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Core Strategy - Remington Custom Shop 

Strategically, Remington needs to be in the Custom GLU1 in~l~~t g~niil1gton's presence 
in this market creates a halo effect over the entire line. ·:::::::::. ,,,,,,. 

:::·. ··::::,!:···:!.':::. 

The most practical approach to define a strategy rd{:!:tij¥.,i~Q~%.§t9~''sijbp is to understand 
and accept the business for what it is. The Cust,gro' Shop r.e.~r~~!fwts Remington's best 
foot forward from a product standpoint. It is a @,'Q'wca.se and art%xtension of the Sales 
and Marketing an11 of the Firearms business .. ,Q*f~tjii't.4~ nature of the cost structure in 
the llion Plant, if the Custom Shop is coveril}gi~f}xed 88~~~Ji~jable costs and overhead 
\vhi1e generating a positive margin position, 1rifasion accoi1ij§H~hed. 

,)~~~::t~~::~::~'.:y,' 

Listed below are some strategic objectives i~iiifit~·:·@~tmn,.shop. 

Subject to Protective 

'"'''"'"'''"'''''" 

• Focus on customer service and:~~~~rl'.~~f\rn~f~~-g~~:h the Custom Shop products 
are typically long lead time, m(lk·~~'ftMB,f:g~f:J:?RIJdS, an emphasis should be placed 
on letting the customer know ~fjW:status 6-r':\filii#e their order stands. An example 
would be brief monthly updat#..~fo t11~i~usto1,11er on the status of their order. 

• Integrate into the website .. :It'\wer::rifore W:a~''a model of a sector of Remington's 
business that could use th~::~~~p~~~~fas a:"'i!t~bl, it is the Custom Shop. Current 
efforts are underway to tie the''t:fo$t~m::Si.iWP into the website allowing customers 
on line commtmication .J~mii1W9:4~~cf ~p~~tfications, available configurations and 
even eventual ordering.eatHib'ffitl%&>< 

• Expand shotgun off~rh1gs. sRdf~ins currently account for only 2% of the 
Custom Shop's bus#!~~$?:,,f\s is ~~1~fcase in the Model 700 and Model Seven 
families, the expaQsioi1 ai1Q.::On:pl~,m~htation of core Custom Shop offerings in the 
shotgun line wouJj:'~mr~~~ ~l~M~i:~~fect over said business. 

• Take an active r?l~'''Wi~l':'~~sgµnting. Working hand in hand on a routine basis 
to insure sta.nd~faikbosts aie''t\bff~ct in SAP will provide a foundation to effectively 
monitor the t~W.~.:iper~q~~f,fance oltbe business. 

• Act as a "th~Jf~j;utWfand "skunk works" arm of the :Marketing Department. 
As it is stAMH~f,~~itiihe Custom Shop provides an effective means of rapid 
prototype~,:~~9. pr:e\.ieW,~.i~;\product concepts. Examples would be the new Model 
332 Over'&iQ#,P.¢r$otghn and the proposed Model 700 light Van11int concept. 
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