BARBER - REM DOCSB0001021

ge guns even

; qﬁfality and high
mpetitive offerings
.. they do tend to

performance by the market place Remmgton $ testir
rcveals that whl]c these guns are not flawless pcrl‘o

Remington’s strategy to regain a domina
have three parts:

1. Build demand for the existing 3
reliability/lower cost and improving:

2. Expand the offering of customs
or untapped markets such as 1y

. By far the most important st
new gas autoloader that
Introduction of such a produc
plan, can place Remingt

v redesigning it for greater
ic appeal.

targeting of under-emphasized
and collector markets.

“the effort to design a revolutionary
‘competition at a competitive price.
h a strong marketing and advertising

o

uge version of 2003’s successful 12 gauge Tournament
Research with the National Skeet Shooting Association
of shooters who use 20 gauge guns is growing, and is
ke the 12 gauge version, the 20 gauge version will
lished blue metal, gloss finish “B™ grade wood, and the
nark. Positioning strategy is as follows;

FIRLFASERURRREELY
HEREREUAUARY

L NS NS L YRV i) DA N

rnament Skeet | $651 $582 1000 35%

20

Subject to Protective ms v. Remington

BARBER - REM DOCSB0001021
MAE00000937



