elevation indicator marks for easy adjust-
ment and a quality appearance. The sight is available in
the new Black Maxx soft feel coating or camo options
including: Mathews Lost, Realtree APG HD, or Realtree
AP HD. Plus it comes with a full lifetime warranty. Call
Extreme Archery at (606) 928-9447 for a free product
brochure or go on line to www.extremearchery.com.

Extreme Debuts Range Adjustable Sight
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Draw-Loc inventor Jerry Goff of Hickory Creek Archery
has introduced an In-Line Crossbow and an In-Line Draw-
Loc accessory that can be used to convert any compound
into a unit that can be drawn by leg and back muscles. Goff
is shown at right shooting the patent pending In-Line
Crossbow. A compact 18-1/2 inches from axle to axle, it has
grips that can be repositioned to allow you to shoot it verti-
cally or horizontally. The unit has a 75 pound draw weight
but thanks to the long power stroke it will launch an arrow
at over 300 fps. It weighs just 5 pounds, six ounces and is
legal for use under the crossbow regulations of most states. The device incorporates both a
safety and an anti dry-fire system.  As you can see in the photo at middle right, the unit
comes apart for ease of casing.

Goff has also developed a new In-Line Draw-Loc accessory (below) that weighs just 24
ounces and that attaches to the sight mounting holes of any compound bow. It has 5 inch-
es of draw length adjustment and provides a
way for youth and women to handle high
hunting weights and a way for older hunters
to keep using their favorite bow and acces-
sories. It takes just 20 minutes to install with
no cutting or drilling needed. Reach Hickory
Creek Archery in Mississippi, (228) 832-2649.

Buck Wear's stylish and comfy Camo Princess Romper will have all the
little girls at the playground envious of the cute 2-in-1 short sleeve design
made of 100 percent heavyweight cotton. The Buck Wear Camo Princess
Romper (Model #3698) is not only fashionable but functional as it incor-
porates a dual layer design that features a pink sleeveless romper, with a
Realtree AP HD camo short-sleeve sewn in underneath - keeping your lit-
tle one stylish while providing added comfort for those chilly days outside.

Parents and grandparents will love the screen-printed color graphic
featured front and center, which illustrates an adorable doe with tiara. The
Buck Wear Camo Princess slogan boldly stands out in camo and pink let-
tering. The garment is available in infant sizes 6,12,18 and 24 months. As
always, Buck Wear's top quality screen-printing process and high-quality
fabrics hold up to daily wear and tear to ensure your little one looks her
best every time she wears it. Also available from Buck Wear is the  Pretty in
Pink (and Camo) toddler hat (Model # 9896). For more information on the
toddler wear or on Buck Wear's full selection of T-shirts, sweatshirts and
caps for outdoor enthusiasts, please contact Buck Wear, Inc. at (800) 813-
7708 or visit www.buckwear.com.

Buck Wear Designs Camo Princess Infant Apparel

Draw-Loc Firm Adds “In-Line” version
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The Codet Blaze Orange Camo Rainsuit meets the
needs of two-season hunters as well as of bowhunters
hunting where blaze orange is required. This rainsuit
features a twig and leaf Wood’N Trail pattern that pro-
vides significantly more concealment than a solid blaze
orange. Made from 100 percent polyester, the 230-gram
tricot fleece shell has a water-repellent treatment. Seam-
sealed stitches go even further to keep out the cold and
damp, while two zippered chest pockets lined with
micro-fleece offer a place to stash gear.

The Codet Blaze Orange Camo Rainsuit has a fully
adjustable elastic waistband, adjustable fleece-lined
hood, elastic cuff with adjustable Velcro, and full-length
YKK zipper with lock feature. A storm flap weather barri-

er front design guards the front zipper, keeping the new
suit quiet and making fumbling for a cold, wet or snowy
zipper a thing of the past. The matching pants are loaded
with their own features, like three zippered pockets and
18 inch leg zippers. The 
rainsuit comes small, 
medium, large, X large, 
2X large and 3X large. 
Call (800) 992-6338
for ordering
details.

Codet Blaze Orange Camo Rainwear
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Show Dates Chosen for 2012 ATA
The Archery Trade Association’s

Board of Directors has chosen
January 10-12, Tuesday through
Thursday, as the dates for the 2012
Trade Show in Columbus, Ohio. 

Jay McAninch, ATA CEO and
president said he expects dealers to
embrace the Tuesday-Thursday for-
mat in 2012. Recalling the 2010 ATA
Trade Show in Columbus, which had
a Wednesday-Friday run, McAninch
said, “We got past those concerns
about weekday vs. weekend shows
the last time we were there. Many of
our dealers and show attendees
actually preferred the weekdays. And
those who didn’t proclaim it as a
preference were largely indifferent,
showing no favor for the weekend
over weekdays or vice versa.”

Tom Wilcox of Wilcox Bait &
Tackle in Newport News, Virginia,
agreed. After the 2010 show Wilcox

said: “I really don’t care if the show is
on weekdays or Thursday through
Saturday. I work six or seven days a
week anyway, so it doesn’t matter
which days I’m at the show.”

The January 10-12, 2012, sched-
ule also allows exhibitors attending
both the ATA and SHOT Shows time
to make the transition between
events. The SHOT Show will be
January 17-20 at the Sands
Convention Center in Las Vegas,
Nevada. McAninch estimates more
than 100 of the approximately 500
ATA exhibitors also display at the
SHOT Show.

Booth selection for the 2012
show started in early April and infor-
mation was be mailed to all trade
show exhibitor contacts in early
March. Exhibitors with preference
points will be assigned a date and
time to select their space, which will

be done by telephone. New compa-
nies and returning companies with-
out preference points will select
booth space once the call schedule is
complete.

In addition, early-bird registra-
tion opens June 1 for dealers, retail-
ers, sales reps and other show atten-
dees. Nearly 300 ATA members capi-
talized on early-bird incentives in
June 2010 by signing up during the
first week of registration.

For more information about the
2012 show, contact Maria Lewis at
(866) 266-2776, ext. 2, or e-mail,
marialewis@archerytrade.org.

The ATA Trade Show is the
archery and bowhunting industry’s
largest and most inclusive show. The
member-driven event promotes
commerce within the industry, and
is owned and operated by the ATA. 

Ellett Brothers was grateful to
receive the 2010 Sporting Goods
Distributor of the Year honor from
Columbia River Knife and Tool
(CRKT) during the SHOT Show at the
Sands Expo and Convention Center in
Las Vegas, Nevada this January.  It was
one of a handful of awards garnered
by the firm headquartered in Chapin,
South Carolina.

CRKT creates innovative, top
quality knives and tools by working
with some of the world’s leading knife
designers.

Glock, which is celebrating its
25th anniversary this year, honored
Ellett Brothers as one of its top distrib-
utors with a Glock Perfection Award.

Ellett Brothers was privileged to
receive the 2010 Ammunition
Distributor of the Year honor from
Remington and Freedom Group. An
attractive solid stone plaque was
awarded to Ellett Brothers for its hard
work promoting and distributing
Remington ammunition. 

Ellett Brothers was recognized as
the 2010 #1 Distributor by Fobus
Holsters and Pouches. Developed in
Israel for the world’s military and spe-

cial services, Fobus
is the first manu-
facturer of injec-
tion molded poly-
mer holsters. The
brand is the leader
in high-density
space age polymer
holsters, with the

most models and the most fits in the
market place

The 2010 Top Gun Award from
Daniel Defense for outstanding sales
throughout the year also was won by
Ellett Brothers. Daniel Defense engi-
neers and manufactures parts and
accessories for Military Small Arms. 

Finally, Ellett Brothers was hon-
ored by DNZ Products as Distributor
of the Year. DNZ Products is renowned
for their innovative Game Reaper one-
piece scope mounts.

A company spokesman said Ellett
Brothers LLC continues to break new
ground as a nationwide marketer and
distributor of outdoor sporting goods.
“With over 60,000 SKU’s, 800 manu-
facturers/suppliers, 20,000 indepen-
dent retailers of shooting and marine
sports products, a dedicated sales
force, and an innovative manage-
ment team, Ellett Brothers is looking
to grow even stronger for many years
to come.”

Ellett Brothers Racks Up Awards at SHOT Show

Two of the five awards received.30

May11AT030-035.qxp  4/7/2011  4:53 PM  Page 30



31

United Sporting Companies
(USC) announces the appointment of
Dick Rosenlieb as director of market-
ing. Initiatives will include placing
increased emphasis on brand build-
ing, public relations and customer
satisfaction.

“An increased focus on marketing
our business as well as helping our
dealers become more successful will
be a big win for everyone,” states
Chuck Walker, USC senior VP of sales
and marketing.

As a 20 year veteran of the out-
door industry, Rosenlieb’s experience
and personal relationships will allow
him to have an immediate impact.
The marketing department will focus
on building stronger alliances with
quality vendors and adding addition-
al value to dealers.

“I encourage our vendors to con-
tact Dick and look for ways to build on
already successful partnerships and
also take advantage of some unique
opportunities,” states Hewitt Grant,

USC president and CEO.
Dick Rosenlieb has more than 20

years of industry experience.   His
career includes experience in educa-
tion, retail, and field operations.  He
spent 19 years of his career as an
employee of the National Wild Turkey
Federation.  In his last position there,
he served as the senior vice president
of sales and marketing.   Prior to com-
ing to Ellett Brothers, Rosenlieb was
responsible for corporate partner-
ships and field operations for Safari
Club International.  For the past year,
he served as the director of purchas-
ing for Ellett Brothers.

The new distribution centers in
Pittston, Pennsylvania and Reno,
Nevada with their respective sales
offices will soon work in concert with
the marketing department to provide
greater opportunity for all dealers.

United Sporting Companies is a
leading nationwide distributor of
hunting, outdoor, marine and tackle
products. The company operates

through two subsidiaries, Ellett
Brothers and Jerry’s Sports Center
which were founded in 1933 and
1949, respectively. United Sporting
Companies distributes its products to
all 50 states. Contact Rosenlieb by
email at:  dickrosenlieb@ellett.com.

Brunton Named as Mathews Official Optics Partner

USC Names New Marketing Director

Dick Rosenlieb

Brunton’s leadership believes
surrounding yourself with like-
minded partners creates a synergy
destined towards success for all. As a
premium brand in the hunting com-
munity, Brunton is fulfilling a legacy
started back in 1894 by delivering
high quality gear for the demanding
outdoorsman. Through a licensing
relationship with one of the finest
archery manufacturers in the world,
Brunton, a Wyoming-based compa-
ny, has been selected as the official
licensing partner of Mathews, Inc.
for the optics category. Select mod-
els of Brunton premium binoculars,
designed for hunters, will now be
available in Mathews Lost Camo pat-
tern.  With similar philosophies in
partner and customer commitment,
this exclusive relationship will pro-
vide Mathews’ dealers a select line of
premium optics for today’s discern-
ing hunter.

“Brunton’s core beliefs revolve
around our commitment not only in
producing the finest products in the

world, but to the specialty dealer and
ultimately, the end-user,” states
Brunton CEO John Smithbaker. “We
are proud to be selected as a part of
such an exclusive arrangement with a
company sharing similar ideologies in
growing the sport of hunting for many
generations to come.” Today’s
bowhunters are very savvy when it
comes to selecting hunting gear to aid
in their success in the field. They make
no excuse for choosing the finest
equipment money can buy, no matter
what the cost. Knowledgeable dealers
become an integral part of the
hunter’s success; this is a key compo-
nent to both companies.”  

“At Mathews, we go to great
extremes to partner with the finest
brands in the industry that share
parallel beliefs in delivering the
highest quality products to the mar-
ket, maintaining strong customer
service and uncompromised com-
mitment to our dealer base,” states
CEO Matt McPherson. “Brunton por-
trays these philosophies and we

embrace them into our family of
licensees.” 

For more information on how to
become a Brunton Full Line Partner,
contact Shawn Buckley, National
Sales Manager for Brunton Hunting
at (307) 857-4777. 

Manager Needed
Growing Archery Manufacturing
company is seeking a General
Sales/Customer Service Manager
to plan and carry out direct mar-
keting and sales activities to main-
tain and develop sales of our prod-
uct line. Person will also provide
assistance in research & develop-
ment of new products. Must have
prior experience in the archery
industry along with excellent cus-
tomer relation skills. Relocation is
required. Travel is also required.
Competitive salary and benefit
package offered. Send resume to:

Cindy@brownellco.com
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Excalibur Crossbow Inc., maker
of the original high performance
recurve crossbow and accessories is
proud to announce their partnership
with Hudalla Associates Inc. as their
U.S.A. manufacturer representatives. 

"We are very pleased and fortu-
nate to represent a company with
such a strong reputation for innova-
tion, quality and service. Excalibur
Crossbow is a true industry leader"
Bruce Hudalla said.

Hudalla Associates will be
responsible for both growing sales
and servicing Excalibur's existing
dealer base, while contributing

strong marketing efforts to promote
Excalibur's premium line of hunting
and target crossbows and acces-
sories. Excalibur Crossbow's 28 year
history is best known for pioneering
the ultra modern recurve crossbow
using state of the art CNC machines,
materials and technology.

Director of Sales & Marketing
Rob Dykeman said, "Hudalla
Associates will bring an extensive
knowledge of the outdoor industry
and their experienced sales staff will
be able to give us valuable insight

into market trends and help us to
better identify the needs of the deal-
ers and consumers. Team Hudalla is
highly recognized as archery special-
ists, however they are equally com-
fortable with firearm dealers thereby
providing Excalibur with maximum
exposure." 

Dykeman said Hudalla
Associates began their duties
January 1 by promoting Excalibur's
product line and dealer programs
while providing the highest standard
of customer service. 

Hudalla Group to Rep Excalibur

Duck Commander is proud to announce a trademark licensing agree-
ment with Edge by Expedite for its Lucky Duck series of spinning wing
decoys. After rigorous testing of these decoys, the effectiveness of the Edge
products proved to make it an easy choice for endorsement. The decoys
include the Super Lucky Duck, Super Lucky Duck Combo, Rapid Flyer Lucky
Duck and Hot Shot.  As a result, the distinctive Duck Commander logo and
images will be present-
ed on Edge's marketing
materials and packag-
ing for these proven
products.  Reliability,
quietness, and effective-
ness are all key compo-
nents for any quality
decoy and Edge's spin-
ning wing decoys have
proven to be industry
leaders.  For more infor-
mation, go on line to
w w w. d u c k c o m m a n -
der.com  or www.edge-
byexpedite.com.

Edge Decoys Win Duck
Commander Endorsement

An Edge by Expedite Rapid Flyer Lucky Duck decoy in
action on its mounting stake.

Precision Shooting Equipment,
Inc. is celebrating its 40th year of
manufacturing archery equipment
with a $2.5 million expansion of its
175,000 square foot facility. PSE is
adding four new CNC machines to the
Tucson, Arizona plant.

"In order to engineer and manu-
facture the most advanced products
on the market, we have to continue to
expand and invest in the latest manu-
facturing equipment," said Pete
Shepley, founder and president of
PSE. "This philosophy has proven to
be effective over the last 40 years, and
it's the philosophy that will lead us
into the future."

The first phase of the expansion
includes the installation of three new
precision CNC milling machines that
will specialize in producing cams and
wheels. The machines are now opera-
tional. The second phase will include
the installation of the fourth and
largest  CNC milling machine that will
specialize in producing bow risers.
That machine was expected to be
operational by the end of March.

PSE Adds More
CNC Capacity
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1-800-548-6837 
www.tenpointcrossbows.com
Call or visit us online for more NEW 
and innovative crossbow accessories!

SteddyEddy™ 
Telescoping Monopod

GripGuard™
Foregrip Shield

RangeMaster Pro™ 
Illuminated Scope

SOFT CROSSBOW CASE 
FOR CLS and XLT MODEL BOWS

 

TenPoint’s revolutionary NEW ACUrope provides smooth, accurate cocking 
when you need it, and gets out of the way when you don’t. The ACUrope’s 
slim draw-cords retract quietly into the grips, which 
dovetail neatly together and slip inside a 
belt-mounted holster for 
convenient storage.

For Use on Most Crossbow Brands

THE INDUSTRY’S ONLY FULLY-RETRACTABLE
UNIVERSAL ROPE-COCKER
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AES Optics-See page 84.
Aim Outdoors-See ad page 54.
Alaska Bowhunting Supply-See page

65, 109, 110. See ad page 29.
Ameristep-See page 82.
AMS Bowfishing-See page 95. See ad

page 71.
Archery Talk-See ad page 37.
Barnett Crossbows-See page 89. See

ad page 39.
BCY-See ad page 89.
Bear Archery-See page 4, 40-53, 128,

129. See ad page 7.
Beman Carbon Arrows-See page 104,

105.
Big Dog Treestands-See page 90.
Big Game Treestands-See page 86.
Big Green Targets-See page 93-95.

See ad page 43.
Bitzenburger-See page 70.
Black Gold-See page 38.
Black’s Creek Guide Gear-See ad

page 47.
Bohning-See page 82.
BowJax-See ad page 98.
BowTrainer-See ad page 99.
Brunton- See page 31, 34, 35, 88. See

ad page 23.

Brownell-See ad page 31.
Buck Bomb-See page 83.
Buck Country Products-See page 90.
Buck Fever-See page 88.
Buck Wear-See page 12. See ad page

45.
Burt Coyote Company-See page 111-

113. See ad page 105.
Campbell Outdoor Challenge-See ad

page 116.
Carbon Express Arrows-See page 66,

102-104. See ad page 87.
Carbon Impact-See page 112, 113.
Carbon Tech-See page 110.
Carter Enterprises-See page 120. See

ad page 81.
Clean Shot-See ad page 107.
Copper John-See page 121.
Covert Scouting Cameras-See ad

page 11.
Cuddeback Cameras-See page 80.
Darton Archery-See page 8, 96-101.
Deer Quest-See page 90.
Doubletake Archery-See ad page 35.
DownSafe Systems-See page 78.
Draw-Loc-See page 12.
Easton Technical Products-See page

38, 105, 106, 123.
Ellett Bros. See page 30, 31.
Elite Archery-See page 126, 127.
Excalibur Crossbow-See page 32.
Extreme Archery-See page 10.
Feather Vision-See ad page 93.
Field Logic-See page 89.

Firenock-See ad page 57.
Genesis-See ad page 125.
Gibbs Archery Gear-See page 85.
Gold Tip-See page 38, 108, 109.
Gordon Composites-See page 15.

See ad page 17.
Gorilla Treestands-See page 91.
GSM-See page 88.
Hold Up Displays-See ad page 55.
Hot Shot Manufacturing-See page

104, 120.
Hoyt-See page 132, 133.
Hudalla Associates-See page 32.
Hunter’s Specialties-See page 84.
Hunting Revolution-See ad page 121.
Indo-MIM-See ad page 73.
Innerloc Broadheads-See page 8.
Jim Fletcher Archery-See page 8. See

ad page 144.
Kinsey’s-See page 76-92.
KME-See page 62.
Kustom King- See ad page 113.
KutMaster-See page 80.
Lancaster Archery Supply-See ad

page 5.
Last Chance Archery-See page 80,

123.
Leven Industries-See page 86.
Lightning Bowstrings-See ad page

38.
Lone Wolf-See page 82.
Maple Leaf Press-See ad page 56.
Manzella Gloves-See page 84.
Martin-See page 1, 4, 14-29, 141-145.
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Subscriptions should be renewed once
per year or when an address or contact
name changes. Mail the card or fax it
toll-free to (866)-396-3206.
You may also renew subscriptions 
on-line at arrowtrademagazine.com.
For questions, please call Winnie Eicher
at (814) 695-6342.
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See ad page 148.
Mathews-See page 70, 130, 131. See

ad pages 2, 3.
Millennium Treestands-See page 78.
Mission-See page 104, 134, 135.
Morrell Manufacturing-See ad page

13.
Muck Boot Company-See page 86.
Muzzy-See ad page 9.
NAP-See ad page 27.
Nikon-See page 83.
Northeast Products-See page 85.
Outdoor Business Network-See ad

page 140.
October Mountain-See page 91. See

ad page 92.
Outdoor Edge-See page 84.
Parker Crossbows-See page 38. See

ad page 147.
Pape’s-See ad page 21.
Pine Ridge-See ad page 83.
Pole Mountain-See page 80.

Predator Innovations-See page 10.
Predator’s View Peep Sight-See ad

page 143.
Primos-See page 86.
PSE Archery-See page 32, 107, 108.
Ram Cat Broadheads-See page 79.

See ad page 111.
Rancho Safari-See ad page 64.
Rinehart-See page 10, 124.
Ripcord-See page 88.
Rytera-See page 1, 4, 14-29. See ad

page 148.
Saunders-See page 117.
Scent-Lok-See ad page 19.
Scorpion Venom-See ad page 85.
Scott Archery-See page 121. See ad

page 25.
Shoot Like A Girl-See ad page 139.
Slick Trick-See page 90.
Specialty Archery-See ad page 95.
SportChief- See ad page 79.
Spypoint-See ad page 61.

Strother Archery-See page 136, 137.
See ad page 69.

TenPoint-See ad page 33.
30.06-See ad page 100.
3 Rivers Archery-See ad page 91.
Treestand Buddy-See ad page 117.
Trophy Ridge-See page 110-111. See

ad page 63.
Trophy Taker-See page 81.
T.R.U. Ball Releases-See page 89, 120.
Tru-Fire-See page 120, 121.
Trueflight Feathers-See ad page 74.
Vapor Trail-See ad page 109.
Victory-See page 107. See ad page

59.
Wildgame Innovations-See ads page

49, 51.
Wood ‘N Trail from Codet-See page

12. See ad page 53.
X-Stand Treestand-See ad page 119.
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