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Model 572 Fieldmaster "':;:;;;:;:;;;;:::::: .. /fi{f 
No additional offerings are planned for this category. Con~ia~~#on will be given to 
special make opportunities provided they meet a thr~§h9Jgminirn'hffi!'9f 500 units. 

····:·::::::~:~~~~!~~~~~~~~~~~!~~~~~~:::~:::::-.~- ··~·::~:~::· 

Model 504 Bolt-Action Ri11~fire - DevelopmentJ~HcurreriflY:'~ilMl!,rway for a new bolt
action rimfire from the Remington Arms Co.Ji.!i~:!f,}t,~d to fill ·the void in the current 
pricing gap between the Mid Priced and High BUce<!:::pqlh$1.~tion rimfires, the Model 504 
will is being designed and positioned a~di#' preiM~f irn~t~~fonn. Capitalizing on 
Remington's core competency in building e~f.:&:ptional perfoHhance for the price in bolt
action rifles, the Model 504 will boast manf:*l~:t~~::~9p1e features found on higher priced 
platforms. The Model 504 will initially be offei%@:~~M~%:,:{.ong Rifle, .22 Mabmum and 
.17 Hornady Magnum Rimfire. Key pro4µpfa{~~t.;l,i,@~:)@i,fff' 

• All steel receiver with rear lock,,Jtp, he'd'd~~::P:Y::Jwo take down screws 
• 20" button ritled barrel (.22L1$:'t¥htur~.~ 5-it'"fHiffig) 
• Product specific fire control,:f@fy agj*~~tabl~Jw gm1smith 
• Dual extractors .,:::,.;:.::,;::::::... ;:::;:::;;::- .,,:;;::;;;:;:; 
• Satin finish walnut stock' '~H~m::~~Q~\Y .f~W~ end tip and high grade gnp cap 

medallion and laser cut cl~P.S!~~riiig''i''{;:·':·:'::·:"' 
• Platform is expandable .y~:i~~ff,ij~:::;t,J) Reffi.ington Fireball centerfire cartridge 

50+ nWNffi:'' :''$'":'::'ffn.no $ 220.00 $ 455.82 +2% 1000 
504 .nlil!MR $ '5i~mi!ii:C$ 220.00 $ 455.82 42% 1500 

Low Cost Bolt Acti:jj_#f!lk#Jire Rifle - 2001 Point of Sale data at Wal Mart alone show 
over 3 5M units of $9?i:B&itf.a&:ion rimfire sold. Of that figure, nearly one third of the 
sales were youtlfi~~~~Qprod\mM:!I'The challenge for Remington has been, and is likely to 
continue to be the.Hfab#l'futt~trr.rnnufacture a product that can be sold at wholesale to hit 
a $100 retailJ?.f::i:S\;J?:8~ijt\:i·i:~~~f.ijbgton needs to pursue sourcing a low-cost, no-frills bolt
action rimfit~rnm~:HfafCaiihe marketed under the Remington brand or co-branded with 
the RemingtcM:bt~jjq:(~;.~: Mohawk by Remington). With the strength of the Remington 
brand, an fl..l:UJ.Wl:l:Yohtffi~i]}.if l 5M 20M units is easily attainable. Although this product 
will be i:ili;~B"~t~~)~rnm:odt1ct, a prerequisite for consideration must be that the product 
functiqf)~+eliably::'i:f:!~¢re are many sources of a low-cost product that though they are 
low-c$~t{ they are nd~:i:\junk" This is paramount to any product bearing the Remington 
brand.·,{::;:::::,,._ .::)i:/ 
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