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Quality
(Key Strategy #1)

Remington has been successful over the past twenty
years or so, by offering hunters and shooters, a full line
of quality sporting firearms, This blueprint for success
has bteen so effective that major competitors have redirected
their offerings to match or exceed our quality line, It
is reasonable to assume that competition on the quality front
will become more fierce and aggressive in the near future, ;-
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hﬁ;seéond approach is to reassess quality standards from
I g con&umer standpoint, Market research and the services
5 ofi’an outside consultant will provide direct consumer feedback

£ in specific quality areas. This study is being conducted jointly
i by the Marketing and Production Departments, As part of the
study, consumer attitudes toward the it of accessories to our
wood stocks will be measured. This project is well under way.
Questionnaires have been prepared, sample guns have been selected,
and focus group sessions will be held within the next two weeks.

%mkwma
st Bl Wyt st Sl Bt
[«
®
"
’-I-
;O
§
o

The net result of these two approaches will be to insure the
continued and future offerings of quality products that approe
priately match consumer expectations.
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