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DROP-TESTED FROM
A LAND CRUISER AT
50 MPH IN UGANDA

Tim Herald’s safari hunt
started when a gust of

wind knocked his rifle and
Trijicon Tenmile® optic off the
roof rack of his safari truck.

It ended when he took an

East African defassa waterbuck
bull with that same rifle and
optic two days later, after
confirming zero.

Read the full story at on
Trijicon.com/50mphDropTest. Briliant Aiming Solutions™
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HUNT WITH PRECISION - BRING HOME THE TROPHY

The Girsan Hunter Series by EAA offers exceptional features for
pistol hunters. Available in 10mm, the Girsan Hunter delivers
maximum pistol caliber firepower and accuracy in a single or
double-stack configuration.
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THIS MONTH'S COVER BROUGHT TO YOU BY:

ZEISS Conquest HDX - A New Family of Binoculars
with Premium Optics and Robust Design.

oculars. They are available with three objective lens diameters (32
mm, 42 mm and 56 mm), each with 8x and 10x magnification. The
56 mm model is also available with 15x magnification.

Thanks to the high-definition (HD) concept and up to 10 lenses, the
Conquest HDX delivers great optical quality and 90% light transmission,
resulting in vibrantly sharp images, even in low light conditions. ZEISS
FieldFlattener Technology ensures high resolution over the entire field of
view. The T* lens coating guarantees brilliant, high-contrast images even in
adverse light conditions, and the multi-layer coating and phase-corrected
roof prism ensure clear and true-to-life images.

With the robust mechanical construction and durable, lightweight mag-
nesium housing, the Conquest HDX are designed to deliver confidence
in the toughest conditions and are dependable in any situation. The full
rubber armoring of the binocular housing ensures protection and provides
a secure grip, even in humid and rainy conditions. Thanks to the hydro-
phobic ZEISS LotuTec® lens coating, water rolls off effortlessly and dirt and
fingerprints are repelled. In addition, the nitrogen filling prevents moisture
inside the lenses, so that the Conquest HDX can also be used safely in
humid environments. Whether in extreme temperatures, in wet conditions
or in direct sunlight, the Conquest HDX is durable, waterproof, fog proof

Z EISS is excited to announce the new Conquest HDX family of bin-

and shockproof and is reliably rugged in the field.

The Conqguest HDX focuses quickly and precisely, even when wearing
gloves. The balanced ergonomics enable fatigue-free observation, and the
locking diopter prevents unintentional adjustments and makes it easy to
maintain the desired settings. The durable and easy-to-clean eyecups can
be adjusted to four different positions for further customization and com-
fort. Thanks to the easily accessible interface for a tripod adapter, quick
attachment of the binoculars for stable observation is ensured.

For more information, please visit www.zeiss.com/hunting/con-
quest-hdx.

ON THE COVER: ZEISS welcomes two new SKUs to the Conquest V4
riflescope family: a 3-12x44 with a Z-Plex reticle (#20) and 3-12x56 with a
Plex-Style illuminated center-dot reticle (#60). They feature a Ballistic Stop
for an absolute confirmation of zero, multi-turn turrets, and zero stop. The
riflescopes include enhanced engravings for fast and accurate adjust-
ments, .25-MOA-per-click settings, and capped windage. Both models
offer best-in-class optical quality with a 4x zoom ratio, providing exception-
al versatility in the field.

For more information about the new Conquest V4 models, please visit
www.zeiss.com/consumer-products/us/hunting.

WWW.ZEISS.COM/HUNTING/CONQUEST-HDX
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IN THE NEWS

Sierra, Barnes Appoint New CEO

Sierra Bullets and Barnes Bullets announce the appointment of Jim Bruno
as CEO. Jim has been in the outdoor industry for 30 plus years, most
recently holding the position of President at Bushnell (a Vista Outdoor
brand segment). Prior to Bushnell, Jim held roles of increasing responsibil-
ity throughout his career, culminating with leading and managing Sales,
Sales Operations and Customer Service for the Vista Outdoor Hunt/Shoot
brands, including Federal, CCI, Speer, Remington and Hevi-Shot.

Jim said, “Sierra and Barnes have an amazing brand recognition in our
industry of being the highest quality, premium products that serve the
competitive shooting, hunting and defense markets. 'm honored to be
chosen to lead these two amazing brands, people and products.”

Andrew Sparks, VP of Marketing, praised the hiring, “...we are excited
for his strength in leadership and strategy. Jim receives high praise and
recommendations by many industry peers and competitors and we look
forward to him leading our businesses.”

Visit the Archery Business
Pavilion at the 2025 SHOT Show

The Archery Business Pavilion was a new-for-2024 exhibit area for the
archery industry at the SHOT Show. More than 55,400 industry profes-
sionals packed the 13.9 miles of SHOT aisles eager to view new, innovative
products used for hunting, shooting and outdoor recreation.

The 2024 Archery Business Pavilion (located in Caesars Forum) featured
exhibits from leading manufacturers and suppliers in the archery industry.
The new area of the show provided a focused environment for archery
retailers and industry professionals to explore the latest trends, products,
and business opportunities in the archery sector.

For 2025, the Archery Business Pavilion will be bigger and better, with
more booths from manufacturers you want to do business with. You can
learn more about it on page 30 of this issue. Be sure to stop by during the

2025 SHOT Show.

Gridiron Capital Agrees to Sell GSM Outdoors

Investment company Gridiron
Capital recently signed a definitive
agreement to sell its controlling in-
terest in GSM Outdoors — Good
Sportsman Marketing Outdoors —
to Platinum Equity, a global private
equity firm.

Headquartered in Irving, Texas,
GSM Outdoors is an industry-
leading branded outdoor enthusiast
company with a diverse and grow-
ing portfolio of more than 50 rug-
ged outdoor brands. GSM provides
a comprehensive range of consum-
able accessories, gear, and subscrip-
tion services, making it a one-

stop-shop for both consumers and
retail partners. GSM sells through
a diverse mix of channels, includ-
ing online retailers, sporting goods
stores, mass merchants, outdoors-
man retailers, farm and fleet stores,
and dealers and distributors across
the United States and Canada.

“In 2020, Gridiron Capital
partnered with Eddie Castro and
the GSM management team to
build an industry-leading outdoor
enthusiast platform,” said Gridiron
Managing Partner, Kevin Jackson.
“Over the course of our partner-
ship, GSM has grown significantly

through strategic expansions into
fishing and other rugged outdoor
categories, while dramatically scal-
ing the cellular and app subscrip-
tion business, completing 18
acquisitions of iconic brands, and
driving consistent organic growth
through new product development.
The GSM team’s passion for serving
their customers and winning in the
marketplace is contagious, and we
are incredibly proud to have been
GSM's partner during this exciting
time. We are confident that GSM is
positioned for even greater success
going forward.”

GSM CEO Eddie Castro and
the entire management team will
continue to lead GSM post-
transaction. Castro said, “Since the
first day, Gridiron has been a great
partner in helping us accelerate our
M&A engine and expand GSM
into new subscription and outdoor
categories. The Gridiron invest-
ment team and Centers of Excel-
lence have truly been value-added
partners through this exceptional
growth phase for GSM.”

The acquisition is expected to
close in Q3 2024.

American Outdoor Brands Promotes Kersker to VP of Sales

American Outdoor Brands (AOB), an industry leading provider of prod-

ucts and accessories for rugged outdoor enthusiasts, announced that Pete

Kersker has been promoted to Vice President of Sales - Outdoor Sports. In

this newly created position, Kersker will lead domestic sales of the com-
pany’s outdoor sports product categories: personal protection, hunting,
shooting, fishing, camping and cutlery products.

“Pete joined AOB nearly a decade ago as a sales manager in cutlery, and
since that time he has expanded his scope and responsibility in our sales
organization.” said Brent Vulgamott, Chief Operating Officer for Ameri-
can Outdoor Brands. “Pete has established strong relationships with our
customers and has meaningfully contributed to both the establishment
and the execution of our sales strategies. We're proud to announce this
promotion which recognizes his contributions, and which underscores the
importance that the outdoor sports product categories play in our long-

term growth strategy.”

Kersker joined AOB in 2016, as a Sales Manager, and was later promot-
ed to Director of Sales. Most recently, he served as Senior Director of Sales,
a role in which he oversaw sales for multiple product categories across the
company’s portfolio of brands. Kersker earned his BS degree at Keene State

College in New Hampshire.

AOUT is a provider of outdoor products and accessories, including
hunting, fishing, camping, shooting, outdoor cooking, and personal secu-
rity and defense products, for rugged outdoor enthusiasts. The Company
produces products under brands including BOG; BUBBA; Caldwell;
Crimson Trace; Frankford Arsenal; Grilla Grills; Hooyman; Imperial;
LaserLyte; Lockdown; MEAT!; Old Timer; Schrade; Tipton; Uncle Henry;
ust; and Wheeler. For more information about all the brands and products
from American Outdoor Brands, Inc., visit www.aob.com.
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Relial;ly
rugged.

- ZEISS Conquest HDX.

The ideal premium
versatile binoculars

Introducing the all-new Conquest HDX family
of binoculars. Combining outstanding optical
performance with a rugged design and great
ergonomics, the new Conquest HDX
binoculars provide the ultimate versatility in
the field of high-performance optics.

The ZEISS HD concept delivers 90% light
transmission with true-to-life color fidelity
and edge-to-edge sharpness. Built with a
durable and lightweight magnesium housing,
the binoculars are waterproof, fogproof, and
shockproof. Featuring a fast and smooth
focus wheel, locking diopter and easy-access
tripod interface, HDX delivers superior
functionality and reliability for every hunt.

ZEISS Conquest HDX = Vibrantly sharp.
Reliably rugged.

www.zeiss.com/hunting/conquest-hdx
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You Have a Negative Nellie on
Your Team. What Now?

—

Follow these action
steps to get your
problem employee
back on track and
make those around
him or her happy
campers.

.
[ Sam——
— | S —

BY KEN WYSOCKY

ew workplaces are total neg-
F ativity-free zones. Even the

best places to work can suffer
from the occasional corrosive effects
generated by drama queens, whiners,
gossipers and bullies.

But all too often, managers go into
denial mode when they encounter
such behavior. They either don’t
know how to confront the problem
or figure that it’s just impossible to
change peoples’ behavior and thus

soldier on, which only makes other
employees resentful about the lack
of action. Or perhaps the problem
employee is, ironically enough, a top
performer, which gives the manager
little motivation to confront the
issues at hand.

The end result? Good employ-
ees leave, unable to bear the toxic
environment created by a problem
employee. Morale sinks. Productiv-
ity declines. And word gets around,

which can derail employee recruiting
efforts.

“Negativity is counterproductive
in almost every way,” says Marie G.
Mclntyre, a nationally known man-
agement consultant, employee coach
(www.yourofficecoach.com) and the
author of Secrets to Winning at Office
Politics: How to Achieve Your Goals
and Increase Your Influence at Work.
“The shame of it is that the employees
that leave usually aren’t the negative

n HUNTING RETAILER SEPTEMBER/OCTOBER 2024
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ones. So the irony is that by not acting
on the problem, you end up keeping
just the complainers and whiners.”

WHAT'S A RETAILER TO DO?
One of the biggest culprits in this
vicious circle is managers ill-equipped
to handle problem employees for lack
of training, or that are so weak-willed
that theyd rather just avoid con-
frontation. “There are just too many
wimpy managers out there,” Mcln-
tyre asserts. “They’re usually nice
people, but they’re afraid to use the
authority conferred by their position
when they need to.”

Some small business owners

or managers even inadvertently
encourage further bad behavior. As
evidence, McIntyre recalls a manager
who complained that she often had
to do the work of an employee who
was a total on-the-job slacker; she
was also upset because she couldn’
convince her boss that there was a
problem. “Of course she couldnt —
all the work was still getting done,”
Mclntyre says. In another instance,
a manager told her that he actually
let a problem employee vehemently
complain about various and sundry
issues for an hour and a half.

“That only encourages someone to
complain even more,” she points out.
“You should always listen to your
employees, but once you get tired
of hearing them complain, you've
probably been listening to them too
long. You've got to figure out a better
way to have a conversation.”

To deal with negative employees,
Mclntyre suggests adopting six strate-
gies aimed at changing behaviors and
creating a more positive workplace
for other employees:

Stop rewarding behavior you don’t
want. See examples above. Address
problems as they arise. If you don’t,
odds are they’ll turn into something
even worse. And failure to deal

decisively with problem employees
only weakens other employees’ faith
in your managerial skills.

Be a coach, not a critic. “Coaching
is one of the most important skills
a manager needs,” Mclntyre says.
“You're responsible for getting results
from employees, just as the coach of a
sports team is responsible for getting
results from players. But few people
are born to do this — it usually
requires training.”

Describe problem behaviors
specifically. Just telling someone that
they’re negative is too general; they
may not know what that means,
which prevents them from doing
anything about the problem at hand.
As such, it’s critical to provide specific
examples as well as the resulting
negative side effects.

Focus on the business angle. Don’t
center the discussion on personalities;
that’s a no-win proposition. Instead,
point out how certain behaviors may
damage relationships with customers,
for example, or curtail teamwork and

collaboration with others on your
crew.

Keep your cool. If you get angry or
upset during a meeting, you're acting
like a child, too. “You need to snip
the wires to your hot buttons,” Mcln-
tyre suggests. “You need to act like an
adult and deal with things in an adult
manner. If they push your buttons
and you react, you've lost control of

the situation.”

WORK TOGETHER

Most of these strategies can be
employed during what's known as a
two-way problem-solving discussion.
“It’s not a forum for criticizing or
lecturing,” McIntyre explains. “It’s
about sharing observations about
what you've noticed and putting
them in the context of business issues
— don’t make it personal.”

The meeting should include an
explanation of what things have to
change; setting clear expectations is
critical. Then develop some strate-
gies that can be used to make things

different going forward. It’s also

essential for you and the problem
employee to agree on these action
steps as well as arrange follow-up
meetings where you can discuss how
things are progressing.

“Follow-up is critical,” Mclntyre
says. “Too many managers view
these coaching sessions as one-and-
done things. But people just don’t
change their behaviors that easily or
quickly, so follow-up is essential.”
Furthermore, a lack of follow-up may
prompt the employee to think you
don’t take the issue seriously, which
removes any incentive to change.

What if this strategy doesn’t work?
Even closer supervision and more
frequent coaching sessions may be
required. And if things dont improve
after that, and the issues are serious
enough that the person can’t get the
job done and hampers others in your
company from doing so, too, more
drastic action is required. “Maybe
they’re just not a good fit for the job,”

Mclntyre says. HR
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3 Hot New Compound Bows For 2024

These three compounds will tempt any bowhunter to upgrade.

-

)
\ .
k"’
- ‘. d
b 3
LS
BY MARK CHESNUT

owhunting has brought me some of my
best hunting memories over the past half

century. I'll never forget two specific bow-

-
\

hunting trips. One was my first archery deer, which
I stalked on my knees through a sandbur patch in

a 30 mph wind and put an arrow right through the
boiler room. Talk about exciting! The other was my
last compound bow kill, when I tore the ligaments
in my right shoulder drawing the bow with my
body turned at a very odd angle. The deer went
down, but so did I, and I later had to have that
shoulder replaced because of the damage that began
that day. Still, it was an unforgettable memory.

There’s just something about bowhunting that
is especially intriguing to many hunters. Not only
does it yield the thrill of getting up close and
personal with a big-game animal, but it also allows
hunters to use tools not quite so advanced as a
centerfire rifle to bring home the venison.

Of course, at the center of bowhunting for most
archery hunters is a good compound bow. Buying a
new compound bow for hunting can be quite an in-
vestment. As with other kinds of hunting gear, there
tend to be two main types of users: those who up-
grade their hunting bow every year or so and those
who are content to hunt with their trusty 20-year-

old bow that they swear they’ll never give up.

What the latter hunters might not realize is that
compound bows get better each year. Bows are fast-
er, smoother, quieter and more accurate, all leading
to a better experience in the field and more venison
on the table.

Let’s take a look at a few new compound bows
introduced by some of the best archery equipment
manufacturers this year. These might be just the
bows that pique the interest of the new-bow-every-
year hunter, while also getting that hunter with
an old bow off the fence and pulling out his credit
card heading into this fall's hunting seasons.

m HUNTING RETAILER SEPTEMBER/OCTOBER 2024



BOWTECH

Bowtech has been making and

selling very high-quality

compound bows for 25

years, and the Core SR

introduced this year defi-

nitely fits into that category.
Engineered to deliver extreme

speed, an incredibly smooth draw
and unparalleled accuracy, the Core
SR, according to Bowtech, sets the new
standard for high-performance bows.

In fact, the Core SR delivers many
of the high-performance features
bowhunters are looking for when
shopping for a new bow. The bow'’s
CenterMass technology precisely
aligns the sight to optimize stability
and accuracy, while the company's
Deadlock technology yields the
quickest, simplest way to achieve
perfect arrow flight and repeat-
able accuracy.

Additionally, the Core
SR's TimeLock technol-
ogy allows for quick and
easy cam position adjust-
ment without a bow press (only
an Allen wrench is needed). GripLock
technology allows for custom positioning
of the grip angle to fine-tune the bow to an
individual bowhunter's preference.

As far as specifications, the bow has an axle-to-axle
length of 33 inches and weighs in at a svelte 4.5 pounds.
It's available in 50-, 60- and 70-pound draw, and adjust-
ability allows max draw weight to be reduced by about
10 pounds.

Faster bows deliver more downrange accuracy, and
the Core SR has hunters covered there, also. It slings
arrows at 344 feet per second (fps), offering more for-
giveness on the shot compared to slower bows. Brace
height is 6 inches, and the draw length can be adjusted
anywhere from 25 to 30 inches, fitting the majority of
archery customers. It's also available in 11 different fin-
ishes, including seven camouflage patterns.

With an MSRP starting at $1,399, the Core SRisn't a
budget bow. But shoppers will certainly get what they
pay for if they choose this model for their next tree-
stand companion.

PRIME ARCHERY

Prime Archery knows a

thing or two about

building a great hunt-

ing bow. And this

year's Prime RVX takes

their technological savvy at
building bows to a new height.

The RVX features the com-
pany's CORE Cam system, the
smoothest Prime has ever
developed, to give bowhunters
an outstanding shooting expe-
rience. The only system on the
market that actively works to
reduce cam lean, the CORE Cam
system's balancing technology
brings the strings and cables
in line with each other, making
the cam perfectly balanced
throughout the entire draw.

Additionally, the RVX fea-
tures Prime’s Quik Tune tech-
nology so users need not
add extra modifica-
tions to their bow to
perfectly tune it. This
system allows for the
cam to be shifted left or right
very precisely and rigidly without extra
weight or complexity in a straight-forward
way without needing to pull the axle.

The Prime RVX is available in three different length
models: 32, 34 and 36 inches. It has an adjustable draw
length of 26 to 30 inches and a draw weight of 40 to 80
pounds, and it flings an arrow at 340 fps. The RVX34 has
adraw length of 26.5 to 30.5 inches, draw weight of 40
to 80 pounds and 342 fps velocity. The longest model,
the RVX 36, has a draw length of 27.5 to 30.5 inches and
a draw weight of 40 to 80 pounds, and it shoots 332 fps.
All' have a let-off of 80%

The Prime RVX is available in 19 different finishes and
carries an MSRP of $1,299.

WRAPPING IT UP

BEAR ARCHERY

Bear Archery has been
packing their hunt-

ing compound hows

from axle to axle with
industry-leading tech-
nologies and designs for
decades. The company's flag-
ship model for 2024 is the Bear
Persist, a bow that with just
one look will have customers
wanting to give it a try.

The Persist is made for
stealth and features strategi-
cally placed in-riser dampen-
ers, an innovative string stop
with built-in dampening and
new silent shelf technology
to make errant arrow contact
with the riser undetectable.

A new Picatinny mount

for the user's preferred
sighting system

and the Integrate

Mounting System for

the arrow rest make stream-
lining the bow easier than ever.

With treestand hunters in mind, Bear
equipped the Persist with an integrated limb pocket for
quick, secure connection of a pull-up rope. And a conve-
nient, quick-disconnect shoulder sling attachment point
makes the bow easy to carry on a long trek.

With an axle-to-axle length of 31inches, the Persist
has a draw length range of 26 to 30 inches. And with up
to 90% let-off, the bow's EKO cam system can generate
velocities of up to 340 fps. Draw weight is available in
45 to 60 pounds or 55 to 70 pounds, and the bow weighs
in at 4.6 pounds.

It's available in five finishes: olive, stone, Mossy Oak
Break Up, Mossy Oak Bottomland and Fred Bear camo.
Similar to the other two bows, the MSRP isn't cheap at
$1,249. But the Persist is a lot of bow for the money and
should last for years.

Thanks to advanced technology, hunting bows just keep getting better, and these three new-

for-2024 compound bows should turn a few heads with shoppers this fall. Consider stocking one,

two or all three of them in your inventory to bolster your bottom line heading into this year’s

archery hunting seasons. HR
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11 Upland Hunting Apparel Products
to Help Sales Take Flight

Outfit your upland hunters properly with the season’s best gear.

BY KEVIN REESE

eorge Bird Evans wrote in An Affair With Grouse, “...for the gunner
G who feels as I do, each shot is enough to lift him for a day; and for that

one moment of glory when he hits, he is the point, the flare of fan, the
roaring gun and the slant and the falling bird while that moment lasts.”

As Evans so eloquently depicts, few moments in our outdoor lifestyle are as
exhilarating as flushing a pheasant or covey of quail and feeling the rush of ex-
citement from shot to retrieval. While shotgun hunting for birds can be traced
back to the 16th century, upland bird hunting in America, as we know it, took
flight late in the 19th century. It remains one of the most popular forms of
hunting today, ranking third behind big-game and small-game hunting. Based
upon the 2022 National Survey of U.S. Fish and Wildlife Services Fishing,
Hunting and Wildlife-Associated Recreation, more than 14 million Americans
hunted (2.8 million for migratory birds), spending over $45 billion. Of the
2.8 million migratory bird hunters, the most popular species pursued was the
ringneck pheasant, and wingshooting enthusiasts tallied more than 23 million
days afield.

What does this mean for retailers? Latest estimates put migratory bird hunt-
ing spend at $2.2 billion annually — yes, billion! Check out this short list of
upland bird hunting apparel to help your sales take flight!

ALPS OUTDOORZ UPLAND GAME VEST X 2.0

Over the past 12 years or more, | have put Alps Outdoorz products (from bowhunting and waterfowling to upland
hunting and even camping) through rigorous field tests and have always been impressed with the results. Quality,
reliability, innovation and affordability are all cornerstones. Of course, since Alps Outdoorz's founding in 2007,
this has been Dennis Brune's focus. For wingshooters, a great representation of these cornerstone qualities is the
Upland Game Vest X 2.0.

More than just another bird-hunting bag, the Alps Outdoorz Upland Game Vest X 2.0 is a multipurpose hunting
vest perfect for wingshooting as well as small-game pursuits. Designed for carrying and shooting comfort, the
Upland Game Vest X 2.0 features a vented back, thin shoulder straps, magnetic shell pockets with non-slip flaps,
expanded game bag, a roomy rear pocket and a coyote-brown/blaze-orange finish. An industry first, the Upland
Game Vest X 2.0 also includes a removable waist belt with MOLLE straps, and an adjustment range of 26 to 62
inches. www.alpsoutdoorz.com
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FILSON MESH GAME BAG
For more than 125 years, Filson has been the brand of choice for countless outfitters nationwide, espe-
cially in the northwest, and for good reason. C.C. Filson moved to Seattle, Washington, in 1890, and soon
after, in 1897, he began supplying prospectors heading out to the Klondike Gold Rush. Founded that same
year as Filson's Pioneer Alaska Clothing and Blanket Company, Filson maintains a reputation as a premium
brand that discriminating outfitters trust. Of course, offerings have grown quite a bit to include top-
shelf upland bird hunting gear like the Mesh Game Bag.

Constructed of 11-ounce cotton oil finish Shelter Cloth, polyester mesh and nylon webbing, the Filson
Mesh Game Bag is the perfect combination of lightweight to mid-weight for hunting in warm and cold
climates. The mesh back keeps your customer dry and allows the vest to breathe. Two oversized front
pockets are perfect for holding a box of shotshells and other gear, and the rear game bag is large enough
to hold a full limit of birds. Side pockets are sized to hold water bottles, while adjustable shoulder and
waist straps allow hunters to get the perfect fit when adding or removing layers. The Filson Mesh Game
Bag also features daisy-chain web-strapping to hold additional gear and a blaze-orange finish on front
pocket flaps, sides of the game bag and throughout the mesh back. www.filson.com

GAMEHIDE SHELTERBELT UPLAND JACKET
Founded in 1994, Gamehide, operating in Minnesota, is devoted to producing
affordable, innovative, premium-performance hunting apparel designed to “en-
hance your hunting experience.” For decades, Gamehide has made good on its
mission, ensuring hunters remain comfortable and dry in tough climates — cool
on warmer days and warm when temperatures plummet. Of course, Gamehide
apparel also is purpose-driven — and the Shelterbelt Upland Jacket is an example.
Made from ripstop cotton, the Gamehide Shelterbelt Upland Jacket is ready for
gritty hunting in tough environments. The Shelterbelt Upland Jackets boasts a
full front zipper, large zippered front pockets, an oversized front shell pocket and
a rear, blood-proof game bag with zippered top. Traditionally styled, the Shel-
terbelt Jacket includes blaze-orange on the front pockets, shoulders, upper arms
and throughout the back. Sizes range from medium to 4X. www.gamehide.com

BROWNING UPLAND JACKET
John Moses Browning needs no introduction to industry professionals. While he founded Brown-
ing in 1880, he produced his first single-shot rifle two years earlier — it was patented in 1879.
Now owned by Herstal Group, Browning has produced firearms consistently for 144 years; how-
ever, arms manufacturing is only part of Browning's story. After acquiring Barth Leather Com-
pany and Caldwell Lace Company in 1968, the company set its sights on hunting apparel. For more
than 55 years, Browning has applied its “Best there is" approach to quality and reliability to hunt-
ing clothes in every niche, upland wingshooting included. A fan favorite your hunting customers
are sure to appreciate is Browning's Upland Jacket.

Designed for comfort, durability and warmth on cold days in the field, the Browning Upland
Jacket boasts a 12-ounce cotton canvas shell; over 400-square-inch, blaze-orange polyester over-
lay; soft, brushed Tricot lining; two-way front zipper with storm flap; and adjustable cuffs. Other
features include a large blood-proof front-load game bag, shell pockets, D-rings for hunting dog
accessories and two zippered front pockets. The jacket's shoulders accommodate Reactar G3 pad
pockets, and sizes available range from small to 5X. www.browning.com
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DSG UPLAND PERFORMANCE FLEECE JACKET

Founded by outdoor enthusiast Wendy Gavinski, DSG (Doing Something Group) Out-
doors is headquartered in Wisconsin. Like other apparel lines, DSG was founded out of
frustration over the lack of outdoor apparel for women, especially skiing and snowmo-
biling; however, the company quickly migrated to other niches of outdoor recreation,
including hunting and fishing. Today, DSG Outdoors offers a full line of hunting apparel
for women for every pursuit, including upland bird hunting. An upland hunting garment
most popular among women hunters is the Upland Performance Fleece Jacket.

As the name implies, DSG Outdoors' Upland Performance Fleece Jacket is made from
soft, durable fleece, perfect as an outer layer to keep hunters warm on cool days, or
mid-layer when it gets downright cold. the Upland Performance Fleece jacket's styling
is a quarter-zip pullover with long sleeves, complete with thumb holes. The jacket fea-
tures zippered chest and handwarmer pockets and two-tone stone and blaze-orange
finish. Sized and styled for women, the Upland Performance Fleece Jacket is available in
sizes from XXS to 4X. www.dsgouterwear.com

DUCK CAMP SHORT SLEEVE UPLAND HUNTING SHIRT

Founded by Sim Whatley in 2018 and headquartered in Austin, Texas, Duck Camp grew legs
out of “frustration with the quality and fit of hunting clothing.” As a guy with a handful
of Duck Camp shirts in my closet, | can attest to their light weight, breathable material,
comfort, durability and quality. Even today, with scores of hunting-brand shirts to choose
from, my Duck Camp shirts still get wear-time at least once per week. Don't let the brand
name fool you though — Duck Camp caters to more than just waterfowlers. Case in point,
the Short Sleeve Upland Hunting Shirt.

Constructed entirely of nylon supplex fabric, the Upland Hunting Shirt is quick-drying
and breathable, soft to the touch and exceptionally durable. Additional features include
pin-oak-colored styling; blaze-orange shoulders, upper back panel and chest-pocket flaps;
mesh ventilation system and UFP 30+ protection from the sun's harmful ultraviolet rays.
Duck Camp's Upland Hunting Shirts are available in standard shirt-length sizes small to 3X,
as well as tall profiles, large to 3X. www.duckcamp.com

MCALISTER MST UPLAND TECH SHIRT
Drake Waterfowl, established in 2002 by Tate Wood and Bobby Windham, was
founded with a singular mission: to offer the industry's best waterfowl hunting gear
and apparel. Based in Olive Branch, Mississippi, the company has been led and oper-
ated by diehard waterfowlers since day one. A year later, Drake Waterfow! purchased
McAlister Hunting Clothing. In September 2021, Drake Waterfowl was acquired by
Ohio-based Weinberg Capital Group; however, the same holds true — Drake Water-
fowl products are designed by hunters for hunters, and the McAlister line remains
quite popular! One exceptional McAlister offering is the MST Upland Tech Shirt.
Designed for comfort, durability and robust movement, the McAlister Upland
Tech Shirt is constructed of khaki-colored, 97% nylon and 3% Spandex, with brown,
100% polyester abrasion-resistant forearms. The traditionally styled, long-sleeve,
button-up MST Upland Tech Shirt also features blaze-orange shoulder patches, a left-
chest vertical Magnattach pocket, right-chest vertical zippered pocket and integrated
lens cloth. Size offerings are small to 3X. www.drakewaterfowl.com
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GAMEHIDE HEAVY-DUTY BRIAR-PROOF UPLAND PANT

Heavy thickets and thorns are no match for Gamehide's Heavy-Duty Briar-Proof Upland Pant. Constructed of rugged, 1000-de-

nier nylon with a reinforced seat and crotch, Gamehide's Briar-Proof Upland Pant is designed for comfort in extreme upland bird
hunting environments and features front slash-pockets and a rear pocket. A heavy-duty hook and D-ring keep hunters' hands free
and working-dog controls close by. To keep your customers dry, Gamehide's Briar-Proof Upland Pant also boasts a water-repellent

coating. Waist sizes range from 32 to 48 inches with a 32-inch inseam.

DANNER SHARPTAIL BOOTS

Charles Danner set out to build boots as tough as the Northwestern adventurers and
blue-collar workers who depended upon them. Since 1932, Danner boots have repre-
sented the Great Northwest well, morphing into a legacy brand trusted by millions

of demanding adventure seekers and workers. Today, nearly 100 years later, Danner
Boots ranks among the top hunting boot brands worldwide, and Sharptail Boots are
great examples of the kind of footwear heritage-minded retailers must carry for seri-
ous upland bird hunters.

Exceptionally dependable and comfortable in the roughest, wettest terrain, Dan-
ner 8-inch Sharptail Boots are built to handle whatever your customers' upland hunts
throw at them. Danner’s Sharptail Boots boast full-grain leather and 900 Denier nylon
uppers, waterproof and breathable Gore-Tex liners, Terra platform for lightweight
stability and support, OrtholLite foothed, TPU shank and an all-terrain, slip-resistant
rubber outsole. www.danner.com

IRISH SETTER WINGSHOOTER BOOTS

Since 1950, Irish Setter has self-labeled their boots “finest in the field." Not without merit, like Danner, Irish
Setter is a legacy brand steeped in nearly 75 years of a heritage-rich reputation built step-by-step by Amer-
ica's extreme adventurers and backbone laborers. Irish Setters’ most readily identifiable attribute is the
reddish-orange Oro-Russet leather present in the company's earliest boot models, and still present today.
True to the Oro-Russet leather hallmark for upland bird hunters is the Irish Setter Wingshooter.

True to Irish Setters iconic look and style, Irish Setter Wingshooter Boots are “the original boot," con-
structed of genuine Oro-Russet leather with a comfortable, all-terrain, self-cleaning, white-wedge rubber
sole. The Wingshooter also boasts Irish Setter’s popular UltraDry weatherproofing system, steel shank in
the midsole for better foot support. For hunters who recognize just how important foot protection and
comfort are on the hunt and on the job, Irish Setter's Wingshooter Boots, available in 7- or 9-inch styles, are

a top choice. www.irishsetterboots.com

LACROSSE UPLANDER BOOTS

Originally launched in 1897 and based in its namesake of La Crosse, Wisconsin as the La Crosse Rubber Mills
Company, La Crosse Footwear drew immediate popularity with its Grange rubber boots. Interestingly enough,
in 1994, the company acquired Danner Boots. In 2012, LaCrosse and Danner were acquired by ABCG-Mart, a Jap-
anese company, and both brands are now headquartered in Portland, Oregon. As one might hope, ownership
by ABC-Mart hasn't seemed to affect build quality. LaCrosse boots continue to be recognized worldwide as a
leader in outdoor recreation footwear, hunting included. For upland bird hunting, your hunting customers are

sure to love the aptly named LaCrosse Uplander Boots.

With an iconic styling nod to decades past, LaCrosse Uplander Boots are constructed of a genuine, dis-
tressed, full-grain, oiled leather upper and dark-brown rubber lower. The sole is a premium, handmade,
natural-colored rubber with vulcanized construction and a slip-resistant, Rope Cleated, all-terrain outsole.
Boot-height is 10 inches. Great for hunting in tough conditions, the Uplander Boot also features a steel shank,

aircushion footbed and a waterproof lining. www.lacrossefootwear.com
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Zeiss

What's new at ZEISS these days, and what does
the company have planned for the future?

BY HR STAFF

unting Retailer spoke with
Barton Dobbs, ZEISS’s
head of hunting and nature

sales for North America, about what's
new at ZEISS, what the company has
planned for the future, how retailers

can best sell Zeiss optics, and more.

Can you talk about the
company'’s history and its
place in the industry today?
ZEISS has a long and storied 178-
year history in the optics industry,
making it the oldest consumer optics
manufacturer still in operation. With

this history comes a sense of pride
that we work for a global leader in

all things optics. However, history
and pedigree only takes us so far in
today’s market. Dealers and espe-
cially consumers want to purchase
products from companies that possess
a high level of optical and mechanical
capabilities but also show the ability
to keep pace with rapidly changing
technology and fluid consumer
expectations. ZEISS has maintained
that balance well in recent years by
expanding our excellent portfolio of
classic optics while also introducing a

steady stream of digital and technol-
ogy-driven optics. It is clear that we
need a portfolio full of both in order
to excel and grow in this market.

What sets ZEISS apart?
Optical integrity, no doubt. Every
product we produce begins with a
dedication to make that product the
top optical product in its category.
No corners cut and no excuses.
Dealers and consumers can always
know that whichever ZEISS product
they buy, from the V4 riflescope to
the SFL binocular to the Harpia

Barton Dobbs, head of hunting and
nature sales for North America

m HUNTING RETAILER SEPTEMBER/OCTOBER 2024



spotter, will always be an industry
leader in optical performance. This
has always been ZEISS’s reputation
in the market, but in recent years we
have also enhanced our feature sets
in new products, as well. So now the
ZEISS customer knows their product
is a top-performer optically and it
also contains leading features for the
North American hunter, shooter and

birder.

What specific optics
category have you seen the
most growth in recently?

It is not necessarily a category, per

se, but we have seen strong growth
in our uber-lightweight products like
the SFL 40 and SFL 30 binoculars.
Hunters are constantly looking to
shave weight and bulk while in the
field, so our SFL binocular, being

20-30% lighter and more compact
than competing products, has really
scratched an itch in the market. We
plan on expanding these categories
and becoming a leader in lightweight,
feature-rich scopes, binos, spotters,
etc.

Is there a specific product
that’s just on fire for you
right now?

R N

Our hottest product right now is the
LRP S3 first focal plane riflescope,
no doubt. We launched the S3, as
we call it, back in fall of 2022, and
shooters have absolutely swarmed

to this product. I constantly hear
phrases like “this thing punches WAY
above its weight class,” and “That’s
my next purchase for my new PRS or
competition rifle.” Both the 425-50
and 636-56 LRP S3 models provide
the user with so much value that they
are really difficult to deny, even when
compared to some of the industry’s
heavy hitters in competitive shooting
scopes. The proof has come while at-

tending PRS events over the past two
years, where the number of shooters
with a ZEISS LRP S3 atop their rifle
has grown exponentially at nearly
every match we attend.

Do you have any predictions
on what we can expect out
of the shooting industry in
general in the next year? The
next five years?

The shooting industry seems to be
caught in a cyclical, up-and-down
pattern, and I think that will likely
last through the remainder of cal-
endar year 2024. The election cycle
certainly sways opinions and affects
consumer behavior, but our indus-
try is extremely resilient, so I think
sometime in 2025 we will see more
collective growth and expansion than
we have in the past few post-Covid
years. This is what ZEISS is planning
for.

Where does ZEISS see
potential for growth? How
about non-growth? Is there
part of the industry that's
shrinking?

As mentioned before, we will con-
tinue to focus on uber-lightweight
products like the SFL binocular, and

we think there is a lot of market share
to be taken with that product and
that lightweight approach. And we
still have so much room to grow with
our LRP series of scopes, the LRP S5
and LRP S3. Competitive shooting
remains a high growth area for all
things optics, firearms, ammunition
and accessories, so we will continue
to feed that market.

The potential for non-growth will
come from aging product families, so
we have to continually manage the
life cycle of every product family to
add new and relevant features to keep
it fresh and atop consumers’ minds.
We're working hard in this area to en-
sure our entire portfolio is innovative
and competitive.

As far as where the industry is
at risk of shrinking, my concern
continues to be younger hunters and
the type of gear they use, or that their
parents/mentors/family purchases for
them. Many times, a young hunter
will start off hunting with something
like a standard .243 rifle for deer
hunting or other mid-sized game. If
we don't engage more young hunters,
those types of rifles and ammo we
all grew up with will likely continue
to drop in popularity. To combat
this, our industry as a whole needs to
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advocate harder to ensure that more
young people get into the field and
hunt, shoot, fish, and learn.

What can we expect out of
ZEISS in the second half of
2024? What products have
you most excited for the
future?

ZEISS will continue to push our
innovative products for the remain-
der of 2024, and we have a handful
of new items up our sleeve. New
additions to the Conquest V4 and
an exciting set of new features for the

V8 family will broaden the appeal

of the lines as well as create new
customers for us. Both are exciting
prospects. I'm most excited about
our continually evolving riflescope
portfolio and what we can do with
it. We have a few projects in the
pipeline that should catapult ZEISS

The DTl 6 is a thermal imaging camera
designed to be functional and simple to
use afield.

into a new level of the industry, and
this motivates me and my sales team

every day.

What sort of product testing
do you do?

ZEISS has an extensive product
testing process, most of which we ex-
ecute in our German facilities. While
optical integrity is very important,

as I've mentioned, the mechanical
integrity of your product is just as
important, and we test our products
to maintain the highest level possible.
For example, we recoil-test our rifle
scopes to 1500 G’s of force in mul-

The ZEISS Hunting app integrates with
some of the company's products for
high-tech hunters.
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tiple directions. That is just one ex-
ample of the levels we go to at ZEISS
to ensure your scope, binocular,
rangefinder or spotter will perform
when it matters most in the field.

How does ZEISS support

its dealers?

We always strive to be a true partner
with our dealers. I tell my sales team
all of the time, “We are not here just
to move boxes, we are here to find,
create, and nourish partnerships with
our stocking dealers.” A partnership
is a full-circle support program. We
provide competitive pricing and term
sets, but we try to deliver much more
than that.

Our ZEISS Points program has
expanded and remains a great way
for behind-the-counter sales staff to
earn points and free ZEISS product
for selling our products. We also look
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“ZEISS dealers
that expand their
assortments almost
always increase
turns and watch

their ZEISS business
flourish.”

for ways to help ZEISS product on
the shelf stand out so that the dealer
increases turn and increases their
margins. One example is a DTT ther-
mal display which includes a small
tripod and a tablet for presenting
our DTT thermal cameras at retail.
Its a relatively low-cost package for
dealers<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>