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Why partner 
with Wiley X
for eyewear?

Wiley X glasses have enjoyed 25 years of growth, supplying fishing, 
shooting and working eyewear around the world.

Much of its success has been down to its strong product 
scope, typified by the fact that its entire range of hunting 
and shooting glasses meets the highest standards for 
eyewear.

Every pair of its Changeable Series models meets or 
exceeds MIL-PRF-32432 (GL) Vo Ballistic Impact 
Standards for spectacles and every style is ANSI 
Z87.1 rated and EN.166 certified to afford the best 
protection possible.

But another key factor is the way that Wiley 
X EMEA (the European, Middle Eastern and 
African division) works with its distributors and 
partners around the world.
GTW spoke to some of them to find out 

why the working relationship is so strong.

Protective-eyewear specialist Wiley X has 
developed a strong working relationship 
with its partners across Europe and 
further afield. GTW asked some of its key 
distributors why it works so well…
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UK & IRELAND
Ardee Sports has recently taken on 
distribution of the brand across the British 
Isles, having watched demonstrations at 
IWA that convinced it of the brand’s merits.

Sales director Martin Brennan 
explained: “We first made contact with 
the Wiley X team when our booths were 
across the aisle from each other at IWA.

“We were very impressed with the 
demonstrations carried out over the four 
days of the show. There was one where 
a pointed steel bar weighing 500g was 
dropped from 1.25 metres onto a pair 
of Wiley X lenses. The lenses did not 
break. While visitors to its booth saw this 
manoeuvre only once, we watched it 
continuously and it was the same lenses 
used throughout the show.

“In addition to being a very durable 
product it also looked very stylish. We 
decided to approach Wiley X and were 
successful in securing the distribution.”

Martin is also very impressed by the 
day-to-day communication from Wiley 
X, especially EMEA vice-president and 
outdoor director, Thomas Wæver.

He revealed: “A product is only as good 
as the people that supply it and, in the case 
of Wiley X, the greatness of the company is 
reflected in the product range.

“When we were getting started, 
Thomas came to visit our company. This 
was an opportunity for our staff and 
invited customers to be briefed on the 
merits of the product and witness several 
demonstrations. The most exciting was 
to see a pair of glasses being shot by a 
12 gauge at 10 metres and the lenses 
remaining intact.”

Support is key, of course, and the 
difference is clear here, too, as Martin 
added: “Wiley X has several marketing 
tools such as display units, catalogues, 
YouTube videos and back-up staff to 
service their distribution system and 
supply product information to the 
shooting public.”

In the UK, Wiley X uses different 
distributors for the shooting, fishing and 
tactical markets but Martin sees no issue 
here. “We have no problem with fellow 
distributors in other market areas. It is 
a very specialised product designed for 
many different applications and is best 
served by individual expertise within each 
market segment.”
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Wiley X EMEA
E: info@wileyx.eu
W: www.wileyx.eu

Wiley X Inc (USA)
E: info@wileyx.com
W: www.wileyx.com



00www.guntradeworld.com

[Wiley X] FEATURE

GTW

FRANCE
Wiley X has entrusted GMT Outdoor with 
the exclusive distribution of its ballistic 
eyewear, for the hunting, shooting sports 
and outdoor recreational markets in 
France, since last summer.

Market manager Sébastien Delfosse 
said: “Before distributing the brand, 
I was a Wiley X user myself for four 
years and was convinced about the 
quality of the glasses. It is a real honour 
to represent the brand on the French 
market.

“Brand awareness is still growing 
in France, so there is plenty of work 
to do in terms of demonstrations and 
awareness but the market potential is 
very promising. The product offering is 
very high quality and it now needs to 
meet the demand.”

Wiley X claims to deliver from its 
large EMEA warehouse in Denmark on 
a day-to-day basis and Sébastien is in 
no doubt that it honours its promises.

“The existence of the Wiley 
X European warehouse offers a 
top-quality delivery service. We get 
deliveries within 48 hours by UPS and 
very few back orders.

“This means that we are able to 
service our retailers’ demands in a 
fast and efficient manner, without any 
disappointment. This is important to 
build a good and solid brand image.

“And, from a management point 
of view, this is appreciated as we can 
concentrate on the sales force and 
retailers’ product enquiries rather than 
trying desperately to solve back orders.

“Wiley X also recognises the 
importance of supporting its 
distributors in developing brand 
awareness locally and has given us 
marketing support to start advertising 
Wiley X on the French market this year. 
This is a very good partnership and we 
have the feeling we are working hand-
in-hand with each other to really build 
the brand image together.”

Sébastien also appreciates the 
support the Danish-based firm offers. 

“Depending on your request, any 
issue to solve or product clarification 
is either answered by e-mail or on 
a Skype video call in a very efficient 
manner. We work very closely together 
in total partnership.”

DENMARK
Closer to home, Guntex A/S has been 
representing Wiley X for the hunting/
shooting market in Denmark for a 
couple of years and Henrik Christensen 
has certainly seen a small increase in 
eyewear sales but believes it will pick 
up further once everyone pushes the 
safety issue in the sport – he believes 
there is a huge amount of potential.

Nevertheless, he has a great 
relationship with the team in his 
country. 

“In the period where I have been 
managing the sales/purchasing 
for Guntex, we have had a good 
connection and have had several visits 
from Wiley X.

“In my mind, we get full support 
from Wiley X, both in terms of sales 
and product knowledge. Up until now, 
all our questions have been answered, 
either immediately or within a very 
short space of time. So, all in all, we are 
quite happy with our collaboration.”

POLAND
Hubertech has been in the hunting 
and shooting market for a quarter of a 
century and relishes the collaboration 
with Wiley X.

Company vice-president Michał 
Bogdański explained: “We have been 
in the hunting business for 25 years 
and, after all that time, there is not 
much that can surprise me.

“When I met the people from Wiley 
X I felt, right from the start, that we 
were speaking on the same ‘level’ and 
that it is a true specialist.

“But what I didn’t expect was how 
much I have learnt about personal 
safety and advantages. My first 
thought was: ‘Hey, we are talking about 
sunglasses...’ but after an excellent 
training course, these ‘sunglasses’ 
became my ‘must-have’ and a new 
passion. Do they understand my 
business? I’m sure they do. Do they 
understand my market? For sure, they 
are trying very hard.

“Returns happen but they are very 
rare and mostly it’s not the product’s 
fault. Yet even if we do have any issues, 
everything is fixed or replaced without 
question, immediately. You can’t ask 
for more than that.”

Alongside the product offering and 
the usual sales support, Michał is clear 
about one of the major benefits of 
working with Wiley X. 

“The most important thing they 
offered me is their friendship – it’s 
worth more than any contract and 
money. It means a good life. They also 
offered me their open mind and will 
to help. This gives me hope that even 
the most difficult situation can be 
resolved.”

And he sees one key challenge 
for Wiley X in the months and years 
ahead. 

“The military market is stable 
but the hunting market is shrinking; 
however, the sport shooting sector 
is growing fast. I would like Wiley X 
to really address this area because I 
believe it is our future.”

LEBANON
Looking further afield, National Sports 
Co is a leading shot shell manufacturer 
for clay shooting and hunting 
ammunition, widely distributed in the 
Middle East.

At the IWA Show in 2015, the firm 
agreed a deal to distribute Wiley X 
eyewear in Lebanon.

Managing director Garo Babahekian 
told GTW: “Before IWA, I had limited 
knowledge about Wiley X. Having had 
the privilege of meeting Thomas, he 
was able to demonstrate the features 
of the eyewear close up.

“Most eyewear brands today 
provide either some kind of safety 
feature or looks. Wiley X has filled a 
void in the market by offering the 
highest ballistic standard combined 
with style. This has enabled them to 
stand out and become one of the 
leading eyewear manufacturers in its 
class.”

And Garo sees this as a major 
benefit for all parties.  

“Roughly half of the adult 
population is in need of some kind of 
correction eyewear. With that in mind, 
Wiley X provides a major advantage 
for the consumer by offering the 
prescription option in most of its 
product line.”

All in all, Garo sees nothing but 
positives from his collaboration and 
concluded: “Despite having worked 
with Wiley X for a relatively short 
period of time, the product has shown 
huge potential in the market. Clients 
are recognising the importance of eye 
protection, which has always been 
overlooked in the past.”
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