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Parker Bows has named Ken 
Lavendusky as its new Regional Sales 
Manager for Washington, Wyoming, 
Montana, Idaho, and Oregon. � e Mint 
Spring, Virginia � rm has also added 
Mike King as its new Regional Sales 
Manager for California, Nevada, Utah, 
Colorado, New Mexico and Arizona.

“We are very excited to be � eld-
ing a world-class, factory-direct sales 
team to represent the Parker brand and 
our product lines,” noted Rob Mason, 
president of Parker.  “Without question, 
Parker will have the most skilled, highly 
trained and dedicated salesmen in the 
industry.”

Lavendusky and King will be in 
charge of managing and strengthen-
ing Parker’s dealer network in their 
regions, as well as working with dis-
tributors and the major retail stores.  

Most recently, Lavendusky worked 
for the Commercial and Contract 
Division of Staples Inc., as a District 
Sales Manager covering Eastern 
Washington, North Eastern Oregon, 

Idaho and Montana.  While there he 
grew sales by double digits and his dis-
trict was consistently amongst the top 
15 percent. 

King brings to Parker an exten-
sive background in archery and a 10 
year career in sales.  Most recently, he 
worked for Wells Fargo Bank where he 
exceeded pro� t goals, ranking 1st out 
of 36 branches in his division.  Earlier 
in his career, King enjoyed a success-
ful stint as the Archery Department 
Manager for Sportsman’s Warehouse.  
He earned a Bachelor of Arts in 
Business Management from Utah State 
University.

According to Bob Errett, Parker’s 
founder and CEO, “We are continu-
ing to build on the remarkable suc-
cess that Parker has enjoyed over the 
past 17 years, and � elding a top-notch 
sales team will allow us to better serve 
our customers.  � e addition of Ken 
and Mike to Parker’s new sales team 
will allow us to � ll an important geo-
graphic territory in the Northwest and 

Southwest.” 
Lavendusky has been an avid 

hunter and � sherman for over 25 
years.  His entire family spends most 
of their free time in the outdoors; raft-
ing, hiking, � shing, hunting and camp-
ing.  Lavendusky and his wife Janae, 
along with sons Andrew and Trey and 
their daughter Jayden live in Lewiston, 
Idaho.

King has been an avid hunter for 
over 25 years.  He is passionate about 
bowhunting elk and mule deer.  He also 
is heavily involved with cattle ranch-
ing at his family farm.  When he is 
not working or hunting, King enjoys 
spending time with his wife, Andrea, 
and three children at their home in 
Holden,  Utah.

Reach Ken Lavendusky at 
KenL@ParkerBows.com
Cell: (540) 292-6720

For Mike King, use 
MikeK@ParkerBows.com 
Cell: (540) 292-6792
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Robinson Outdoor Products, LLC, 

has made two key hires, Kip Vangsgard; 
director of product development and 
new business, and Jacob Stark; nation-
al sales manager

In making the announcement, 
Senior Vice President Todd Leidall 
said, “Both of these hires bring strong 
and successful executive backgrounds 
to bene� t Robinson Outdoor Products 
as we diversify both the types of prod-
ucts we bring to market and the retail 
locations we are doing business in. 
We feel their experience and skill sets 
easily dovetail into our larger business 
strategies. Our history of creating inno-
vative hunting products is attracting 
great people and I’m delighted to wel-
come our latest team members.” 

Kip Vangsgard most recently was 
Sr. Product Manager - Potable Water 

and Hydronics at Honeywell. His long 
history of blending the disciplines of 
business management, product mar-
keting, and engineering to move exist-
ing business forward and/or develop 
new business opportunities was an 
imperative for Robinson Outdoor 
Products. His previous experience in 
the fabric industry speci� c to technical 
fabrics will also help bolster contin-
ued innovation in product develop-
ment. Vangsgard is a graduate of the 
University of Minnesota, Twin Cities. 

Jacob “Jake” Stark comes by way 
of Delta Sports Products where he was  
national sales and marketing manager. 
He brings deep experience in increasing 
brand presence within major accounts 
by developing and executing creative 
sales and marketing programs which 
resulted in unprecedented growth. 

Stark is a graduate of the University of 
Wisconsin-Madison.

Both Vangsgard and Stark are active 
in the hunting tradition, as are most of 
the Robinson Outdoor Products sta� . 
� is allows them to be actively involved 
with product use and developmental 
feedback.

Robinson Outdoor Products CEO 
Scott Shultz said, “Robinson’s 34 year 
history of innovation really showcas-
es a heightened level of commitment 
to improve the experience of today’s 
hunter – and that translates to our retail 
partners as well. We are committed to 
drive tra�  c and sales penetration into 
more than 2,000 locations worldwide 
by providing customer con� dence in 
both attire and safety designed to work 
together to provide an incredible expe-
rience.”
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Rinehart Targets has appointed 
Matt McCarty to the position of national 
sales manager. In his new role, McCarty 
will be responsible for the continued 
sales management and growth for the 
family owned and operated company.

McCarty brings nearly 20 years 
of sales and customer service exper-
tise to his new position. Prior to join-
ing the team at Rinehart, McCarty 
served as national sales manager for 
Eastman Outdoors, handling all sales 
business from larger national accounts 

to working with small, independent 
retailers. McCarty’s successful career 
also includes a national sales manager 
position for the golf industry’s King Par.

“We’re thrilled to have an expert 
with Matt’s quality and background 
heading up our sales department,” said 
James McGovern, company president. 
“His track record of proven results 
makes him a perfect � t for reaching 
our corporate goals, and an asset to the 
continued growth and success of our 
business.”

For more 
i n f o r m a -
tion on this 
1 1 - y e a r- o l d 
� rm, contact 
the Janesville, 
W i s c o n s i n 
manufacturer 
at (608) 757-
8153.

Matt McCarty

Prior to the ATA show in Columbus, 
Ohio, Matt Minshall, president and 
owner of 30.06 Outdoors announced 
the addition of Donnie Cowell II to 

handle all public relations matters for 
the company.

“I met Donnie many years ago 
while he frequented a local outdoors 

establishment that I worked for,” 
Minshall said.  “Over the past 10 years 
I noticed his persistence and success 
with bowhunting record book white-
tailed deer on mostly public land. He 
has a trophy room that most would 
dream of.”

“Cowell is a resident of Columbus, 
Ohio and a graduate of Franklin Heights 
High School,” Minshall continued. “He 
attended Hocking College, became a 
restaurant management trainee and 
within months was operating his own 
location. Since then he has moved into 
the IT world, taking on a leadership 
role for his employer. His drive, deter-
mination, and overall attitude is what 
led me to approach Donnie for this 
opportunity.”

Minshall said 30-06 Outdoors will 
keep moving forward with the help 
of its existing employees and now 
with Cowell 
in the pub-
lic relations 
role.  “We 
can continue 
to provide all 
outdoorsmen 
with a great 
product and 
a positive 
experience.”

Donnie Cowell II

Matt McCarty

Donnie Cowell II
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On May 10, 2012 it was announced 
that Jack Bowman has been promoted 
to President of Bear Archery. Over the 
past four years, Bowman has held the 
position of vice president and general 
manager, Bear Archery. Prior to joining 
Bear Archery in 2005, Bowman held 
senior sales management roles with 
Precision Shooting Equipment (PSE) 
and Cobra Products.   

“Jack has provided genuine lead-
ership with the vision and leadership 
capacity to meet the challenges ahead 
as we grow our businesses into the 
future”, explained Bob Keller, President 
and CEO of the parent company 
Escalade, Inc.  

Bear Archery manufactures and 
distributes a full line of archery prod-
ucts including compound bows, tradi-
tional bows, quivers, arrow rests, � ber 
optic sights, stabilizers, broadheads 
and other related accessories under the 
Bear Archery, Trophy Ridge and Rocket 
Broadheads brands. 

Early in June, ArrowTrade took 
the opportunity to ask Bowman a few 
questions about the company and the 
brands he is now leading.

AT: What can you say about the 
team of engineers and product manag-
ers Bear has assembled in the past few 
years?

Bowman: First o� , they are all bow-
hunters and archers. What they do for 
work is also what they enjoy when not 
working. As you can imagine, along 
with having a degree in mechanical 
engineering or business, the additional 
requirement of being a bowhunter/
archer severely limits the number of 
applicants we receive for these posi-
tions; we are constantly looking. I 
believe the products speak to what 
they have accomplished. While “de� n-
ing” the product line is a collaborative 
e� ort from the entire group, the design 
and execution is the responsibility of 
the engineers and product managers 
respectively.   

AT: How is Bear proving that it 
can be a powerful force in the accessory 

business with the improvements you’ve 
made in the Whisker Biscuit and Trophy 
Ridge lines since taking them on?

Bowman: We are doing it with  
innovation, dependability (trust) and 
quality. Trophy Ridge is a big focus for 
our team,  an area we believe has large 
growth potential. Our goal is to provide 
new, innovative, dependable (products 
you can trust) quality products to our 
consumers and to continue to improve 
the products we o� er. A great example 
of this are the sights, Whisker Biscuits 
and quivers we o� er with our new 
Ballistix Copolymer System: � ese are 
the lightest, most durable accessories 
on the market with a soft touch coat-
ing. IP (intellectual property) is also a 
focus for us in this category. Our goal 
is to design a unique product, which 
has a purpose and can make the archer 
a better shot - you will see what I am 
talking about in our 2013 line. 

AT: Why is it important to retailers 
and consumers that Bear can provide 
quality bows all the way from $299 on 
up, when some other � rms concentrate 
only on higher end product?

Bowman: We want to provide a 
quality product to everyone, includ-
ing youth, young adults, ladies, men, 

novice archers and advanced archers....
we have a product for everyone that 
will provide an enjoyable experience. 
We like to say we can take them from 
“cradle to grave.” 

AT: Has it been gratifying to see tra-
ditional bow fans � ocking back to the 
Bear banner?

Bowman:  It’s actually been amaz-
ing. � is category more than any other 
really makes you appreciate all the 
things Mr. Bear accomplished and the 
amount of respect he and his products 
earned over the years. I guess hum-
bling would be a more appropriate way 
to describe the feeling. It’s wonderful to 
see three, four and � ve generations in a 
family still bonding and having fun with 
the old stick-n-string. Make no mistake 
about it - Fred Bear is the “KING” in the 
traditional archery world.   

AT: What are some of your goals for 
Bear Archery over the next few years?

Bowman: To continue developing 
products that have a purpose for our 
customer, be it a bow, sight, arrow rest 
etc. We will also be looking at addition-
al categories to enter that make sense 
for our brands,  which could include 
some more acquisitions.   

Whatever you’re looking for in a bowstring material, BCY has a product tailored to 
your needs. See our web site for our full range of bowstring and serving materials, 
or contact us for a catalog: www.bcyfibers.com

Rely on BCY...Rely on BCY...
Bowstring material with Safety, 
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8125G - For higher arrow speed on compounds 
and the preferred bowstring for recurve shooters
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Middletown, CT 
06457 
USA
P: 860-632-7115 
F: 860-632-5775
e: bcyray@msn.com
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the toughest BowstrIng 
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Suitable for Compound and 
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manufacturers world-wide for complete stability and accuracy

toughest and lowest creep                                                                                                                                            
   Dyneema ever made.
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MaterIal ever Made. 
Suitable for Compound and 
Recurve bows. Made from SK90, the 

toughest and lowest creep                                                                                                                                            
                                                                                                                                                      Dyneema ever made.
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Maryland, Maine, New 
Hampshire, New Jersey, New 
York, Ohio, Pennsylvania, Rhode 
Island, Virginia, Vermont, and 
West Virginia. 

Dean Carlson and Billy 
Hudalla have been working as 
Hudalla Product Specialists for 
a year now and with the addi-
tion of two new product special-
ists the states they cover have 
changed slightly.                        

Dean Carlson is the North 
Central Product Specialist. Dean 

has archery retail shop and major retail sales experience. 
He is located in Prairie du Sac, Wisconsin and will be now 
covering the states of Northern Illinois, Northern Indiana, 
Iowa, Michigan, Minnesota, Nebraska, North Dakota, South 
Dakota, and Wisconsin.

Billy Hudalla is the Southeastern Product Specialist. He 
has customer service experience working as a hunting and 
� shing guide, is located in Alpharetta, Georgia and will be 
covering the states of Alabama, Florida, Georgia, Kentucky, 
Mississippi, North Carolina, South Carolina, and Tennessee. 

Winchester Archery is giving away 10 Winchester brand-
ed bows, both compounds and crossbows, just in time for 
hunting season. If you are 18 years of age or older, all you 
have to do is sign up at http://WinchesterArchery.com and 

click on the “10-BOW GIVEAWAY” ban-
ner on the homepage.

 Starting August 1, 2012 Winchester 
Archery will randomly select one win-
ner each day for 10 consecutive days. 
� e winners will receive a randomly 
selected precision-engineered, made 
in USA Winchester brand compound 
bow or crossbow. Winners will be 
announced on the Winchester Archery 
website each day.  “You can’t win if you 
don’t enter, so do it now!” a spokesman 
said.

News continues on page 131

Flint Holdings, an outdoor products manufacturer, 
recently acquired Montana Decoy. It planned to move 
all manufacturing and shipping operations from Colstrip, 
Montana to its plant in Plymouth, Connecticut starting May 
1 of this year.

“Montana Decoy has built an incredible brand over the 
last decade,” said Guy Weaver, CEO of Flint Holdings. “Our 
goal is to continue to provide innovation and bring new 
products to market that are relative to a hunter’s success.”

Weaver said the company will retain Montana Decoy 
Founder Jerry McPherson, as head of product develop-
ment and quality assurance. McPherson’s knowledge of the 

industry and history with product development will bring 
years of experience to the company. “It’s a very exciting time 
at Montana Decoy,” said McPherson. “We have assembled 
an incredible group that will take this company to the next 
level, starting with some incredible products that we will 
release in 2013.”

Hudalla Associates, the nation-wide sales rep group 
based in Minnesota, has hired two quali� ed and talented 
individuals to join its Product Specialist Program. “� e 
function of each product specialist is to work with the area 
Hudalla rep and our manufacturers to better manage the 
major retail store locations in their territories. � e goal is to 
educate, service, merchandise and report the status at each 
location,” a Hudalla spokesman said.

Patrick Bayne is the South 
Central Product Specialist. Patrick 
has experience in major retail box 
stores. He is located in Warrenton, 
Missouri and will be covering 
the states of Arkansas, Southern 
Illinois, Southern Indiana, Kansas, 
Louisiana, Missouri, Oklahoma, 
and Texas.

Raymond Daymude is the 
Northeastern Product Specialist. 
Raymond has experience working 
in archery dealer shops and also 
has shot competitively. Raymond 

is located in Falling Waters, West Virginia and will be cov-
ering the states of Connecticut, Delaware, Massachusetts,  

Raymond Daymude

Maryland, Maine, New 
Hampshire, New Jersey, New 
York, Ohio, Pennsylvania, Rhode 
Island, Virginia, Vermont, and 
West Virginia. 

Hudalla have been working as 
Hudalla Product Specialists for 
a year now and with the addi-
tion of two new product special-
ists the states they cover have 
changed slightly.                        

Central Product Specialist. Patrick 
has experience in major retail box 
stores. He is located in Warrenton, 
Missouri and will be covering 
the states of Arkansas, Southern 
Illinois, Southern Indiana, Kansas, 
Louisiana, Missouri, Oklahoma, 
and Texas.

Northeastern Product Specialist. 
Raymond has experience working 
in archery dealer shops and also Raymond Daymude

Patrick Bayne
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Hawke Sport Optics is proud to 
announce new sales representation 
and an expanded U.S. facility.

A supplier of binoculars, spot-
ting scopes, crossbow, ri� e, airgun, 
and shotgun scopes, Hawke will have 
salesmen covering 21 states as of June 
15. Hawke has secured the Outdoor 
Marketing Alliance (OMA) group to 
manage sales territories from the Mid-
Atlantic to the Upper Midwest.

“All of us at Hawke are excited to 
see the experience and professional-
ism everyone at OMA can bring to the 
table,” said Jim Jordan, general man-
ager at Hawke.  He continued, “OMA 
has a tremendous reputation in the 
outdoor industry as a solid, dedicated, 
and respected sales organization.  We 
are certain that as our rapid growth 
continues, OMA will be a catalyst in 
the 21 states they are now managing 
for Hawke.”

Current dealers will be receiving 
information of any change in repre-
sentation that may a� ect them.  Any 
new account inquiries can be made to 
Hawke Sport Optics directly by e-mail 
or toll-free phone call, at which time 
they will be directed to the proper ter-
ritory manager. � e toll free number is 
(877) 429-5347.

INDIANA FACILITY 
EXPANSION

Hawke Sport Optics is proud to 
announce the Fort Wayne, Indiana 
facility that Hawke has occupied since 
2007 recently underwent expansion 
e� orts to double both the warehouse 
and administrative areas.

“We are excited to be starting 2012 
on such a high note,” said General 
Manager Jordan. “While many com-
panies have had to streamline their 
operations or even close facilities, the 
tremendous growth at Hawke in recent 
years has made it necessary to double 
our footprint in Fort Wayne.  We expect 
this trend to endure as our sta� , prod-
uct lineup, and brand continue to make 

an impact on the American shooting 
sports industry.”

Hawke Sport Optics, with a rich 
history of doing business in the UK 
and throughout Europe, is still a rela-
tive newcomer to the US market.  Since 
entering the US market in 2007, Jordan 
said Hawke has established a reputation 
as one of the best values in sport optics.  
“A leader in crossbow scope innova-
tion, Hawke is quickly gaining a strong 
following for our ri� e scopes and bin-
oculars as well,” Jordan said. “Hawke’s 

broad product o� ering coupled with 
an uncanny ability to deliver more fea-
tures and bene� ts at a given price point 
than any other optics provider on the 
market has caught the attention of the 
American Outdoorsperson. “ 

Mr. Jordan said in closing, “We 
saw tremendous growth and recogni-
tion in 2011, and expect much more 
of the same for 2012.  � is expansion 
was the next step in cementing Hawke 
Sport Optics as a force in the American 
shooting sports market.”

GamePlan Gear, maker of packs, 
bow cases and accessories, announc-
es the addition of Rob Weletz and 
Outtech, Inc. to its national sales force. 

GamePlan Gear has been grow-
ing since its initial product o� ering 
seven years ago with products like the 
BowBat, Spot and Stalk, SnapShot and 
many others.  It now boasts signi� cant 
shelf space with retailers and key part-
nerships with premier outdoor televi-
sion programs. � is sparked GamePlan 
Gear’s management to hire Rob Weletz 
as sales director and Outtech Inc. as the 
in-the-� eld sales representation.  

GamePlan Gear President and 
Founder Mike Arajakis had this to say 
about the additions to his team. “For 
six years, I’ve watched as Outtech has 
put some of the outdoor industry’s 
leading brands on the map.  � rough 
the tradeshows we attend, I have got-
ten to know many of the Outtech reps 
and have always been impressed with 
their knowledge of outdoor gear and 
hoped one day we would have them 
help us promote and develop our line. 
We couldn’t hope for a better opportu-
nity to work with some great guys and 
die-hard bowhunters, better yet, the 
partnership is certain to become one 
of the best opportunities we have had 
to market truly-innovative products.”  

“We learned about Rob Weletz by 
simply putting the word out to our 

friends in the industry that we were 
searching for an experienced manager 
to head up our sales group,” Arajakis 
said. “If you talk with Rob about the 
archery biz for � ve-minutes, you quick-
ly realize that he knows the game very 
well.  Along with his strong background 
in soft goods development with a key 
box-store archery department, Rob 
is the perfect � t for developing the 
GamePlan brand... and… the guy is a 
rabid bowhunter!”

Continued from page 34
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archery biz for � ve-minutes, you quick-
ly realize that he knows the game very 
well.  Along with his strong background 
in soft goods development with a key 
box-store archery department, Rob 
is the perfect � t for developing the 
GamePlan brand... and… the guy is a 
rabid bowhunter!”
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