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Dryden is located just east of 
Ithaca in New York’s Finger 
Lakes region, where hunting 

and � shing opportunities abound. � e 
area has a wealth of natural beauty 
and amazing attractions that include 
gorgeous waterfalls and magni� cent 
parks. Past newly mowed farm � elds, 
renowned trout streams and seem-
ingly endless rolling green hills, the 
hour long drive to Klein’s Archery was 
pleasant indeed.

Pulling into the shop’s spacious 
parking area, we noted that the grounds 
were neat and the building well main-
tained. Large manufacturers’ banners, 
attractively displayed on the outer wall 
facing the highway, left no doubt that 
this place was an archery shop. � ree 
large windows allowed plenty of natu-
ral light inside the retail area. 

Inside, we found the same neat 
appearance, with display items within 
easy reach of the consumer. Looking 
around the shop, we were pleasantly 
surprised at the variety of products we 
saw. � e shop o� ered items not usu-
ally carried by many dealers, including 
treestands, outdoor clothing and even 
backpacks. 

Bows and crossbows were neatly 
presented within easy reach of custom-
ers, as were most bow accessories such 
as quivers, arrow rests and stabiliz-
ers. African as well as North American 
animal mounts, attractively displayed 
around the store, gave testament to the 
owner’s competence as a hunter and to 
his dedication to the sport of archery.

Indoors, 18 shooting lanes were 
complemented by a 20 target outdoor 
3-D course that took shooters through 
� elds, across creeks and into wood-
land settings. � e 20 Rinehart outdoor 
targets were interchanged regularly to 
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keep shooters interested. 
David Klein founded Klein’s 

Archery and owned the shop for nine 
years before looking for a change of 
pace from the daily routine of run-
ning a pro shop. After nine successful 
years, Klein wanted to begin a taxi-
dermy business and as a result looked 
for someone who could take over the 
archery shop he established. However, 
he didn’t want just anyone. Klein 
looked for someone who related to 
people, loved archery and had a pas-
sion for the business. 

At the time, Joe Guernsey was 
working for a local lumber company 
and was a league shooter at the archery 
shop. In 1999, Klein approached 
Guernsey about working in the shop 
on a part time basis and Guernsey 
eagerly took the job. A year later, Klein 
asked Guernsey about working in 
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the shop on a full time basis with the 
idea of one day buying the business. 
Guernsey said that he was always inter-
ested in archery and bowhunting and 
eagerly took the job. He spent his time 
doing service work, building arrows 
and tending to all aspects of the retail 
business. Eventually, his part time job 
became full time and he bought the 
business in 2006. Because the busi-
ness was well established and the Klein 
name was so well known, Guernsey 
decided not to rename the shop but to 
keep its original name. 

“When I bought the business, I had 
the advantage of having worked here 
for six years and people knew me. As a 
result, the transition was a smooth one 
and it was business as usual,” Guernsey 

were neat and the building well main-
tained. Large manufacturers’ banners, 
attractively displayed on the outer wall 
facing the highway, left no doubt that 
this place was an archery shop. � ree 
large windows allowed plenty of natu-

Inside, we found the same neat Inside, we found the same neat 
appearance, with display items within 
easy reach of the consumer. Looking keep shooters interested. keep shooters interested. 

The sign at right had been in front of 
Klein’s Archery for the past 23 years 
before Joe Guernsey decided to replace it. 
Guernsey studied art for years and person-
ally designed the logo for the new sign.

The logo depicts species Guernsey 
has hunted.

Where the Next Owner
was a Good Customer
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told us. “My goal is to continually grow 
my business and so I added a recre-
ation program for kids through local 
community recreation departments. I 
give shooting instruction for one week 
intervals throughout the summer and 
have as many as 30 youngsters involved 
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intervals throughout the summer and 
have as many as 30 youngsters involved 

with the program. I also provide shoot-
ing instructions through the Cornell 
Cooperative Extension, Boy Scouts, 
Girl Scouts and local 4-H clubs. � ese 
organizations bring the kids to my shop 
and I’m all about kids,” he explained. “I 
love doing this for the youngsters and 
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o� er it on my time. I do the programs 
in the morning and then come to the 
shop and put in a full day. I often work 
14 hours a day but I love it,” he added.

To further generate business, 
Guernsey o� ers an outdoor summer 
3-D league, a winter indoor � ve spot 
and Vegas leagues that bring shoot-
ers into the shop � ve days a week. In 
addition, Cornell University o� ers its 
students an archery shooting program 
when school is in session and up to 40 
students participate. Since guns and 
bows are not allowed on the Cornell 
campus, all the college owned archery 
equipment is stored at Guernsey’s 
shop. “I don’t charge a fee for this 
because I just want the students to 
come in to shoot,” Guernsey told us. 

On Saturdays during the win-
ter months, after regular shop hours, 
Guernsey o� ers youngsters 8 to 14 
years of age an opportunity to partici-
pate in an indoor target league and he 
can even arrange fun events for birth-
days. “I do private birthday parties on 
Saturdays that run from 3 to 5 p.m. I 
provide the instruction and supply all 
the equipment, including food, drink 
and table service. Last year, I had a 
birthday party scheduled for 23 con-
secutive weeks and I do it all for $10 
per kid. I don’t make any money doing 
this but if only one youngster takes 
up the sport of archery as a result of 
this exposure, I’ll have done my job,” 
Guernsey told us. “I want kids to be 
exposed to the sport and hopefully one 
day, they will buy a bow from me. I’ll 
do a birthday party for anyone, not just 
kids. I have a guy who’s almost 60 years 
old who brings his family in to shoot. 
� e family brings in their own food and 
has a great time while they’re here,” 
Guernsey explained. 

Joe Guernsey and his wife Sherry 
are equal partners in the business and 
their 15 year old daughter Brooke is 
a big help as well. Joe does all the 
repair work and ordering while Sherry, 
who works days at Cornell University’s 
Business Service Center as a Finance 
Specialist, keeps the books. Brooke is 
the chief arrow maker and helps cus-
tomers on the � oor. 

Klein’s Archery is located on a well traveled road and has ample parking.  The banners 
on the sides of the building tell passersby that this is an archery shop. 

told us. “My goal is to continually grow told us. “My goal is to continually grow 

Sherry Guernsey (left), Joe and daughter Brooke are pictured here outside Klein’s 
Archery. Sherry is an equal partner in the business and is considered the Secretary/
Treasurer. She keeps the books and tends to other administrative details. Brooke is con-
sidered the chief arrow builder and helps out when needed. 

By Mike Raykovicz
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We asked about prices for services 
and Guernsey said that he charges by 
the service provided. “I charge $8 to 
install a sight regardless of where the 
customer bought it,” Guernsey told us. 
“My charges are based upon what I 
have to do. When a customer brings in 
a bow for service, I quote him a price at 
that time. I usually have a three day or 
less turnaround time and if the price is 
higher than the one I quoted the cus-
tomer, I’ll call him and justify why,” he 
explained. 

When it comes to business, 
Guernsey said that his busy season 
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When it comes to business, 
Guernsey said that his busy season 

comes after July 4. “If you came in here 
on July 6, you wouldn’t get a park-
ing spot,” he told us. “My customer 
base has always been that way and you 
can set that in stone. � is is why I do 
everything with my family prior to the 
Fourth of July,” he noted.

Guernsey explained that every 
May, he runs a week long spring inven-
tory reduction sale where everything 
is 5 to 50 percent o� . “I o� er close-
out bows and products that may not 
have moved well the past season,” he 
explained. Guernsey also said that he 
is a member of the ARRO buying group 
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and that membership is a huge advan-
tage for his business. “My advice to 
anyone who was not currently a buying 
group member is: become one as fast 
as you can,” he told us. 

Like many other pro shop own-
ers, Guernsey said that he only sells 
the products he believes in. “If I don’t 
believe and have con� dence in a prod-
uct, then I don’t sell it,” Guernsey told 
us. Currently, he sells Hoyt, Elite, PSE 
and Parker bows along with Cross 
and Excalibur crossbows. Guernsey 
explained that approximately 60 per-
cent of his customers are experienced 

New bows are kept on display in neat racks and can be picked up by 
customers.  The store sells a comprehensive list of products, including 
food plot seed and odor suppressing products, displayed above the bow 
rack. 

comes after July 4. “If you came in here comes after July 4. “If you came in here and that membership is a huge advan-and that membership is a huge advan-

Guernsey’s parents brought these arrows with bamboo 
shafts from Africa and gave them to him as a gift. They gen-
erate a great deal of interest from new customers and add 
an interesting dimension to the décor of the shop. 

We asked about prices for services We asked about prices for services comes after July 4. “If you came in here comes after July 4. “If you came in here comes after July 4. “If you came in here 

shafts from Africa and gave them to him as a gift. They gen-
erate a great deal of interest from new customers and add 
an interesting dimension to the décor of the shop. an interesting dimension to the décor of the shop. 

Guernsey was bowhunting on a ranch in Texas when this bull charged 
his vehicle. The ranch owner said that the bull had damaged the front 
end of three of his vehicles and told Guernsey to shoot it. The skull and 
horns now decorate the wall of Guernsey’s shop.

food plot seed and odor suppressing products, displayed above the bow 
Guernsey loves to travel in order to go bowhunting and 

has been to Africa several times.  He shot this Kudu in South 
Africa in 2005. 
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hunters and shooters and know 
exactly what they want. “If an inexpe-
rienced shooter comes in, I’ll recom-
mend equipment according to their 
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individual needs,” Guernsey explained. 
Guernsey said that he doesn’t 

order a great many products from dis-
tributors but has a good direct working 
relationship with many manufactur-
ers. “I have accounts with every major 
manufacturer in the industry and I 
often buy direct,” he told us. “I have 
a huge client base that ranges from 
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relationship with many manufactur-
ers. “I have accounts with every major 
manufacturer in the industry and I 
often buy direct,” he told us. “I have 
a huge client base that ranges from 

Canada to Montana. I met a lot of these 
guys while on hunting expeditions and 
they in turn referred me to their friends. 
I love people and I’m a real social guy 
and so many of the guys I’ve hunted 
with are now customers of mine. I can 
ship them anything they need and I’m 
proud of the fact they trust me to do the 
right thing for them,” he added.

individual needs,” Guernsey explained. 

order a great many products from dis-
tributors but has a good direct working tributors but has a good direct working 
relationship with many manufactur-

Henry Slater from Dryden and his grand-
son Dillon came into the shop to pick up 
some dipped and re� ected arrows.  Slater 
said that he likes the look o� ered by cus-
tom hand dipped arrows and prefers them 
over arrow wraps. 

individual needs,” Guernsey explained. individual needs,” Guernsey explained. individual needs,” Guernsey explained. 

Henry Slater from Dryden and his grand-Henry Slater from Dryden and his grand-

some dipped and re� ected arrows.  Slater 

Guernsey is pictured here showing a 
bow to New York State Police o�  cer Mike 
Champion. Champion recently returned 
from serving in Afghanistan and was con-
sidering a bow purchase. Guernsey o� ers 
servicemen a 10 percent discount on any-
thing they buy.

individual needs,” Guernsey explained. Canada to Montana. I met a lot of these Canada to Montana. I met a lot of these individual needs,” Guernsey explained. 

from serving in Afghanistan and was con-

David Ford and his son Matthew dropped 
into the shop to shoot some arrows and 
to get some archery instruction.  Both 
were neophyte shooters and wanted to 
try archery. After setting up each of their 
bows, Guernsey provided a quick shooting 
lesson and the pair enjoyed the next hour 
competing against each other. 
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Other than his wife Sherry and 
daughter Brooke, Guernsey has no other 
employees. “My customers understand 
that I am the only one working the shop 
and if they come in with a problem, 
they know I’m the guy who is going 
to � x it. I’m always trying to provide 
good service and get my customers to 

Other than his wife Sherry and 
daughter Brooke, Guernsey has no other 
employees. “My customers understand 
that I am the only one working the shop 
and if they come in with a problem, 
they know I’m the guy who is going 
to � x it. I’m always trying to provide 
good service and get my customers to 

come back. Repeat business keeps me 
in business,” he explained. Guernsey 
said that he understands that there is 
a � ne line between being all business 
and being someone to whom his cus-
tomers can relate. “My customers real-
ize I’m a one man operation and they 
don’t mind waiting because they know 
I’m the only one here. As the season 
approaches, my sta�  shooters (he has 
three) will come in to help and talk to 
customers but I’m the one who rings 
up sales,” he explained. “Brooke is also 
a big help and she’s grown up here. My 
customers have seen her grow up and 
really relate to her,” he told us. 

Guernsey said, “In the winter, I 
run over 150 league shooters through 
here a week. I do everything, including 
scheduling, handicapping, setting tar-
gets and arranging tournaments.”

As with most pro shops we’ve vis-
ited, space was an issue. Guernsey told 
ArrowTrade that to solve that prob-
lem, he is planning on adding an addi-
tional 1,000 square feet of space to his 
existing building. “I want to make the 
entrance to the building face the road 
rather than be on the side of the build-
ing where it currently is,” Guernsey told 
us. “� is building has always been an 
archery shop and it has been here for 
the past 23 years. I’m fortunate to have 
grown my business to a point where 
I have to expand my current facility,” 
he added.

As far as doing business in a harsh 
economic climate, Guernsey said that 
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his sales are on par with last year’s. 
“My customers are loyal and as a result, 
sales remain strong,” he explained. We 
visited the store on a Wednesday and 
noted that while there was a steady 
stream of customers, Guernsey wasn’t 
overly busy. “I’ve dealt with some peo-
ple so many years, I almost know their 
schedule, so, this is why I suggested you 
come here on a Wednesday,” he told us. 
“I knew if you came on a Wednesday, 
I would have some tra�  c but if you 
came on a � ursday or Friday, I’d be 
swamped and we would not have all 

Other than his wife Sherry and Other than his wife Sherry and come back. Repeat business keeps me come back. Repeat business keeps me 

Guernsey is pictured here unloading a tractor trailer containing his 
order of Big Shot archery targets. Guernsey says that in his opinion, 
these targets are the best for the money.

come back. Repeat business keeps me come back. Repeat business keeps me 

Guernsey is pictured here unloading a tractor trailer containing his 
Guernsey works the store by himself most of the time and in 

order to be more e�  cient, he uses a wireless microphone and 
ear piece to talk to customers. This way, he can talk on the 
phone while restocking a shelf or looking up information. 

Guernsey said, “In the winter, I 
run over 150 league shooters through 
here a week. I do everything, including 
scheduling, handicapping, setting tar-

As with most pro shops we’ve vis-
ited, space was an issue. Guernsey told 
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ited, space was an issue. Guernsey told 
 that to solve that prob-

lem, he is planning on adding an addi- his sales are on par with last year’s. his sales are on par with last year’s. 

Guernsey does all bow repairs himself 
and says that his customers appreciate 
that. He noted that they know he did the 
work personally and feel secure knowing 
their bow work was done correctly. He is 
pictured here installing a rest on a new 
Hoyt bow. 
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These purses are handmade locally and 
are popular with the women shooters. 
Guernsey says that men often buy them 
as gifts for their wives. 

Members of the Cornell University wrestling team are regular shooters at Klein’s 
Archery. The university o� ers a club shooting program for students and up to 40 stu-
dents participate.  The students carpool from the campus in nearby Ithaca and keep 
in touch using the Internet. These tradtional bows at right are the property of Cornell 
University and are kept at the shop because � rearms and bows are not allowed on the 
Cornell campus.

Jan13AT126-135.indd   131 12/7/12   10:36 AM



132

that much time to talk.” 
Guernsey said that crossbow sales 

have been increasing steadily since 
Guernsey said that crossbow sales 

have been increasing steadily since 

New York legalized crossbows for hunt-
ing during the regular � rearms sea-
son. “I think many guys anticipate the 

New York legalized crossbows for hunt-
ing during the regular � rearms sea-
son. “I think many guys anticipate the 

legalization of crossbows during the 
regular bow season and are getting a 
jump on things. Right now, I’m selling 

Daughter Brooke has been a � xture at her father’s shop since she was an 
infant. She said that she would rather spend time at the shop than hang 
out with friends during summer afternoons. She is responsible for making 
custom � etched arrows to customers’ speci� cations and is pictured here 
� etching a dozen arrows that were ordered earlier. 

Gary Bowers, shown here shooting his new PSE Revenge, drove more than 
30 miles from his home in Interlaken, New York to Guernsey’s shop. Bowers 
said that he bought his last bow from Guernsey and is totally satis� ed with 
the service he gets at the shop.  Guernsey said that Bowers called him and 
told him to set Bowers up with something he’d like. Guernsey said that Bowers was a 
loyal PSE shooter, so he knew that the package would be something Bowers would be 
pleased with. 

Guernsey said that his shop would accommodate any 
� etching con� guration a shooter wanted. These custom 
made Port Orford cedar arrows were � etched for a long-
bow target shooter. 

Gary Bowers, shown here shooting his new PSE Revenge, drove more than 
30 miles from his home in Interlaken, New York to Guernsey’s shop. Bowers 
said that he bought his last bow from Guernsey and is totally satis� ed with 

Although arrows can be custom ordered with whatever 
� etching combination a shooter wants, factory made 
arrows are attractively displayed over the counter in 
what was once a ceiling light pane. 

Joe Guernsey is a one man operation 
and has to tend to all facets of running 
the business, including keeping the grass 
mowed and the grounds tidy. This hand 
lettered sign tells his customers he’s out 
back.  
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about 15 crossbows a year but if they 
are legalized for hunting during the 
regular bow season, my sales will jump 

about 15 crossbows a year but if they 
are legalized for hunting during the 
regular bow season, my sales will jump 

o�  the chart,” he added.
We asked Guernsey 

what his long term plans 

Guernsey maintains a beautiful 20 target 3-D course that takes shooters 
through � elds, across streams and into woodland settings. The targets are 
changed frequently to maintain shooter interest. Fifteen year old Brooke 
Guernsey, a 10th grade student at McGraw High School, located near 
Cortland, New York, is shown here shooting. Brooke recently won a hunt-
ing trip to Africa at a Safari Club International banquet.

After shooting a ram target, Brooke Guernsey crosses 
a small stream to the next animal target located in the 
woods beyond. 

These colorful Koozies demand attention. 
Guernsey gives one away with every bow 
purchase.  It’s a cheap way to advertise, he 
told us. 

PHOTO LEFT: This giant hog was shot by Sherry 
Guernsey in 2009 at the Wilderness Hunting Ranch 
in Bedford, Pennsylvania and weighed 1,100 pounds 
on an accurate scale.  The head was done by a local 
taxidermist and is currently on display in the shop. 
Sherry and Brooke are avid bow hunters and often 
join Joe when hunting whitetails. 
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were and he told us that his goal was 
to continue to expand his business 
while growing an interest in archery 
in youngsters. “I want to o� er as many 
people as possible the opportunity to 
experience the sport of archery and 
that’s why I’m so big on involving kids,” 
he explained.

Guernsey said that he hosts some 
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Guernsey said that he hosts some 

of the largest 
winter indoor 
archery tour-
naments any-
where and 
has hosted as 
many as 70 competitive shooters on 
a single Saturday. “I’ve had shooters 
come from Maryland, Pennsylvania, 
New Jersey, New Hampshire and West 
Virginia and this has helped me grow 
my business because my reputation 
as a full service archery pro shop has 
spread by word of mouth,” he explained.

We asked Guernsey if he had a 
website and he said that he did not. 
“To post a website would cost me 
upwards of $1,500. I do a lot of posting 
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We asked Guernsey if he had a 
website and he said that he did not. 
“To post a website would cost me 
upwards of $1,500. I do a lot of posting 

on Facebook and it’s free. I can post a 
sale or other event and within minutes, 
my customers will know about it. Travis 
‘T-Bone’ Turner will be visiting the 
shop in a few weeks and within three 
hours of posting the news, I had almost 
900 hits. My customers know I’m home 
by 7:30 p.m. and by using Facebook, 
they can ask me questions directly. 
Facebook allows me to chat live with 
customers and answer questions with-
out them having to call or drive a long 

of the largest 
winter indoor 
archery tour-
naments any-
where and 
has hosted as 

Crossbows have been legalized for hunting only in New York’s � re-
arms season and Guernsey reports that crossbow sales have been 
steadily increasing. Guernsey anticipates that it will be only a matter 
of time before crossbows are approved for use during the regular bow 
season.  As with Guernsey’s compound bow models, his selection of 
crossbows are within convenient reach of potential customers.

Guernsey runs several youth camps during the summer months and he is pictured here 
with one of the groups.  These sessions are held every day for a week and include basic 
archery instruction such as shooting skill, proper shooting form and range safety. 

Crossbows have been legalized for hunting only in New York’s � re-

Out� tter brochures o� ering out of state and out of country 
hunts for a wide variety of game animals are neatly and con-
veniently displayed near the front counter.

Promaster Fine Line Rear Bow sight alerts the
shooter of torque on the bow to allow a quick
adjustment before the shot’s released. Located
in the line of sight without obstructing the view
of the target and without requring you to take 
your eye off the target to indentify torque.
Works with your favorite front sight with or Works with your favorite front sight with or 
without a peep and gives the extra edge
needed to put the shot dead on.

2013 ATA Trade Show Booth #3409
info@promasteroutdoorproducts.com
918-542-0791
PO Box 661/ 1300 Clyma, Quapaw, OK 74363

Fine Line Rear Sight

Made in U.S.A
By Hunter
For Hunters
Available in
Black or Camo

Your Front Sight Pins

For Hunting, Fishng and the Outdoors
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distance to the shop,” he said. 
On the drive home, I had time to 

re� ect on the day’s events and it was 
clear to me that this was not an archery 
shop struggling to stay in business. 

On the drive home, I had time to 
re� ect on the day’s events and it was 
clear to me that this was not an archery 
shop struggling to stay in business. 

� e words “dedicated,” 
“professional,” “pas-
sionate” and “person-
able” were just a few of 

the things that came to mind when 
I thought about Guernsey and how 
he managed his business. It was clear 
that the business has remained suc-
cessful because of Joe Guernsey’s solid 

� e words “dedicated,” 
“professional,” “pas-
sionate” and “person-
able” were just a few of 

the things that came to mind when 
I thought about Guernsey and how 
he managed his business. It was clear 
that the business has remained suc-
cessful because of Joe Guernsey’s solid 

business practices and his appreciation 
of his customers. In addition, Klein’s 
Archery was not unlike other pro shops 
we’ve visited in that it was run by a 
family man just wanting to make a 
living and provide for his family while 
helping others enjoy the sport they 
all love.

� e words “dedicated,” 
“professional,” “pas-
sionate” and “person-
able” were just a few of 

Sherry, Brooke and Joe Guernsey are pictured here with 
Travis “T-Bone” Turner. Turner was at the shop last summer 
for a “Meet and Greet” promotion day. Turner was doing 
shop promotion tours and came to Klein’s on his way back 
to his home in Georgia. Guernsey promoted Turner’s visit for 
almost a year and estimated that approximately 500 people 
came to the shop to see him.

� e words “dedicated,” � e words “dedicated,” business practices and his appreciation business practices and his appreciation � e words “dedicated,” to his home in Georgia. Guernsey promoted Turner’s visit for 

Travis “T-Bone” Turner engaged in a “money shoot” with shop cus-
tomers ranging in age from 10 to adult. The idea was to place an 
arrow on George Washington’s nose. Here, Turner is pointing to the 
arrow he shot. 

The new Infinity Face from American Whitetail outlasts 100 paper 
targets, making it ideal for recreation, practice, and education.

•  Save Money – Self-healing  
neoprene takes 1,000 shots & has  
a replaceable center.

•  Get Realistic Practice – Choose from 
a complete line of high-definition, 
digital animal images or a standard 
FITA target face.

•  Choose the Size – Available in 
3 flat sizes with grommets (18” x 18”, 
32” x 32”, and 34” x 44”) or  
a 4-sided sleeve to fit The Cube  
and other 3D targets.

Call American Whitetail at 

1-888-233-1976 

or visit archerytargets.com.

1-888-233-1976

or visit archerytargets.com.
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