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Over the years I’ve been in a 
lot of archery shops and one 
thing many seem to have in 

common is a need for space to store 
things. Being in some is like work-
ing on a submarine where no square 
inch of storage space goes unused. By 
comparison, Lonesome Road Archery 
of Taylor, Pennsylvania feels about the 
size of an aircraft carrier. 

Taylor is just outside of Scranton, 
northeastern Pennsylvania’s largest 
city. It’s home to this huge archery 
facility because of the aspirations and 
hard work of two brothers, Jason and 
Kevin Jones. 

In 1990 Kevin, a former � ooring 
contractor, opened his original archery 
shop on Lonesome Road in Old Forge, 
Pennsylvania a few miles away from 
its current location. � e original shop 
had less than 300 square feet of space 
and it wasn’t long before he outgrew 
it. “After working days laying tile, lino-
leum and carpet, I would work in the 
archery shop until mid-night just about 
every night. What was nice about my 
original location on Lonesome Road is 
that I had a 10 to 50 yard archery range 
there and I had lights on every target so 
shooters could shoot as late at night as 
I was there,” said Kevin. 

At the time, Kevin’s younger broth-
er Jason was working as a terminal 
manager for a trucking company locat-
ed more than 70 miles away. “I was 
working 14 hour days and had a 140 
mile commute every day and it was 
beginning to wear on me,” said Jason. 
“For the sake of me and my family I 
knew I had to get into some other line 
of work. When Kevin said he was think-
ing of buying a larger shop and that he 
had his eye on a closed garment plant 
in Taylor, we discussed a partnership.” 

� e price of the building ultimately 
fell to where they could a� ord to buy it 
and the brothers made an o� er which 
was accepted. � ey now had a huge 
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fell to where they could a� ord to buy it 
and the brothers made an o� er which 
was accepted. � ey now had a huge 

building bought at an a� ordable price. 
Since the building was a former gar-
ment factory they also had a lot of 
remodeling work to do before being 
able to open it as an archery shop. 

� e pair went to work and removed 
all the air handler ducts and the � re 
sprinkler system. � ey then removed 
and rearranged many of the steel 
support beams to make room for the 
shooting lanes. � ere was no heat in 
the building so they rewired the build-
ing and installed a heating system. In 
addition, they jack-hammered and 
removed damaged sections of the orig-
inal concrete � oor and then re-poured 
it. Later they removed the old roof and 
installed a new one. “Fortunately we 
have a lot of good friends and they’re 
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‘old school.’ � ey knew we needed help 
and they came to help. I don’t know 
what we would have done without 
them,” Kevin told us. 

 Since all the business cards, 
order forms and shop items had the 
Lonesome Road logo printed on 
them, the brothers simply kept the 
same name for the new shop when 
they moved to their present location 
on busy Main Street in Taylor. Today 
they have a 11,000 square foot show-
room that includes 25 archery lanes 
and a TechnoHUNT range. Storage is 
no problem since, in addition to the 
ground � oor space, they have a base-
ment and an upstairs area where they 
store 3-D targets and other bulky items. 
Besides the archery shop, the building 
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Becca Neteler, 14, waits for Jason to make an adjustment to her bow.  She began shoot-
ing ri� es with her father Joachim as a means to spend quality time together.  After her 
sister Katie became interested in archery Becca wanted to try it as well. As a result, 
Joachim and his daughters have a weekly shooting “date” at the archery shop. 

       Brothers, Friends Turn Old        Factory Into Huge Pro Shop
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houses a taxidermist studio while a 
church group rents part of it for Sunday 
services. � e building even has profes-
sional o�  ce space available for rent. 

 Since Kevin already owned the 
old shop, Jason bought into the new 
business and invested $10,000 dollars 
of his personal savings to increase the 
inventory. For the � rst nine months 
neither brother took any money out 
of the business preferring to turn their 
pro� ts into additional inventory. � ey 
took out bank loans to � nance the 
remodeling of the building and to help 
cover day-to-day operation of the busi-
ness until their receipts could cover 
their expenses. 

Retailing In a Tough Economy
“� e � rst seven years business 

was good. We had lines out the door. 
Business has dropped o� ,” said Kevin 
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business and invested $10,000 dollars 
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“� e � rst seven years business 
was good. We had lines out the door. 
Business has dropped o� ,” said Kevin 

about the more recent period. He 
blames the decline in business to the 
events surrounding the terrorist attacks 
on September 11, 2001, while Jason 
pins it on a more recent economic 
decline that began about � ve years ago. 
“After 9/11 it seemed people around 
here were more reluctant to spend 
money and many lost their jobs due to 
the economy,” he agreed. 

“We thought the gas industry 
would bene� t our business because 
of all the new people they brought 
to our area but it seems to be too 
far away to have a� ected us,” Kevin 
said. (Note: Vast amounts of natural 
gas have been discovered in a shale 
formation that runs across New York’s 
Southern Tier and Finger Lakes regions 
and through northern and western 
Pennsylvania, eastern Ohio, Maryland, 
and throughout most of West Virginia. 

59

about the more recent period. He 
blames the decline in business to the 
events surrounding the terrorist attacks 
on September 11, 2001, while Jason 
pins it on a more recent economic 
decline that began about � ve years ago. 
“After 9/11 it seemed people around 
here were more reluctant to spend 
money and many lost their jobs due to 

“We thought the gas industry 
would bene� t our business because 
of all the new people they brought 
to our area but it seems to be too 
far away to have a� ected us,” Kevin 
said. (Note: Vast amounts of natural 
gas have been discovered in a shale 
formation that runs across New York’s 
Southern Tier and Finger Lakes regions 
and through northern and western 
Pennsylvania, eastern Ohio, Maryland, 
and throughout most of West Virginia. 

� e industry brought thousands of new 
people to Pennsylvania when drilling 
operations began throughout northern 
Pennsylvania a few years ago.) 

Kevin thinks there are several rea-
sons why he’s seen a drop in busi-
ness. He feels the hunter population in 
northeastern Pennsylvania is getting 
older and a drastic reduction of the 
Pennsylvania deer herd has kept many 
hunters from upgrading older equip-
ment. “When hunters aren’t successful, 
we sell less equipment.” 

� e brothers noted another thing 
hurting their business is that some 
manufacturers are allowing their prod-
ucts to be sold in new shops opening 
too close to theirs. � ey feel these new 
shops, “Basement Bandits,” Jason calls 
them, are o� ering the same merchan-
dise as they are, especially bows, but 
they are selling them at a lower price 

The brothers are proud of their JOAD program and all six of 
Jason’s children have won National Championships. This year the 
brother’s have 40 youngsters enrolled in the  program and Jason 
said they have more JOAD Olympians and Gold Olympians than 
any other shop in the country. This colorful sign promotes that  
program and let’s people know when the three di� erent sessions 
are scheduled each week.

Jason’s children have won National Championships. This year the 
brother’s have 40 youngsters enrolled in the  program and Jason 
said they have more JOAD Olympians and Gold Olympians than 
any other shop in the country. This colorful sign promotes that  
program and let’s people know when the three di� erent sessions 
are scheduled each week.

Lonesome Road Archery is located on Main Street in Taylor, 
Pennsylvania. The colorful lighted sign in front of the building is 
easy for passing motorists to see. The ground level sign changes as 
the brothers remind their customers of upcoming events or dead-
lines.

       Brothers, Friends Turn Old        Factory Into Huge Pro Shop
by Mike Raykovicz
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because of inexperience and limited 
overhead. In addition Kevin noted after 
two big box stores opened just a few 
miles away their treestand, clothing 
and boot sales dropped o�  drastical-
ly. “We sold quality merchandise like 
Browning, Danner, Rocky, LaCross and 
others, but we’ve lost about 80 percent 
of our clothing and boot business to the 
box stores,” he explained. 

“For 15 years two families made a 
living working this store but recently 
my wife took a part-time job at our 
church to help pay our insurance bills. 
Now Kevin and I often do part-time 
jobs in the hours we’re not open to sup-
plement our incomes,” Jason told us. 

“We sell top of the line Hoyt and 
PSE bows but today nobody makes a 
bad bow and even the mid-priced bows 
are light, fast and quiet,” said Jason. “As 
a result, people go to one of the nearby 
box stores and buy a bow but they just 
don’t get the service we provide. A few 
weeks ago we had a fellow come in with 
a bow he bought at a box store and was 
complaining the bow didn’t shoot well. 
We looked at it and found it was a left 
hand bow but he was a right handed 
shooter,” he added. 

Kevin and Jason have been proac-
tive in trying new ways to grow their 
business. A few years ago the brothers 
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The majority of shooters today prefer 
shooting carbon arrows and the shop 
carries shafts made by Carbon Express, 
Gold Tip, Easton, Carbon Impact and 
Beman. The wrap each arrow receives 
before � etching is both decorative as 
well as practical. When an arrow needs 
to be re� etched, the brothers feel the 
vinyl wrap protects the shaft and there 
is less likelihood of damaging the 
carbon � bers when the old � etching is 
removed.

Although carbon arrows account for 
more than 90 percent of the shop’s 
arrow sales, some customers still pre-
fer to shoot aluminum shafts. Kevin is 
shown to the right gluing inserts into 
aluminum shafts ordered by a cus-
tomer.

Since Pennsylvania went to a Point 
of Sale licensing system the size of the 
required back tag hunters are required to 
display when in the � eld changed. These 
license holders placed near the cash regis-
ter have been good sellers.

Jason Jones, Kevin Jones, Jim Whispell Sr. and Jim Whispell Jr. (left to right) are shown 
here on our recent visit.  Jim Whispell Jr. is a JOAD shooter and assists the Jones brothers 
with all facets of running the business including providing instruction, bow repair and 
sales. His father Jim Sr. is an invaluable help in answering the phone when everyone is 
busy and by talking to parents when the children are being given shooting lessons.  
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tried diversifying their business by add-
ing � shing equipment to their archery 
inventory but that venture didn’t work 
out because by their own admission 
they didn’t know a whole lot about 
� shing. “Besides, � shermen expect you 
to be open at the crack of dawn,” Jason 
said with a grin. � ey even tried sell-
ing kayaks at one time and said they 
quickly sold out of their � rst order. 
� ey placed another order for more 
but when a big box store opened a few 
miles away their kayak sales dropped 
o� . “We still sell a few but not as many 
as we � rst did. Although our kayaks are 
of higher quality the big box store hurt 
us on that too,” Jason noted. 

At one time the brothers tried to 
start a wholesale business but many of 
the smaller shops ordering from them 
didn’t pay on time and it became a 
problem for them. “Sometimes it was 
hard for us to collect from them and 
we couldn’t carry these other shops for 
long so we quickly discarded that idea,” 
said Jason. 

Jason said another business set-
back was related to taking bows in 
on consignment. “A guy brought in a 
bow that turned out to be stolen. I did 
everything I had to do legally but one 
day a cop came in and asked if I had 
any used bows for sale. I showed him 
the bow that I didn’t know was stolen 
and he cited us for having stolen goods. 
It cost us a thousand dollars to defend 

tried diversifying their business by add-

This graphic display in the front window 
is easily seen from the busy thorough-
fare and succinctly describes the services 
o� ered. Note the bullet points here are 
targets, a classy touch.

Woodland
Buck™

Woodland
14 & 16 

 

Woodland Turkey™

Woodland Series
by Rinehart

proprietary
Archers receive an incredible 
arrow-stopping value with a 

Woodland Series target thanks to 
Rinehart’s proprietary Solid  

FX Foam technology.

promoted
A national marketing campaign 
added with an aggressive PR  
approach that delivers our message  
to archers around the globe.

profitable
We saved the best for last. You 
won’t be disappointed when you 
check out the money making 
opportunities with the Woodland 
Series by Rinehart.

    CALL TODAY!
608-757-8153

1809 Beloit Avenue • JAnesville, Wi  53546 • WWW.rinehArt3d.com

the Best Archery tArgets In the World
Proudly mAde in the u.s.A.

Introducing THE

The new Woodland Series  
by Rinehart features a group of four  

new innovative target designs including  
the new Woodland 14 & 16 cube shaped targets.   

This new line-up introduces Rinehart’s proprietary new 
Solid FX Foam technology, providing archers with  
durable performance and an unbeatable value!
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ourselves in court. It was a really bad 
experience,” he explained. 

Despite the periodic setbacks and 
a continuing unsettled economy, the 
pro shop owners said 2010 was their 
best year in quite a while. One thing 
that has been helping the bottom line 
has been reducing the amount of hours 
the store is in operation and tailoring 
them to when most working custom-
ers have time to shop. When we visited 

ourselves in court. It was a really bad 

Despite the periodic setbacks and 
a continuing unsettled economy, the 
pro shop owners said 2010 was their 
best year in quite a while. One thing 
that has been helping the bottom line 
has been reducing the amount of hours 
the store is in operation and tailoring 

ers have time to shop. When we visited 

the shop last July it 
was only open in the 
evenings from 5 to 9 
p.m. and on Saturday 
from 9 a.m. to 2 p.m. 
Kevin said they took 
a careful look at their 
sales records and dis-
covered they did more 
than 90 percent of 
their business from 5 

Carrie Harris watches her six year old son Joe Jr. shoot his 
new bow. Both took an immediate interest in archery after her 
husband came in to pick up his new Hoyt Carbon Element.

Joachim Neteler watches his daughters Katie (left) and Becca 
)right) warm up for a Saturday morning shooting session. 
The trio shoot at least once a week during the winter months. 
Neteler said he didn’t mind the 50 mile round trip they had to 
make because of the way they were treated by the brothers. 
He said he appreciated that the shop was a family owned busi-
ness and how well families were treated by the Jones brothers.

ourselves in court. It was a really bad ourselves in court. It was a really bad the shop last July it the shop last July it 

In an e� ort to increase overall sales, the brothers began selling paint ball equipment and supplies, both individual guns (often called 
markers) and accessories and boxed sets.  Jason is pictured here with a Tippmann paintball kit that includes the gun and safety mask. 
A bag of paintball ammunition is shown to his right. The store also re� lls the cartridges that provide the propellent. At right Jason is 
re� lling the gas cartridge of a paintball gun brought in by a young customer. When he was unable to recharge the cartridge , he quickly 
and accurately diagnosed the problem for the customer. After replacing a nicked O-ring, the cartridge was recharged and the young 
man left to do battle again.
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to 9 p.m. after people came home from 
work in the o�  season months of May, 
June and July. During the busy season 
beginning in August, the shop extends 
its open hours from noon to 9 p.m. “I 
live only two blocks from the shop and 
have a message on my cell phone in 
case someone needs something in a 
hurry. I can meet them at the shop if I 
have to,” Jason told us. 

Investing In Youth
A longtime concern for the entire 

industry has been the increase in the 
average age of bowhunters. Kevin 
feels fewer young people are getting 
into archery because of all the other 
activities from which they can choose 
today. “I don’t know why, but there 
are no school districts in northeastern 
Pennsylvania with a National Archery 
in the Schools Program,” he added. 

Like golf or tennis, archery is 
considered a lifetime sport and Jason 
wanted to promote it as such. He 
approached the superintendents of 
several surrounding school districts 
and o� ered to teach archery as part 
of the school district’s physical edu-
cation curriculum. He volunteered to 
teach the classes for free and o� ered 
to donate the required equipment. � e 
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o� er was turned down by the school 
o�  cials. 

� at experience hasn’t kept these 
pro shop owners from going ahead with 
their own outreach to youth. Lonesome 
Road Archery has a very active JOAD 
program, designed to get kids involved 
in archery and to prepare them for 
competition. Jason explained they cur-
rently have 40 youngsters participat-
ing in the program he coaches. “We 
take our kids all over to compete and 
every one of my own kids (he has six) 
have won a National Championship,” 
he said. Jason was proud their shop 
had more JOAD Olympians and Gold 
Olympians than any other JOAD club 
and said they often have four or � ve 
silver and gold JOAD Olympians at one 
time. “One year we had � ve kids win 
nationals and a local television station 
came in to cover it. � ey had a camera 
on the kids shooting and a high speed 
camera on the target. It was really neat 
to see the arrows hitting the target 
simultaneously with the kids shooting,” 
he noted.

Besides working with the JOAD 
program, the brothers also donate 
their time and equipment to various 
hunter and youth outreach organiza-
tions including the JAKES program of 

o� er was turned down by the school 

� at experience hasn’t kept these 
pro shop owners from going ahead with 
their own outreach to youth. Lonesome 
Road Archery has a very active JOAD 
program, designed to get kids involved 
in archery and to prepare them for 

ing in the program he coaches. “We 
take our kids all over to compete and 
every one of my own kids (he has six) 
have won a National Championship,” 
he said. Jason was proud their shop 

the National Wild Turkey Federation, 
Women in the Outdoors, and 4-H 
groups. Kevin thinks everyone con-
nected with archery, especially manu-
factures, should make a greater e� ort 
in getting new archers into the sport 
because right now ther responsibility 
for attracting new archers falls squarely 
on the shoulders of the full service 
dealers.

“In addition to the JOAD program 
we do birthday parties and host a Boy 
Scout Merit Badge program just to get 
kids involved with archery. It’s amazing 

This young man said he wanted to learn to shoot a recurve bow and came into the shop 
with his family to purchase a bow. Jason spent considerable time with the family dis-
cussing the features of a recurve used by one of his JOAD shooters. He later ordered the 
proper bow from Kinsey’s, the distributor based in Mt. Joy, Pennsylvania. Product from 
Kinsey’s is typically received the next business day.
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after we do a birthday party how many 
kids want to have one of their own. 
� ey really have a good time,” said 
Jason. 

Keeping Adults Shooting
� e large indoor range also pro-

vides a place for adult archers to shoot 
year-round, particularly in the snow 
and ice of winter. While shooting fees 
help cover the business overhead the 
pro shop could never survive on those 
fees along. Equipment sales provide the 
bulk of the income and the ranges keep 
people shooting more, which leads to 
more equipment sales as people replace 
or upgrade their gear. � e brothers run 
leagues throughout the winter months 
and their business is in the northeast 
conference of the Pennsylvania State 
Archery Association. � ey also host 
several NFAA and NAA shoots and 
many of these were state or regional 
shoots. � e shop is a venue for both 
NFAA and NAA regional competitions. 

Many avid bowhunters have no 
interest in spot shooting, yet they will 
enjoy and bene� t from realistic hunt-
ing practice. When the store opened 
in 1993, the brothers invested more 
than $40,000 in a TechnoHUNT system 
and have upgraded it twice. According 
to Jason, TechnoHUNT proved to be 

Many avid bowhunters have no 
interest in spot shooting, yet they will 

ing practice. When the store opened 
in 1993, the brothers invested more 
than $40,000 in a TechnoHUNT system 
and have upgraded it twice. According 
to Jason, TechnoHUNT proved to be 

extremely popular with shooters. “It’s 
been a real moneymaker for us and 
guys were coming from 50 miles away 
to shoot in our TechnoHUNT league. 
We got our money back in about a 
year and a half,” he noted. As an added 
bene� t he said the TechnoHUNT 
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system increased bow sales dramati-
cally because shooters could see their 
arrow speed on the screen. “Guys saw 
how slow their old bow was when com-
pared to that of another shooter and 
consequently many upgraded for the 
next hunting season. We sold a ton of 
bows as a result,” he said. 

Buying Smart
 “A few years ago we sold over 500 

bows a year, but today because of the 

several NFAA and NAA shoots and 
many of these were state or regional 
shoots. � e shop is a venue for both 

Many avid bowhunters have no 

These youngsters are enrolled in the Lonesome Road JOAD program and come to shoot 
on Wednesday evenings and Saturday mornings. The shop has more than 40 young 
people enrolled in the program.
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These Joad shooters (left to right) Elysia Heil, Rachel Jones, Dylan Bonitz, Kaleb Jones, 
Jim Whispell Jr., and Rebecca Jones recently competed in the 2010 and 2011 Joad mail in 
tournament. They won both the girls and boys team events for each competition. They 
also won the Pennsylvania Joad state championship for compound competition in 2010 
and 2011. Rachel, Kaleb and Rebecca are three of Jason’s children.

Parent’s say Jason has a wonderful 
demeanor with young people and that 
they easily relate to him. He is pictured 
above giving shooting instruction to a 
young shooter.
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competition, we sell just half that num-
ber,” Jason said. Sales volume is impor-
tant but just as important is how well a 
pro shop does its buying. � e brothers 
are members of the Archery Range and 
Retailers’ Organization (ARRO) and 
faithfully attend the ARRO Hot Show 
and the ATA every year. “We have to be 
careful about what we order. We have 
to judiciously decide if we want to take 
advantage of big discounts by buying 
in larger volume or do we buy less 
later in the season and get a small-
er discount? We can’t a� ord to have 
merchandise sitting on the showroom 

� oor,” he added. 
� e brothers noted 20 years ago 

they carried seven bow lines and always 
� e brothers noted 20 years ago 

they carried seven bow lines and always 

had more than 300 bows in stock. Now, 
to get the best manufacturers prices 
they have to sell more high end bows, 
and as a result they had to drop sev-
eral bow lines. Today Lonesome Road 
Archery carries the entire Hoyt line of 
bows and many youth model bows. 
“I’ll order any PSE a customer wants 
but I can’t stock all of the models,” said 
Kevin about that Tucson, Arizona bow 
builder.

The TechnoHunt system the brothers had installed 
was a real money-maker for the shop. It not only gen-
erated business on its own merit but helped sell bows 
when shooters saw how slow their current bows were 
compared to others in the league. Jason is pictured 
here setting up the computer so a customer can shoot 
and have his scores automatically recorded.

was a real money-maker for the shop. It not only gen-

here setting up the computer so a customer can shoot 

James Whispell Jr. is only 19 years old but according to Jason he is one of the 
best bow mechanics he has ever seen. Jason said the young Whispell has inher-
ited his father’s talent for mechanics and is an invaluable asset to the shop. 
James is headed to the Pennsylvania College of Technology in the fall to study 
civil engineering. The school has an excellent archery team and James says he 

intends to be a part of it. To the left you can 
see how the handle of the bow press James 
is using can be spun with a portable drill, an 
adaptation made by Kevin Jones.

Heather Szczech and David Woloszyn 
stopped in to pick up the certi� cates for 
their � rst place � nish in a recent JOAD   
adult division mail in tournament. The 
pair took top honors in the male and 
female compound division. David is now 
a pro shooter for Lonesome Road Archery. 
Heather met David a few years ago and 
she now shoots with him. Both teach 
school in the Scranton area.
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Tim Pitcher is a gas � eld worker who drove more than 50 miles to purchase a new PSE 
bow from the shop. “I could have gone somewhere closer but I know I’ll be treated well 
here,” said Pitcher. He’s shown choosing a drop-away rest and discussing its merits with 
Jason.
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� e two owners scour the ATA 
arena for new products and this year 
they’re bringing in the new, light-
weight safety vests by Hunter Safety 
Systems, Muddy, Gorilla and Robinson 
Outdoors. In addition they will feature 
the Livewire tree descending mecha-
nism o� ered by Robinson Outdoors, 
just in case someone should slip o�  an 
elevated stand. “We want our custom-
ers to come back to us and we were 
o� ered a good discount on this prod-
uct. As a result, we’ve ordered a bunch 
of them for this upcoming hunting sea-
son. � e Alpen 10x40 binoculars have 
also been good sellers for us,” Jason 
noted. � e brothers said about half 
their yearly orders are split between 
the ATA and the ARRO Hot Show while 
subsequent re-orders later in the year 
are placed through the buying group 
headquartered in Wisconsin.

Serving � e Crossbow Shooter
� is is the second year crossbows 

will be legal in Pennsylvania for hunt-
ing big game in the archery season. We 
asked how this change has impacted 
their bow sales. “We sold a ton of cross-
bows last year, mostly to gun hunters 
and we sold more crossbows than reg-
ular bows as the season approached.” 
said Kevin. “Excalibur gave us a good 
deal on their crossbows and we expect 
to sell a lot more this year. We also sold 
a large number of the Horton Vision 

ing big game in the archery season. We 
asked how this change has impacted 

bows last year, mostly to gun hunters 

ular bows as the season approached.” 
said Kevin. “Excalibur gave us a good 
deal on their crossbows and we expect 
to sell a lot more this year. We also sold 
a large number of the Horton Vision 

crossbow probably because it’s small 
and more compact,” he added. 

Kevin explained when someone 
buys a crossbow from them it is set 
up, sighted in and they are required 
to shoot it before they leave the shop. 
“We provide the best crossbow ser-
vice anywhere,” he added. “Before we 
sell someone a crossbow, we explain 
the di� erence between a recurve or 
compound limb arrangement and the 

crossbow probably because it’s small 

Kevin explained when someone 
buys a crossbow from them it is set 
up, sighted in and they are required 
to shoot it before they leave the shop. 

vice anywhere,” he added. “Before we 
sell someone a crossbow, we explain 
the di� erence between a recurve or 
compound limb arrangement and the 

advantages or drawbacks of each. We 
let them shoot two or three di� erent 
makes, and we show them how to cock 
the bow and how to aim. If they have 
the time and want to watch it, we can 
show them an instructional video on 
the use of their crossbow”.

“Before a crossbow is put on dis-
play it is sighted in so if a customer 
wants to, they can buy the bow, walk 
out the door and go hunting,” Jason 

are placed through the buying group 

� is is the second year crossbows � is is the second year crossbows 
crossbow probably because it’s small crossbow probably because it’s small crossbow probably because it’s small advantages or drawbacks of each. We 

The Lonesome Road showroom is spacious and well stocked. It is kept neat and unclut-
tered and  small items are kept safely in glass cases behind the counter. Strategically 
placed signs direct customers to various products while larger items like safety vests, 
bows and backpacks hang from pegs near the ceiling.
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Jim Whispell Sr. is an integral part of the shop’s daily operation. 
The Jones brothers count on him to help with needed repairs, 
answer the telephone, and he helps to promote the JOAD pro-
gram. He’s looking over the Horton Eagle, a light-weight crossbow 
designed for younger shooters. 
gram. He’s looking over the Horton Eagle, a light-weight crossbow 

Before a crossbow is put on the rack for display it is sighted in 
with the aid of a tripod rest and adjusted so a customer can walk 
out the door and go hunting with it that day. Jason is shown here 
shooting an Excalibur Exomax. Since Pennsylvania approved the 
use of crossbows during the regular archery season, sales have 
been brisk.
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DEER & TURKEY EXPOS . . . Face-to-face sales talk for today’s market!

www.deerinfo.com 1-800-324-3337 
See our website for exhibiting & advertising info, floor plans, attendee demographics

HERE’S WHERE YOUR PRODUCT BECOMES REAL 
When you get your product in the customers’ hands, you’ve got them!2012 Hunting Heartland

NEW PRODUCTS 
SPECIAL DISPLAY 

Free to manufacturer-exhibitors

MANUFACTURERS ...
• Introduce new products 
• Build brand name and loyalty
• Create new markets
• Increase your market share
• Sign up and sell to dealers

NEW IN 2012 (various expos)
• Aquatics Food Plot & Ponds
• Blood Tracking Dogs Seminars
• Trail Camera Demo Center
• Shot Simulator Video Instruction
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• Hunting Dogs & Puppies, & Kids’ Training Demos
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explained. “When someone buys a bow 
or crossbow we give them free range 
time so that they come back. When 
they do it’s likely they will buy addi-
tional equipment like lighted nocks, a 
target, or a bow case,” added Kevin. 

One thing of concern to the broth-
ers is that Pennsylvania doesn’t require 
a separate bowhunter safety course 
before someone is issued an archery 
license for bow or crossbow use. “If they 
take the standard hunter safety course 
for gun hunting they don’t have to 
take a separate bowhunting course. If a 
pro� ciency test were required it would 
make more new hunters accountable 
and help with the integrity of the sport,” 
Jason said.

Dividing � e Work Load
On the practical side the brothers 

take care of business duties based on 
their talents. Jason noted Kevin is an 
excellent mechanic and can � x just 
about anything. As a result, Kevin � xes 
anything in the building or its furnish-
ings that require repair. “He can weld, 
do carpentry, plumbing and even does 
concrete and electrical work,” said 
Jason. 

Jason said he does the books, taxes, 
ordering, sales, birthday parties, runs 
the JOAD program, provides shooting 
instruction, does the janitorial work 
and even teaches Sunday school. 

Jason also heads up the advertising 
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their talents. Jason noted Kevin is an 
excellent mechanic and can � x just 
about anything. As a result, Kevin � xes 

ings that require repair. “He can weld, 
do carpentry, plumbing and even does 
concrete and electrical work,” said 

Jason said he does the books, taxes, 
ordering, sales, birthday parties, runs 
the JOAD program, provides shooting 
instruction, does the janitorial work 

Jason also heads up the advertising 

e� orts. � e brothers said they have a 
good, loyal customer base that is the 
core of their business, but to encour-
age new business they take out ads in 
the local Sunday paper, o� er discount 
coupons, and buy television time. With 
the proliferation of channels o� ered 
to cable viewers, Kevin said they’ve 
had to cut way back in their televi-
sion advertising because it was di�  cult 
to pinpoint which of the dozens of 
channels o� ered to cable customers 
would do them the most good. � ey 
are considering billboard advertising 
as another way to draw more custom-
ers. � e seminars they put on at local 
sportsman’s clubs are also an e� ective 
marketing tool.

Arrow building is a time-consum-
ing task for many archery retailers. 
Jason says he and Kevin � etch arrows 
but his children do most of the arrow 
� etching and re-� etching after school 
and sports are done for the day. “� ey 
even help with the birthday parties 
and in cleaning the place before every 
event,” Jason explained. 

� e Jones brothers have a sin-
gle employee and they both quickly 
emphasized how helpful Jim Whispell 
Jr. was to their operation. Jim, 19, is one 
of Jason’s JOAD shooters and an excel-
lent bow mechanic. Slated to begin 
study in a civil engineering program at 
the Pennsylvania College of Technology 
in the fall, Jim can do any bow repair 
and he assists Kevin with the work 
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load as hunting season approaches and 
the pro shop gets busier. He has been 
shooting since age 6 and gained some 
of his experience by working on his 
own bows for competition. 

“He makes a lot of sales for us 
and he knows everything about every 
bow and he’s an encyclopedia of bow 
knowledge,” said Jason. “His father, 
James Sr. is a former machinist and I 
don’t know of a tool he doesn’t have 
or of a part he can’t make. Like James 
Jr., James Sr. is at the shop every day 
and is a big help to us. He answers the 
phones when we’re busy and talks to 
the parents when I’m giving lessons,” 
Jason said. “James Jr. has his father’s 
mechanical talent and if he needs a 
tool, his father makes sure he has it. 
He has cutting edge equipment and 
knows how to use it. He is competent in 
all phases of our daily operations and 
even helps me instruct when we do our 
JOAD program,” he added. 

“In this business we have to be 
open in the evenings but if we have 
another commitment or have to be 
out of town Jim Sr. and Jr. will take care 
of the shop for us,” Jason informed 
us. Jason noted his oldest son Jared 
was very good at running the store as 
well and could do anything required, 
but he’s now attending Brigham Young 
University in Utah. We asked Jason 
what he and Kevin were going to do in 
the fall when James Jr. goes to college. 
“I don’t know, that’s a real concern for 

When a customer buys a bow it is com-
pletely set up for them. Jason is pictured 
paper tuning a customer’s new bow so that 
arrow � ight is perfect. If a customer misses 
it’s not the fault of the equipment, Jason 
told us.
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us,” Jason said. “I guess Kevin is going 
to have to step things up,” he added 
with a laugh. 

Satis� ed Customers
While ArrowTrade was visiting, 

Joachim Neteler from Mountain Top, 
Pennsylvania stopped in to shoot with 
his two daughters, Becca 14, and Katie 
15. Neteler explained he and Becca 
started shooting ri� es together and 
Katie wanted to do something with 
her father as well. “I told her to pick an 
activity we could do one on one and 
she chose archery,” Neteler said. “We 
came to the shop in October and Jason 
was really busy, nevertheless he took 
the time to answer all our questions,” 
he added. 

Netler said Katie started shooting 
� rst and showed enough interest and 

dedication to the sport that he and his 
wife bought her a new bow as a birthday 
gift. “I became frustrated with renting 
equipment every week so I bought my 
own bow. Now Becca is involved and 
all three of us shoot together,” Netler 
told us. His wife wasn’t involved with 
archery as yet. “� is is a father, daugh-
ter thing right now and it gives mom a 
little time to herself,” he explained. 

“� ere are a lot of places we could 
have gone, but because of the way 
Jason treated us and the interest he 
showed in the girls we don’t want to go 
anywhere else. � e girls got a great deal 
of support and encouragement from 
Jason and he has a wonderful way with 
kids. � is is a family business doing 
business with families, so I don’t mind 
the 50 mile round trip,” Netler told us. 

Every year around Christmas, the 

dedication to the sport that he and his 
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Every year around Christmas, the 

brothers host 
a customer 
appreciation 
party. “Kevin 
usually makes 
a pasta dish 
and we do 
some venison 
dishes as well. 
Many of our 

customers will bring in homemade 
Italian sausage and cheese, along with 
other local specialties and everyone 
has a good time,” Jason told us. 

Forging Ahead
Despite harder economic times, 

the brothers seem dedicated to their 
business and plan to keep moving for-
ward. “In the archery business you have 
to adapt. You have to own your own 
building and you have to be aware of 
your shortcomings. We soon realized 
the � shing business wasn’t for us but 
we are thinking of the possibility of 
selling � rearms one day,” Kevin told us. 
� ey’re checking into billboard adver-
tising as well.

“We know most of our customers 
by name and try to bring kids into the 
shop because kids turn the wheels,” 

brothers host 
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Despite harder economic times, 
the brothers seem dedicated to their 

ward. “In the archery business you have 
to adapt. You have to own your own 
building and you have to be aware of 
your shortcomings. We soon realized 
the � shing business wasn’t for us but 
we are thinking of the possibility of 
selling � rearms one day,” Kevin told us. 

“We know most of our customers 
by name and try to bring kids into the 
shop because kids turn the wheels,” 

added Jason. “People come into the 
shop because the kids do and many 
� nd archery to be fun. We do pro 
bono work for the Pennsylvania Game 
Commission, Boy Scouts, Girl Scouts 
and we’re Merit Badge counselors,” he 
stated. � ey understand that volunteer 
work builds goodwill for their business.

Jason said he and Kevin try to treat 
everyone fairly and give them an esti-
mated price before beginning work on 
a bow. If they have a fault, it’s in some-
times being too generous. “Some of our 
troubles are of our own making. We 
need to start charging a fair price for 
our services and we need to be consis-
tent about it. If a guy comes in to shoot 
his bow, we sometimes don’t charge 
range time and we should,” he noted. 
“We also need to look into getting our 
own website.” 

After spending nine hours with 
the Jones brothers it was clear they 
are good hearted people who truly 
care about their customers and their 
business reputation. We’re con� dent 
despite a bad economy and increased 
competition from the big box stores, 
Lonesome Road Archery has its act 
together and will be there servicing 
customers for many more years. 

Katie wanted to do something with 
her father as well. “I told her to pick an 
activity we could do one on one and 
she chose archery,” Neteler said. “We 
came to the shop in October and Jason 
was really busy, nevertheless he took 
the time to answer all our questions,” 

Netler said Katie started shooting 
� rst and showed enough interest and 

The Taxidermy Studio is 
adjacent to the archery 
shop and is run by Ken 
Collins, a cousin of 
James Whispell Jr., who 
rents the space from the 
pro shop. Here you can 
see his skills with � sh, 
deer mounts and pelts of 
coyote, bear and bobcat.
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Get Answers Free at 
ArcheryTalk.com

Check out AT’s FREE
how-to video series 

for new shooters!!

Author’s Note: I felt even more 
con� dent about this pro shop’s future 
when I checked back with the own-
ers after submitting this story to 

 I felt even more 
con� dent about this pro shop’s future 

ers after submitting this story to 

ArrowTrade Editor Tim Dehn in late 
August. Lonesome Road archery had 
just received the approval it had been 
seeking to carry the Mathews brand of 

bows and accessories. � at 
also makes the pro shop 
eligible to carry the many 
Mathews-licensed acces-
sories, from broadheads to 
game cameras to bow cases, 
products that are designed 
to give independent pro 
shops a competitive edge 
against the box stores. 
Both brothers are enthu-
siastic about the prospect. 
Kevin said they are excited 
because of the great mar-
keting done by Mathews 
and that they are positive 
it will mean more business 
this coming year.

Both brothers work on bows and both are excellent bow mechanics. Kevin (left) is 
attaching a new drop-away rest cord to the buss cable of a customer’s bow while Jason 
assists him. 

Jason who has six children 
of his own takes time to show 
Joe Harris Jr. how to properly 
aim and shoot a bow. Joe was 
there with his parents to pick 
up his dad’s new Hoyt Carbon 
Element. While they were 
there they also bought a bow 
for Joe Jr.’s mother Carrie.
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