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SPEAKERS

JANUARY 5

MARKETING SERIES:  E-MAIL MARKETING 
How do you increase sales with targeted email 
marketing campaigns?  Learn how to build your 
list, understand the results and use tools that 
are available today.    
Room C101 • David Fletcher 
 
WORKING WITH LOCAL SCHOOLS TO  
INCREASE SALES 
This presentation will give attendees the tools 
necessary to reach out to local school systems 
and develop relationships to create new sales 
opportunities. 
Room C102 • Steve Sheetz 
 
ADVANCED LAWSUIT PROTECTION, TAX  
REDUCTION, & ESTATE PLANNING 
STRATEGIES  
From this presentation, you will learn lawsuit 
protection, tax reduction, and estate planning 
strategies most advisors are unaware of.    
Room C103 • Larry Oxenham 
 
PROFESSIONAL TUNING AND ARCHERY  
FORM TECHNIQUE 
During this presentation, GRIV will go through 
the important tuning and form techniques for 
peak level archery.  He will go through the most 
common issues seen by bowhunters and target 
shooters today and teach you how to help 
them overcome those issues.  
Room C104 • George Ryals IV 
 
THE STATE OF THE WHITETAIL: TRENDS IN  
HARVEST AND MANAGEMENT PROGRAMS 
This presentation will cover white-tailed deer 
facts, current buck and antlerless deer harvests 
and current issues and trends impacting 

hunters and management programs. It will also 
cover buck age structures to provide a current 
look at whitetail harvests and hunter success.   
Room C105 • Kip Adams 
 
A.R.R.O. BUYING GROUP- ARCHERY 
RANGES RETAILERS ORGANIZATION 
Become more profitable by joining the most 
profitable buying group.  You will make more 
money in archery sales guaranteed.  Qualified 
dealers will be signed up at the 2016 ATA 
show.  Joining Arro puts more profit in your 
pocket.    
Room C106 • Martin Stubstad 
 
BRANDED APPAREL PROVIDES INDE-
PENDENT RETAILERS A COMPETITIVE 
ADVANTAGE 
Branded apparel creates opportunities for 
independent retailers. Large retailers are in 
market with Home Brand hunting apparel 
while paring down on branded apparel floor 
space. Consumer demand is very high for 
national brands, learn how to capitalize. 
Room C107 • Michael Swan 

GROW YOUR BUSINESS AND  
CREATE SUPPLEMENTARY INCOME 
ATA’s Retail Growth Initiative is a series of 
business concepts that generates additional 
income and attracts new customers. Concepts 
proven from member shops of various sizes 
including websites, classes and events, mar-
keting, partnerships, social media and business 
operations.  Learn how to set realistic goals to 
guide you through the coming year. 
Room C108 • Nicole Nash/Michelle Zeug

HOW TO COPE WITH TARGET PANIC/
RELEASE AID MANAGEMENT SKILLS 
Understand target panic through the two 
common types of release dysfunction and 
then learn how to deal with it using the 
R.A.M. (Release Aid Management) Skills 
program. We will walk through this 11 step 
process to cure the problem.   
Room C109 • Larry Wise

PATENT LAW DEVELOPMENTS 
POST-AMERICA INVENTS ACT 
The America Invents Act amended the Patent 
Law in 2012 and has a profound effect on pat-
ent prosecution and litigation. This common 
sense overview will update you on how it has 
affected businesses.   
Room C110 • Mike Oropallo

MARKETING SERIES: CONTENT MARKETING 
Using content to drive traffic to your website and 
into your store.  The different types of content 
and how to create it will be covered along with 
the tools and services available to help. 
Room C101 • David Fletcher

ARROW COMPONENTS EFFECT  
ON AN ARROW 
What effects do different arrow components 
have on arrow flight and what can one do to 
alter the effect to suit their need?  We will have a 
deeper discussion on arrow oscillation cycle and 
one’s ability to control, maintain and minimize 
the effect.   
Room C102 • Dorge Huang

CAPITALIZING ON EXPLORE BOWHUNTING 
TO BENEFIT YOUR BUSINESS 
Highlights of the ATA’s Explore Bowhunting 
program streamlined and presented specifically 
for ATA members. Tips for simplified use in retail 
shops, how to create partnerships and support 
the program in your community, and an overview 
of the success this program is seeing across the 
nation. 
Room C103 • Katie Haymes

TUNING AND HOW IT AFFECTS YOUR  
 BOTTOM LINE 
Updating your tuning knowledge, techniques and 
equipment can greatly influence existing & new 
customers; thereby increasing your revenue.   
Room C104 • Len Marsh

THE STATE OF THE NORTH AMERICAN 
WHITETAIL HUNTER 
In an increasingly complex and competitive 
world, earning space in the hearts and minds 
of the whitetail hunter is easier said than done. 
Through a proprietary research study, this 
session reveals powerful consumer insight guar-
anteed to give you a marketing edge.   
Room C105 • Alex Schmalz/Megan Ciurczak

USE YOUR WEBSITE TO DRIVE NEW SALES 
AND ACQUIRE NEW CUSTOMERS 
The key to driving recreational archers and bow-
hunters into your business is a website that is easy 
to navigate and contains the right information. 
We’ll demonstrate how to build a website for op-
timal user experience to drive traffic to your store. 
We’ll review several templates that are available 
at a discounted rate for ATA members. 
Room C106 • Michelle Zeug/Patrick Curry

TUESDAY    WEDNESDAY
JANUARY 6

PROFESSIONAL  
TUNING AND  

ARCHERY FORM  
TECHNIQUE 

George Ryals IV
THURSDAY

Nicole Nash/Michelle Zeug
TUESDAY

GROW YOUR  
BUSINESS  
AND CREATE  
SUPPLEMENTARY  
INCOME 

0915_Seminar_brochure_ArrowTrade.indd   2 9/29/15   4:57 PM

ALL SEMINARS ARE FROM  

7:15-8:15 AM

7 8 9 10 1211

22 23 24 25 2726

13 1514

28 29

www.archerytrade.org

MARKETING SERIES: SOCIAL  
MEDIA MARKETING 
Use social media to create awareness and 
generate more sales.  How to grow your 
following, build your brand, and using social 
media as a customer service tool will be 
covered along with the tools available to 
manage multiple social media accounts for 
your business.   
Room C101 • David Fletcher

FRICTIONLESS TRIGGERS: SAFETY,  
PERFORMANCE AND DESIGN FREEDOM 
The trigger is one of the most important parts 
of a crossbow.  Learn how to educate your cus-
tomers on the importance of trigger quality for 
a successful hunt and how to use aftermarket 
triggers to help your customers become more 
accurate, all while increasing your revenues. 
Room C102 • Mats Lipowski

SIMPLE WAYS TO ENGAGE CUSTOMERS 
WITH CLASSES AND EVENTS 
Create organized classes and events that not 
only will excite new people but continue to 
engage your current students as they grow into 
lifetime customers.  We’ll discuss pricing to 
optimize income and establish the framework 
needed to conduct proven and profitable 
programs.  We’ll also discuss supplementing in-
come with regularly scheduled, exciting events 
to maintain customer engagement.   
Room C103 • Nicole Nash

PROFESSIONAL TUNING AND ARCHERY  
FORM TECHNIQUE 
During this presentation, GRIV will go through 
the important tuning and form techniques for 
peak level archery.  He will go through the most 
common issues seen by bowhunters and target 
shooters today and teach you how to help 
them overcome those issues.  
Room C104 • George Ryals IV

MODERN DAY BALLISTICS OF HUNTING 
ARROWS 
Understanding the mechanics behind kinetic 
energy and assisting your customers in making 
better choices for a successful hunt results in 
more sales.  Modern day bows and crossbows 
have reached unprecedented speed producing 
higher kinetic energy and momentum, requir-
ing new considerations for the selection of 
hunting arrows.  Come to this session to learn 
the basics of kinetic energy, momentum and 
how to best optimize the selection of the right 
arrow for maximum downrange penetration 
for big game hunting.   
Room C105 • David Hand

SCHOLASTIC 3D ARCHERY 
S3DA will discuss the growth and aspects of 
the program.  The opportunities for vendors 
to support S3DA will be covered and outlined.  
Finally the benefits and advantages vendors 
will see due to the support of youth archery 
through the Scholastic 3D Archery program.   
Room C106 • Jennie Richardson/Michael Lundeen

MANAGING AND GROWING YOUR 
BUSINESS IN A GLOBAL ECONOMY 
In today’s rapidly developing marketing and 
technological developments, the business 
owner is inundated with new marketing, data 
management solutions and social media 
solutions.  This is a review of many of those op-
tions, and some suggestions to help you decide 
which tools are for you. 
Room C110 • Dale W. Bergman

LAUNCHING A NEW PRODUCT OR 
PRODUCT LINE?  LEGAL STRATEGIES TO 
MAXIMIZE  OPPORTUNITY AND MINIMIZE 
RISK 
Stephen Hall, an attorney with Bradley Arant 
Boult Cummings LLP, discusses the legal issues 
related to launching a new product or product 
line in the hunting industry.  The discussion 
with include legal issues surrounding the 
original development, evaluation of competitor 
intellectual property, evaluation of different 
protection options for newly-developed 
products, and tips for naming, and branding 
the new product. 
Room C108 • Stephen Hall

TUNING AND HOW IT AFFECTS YOUR  
BOTTOM LINE 
Updating your tuning knowledge, techniques 
and equipment can greatly influence existing 
new customers; thereby increasing your 
revenue.   
Room C109 • Len Marsh

UNDERSTANDING THE ARCHERY FEDERAL 
EXCISE TAX 
Do you have questions about paying the 
Federal Excise Tax (FET) on archery equipment? 
Do you need help preparing for an IRS audit? 
Get help on constructive sales pricing. Receive 
clarifications on products subject to the FET 
and determine who is responsible for paying 
the tax. This open forum will allow time for 
specific problems to be addressed.   
Room C110 • Jay McAninch

VETERANS AND THE OUTDOOR INDUSTRY 
This seminar will point out moral and financial 
reasons more companies in the outdoor 
industry should hire veterans.  Learn how to 
understand and translate military skills and 
utilize government incentives and tax breaks.   
Room C107 • Steven Lenoir/Doug Scott/Charlie Budd

BUYING OR SELLING A COMPANY OR  
PRODUCT LINE?  WHAT YOU NEED TO  
UNDERSTAND ABOUT INTELLECTUAL  
PROPERTY 
Stephen Hall, an attorney with Bradley Arant 
Boult Cummings, discusses the legal issues 
for understanding, evaluating, and valuing 
intellectual property assets in the hunting 
industry that often form a crucial part of a 
company or product purchase or sale.  The 
discussion will include what intellectual 
property a company may (or should) have, 
and  how to evaluate the strength of existing 
or potential intellectual property coverage, 
and issues that impact the overall value of 
that particular intellectual property. 
Room C108 • Stephen Hall

UNDERSTANDING BACK TENSION AND  
TARGET PANIC 
Do you want to keep your customers for life? 
Then help them cure their target panic, buck 
fever or tournament nerves. Master Coach 
Bernie Pellerite has schooled more than 2,800 
shooters in the past 20 years. In fact, more 
than 170 of his students have claimed world or 
national titles. 
Room C109 • Bernie Pellerite

FOOD PLOTS AND DEER MANAGEMENT 
FOR ALL ACREAGE 
This visually informative seminar will educate 
hunters that a little ‘sweat equity’ can max-
imize genetic potential for increased body 
mass and antler growth, at minimal expense 
for a standing food plot. Learn how to attract, 
grow and hold deer and other wildlife on 
properties as small as 7 acres with a ½ acre 
food plot.   
Room C107 • Paul Cwiklinski

THURSDAY    
JANUARY 7
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JANUARY 5

MARKETING SERIES:  E-MAIL MARKETING 
How do you increase sales with targeted email 
marketing campaigns?  Learn how to build your 
list, understand the results and use tools that 
are available today.    
Room C101 • David Fletcher 
 
WORKING WITH LOCAL SCHOOLS TO  
INCREASE SALES 
This presentation will give attendees the tools 
necessary to reach out to local school systems 
and develop relationships to create new sales 
opportunities. 
Room C102 • Steve Sheetz 
 
ADVANCED LAWSUIT PROTECTION, TAX  
REDUCTION, & ESTATE PLANNING 
STRATEGIES  
From this presentation, you will learn lawsuit 
protection, tax reduction, and estate planning 
strategies most advisors are unaware of.    
Room C103 • Larry Oxenham 
 
PROFESSIONAL TUNING AND ARCHERY  
FORM TECHNIQUE 
During this presentation, GRIV will go through 
the important tuning and form techniques for 
peak level archery.  He will go through the most 
common issues seen by bowhunters and target 
shooters today and teach you how to help 
them overcome those issues.  
Room C104 • George Ryals IV 
 
THE STATE OF THE WHITETAIL: TRENDS IN  
HARVEST AND MANAGEMENT PROGRAMS 
This presentation will cover white-tailed deer 
facts, current buck and antlerless deer harvests 
and current issues and trends impacting 

hunters and management programs. It will also 
cover buck age structures to provide a current 
look at whitetail harvests and hunter success.   
Room C105 • Kip Adams 
 
A.R.R.O. BUYING GROUP- ARCHERY 
RANGES RETAILERS ORGANIZATION 
Become more profitable by joining the most 
profitable buying group.  You will make more 
money in archery sales guaranteed.  Qualified 
dealers will be signed up at the 2016 ATA 
show.  Joining Arro puts more profit in your 
pocket.    
Room C106 • Martin Stubstad 
 
BRANDED APPAREL PROVIDES INDE-
PENDENT RETAILERS A COMPETITIVE 
ADVANTAGE 
Branded apparel creates opportunities for 
independent retailers. Large retailers are in 
market with Home Brand hunting apparel 
while paring down on branded apparel floor 
space. Consumer demand is very high for 
national brands, learn how to capitalize. 
Room C107 • Michael Swan 

GROW YOUR BUSINESS AND  
CREATE SUPPLEMENTARY INCOME 
ATA’s Retail Growth Initiative is a series of 
business concepts that generates additional 
income and attracts new customers. Concepts 
proven from member shops of various sizes 
including websites, classes and events, mar-
keting, partnerships, social media and business 
operations.  Learn how to set realistic goals to 
guide you through the coming year. 
Room C108 • Nicole Nash/Michelle Zeug

HOW TO COPE WITH TARGET PANIC/
RELEASE AID MANAGEMENT SKILLS 
Understand target panic through the two 
common types of release dysfunction and 
then learn how to deal with it using the 
R.A.M. (Release Aid Management) Skills 
program. We will walk through this 11 step 
process to cure the problem.   
Room C109 • Larry Wise

PATENT LAW DEVELOPMENTS 
POST-AMERICA INVENTS ACT 
The America Invents Act amended the Patent 
Law in 2012 and has a profound effect on pat-
ent prosecution and litigation. This common 
sense overview will update you on how it has 
affected businesses.   
Room C110 • Mike Oropallo

MARKETING SERIES: CONTENT MARKETING 
Using content to drive traffic to your website and 
into your store.  The different types of content 
and how to create it will be covered along with 
the tools and services available to help. 
Room C101 • David Fletcher

ARROW COMPONENTS EFFECT  
ON AN ARROW 
What effects do different arrow components 
have on arrow flight and what can one do to 
alter the effect to suit their need?  We will have a 
deeper discussion on arrow oscillation cycle and 
one’s ability to control, maintain and minimize 
the effect.   
Room C102 • Dorge Huang

CAPITALIZING ON EXPLORE BOWHUNTING 
TO BENEFIT YOUR BUSINESS 
Highlights of the ATA’s Explore Bowhunting 
program streamlined and presented specifically 
for ATA members. Tips for simplified use in retail 
shops, how to create partnerships and support 
the program in your community, and an overview 
of the success this program is seeing across the 
nation. 
Room C103 • Katie Haymes

TUNING AND HOW IT AFFECTS YOUR  
 BOTTOM LINE 
Updating your tuning knowledge, techniques and 
equipment can greatly influence existing & new 
customers; thereby increasing your revenue.   
Room C104 • Len Marsh

THE STATE OF THE NORTH AMERICAN 
WHITETAIL HUNTER 
In an increasingly complex and competitive 
world, earning space in the hearts and minds 
of the whitetail hunter is easier said than done. 
Through a proprietary research study, this 
session reveals powerful consumer insight guar-
anteed to give you a marketing edge.   
Room C105 • Alex Schmalz/Megan Ciurczak

USE YOUR WEBSITE TO DRIVE NEW SALES 
AND ACQUIRE NEW CUSTOMERS 
The key to driving recreational archers and bow-
hunters into your business is a website that is easy 
to navigate and contains the right information. 
We’ll demonstrate how to build a website for op-
timal user experience to drive traffic to your store. 
We’ll review several templates that are available 
at a discounted rate for ATA members. 
Room C106 • Michelle Zeug/Patrick Curry

TUESDAY    WEDNESDAY
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THURSDAY
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MARKETING SERIES: SOCIAL  
MEDIA MARKETING 
Use social media to create awareness and 
generate more sales.  How to grow your 
following, build your brand, and using social 
media as a customer service tool will be 
covered along with the tools available to 
manage multiple social media accounts for 
your business.   
Room C101 • David Fletcher

FRICTIONLESS TRIGGERS: SAFETY,  
PERFORMANCE AND DESIGN FREEDOM 
The trigger is one of the most important parts 
of a crossbow.  Learn how to educate your cus-
tomers on the importance of trigger quality for 
a successful hunt and how to use aftermarket 
triggers to help your customers become more 
accurate, all while increasing your revenues. 
Room C102 • Mats Lipowski

SIMPLE WAYS TO ENGAGE CUSTOMERS 
WITH CLASSES AND EVENTS 
Create organized classes and events that not 
only will excite new people but continue to 
engage your current students as they grow into 
lifetime customers.  We’ll discuss pricing to 
optimize income and establish the framework 
needed to conduct proven and profitable 
programs.  We’ll also discuss supplementing in-
come with regularly scheduled, exciting events 
to maintain customer engagement.   
Room C103 • Nicole Nash

PROFESSIONAL TUNING AND ARCHERY  
FORM TECHNIQUE 
During this presentation, GRIV will go through 
the important tuning and form techniques for 
peak level archery.  He will go through the most 
common issues seen by bowhunters and target 
shooters today and teach you how to help 
them overcome those issues.  
Room C104 • George Ryals IV

MODERN DAY BALLISTICS OF HUNTING 
ARROWS 
Understanding the mechanics behind kinetic 
energy and assisting your customers in making 
better choices for a successful hunt results in 
more sales.  Modern day bows and crossbows 
have reached unprecedented speed producing 
higher kinetic energy and momentum, requir-
ing new considerations for the selection of 
hunting arrows.  Come to this session to learn 
the basics of kinetic energy, momentum and 
how to best optimize the selection of the right 
arrow for maximum downrange penetration 
for big game hunting.   
Room C105 • David Hand

SCHOLASTIC 3D ARCHERY 
S3DA will discuss the growth and aspects of 
the program.  The opportunities for vendors 
to support S3DA will be covered and outlined.  
Finally the benefits and advantages vendors 
will see due to the support of youth archery 
through the Scholastic 3D Archery program.   
Room C106 • Jennie Richardson/Michael Lundeen

MANAGING AND GROWING YOUR 
BUSINESS IN A GLOBAL ECONOMY 
In today’s rapidly developing marketing and 
technological developments, the business 
owner is inundated with new marketing, data 
management solutions and social media 
solutions.  This is a review of many of those op-
tions, and some suggestions to help you decide 
which tools are for you. 
Room C110 • Dale W. Bergman

LAUNCHING A NEW PRODUCT OR 
PRODUCT LINE?  LEGAL STRATEGIES TO 
MAXIMIZE  OPPORTUNITY AND MINIMIZE 
RISK 
Stephen Hall, an attorney with Bradley Arant 
Boult Cummings LLP, discusses the legal issues 
related to launching a new product or product 
line in the hunting industry.  The discussion 
with include legal issues surrounding the 
original development, evaluation of competitor 
intellectual property, evaluation of different 
protection options for newly-developed 
products, and tips for naming, and branding 
the new product. 
Room C108 • Stephen Hall

TUNING AND HOW IT AFFECTS YOUR  
BOTTOM LINE 
Updating your tuning knowledge, techniques 
and equipment can greatly influence existing 
new customers; thereby increasing your 
revenue.   
Room C109 • Len Marsh

UNDERSTANDING THE ARCHERY FEDERAL 
EXCISE TAX 
Do you have questions about paying the 
Federal Excise Tax (FET) on archery equipment? 
Do you need help preparing for an IRS audit? 
Get help on constructive sales pricing. Receive 
clarifications on products subject to the FET 
and determine who is responsible for paying 
the tax. This open forum will allow time for 
specific problems to be addressed.   
Room C110 • Jay McAninch

VETERANS AND THE OUTDOOR INDUSTRY 
This seminar will point out moral and financial 
reasons more companies in the outdoor 
industry should hire veterans.  Learn how to 
understand and translate military skills and 
utilize government incentives and tax breaks.   
Room C107 • Steven Lenoir/Doug Scott/Charlie Budd

BUYING OR SELLING A COMPANY OR  
PRODUCT LINE?  WHAT YOU NEED TO  
UNDERSTAND ABOUT INTELLECTUAL  
PROPERTY 
Stephen Hall, an attorney with Bradley Arant 
Boult Cummings, discusses the legal issues 
for understanding, evaluating, and valuing 
intellectual property assets in the hunting 
industry that often form a crucial part of a 
company or product purchase or sale.  The 
discussion will include what intellectual 
property a company may (or should) have, 
and  how to evaluate the strength of existing 
or potential intellectual property coverage, 
and issues that impact the overall value of 
that particular intellectual property. 
Room C108 • Stephen Hall

UNDERSTANDING BACK TENSION AND  
TARGET PANIC 
Do you want to keep your customers for life? 
Then help them cure their target panic, buck 
fever or tournament nerves. Master Coach 
Bernie Pellerite has schooled more than 2,800 
shooters in the past 20 years. In fact, more 
than 170 of his students have claimed world or 
national titles. 
Room C109 • Bernie Pellerite

FOOD PLOTS AND DEER MANAGEMENT 
FOR ALL ACREAGE 
This visually informative seminar will educate 
hunters that a little ‘sweat equity’ can max-
imize genetic potential for increased body 
mass and antler growth, at minimal expense 
for a standing food plot. Learn how to attract, 
grow and hold deer and other wildlife on 
properties as small as 7 acres with a ½ acre 
food plot.   
Room C107 • Paul Cwiklinski

THURSDAY    
JANUARY 7
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1 KIP ADAMS is a certified wildlife 
biologist and QDMA’s Director of 
Education and Outreach.  Kip writes 
the Whitetail Wisdom column for 
Quality Whitetails, has authored 
chapters in four books, has given 
over 450 presentations on deer and 
habitat management, and has pro-
vided whitetail content for numerous 
television shows including Whitetail 
Properties, Quality Whitetails, Scent-
blocker’s Most Wanted, Whitetail 
Slam and others.

DALE W BERGMAN is an avid 
outdoorsman.  Having spent 12 years 
as CEO of Brunsport and the last 
fourteen years as a senior account 
representative for Pivotal Payments, 
his experience has afforded him a 
wonderful opportunity to combine 
his passion for the outdoors with his 
work.  Through Dale’s work with chain 
accounts and participation in several 
system installs in his own business, 
he is uniquely qualified to offer a 
blueprint for the independent retailer 
to do the same.

CHARLIE BUDD is the Pro Staff lead 
at Wildlife Commando and served 
in the Army from1994 to 2001. He 
served as a canon crew member and 
was airborne qualified. In 2013, he was 
named to Buck Buster Mineral’s field 
staff team. 
 
MEGAN CIURCZAK is a Senior 
Account Planner at Shine United.  
She has devoted the last 11 years 
to practicing marketing and brand 
planning and leading market re-
search efforts for national consumer 
brands including Famous Footwear, 
Sitka ® Gear, LaCrosse Footwear and 
GORE-TEX ® Technology.   
 
PATRICK CURRY is the Founder and 
President of FootSteps Marketing.  
FootSteps has become the leader 
in Website and Digital Marketing 
services for the independent retailer.  
He has worked within the software, 
internet and technology industry as 
an entrepreneur, strategic consultant 
and business executive for 25 years.  
His career started at First Resort 
Software, LLC which ended with a 
successful sale of the company in 
an IPO under the name ResortQuest 
International, Inc. 
 
PAUL CWIKLINSKI has been an avid 
whitetail bowhunter and gun-hunter 
for 50 years, and has worked with 
food plots the past 23 years. He 
became interested in food plots after 
injuring his left hand and needing a 
way to lure big bucks to him.  
 
DAVID FLETCHER is the owner of 
Fletcher Outdoors LLC, a sales and  
marketing agency focused on the 
hunting industry.  David has worked 
with thousands of businesses provid-
ing strategic direction and implemen-
tation of sales and marketing best 
practices over his 20 year career.   
 
STEPHEN HALL is a partner with the  
law firm of Bradley Arant Boult 
Cummings LLP.   Stephen  has an 
active patent and trademark pros-
ecution practice, assisting clients in 
developing, protecting, managing, 

and exploiting their intellectual prop-
erty.  Stephen’s work with the firm’s 
hunting and outdoor-related clients 
includes trademark and patent 
work, general intellectual property, 
counseling, licensing, sales and 
distribution agreements, litigation, 
and corporate counseling. 

DAVID HAND is the founder and 
CEO of Ballistic Arrow Tech and Slash 
Arrows.  David is a mechanical engi-
neer with over 20 years bowhunting 
experience and holds several patents 
on arrows used for hunting.  He is an 
advocate of wildlife management 
and active member of SCI, with cli-
ents holding SCI records of big game 
with a bow. 
 
KATIE HAYMES is the Education 
Program Manager for the ATA.  
Katie spent 4 years working for the 
Kentucky Department of Fish & 
Wildlife Resources as their Explore 
Bowhunting (EB) state coordinator. 
She worked with hunter recruitment 
programs to improve Kentucky’s R3 
efforts during her implementation 
of EB. She has over 20 years of expe-
rience as a hunter and outdoorsman. 
 
DORGE HUANG is the man behind 
Firenock, the most advanced lighted 
nock.  Dorge invents and produces 
cool and interesting products that 
have great practical applications, 
including the ibowsight and Aerovane 
Jig.  He has been involved in advance 
manufacturing and process re-engi-
neering all his life. 
 
STEVEN LENOIR is the founder of 
Wildlife Commando, a hunting show 
based out of Georgia. Before Wildlife 
Commando he served as a Cavalry 
Scout, a reconnaissance specialist 
with the Army from 2008 -2012. 
Steven is a member of the Bass Pro 
Shops Redhead hunting team and 
serves as an archery expert for the 
History Channel.

MATS LIPOWSKI is the inventor of 
the frictionless trigger.  He is a Master 
of Mechanical Engineering and holds 
multiple patents.  He is a dedicated 
target shooter for 25 years and a reg-
istered hunter in Ontario, Canada.  

MICHAEL LUNDEEN is the National 
Director for the Scholastic 3D Archery 
(S3DA) program.  He is the Florida 
state director for the Archery Shoot-
ers Association and the Executive 
Director of the Florida Archery 
Foundation, a nonprofit dedicated to 
growing the sport of archery.  He is a 
national level competitor and a Level 
4 USA Archery Coach.  

LEN MARSH has more than 50 years 
of experience hunting and shooting. 
He has owned Macrotech, a large 
archery pro shop in Baltimore, 
Maryland, for the past 20 years. 
Len also holds several patents on 
archery equipment.

JAY MCANINCH is president and 
CEO of the Archery Trade Association. 
McAninch leads ATA efforts to work 
with the IRS, Congress and U.S. Fish 
and Wildlife Service to ensure federal 

excise taxes (FET) paid by archery 
manufacturers are used effectively 
by state wildlife agencies to promote 
archery and bowhunting. He works 
with IRS staff to help ATA members 
obtain information that helps them 
fulfill their FET obligations.

NICOLE NASH is the Manager of 
Retail Programs for the ATA.  Nicole 
develops and manages commu-
nications between the industry 
and organizations participating in 
the ATA’s instructional programs, 
including developing stages to ATA’s 
Retail Growth Initiative.  For the past 
four years, her experience includes 
curriculum development, conducting 
classes and grassroots marketing.   
 
MIKE OROPALLO has been practicing 
law for more than 20 years. He has 
tried jury cases, argued appeals, and 
counseled outdoor sporting clients 
on legal and procedural issues. Mike’s 
passion for birds, bowhunting and big-
game hunting has taken him across the 
United States, Mexico, Argentina and 
Iceland. He lectures extensively and 
writes on topics ranging from wildlife 
laws, to trial techniques, to patent and 
copyright litigation. 
 
LARRY OXENHAM is one of Ameri-
ca’s top asset protection experts, hav-
ing helped thousands of professionals 
achieve financial peace of mind 
by teaching them how to properly 
structure their assets for lawsuit 
protection and tax reduction. He has 
authored and co-authored several 
articles and books on the subject 
including The Asset Protection Bible 
and How to Achieve Financial Peace 
of Mind through Asset Protection. 
Larry Oxenham is a nationally recog-
nized speaker .

BERNIE PELLERITE is president of 
Robinhood Video Production Inc. in 
Blacklick, Ohio. He is also a video 
producer and director, author, staff 
writer, seminar speaker, archery 
analyst, manufacturer, inventor and 
professional archery coach.

JENNIE RICHARDSON is the Exec-
utive Director for the Scholastic 3D 
Archery (S3DA) program.  In 2002 
she started the National Archery 
in the Schools Program (NASP) to 
introduce students to the sport she 
loved and competed professionally 
in for 17 years.  She created the 
S3DA program to keep students 
motivated and growing in archery.

GEORGE RYALS IV (GRIV) is a 
former World and National Indoor 
Champion. He is a co-founder 
of ArcheryTalk.com and worked 
many years as a product designer 
for Martin Archery, Copper John, 
and Stanislawski releases. Ryals 
intensive three-day advanced ar-
chery workshop teaches top-level 
target archery techniques to 
individual archers and national 
team members. 
 
ALEX SCHMALZ is an Account 
Supervisor at Shine United.  His 
experience spans a wide variety of 
business categories and has helped 

over forty brands during his 15 year 
career including outdoor brands: 
Sitka® Gear, GORE-TEX® Technol-
ogy, Aguila® Ammunitions, SKB 
Shotguns, Winston Fly Rods® and 
Epic Kayaks®.

DOUG SCOTT is the vice president 
of Wildlife Commando and served 
with Steven as a Cavalry Scout in the 
Army. Before retiring from the Army, 
Doug completed three tours in Iraq 
and completed the Army’s sniper 
school. He joined Wildlife Com-
mando early on and helps develop 
seminar topics as well as represent 
hunters in Pennsylvania. 

STEVE SHEETZ has served as a 
teacher, coach, assistant principal 
and coordinator of testing for 17 
years in a variety of Northern Virginia 
School Systems. He has over 14 years’ 
experience as a writer and the Direc-
tor of Online Content for Huntonly.
com. He launched Chasin’Whitetails 
Media with a website and radio show 
in 2014.  In the fall of 2015 he added, 
MTN OPS presents The Heartbeat, 
a TV show which airs on the Hunt 
Channel, to the Chasin’Whitetails 
Media Portfolio.  Steve is a member of 
numerous prostaffs and the author of 
several books about hunting. 

MARTIN STUBSTAD is the President 
of the Archery Ranges Retailers 
Organization (A.R.R.O.) and owner 
of Archery Headquarters located 
in Rochester MN which has been in 
business for 38 years.  

MICHAEL SWAN has been a 
marketing executive for 15 years and 
has successfully built and introduced 
many brands and products into both 
e-commerce and retail markets.  He 
is the marketing director at Robinson 
Outdoor Products and is passionate 
about developing educational and 
informative content programs that 
grow the sport of archery.  

LARRY WISE is one of the premier 
archery coaches in the United  States 
and the author of 6 books and 3 DVD 
projects on archery.  He is a life-long 
educator with an incredible ability to 
teach archers using a comprehen-
sive understanding of back tension, 
advanced biomechanics and a 
championship archer’s mental game.  
He travels to shops offering individual 
coaching as well as 2 day shooting 
schools.  Larry is a world field archery 
and many-time professional tour 
archery champion.

MICHELLE ZEUG is the Director of 
Archery and Bowhunting Programs 
for the ATA.  Since 2005, Michelle 
has helped develop strategies for 
state wildlife agencies in growing 
archery.  For the past two years, she 
has worked in conjunction with sev-
eral dozen ATA member retailers to 
develop the Retail Growth Initiative; 
a program to help retailers grow 
their business.
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