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Rationale for Remington Entrv 

In our market studies, the initial reaction we found was 
that there appeared to be no reason for another make or model of 
pellet qun or ammunition--there was apparently enouqh variety 
already availal:>le. However, it develops that the pellet gun 
business has some problems that cpell opportunity for Remington. 
Specificallyz 

- Product guality--We almost invariably found that 
the two major manufacturers, Daisy and Crosman, 
have a poor quality image, having had to withdraw 
entire stocks of soma models, and having large 
amounts of returned merchandise (one distributor ' 
told us that on an average, one out of ten •Crosman '1~t 
pellet guns was returned as defective compared ~~1... ,,,~~ 
less than one in 100 of firearms) • In 9~eral ,<: ''.;:,'., ':~~. 8:3 . 
Benjamin was believed to have bette,~''-~~~1~,y th;~_.,:)[!~~h ·~~~.~J'.~~)tf"' 
Crosman or Daisy, but the 7ros~al];.~~~,mot.l.o~~l -:,;y '' :'~~~- ,-< 
effort~ have been subatant.i.al ';~c>ugh~~~ ere·\~• ' . -1

· 

predom~nan~ cons'llmer d~ tcf'~~e ex~~nt. th~ ~~· 
some di.stri.l:lutors ~~y~ d~(?~~d ~,e Berid;F~n ~fne. 
On the ~the: ha~~~·'W• fou~~ '~~~'.~!he ~li~1dan. 
pneumatic r.i.fle .,'!\!as of. ~uf~ic.i.en;~f high quality 
that it w~~'~e q~,lyti:~Ihe ~-•rrie·~~by some dis
tributoii.- and.''.'~et'l;tlers, th~<- Others havinq been 
)~~s~d'~ over.H;he:~Y~,~.~ffbecause of quality 

''.':~;~'i~:ifif~S~i~Tes. J~i ~iP":' 
''.;?,\, ';~~. ~<,ince'~1;he~~~"')tdd in pellet quns is towards a closer 

1ti;~~~·, .,A t~fr~· appear1j;nc:e to firearms and towards automatic: and 

t11'"l'''1~%~1;:·1~'1'\~:h 'l:~ :1~~i::~~ ·E~r:?:~;r :::~;;;::::~·· 
.:~~;'':~~;~$~~· ;~~l~ .Ji~ \+:.' :~!:~~:t!~~:r:e~:~ f£n p!i~;:· gu:: ;:~e th~l=.!~ 
)~~' )~ ''~.;~~· .. ,)~~i· ::li~~e:• we~~~ ~:v: ;~::s!:o e:~e~!n!f ~~ Remington, 
,~~\. "~~jr 
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Distribution policy--All of the present manufac
turers of pellet guns and ammunition used a mixed 
distribution system, ranginq from manufacturer's 
representatives all the way through direct sales 
to some customers. Remington's policies and repu-
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