
This is the first of a four part
series under ArrowTrade’s
Business Brief heading that

will focus on an in-depth discussion
from the hiring to the training and
development of your sales staff. If
you have a one-man band operation
where you are the order department,
the receiving department, the sales-
man, bow tech and also take out the
trash don’t turn the page just yet as
the basic principles that will be dis-
cussed in this series could also help
you become a more effective sales-
man and add more dollars to your
bottom line.

Within the archery industry as
well as in archery pro shops and
retail outlets most people involved
are archers and bowhunters who got
into the business because of their
love of the sport and not for their
love of business. While that love of
the sport has made many successful
when that love replaces sound busi-
ness practices it can spell disaster or
even failure for a business.

Good sound business principles
apply to every business and it does-
n’t matter if you are selling pots and
pans, water conditioners, cars or
archery equipment. John Moore of

Moore Power Sales Vision located in
Altoona, Pennsylvania said, “If you
look at a cross section of the most
successful companies across the
country operating in a wide variety
of fields you will find they all have
one thing that separates them from
the rest of the pack and that is their
people.” 

“Location is not the key as there

are great businesses at poor physical
locations and bad businesses at
great physical locations,” Moore
continued. “The same is true with
brands. Although some brands offer
protected territories that does not
grant any business exclusive rights
to any product or brand as the cus-
tomer is free to buy from a number
of other sources and businesses even
if it means traveling out of the area.
The difference between successful
and not so successful businesses
with all other things being equal is
the quality of its employees.”

If we accept the obvious fact that
people are the key to a successful
business it follows that staffing your
business with the best people avail-
able will help make your business
become more successful. That’s the
easy part. The hard part is knowing
how to identify those people and
then knowing how to train them to
develop their skills to not only
improve themselves but in turn to
help your business grow. Let’s start at
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Training Your Sales Staff: Part 1

By Business Editor John Kasun

Matt Schultz of Schultz’s Sportsmen’s Shop is shown explaining to a customer the latest
features of a crossbow in which he is interested. It is important for the sales person to
learn the customer’s needs so they can focus on the best way to help them.
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the beginning and learn more about
how to identify people who might
make a good addition to your staff in
any position. 

When a shop owner finds him-
self overwhelmed with bows stacked
up for repair in the back room,
arrows needing to be fletched, cus-
tomers three deep at the counter and
the phone ringing off the hook they
often reach out for help and grab the
nearest warm body. That is a sure
recipe for disaster. 

The first step in the hiring
process when seeking either full
time or part time help is to deter-
mine your specific needs. Hiring
without fully understanding what
you need in the way of help is the
most common mistake made by
many businesses when adding staff.
Sit down and carefully make a list of
the areas in which you need help and
what you expect your potential
employee to do. This gives you a
clear picture of the job requirements
which in turn helps you determine
the qualifications of the person that
will best fit your needs. While this
process works with and should be
applied to all positions because this
series deals with the hiring and
training of sales staff lets focus on
that position. The actual duties of a
sales staff person can vary greatly
with the size of the shop so for our
example we will stay somewhat gen-
eral in nature.

The one thing that is truly differ-

ent when it comes to a salesman in
the archery business as opposed to
most other businesses is that the
person needs to know more about
the product than in most other sales
fields. When I go to buy a new car I
deal with a salesman directly who
answers my questions, shows me a
brochure with my options and the
colors available then takes me for a
test drive. Somewhere in there he
might also offer me a cup of coffee.
However he doesn’t fix the car or
even have to know how it works, he
is just the salesman.

When it comes to archery equip-
ment the salesman needs to know

how it works, what accessories work
best with which bow and what size
arrows suit the draw length and bow
weight to mention only a few of the
basics required. It truly is complicat-
ed. Therefore when looking for a
salesman it is important to look for
someone that brings archery knowl-
edge and experience with them.

Even though someone may be a
great auto mechanic or even an
award winning race car driver that
does not make them a great car
salesman. Likewise someone who is
a knowledgeable bow mechanic, a
winning tournament shooter or a
hunter with many trophies on the
wall may not make a good archery
salesman. It is truly a balance of
experience and the ability to work
with people that is the key.

“While it is difficult if not impos-
sible to state in a few words what
makes up a good salesman I think
the statement that comes closest is,
‘A good salesman knows more about
people than the product,’” stressed
John Moore of Moore Power Sales.
“That statement always stirs up a lot
of arguments especially among tech-
nical, highly knowledgeable sales
people and I put archery pro shop
sales people in that category so let
me explain further.  Product knowl-
edge is very important but under-
standing the customers needs, his
desires as well as his concerns and

Don Henry of
Schultz’s
Sportsmen’s Stop
works the counter
one minute and
finds himself ser-
vicing a bow the
next. It is critical
that the sales staff
in a pro shop is
knowledgeable
about archery
equipment but it is
equally as impor-
tant they develop
proper people
skills as well. Sales
training is a criti-
cal step in making
that happen.
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fears is equally if not more impor-
tant. A salesman can never know too
much about their product but the
first order of business when a cus-
tomer comes through your door is to
gain his trust and confidence. This is
a key difference between making a
sale and building a relationship
which results in multiple sales and a
loyal customer. Think back to any
business you say that you will never
go back into and the ones that you
are constantly recommending to
friends and anyone else that will lis-
ten. The difference normally centers
on your relationship with the sales-
person in that particular business.” 

I think Moore’s comments
summed it up very well. The ideal
archery sales person is one who has
knowledge of the sport and the relat-
ed equipment but also understands
and works well with people. So these
characteristics become the neces-
sary criteria against which you must
measure the candidates you consid-
er adding to your sales staff.

Having covered this topic with
several shop owners the argument is
the same and I have heard it over
and over, “It’s hard to find people
and I don’t know anything about
interviewing. Besides what differ-
ence does it make anyway.”  That is
an interesting question so think of it
this way. You have invested your
money into a building, advertising,

inventory, utilities and insurance.
Why would you then put your invest-
ment into the hands of anyone who
could improve or harm your invest-
ment without some thought and
effort?  It makes no sense not to do it
right. 

While it is possible to take a per-
son with good sales skills and teach
them the archery side of the busi-
ness that is extremely difficult and
time consuming. You need to select
your sales staff from people who are
in the sport and have above average
knowledge of archery equipment.
They do not have to be able to tear a
bow apart and replace a set of cables
or shoot a 300 with 28 X’s. They need
to understand the sport and be
knowledgeable of the interrelation-
ship of the equipment. They do not
have to be up to date on every detail
as that can be learned. However it is
critical that they are friendly, easy to
get along with and are at ease with
people. Remember at times there
will always be that difficult customer
and it is important that your sales
staff is comfortable and confident
enough to handle these difficult situ-
ations. This comes naturally to some
people based on their background
but to others it is a learned skill
which we will discuss in a later col-
umn.

Keep your eyes open for a person
with the qualities we discussed and
although you may find them among
your customers, always keep on the
alert. Earlier this week my wife and I
stopped in a local restaurant for
lunch. As I was leaving I slipped on
my jacket but before I zipped it up
the assistant manager must have
seen my tee shirt which had the
name of a popular bow on the front.
As I walked by his station he said, “I
saw your shirt. I have one of their
bows.”  I stopped to chat for a
minute and learned that he knew
quite a bit about archery gear. He
was knowledgeable, friendly and
worked with people in the service
industry. If I had a shop and needed
help I would definitely have added
him to my list of possibilities. I have
a saying that goes, “Opportunity
never knocks; you have to open the
door and look around.” Don’t wait

for the perfect employee to walk
through the door, keep your eyes
and ears open at all times.

Now finding the right employee
is like planting a garden. You can
stick a seed in the ground and hope
it grows or you can water it, fertilize
it and pull the weeds. Chances are if
you tend to it you will have a health-
ier plant that yields more fruit.
Simply finding an employee with
skills and potential is great but it is
not good enough. To get the most
out of them and in turn the most for
your business you need to take the
time to train and develop them. It is
not easy but neither is it as hard as it
may seem. In addition, the time
spent on training will provide a great
return on your investment, make
your job easier and put more cash in
the register. Watch for the next edi-
tion of ArrowTrade and fasten your
seat belt as we blast off with valuable
tips for training your sales staff. 

Editor’s Note: In addition to his
editorial planning and writing duties
with ArrowTrade, John Kasun is an
outdoor seminar speaker and a busi-
ness consultant with experience in
corporations large and small. He can
be reached at 126 Acorn Lane,
Duncansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@atlanticbb.net.

Steve MacGray vice president and gener-
al manager of Foxcraft  Home Builders sits
in on a sales training class with  John
Moore, of Moore Power Sales Vision.
Steve’s boss, Bob Beachy president of
Foxcraft is a firm believer in training. “Your
business is only as good as your people
and your people are only as good as the
training and tools you give them.
Everything is interconnected.”
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Aerovane AG0600 Fletching Adhesive
   To complete your arrows with per-
fect Aerovane fletching, Firenock 
specially formulated an AG0600 
adhesive.  This cyanoacryate glue 
will set in 15 seconds and be 
ready to shoot with the help of the 
high power magnet and precision 
clamp the Aerovane Jig offers. 
The glue is offered in a 1 ounce 
bottle which is good for about 30 
dozen arrows.  Unlike other fletch-
ing glue, it is clearly labeled with 
an expiration date, typically 1 year 
from the date of manufacturing.

Easy to Organize and Transport

 Firenock also offers the Aerovane Jig in a 
complete package which includes the 
Aerovane Jig, Aerovane Clamp, Aerovane 
Glue, 3 sets of chucks and V-notch 
combinations, 4-axis fully adjustable 
neck, base, a bottle of acetone and 
some Q-Tips all in a 2 compart-
ment handy carrying case.  This 
full protection carrying case al-
lows an archer to travel to the 
remotest places, but still have 
the ability to fletch arrows as 
if he was back at home. For 
those that want to travel light, 
the jig can easily separate from 
the neck with the twist of a knob.  
This design allows the archer to 
pick and choose how much gear 
to take with them to any spe-
cific destination.

Different necks 
for pros and 
industry
  In a produc-
tion environ-
ment, infinite 
adjustment 
is not needed. 
That is why 
F i renock 
o f f e r s 
a solid 
3 0 3 
m a -
c h i n e d 
s t a i n l e s s s t e e l 
neck for the Aerovane Jig 
which can be easily mount-
ed on a fletching turntable.  
For archery enthusiasts, 
we offer the 4-axis fully 
adjustable neck. It allows 
you to work with ease when 
the jig is at any height, from 
coffee table to a workbench.  The solid black anodized 
aluminum base is 
designed to ac-
commodate either 
neck.  Shown below is 
the Aerovane Jig with 
production neck on the 
base with a 0.204” chuck 

installed.     
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Firenock’s High-Tech Aerovane Fletching Jig
   The incredibly precise and accurate Aerovane Fletch-
ing Jig is a remarkable unit that is CNC machined from 
high grade aluminum, brass and stainless steel and held 
to the absolute closest tolerances. The Aerovane Jig is 
designed to work with most clamps available today that 
utilize a standard magnetic holding system for helical 
and straight fletch.
   The accessories are precision made and include a 303 
stainless steel clamp, laser alignment module,  4-axis 
adjustable neck and interchangeable chuck and hook 
system for fletching all sizes of shafts. The jig and acces-
sories are sold separately however there is also a kit that 
includes the bare jig, a carrying case, a set of chucks, jig 
base, the adjustable 4-axis neck and the clamps. This 
set is priced as low as $349.95
  The Aerovane Jig’s index is made of titanium hard 
coated CNC aluminum mated with an ABEC#5 ceramic 
ball bearing for perfect alignment and smoothness.  The 
matched support hook also features 2 ball bearings 
which allow the arrow to be fully supported for smooth 
operation.  To further secure the arrow shaft in place, the 
Aerovane Jig utilizes triple O-rings plus a special wedge 
design to ensure perfect arrow holding while fletching.  
The dual magnet design also allows precision angle ad-
justment.  Each magnet is supported by independent, 
1mm per turn, brass machine screws that can be tight-
ened by hand for fine adjustment and then locked down 
using an allen key.

Additional Aerovane Fletching Jig features
   Four interchangeable chucks and hooks assist in obtain-
ing perfect arrow alignment on the jig.  The interchange-
able chuck sets are tapered to provide zero play.  The ball 
bearing arrow support hooks are color-coded to match 
up with color-coded Firenock Extreme shock end caps for 
easy size identification.  Firenock will offer 3 fixed chucks 
and 1 adjustable chuck to cover most shafts.   (Picture 
shows the 3 fixed sizes.  The fixed size chucks are made 
of 303 stainless with 3 sets of O-rings for perfect align-
ment and solid grabbing of arrows. For those who want 

maximum flex-
ibility an adjust-
able chuck and 
hook system is 
available as an 
option to cover 
0.115” to 0.667” 
shaft sizes.)

Compatibility with most available clamps 
  The  Aerovane Jig is designed to be compatible with 
most magnetic base jig clamps on the market.  Although 
Firenock does make an excellent 
303 stainless precision Aerovane 
Clamp, we do not make any he-
lical clamp specific to the Aero-
vane Jig.  Thus your investment 
in a clamp will not be wasted 
and will be fully compatible with 
the Aerovane Jig.

The Aerovane Clamp:
  Is precision made of 303 stain-
less steel that is first diecast 
then machined with a straight-
ness up to 0.001”.  The pivot point utilizes a zirconium 
ceramic ball bearing for smoothness, durability and re-
sistance to moisture (rust).  The extra thick spring system 
with self alignment capability for any vane provides a 
consistent hold regardless of the vane.  The clamp is also 
made shorter to better fit today’s popular shorter vanes, 
but can still fletch vanes as long as 4.25”. In addi-
tion, while Firenock does not make a helical clamp 
specific to the Aerovane Jig it is compatible with 
most magnetic base clamps including Bitzen-
burger, Grayling, Martin and others.

Perfect re-fletching:
  The Aerovane Laser Alignment modules were developed 
to make refletching a single vane with perfect alignment 
simple and fool-proof.  This high power 635mm laser 
with 75 degree thin spread optics is made to project a 
thin width line up to 265mm long.  The d i f -
ference between the 2 laser modules a r e 
the optics.  The high precision 3 lens 
optics system has a fine line width 
of 0.55 to 0.75mm while the $99.95 
standard single lens optic 
has a line width of 1.0 
to 1.25 mm.  The 

Aerovane Laser 

modules 
are mounted 

about 75mm 
above the 
Aerovane 
Jig’s chuck 

via the 2 
m o u n t i n g 

holes and 
l o c k e d 

d o w n 

with 
2 brass thumb knob screws. 
The laser line spans from the 
base of the clamp alignment 
line to the valley of the hook 
set at the top of the jig.  
With the Laser Alignment 
tools, one can achieve 
exact, precise alignment 
from a perfect center line.  
The laser line is visible 
between the clamp and 
on the vane when it is in 

perfect alignment.
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