
Prior to my retirement from
industry I spent my entire
engineering career in all phas-

es of mechanical design, manufac-
turing and corporate management. I
have been involved in every aspect
of production from product design
to plant redesign and modernization
including the complete relocation of
entire manufacturing facilities. I
know first hand the pain, the prob-
lems, the unexpected delays and the
seemingly never ending challenges
that come with the territory.

When I learned that Hoyt was
planning to build a new manufactur-
ing facility and move their entire
physical operation I was well aware of
the enormity of the task. That is why
when the opportunity came for
ArrowTrade to visit the new facility
shortly after its move was completed I
jumped at the chance. Little did I
know what a pleasant surprise was in
store for me.

Not only is Hoyt’s new building
drop-dead gorgeous but the layout of
the manufacturing process line is
state-of-the-art. However, buildings
and machines alone do not make a
company. It takes a team of skilled
and dedicated people. Again, Hoyt is
second to none. 

I felt it was important to share my
experience at Hoyt with our
ArrowTrade readers to provide some
insight into what goes on behind the
scenes of a major archery manufac-
turer. But I am getting ahead of
myself. Let’s step back and start at the
beginning as I spoke with Randy Walk,
president of Hoyt and a member of
the Bowhunters Hall of Fame. (Randy
was inducted under Category B which
is designated for - Bowhunters who
have shown Excellence in the Design
and Manufacturing of Archery
Equipment.)

THE VISION
Randy’s passion for archery and

bowhunting began many years ago
in the archery shop owned by his
father Jay. As a young boy, Randy
grew up with the smell of cedar
arrows in his nostrils and a passion
for archery in his heart. After gradu-
ation from college Randy combined
his passion with a career when he
went to work at Hoyt. He quickly
found himself in charge of the engi-
neering department and worked
himself up through the ranks and
today is Hoyt’s president. 

“Easton bought Hoyt in 1983 and
in 1988 a portion of the manufactur-
ing facility was relocated into our
original building in Salt Lake,” Randy
said. “In 1991 all the remaining Hoyt
manufacturing operations were
moved into that facility as well. Since
that time Hoyt has grown and
enjoyed exploding success even in

Hoyt Opens World Class
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PHOTO BELOW: This expansive reception area greets every visitor to Hoyt. The stairway
leads to an upstairs area which will be the future home of a planned Hoyt Museum
which will record and display the history of Hoyt and the impact it has had on the sport
of archery and bowhunting.
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difficult economic times. As we grew
we continually expanded and
rearranged the facility to accommo-
date new operations and increased
product demand. When expansion
in our original facility was no longer
possible it became obvious that in
order to increase our manufacturing
efficiency we needed to build a new
manufacturing facility designed to
accommodate not only our present
needs but to also allow for future
expansion.”

“Our original facility had 85,000
square feet as compared to the
150,000 square feet in our new build-
ing,” Randy explained. “However
more space is not the answer to

every problem; we knew we needed
to design a work flow process that
would allow for the maximum man-
ufacturing efficiency. This was an
excellent opportunity to do every-
thing right the first time. We shot for
‘global’ buy-in from all of our
employees and department heads.
We looked at every area to make sure
it would be set up to do the best job
possible and we tried to give every
department as many of their ‘wants’
as we could provide. From the dealer
perspective we continually receive
requests for plant tours. Our sales
and marketing group also wanted to
offer our dealer school program
again as well as be able to hold spe-

cial presentations but we were bust-
ing at the seams in our original
building and we could not do it
properly. As we designed our new
building we wanted to build-in a way
to accommodate plant tours and a
dealer school. That became one of
our ‘must-have’ options.”

“We looked at all of our needs
and our wants carefully and used
this opportunity to design the facili-
ty around them,” Randy continued.
“We needed to purchase the ground,
design and construct the building
and move the entire operation in a
time frame that would allow us to be
fully operational for the season. We
didn’t want our customers or dealers

Manufacturing Facility
By John Kasun

Hoyt held a ribbon cutting event in June of 2011 as it completed its
move into this beautiful new 150,000 square foot state-of-the-art
manufacturing facility. The new building incorporates environmen-
tally friendly features such as automatically turning off the lights
when people exit a room.

Randy Walk, Hoyt’s president, spearheaded Hoyt’s move to its
new location. Randy said, “Although we have only been in our
new home a short period of time we are already seeing the
benefits of the move. Designing our new facility to specifically
suit our manufacturing needs allowed us to make improve-
ments in our product flow that we were unable to make in our
old facility.”
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to feel the impact of our move.”
Randy personally handled the

construction team, hired the archi-
tect and main contractor as well as
the subcontractors. Steve Olsen,
Hoyt’s manager of manufacturing
engineering was basically locked in a
closet for several months as his pri-
mary responsibility became the lay-
out of the plant and the manufactur-
ing process.  Steve made a 3-D mock
up of the new plant complete with
each machine and department to
scale. This model allowed everyone
to “see” the proposed plant and work
flow process. This planning tool
eliminated many problems that
might have otherwise gone unno-
ticed until after the fact, greatly
improving the final product.
Numerous meetings were held with
supervisors and employees to ensure
everyone had an input into the final
design. The goal was to reduce the
WIP (Work In Process) time for every
operation which would result in cost
reduction and improved delivery of
the end product.

Construction began in the fall of
2010 but the project found itself a
solid 45 days behind schedule in
January of 2011 due to unanticipated
red tape with building permit issues
and construction delays. Randy
decided that there was no choice
and that the original July 1 comple-
tion deadline had to be met. To
ensure that happened he sat down
with the construction crew and his
department heads to work out a plan
so the building could be co-occu-
pied by both the construction crew
and Hoyt’s employees as they moved
in production equipment and began
actual production. That meant the
co-mingling of 250 employees and
150 construction workers at the
same time.

Unless you personally have been
through something like this it might
be hard to understand or visualize so
let me try to put it in perspective. It is
like having your kitchen remodeled
on Thanksgiving Day. The plumber
wants to shut off the water and the
electrician wants to kill the power
while your wife tries to bake a pump-
kin pie with one hand and stuff the
turkey with the other. Your guests

arrive early for dinner just as the dog
throws up on the rug. It is kind of like
that, only worse. 

“There was no option,” said
Randy. “We had to do it. We had a
lot of talented people but talent
alone doesn’t make a team. I can
proudly say that at Hoyt we are a
team. We anticipated potential
problems and developed contin-
gency plans to counter them. A lot
of time and energy was spent mak-
ing the move seamless for our cus-
tomers. We changed our opera-
tional strategy to accommodate the
required changes and increased our
flexibility. Production at the old fac-
tory was ramped up and we built up
a two month inventory to meet
anticipated customer needs during
the move and to be sure we could
meet any warranty demands that
occurred.”

In spite of the fact that in many
ways the move was seemingly
impossible to do in the time frame
required, it did get done. The first
production machine was set in place
on May 14, 2011 and four days later
the first parts rolled off the produc-
tion line. A ribbon cutting ceremony
opening the new plant was held on
June 23 while construction contin-
ued.

MANUFACTURING
AND ASSEMBLY

Touring Hoyt’s new manufactur-
ing facility I was immediately
impressed by several things. Unlike
other manufacturing plants I have
visited there was no stacked material
or finished parts waiting to be
moved to the next work station. Also
missing were the large number of
forklifts and pallet movers I normal-
ly see in abundance at most manu-
facturing facilities. Although the
building was huge the work process
lines were compact. I soon learned
that was not by accident but rather
by design as explained to me by
Steve Memmott, senior production
manager for Hoyt. Steve has worked
for Hoyt 26 years and is referred to,
politely and with a smile, by his co-
workers as Hoyt’s most mature
employee.

Steve explained to me that Hoyt
utilizes “Lean” manufacturing prin-
ciples in its work process.  Lean is a
process that identifies the waste that
makes a production system ineffi-
cient and costly. The elimination of
this waste logically makes the pro-
duction system more efficient while
reducing cost. These systems and
terms are used widely by manufac-
turers but can be confusing to any-
one not involved in the manufactur-
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Incorporated into Hoyt’s new building is a modern,
high-tech dealer school and presentation area.
Adjoining the presentation area is a break room
where lunch can be served as well as an indoor range
with a sign that reads, “Work Hard. Play Hard”.
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ing process so let me try to
clarify. The Lean process is
designed to provide the cus-
tomer, in this case the deal-
er, a quality product that
meets their specifications in
a timely fashion while elimi-
nating any step in the
process that does not add
value to the product. 

As a dealer you might say, “Who
cares, that doesn’t affect me.”   Yes it
does, and greatly. When a manufac-
turer does everything right the cus-
tomer seldom notices but if they do
something wrong all heck breaks
loose. I am sure that in the past you
have experienced problems with
manufacturers who either could not
supply product as promised or you
may have received defective products
that had to be replaced or that you
had to repair in your shop to keep
your customer happy. Either of these
conditions cost you time and money
plus untold frustration and often cus-
tomer dissatisfaction. In modeling its
manufacturing process on the Lean
principles Hoyt reduces manufactur-
ing cost while increasing product

quality, all while providing on-time
delivery.

To better understand this, listed
below are the seven types of waste as
determined by the Lean process that
make a production system inefficient
and costly. Following each one, as a
means of comparison, is an example
in parenthesis of the same condition
that if it existed in an archery shop
would decrease efficiency and
increase cost.  

Over-production: Producing too
much, too soon. (In a retail situation
this might compare to programmed
orders. You want your product flow to
match your anticipated sales. Having
product delivered too far in advance
simply ties up your money unneces-
sarily.)  

Inventory: Extra production
required to buffer process variability.
(A great example would be buying
extra product because you don’t
know how many you may sell and
winding up with out-of-date product
in inventory after the season. In this
case lack of proper planning puts
money at risk.)   

Transportation: Movement of
materials without adding value.
(Let’s suppose you had your orders
delivered to your home instead of
your shop and every time you need-
ed a bow you had to drive home to
get it.  It costs you time and money
for not having the product in the
right place. Manufacturers face the
same problem and need to minimize
internal movement of parts and
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Aluminum bow risers start out
as either forgings, billets or
extrusions such as the ones
shown here. The risers are then
machined to shape on large
computer controlled machin-
ing centers. Ruben Hernandez
is shown here performing some
of the hand finishing that is
required to blend and smooth
all riser surfaces to prepare
them for the paint and film dip
processes.
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material which adds cost but does
not add value to the end product.)   

Waiting: Increasing production
cycle time without adding value.
(Let’s assume that you only have one
fletching jig. When fletching arrows
you get nothing done
while waiting for the
glue to dry so you can
install a new fletch. You
are increasing produc-
tion time but not
adding anything of
value to the arrow.
However multiple jigs
allow you to work con-
tinuously. But you only
need enough jigs to
allow the first fletch to
dry. Having additional
jigs beyond that point
again is a waste of
money.)

M o v e m e n t :
Movement of opera-
tors without adding
value. (Let’s assume
you have several
employees working in

your shop. Keeping them on a con-
stant schedule is best as they can
plan their personal time and you
always know who is working when.
Constantly changing the working
schedules simply confuses every-

Alex Jensen programs one of the large machining centers that produce bow risers and
cams. These machining centers contain a large number of tools which are loaded on a
“machine gun style belt” and are automatically fed into the center as needed to perform
various machining operations. (See framed photo.) Modern machine tools such as this
allow for intricate machining to be performed with extreme accuracy in a minimum
amount of time.
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one and creates dissatisfaction.) 
Defects: Product that does not

conform to customer specifications.
(Setting up a bow improperly or
doing a sloppy fletching job means

you will have to redo the job with no
additional compensation. Errors
cost money, time and damage cus-
tomer confidence and satisfaction.) 

Over-processing: Processing a
material more than is necessary to
meet customer specifications.
(When you use your cut-off saw to
cut arrows to length they are proba-
bly within .010 of an inch difference
depending upon the wobble in the
saw blade and how careful you were
when making the cut. You could
spend extra time sanding each arrow
until they were exactly the same

length but it would not make the
arrow shoot any better and the cus-
tomer would not know the differ-
ence. Making a part or product to
tighter tolerances than required
adds cost but no value.)

I think you can see from these
examples how Hoyt’s effort to
increase efficiency while reducing
cost directly impacts you as a dealer.
Hoyt’s approach to utilizing an up-
to-date and modern manufacturing
process makes it one of the leaders
in the archery industry. (Google
“Lean” for more information on this
interesting manufacturing process.
The same principles also apply to a
retail operation such as an archery
shop, as our examples indicate.) 

These overviews of the production area clearly show the clean, uncluttered and organized work stations. All areas that generate
either fumes (paint) or dust (limb shaping) are properly ventilated to ensure a clean and safe environment. Note the work flow is com-
pact to minimize material or employee movement. These photos were taken from Hoyt’s built-in catwalk which allows visitors to easily
and safely view the production areas.

The extensive machining required to produce the metal components of a bow obviously
results in a lot of metal waste. In order to handle this waste efficiently while remaining
environmentally conscious Hoyt processes the metal shavings and chips through a
machine that compresses the waste into easy to handle “puck” shaped cylinders. The
compression of the material removes the majority of machining oil and coolant from the
waste making the material more environmental friendly and the scrap more valuable
and easier to reprocess.
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PHOTO LEFT: These partially finished
cams clearly show the intricate machine
work required to produce a pair of
matched precision cams.
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“Instead of bigger and more at
Hoyt we are trying to build in small-
er batch sites,” Steve said. “We want
to maximize the work performed
while reducing product flow. This
meant laying out our manufacturing
process to reduce the transportation
of parts. By doing this we see a direct
gain in efficiency which in turn is
reflected in reduced cost.”

“We track every machining, fin-
ishing and assembly process
involved in making a bow,” Steve
continued. “I know exactly how long
it takes to produce any single com-
ponent or to assemble any model
bow. The time for each operation is
tracked and studied to reduce the
time involved while improving the
quality of the end product through a
continuous quality improvement
process. I get continuous feedback of
product flow throughout the plant
via my computer system and if we do
not hit our production target for
three days I identify problem areas
and work to resolve the issues. It may
mean reevaluating the work process
itself or it could mean a revision of
the work standard.”

“By carefully laying out the new
plant’s production flow and com-
pacting it as much as possible we are
able to minimize transportation of
materials and the walking required
by employees to do their job,”

explained Steve. “Even though we
had more space available we used it
differently. This lead to a rebalance
of our work force and with less peo-
ple needed for material transporta-
tion we had more people available
for production jobs allowing us to
increase production with the same
number of people and associated
labor cost.”  

Hoyt actively seeks employee
input into its work flow process as
the managers feel the employee
knows the job best and often has
good ideas on how to do the job bet-
ter. Work station specifications were
developed for each work station
which shows the employee exactly
what to do and how to do it as well as
the time allotted to perform the task.
These specifications are physically
displayed at each work station and
act as a reference for the employee
who normally does the job.  In addi-
tion they also act as a complete
guide for an employee who has to
step in to perform the task due to
schedule or production changes. A
list of employees trained in the work
to be performed at each station is
also posted at each location. This
allows a supervisor to quickly check
employee qualifications in the event
revisions to the work assignments
are needed to satisfy a production
change. 

Hoyt builds its limbs in-house for both recurve and compound bows. All steps in the
process are constantly controlled from laying up and gluing of components to the shap-
ing, sanding and application of the final finish. Mike Yei (at right above) operates a limb
shaping machine as he performs an initial operation in the shaping of a compound limb
from a limb blank.
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As I observed different work sta-
tions during my tour I saw numerous
jigs and fixtures being used by
employees to complete their task
accurately and quickly. Most of these
fixtures are designed by an industrial
engineer but often the employees
came up with their own simple solu-
tions. While in the string and cable
department Steve told me an amus-
ing story. A supervisor and an engi-
neer were trying to come up with a
special clip to speed up the string
making process. After exploring sev-
eral unsuccessful ideas the young

lady who was running the string
making machine stepped forward
removed a clip from her hair and
said, “You are making this too com-
plicated, this hair clip should work
just fine.”  “She clipped it to the

string and the problem was solved,”
laughed Steve. “Sometimes we are
too smart for our own good.”

Quality is a top priority at Hoyt
and every employee inspects their
work before they move the part or
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Steve Memmott, senior production manager (left), chats with Kyle Bell
about the daily production figures. “Information is the key to monitoring
production and identifying problem areas,” explained Memmott. “You
can’t fix a problem you don’t know about so monitoring our daily produc-
tion figures and making them available to our employees is important to
a smooth operation.”

Posted at each work station is a work sequence sheet
describing the work to be done step by step and the time
allotted for each step. These sheets not only help the
employee do the job properly but they make sure each job
is performed in the same manner regardless of which
employee does the work.

Risers are stored on movable racks that can be easily
rolled between work stations as required. Many of the
jigs and fixtures utilized in the manufacturing process
are designed and manufactured in-house.

Francisco Castaneda, a skilled painter, is shown here meticulously apply-
ing a finish coat to a series of risers.

PHOTO RIGHT: A section
of Hoyt’s new facility is
dedicated to the produc-
tion of Fuse accessories
including quivers, sights
and stabilizers. Mario
Gomez is shown here
assembling Fuse sights to
fill an awaiting order.
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assembly to the next work station.
While every employee at Hoyt is very
serious about and responsible for
quality, Micah Clyde and Matt
Sanford lead the effort in a specific
quality and continuous improve-
ment role. In a nutshell, Micah's and
Matt's job is to continually make
good things better. They work with
employees, supervisors and depart-
ment heads to follow up on and
implement any changes to the work
process that will improve quality or
reduce cost.

As I toured the final assembly
department where bows are assem-
bled I expected to see large racks of
completed bows at the end of the
line. All I found however was a skid
full of sealed and addressed bow
boxes. “I hate to put things away,”
Steve Memmott said. “If I put them
away or in the store house I have to
go get them later. That is all wasted
motion, wasted time and wasted
money. I like our components to
move smoothly from work station to
work station as needed. I don’t need
150 bows ahead of my bow assem-
bler’s I only need one. When he com-

pletes one bow I need the next
one in the queue. When a bow is
completed the last thing the
assembler does is to put it

directly into a box with all the
required information and a new hat.
He prints a shipping label, affixes it
to the box and places it on a skid that
gets loaded into an awaiting UPS
truck. This is a perfect example of
reducing internal handling time
which results in quicker customer

service. From the time we receive an
order until we ship the bow is nor-
mally three days.” 

ENGINEERING / RESEARCH
AND DEVELOPMENT

“I feel that Hoyt’s strength is its
engineering foundation,” said
Gideon Jolley, product research and
development manager. “Jim Easton
was an engineer and our President
Randy Walk is an engineer. We inter-

Phone: 860-632-7115 
Fax: 860-632-5775
e-mail: bcyray@msn.com
See our catalog or visit our web site: ����������	
����

for the widest variety and latest innovations 
in bowstring material from the people who 
really know archery

m

RELY ON BCY 
Bowstring Material

� INCREASED 
  DURABILITY
� COMPLETE 
  STABILITY
� HIGHER 
  ARROW SPEED

� HIGHEST STRENGTH

Bow risers are placed on a motorized conveying
hanger system that moves them through an
automatic dryer, These risers are exiting the
dryer.

This rack of painted risers is headed
to the assembly department and
then on to an awaiting customer.

Andrew Hansen inspects a series of risers
before he approves them for assembly.
Each employee acts as their own quality
control inspector as they are constantly
inspecting the product and their work.
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face with Randy on a daily basis and
it is great to work with someone that
knows all aspects of the business
from the conception of an idea to the
finished product.”

“Engineering and Research and
Development work hand in hand,”
said Gideon. “R&D is charged with
coming up with new ideas and it is
engineering’s responsibility to get
that idea to market. However we are
a company filled with archers and
bowhunters so our ideas can poten-
tially come from anyone. We have
short term projects and long term
projects as well as pages of ideas
which we are considering.
Approximately 50 percent of our new
ideas go to market within one year
while with others it takes more time
due to our very stringent testing
parameters. It is these testing
requirements that result in our min-
imal warranty claims. We do our test-
ing in-house and prove an idea will
work before a product is released to
our customers. All of our designs are
based on function first. It needs to
work and bring a benefit to the cus-
tomer before we consider it. For
example our new carbon riser looks
fancy but its design was driven pure-
ly by function and improved perfor-
mance. The carbon riser is a perfect
example of a long-term develop-

ment project. We had the basic idea
for 15 years but the materials and
manufacturing process were not yet
developed to support it. When they
became available it still took three
years of design and testing until we
were satisfied with the final design.”

“R&D, engineering, production
and marketing work together to
bring the final version of any idea to
market,” Gideon explained.
“Marketing does surveys to ensure
the marketability while engineering
and production make sure we can
manufacture the item at the project-
ed price. Once we have the function
and manufacturing cost nailed down
we add the cosmetics as directed by
marketing. It is a total team effort
from start to finish.”

“Our entire engineering staff
works closely with the shop,” Gideon
continued. “Each engineer is sched-
uled to go into the shop on a regular
basis to review work processes and

look for problems. That also gives us
the opportunity to build relation-
ships with the production employ-
ees. This in turn improves the feed-
back we receive on ways to improve
the work process and quality. The
production staff needs to know what
the engineer expects from his design
while engineering needs input from
production on how to make the part
easier to produce. The best way to
accomplish these goals is for engi-
neering and production to work side
by side. Again like everything else
here at Hoyt it is a team effort.”

“Because Hoyt is known as an
innovative company that introduces
a lot of products to the marketplace
each year Randy Walk, our president,
felt it was important that we did not
disturb our design cycle so our engi-
neers were the last to move into our
new building,” Gideon said. “Hoyt
has a reputation of changing its
product line each year and I know
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Donovan Barton pulls components for a complete
bow assembly and places them in a special tray which
then moved down the table where it will be assembled.
The work sequence sheet allows 52 seconds for this
task to be completed. The bins holding the components
are kept full from the back of the rack by another
employee, ensuring Donovan can work uninterrupted.

Requel Sepulveda (above left) is intently focused on the job of assembling a
bow while Bryan Rivera, working the next station, makes sure another bow
meets specifications.

Strategically placed signs throughout
the complex are constant reminders to all
employees of Hoyt’s dedication to innova-
tion, attention to detail and teamwork.
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some people have questioned that
logic. It is not that the equipment we
are replacing is bad it is just that as a
result of our continual upgrading,
reengineering and tweaking our new
equipment is simply better. One
thing unique about the majority of
people who work here at Hoyt is that
we are all customers of our own
products. Everyone brings his per-
sonal passion for archery and
bowhunting to the job every day. In a
way we are always working regard-
less if we are at the office, shooting in
our backyard or in the field on a
hunt. We are continually thinking
about ways to improve the equip-
ment we produce.” 

CUSTOMER SERVICE   
Being a world leader in the

design and manufacture of quality
archery equipment is not enough for
Hoyt, it insists on being first in cus-
tomer service as well. “Our goal is to
build relationships with our cus-
tomers, the dealers, and their cus-
tomers, the end user,” said Tom
Driffill, customer service manager
for Hoyt. “We have evolved from

being order takers to having a
personal relationship with our
customers. Our sales team con-
sists of 17 external sales repre-
sentatives and a staff of six inter-

nal customer service representa-
tives. Each internal staff member is
assigned specific regions of the
country but depending upon the
workload they take calls from all over
the world. Because we never know
what will happen when the phone
rings we need people who can take it
on the chin when dealing with an
unhappy customer and answer the
next call with a smile. Our number
one goal is to support our dealers
and we hit it from all sides by sup-
porting the dealer, the end user as
well as the manufacturer’s represen-

tative. Although we are willing to
help our end user customers we
always refer them back to their deal-
er for service and support. It is
important to everyone involved that
we help build a solid relationship
between the end user and a qualified
Hoyt dealer.”

Approximately one third of the
calls received by the customer service
department come from consumers
with the balance coming from dealers.
In addition they receive 100 plus e-
mails daily. Average hold time for all
calls is normally under one minute. A
large monitor located at the front of
the department allows everyone with-
in the department to see at a glance
how many calls have been received
this day and how many are on hold.

Josh Luthi (left) and Seakhong Heang check the
string production sheets against the shop order
to ensure the proper components will be on
hand for bow assembly.

Alex McDonald places a completed bow
from the assembly area directly into a ship-
ping carton, eliminating the need for the bow
to be entered into inventory and handled in
the future a second time.

These addressed and labeled
bow cartons are stacked at the
end of the assembly area ready to
be loaded into an awaiting UPS
truck located a few feet away.
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“Each morning we have a 15
minute stand-up War Room Meeting,”
explained Tom. “All of our key people
are in attendance including produc-
tion, purchasing, sales and marketing
and customer service. Our focus is on
the customer as we discuss specific
cases and individual archery shops as
well as production concerns. It is our
way to make sure we can head off
production problems as well as push
specific orders out the door to better
service a dealer. With everyone work-
ing together at one time we keep our
communications tight and our cus-
tomer service on track.” 

SALES and MARKETING
During my visit to Hoyt I had the

opportunity to sit down with Mike
Luper, the  director of sales and mar-
keting. “The move to our new facility
has been very exciting,” Mike said. “It
is not just that everything is new but it
is the fact that we had the opportuni-
ty to build a state-of-the-art facility to
do one thing and that is to build the
finest and most advanced archery
equipment in the world. Every time I
walk through the shop and see a
hunting bow being assembled or see
a finish coat being applied to a set of
recurve target limbs I always wonder
if that hunting bow will harvest the
next world record animal or if those
limbs will win an Olympic Gold. It is
an exciting time for archery and I feel

fortunate to be a part of it.”
“One of our objectives when

designing our new plant was to be
able to share it with our customers,”
Mike continued. “We designed-in an
elevated walkway in our production
area that allows us to take visitors on
a plant tour where they get a birds-
eye view of the operation. The view
for the visitor is unobstructed so
they can see clearly what is going on
while it keeps them out of the actual
production area for safety reasons.
Actually they get to see more from
the elevated walkway then they
would if they were at floor level
where they would have to be looking
‘through’ people to see what is going
on.”

“We have also designed into the
building a special theater style room
for sales presentations and dealer
schools,” Mike said excitedly. “We call
it the ‘Lodge’ and it features elevated
theater style seating and all the latest
audio/video equipment. We intend to
use it for presentations to our sales
representatives as well as for dealer
schools which we plan to start in
2012. Adjacent to the presentation
room is an area where we can take
breaks or have lunch served. We top
all of that off with an indoor range
where dealers and sales representa-
tives will be able to try the latest
equipment. The only thing I am more
excited about than our move into the
new plant is our new 2012 equipment
line-up.” 

The Hoyt customer service team is shown here at their daily departmental meeting
where members discuss customer service issues and are alerted to any critical concerns.
From the left they are: Zach Benson, Todd Griffith, Bori Ly, Mauri Crosman, Aimee Lopez,
Tom Driffill, (rear) and Amber Mansfield.

While the customer service department
allows each representative to operate pri-
vately they also have easy access to fellow
team members if collaboration is required
to resolve any issue. A large monitor
mounted at the front of the room shows
the status of all calls as well as details of
items ordered.

Bori Ly is a senior customer service repre-
sentative and is specifically assigned to

assist top Hoyt dealers throughout the
country. Like many Hoyt employees Bori
keeps his bow handy so he can take
advantage.
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SUMMARY
As my visit to Hoyt drew to a close I was thinking about

how to summarize what I had seen when I stepped into Randy
Walk’s office to thank him for the opportunity to visit Hoyt’s
new home. After an exchange of pleasantries Randy helped
sum up my visit for me. 

“Our goal at Hoyt is to be the best archery company in the
world and we can only do that with innovation and quality,”
Randy stressed. “To accomplish that goal it is important for
full disclosure and effective communications. We are a team at
Hoyt and when a team pulls on a rope they all have to pull in
the same direction to get the most from their efforts. Clear and
consistent communications is the key to keeping that focus.
While we are the manufacturer of high performance archery
equipment we must always remember that first we must be a
high performance manufacturing company. High perfor-
mance drives high quality and if you mix that in with a passion
for archery you have a winning combination. Our employees
are so dedicated to doing a good job and so passionate about
archery we have to kick some of them out of the building to get
them to go home at the end of the day. With a team like that we
can’t lose.”  

Editor’s Note: In addition to his editorial planning and
writing duties with ArrowTrade, John Kasun is an outdoor
seminar speaker and a business 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.

PHOTO RIGHT: Mike Luper, director of sales and marketing for
Hoyt, feels very positive about Hoyt’s new location. “The most excit-
ing thing about our new home is the fact that it was designed
around a manufacturing process that enhanced our overall efficien-
cy allowing us to focus on constantly improving our quality and cus-
tomer service.”

Communications is key at Hoyt and all departments constantly interact. Here from the
left are Jeremy Eldredge, marketing manager, Zak Kurtzhals, product engineer manag-
er and Gideon Jolley, product R&D manager enjoying a lighter moment while exchang-
ing views on upcoming projects.
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