






Jamie Stehman
ATK Sales Rep
Colorado, New Mexico, Southern Wyoming 

“The first thing my dealers do is take down their 
big game ammunition and big game calls and 
replace them with ammunition from 17 HMR 
all the way to .243 Win. They put their decoys, 
bi-pods, and calls on the end caps where the 
consumers will see them and start thinking 
about the upcoming season.  

Most of my dealers ask the consumer what they 
are hunting to be able to point them in the right 
direction if looking for a rifle and ammunition.  

Lastly, the dealers make sure the consumer has 
the right bullet in his ammunition for whatever 
the application. In doing so, they can sell the 
coyote or fox hunter the ammunition he needs 
and make the consumer happy.”

Tyler Cowles
Erie Sport Store
Erie, Pennsylvania

“Catering to predator hunters is a great way to 
help sales between our deer season and spring 
gobbler season. A large variety of different calls 
keep hunters coming back. 

Here in northwestern Pennsylvania, we receive 
a lot of lake effect snow. This allows us to sell 
snow camo clothing at good margins. Dealers 
should also tell hunters to keep scent elimination 
products in mind. 

A wide selection of Federal Premium® 
ammunition in varmint calibers is key. Die hard 
predator hunters have specific calibers and bullet 
weights that are their favorites, so dealers should 
carry a wide selection of Federal Premium ammo 
in varmint calibers. I personally cannot wait to 
try some of the new 12-gauge coyote loads.”

Beau Nicholson 
ATK Territory Sales Rep
Ohio & Michigan 
    
“What seems to work for my dealers are predator 
hunting seminars.  They will have speakers come 
in a talk about the different calls to use and 
different ways to set up for hunting.  Also having 
displays set up dedicated to predator hunting 
help draw in customers.  

Within the displays I will set up shelves with 
our Premium® HEAVYWEIGHT® Coyote shells 
and Federal Premium Ammunition Buckshot.  I 
will also take targets that I have shot with our 
ammunition and hang them in the display.  

Another great draw for dealers is to have 
‘predator’ contests. That is when the dealer gives 
away prizes to customers that shoot the biggest 
or most ‘predators’ in a given time frame.”

Catering to Predator Hunters 

Have an example of how you moved a lot of ATK product? 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.

t h e  a t k  p r e m i u m  p a r t n e r s  t e a m 
Have a question or input on the Premium Partners program? Give us a call at 866-223-9388 or e-mail one of our team members below. We’d love to hear from you. We’re dedicated to providing dealers with the tools they need to succeed.

From the Wire:   On Target
	 Weaver’s New Super Slam Riflescopes 

To read the full article, see October 2009 
issue of On Target.  For more information 
regarding On Target, and to learn how to 
stock this publication in your store, visit  
www.ontargetmagazine.com

This excerpt from On Target was reprinted with the permission of the publication and is a 
great example of how effective marketing, product placement and media relations can translate 
into success at the retail level. By generating interest, and supplying third-party credibility, 
this editorial coverage has the power to drive customers to your store and demonstrates the 
value of having quality partners in the media industry.

By Clair Rees, On Target, September/October 2009    

Like many hunters my age, my first riflescope was a K4 
Weaver. This rugged, no-nonsense scope unfailingly 
delivered a bright, clear viewing image, and it helped put a 
lot of venison in the freezer. 

Weaver has a lot more competition than it did half a century 
ago, but continues to introduce innovative products. The latest 
of these introductions is its new line of Super Slam riflescopes. 
These top-of-the-line scopes are manufactured in Japan with 
premium Japanese optical glass. Lenses are fully multi-coated, 
with external lens surfaces receiving an extra-hard coating to 
help ward off scratches or abrasions. 

Ballistic reticles are etched directly into the glass using Weaver’s 
proprietary EBX process. Conventional Dual-X, Fine-X and 
Duplex reticles are also available. The new scopes also feature 
a 5x range of magnification. Super Slam scopes are available 
with either 1-inch or 30 mm main tubes. They’re advertised 
as shockproof, waterproof and fogproof, and the two samples 
I tested passed my hour-long dunk test in the laundry room 
sink with flying colors. 

Super Slam 2-10x42mm
This will probably be my favorite of the Super Slam scopes 
because it offers the most practical magnification range for 
spot-and-stalk deer or pronghorn hunting. …. 

Starting in 2010, those hunting America’s 
heartland for coveted ringnecks will have the 
added benefit of better patterns and increased 
effective range. Pheasant hunters will be able 
to choose from 2-3/4” and 3” 12-gauge and 3” 
20-gauge options in shot sizes #4, #5 and #6. 

Your customers will love the lethal mix of 
Premium® copper-plated lead (70%) and 
nickel-plated FS LeadTM (30%) delivered by the 
proven FLITECONTROL® wad. 

This payload revolutionizes pheasant patterns: 
at 40 yards it increases pellets in a 30” circle 
by almost 20%. However, at 20 yards, patterns 
are just as open and won’t cause misses at 
closer ranges.

The FS Lead pellets feature a cutting edge that 
helps them get better penetration and terminal 
performance. They also fill out the patterns for 
edge-to-edge consistency. All this means fewer 
cripples and more birds at the end of the day.

FLITECONTROL® for Pheasants 
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New Prairie Storm™ Means More Birds, Better Patterns

Techniques to capture the attention of these die-hard enthusiasts




