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Scott Billsby of the Bohning Co., 
Jimmy Primos of Bushnell/Primos 
Hunting Calls and Rich Krause of 
Feradyne Outdoors (owners of Muzzy 
Products Corp.) won re-election to 
the ATA Board of Directors during the 
organization’s annual March balloting.

Joining the three incumbents on 
the 16 member ATA Board is Jonathan 
Shepley, president of Precision 
Shooting Equipment Inc (PSE). � is 
was Shepley’s � rst candidacy for a 
Board seat.

In addition, David White, presi-
dent/CEO of Hot Shot Manufacturing, 
will ful� ll the remaining year of Gold 
Tip’s term on the Board. � at’s because 
Bushnell recently acquired Gold 
Tip. � e company also owns Primos 
Hunting Calls and ATA bylaws preclude 
two companies with common owner-
ship from serving on the Board at the 
same time.

Also joining the ATA Board is Marty 
Stubstad, president of the Archery 
Range and Retailers Organization 
(ARRO) and owner of Archery 
Headquarters in Rochester, Minnesota. 
Stubstad takes over the Board seat long 
held by John Larsen, owner of Bwana 

Archery in St. Paul, Minnesota. Larsen 
was also the former president of ARRO.

Krause, CEO of Feradyne Outdoors, 
has served on the Board since his com-
pany acquired Muzzy on June 18, 2012. 
Krause assumed the ATA Board seat 
from Michele Eichler, former Board 
chair and Muzzy CEO. Eichler remains 
a�  liated with the ATA Board as an ex-
o�  cio member.

Billsby, who is Bohning’s vice pres-
ident of � nance and supply chain, has 
represented Bohning on the ATA Board 
of Directors since 2011 for Bohning 
president Larry Gri�  th. Also leav-
ing the ATA Board is Dave Gordon, 
technical sales consultant for Gordon 
Composites Inc.

  “It’s never easy to see great peo-
ple like Michele Eichler, Dave Gordon, 
Larry Gri�  th and John Larsen leave 
the Board,” Jay McAninch, ATA CEO/
president, said. “On the plus side, our 
industry has great depth and employs 
many strong leaders who are commit-
ted to our sport’s future. � at’s why 
we’re looking forward to working with 
all the new Board members. It’s always 
gratifying to see so many dedicated 
people and companies working togeth-
er to bene� t our entire industry.”

� is election marked Billsby’s � rst 
candidacy for the ATA Board. He wants 
to help the ATA secure future revenue 
streams that fund the many archery 
and bowhunting promotional pro-
grams ATA launched the past decade.

“I think we can accomplish that 
by maintaining the stability of the ATA 
Trade Show and/or developing new 
sources of revenues,” Billsby said.

Krause said he wants to help devel-
op ways to leverage all the enthusi-
asm youths are expressing for archery 
because of recent books, movies and 
TV shows that featured archery. He 
also hopes to work closely with indus-
try members to grow the sport and 
identify ways the ATA can bring them 
even more value. He said one way to do 
that is by partnering with state agencies 
to eliminate antiquated restrictions on 

archery hunting equipment.
Primos, the call manufacturer’s 

vice president, won his third election 
to the Board. He was � rst elected in 
March 2007. “� e main issues facing 
the industry are retaining current bow-
hunters and recruiting new hunters 
into our sport,” Primos said. “We need 
to promote all types of archery pro-
grams but bowhunting must be our 
main focus.”

Shepley’s election returns PSE to 
the ATA Board for the � rst time since 
2009, when his father, Pete, served. 
“In today’s marketplace, we must pro-
mote archery and its associated high-
tech equipment,” he said. “With the 
huge success of archery products in 
the media today, we must capitalize 
on that positive exposure to promote 
hunting and competitive archery prod-
ucts.”

White returns to the Board after 
serving his � rst three-year stint from 
2008 through 2010, when he repre-
sented Cajun Archery. He believes ATA 
members are the “Main Street” busi-
nesses of the industry’s economy. “� e 
issues that a� ect other small compa-
nies in our economy a� ect everyone,” 
he said. “We must continue to demon-
strate the value of archery as a manage-
ment and revenue tool for state wildlife 
agencies. � ose agencies need archery 
and we need them if we’re going to 
grow our sports.”

� e three-year terms of these � ve 
newly elected Board directors begins 
April 1, 2013 and expires March 31, 
2016. David White’s term is the excep-
tion. It ends on March 31, 2014, which 
marks the end of Gold Tip’s term.

Greg Easton, president of Easton 
Technical Products Inc., will return 
as Chair of the 2013 ATA Executive 
Committee. He was once again nomi-
nated by the association’s 16 member 
Board of Directors. Easton has served 
on the ATA Board since April 2008 and 
has served three times as the Executive 
Committee’s co-vice chair.
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Sellmark Corporation of Mans� eld, 
Texas is entering the crossbow market 
with a line of imported crossbows that 
feature tactical styling and moderate 
price points. � e Southern Crossbow 
brand’s models are designed to sell at 
retail prices in the $300 to $600 range. 
By 2014, the � rm plans to have half a 
dozen di� erent crossbows for retailers 
to choose from.

“Southern Crossbow provides solu-
tions that enhance the crossbow hunt-
ing experience,” Product Development 
Manager Jonathan Horton said. “We 
are utilizing lessons learned in the tac-
tical market and integrating them into 
our crossbow design, providing hunt-
ers more e� ective choices. � is is just 
the beginning to a promising future for 
Southern Crossbow.”

Southern Crossbows are � nished 
in � at black rather than the more com-
mon camou� age. � ey are equipped 
with a customizable AR platform, 
allowing users to mount � ashlights, 

lasers, night vision ri� escopes or any 
other tactical accessory that can be 
applied to an AR platform. Along with 
collapsible stocks, swinging stocks and 
ergonomic grips, Southern Crossbow 
o� ers a modular crossbow system 
users can customize to their needs. � e 
crossbows include arrows, a scope and 
a detachable quiver. 

“� eir quiet cams, low draw weight 
and high arrow speed make these 
crossbows effective and efficient,” 
Horton said. Gun hunters and ri� e 
enthusiasts who want the experience 

of a compound bow can bene� t from 
Southern Crossbow’s product line, 
Horton suggested. With a quicker 
learning curve than the compound 
bow, buyers can start using their cross-
bows right away and in many states, 
crossbow hunters have the advantage 
of hunting before ri� e season begins. 

Southern Crossbows have a lim-
ited lifetime warranty on some com-
ponents, with a � ve year warranty on 
limbs, cams or wheels and axles. For 
more information, dealers can call 
(817) 225-1631.

for growth through partnerships 
and acquisitions. � e company has 
acquired and developed 12 brands in 
the hunting, � shing, shooting and out-
door recreation space, including Cass 
Creek Outdoors, Extreme Dimension 
Wildlife Calls, Pro Ears hearing protec-
tion, Benchmaster Shooting Products, 
Bughat, Woodland Whisper, Harmon 
Scents, Heart Stopper Lures and Pro 
Hood. 

“� is recognition means a lot to 
us,” stated President Gary Lemanski. 
“We truly owe this honor to our dedi-
cated employees and loyal customers.”

Wanting to grow its product line-
up and continue to establish itself as 
an archery industry leader, Hot Shot 
Manufacturing has reached an agree-
ment with EP Hunting to purchase its 
popular Red Eye peep sight and Kiss of 
Death kisser button.

“� is is a key move to expand 
the product o� erings of Hot Shot 
Manufacturing. We are excited to carry 

on the legacy of the Red Eye and the 
Kiss of Death while growing the Hot 
Shot brand and product pro� le,” stated 
David White, President and Owner of 
Hot Shot Manufacturing.

For additional information regard-
ing Hot Shot Manufacturing, please 
visit www.hotshotmanufacturing.com 
or call (800) 551-3076. 

Sellmark Corporation Adds CrossbowsSellmark Corporation Adds CrossbowsSellmark Corporation Adds Crossbows

Hot Shot Expands LineHot Shot Expands LineHot Shot Expands Line

Altus Brands RecognizedAltus Brands RecognizedAltus Brands Recognized
Altus Brands, LLC has been rec-

ognized as one of the 2013 “Michigan 
50 Companies to Watch,” an award 
program sponsored by the Edward 
Lowe Foundation and presented by 
Michigan Celebrates Small Business. It 
will be honored at an awards ceremo-
ny during the ninth annual Michigan 
Celebrates Small Business event on 
May 2, 2013 in Lansing, Michigan

Based in Michigan since 2008, 
Altus Brands works with small to 
mid-sized companies in the hunting, 
� shing, shooting and outdoor recre-
ation space to unlock their potential 
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� e developers of the Sling Bow, a 
slingshot-like device that can � re full 
length arrows, are hoping to expanding 
from primarily direct sales and build a 
nationwide dealer base.

Chief A.J. said he developed the 
Sling Bow about � ve years ago and it 
has been sold for the last four, with 
manufacturing based at the Tribal 
Workshop in Tuscola, Illinois. Devices 
like this had been tried earlier, he said 
but they typically su� ered from poor 
performance due to using low grade 
tubing to store the energy. “We have 
much better tubes; that’s why we can 
develop much better snap and veloc-
ity. We’re legal for hunting use now in 
30 states; most have gone to language 
that approves any hand-held archery 
device that will cast an arrow 160 yards. 
Our model that develops 40 pounds 
at 28 inches is popular and we’re well 
within that power range.”

Deer and moose have been taken 
with the Sling Bow and A.J. has booked 
a guide for an attempt on an Alaskan 
Grizzly Bear. Lighter weight bands are 
available for recreational shooting or 
bow� shing. Tribal Workshop sells a 
complete bow� shing kit as well as what 
must be the most compact archery 
hunting kit in existence. It includes a 
Sling Bow with its folding wrist brace 
and an aluminum arrow that takes 
down into three sections, tipped by 
a Muzzy broadhead. Steel balls are 
included for small game hunting; the 
simple U-shaped rest of the machined 
aluminum Sling Bow folds forward 
when you want to shoot rocks or steel 
balls or paintballs. � e big game kit � ts 
in a fabric case just 17 inches long.

Chief A.J. said you can aim instinc-
tively or by sighting down the arrow 
shaft. While you can pinch the arrow in 
a leather pouch to shoot, many hunt-
ers prefer attaching a release to a loop. 
� at helps them comfortably handle 
the higher weight tubes, which, of 
course, o� er no let-o� . A high degree 
of accuracy is possible; one of the vid-
eos on the www.chiefaj.com website 
shows tennis balls being hit at 20 yards. 
“It shoots feathers better than it does 
vanes,” A.J. remarked. “Vanes tend to 
kick. In fact, we get our best accuracy 

guns to train for instinctive shooting at 
aerial targets. For more information, 
contact Tribal Workshop by calling 
(217) 253-2959.

with a feather four-� etch.”
� e minimum order for dealers is 

four units and the basic Sling Bow can 
be retailed for under $100. � e same 
supplier sells adult-sized un� nished 
wood stocks for Daisy Red Rider BB 
guns for those who want to use the 

guns to train for instinctive shooting at 

This take-down hunting kit � ts in a waist 
pack measuring just 13 by 17 inches. 
Below, you can see the bow� shing set. At 
right, the rest pivots forward to let you 
shoot stones or balls but not back, pro-
viding protection against overdrawing a 
broadhead-tipped arrow.

Sling Bow Hopes to Expand Dealer BaseSling Bow Hopes to Expand Dealer BaseSling Bow Hopes to Expand Dealer Base
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