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HOW TO SELL ACCEssORIEs

Tom Simmon
Buyer, Jays Sporting Goods Inc.
Gaylord, OH

“We sell ATK products by merchandising them 
in key locations. We take advantage of the fact 
ATK has great looking packaging. We also train 
our staff in add-on sales. Every gun that gets sold 
needs to be cleaned, needs ammo, targets and 
could possibly use something like a bipod.”

Beau Nicholson
ATK Sales Rep.
Ohio & Michigan

“Selling traps in a box is a hard thing to do.  
Putting traps together and having them dis -
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look at your product.”

Nathan, Department Manager
�)�L�Q���)�H�D�W�K�H�U���)�X�U���2�X�W�À�W�W�H�U�V
Ashland, OH

“The Best Way to sell Champion traps and 
Targets is to have a Good Display.  And hav -
ing the Tom Knapp DVD playing doesn’t hurt.”

I n every store, there are some products that just sell themselves. Whether it’s out of sheer necessity or raving popularity, certain products �y off the shelf; with smaller factors 
such as packaging or price not having a very big effect. 

There are also those products that get over-looked from time to time. In the outdoor industry, �rearms and ammo work harder to sell themselves. This is because every hunter 
knows he or she needs a gun to take in the �eld, and needs bullets to go in that gun.

		  Accessories such as cleaning products, paper targets, clay targets and traps sometimes get lost in the mix of guns and ammo. 	
		  Selling large numbers of accessories can be a huge asset to dealers big and small. Figuring ways to get these accessories to grab 	
		  the customer’s attention is important. We talked to a few people out in the �eld to see what they did to enjoy some success. 	
		  Read on to �nd some tips from fellow dealers, as well as �eld sales representatives.

Have an example of how you moved a 

lot of ATK accessories? Want to be featured 

in Field Feedback? Send an email to Dealer Services 

at premiumpartners@atk.com that describes what you did 

(event, end-cap, product giveaway, etc.) to be so successful. Don’t 

forget to send along a high-res mug shot and we’ll get you in an upcoming issue.
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"The best way to predict the future is to create it."
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As this month’s article “Who’s Chambering 
in .338 Federal?” describes (see page 6), 

many gun companies are now producing .338 
Federal firearm offerings. You’ll find the most 
trusted names in the firearm industry along 
with some unique custom offerings. So if you 
haven’t been convinced of this cartridge’s viabil-
ity yet, it’s time to perk up and get it  
on your shelf. 

Here’s a quick recap of the .338 Federal’s high 
points: 
•	 Magnum energy without the magnum kick
•	 More muzzle energy than a 30-06 Springfield
•	 Wide diameter .338 bullet generates 150-200 	
	 fps more velocity than a standard 308 Win.  
•	 Short action configuration for quick bolt 	
		 throw and faster reload

•	 Designed for ultimate performance on  
	 medium and large game

According to Drew Goodlin, Director of New 
Product Development, “the .338 Federal car-
tridge was an easy choice to be the first to bear 
the Federal name. 

“There is a die-hard hunter following for .338 
diameter bullets, but until now, there was no 
widely available non-magnum configuration. 
The .308 cartridge case has a long and storied 
tradition in the firearms industry and provides 
the short action needed to help keep this a 
lighter rifle offering, and lighter recoiling.

“We’re excited to see the great response from 
rifle companies and hope to see even more 
available by hunting season.”

.338 Federal® Gains Interest of Firearms Companies

For more information on stocking the .338 Federal, 
visit www.federalpremium.com  

or call your Dealer Services representative today.
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