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In what has become a consistent
theme during the last 18 to 24 months,
Bear Archery announced another
addition to the Product Management
Team in the person of Richard
Guillory.  Guillory has been named
Product Manager—Accessories,
focusing on the Trophy Ridge and
Rocket Broadheads product lines.

“We’re very happy to bring
Richard [Guillory] on board”, stated
Jack Bowman, vice president and gen-
eral manager of Bear Archery.  “He
represents what we are really all about
in our team building process—adding
to the breadth and depth of the skill
sets of our product teams.  To meet
the demands of today’s hunters and
archery enthusiasts, you’ve got to
recruit and build on diverse and top
notch talent—regardless of what
industry they come from.”

Bowman’s reference is to Richard
Guillory’s experience managing tech-
nical engineering and project engi-
neers in the oil field service business.
But coupled with his diverse back-
ground, Guillory also shares the pas-
sion for archery that is common to the
rest of the Bear Archery organization.
After receiving his BS in Mechanical
Engineering and an MBA from the
University of Louisiana at Lafayette,
he was a Project Manager for M-I
SWACO (an oil field service company)
where he developed his energetic and
aggressive management style. This
experience along with his keen sense
for detail has prepared him to be a
genuine asset to the Bear-Trophy
Ridge Team, Bowman said.

Mark Wenberg, director of prod-
uct management and development
for Bear Archery explained that
Guillory has a degree, formal training
and experience in a very different field
from archery, and yet he [Guillory]
was brought up spending time with
his whole family at the hunting
camp…it is this combination of edu-

cation, training, experience and pas-
sion in its people that makes Bear-
Trophy Ridge the well-rounded Team
that it is.

Bear Archery manufactures and
distributes a full line of archery prod-
ucts including compound bows, tra-
ditional bows, quivers, arrow rests,
fiber optic sights, stabilizers, arrows,
broadheads, and other related acces-
sories under the Bear Archery and
Trophy Ridge brands. For additional
information regarding Bear Archery
or Trophy Ridge, please visit
www.beararcheryproducts.com or

www.trophyridge.com, or contact the
customer service team by calling
(800) 694-9494.

Bear Adds to Product Management

Richard Guillory.

Cabela’s and the Tulalip Tribes have announced plans to bring the
Cabela’s retail experience to customers in Tulalip, Washington and the sur-
rounding area.

Cabela’s expects to open the Tulalip store in 2012. The 110,000 square-
foot store will be located within Quil Ceda Village on the Tulalip Tribes Indian
reservation adjacent to Marysville about 30 miles north of Seattle along
Interstate 5. This will be the second Cabela’s store in Washington, joining the
Lacey location which opened in 2007. The company operates 33 stores
throughout the United States and Canada.

Quil Ceda Village was established in 2001 as the first federally recognized
tribal city in the country. “On behalf of the Tulalip Tribes, we welcome
Cabela’s into this valuable partnership, which marks the historic occasion of
the first Cabela’s store to be planned for opening on a Native American reser-
vation,” said Mel Sheldon, chairman of the Tulalip Tribes. “This is a proud
day as Tulalip adds Cabela’s to the unique Quil Ceda Village mix of enter-
tainment, shopping and dining which will create an exciting synergy that will
spur additional economic growth throughout the North Snohomish County
area. Cabela’s is the perfect fit for this destination location.”

The building’s exterior will reflect Cabela’s traditional store model with
log construction, stonework, wood siding and metal roofing. The inside will
highlight the company’s next-generation layout, which is designed to
immerse customers in the outdoor experience and includes conservation-
themed wildlife displays and trophy animal mounts. Construction is expect-
ed to start later this year.

“Washington is rich with outdoor recreation opportunities, and many
people in this area are longtime Cabela’s catalog and internet customers,”
said Cabela’s Chief Executive Officer Tommy Millner. “So we’re excited to
open another store in the Evergreen State, making our services even more
accessible to its hunters, anglers and outdoor enthusiasts.”                                  

Celebrating its 50th anniversary this year, Cabela’s opened stores in
Allen, Texas on April 14 and Springfield, Oregon on May 4.

Cabela’s Plans Reservation Store
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Hudalla Associates, the nation-
wide rep group based in Perham,
Minnesota, has formed a new prod-
uct specialist team to assist its
already large force of on-the-road
sales representatives.

According to a company
spokesman, “We have hired three
qualified and talented individuals to
implement our ‘Product Specialist
Program.’ The function of each
Product Specialist is to work with the
area Hudalla rep and our manufac-
turers  to better manage the major
retail store locations in their territo-
ries.  The goal is to educate, service,
merchandise and report the status at
each location”. 

“Dean Carlson will be our North
Central Product Specialist.  Dean has
been on the Hudalla Associates Pro
Staff for four years and has archery
retail shop and major retail sales
experience.  He is located in Prairie
du Sac, Wisconsin and will be cover-
ing the states of North Dakota, South
Dakota, Nebraska, Kansas,
Minnesota, Iowa, Missouri, Illinois,
Wisconsin, Michigan and Indiana.” 

“Billy Hudalla will be our
Southern Product Specialist.  Billy
has been on the Hudalla Associates
Pro Staff for over five years and has 
customer service experience work-
ing as a hunting and fishing guide.
He is located in Alpharetta, Georgia
and will be covering the 
states of Texas, Oklahoma,
Louisiana, Arkansas, Mississippi,
Alabama, Tennessee, Florida,
Georgia, South Carolina and North 
Carolina.” 

“John Spaine will be our North
Eastern Product Specialist. John
comes to Hudalla Associates with
management experience at the 
major retail store level.  He is located
in Victor, New York and will be cover-
ing the states of Ohio, Kentucky, West
Virginia, Virginia, Maryland,
Delaware, Pennsylvania, New Jersey,

New York, Connecticut, Rhode
Island, Massachusetts, Vermont,
New Hampshire and Maine,” 
the spokesman said.

Marketing Assistance 
Hudalla Associates is also proud

to announce and welcome Heidi
Paine as its new Sales & Marketing
Assistant.

“Heidi will be working alongside
Matt Gindorff in the management of
our sales reps and product special-
ists,” the company spokesman said.
“Heidi recently graduated from
Alexandria Technical & Community
College with a degree in Sales &
Marketing and brings a fresh new
outlook to the Hudalla Associates
Team.”

Rep Group Adds Product Specialists

Kodabow has teamed up with the Killbillies Outdoors team of Jason
Hanson and Patrick Elswick as a sponsor for the upcoming Killbillies
Outdoors TV Show that began its first season July 25, 2011 on Versus TV.

“We are excited to be on board with the Killbillies,” said Chuck Matasic,
president at Kodabow. “These men deliver a unique viewpoint into the hunt-
ing experience and have exceptional confidence in our performance cross-
bows. They appreciate Kodabow as a USA company with a strong military
and hunting orientation and it’s a natural fit for us to connect with Jason and
his extensive outdoor experience and Patrick, a Marine Corps decorated
marksman.” 

Matasic said shooters are impressed with the rugged construction and
balance of Kodabow crossbows. During cocking, the safety system automat-
ically engages and the crossbow will not shoot in a dry-fire mode. “There is
not a tougher or better built crossbow,” said Killbillie Patrick Elswick. “We are
tough on equipment and push the limits with our hunting style and
Kodabow far exceeds our expectations with reliability and astonishing accu-
racy.”

The new Product Specialists at Hudalla include (left to right) Dean Carlson, Billy
Hudalla and John Spaine.

Kodabow Sponsors Killbillies
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With a rich tradition of innovation for over half a century comes our most impressive technology to date.

With a 43% weight reduction and increased strength on the 
nose of our new Carbonlite™ Series crossbows, we’ve managed to 
revolutionize the industry yet again. Boasting a 5 to 1 safety factor, this 
ultralight, super-strong riser affords the best balance available, giving 
hunters a steadier, more confident shot.

LET THERE BE

SCAN THIS 
MS TAGMS TAG

First to breach the
300 feet per second
benchmark Introduced the 

Patended Shoot Through 
Riser for lengthened 
power stroke
and compact design

Leading the way 
with Quality-Driven,
Handcrafted 
Products with
Superior Performance

Inception of 
Barnett 
Crossbows

Carbonlite™ Riser for 
featherlite front end 
and 400 feet per sec. 
strength

800.237.4507 www.barnettcrossbows.com

™
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Dead Down Wind (DDW) the
maker of a complete scent elimina-
tion system and D2W guide gear is
proud to announce the addition of
Trent Keller to the marketing team.  In
his new role, Trent will serve as the
marketing manager for Dead Down
Wind, managing all media, advertis-
ing, product management and social
media initiatives.  

“Trent joins DDW during a period
of dynamic growth and we’re excited
about the experience and enthusiasm
he brings to our management team,”
stated DDW General Manager, Gary
Reed. “Trent has a strong product and
planning background. His experi-
ence working with DDWs core cus-
tomers and distribution channels as
well as valuable experience outside
the sporting goods industry will bene-
fit our continuing growth strategies.”

Prior to joining Dead Down Wind,
Trent most recently served as product
manager for Bushnell Outdoor
Products.  He has a masters degree in

Business Administration from
Washburn University, and has exten-
sive experience in retail, manufactur-
ing, product development and man-
agement, and marketing.  

Dream Hunt Promotion
Dead Down Wind announces

another Hunt of a Lifetime giveaway.
All hunters are eligible to win simply
by logging onto www.deaddown-
wind.com and clicking “register to
win.”  One lucky entrant will be join-
ing Tom Nelson, the host of Dead
Down Wind’s American Archer on an
exciting archery only hunt. This is also
an opportunity for the winner to
appear on national TV with Nelson.  

Contestants are entering to win a
whitetail deer, Rio Grande turkey and
hog hunt with the prestigious Barnes-
Keith Ranch. Barnes-Keith Ranch is
on 10,000 acres and was recently fea-
tured in the movie, True Grit.  

The hunt will be five full days and
go from December 3 to 7 in San Saba,

Texas.  In addition to providing what
should be a great hunt, Dead Down
Wind will cover the winner’s airfare
and travel expenses and will also pro-
vide a Dead Down Wind Masters Kit
and a new Bowtech bow.

The winner will be drawn by
December 31, 2011 and the hunt will
be for the 2012 season. 

Trent Keller Heads DDW Marketing

Crosman Corporation, interna-
tional designer, manufacturer, and
marketer of products for the shooting
sports, announced the appointment
of Roy Stefanko, a Crosman veteran,
as its new vice president of marketing.
He succeeds retiring Bob Hampton,
who has served as Crosman’s market-
ing chief for seven years ending a suc-
cessful, lifelong career as a marketing
professional. In his new role, Stefanko
will be responsible for all aspects of
marketing, strategic planning and will
interface with all departments. He will
report directly to Crosman president
and CEO, Ken D’Arcy.

According to D’Arcy, Stefanko has
been groomed for this position, hav-
ing served as national sales manager
and director of new product develop-
ment. “Roy has some big shoes to fill.

Bob Hampton has helped successful-
ly navigate our company through
some tough years to its current level of
success. In taking his place, Roy’s lead-
ership and experience with our com-
pany has prepared him well to step
seamlessly into this new role. With his
knowledge of both the company and
the category, I anticipate he will make
the marketing function an even more
effective contributor to our compa-
ny’s growth,” D’Arcy said.

“For any manager to be success-
ful, he or she must have the ability to
work closely with cross-functional
teams and sift wheat from chaff when
it comes to executing the big ideas
that bring products to market. Roy has
demonstrated real flair for energizing
sales, while recognizing that market-
ing is but a part of the entire equation.

We’re at an important juncture in
Crosman’s growth curve and Roy
Stefanko will be an important mem-
ber of our decision-making team. I
look forward to his continuing as a
real contributor,” said D’Arcy.

Prior to his success in several sales
management and product develop-
ment positions at Crosman, Stefanko
distinguished himself as an accom-
plished marketing manager with a
leading sporting goods company.
Adds D’Arcy, “That experience afford-
ed him a unique view of the interdisci-
plinary requirements that modern
corporations demand. This newest
opportunity to fine-tune his skills
should provide Crosman with the
ideal successor to our retiring market-
ing vice president.”

Trent Keller

Crosman Names New Marketing VP
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Brunton Outdoor Group, consist-
ing of the Brunton and Primus
brands, innovative leaders in techni-
cal hunting equipment, has hired Joel
Bell as their new National Sales
Manager for Specialty Markets. 

The acquisition of Bell signifies
the implementation of a focused
strategy for the future of Brunton
Outdoor Group partnerships, as he
will be charged with the critical tasks
of dedicating service to independent,
specialty and distribution chan-
nels…a role that is crucial to orches-
trating strategic marketing and sales
practices for Brunton and Primus in
Specialty Markets for the U.S. and
Canada.  From a day-to-day perspec-
tive, this will entail providing service

to independent retailers and their dis-
tribution channels throughout North
America, along with the continued
execution of our new “Full-Line”
Hunting Partner Program in tandem
with the efforts of Brunton Outdoor
Group’s network of manufacturer’s
representatives.

“Brunton and Primus are the
leading brands in innovative, techni-
cal equipment for the hunting adven-
ture, and these brands were estab-
lished on this principal with the sup-
port of independent retailers,” states
John Smithbaker, CEO of Brunton
Outdoor Group.  “Given Joel’s history
of success in building the Brunton
brand as a manufacturer’s rep for us in
years’ past, we look forward to work-

ing with his
talents on
this initia-
tive, and to
the contin-
ued growth
of both
Primus and

Brunton in the Hunting Market.”
As a seasoned hunting industry

veteran, Bell contributes a wealth of
professional experience and a track
record of proven success working with
channels in the hunting, fishing and
outdoor industry. He began nearly 30
years ago as an independent archery,
firearms and fishing retailer, and
eventually became associated with
Brunton first-hand in accordance
with the acquisition of his group of
manufacturer’s representatives in
1989.  According to Shawn Buckley,
National Sales Director for Brunton
Outdoor Group, “Joel’s experience,
reputation, and ability to develop and
maintain strategic relationships will
serve to make an immediate and very
positive impact to reinforcing
Brunton Outdoor Group’s dedication
to the success of our brands and our
partners.”

Bell is a Maryland native and has
recently relocated to Wyoming with
his wife Ellen.

Brunton Hires Joel Bell in Sales
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Altus Brands announced it had signed a mar-
keting/licensing agreement with Wayne Woolsey,
owner of Wayne’s Wicked Enterprises for their
Magic Dust product line. 

Altus Brand’s Executive Vice President Charlie
Ricci noted: “This agreement will allow us to mar-
ket this popular product in our Cass Creek Calls
division under the brand name Blo-Glo. We are
always looking for quality, well branded products to
add to our family of companies and are excited
about bringing this new, innovative product to the
market.”

Blo-Glo is a scent free, phosphorescent powder
that, when activated by a light source glows bright-
ly,  enabling the user to check wind direction and
thermal air currents even during low or no light
conditions. Blo-Glo is also a good way to mark a
blood trail and then provides a visible means of
finding your way in and out of the woods after dark.
Blo-Glo may also be used as a range marker in
hunting situations. 

Altus to Sell Blo-Glo

Cases Designed To Travel The World Since 1985

Model AT-38176LW
Dimensions: 38”x17 “x 6” OD
36”x15”x5 ½”ID. Recessed wheels
and luggage restraint system. 20 lbs.

Aluminum bow cases that are compact,
rugged, and meet airline regulations.

If your clients travel, they need this case!
See these and all our cases at

www.americase.com

MADE IN U.S.A.
www.americase.com 800-972-2737

Model AT-36176L
Dimensions: 36”x17”x6” OD
34’x15”x5 ½” ID 17 Lbs

®
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Team USA’s Rodger Willett, Jr.
and Brady Ellison accomplished an
outstanding feat: These two top
archers, one compound, one
recurve, both won the individual
gold medal in their respective cate-
gories June 11 in Antalya, Turkey.
With this achievement, Ellison and
Willett become the first athletes ever
to win a World Cup stage two times
in a row.

The day began with the com-
pound matches; Team USA’s Willett
took to the field at the finals venue to
face Amir Kazempoor (IRI), the 51st
ranked archer who fought his way to
the final match. Willett, who at that
time led the standings for the
Longines Prize for Precision, opened
up with a 10-10-10 to his opponent’s
24 points, and never relinquished his
hold on the lead. Though
Kazempoor outshot Willett on the
fourth end, Willett showed the met-
tle that kept him strong the previous

month in the Porec final, and
clinched the gold, 134-128.

“This match was tight,” noted
Thomas Aubert, commentator for
World Archery. “Rodger Willett’s
heavy bow might have been an
advantage in this strong wind. He
was also a little more precise than his
opponent.”

In Brady Ellison’s much antici-
pated match versus Korea’s Jin-Hyek
Oh, America’s  superstar archer took
an early lead and remained consis-
tent, increasing his lead  from 2-0 to
4-0 despite extremely strong wind
conditions. In the pivotal third  set,
Oh shot 8-7-7, which Ellison
answered with a 9-9-9, winning his
second World Cup stage in a row
with a 6-0 shutout. “Once again
Brady shows that he’s probably the
best archer in the world,” comment-
ed Aubert at the conclusion of the
match.

In other matches, Dietmar

Trillus (CAN) faced Seppie Cilliers
(RSA) for the bronze medal in the
compound men’s category. Cilliers
started the match with what was
reported to be a technical problem
with his release aid, and opened with
a 0-6-5; though the South African
archer came back, it was not enough
to stop Trillus, who shot consistently
for the win, 141-104.

For the compound women com-
petition, the reigning World
Champion Albina Loginova (RUS)
faced Iran’s Seyedeh-Vida
Halimianavval for the bronze.
Extremely strong wind during this
match resulted in low scores from
both competitors, but it was a give
and take until Halimianavval shot a
miss in the fourth end, from which
she could not recover; Loginova
took the match, and the bronze
medal, with a 116-108 victory.

American Archers Score Big in Turkey

News continues on page 129
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