
September, 2012 marks the 40th anniversary 
of our company. We started selling holsters, 
ammunition and flashlights 40 years ago in 
1971. It would be almost another year before 
we sold firearms. This cobbled together and fi-
nancially strapped business was started in my 
pop’s hardware store located in Greenville, In-

diana (population 500). My love of the military 
and eventually law enforcement began while 
I was in Vietnam with the U.S. Army’s 101st 
Airborne Division May 1969 – May 1970. Un-
like today’s military returning from duty over-
seas, we were not treated with kindness nor 
respect. It burned into my memory. After my 
discharge I worked long hours selling hardware 
items eventually talking my dad into letting me 
sell firearms related equipment in his store. 
At the same time the town marshal’s position  
opened up and I was chosen. The town mar-
shal’s job was kind of like the army. In many 
ways, of course, carrying a revolver (in those 
days) wearing a uniform and helping people 
were the hallmark of being a police officer. 

At that time in the early 70’s, being in the 
military or a cop wasn’t always popular. I was 
deeply affected by some treatment witnessed 
of the returning troops from Vietnam and our 
police officers. It was at this time that selling 
police supplies such as guns and ammunition 
to folks I admired became my obsession, which 
still remains today. 

“When one enlists in the service or pins 
on the police badge, that person commits to 
serving their country and/or community.” It 
also means that unless the serviceman/officer 
hits the lottery the chances of becoming a mil-
lionaire is minute. 

So my idea was to take care of the group of 
folks I so admired. Since both groups of peo-
ple don’t make a lot, it was obvious our mar-
gins of profit would have to be low and our 
service would have to be excellent. Over the 
years, Kiesler’s has had the proud opportunity 
to serve those who protect and serve, as well 
as making friends throughout the industry. 
Kiesler’s has had some Hollywood cameos 

supplying weapons to major films, and in the 
case of Beverly Hills Cop 3 with Eddie Mur-
phy, even appearing myself, as, of course, a law 
enforcement distributor. 

But throughout the years our company has 
continued to have low margins and with few 
exceptions given excellent service. If there is 
one thing that I feel our company does better 

than our competitors is 
having a friendly, loyal, 
dedicated staff. We call 
it “Kiesler Care.” Our 
employees love their 
profession and you, our 
customers. I’ll never say 
we’ll be the cheapest 
100% of the time, but I 
will promise that Kiesler 
Care will be apparent. 
You will like how we treat 
our customers- really! 

If you ever feel that 
we’ve failed you, please 
call our toll free number 
and dial 128---it’s my 
personal extension---and 
yes, I still work daily. 
Kiesler’s wouldn’t have 
had 40 years of business if 
it hadn’t been for you, our 
beloved customers. Thank 

you for the jobs you do every day and for your 
patronage. Remember-- “Kiesler Care” isn’t 
just a motto, it’s our passion. Thanks again.
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Hello my name is Donnie Cherry . I have 
been in the firearms industry for over 20 years.  
Here at Kiesler we try to take the extra step 
in helping our law enforcement customer. I do 
that by selling the local firearms dealer in your 
area LE items that you may need at the spur 
of the moment. I do my best to try and keep 
all your local law enforcement dealer supplied 
with the items you may need. Like the Glock 
4th Gen pistol.  Since Glock’s release of the 
4th Gen pistol here at Kiesler our dealer sales 
have increased substantially.  If for some rea-

son you are having a hard time finding a dealer 
in your area to supply you with the duty item 
you need, please let me know and I will point 
you to one of our great law enforcement deal-
ers that is in your area.

All of us at ATK 
Law Enforcement 
Sales what to ex-
tend our thanks and 
appreciation to you 
and your staff for let-
ting us to be a part of 
Kiesler’s 40 success-
ful years.  Thinking 
back on how our 
business relation-
ship and friendship 
developed over this 
time; brought back 
many wonderful and 

humorous recollections. 
 When Federal decided that a different sales 

approach was needed, to satisfy the needs of 

law enforcement departments and agencies, 
we developed a short list of “Special Distribu-
tors”.  These distributors would be a critical 

part in making the new effort work, Kiesler’s 
was one.  Our selection was based on; a distrib-
utor that wasn’t intimidated by the technical 
requirements necessary to compete, educate 
and deliver ammunition using the new proto-
col driven selection requirements.  Kiesler’s 
staff demonstrated the desire and the ability 
to do this time and time again.  Kiesler’s also 
brought a unique ability/dimension to our Law 
Enforcement sales effort.  Kiesler’s earned 
the trust and confidence of, as we call them, 
“Special Customers”, these folks have needs 
that are at times in common with Law En-
forcement but usually there were extra require-
ments.  Doug, you and your staff successfully 
communicated the ammunition needs of these 
folks; firearms compatibility, optics, special 
accessories, delivery and more.  Together we 
satisfied the needs of these folks.

As Federals success with law enforcement 
ammunition grew from a few +P and +P+ 38 
and 9mm loads, 125gr 357, GM308M to Hy-
dra-Shok which lead the industry into the ‘Bar-
rier Protocol’ ammunition selection process.  
Federal becoming part of Blount, combining 
with Gold Dot which took law enforcement 
ammunition into the ‘Bonded’ era and RHT 
Frangible ammunition. Blount being acquired 
by ATK adding Tactical Rifle, TRU, FLIGHT-
CONTROL Buckshot, HST and the list goes 
on.  Kiesler’s ability to communicate the ad-
vantages of these products, demonstrate , stock 
and deliver them; was and is critical to making 
all of this a success.

So Doug thanks for 40 great years and we 
expect many more!

Your friends at ATK, Law Enforcement 
Sales.

Federal Cartridge - Tactical Precision Low Recoil 00 Buckshot 
8 Pellets with flight control wad

Congratulations from ATK
ATK extends our thanks and appreciation
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Speer® Gold Dot 
High Performance 

Dut Ammo 
.40 S&W 

180 Grain GDHP Federal HST Premium Pistol .9mm 
+P HST, 124 Grain, HP

visit us on the web

www.kiesler.com

Speer Force on Force 
Training Rounds 9mm

ATK recently acquired Blackhawk 
Products Group, pictured is the new 
Blackhawk Knoxx SpecOps Shotgun 

Stock Gen II for Remington 870

I’ve been at Kiesler’s for over 20 years 
so I’ve seen the good times and bad times 
in our industry.  One constant that has made 
us persevere for 40 years is the company 
philosophy instilled in each employee by 
our founder, Doug Kiesler. “Treat every 
customer like they are family and we will 
continue to get an opportunity to earn their 
business”.  Most customers would agree that 
Doug has amassed a huge family within the 
Law Enforcement and Military communities.

Tony
Chambers
President
Tchambers@kiesler.com

Staff
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Wes Kiesler
LE Sales Manager
Wes@kiesler.com
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My name is Wes Kiesler. I have been 
with the company it feels like ever since 
the day I was born. 

I would have to admit it was a cool place 
to grow up and work. My father would 
bring me in to help clean the store and 
move ammunition and work on guns.

Since I have grown up in our family 
owned business, I have been able to work 
in every position of this company, from 
working in the warehouse, retail,wholesale, 
to Law Enforcement.  So I have acquired a 
large amount of knowledge by just being 
involved with the company almost every 
day of my life. 

Being involved with the company for so 
long I have seen many changes in what LE 
uses for duty and training.   Back in the day, 
every agency carried revolvers and speed 
clips and many agencies used full metal 
jacket ammo and not hollow points.

As all things do, the market started to 
change and some agencies started to carry 
the new improved semi auto hand guns 
with magazines. And the two have re-
versed. You see revolvers used less and 
semi auto pistols used much more.

Duty ammunition has also made a huge 
leap in design. The new duty rounds are en-
gineered to do amazing things with Federal 
and Speer leading the way with this new 
technology. 

I have dealt with agencies with one of-
ficer to agencies that have thousands of 
officers.  It does not matter what size the 
agency is to us, we try to provide the same 
customer service to every customer. 

We know that you can purchase products 
from other places so we try to provide ex-
cellent customer service, which seems to be 
becoming more rare in today’s world. 

We always strive to offer a high level of 
customer service. This alone is why I think 
we have made it to our 40th year. We sin-
cerely appreciate your business and look 
forward to working with you on any of 
your needs. 

We have full time LE traveling sales-
men throughout the midwest, plus we have 
an inside sales team that can help you. If 
you would like one of our road salesman 
to come see you at your agency to discuss 
anything you need please feel free to con-
tact them.

Again thank you for helping make our 
company what it is today.   

And thank you for your dedication. 
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Donnie Cherry
Wholesale Sales
dcherry@kiesler.com

My name is Jeremy Gahlinger, and I’m the 
shipping manager at Kiesler Police Supply. I 
have worked here for over five years now and 
have enjoyed every minute of it. My responsi-
bilities include pulling orders and negotiating 
shipping rates with different freight companies 
to provide our customer with the most cost ef-
fective shipping method. I’m also in charge 
of our firearm inventory; any firearm that 
leaves our facility has to go through me. ATF 
has strict regulations and procedures when it 

comes to the handling and transferring of fire-
arms. There are a lot of really good people that 
are employed here and they enjoy building 
relationships with their customers. It is very 
rewarding to know that we are equipping our 
military and law enforcement with all the lat-
est technology to ensure our freedom. Here at 
Kiesler’s we take pride in making sure the cus-
tomer gets their orders in a timely fashion and 
that they are 100% satisfied with their Kiesler 
experience.

Staff
Insights
Jeremy 
Gahlinger
Shipping Manager
jeremey@kiesler.com

LE308T2 308 Win.
7.62x51mm 168Grain
Tactical Bonded Tip

Bernie Ness
ATK



Price and availability of Ammunition

I know many of you have wondered why 
ammunition prices have risen over the last 
few years and why delivery has been taking 
so long. There are many factors, commodities 
(brass, copper, lead) have sky rocketed over 
the last three years,  the war has increased the 
military’s use of ammunition and political 
fears.

When you add all these together they ex-
plain why the prices went up so much and why 
delivery is so bad.

Three years ago we would have been able 
to deliver a case of ammunition in two weeks. 

Currently ammunition delivery is 6 months 
to a year, and on some items even over a year.

The delivery times are starting to get back 
to normal. Some items are still on a longer de-
livery, but it seems as time goes on it gets bet-
ter all the time. When commodities stay high 
ammo will continue to stay high.

Nobody can predict exactly what will hap-
pen with the commodities market. Ammo 
could stay where its at or could go up.

Some agencies are buying extra ammo in 
case there is another run and price increases. 
That way they have the ammo in stock and 
would be protected if the ammo were to go 
up again.

 As of January 2nd, 2012, ATK is expected 
to raise prices on ammunition between 3% and 
5%.

Wes Kiesler
LE Sales Manager
Wes@kiesler.com

Ammo Stacked in the Kiesler Warehouse

The Old 
Kiesler
Retail 
Store  
Photos circa 1990

My name is Travis Kiesler and I am the 
Receiving Manager at Kiesler’s Police Sup-
ply.  At Kiesler’s, everyday is unique yet 
challenging.  

Trade-in confiscated weapons are probably 
the most challenging just because (per ATF) 
the weapons have to be entered into our sys-
tem in 7 days or less.

 We pay very close attention to detail to 
make sure all agency trade-ins are smooth 
and by the book so the department can re-
ceive credit for their trades in a timely man-
ner to get the gear they need asap. 

We are the pioneers of department trade-
ins here, so we have it down like a military 
operation.  At Kiesler’s, we do our best to get 
the product in and back out as quickly and 
efficiently as possible.

Staff
Insights
Travis Kiesler
Operations & Logistics
travis@kiesler.com

The most important thing I’d like to do right 
now is to thank all of you that I’ve had the 
honor of meeting for providing Kiesler Police 
Supply and me with the opportunity to meet, 
get to know, and become friends with.  In the 
almost seven years I’ve been with Kiesler, I’ve 
had the pleasure of knowing people from all 
facets of the law enforcement community, from 
brand new Officers, to Training Cadre’s, to the 
Chief, from Corrections Officers, to serving 
Judges, to the highly trained professionals that 

protect our nuclear power facilities.  You have 
all answered the warrior’s calling to serve.  
You all go about your days with an easy grace 
that belies the real and true dangers that face 
our society.  Thank you.

At Kiesler Police Supply our motto is “One 
Call, One Source, Worldwide.  Every day we 
strive to live up to that.  We specialize in pro-
viding you with the equipment you need to do 
your job so you can go  home to your families.  
Firearms, body armor, ammunition, tactical 
gear, whatever you need, we offer the widest 
variety of choices available from one source.  
Because we can draw feedback from such a 
large and diverse group of clients, and given 
the fact that our personnel come mainly from 
law enforcement and military backgrounds, we 
are able to assist you with choosing the right 
equipment the first time.   We have been doing 
this for 40 years.  

WE WILL PUT YOUR NEEDS ABOVE 
OURS.

I know that you all train and work on a daily 
basis to improve your craft.  Unfortunately, 
your adversary is also motivated, and by all 
reports he is getting better in his chosen field.  
We don’t like to talk about it, but Officers and 
Deputies get wounded and sometimes pay 
the ultimate price while standing their watch.  
At Kiesler we have designed and can custom 
build medical kits for just about any emergency 
medical situation.  From our Frontline STAT 
Pack, to our PULSE Level 2, we can outfit any 
law enforcement responder.  Every front line 
Officer or Deputy should, no, make that must 
carry at least an individual wound kit with him 
every time he goes out.  They take up almost no 
space, and have a minimal cost, but can be the 
difference between going home or not.

I work in Ohio, by way of Michigan (Go 
Blue).  The next time you are looking for 
equipment, please give us a call.  

Thanks!

Staff
Insights
Brian Califf
Ohio LE Sales Rep.
brian@kiesler.com
cell 502.931.7300
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by Chip Kruer

Kentucky GLOCK 
Transition

Back in 1999, I was the head of training for 
a mid-size department in Kentucky. We were 
looking to transition to a standard pistol. I 
contacted several firearms manufacturers 
about obtaining a trial weapon. The criteria 
was that it had to be .40 caliber, it must be 
reliable and affordable, last; no de-cock.

Only two manufacturers responded to my 
request. I won’t go into detail about the other 
brand, but it was obvious from the start it 
was, well, “non qualified”. As other agen-
cies in the area were pointedly interested 
in our transition results, we strived for a 
thorough weapons trial. It became apparent 
very soon in our test that the GLOCK 23 and 
GLOCK 22 were the hands down favorite! 
The GLOCK representative was very helpful 
and only required we give back the weapon 
parts with the serial numbers on them. I will 
tell you we tried very hard to break those two 
trial weapons!

We ran over them with a Crown Vic. We 
froze them. We soaked them in dirty water. 
We threw them down the concrete range 
floor! We could not break those guns! All we 
did was lube them and fire them. Over 2,000 
rounds a piece with no stoppages!

We gave them back to GLOCK a little 
scuffed and a whole lot dirty. Our shooting 
scores went up to 80% and zero break-ages! 
I have been carrying a GLOCK for twenty 
years. I totally rely on it to carry me and my 
officers home safe. As a critical incident sur-
vivor, I can tell you I was glad to have it that 
day!

The whole region I police now carry 
GLOCK pistols. It just has to work, day in 
and day out. GLOCK. There is no substitute!

—Chief Christian Redman
Hurstbourne Acres Police

Hurstbourne Acres Kentucky.
“ An Accreditated Agency”

GLOCK G-35 Gen 4

For more than 20 years, GLOCK Inc. 
has been a trusted partner of Kiesler Police 
Supply.  Doug Kiesler CEO, sold his first 
GLOCK pistol to law enforcement long be-
fore GLOCK had established itself as the 
world leader for LE duty sidearms, when 
the concept of polymer firearms was new to 
the shooting world, and when most agencies 
were still carrying revolvers. Kiesler Police 
Supply has grown with GLOCK over the 
past decades, expanding sales as a distribu-
tor of GLOCK LE pistols to agencies and 
officers in Indiana, Kentucky, Ohio, Illinois, 
and Wisconsin.  GLOCK and Kiesler’s has a 
long history and strong partnership that has 
proven itself time and again with many satis-
fied law enforcement professionals trusting 
their lives to GLOCK products on the front 
lines of America’s cities each and every day.  
With the launch of the new GLOCK Genera-
tion 4 pistols, redesigned with interchange-
able backstraps, enlarged and reversible 
magazine release, enhanced guide rod, and 
new texture, the future is sure to be bright 
with GLOCK and Kiesler Police Supply 
serving those who protect and serve.  For a 
FREE test and evaluation of the new GLOCK 
Generation 4 pistol for your agency, or for a 
trade-in estimate on your existing duty weap-
ons  to upgrade to new GLOCKS,  please 
contact Kiesler’s at 1-800-444-2950 or email 
service@kiesler.com

Local Sheriff’s agency carry the GLOCK 22 on duty. Harsh Conditions Testing on GLOCK Handguns

Kiesler
& GLOCK

Page Number 4 1972-2012Kiesler’s Celebrates 40 Years



*Prices refl ect in-territory sales to 
LE in  IN, KY, OH, IL, WI only.
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Kiesler Police Supply has gone to great 
lengths to serve agencies and depart-
ments for the past 40 years, going above 
and beyond to get the men and women on 
the frontline of first response the critical 
equipment they need at a fair price.  The 
one thing Kiesler’s has done for depart-
ments from the very beginning, is take 
old duty gear and equipment in on trade 
towards the new equipment an agency 
needs. The Kiesler Police Supply Trade 
Program has grown by leaps and bounds, 
dedicating hundreds of thousands of dol-
lars to the purchase of old and out-dated 
equipment from LE agencies in an effort 
to aid departments with tight budget con-
straints get the new gear they need.  Over 
the last 40 years, Kiesler’s has purchased 
some interesting items from departments 
looking to soften the blow to their budgets. 
“Old ambulances, school buses, armored 
cars, jewelry, power tools, bicycles, po-
lice call boxes, if you can imagine it, we 
have probably bought it on trade from an 
agency’s property room at some point,” 
said Doug Kiesler CEO.  “To be honest, 
a good portion of the stuff we get ends up 
in the dumpster, but it is a way for us to 
help them (departments) out, we are the 
original horse traders, though I have never 
traded for a horse, but I would consider it” 
said Kiesler.  “Times have gotten tougher 
in the last few years with the economy on a 
downturn and our trade program has been 
a lifeline for a lot of agencies who can 
barely make ends meet,”said Wes Kiesler 
LE Sales Manager.  “Some agencies trade 
in confiscated guns and property, even sur-
plus ammunition, in order to get new body 
armor or even duty or training ammo just to 
qualify. We even take in used body armor 

now in an effort to not only give the hurting 
agencies some money to work with for new 
gear, but also to offer that used armor, with 
restrictions, to smaller departments who 
have no body armor at all at a huge dis-
count, something is better than nothing.”   
The Kiesler Police Supply LE Trade-In 
program is a politically acceptable way 
to help your department dispose of con-
fiscated weapons and property and turn 
them into a resource. Kiesler’s has taken 
in thousands of duty and confiscated pis-
tols, rifles, shotguns, and class 3 weapons. 
We can help your department with a trade 
where your agency can get the benefits of 
trading without the liability.  If you destroy 
or auction confiscated property and surplus 
duty gear, your money will go into general 
funds and your agency will not get the full 
benefit. Trade it in, or sell it to Kiesler’s 
if it is collecting dust! Kiesler’s will take 
almost anything on trade in exchange for 
new duty gear, ammo, firearms, or what-
ever your agency needs. Call or email us 
with what you have to trade for a free no 
obligation quote at 1-800-444-2950 or 
service@kiesler.com.  Departments, agen-
cies, and officers can go to www.kiesler.

com and access our easy “trade-quote-
submission online form” that will get you 
a quick quote on what you have to trade. 
Just click on any of the “Uncle Sam” ban-
ners on the website. While you are there, 
be sure to check out our “Sales/Closeouts” 
section, which is packed with closeouts on 
new firearms, ammunition, used duty and 
training gear.

Kiesler takes confiscated weapons on trade 
and gives your agency credit for new gear.

by Chip Kruer  

Kiesler Police Supply,
The Original Horse Traders for 4 Decades

Almost eight years of service at Kiesler Po-
lice Supply

 Here at Kiesler Police Supply, Inc. I am 
mainly involved in the financing of our busi-
ness, financial statements and reports and pro-
jecting the needs of our business through the 
creation of a financial model.  We try to do 
our best to have an appropriate amount of in-
ventory on hand  so that we can deliver your 
product to you on a timely basis.  

  I enjoy shooting GLOCKS, AR-15s, riding 
4 wheelers, and clay pigeon tournaments.  

Jeff Blain
CFO
Jeff@kiesler.com

Staff
Insights

get a quote

service@ kiesler.com
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1. Why has ammunition been so hard to get? 
The politics of fear. During the last election it 

was rumored the new president was going to re-
strict some guns and ammunition and raise taxes 
on both. A skittish public and police emptied  
Wal-mart, Gun Shops, and Police Equipment 
Companies like ourselves. In our 40 years of 
being in business we’ve experienced three major 
runs on guns and ammunition, however this was 
the worst of all. The possibility is, it could hap-
pen again. At publication time ammunition de-
liveries  are about back to norms! Some non-tox 
and frangible pistol ammo is still 6 months out. 
Federals ‘magic bullet’ the LE 223T1 (tactical) 
is now under 6 months after being back ordered 
for 18 months plus. 

2. Why is ammunition so expensive?
The commodities used in ammunition pro-

duction has sky-rocketed. Three and a half 
years ago, copper was 90-92 cents/lb. It got up 
to $4.65/lb and is down to $4.08-4.10/lb now. 
Should the economy pick up, ammunition will 
go up accordingly because copper, lead, zinc 
and antimony are all components of ammuni-
tion. A case of duty bonded 40 cal ammunition 
is now worth more than a Glock pistol with night 
sights. 

3. Why is there a different cost on a police 
department purchase versus a police officer 
when it comes to guns and ammunition?

Excellent question. The reason is simple but 
sort of complicated at the same time. The reason 

is Federal excise tax. Federal Excise Tax (FET) 
is charged on the first sale of ammunition or 
firearms to any entity that is not the Department 
of Defense or a town, city, state, or a Division-
thereof. What this means is that the ATF, FBI, 
Homeland Security, U.S. Customs, Secret Ser-
vice etc pays (FET) taxes to the Federal Govern-
ment on weapons and ammunition procurement. 
This isn’t a cheap tax. Long Guns and Ammuni-
tion are (FET) taxed at 11% and handguns at 
10%. The U.S. Government charges tax to itself, 
with the exception of the D.O.D. The FET is a 
tax used to help wildlife and procure land for 
habitat. As a police agency you are exempt, as 
a police officer, you are not. Departments and 
agency’s must sign a Federal Exemption Tax 
Form for the sale to be exempt from those taxes. 
Kiesler’s will provide the forms and help figure 
out your category. 

4. Why are Glock Pistols more expensive 
in discount and retail stores than at police 
equipment shops?

Glock has two programs when it comes to 
sales in the United States. One is commercial 
sales where the pistol is going to a civilian. In 
round-about numbers these pistols cost civilians 
about $100.00 more than the L.E. program. Mr. 
Glock’s police department and officer price is 
always lower than the civilian price. Mr. Glock 
has a firm selling price to departments and of-
ficers in all 50 states that is the same (unless 
the agency is FET exempt). So a police officer, 
sheriff’s deputy should always buy from a po-

lice distributor, like Kiesler’s, or from a Law 
Enforcement Dealer that Glock/Kiesler’s has 
set up in the Midwest to handle your sale. If 
you don’t know of a Glock sub-distributor near 
you,please call us and we’ll put you in contact 
with someone close. Should you know a cred-
ible dealer with good law enforcement stand-
ing have him contact us directly and we’ll try 
to sign them up for the sub-distributor program. 
Remember, whether you buy from us or one of 
Glock/Kiesler’s sub-distributor’s you will pay 
the exact same lower price. Glock identifies po-
lice pistol’s with a blue label on the shopping 
carton, while commercial pistols have a white 
label. The extra benefit is that all police pistols 
come with three high capacity magazines rather 
than two in the commercial models. 

5. Why have Glock pistols been so hard to 
come by? 

The number one reason is the fantastic suc-
cess of the generation four pistols. As this letter 
is written, Glock, Inc. is about 150,000 pistols 
behind on orders. Our company alone believes 
we will sell and deliver a minimum of 13,000 
pistols by the end of next year. With so many 
on order, it may take longer than usual on some 
models. The second reason is that Glock has not 
raised prices on their pistols in about six years. 
This makes Glock pistols a bargain price wise. 
The third reason is that Glock pistols run like a 
sewing machine and last forever. Value, Quality 
and Service are why Glock is approaching 80% 
of the U.S. Market.     

 I started my employment with Kiesler’s on 
August 7th 1988.

I worked as the resident gunsmith with the 
company at the 1005 Hwy 131 Clarksville, 
IN location and the 3300 Industrial Pkwy Jef-
fersonville, IN location.  

On June 8th 1991 I left Kiesler’s and 
moved with the family to Pierce, AZ. where 
along with my own small gunsmithing busi-
ness called “Copper Star Gun & Leather”   

In mid 1994 I was again contacted by 
Kiesler’s and asked to come back and work 
as a traveling L.E. Sales Rep. and on Octo-
ber 5th 1994 I began my second stint with 
Kiesler Police Supply, Inc.  

Over the past 16 years I have worked in 
Illinois, Indiana, Ohio, Kentucky, and a few 
counties in Tennessee. I presently travel and 
cover the Indiana Law Enforcement market 
for Kiesler’s.  I’d be the first to say that it’s 
been an interesting career that’s spanned 
nearly 24 years come August 2012.

William
Mouser
LE Sales Rep.
bmouser@kiesler.com
cell 502.599.9092

Staff
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Questions most asked by L.E. personnel
by Doug Kiesler, CEO

My name is Cassi Shearer and I have been 
the Bid Specialist for Kiesler Police Supply for 
almost 3 years.  My customer base and pro-
spective customer base consists of state law 
enforcement agencies ranging from state police 
departments to the Department of Natural Re-
sources.  As a Bid Specialist I research products 
and pricing for each bid I receive.  Then I build 

quotes for the appropriate products to best meet 
the departments needs.

Every bid is unique and most are time sensi-
tive.  In order for me to be most effective it is 
imperative that the bid be as detailed as possible 
and for any additional requests of information  
be returned in a timely manner.  For instance, 
departments will request a specific manufac-
turer and product however the purchasing de-
partment isn’t willing to pay for it so they end 
up going with an “equivalent” product that is 
cheaper.  So, two-way communication is crucial 
because I have to know if you have champagne 
taste but are on a beer budget so I can find you 
the best product that meets your budget.  Lastly, 
it is important to know when your contract ends 
and order products before it expires which will 
save you money in the future.

 Here are some helpful hints for requesting 
bids:  Ask for the prices to be held for additional 
purchases throughout the year.  This isn’t al-
ways possible but manufactures are continuing 
to raise prices so it doesn’t hurt to ask.  Sec-
ond, it is extremely important to plan ahead and 
order your product at least 9 months before you 
think you will run out.  Lead times are slowly 
improving but as you know that can change 
quickly.

I take great pride in the work I do and it is 
important to me to build great relationships 
with every department I deal with.  Creating 
customer loyalty is not only good for Kiesler 
Police Supply but it gives me ammunition (no 
pun intended) to go to the manufacturers and 
present quality reasons for them to give us bet-
ter pricing for you.
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My name is Courtney Bray and I have 
been working at Kiesler’s for a year and a 
half.  As many of the departments that I work 
with know, that is long enough for me to 
understand the demands they face and their 
consequent requirement of quality products.  
I work in tandem with the outside road sales-
men in order to provide quotes, information, 
and process orders.  We all work as a team 
to make the process of ordering ammuni-
tion, weapons, gear, etc. more convenient 
and stress-free and I feel that our customers 
benefit from our superlative teamwork.  With 
the plethora of products that we sell it is hard 
for me to be an expert on all of them, but I 
strive to get the answers departments need.    
Overall, I think that providing great customer 
service is about understanding the needs of 
your customer, working efficiently to supply 
their needs, and having fun while doing it.

Courtney
Bray
OH Inside Sales
cbray@kiesler.com

Teresa
Bullard
Indiana LE Specialist
tbullard@kiesler.com

My name is Teresa Bullard AKA T-3.  In 
2002 when I joined the Kiesler Team, there 
were 3 employees with the initials of TB so 
I acquired T-3 as an identifier to lessen con-
fusion with customers and computer work.  
In my 10 years with Kiesler Police Supply I 
have developed excellent business relations 
with Law Enforcement and Military custom-
ers throughout the state of Indiana and many 
other states.  I assist agencies in size from 
1 Chief to 2000 Officers as all are equally 
important in our Great Country of America.  
The products I sell are quality products and 
I have personally enjoyed the experience of 
testing some of these products.  I strive to 
provide all with the best customer service I 
can provide...it’s the T-3 way!

I am Greg Neumann the Illinois Sales Rep 
for Kiesler Police Supply. I have been work-
ing for Kiesler’s since January of 2010. 

I was a Law Enforcement Officer in the 
State of Illinois for 30 years. My career 
started in the late 1970s as a Deputy Sher-
iff in Livingston County. After seven years 
as a deputy I joined the Illinois State Police. 
There I held a variety of assignment from 
Patrol Trooper, K-9 Officer, Geographical 
Community Officer, District Range Officer 
and finished my career as the Lead Firearms 
Instructor and Armorer for the Illinois State 
Police, retiring September 30, 2007. While 
with the ISP I was one of the co authors of 
the policy change which lead to the imple-
mentation the of State Police Patrol Rifle 
program. I also headed up the testing and 
evaluation of all weapons and ammunition 
for the state of Illinois. One of the hardest 
duties I encountered with my last assignment 
was procuring weapons and ammunition for 
the State Police. The agency was experienc-
ing budget cuts and training was the first 
cuts made. With the budget cuts and “ammo 
shortage” it took creative measures (a lot of 
fast talking) to keep the standard of training 
at its’ highest level.

Upon retiring I took the position of Chief 
of Government Sales for an AR-15 manufac-
ture, there I worked with Law Enforcement 
Agencies both in the U.S. and foreign coun-
tries. 

In February of 2009 Remington Arms Co. 
offered me the position of Law Enforcement 
Sales Rep of the Upper Mid-West which I 
accepted. Duties with Remington included 
working with LE Distributors and LE Agen-
cies on their weapons and ammunition needs. 
These duties included live fire weapon demos 
and ballistic gelatin ammo testing.  Life 
working for Remington was fast paced and 
I was always on the road or in a plane going 
somewhere and I was never home.

In December of 2009 Doug Kiesler, owner 
and founder of Kiesler Police Supply, called 
me and asked if I would be interested in 
working for Kiesler’s. Doug and I had be-
come friends that year and he knew that I 
was tired of all the traveling with Reming-
ton and he needed a new Illinois Sales Rep. 
I took the position and have not regretted it 
at all. I have worked for numerous command 
officers and civilian bosses, both good and 
bad, but Kiesler’s is the best. I have found 
everyone at Kiesler’s has integrity and pride 
in what they do. We all strive to give our LE 
and military customers the best equipment, 
service and prices available. To me this is the 
most important part of the job. Having been 
in the shoes of many of you that are tasked 
with procuring ammo and weapons for your 
agencies, I feel your pain and will do every-
thing I can to get your officers issued the best 
items be it ammo, weapons, tactical gear or 
medical kits.

One last thing I would like to tell you about. 
Kiesler Police Supply will trade for almost 
anything. With the tight budgets in Illinois 
agencies must find innovative ways to keep 
their officers trained and equipped to do the 
tasks they are called upon to do and Kiesler’s 
would like to work with you on trades.

 
Thanks, take care and be safe.
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Neumann
Illinois LE Sales Rep.
gneumann@kiesler.com
cell 502.303.7728

My name is Nathan Ross and I have been 
with Kiesler Police Supply since 2002.  Over 
the years I have seen many interesting changes 
including the cost and delivery of ammo and the 
evolution of firearms such as the AR15 piston 
rifle.  Selling to law enforcement is a very re-
warding job knowing we are using our knowl-
edge to provide top of the line products to keep 

our officers safe while serving the community.  
Feel secure Kieslers is always one step ahead in 
the latest products to make sure we are supply-
ing the best there is to our customers. 
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My name is Chris Green and I am the newest 
addition to the outside sales force for Kiesler 
Police Supply. I cover the state of Wisconsin 
and I couldn’t be happier with what I get to do 
for a living. 

Being a United States Marine I understand 
the sacrifice made each day by our nation’s 
first responders and how important it is to get 
them the right equipment to meet the needs of 
their mission. Whether you are operating as a 
Special Weapons and Tactics team member or 
patrolling our streets to keep all of us safe, you 
have equipment needs to do the job. 

Night operations can be one of the most chal-
lenging for any Law Enforcement officer and 
with the evolution of Night Vision and Ther-
mal Optics you are able to take the comfort 
of darkness away from those who try to hide. 
Night observation devices have been employed 
by the military since the Vietnam War and the 

benefits of owning the night are extensive. 
Whether you are looking for that lost child to 
put a worried mothers mind at ease or investi-
gating heat signatures while searching for sus-
pected narcotics manufacturing locations, night 
observation devices have made a huge impact 
in the Law Enforcement community. These 
devices range from simple monocular devices 
to the most sophisticated weapons mounted fu-
sion (traditional night vision and thermal com-
bined) devices. There are also many tools that 
can be used to enhance these devices as well.

 There are many grant programs available for 
Law Enforcement to ease the financial impact 
these devices have. Regardless of how small 
or large a department is, there are many outlets 
available to allow you to take back the night. I 
have been working with this equipment for 10 
years and am happy to provide any information 
and answer any question you may have regard-
ing this type of technology. As always, thank 
you for your sacrifice and stay safe.

 

In the last four decades Kiesler Police Sup-
ply has been in business, many trends in Law 
Enforcement equipment have changed or 
evolved.  Forty years ago, body armor was a 
luxury for officers and in its infancy, and re-
volvers were the rule when it came to duty 
sidearm choices.  Now, body armor is the rule, 
not the exception, and the six shooter has given 
way to the space age polymer construction of 
the GLOCK Generation 4 pistol with its high 
capacity magazine, and GLOCK night sights.  
Also changing, what many officers have in the 
trunks of their cruisers, the 12 gauge shotgun 
is losing ground to the AR15 Patrol Carbine 
in .223 Remington.  Though shotguns are still 
the dependable and proven choice of many 
agencies, the need by officers and deputies for 
greater firepower, range, and versatility is pav-
ing the way for companies like Lewis Machine 
& Tool, COLT, Rock River, Bushmaster, and 
others to get black rifles into the hands of first 
responders.  Especially for rural agencies who 
cannot rely on a SWAT call up at a moments 
notice, or whose backup could be critical time 
away, the Patrol Carbine is stepping up for 
duty and proving its worth on the streets.  With 
greater accuracy, magazine capacity, range, 
and the ability to custom configure for duty, 
the carbine in .223 or 5.56x45 can be seen in 
the background of many news stories where 
officers have been called on to respond to an 
armed violent action by a suspect.  Helping 
the trend along, companies like Federal and 
SPEER have developed capable and accurate 
duty rounds for the AR15 platform in the form 
of the LE223T1 Tactical and SPEER Gold Dot duty rifle. It achieves accuracy and terminal performance unmatched by any other ammuni-

tion. Designed to defeat the toughest barriers 
with minimal deflection, Tactical Bonded .223 
ammunition has quickly become the choice 
for some of the most intense conditions. These 
rounds also allow officers to utilize the car-
bine even in urban scenarios without the fear 
of over penetration often associated with the 
.223 high velocities.  Federal even has a line 
of lead free rifle training ammunition for agen-
cies, BallistiClean®—Because training should 
be as safe and as realistic as possible.  Ballisti-
Clean is the only non-toxic line of ammunition 
that’s made to the same performance standards 
as duty ammunition. Felt recoil, accuracy and 
point of impact are all comparable to service 
ammunition. For environmental safety, Ballis-
tiClean features a Toxic-Metal Free™ primer 
with a non-lead bullet that eliminates airborne 
lead and helps reduce barrel fouling. Range 
operators have no hazardous waste disposal 
problems and it meets or exceeds all OSHA 
and EPA standards. The RHT bullets breakup 
immediately upon contact with metal targets, 
significantly reducing ricochet and backsplash 
danger. A copper-plated primer and an “NT” 
(non-toxic) head stamp identify BallistiClean 
as a training round at a glance, eliminating 
confusion with duty rounds. If you or your 
agency is interested in transitioning to patrol 
carbines, Kiesler’s will take your used duty 
shotguns on trade, as well as offer value for 
property from your evidence room, including 
confiscated weapons.  For more information on 
patrol carbines, our trade-in program, or Fed-
eral or Speer rifle duty ammunition, please go 
to www.KIESLER.com, email us at service@
kiesler.com, or call us at 1-800-444-2950.

by Chip Kruer

Departments Trend Toward Patrol Carbine

The “Patrol Carbine” is finding more prominence with first responders.

I am Josh Leet and I have worked for 
Kiesler’s for almost 4 years.  Being prior mili-
tary I understand how important it is to have 
the right equipment in a timely manner.  I am 
proud to be a part of Kiesler’s and know that 
we are doing everything that we can to get the 
customer the products that they need, to do 
the job, and to come home safe.  In my short 
time working for this company I have grown 
to understand that although we are a small 
company (for this industry) we always put the 
customer’s needs first.  I think that this sets us 
apart from others; we are able to establish a 
good working relationship with the customer 
and put a name with a face.  We really do care 

about our customers and I know this goes a 
long way in how we do business.  Kiesler’s 
offers a wide variety of products to LE and the 
US Military from duty weapons to ammunition 
and body armor to cleaning supplies. And just 
about everything in between.  One of our new-
est products that I am excited about is our Bail 
out Bag.  In this business as the end user you 
never know what situation you will encounter.  
And having the right tools for the mission is 
essential.  With the Bail out Bag this allows 
the officer to have ready access to equipment 
that they might not carry all the time.  Whether 
it’s having a bottle of water and an energy bar 
for a 12 hour call out or extra magazines and a 
First Aid kit for a active shooter scenario, these 
bags can be configured for any mission.  I feel 
that this is a valuable asset to any user and 
could aid in any situation that is encountered.  
I would like to thank all the men and women 
who are out there every day keeping us safe, it 
does not go unnoticed and we are grateful.  As 
long as Kiesler’s is around we will continue to 
do our best to supply you with the tools you 
need to get home safe. 

Josh Leet
KY LE Sales Rep.
jleet@kiesler.com
cell 502.292.9256
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Amy King
Government Sales
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My name is Amy King.  I have worked for 
Kiesler’s since 1991 when I was 18 years old.  
I started out in a temporary position in the 
“cage” where we kept track of weapon inven-
tory, paperwork for BATF, etc.   

A couple of months after I started as a 
temp, I was hired full time and began work 
as the receptionist/telephone operator for 
Kiesler’s.  I think I worked at the front desk 
for about a year and was transferred to our 
law enforcement sales department where I 
dealt with customers on the telephone as well 
as walk-ins for our retail store.  

After several years doing law enforce-
ment sales, I was asked to join the Govern-
ment Sales Department, and I’ve been here 
ever since; I think I finally found my niche 
at Kiesler’s.  I absolutely love working with 
the military and U.S. Government - I have 
nothing but admiration and respect for the 
people of the Armed Services and Govern-
ment entities; I am a true Patriot, and since 
I have never served myself, I have dedicated 
my career to taking excellent care of those 
who have.

Kiesler’s is top-notch in customer service; I 
believe there is no other company like us out 
there - we are a small business but compete 
in the same market as the bigger companies 
that sell the same type of products.  The only 
difference is our level of service - it is un-
matched.

Insight Technology - Mini Thermal Monocular
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by Chip Kruer 

In an effort to get the most effective and 
dependable law enforcement and military 
products in front of first responders and war 
fighters, Kiesler Police Supply has mobilized 
in traditional and non-traditional ways.  In a 
traditional sense, Kiesler’s has designed and 
built “The Kiesler Police Supply Mobile Show-
room.”  The 30 foot long by 9 foot wide mobile 
showroom can bring all the latest products for 
law enforcement right to your precinct. Don’t 
have time to go and look at the duty gear your 
department needs?   With all the newest duty 
and practice ammo, duty guns, body armor, and 
equipment, with the Kiesler Mobile Showroom 
you can see it all hands on.  The trailer, spon-
sored by and stocked full of products by Fed-
eral, SPEER, CCI, Trijicon, Surefire, GLOCK, 
and LMT, not only puts you in front of the 
gear, the showroom can be accompanied by a 
wound ballistic workshop for you and nearby 
agencies.  The Kiesler Mobile showroom is 
a one stop cop shop for LE gear information. 
Look for the KMS at a trade show or wound 
workshop near your department soon!  

  In the non-traditional sense, Kiesler Police 
Supply and Kiesler Defense is going mobile on 
the internet. With smartphone and tablet use on 
the rise, more and more of the population is 
spending time on the web using these devices 

instead of the traditional desktop computer.  
This holds true for the modern law enforce-
ment officer and sheriff’s deputy as well. In an 
effort to keep up with our customers habits, as 
well as busy on and off duty schedules, Kiesler 
Police Supply has launched a fully “mobile” 
version of our popular websites.  With the new 
mobile application in use, a customer can eas-

ily shop or navigate the Kiesler websites using 
their smartphone or tablet device any place, any 
time.  Customers can shop, and even request 
and receive quotes for products and ammuni-
tion with no errors or delays. Its just one more 
way Kiesler’s is stepping into the future in an 
effort to serve those who protect and serve!

Kiesler’s goes mobile

Mobile Showroom
(Inset) Mobile Showroom Interior

Photos by Chip Kruer

On the Road and on the Web

My name is Roni Montgomery and I’m the 
new customer sales representative for the State 
of Illinois. I’ve only worked at Kiesler Police 
Supply for less than a year, but I really enjoy 
helping police officers and departments find 
the supplies they need to protect and serve. As 
a former journalist, I’ve read countless stories 
about police departments facing budget woes. 
I’m well aware of the hurdles departments 
face to access funds. No department should 
go without the necessary equipment to pro-
vide top-notch service. These are the reasons 
I enjoy helping agencies purchase duty and 
training gear at affordable prices. Whether it’s 
body armor to protect officers while patrol-
ling the streets, or high-tech night vision and 
thermal imaging systems for search and rescue 
missions, Kiesler Police Supply offers every-
thing my customers need.

Roni
Montgomery
C.S.R.
rmontgomery
@kiesler.com
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Kiesler Police Supply recently hosted an an-
nual “Training Day” at the range for its law en-
forcement sales staff which included a Ballistic 
Wound Workshop featuring Federal/CCI/Speer 
ammunition, as well as time on the firing range 
with the latest in law enforcement duty gear 
and weapons.   “Kiesler’s takes pride in its em-
ployees extensive knowledge of the products 
we offer,” said Wes Kiesler National LE Sales 
Manager. “By taking our employees out to the 
range, conducting a ballistic wound workshop 
for them to see firsthand how Federal, CCI, and 
SPEER LE duty ammunition performs through 
barriers like auto glass and heavy clothing, they 
can better inform officers and agencies about 
the best duty ammunition on the market, and 
that translates to the agency getting the best 
of the best.”  After the ballistic workshop, the 
Kiesler staff got a chance to do some shooting 
of their own, getting their hands on the new 
GLOCK Generation 4 pistols, as well as the lat-
est AR15 and patrol rifle platforms from Rock 
River, LMT, COLT, and the FN SCAR 16s and 
17s in 5.56x45 and 7.62. The Kiesler staff were 
also able to use some of the latest duty gear 
from EOTech, Aimpoint, Surefire, Trijicon, 
Blackhawk, Safariland, Uncle Mike’s, MAG-
PUL, and Peltor just to name a few.   Kiesler’s 
annual “Training Day” at the range was a great 
success, with a good number of the staff com-
ing back informed and ready to go out again 
soon!  “By having them come out to shoot the 
products we promote and represent to agencies 
and officers, the staff is able to convey to the 
end users the products that may best suit their 
duty specifications,” said Kiesler.   “Also a big 
thanks goes out to Kent Snyder from ATK, 
who took time out from his hectic schedule to 
come down and conduct the workshop, and it’s 
that kind of dedication from our partner manu-
facturers that makes all the difference.” Rounds 
featured at the Ballistic Wound Workshop 
included Federal HST, Speer Gold Dot, Fed-
eral Tactical duty handgun and Rifle as well 
as TRU rifle rounds.  If you or your depart-
ment is interested in hosting a ballistic wound 
workshop to see Federal/CCI/Speer duty am-
munitions’ performance, please contact Kiesler 
Police Supply.

by Chip Kruer

After 40 years, we still show up for class

Kiesler Staff Enjoy a day at the range

Kent Snyder from ATK conducted a Ballistic Wound Workshop for the 
Kiesler LE sales Staff, LE 308TT2 through auto glass

Wes Kiesler, LE Sales Manager
conducts range training with the 

Kiesler LE Sales Staff

serving those 
who protect 

and serve for 
40 years
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by Heather Liggett, Chinook Medical Gear

In January, 2011, Pima County Sheriff’s 
Department deputies were dispatched to what 
they believed was a routine shooting. The first 
10 deputies arrived to find a blood-drenched 
parking lot with multiple casualties, includ-
ing Congresswoman, Gabrielle Giffords. In 
the six minutes before the paramedics arrived, 
these deputies stanched chest wounds, opened 
airways, applied tourniquets and attempted to 
calm victims and the blood-covered bystand-
ers who tried to help. 

Doctors and law enforcement officials told 

reporters that the incident would have been 
much worse without the Individual First Aid 
Kits the deputies were issued and trained to 
use just months before. 

Historically, it was unusual for police of-
ficers to carry such medical equipment, but 
Capt. Byron Gwaltney, who coordinated the 
sheriff’s office’s response to the shooting, 
said it proved crucial in this case because the 
deputies were the first to arrive. 

Individual First Aid Kits (IFAK’s) contain 
items used by combat medics in Iraq and Af-
ghanistan: an emergency bandage pioneered 
by the Israeli army; a strip of gauze that con-

tains a substance which coagulates blood on 
contact (hemostatic); a tactical tourniquet; 
shears that are sturdy and sharp enough to 
slice off victims’ clothing; and occlusive 
dressings that works especially well on chest 
wounds. 

This recent incident highlights the crucial 
need for every law enforcement officer to 
have basic tactical emergency medical skills 
and carry equipment designed for penetrat-
ing trauma injuries such as gunshot and stab 
wounds.  It only takes between two and four 
minutes to bleed to death from an injury to 
a major artery and even EMTs and paramed-
ics with the best intentions (and skills) may 
not be able to render aid in time. Experts also 
recommend that a larger medical kit be kept in 

cars or pre-positioned at the door during war-
rant service and high-threat X response. 

As Police Chief and ILEETA Police Trainer 
of the Year, Jeff Chudwin, says “We do not 
get to choose when and where we will be at-
tacked, the number of attackers, the duration 
of attack, or how we might be injured. That 
will be decided for us.”  However, officers, by 
virtue of their oath, have an obligation to be 
prepared. If faced with a critical injury, they 
can prevail and the life they save  may be their 
own. 

Kieslers is your partner in preparedness. 
We provide the highest quality products from 
Chinook Medical Gear and are committed 
to providing one-stop shopping for all your 
emergency medical supply needs. 

First responders quick access 
to medical kits key to survival

Chaotic Scene, Saturday, January 8, 2011
Arizona congresswoman among 12 shot at Tucson grocery

I.F.A.K Individual First Aid Kits like the Kiesler Survival Solution STAT pack, are 
becoming a critical necessity for first responders like the ones at the Tuscon shooting.
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