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In an e� ort to provide readers 
with insight into current business 
trends in the retail archery indus-

try, ArrowTrade recently conducted a 
survey of dealers across the country to 
see how 2012 was going for them and 
to determine what products were sell-
ing well and what product categories 
were soft. We also asked them if they 
made any changes in their operating 
strategies that would increase tra�  c 
into their stores and for their opinion 
as to how 2013 would be for business. 
Here’s what they said, with their com-
ments following their bold-faced italic 
identi� cation.

Guy Kanas, owner, Fletcher’s 
Corner, Cape May Court House, New 
Jersey

“Frankly, my business has been 
doing well in almost all areas. My cus-
tomers aren’t streaming through the 
door requesting anything special but 
seem to want the products I’ve been 
carrying for some time. Buck Bomb 
was really a good seller last year and I 
quickly sold out of my original order, so 
I’ve ordered more for this year. I have 
seen an increased interest in tradition-
al archery equipment this year and we 
sell quite a few of the Hoyt aluminum 
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riser hunting bows like the Bu� alo and 
Durado. � e Beman MFX Classic is my 
best selling arrow because my custom-
ers seem to like its small diameter and 
heavier weight and the Carbon Express 
Heritage arrow is also popular with 
them as well. Consumers also seem to 
be willing to spend more for higher end 
arrows like the Carbon Express Blue 
Streak, Carbon Injection and Maxima 
Hunter shafts as well.

“As for slow moving items, I have 
to say these would be in the electronic 
category. I’ve stopped selling things 
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like GPS units, electronic game calls, 
range� nders, bait distribution devic-
es and electronic scent eliminators 
because they just haven’t sold well for 
me. I’ve also stopped selling outdoor 
camou� age clothing because of the 
tremendous number of products out 
there and the number of sizes I need 
to have in stock. Rineheart targets have 
always been a best seller for us and I no 
longer handle low end targets that are 
available from the big box stores.

“My parents retired and closed 
their hardware store so, to bring in new 
customers, I’ve brought in their line of 
Carhartt clothing and Wolverine boots. 
Believe it or not, I’m now doing tux-
edo rentals. Because the tuxedo rentals 
were such a big part of my parents’ 
store, we decided to keep it and now 
we do between 400-500 tuxedo rentals 
a year. In 2010 and 2011 business was 
not good but this year it’s been better. 
How it will fare for 2013 will depend 
on the upcoming presidential election. 
I’ve infused another business into my 
archery retail business and it’s helped 
a lot.”

Jeff Scavazzo, owner, Endless 
Mountains Archery, Birchardsville, 
Pennsylvania

“So far this year, the sale of com-
pound bows has been weaker than 
in the past. On the other hand, my 
sales of crossbows have been great 
(Pennsylvania recently approved cross-
bows for use during the regular archery 
season) and I’ve been averaging about 
� ve or six sales a week. Last week I 
sold 11. Targets, especially the Block 
target, have been selling well and my 
customers are willing to buy any target 
that allows two � nger arrow removal. 
� e Spyderweb targets are popular 
especially among the crossbow shoot-
ers. � e Rage broadheads are the most 
popular heads I sell and guys are buy-
ing a lot of them.

“Since the movie ‘Hunger Games’ 
came out, we’ve been selling quite 
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Guy Kanas, Fletcher’s Corner, Cape May 
Court House, New Jersey

that allows two � nger arrow removal. 
� e Spyderweb targets are popular 
especially among the crossbow shoot-
ers. � e Rage broadheads are the most 
popular heads I sell and guys are buy-
ing a lot of them.

came out, we’ve been selling quite 

 Many dealers reported the new Mathews 
Heli-m to be a best seller this year.

Hunters seem to like the way this new 
bow sends arrows downrange. At 322 feet 
per second and a generous 7 inch brace 
height, the Heli-m is the smoothest, quiet-
est and most technologically advanced 
lightweight bow Mathews has ever o� ered.
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a few of the Bear Cub recurve bows. 
We’ve sold about two or three every 
week since the movie came out. In 
fact, I ordered four more this morn-
ing. Treestand sales have been weak 
so far but I anticipate that to change 
as archery season approaches. I don’t 
stock things like GPS units or range-
� nders because my customers seem 
to go to the big box stores to buy those 
items. Regular sights, rests and bow 
quivers haven’t been doing too well 
this year and I think it’s the economy. 
People are making do with what they 
currently have and aren’t anxious to 
replace a two year old sight or rest with 
a new one.

“I’ve also seen reluctance from my 
customers to spend close to $200 on 
quality high end arrows and they seem 
to be saying those in the $80 to $90 
price range are good enough for their 
hunting needs. As a result, my Maxima 
and Axis arrow sales are lagging while 
the sales of Beman ICS Bow Hunter 
arrows have increased signi� cantly.

“To increase store tra�  c, we’ve 
opened the shop on Tuesday and 
� ursday evenings from 5 to 8 p.m. to 
accommodate the kids who completed 
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the 4-H shooting 
program. We adver-
tised the new extend-
ed hours in the local 
paper and got a good 
number of calls from 

parents who wanted to bring their kids 
in to shoot. As a result, a lot of people 
got to see our operation and how pro-
fessionally we handle things. In addi-
tion, we are involved in community 
activities and this brings people out to 
the shop to see the premises � rsthand.

“Business for 2012 has been good 
and I attribute that to sale of crossbows 
and related equipment. I normally 
don’t sell the number of crossbows 
I’ve sold this year so far but for some 
reason, guys are coming in earlier than 
they usually do. When I sell one, I go 
over the whole bow with the customer. 
I show them how to cock it, how to load 
it, how to sight it in and how to shoot 
it. In addition, I go over all the safety 
aspects of shooting a crossbow. My 
best sellers are the Horton Havoc and 
TenPoint Titan Extreme because of the 
price. Guys just don’t want to spend 
$1,000 or more on a crossbow, so they 
are looking for those in a more moder-
ate price range.

“I expect business will be good in 
2013 because I’m anticipating cross-
bow sales will increase. Some custom-
ers tell me they are giving up their 
compound bows in favor of a crossbow 
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because they are easier to shoot and 
there is a very low learning curve. Many 
of these guys are casual weekend bow-
hunters, so I expect my sale of com-
pound and traditional equipment will 
still remain strong.”

Jesse Smith, Barefoot Archery 
Charlotte, North Carolina

“Some hot selling items so far have 
been the high end quivers like the AXT 
Carbon quiver. Fall away arrow rest 
sales are strong and I’m doing well 
with the new Easton Injexion shafts as 
well as NAP’s new Deep Six hunting 
heads. Swhacker and Ram Cat broad-
heads are hot right now as well and 
I’m really pleased how they are selling. 
� e movies “Hunger Games” and “� e 
Avengers,” along with Disney’s animat-
ed movie “Brave,” have generated a lot 
of interest in archery from the kids.

“After getting the approval of the 
local theater manager, we set up a table 
in the theater lobby and passed out 
brochures of our shop and o� ered a 
free shooting lesson. � e response was 
great. We saw a lot of young girls with 
their hair in pigtails wanting to come 
in to shoot.

“So far, we’re having a great year 
and I’m not disappointed in the way any 
of our products are selling, although 
our crossbow sales have dropped o�  
somewhat. � is is the third year they 
are legal for hunting in North Carolina 
and we sold 80 the � rst year but since 

program. We adver-
tised the new extend-
ed hours in the local 
paper and got a good 
number of calls from 

 Lorraine Clune and Je�  Scavazzo, Endless Mountains Archery, 
Birchardsville, Pennsylvania

the 4-H shooting the 4-H shooting because they are easier to shoot and because they are easier to shoot and 

 Jesse Smith, Barefoot Archery, Charlotte, North Carolina

By Mike Raykovicz
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then, sales have dropped o�  and I 
didn’t order as many this year because 
the demand for crossbows seems to 
have stabilized.

“To generate more tra�  c into 
our store, we started using Groupon 
and immediately sold 560 Groupon 
coupons. I charge $25 per hour for 
equipment rental and range time and 
with the Groupon coupons, two peo-
ple could come in and shoot for the 
same price. � ese were all new people, 
who I never saw before. Many said 
they always wanted to try archery and 
so came in with a friend. A few even 
came back and bought a bow and other 
equipment. To increase the number of 
bows I can service, I put in a new bow 
press to speed up service. I have two 
full time and two part time bow techni-
cians and the extra press allows them 
to do needed work faster.

“In late 2011, we were out of town 
for the � anksgiving holiday and 
thieves came in and cleaned out my 
shop. � ey took everything, includ-
ing the mounts on the wall. We were 
going into our Christmas season and 
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it was shocking. Fortunately, 
our sales representatives 
and distributors were able 
to restock us and we were 
back in business within two 
weeks.

“As I said, this year has 
been good and I expect 2013 
will be better. I’m always 
looking at the positive side. 
I’ve acquired new custom-

ers and have a strong base of existing 
customers as well.”

Je�  Bordwell, Legends of Fall 
Out� tters, Tully, New York

“Trail cameras have been good 
sellers so far this year and we’ve begun 
selling a few crossbows. Right now, 
their use is only legal during the � re-
arms season but many think it’s only a 
matter of time before they are legalized 
for use during the regular bow season 
here in New York. So far all sales seem 
to be level but this year the archery 
season will open two weeks earlier, on 
October 1, so I anticipate we will be 
very busy in September and guys will 
be breaking down the doors. Right now 
we are on schedule with our sales and 
I think things will pick up signi� cantly 
in a few weeks.

“For us, it has been business as 
usual and we haven’t gone to any great 
lengths to generate more tra�  c. We 
have 15 sta�  shooters who wear our 
shirts to all local, state and national 
shoots and this gets our name out there 

to the public.
“I plan on sell-

ing � rearms within 
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“I plan on sell-
ing � rearms within 

the next two years and right now my 
son is in gunsmith school in Pittsburgh. 
For 2013, I’m planning to add a 1,200 
square foot addition to the shop that 
will include a fully appointed machine 
shop for gun repair. When he com-
pletes his technical training in 2013, my 
son will run that end of the business.”

Dave Andrews, Andrews Archery, 
Frackville, Pennsylvania

“� is has been the slowest year for 
sales across the board since I’ve been 
in business. I’m a Mathews only deal-
er and right now, I’m about 40 bows 
behind where I normally am with bow 
sales. � e Heli-m isn’t selling very well 
in our area but the other models are 
doing okay. My sales of Carbon Impact 
arrows have been strong and I sell a lot 
of HHA bow sights. Tru-Fire releases 
and Lumenoks are good sellers as well.

“� is year so far, I’m selling more 
strings and cables than ever before. 
People used to spoil themselves by 
buying something new every year and 
I have guys that bought a new bow 
every other year but this year this is not 
happening. � e unemployment rate in 
our area of Pennsylvania is higher than 
the national average and even those 
companies who are hiring are hiring on 
a part-time basis so they don’t have to 
provide any worker bene� ts.

“As for things that are selling well, 
I’d have to say Grim Reaper broad-
heads are a good seller and I’m selling 
a lot of Sawyer Tick Spray. Ticks have 
become a major problem in our area 
and many of my customers have come 
down with Lyme disease. Overall, it 
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then, sales have dropped o�  and I then, sales have dropped o�  and I 

Deep Six broadheads from NAP are selling well for  
North Carolina retailer Jesse Smith.

Since their introduction two years ago, some dealers have 
reported that the stabilizers by K-Tech Designs have been � y-
ing o�  their shelves. These stabilizers incorporate Mathews 
Harmonic Dampers, Harmonic Stabilizers or both into each unit. 
They are made in the United States and are CNC machined from 
6061-T6 aluminum. Each port of the Tech 5 and Tech 7 stabilizer 
is machined with three grooves to provide di� erent con� gura-
tion so the Harmonic stabilizer and Dampers can be positioned to 
allow di� erent weight and balance options and can be tuned to a 
shooter’s exact requirements.

Nov12AT012-031.indd   14 10/12/12   12:06 PM



15

seems people are concerned about the 
economy and are just not buying.

“� e really hot selling items, 
though, are the Ktech stabilizers. � e 
K1, K3 and K5 models have done really 
well and every bow leaving my shop 
has one or the other installed because 
they work well and are a perfect match 
for Mathews bows. � e stabilizers in 
the KB two rod series are selling very 
well also. All my customers really like 
the way they look and how they per-
form.

“I haven’t made any signi� cant 
changes to the way I do business 
because I have a good reputation and 
a large customer base. People � nd out 
about me through word of mouth. � e 
problem is, nobody wants to buy any-
thing new; they’re making do with their 
old equipment and the fact the deer 
population in our area is poor isn’t 
helping things.

“I expect 2013 to be better for busi-
ness if a new person is elected as presi-
dent.

“People are losing their jobs and 
companies around here are just not 
hiring. Archery equipment is con-
sidered a luxury around here and it 
appears the poor economy is to blame 
for the reluctance in spending.”

Jake Hilliker, Archer’s Archery, 
Midland, Michigan

“Without a doubt, my leading 
sales item has been the Mission Craze 
package. Surprisingly, my second best 
seller has been the recurve bows from 
October Mountain Products. Ever since 
the movie “Hunger Games” came out, 

I’ve seen a great deal of interest from 
youngsters in archery and as a con-
sequence, I’ve sold a lot of recurves. I 
never realized the movie would have 
that much of an in� uence on kids 
and it has brought a lot of people into 
our store. � e QAD Ultrarest HDX is 
a good seller, as is the new HHA 5519 
Optimizer bow sight. � is sight has 
been selling like hotcakes and we sold 
out of the ones we had in stock and I’ve 
just ordered more. Guys seem to like 
them because they are so easy to set 
up and to sight in and they also like the 
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rheostat feature that lets them adjust 
the pin brightness.

“Another surprise best seller has 
been NAP’s new crossbow head, the 
FOC. � ese heads are � ying out the 
door (no pun intended) and one cus-
tomer is using them on his bow with 
an 82 pound draw weight. NAP’s new 
Deep Six system is generating a lot of 
interest as well.

“� e sale of our high end bows is 
soft right now and most are not mov-
ing well so far. In fact, we’ve only sold 
about a third as many as we normally 

seems people are concerned about the 

Dave Andrews, Andrews Archery, 
Frackville, Pennsylvania

ECLIPSE DOES IT ALL
INTRODUCING THE ULTIMATE “DO ALL” BOW

Speci� cations:  
• ATA-IBO Rating: 333-335-337 fps (30” 70lb)
• Axle-to-axle: 35”
• Brace height: 7”
• Draw weights: 50#, 60#, 65#, 70#
• Draw lengths: 25.5” to 31”
• Bow weight: 4 lbs

� e New Breed Eclipse features…
• Patented Bionix 2.0 Cam System
• High Performance Split Limbs
•  Available in the all-black Samurai edition, 

Predator Camo 3D, Outshine Brown Camo, 
  or multiple custom target colors.
• Bow Rattler String Suppressor
•   Custom-made Strings & Cables 
  (BCY 452) from String Addictions

Stock a bow that is attractive to 
both the target and hunting archer. 
Th e Eclipse boasts an all-round 
package with super smooth drawing, 
is extremely accurate, easy to tune, and 
forgiving after the shot.

www.newbreedarchery.comWWW.STRINGADDICTIONS.COM

(205) 536-7850

Made in the USA
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+  Hudalla Customer Appreciation    
 Celebration 1/7/13
+ “Big Money” cash prize drawing 
 at ATA Beer & Gear event/Hudalla   
 Customer Appreciation Celebration
+  Live entertainment at the ATA 
 Beer & Gear event
+  New product introductions 

+ Outtech Innovations 1/6/13
+ Free food, drinks, and entertainment
+ Door buster specials from 
 Outtech manufacturers offered only 
 during Outtech Innovations
+ Daily giveaways of products and hunts

+ Over 250 manufacturers 
 offering NABA discounted pricing
+ Direct Order buying group with   
 ATA manufacturers
+ ATA show attendance fulfills annual 

show attendance requirement

+  ATA-negotiated discount room rates for dealers

+ Special ATA-negotiated hotel food and parking packages for dealers

+ Complimentary shuttle bus service to all ATA-approved hotels

+ Big Buck Tags coupon book with additional dealer savings

Every ATA member shop that registers and attends 
the 2013 ATA Trade Show in Louisville will receive 
1 (one) Visa gift card valued at $100.  Use it to pay for 
food, gas, hotel, or any other expense. It’s our way of 
helping you get to the show and get the best possible 
deals on the products your customers want to buy. 

A SPECIAL GIFT 
JUST FOR DEALERS 

Kentucky Exposition Center

Louisville, KY January 7–9, 2013

+ $500 travel reimbursement to 
attending ARRO members

+ Patronage dividends paid on 
ATA/ARRO manufacturer purchases

+ ARRO Hot Show 1/5 & 1/6/13 
(ARRO members only)
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do by this time of year.
“It seems sales throughout the 

state are slow and even our 3-D shoots 
are attracting far fewer shooters than 
in the past. It seems no one has much 
extra money right now. I buy � rearms 
and this year more people are bringing 
in their guns to sell because they need 
the cash. So far, I’ve bought 11 guns 
and turned down at least � ve more. I 
could count on one of my customers 
buying a new bow every year but he 
hasn’t done so for the past two years. 
He runs a construction company and 
has been in the red since last January. 
In fact, he’s had to lay guys o� , which is 
something he’s never done before.

“To generate additional store traf-
� c, we’ve done more radio and some 
television advertising as well as adver-
tising in front of the store. We’ve run 
sales to bring people into the shop 
but it’s hit and miss. Some days I have 
customers but there are times I can 
go a week and a half without anyone 
coming in. We sell Mathews, Mission 
and Parker bows and we’re thinking 
about bringing in another line next 
year, although we haven’t decided 
which one.

“I can only hope 2013 is better but 
if the economy doesn’t improve, it will 
be rough on us. We had � ve employ-
ees at one time and now it’s just me. 
Ruhl Hoover owns the business and he 
works next door running a tool repair 
business.”

Brian Waldvogel, J’s Archery Pro 
Shop, Antigo, Wisconsin

“� e Monster Series by Mathews 
has done very well for us and sales of 
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has done very well for us and sales of 

the Mathews Heli-m are strong as well. 
Hoyt’s Carbon Element is a good seller 
and Spot Hogg’s high end Tommy Hogg 
is a strong seller.

“Our treestand sales seem to be 
weak right now and we’ve just put 
in a new � oor display and this has 
increased interest and sales have 
picked up slightly as a result.

“Broadhead sales have been soft to 
this point but I expect that to change as 
the opening of bow season approaches. 
Our food plot seed sales have not been 
strong because a lot of guys who do put 
in food plots prefer to buy their seed in 
bulk from the local feed mill.

“Everything else has been good.
“To generate more business, we 

moved from a 1,500 square foot retail 
shop to an 11,000 square foot facil-
ity and we put in a Techno Hunt and 
a full 40 yard 3-D indoor course. We 
do some radio and television adver-
tising but not much. We do advertise 
in the local newspaper and we work 
closely with the local chapters of the 
Central Wisconsin Conservation Club, 
Wisconsin Bowhunters and local QDM 

“To generate additional store traf-
� c, we’ve done more radio and some 
television advertising as well as adver-
tising in front of the store. We’ve run 
sales to bring people into the shop 
but it’s hit and miss. Some days I have 
customers but there are times I can 
go a week and a half without anyone 
coming in. We sell Mathews, Mission 
and Parker bows and we’re thinking 
about bringing in another line next 
year, although we haven’t decided 

“I can only hope 2013 is better but 
if the economy doesn’t improve, it will 

“I can only hope 2013 is better but 
if the economy doesn’t improve, it will the Mathews Heli-m are strong as well. the Mathews Heli-m are strong as well. 

The Ultra Rest by Quality Archery Designs 
comes in black, red or pink. The top-of-
the-line Ultra-Rest HDX has a curved cap-
ture bar and a redesigned vertical, making 
it far more versatile and compatible than 
ever before. The Mounting Block Design 
gives shooters more vertical adjustment 
and � ts most bows on the market. The rest 
boasts Lock-Down Technology, eliminat-
ing rest bounce back and the advanced 
vibration technology reduces vibration. 
This rock solid rest is constructed of CNC 
aluminum, stainless steel and Delrin com-
ponents.

Brian Waldvogel, J’s Archery Pro Shop, 
Antigo, Wisconsin

C.P. 
Oneida
Osprey
The best
Fish Bow in 
the World
has a new has a new 
color...
“Red Reaper”

Experience
C.P. Oneida
Kestrel  Bow’s
                    
          “Wow 
                        Factor”

                    Smoothest                    Smoothest
                    High 
                    Efficiency
                    Bow on 
                    the Market

Call 231-743-2427
Buck Pole Archery

www.oneidaeaglebows.com
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chapters. � is has helped our business 
since we donate to these organizations 
and their members come to our shop.

“For 2013, I expect business to be 
somewhat better because we brought 
in � rearms and this has generated 
more foot tra�  c. We have a big farm 
supply store nearby and they o� er out-
door equipment but they don’t o� er 
any services like we do. Our prices 
are competitive with theirs and we’ve 
found people come into our store when 
visiting the farm supply store and they 
often buy something from us.”

Jason Jones, Lonesome Road 
Archery, Taylor, Pennsylvania

“� e Mathews Heli-m and Mission 
Craze have been our top bow sellers 
this year. I think the Craze is aptly 
named because guys are crazy about 
them. � is bow is really priced right 
and rather than spend the money on 

chapters. � is has helped our business 
since we donate to these organizations 
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more foot tra�  c. We have a big farm 
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door equipment but they don’t o� er 
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found people come into our store when 
visiting the farm supply store and they 

Jason Jones, Lonesome Road 

“� e Mathews Heli-m and Mission 
Craze have been our top bow sellers 
this year. I think the Craze is aptly 

new strings and cables on their old 
bows, they put that money into buy-
ing a Craze. Our crossbow sales have 
been strong and we’ve been selling a 
lot of Excalibur crossbows and so far, 
we’ve never had one come in for repair. 
Alpine quivers are really good sellers 
as well because they are about half the 
price of a Mathews or Hoyt quiver. � e 
various Tru-Fire releases are popular 
and have done well and the QAD and 
Vital Bow drop away arrow rests, while 
high-tech and pricey, sell well for us.

“For some reason, the Mathews 
shooters love the bow cases by SKB and 
I sold out of my previous order. I just 
placed another $2,000 order the other 
day for more of these cases. � e Ktech 

new strings and cables on their old 
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ing a Craze. Our crossbow sales have 
been strong and we’ve been selling a 
lot of Excalibur crossbows and so far, 
we’ve never had one come in for repair. 
Alpine quivers are really good sellers 
as well because they are about half the 
price of a Mathews or Hoyt quiver. � e 
various Tru-Fire releases are popular 
and have done well and the QAD and 
Vital Bow drop away arrow rests, while 

“For some reason, the Mathews 
shooters love the bow cases by SKB and 
I sold out of my previous order. I just 
placed another $2,000 order the other 
day for more of these cases. � e Ktech 

stabilizers are very popular with the 
Mathews shooters but guys are putting 
them on other bows as well.

“I’m not selling as many boots, tree 
stands and ground blinds as I did in 
the past. Guys seem to be going to the 
big box stores for those items. We can’t 
compete on the prices they o� er and it 
has hurt us somewhat.

“To generate more store tra�  c this 
year, we plan to advertise with the local 
20 screen movie theater. Our ad will run 
� ve times a day for 90 days and this will 
put our name in front of a lot of people. 
I’ve seen a huge jump in the number 
of kids coming into the store because 
of the movies “Hunger Games” and 
“Brave.” Right now, about 80 percent of 
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“Strikes Gold”
In London

Carbon Express

Team Italy shooter Michele Frangilli chose his arrows at the 
critical moment – a Carbon Express arrow for a perfect 10 

and the Gold. When you’re taking aim at that once in a 
lifetime shot – Make it count… 

“Shoot Better”™with Carbon Express 

Jason Jones, Lonesome Road Archery, 
Taylor, Pennsylvania

Popular with many hunters, especially for those whose shots come at longer distances, 
the Black Gold Ascent sight o� ers shooters more range and adjustability than traditional 
hunting slider sights. It has an exclusive � rst axis adjustment that keeps the sight dialed 
in at long ranges and works great with one piece quivers. The Ascent is designed to 
accommodate computer generated sight tapes and has quick, smooth and quiet adjust-
ment. The lockdown feature assures the slider won’t move while the Dial of Death adjust-
ment system gives target sight accuracy to bow hunters.
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my junior shooters are girls. If I have 20 
shooters, 15 will be girls. � ey all want 
to learn how to shoot. Right now, I’m 
holding two instruction classes a week 
on Wednesday nights and Saturdays 
and I’d like to increase that if I can.

“A few years back, business began 
to drop o�  but it has been on the 
increase for the past two years. I’m 
thinking business will be even better 
in 2013 because I think we’ll see an 
increase in the number of shooters 
coming into the store.”

Jeremiah Plyer, Wilde Archery, 
Centerville, Utah

“One of our best sellers so far is 
the new Smack Down Pro arrow rest 
by Trophy Taker. It incorporates all 
new technology for a limb driven drop 
away rest and this past two and a half 
months I’ve sold more than 70 of them. 
� e Mathews Heli-m is our number 
one best-selling bow. � e Black Gold 
Ascent bow sight is very popular out 
here and we sell a lot of them as well. 
� is sight has more range and adjust-
ability than some other sights and is 
designed to accept computer generated 

my junior shooters are girls. If I have 20 
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to learn how to shoot. Right now, I’m 
holding two instruction classes a week 
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“One of our best sellers so far is 
the new Smack Down Pro arrow rest 
by Trophy Taker. It incorporates all 
new technology for a limb driven drop 
away rest and this past two and a half 
months I’ve sold more than 70 of them. 
� e Mathews Heli-m is our number 
one best-selling bow. � e Black Gold 
Ascent bow sight is very popular out 
here and we sell a lot of them as well. 
� is sight has more range and adjust-
ability than some other sights and is 
designed to accept computer generated 

sight tapes. A lot of guys 
like the “Dial of Death” 
adjustment system that 
provides target sight 
accuracy. � at particu-
lar model accounts for 
almost 85 percent of our 
sight sales. Because of 
the open areas we have 
here in Utah, a lot of 
our customers prac-
tice shooting 60, 70, 80 
and even at 100 yards 
and this sight is what 
they want. If they can 
extend their e� ective 
range by 20 yards, the 
shot opportunities just 
about double. It’s rare to get a shot 
under 40 yards at a mule deer or elk.

“� e new Ulmer Edge broadhead 
by Trophy Taker has become a best 
seller because it has a low pro� le, 
which is important when shooting lon-
ger distances. In addition, this head 
has razor sharp rear deploying blades 
that make a huge hole. We are really 
impressed.

“No single category has been soft 
for us and we’ve been steady in all 

about double. It’s rare to get a shot 

“� e new Ulmer Edge broadhead 
by Trophy Taker has become a best 
seller because it has a low pro� le, 
which is important when shooting lon-
ger distances. In addition, this head 
has razor sharp rear deploying blades 
that make a huge hole. We are really 

“No single category has been soft 
for us and we’ve been steady in all 

sales areas except perhaps trail cam-
eras. Maybe it’s because we only o� er 
customers � ve or six options and they 
want more. I think a lot of our custom-
ers shop online for these items and 
if it is something that doesn’t require 
my expertise, then they tend to shop 
elsewhere.

“� is year, we started to buy adver-
tising time on a regional outdoor show 
that covers things like � shing, hunt-
ing, conservation issues and archery. 
� e show is on Saturday evenings 
and Sunday mornings and covers all 
of Utah and parts of Wyoming. � ere 
are about 40,000 to 50,000 viewers. We 
bought a minute and a half of time 
and so far, we’re seeing a return on our 
investment.

“Next year, 2013 should show us 
growing a bit. In Utah, our economy 
is a little soft but it’s not as bad as the 
national average. � is year, we’ve seen 
an increase in new construction and 
construction workers are the core of 
our business. � ese guys work outside 
and love the outdoors, so they are our 
basic and best customers. I’m con� -
dent 2013 will be a good year for us.”

Charlene Morgan, Freedom 
Archery, Duncansville, Pennsylvania

“Wicked Ridge crossbows and the 
models in the Mission archery line 
have been selling well for us. People 
really like the Craze and Riot bows. 
Morrell and Hips targets are popular 
with our customers and our sales have 
been strong in this area as well.

“Montana Black Gold sights and 
Truglo bow sights are in demand and 

and this sight is what 
they want. If they can 
extend their e� ective 
range by 20 yards, the 
shot opportunities just 
about double. It’s rare to get a shot about double. It’s rare to get a shot sales areas except perhaps trail cam-sales areas except perhaps trail cam-

Charlene and Barry Morgan, Freedom Archery, located in 
Duncansville, Pennsylvania
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The Maxima Series of arrows by Carbon 
Express continues to gain in hunter 
popularity because of Dual Spine Weight 
Forward technology. The Maxima Hunter 
is the fastest camou� age arrow in the 
Carbon Express line, with precision design 
that delivers tighter tolerance than tradi-
tional carbon arrows. Maximas come fac-
tory � etched with either Bohning Blazer or 
Fusion Vanes by Norway Industries.

national average. � is year, we’ve seen 
an increase in new construction and 
construction workers are the core of 
our business. � ese guys work outside 
and love the outdoors, so they are our 
basic and best customers. I’m con� -
dent 2013 will be a good year for us.”

Archery, Duncansville, Pennsylvania

models in the Mission archery line 
have been selling well for us. People 
really like the Craze and Riot bows. 
Morrell and Hips targets are popular 
with our customers and our sales have 
been strong in this area as well.

Truglo bow sights are in demand and 

Carbon Express line, with precision design 

tory � etched with either Bohning Blazer or 

The SmackDown Pro Rest is similar to 
other rests in Trophy Taker’s popular 
line in that it features all metal construc-
tion; bullet-proof, no nonsense design 
and an unconditional lifetime warranty. 
The SmackDown launcher pivots on a 
rock solid bearing system and features 
what Trophy Taker says is the quietest 
launcher dampening system available. The 
SmackDown is designed for attachment 
to the bottom limb or the upward moving 
cable. Using the limb or up cable to oper-
ate the rest allows the launcher to raise 
early as the bow is drawn, lifting the arrow 
long before the broadhead approaches 
the bow and long before the cams break 
over into the leto�  position. When the 
bow is shot, the arrow travels along the 
launcher for nearly the full length of the 
shaft, resulting in increased arrow guid-
ance time.

Nov12AT012-031.indd   20 10/12/12   12:10 PM



21

BUILT FOR THE HUNT
BARNETTCROSSBOWS.COM

JACKALQUAD 400 WILDCAT C5

DEADLY ACCURATE, 
SMOKIN’ FAST

112 FT LBS OF KE

345 FPS
97 FT LBS OF KE

320 FPS
97 FT LBS OF KE

315 FPS
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Gold Tip arrows always sell well for us.
“To date, broadhead sales are soft 

but I expect that to pick up as bow 
season approaches. Additionally, there 
weren’t a lot of deer killed in our area 
last season, so many hunters are not 
replenishing their stock of hunting 
heads. Our sale of trail cameras has 

Gold Tip arrows always sell well for us.
“To date, broadhead sales are soft 

but I expect that to pick up as bow 
season approaches. Additionally, there 
weren’t a lot of deer killed in our area 
last season, so many hunters are not 
replenishing their stock of hunting 
heads. Our sale of trail cameras has 

been soft as well. � ere seem to be so 
many from which a hunter can choose 
and we can’t stock all the models avail-
able. One manufacturer o� ers up to 
nine models. Bow sales are good but 
down somewhat from previous years. 
So far, we’re down about 10 percent 
over last year but that may pick up 
as the season approaches. Our cross-
bow sales were good when income tax 
refunds started to come in but they are 
down a little now as well.

“We’ve always o� ered bow pack-
ages and we advertise on our local 
cable television network. We’ve cre-
ated a Facebook page and we have a 
web page and this has made us more 
visible. We still do birthday parties and 
have an indoor video range but have 
not made any signi� cant changes to 
the way we do business.

“After the movie ‘Hunger Games’ 
came out, we had up to 25 young ladies 
come into the shop wanting to explore 
archery. As a result, we’ve sold nearly 
20 new bows. I’m told a new movie, 
“Revolution,” will be out soon and will 
feature bows and crossbows and this 
may generate even more interest in 
archery.

“Game numbers are up somewhat 
this year and I expect to see an increase 
in store tra�  c. 2013 should be a good 
year because we cultivate the sport of 
archery by having a kids’ video shoot-
ing team and other programs. I always 
anticipate some growth and if I see 
between 10 to 12 percent in growth 
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“After the movie ‘Hunger Games’ 
came out, we had up to 25 young ladies 
come into the shop wanting to explore 
archery. As a result, we’ve sold nearly 
20 new bows. I’m told a new movie, 
“Revolution,” will be out soon and will 
feature bows and crossbows and this 
may generate even more interest in 

“Game numbers are up somewhat 
this year and I expect to see an increase 
in store tra�  c. 2013 should be a good 
year because we cultivate the sport of 
archery by having a kids’ video shoot-
ing team and other programs. I always 
anticipate some growth and if I see 
between 10 to 12 percent in growth 

over the previous year, I’m very happy. 
What holds us back at times is the 
unavailability of product. Vendors want 
us to program orders in January but 
don’t deliver the goods until July or 
even August. I can’t sell what I don’t 
have.”

Bob Wilkins, Black Bear Archery, 
St. Georges, Delaware

“� is year, crossbow sales are doing 
really well. We sell just about every 
brand, including Parker, Bow Tech, 
Horton, Scorpyd, Excalibur and Ten 
Point. I’m a Bowtech dealer and these 
bows are also selling well. � is past two 
weeks (early August), my business has 
almost doubled and I’m selling a lot 
of archery accessories like sights and 
rests. Apex, Extreme and Truglo sights 
are selling well, as are the QAD Ultra 
HDX rests and the Whisker Biscuit. 
Sales of traditional archery equipment 
have picked up and we’ve seen more 
kids come into the shop and even the 
local archery club has seen a tremen-
dous increase in the number of young-
sters who want to learn to shoot. I don’t 
know what’s going on but I’ve seen 
a tremendous increase in interest in 
archery from both old and young alike.

“Right now, my sales of scents and 
scent elimination products are slow 
but then again, they never sell well this 
time of year and I expect sales of those 
items to pick up later this fall. Trail 
cameras aren’t selling as I expected 
and the sale of range� nders has been 
slow as well.

“To generate more store tra�  c, we 

over the previous year, I’m very happy. over the previous year, I’m very happy. 

Bob Wilkins, Black Bear Archery, St. 
Georges, Delaware

Gold Tip arrows always sell well for us.Gold Tip arrows always sell well for us. been soft as well. � ere seem to be so been soft as well. � ere seem to be so been soft as well. � ere seem to be so 
What holds us back at times is the 
unavailability of product. Vendors want 

over the previous year, I’m very happy. over the previous year, I’m very happy. 

Georges, Delaware

 Crossbow sales are booming in many parts of the country and dealers report that the 
Parker Bushwacker is one of their top selling models. The Bushwacker is an introductory-
level crossbow that shares several features with Parker’s top-of-the-line models. The 
all-metal G2 trigger system has no creep and breaks cleanly shot after shot. It’s also 
out� tted with an ambidextrous auto-engage safety and an anti-dry � re device while 
the vented forearm and safety � nger � ange are built into the front end of the open-style 
pistol-grip stock.
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“Revolution,” will be out soon and will 
feature bows and crossbows and this 
may generate even more interest in 
archery.

this year and I expect to see an increase 
in store tra�  c. 2013 should be a good 
year because we cultivate the sport of 
archery by having a kids’ video shoot-
ing team and other programs. I always 
anticipate some growth and if I see 
between 10 to 12 percent in growth 

According to reports from dealers across 
the country, RAGE broadheads are one of 
their best-selling hunting heads. RAGE’s 
streamlined ¾ inch diameter, along with 
its HexFlat design, makes it � y like a � eld-
tip. The machined aircraft aluminum body 
features HexFlat design for stable � ight, 
with a stainless steel instant-cut tip. The 
cam-deployed rear blades follow the tip 
without grabbing or de� ecting, even on an 
angled hit, and are guaranteed to deploy 
before entry, maintaining full kinetic 
energy.
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Visit beararcheryproducts.com to fi nd out more about the all-new Anarchy.
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had a booth set up at Delaware City 
Days, which is an annual event held to 
promote local businesses. We handed 
out information about our shop to let 
the general public know where we were 
and what we did. We do some advertis-
ing on the local radio stations and we 
do have a web page.

“Next year, I think we will do all 
right. I just have to watch my buying. 
I’m a member of ARRO and I go to the 
ATA and Kinsey’s shows. So far, this has 
worked out well for me.”

Matt Daniel, Archery Shack, 
Je� erson City, Missouri

“Our bow sales have been doing 
well so far. � e PSE Brute and Evo, 
along with the Rally, are selling well 
along with the Hoyt Vector Turbo and 
Vector 32. Gold Tip arrows are moving 
well and the Vapor Trail Limb Driver 
rests have been good sellers to this 
point. Broadhead sales seem to be lag-
ging but have picked up recently. � e 
Rage has been and continues to be very 
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“Our bow sales have been doing 
well so far. � e PSE Brute and Evo, 
along with the Rally, are selling well 
along with the Hoyt Vector Turbo and 
Vector 32. Gold Tip arrows are moving 
well and the Vapor Trail Limb Driver 
rests have been good sellers to this 
point. Broadhead sales seem to be lag-
ging but have picked up recently. � e 
Rage has been and continues to be very 

popular but this year, the G5 T3 head 
is becoming more popular. Our tradi-
tional bow sales picked up slightly after 
the movie ‘Hunger Games’ came out 
but have tapered o�  since then.

“We sell a limited number of cross-
bows and they aren’t big sellers in our 
area.

“Products like game calls, scents 
and scent elimination products have 
proven to be slow movers the past two 
years. � e competition from the big box 
stores has been � erce and has hurt our 
sales. It’s the same with arrow rests; the 
box stores can sell them for less than 
we can. I quit carrying trail cameras 
and range� nders for that same reason.

“We haven’t made any signi� cant 
changes to the way we do business 
but we do run a large 3-D league with 
about 25 to 30 shooters in the weeks 
leading up to the beginning of bow 
season. We also have a 40 yard indoor 
range that brings guys into the store. 
We don’t do a lot of advertising but we 
do have our store name, address and 

popular but this year, the G5 T3 head 
is becoming more popular. Our tradi-
tional bow sales picked up slightly after 
the movie ‘Hunger Games’ came out 

“We sell a limited number of cross-
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“Products like game calls, scents 
and scent elimination products have 
proven to be slow movers the past two 
years. � e competition from the big box 
stores has been � erce and has hurt our 
sales. It’s the same with arrow rests; the 
box stores can sell them for less than 
we can. I quit carrying trail cameras 
and range� nders for that same reason.

“We haven’t made any signi� cant 
changes to the way we do business 
but we do run a large 3-D league with 
about 25 to 30 shooters in the weeks 
leading up to the beginning of bow 
season. We also have a 40 yard indoor 
range that brings guys into the store. 
We don’t do a lot of advertising but we 
do have our store name, address and 

phone number on paper restaurant 
place mats and this gets our name and 
business out to the public.

“I’m hoping 2013 will be better for 
business. � e state has cut approxi-
mately 15,000 jobs in this area in the 
past � ve years and 5,000 more were 
just recently cut. As a result, there have 
been a lot of cutbacks for just about 
everyone. � e summer hasn’t helped 
either. It’s been a hot, dry summer 
and our sales of bow� shing equipment, 
which has been traditionally strong in 
the spring and summer, has seen a 
decrease but I’m thinking 2013 may be 
better.”

Rick Keirn, Rick’s Archery Shack, 
Albion, Indiana

“� is is the � rst year crossbows are 
legal for hunting in the Indiana bow 
season and consequently crossbows 
have been selling well. � e Parker line 
has been selling well, especially the 
Bushwhacker, Tomahawk and the self 
cocking Concorde models. As a result, 
crossbow accessories like sights, tar-
gets, cases and other related items have 
been selling very well also. Our other 
sales are down somewhat and we’re 
50 to 60 percent behind in our overall 
bow sales compared to this time last 
year. I’ve seen gun hunters come in to 
buy a crossbow but some of our older 
bowhunters are buying them as well. 
Some of my customers are changing 
from using compound bows to cross-
bows but it’s mostly the older shooters, 
70 years and older.

“Arrow sales have remained sta-
ble and we’re holding our own in this 
area. I only sell Carbon Express and the 
Maxima does very well at the high end 
while the Predator is popular with guys 
who don’t want to spend a lot of money 
on arrows. � ey are less expensive and 
hold up very well. Most of my custom-
ers are bowhunters and only about 1 
percent of our business is with target 
shooters. We sell quite a few Morrell 
targets and it has been a good product 
for us. � e Grim Reaper broadhead is 
quite popular and we sell a lot of those 
and they seem to outsell all the others.

“Right now, the sale of bow sights 
is slow and we had a lot of sights left 
over from last year. � e Whisker Biscuit 
is very popular and we sell a lot of 
those but I’m seeing a trend toward the 

had a booth set up at Delaware City had a booth set up at Delaware City popular but this year, the G5 T3 head popular but this year, the G5 T3 head popular but this year, the G5 T3 head 

The Parker Tomahawk is reported to be another good seller in some parts of the coun-
try so far this season. At 6-1/2 pounds, the Tomahawk is lightweight and has an ultra 
compact style stock dressed out in all premium camo. The stock has a pistol grip and 
G-2 trigger con� guration along with an auto-engage ambidextrous safety and an auto 
engage anti-dry � re mechanism. This crossbow also features advanced split glass limbs 
and a smooth wheel design.
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drop away rests like the Trophy Ridge 
Revolution. It’s a simple rest to set up 
and takes me far less time to do so.

“As far as doing anything to gener-
ate more business, we haven’t done 
anything di� erent for the past several 
years. We do a very little advertising 
and our reputation is by word of mouth 
and by business cards. We put our 
name on restaurant placemats with 
our shop name, address and phone 
number and this gets our name out to 
the community.

“I think 2013 will be still good for 
our crossbow business but what I’ve 
heard from others where the crossbow 
was legalized, their sales drop o�  after 
the second or third year. I think sales 
will be strong next year but after that, 
I’m going to be looking at my ordering 
di� erently. Accessories come and go 
but nothing is jumping out and grab-
bing me right now. � ere doesn’t seem 
to be a big demand for any one product 
at the moment.”

Brian Brochu, Brian’s Archery, 
Barrington, New Hampshire

“� e new QAD HDX Ultra rest 
seems to be very popular and the Hoyt 
Carbon Element has been selling very 
well despite its price. I sold over 100 of 
these bows last year and sales are still 
strong. I also sell and service Prime, 
Mathews, PSE and Bowtech brands. 
We’re currently experiencing the best 
year we’ve ever had and the only month 
so far that hasn’t exceeded last year in 
sales has been June. My only concern 
right now is running out of product. 
We are an ARRO buying group member 

and this helps a lot.
“So far, broadhead sales have been 

soft but without a doubt, they will pick 
up later as the opening of deer sea-
son approaches. We haven’t had much 
interest in treestands so far this year 
and I don’t know what’s happening.

“To generate more store tra�  c, I 
generate a lot of email notices and this 
has worked well but I haven’t done any-
thing di� erent for the past two years.

“If 2013 is like last year and this 
year, then it will be very good indeed. 
It will depend on the new products that 

“So far, broadhead sales have been 
soft but without a doubt, they will pick 
up later as the opening of deer sea-
son approaches. We haven’t had much 
interest in treestands so far this year 

“To generate more store tra�  c, I 
generate a lot of email notices and this 
has worked well but I haven’t done any-

“If 2013 is like last year and this 
year, then it will be very good indeed. 
It will depend on the new products that 

come out and how they are received by 
my customers.”

Matt Higgins, Middle Mountain 
Archery, Elkins, West Virginia

“� e new bows by PSE have been 
selling well along with Grim Reaper 
broadheads. Accessories that person-
alize a bow are selling well along with 
Sims products. TenPoint, Excalibur 
and Barnett crossbow sales have been 
strong so far.

“We’re not selling a lot of outdoor 
clothing so far. Our high end bow sales 

drop away rests like the Trophy Ridge 

Rick Keirn, Rick’s Archery Shack, Albion, 
Indiana
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are o�  a little but bows in the $500 
range are selling well. Broadhead sales 
are slow because there are so many dif-
ferent ones out there; I have about 50 
models hanging on the wall right now.

“We do radio advertising but 
not television or newspaper because 
advertising costs are so high. I would 
have to pay $75 per day just for a 2 x 2 
inch ad in the newspaper. We’ve added 
Danner boots and Carhartt clothing to 
our line this year.

“I think business will hold steady 
for 2013 and the upcoming election 
will have an impact. We sell a variety 
of outdoor equipment, not just archery 
and we could see an increase in our 
gun sales next year.”

will have an impact. We sell a variety 
of outdoor equipment, not just archery 
and we could see an increase in our 

Judy Adams, Buffalo Jump 
Archery, Helena, Montana

“All the bows in our PSE line have 
been selling well so far at all price 
points. From the lowest priced to the 

inch ad in the newspaper. We’ve added 
Danner boots and Carhartt clothing to 

“I think business will hold steady 
for 2013 and the upcoming election 

“I think business will hold steady 
for 2013 and the upcoming election 

Judy Adams, Bu� alo Jump Archery, 
Helena, Montana

Some dealers report that a number of their customers want only high end items and the 
new TenPoint Carbon Elite is among their best-selling crossbow products. The Carbon 
Elite comes with radically compact XLT Xtreme Limb Technology in Mossy Oak Break-Up 
In� nity and a camo stock and limbs. It also features an ACUdraw 50 pull system installed 
on the bow and includes a wrapped carbon � ber barrel and a machined aluminum mini-
riser with a removable foot stirrup.  The FST camo thumbhole style stock has a molded 
cavity for storage of the crank. For safety, there is an anti-dry � re button with an ambi-
dextrous automatic safety and an additional GripSafety. That button under the barrel 
must be depressed for the trigger to release, ensuring the support hand is correctly posi-
tioned and out of the way of string travel.

Brian Brochu, Brian’s Archery, Barrington, 
New Hampshire
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highest priced models, all of them are 
good products and we are very pleased 
with the line. We do well with the Elite 
and Martin bow line also. Rip Cord 
and Trophy Taker rests are our best 
sellers along with Vapor Trail rests. Rip 
Cord and Trophy Taker are ‘home boys’ 
and are made here in Montana. Black 
Gold is another Montana company we 
deal with and their sights sell extremely 
well for us. � e Black Gold sights are 
very well designed and engineered. 
We sell Axcel and Spot Hogg sights 
but the Black Gold is de� nitely our 

highest priced models, all of them are 
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and Martin bow line also. Rip Cord 
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biggest seller. Tight Spot quivers, also a 
Montana company, are very well made 
and are selling well. We do good busi-
ness with Primos calls because they 
are good calls and well marketed. Scott 
and Carter releases also do well for us.

“I don’t have a problem with items 
that don’t sell because if it doesn’t sell, 
I don’t stock it. I know my customers 
and what sells and what doesn’t and 
I don’t deal with cheap stu� . I have a 
strong desire to put an archer in the 
� eld with the best equipment possible, 
so I sell only the best.

“� is year, I started to do more 
advertising. I just had an 8 x 24 foot bill-
board put up on the highway outside 
my shop and I’ve started to do some 
television advertising that will be seen 
during the Olympics. � e archery sea-
son for antelope and deer in the Helena 
valley starts in the middle of August, so 
I anticipate business will only increase.

“As far as what 2013 will bring, 
I’m optimistic. We have four excellent 
bow technicians that have been with 
me for a long time. � ey are top 3-D 
shooters and have been in archery for 
many years. I think the economy here 
in Helena is very stable since it is the 
state capital and we have a lot of state 
and federal government workers. It 
seems we are pulling out of the dol-
drums somewhat but people are look-
ing for high quality and service that � ts 
within their budgets. I try to work with 
our customers so that they stay within 
their budget parameters.”
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son for antelope and deer in the Helena 
valley starts in the middle of August, so 
I anticipate business will only increase.

“As far as what 2013 will bring, 
I’m optimistic. We have four excellent 
bow technicians that have been with 
me for a long time. � ey are top 3-D 
shooters and have been in archery for 
many years. I think the economy here 
in Helena is very stable since it is the 
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Jerry Weidner, Jerry’s Archery, 
Bridgeport, Illinois

“� ings have been really slow 
here. We’ve had very hot weather with 
extremely high temperatures and this 
has been killing our business. I’ve only 
sold two bows this past month. I’m 
strictly an archery dealer and we’re 
in a rural area with only 17,000 peo-
ple in the entire county. Nothing has 
been moving. I sell PSE and Parker and 
there has been some interest shown in 
crossbows and they are legal for those 
62 years and older. � ese 100 degree 
temperatures have turned everything 
brown and the leaves are even drop-
ping o�  some of the trees. No one is out 
and about and in this small market, it’s 
tough even in the best of times.

“I don’t use the local media 
because I have in the past and I didn’t 
get enough of a return from it. To gen-
erate store tra�  c, I mark down carry-
over items like broadheads that didn’t 
sell. � e season opens here in southern 
Illinois on October 1 and deer numbers 
are down so it could also be contribut-
ing to the lack of interest so far.

“In the last few years, we’ve had 
several big box stores open and this 
has certainly not helped my business. 
I am a full service shop and I give a lot 
of lessons. I’m well established and I’ll 
continue to stay in business for 2013 
because I love it. Some guys drive 50 to 
60 miles for me to work on their bows.”

Lumenoks and Lumen Arrows have become popular with many hunters and have sold 
well for many dealers across the country. Lumen Arrows are constructed of 100 percent 
carbon and are shipped perfectly squared on the nock end while the � etching is spine 
aligned for better � ight. The inserts are included. Crossbow shooters have embraced 
the new Lumen Arrow Bolt Assemblies in either a 20 or 22 inch length. These bolts come 
equipped with either a � at model BEF or Crescent Model BECC Lumenok installed.
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Johnny Lewis, � e Bow Shack, 
Counce, Tennessee

“� ings are slow getting started 
so far this year, although arrows and 
broadheads are selling well. Grim 
Reaper broadheads are very popular, 
as are Scott releases. Nothing has been 
doing exceptionally well yet. I’m selling 
some Bear packages and these have 
been moving and I have sold more 
than the usual number of crossbows 
this year. I carry Parker, TenPoint and 
Excalibur crossbows and I’ve sold more 
crossbows than compound bows so far 
this season.

“Trail cameras have not been sell-
ing well and bow sight sales are weak. 
I do sell treestands but it’s a little too 
early to tell how that will go because 
they begin to sell about the middle of 
September.

“To generate store tra�  c, I haven’t 
done anything di� erent this year. I hold 
a sale two weeks prior to the beginning 
of bow season and I do some radio and 
television advertising.

“I hope 2013 will be better but I 
really don’t know for sure. It’s the econ-
omy. We had a steel mill shut down in 
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a sale two weeks prior to the beginning 
of bow season and I do some radio and 

“I hope 2013 will be better but I 
really don’t know for sure. It’s the econ-
omy. We had a steel mill shut down in 

our area and a bathtub manufacturing 
plant went from 800 employees to just 
100, so I don’t know what 2013 will 
bring.”

Herold A. Scripture Coy, 
Path� nders Archery, Jupiter, Florida

“� e Mathews line has been selling 
well because Mathews sells itself. � e 
Mathews brand is very well promoted 
and people come in here knowing what 
they want. � e hottest selling bow is 
de� nitely the new Mathews Heli-m. I 
also sell Martin, Bear, Parker, Concept, 
and Diamond brands and this year, I’ve 
seen a resurgence in traditional bows 
and it’s mainly because of the several 
movies featuring bows and arrows. I 
do very well with arrows and Gold 
Tip, Carbon Express and the Speed Pro 
Max by Carbon Revolution are my best 
sellers.

“Although these products are sell-
ing, this has been my worst year overall 
I’ve ever had. � e high end items aren’t 
selling as well as they have in the past 
and people are coming in looking for 
medium priced bows and other items. 
In my opinion, these medium priced 
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de� nitely the new Mathews Heli-m. I 
also sell Martin, Bear, Parker, Concept, 
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“Although these products are sell-
ing, this has been my worst year overall 
I’ve ever had. � e high end items aren’t 
selling as well as they have in the past 
and people are coming in looking for 
medium priced bows and other items. 
In my opinion, these medium priced 

bows perform just as well as the higher 
end models and sell for about a third of 
the price.

“I’m constantly promoting my 
shop and I’m getting customers online. 
One of my customers set up a web 
page for me and I have a magnetic sign 
on my vehicle with the shop name, 
address and phone number on it. � is 
has been a good advertising strategy 
for us. I’ve just ordered some shirts and 
hats with the shop’s name on them and 
I go to a lot of gun shows and hand out 
business cards. � is has helped a great 
deal as well.

“So far, it seems people are really 
watching their money and what they 
spend it on.

“Business was good in 2010 and 
2011 but so far in 2012, it has been 
down and I’ll probably show a loss for 
the year. I expect that o� ering bows in 
the $500 dollar range will generate a lot 
more interest because people are look-
ing for better value. I do have custom-
ers who come in and don’t care what 
something costs but most of my cus-
tomers are very conservative. Overall, I 
think 2013 will be good for me.”
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Jim Despart, Flying Arrow Sports, 
East Greenbush, New York

“Right now, we’re doing a lot of bow 
tune ups and Winner’s Choice strings 
and cables are strong sellers. We’ve had 
a good year so far with Hoyt’s Carbon 
Element and Carbon Matrix bows as 
well as the new Mathews Heli-m. � e 
Insanity by Bow Tech has become very 
popular and we’re selling a good num-
ber of those as well. Carbon Express 
has hit a home run with their weight 
forward shafts and with broadheads, 
it’s the G5 Striker and the Rage that 
are our top selling heads by far. � e 
Hunten Cam trail camera is selling 
well for us because it’s a good value 
and there haven’t been any problems 
with them. Our sales of T.R.U. Ball and 
Stanislawski releases has been strong 
as well.

“Right now, treestands and hunt-
ing clothing sales are soft, probably 
because of the extremely warm weath-
er we’ve been having. Last year, cloth-
ing sales were o�  again, mostly due to 
the warm fall temperatures we experi-
enced.

“We advertise on television and 
periodically on the radio. We’ve seen a 
tremendous interest in archery not just 
this year but in the past several years. It 
seems women, teens, young boys and 
adult men all seem to be wanting to 
get into archery. We’ve been inundated 
with new business and right now, our 
biggest problem is being able to keep 
up with the growth. So far we’ve sold 
over 250 new bows in each of our three 
stores.

“With the in� ux of new archers 
into the sport, I expect 2013 to be an 
exciting year for us. � e entry of all 
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“With the in� ux of new archers 
into the sport, I expect 2013 to be an 
exciting year for us. � e entry of all 

these new shooters 
means business should 
be very good.”

Joey Peacock, 
McCoy’s Outdoors, 
Marianna, Florida

“The Mathews 
Heli-m is our top sell-
ing high end bow and 
because of its adjust-
ability and potentially 
long life, the Mission 
Craze has also sold 
well but what really 
surprises me is the num-
ber of youth bow start 
up packages we’ve been 
selling. We’ve seen a lot 
of young people come 
into the store and the 
interest in archery has 
just taken o� . Our crossbow sales have 
been very strong and we’ve sold over 
300, with the Barnett brand being 
most popular. We’ve just picked up 
the Parker line and we’re excited about 
that. Typically, our customers are look-
ing for the low to mid-priced crossbows 
and most shy away from the higher end 
models. Game camera sales have been 
picking up but what’s really surprising 
is how early sales have occurred this 
year. � is past July has been crazy and 
the last week seemed like the opening 
of bow season with so many people 
coming into the store.

“Our clothing sales have been soft 
so far and boot sales have been down 
but I anticipate those sales will pick 
up as the bow season approaches. 
Other than these two areas, we are 
very pleased with the way business has 
been to date.

“To generate new business and to 
get people into the store, we’ve turned 
to the social media like Facebook. We 
urge hunters to get their food plots 
planted or to bring in their bow for 
service on our Facebook page; it has 
been hugely popular and an e� ective 
tool for us. We’ve also started to adver-
tise on television for the � rst time and 
have always done radio and print ads. 
We have started billboard advertising 
as well.

“For 2013, I expect to see addi-
tional growth because of the number 
of youngsters who are getting into the 
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Other than these two areas, we are 
very pleased with the way business has 

“To generate new business and to 
get people into the store, we’ve turned 
to the social media like Facebook. We 
urge hunters to get their food plots 
planted or to bring in their bow for 
service on our Facebook page; it has 
been hugely popular and an e� ective 
tool for us. We’ve also started to adver-
tise on television for the � rst time and 
have always done radio and print ads. 
We have started billboard advertising 

sport and we’re seeing more women 
and families buying archery equip-
ment as well. Overall, it should be a 
good year.”

Summary
According to current accounts, the 

United States economy grew by 2-1/2 
percent in the third quarter of 2012, 
which was its best performance in a 
year but economic problems are still 
having an e� ect on small businesses 
like archery shops.

Some dealers attribute unemploy-
ment in their part of the country as 
hurting their business and indeed, cur-
rent nationwide unemployment as I 
wrote this at summer’s end is report-
ed to be 9.1 percent while underem-
ployment is running at slightly over 
16 percent. After interviewing more 
than 20 dealers from all geographi-
cal areas of the country, it was clear 
most were seeing a small growth in 
their businesses as of mid August and 
were optimistic about it improving in 
the upcoming months as various big 
game seasons opened across the coun-
try. Overall, most dealers reported they 
were doing well enough to get by and 
that next year’s business climate would 
be warmer rather than cooler.

Craze has also sold 
well but what really 
surprises me is the num-
ber of youth bow start 
up packages we’ve been 
selling. We’ve seen a lot 
of young people come 
into the store and the 
interest in archery has 

More shooters prefer to use a total containment rest and 
the new Revolution by Trophy Ride has been reported to be 
selling well. The Revolution clears an arrow’s path in a blink 
of an eye with zero bounce back. Once the launcher arm is 
engaged, the arrow is held securely and cannot fall o�  the 
rest and the launcher arm remains in position if the shooter 
lets down on the string.
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Joey Peacock, McCoy’s Outdoors, 
Marianna, Florida
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