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.7 ADDTTIONAL GOMMERTS -

BOLT ACTTON LINE STRATBG’

. Is tevieving Lhc provoeed bolt ‘aetion line atrateey,
thare are a few areus which ve feel nerd further
clar1rirazion. . .

-~

1. gellang Ptiee Anmmgl:(ena

" In eatubItnhiug proposed selling priens for both
Case 1 and Case .2; the driving force behind Lhe Case )
prieing was.the position-of a cowpetitive offering in the
bolt action lina in 1983 whieh, in the opinion of Marketing,
would require 2 econtinuation of the atrategy employed 1n
) 1382, Pricing was kept to a mininum to compensate for the
. appearance of perceived vasluves in ocuy belt metionm line
offeringa versuve sur compatition. : 4

Ix Casrn.2, with tha Jaltroduction of o preducr
directly compatitive with Rugor, we beliave thu price
optjons- are driven by {he price positioning of the Sporter
verxsug Ruger. 1f our amsumptions arc-corree! in ansessing
what competition may do 3in 1983, then we opaw up price
flexibslity not aveilabdble withnut 3 competitive offer and
va can 1ncrunua. Nm prices of the cthar bolt setion modals.

2. Gammuni chIonu o N

For the- last tvo lon:he, ve have been revieving the
best advertising for.our bole ‘action line and have racognized
that, in wany iastances, actual fealures of the varioun smodelis
vithin the lina are not being presented to the consummy audience
38 wull a3 they could hbe. A3 a resull, our 1982 advwertiaing
w1l) attespt to corvruat this shortcoming., Por ipgtance, we
¥3)) onecify that the BN} 13 cut-checkered and not press-
¢heekored, etc. . As for 1983, ve arce slready preparing
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. pT2liginaty ad RtTatesy 2ad copy perisining Lo the new
Spotter and he olLher Podels within the bolr action line,
Bshdidit A in tha proposal definen the lvaturce difierencea
and providesthe ztepping otoma for ad vopy.

3. BEconomics:

Overx)l, Marketing ia not plesated with the cconomic
reeultes derivad from introducing the Sportcr; however, we
feel atrongly that we 3ust begin Lo make agaressive moves
within the bolt action line in am efioreL to regain oot
previous strengtn. The alternalive does not, in any way
prescnt a favorable resulr and, in our opinjon, rcpresemnis
a driving force to make-changes, 211 of which aTe deosignad
to coepleite by 1385 o torsl. affering equaled by nomec in the
industry, In addition:, ‘we should undevxtand that the pricing
assumpticns in-the proposval vepresent-our dest thinking as
this time and will probably not be finalized votil later
tbis year and, hapefully, only after we have gotten a batter
feel {or what competjition way do in 1983. Long range, our
goal is to reetvurn the bolt action line to a pretax earniangs
Jevel in.execes. of 102 wth posttive cash flow apd rriurn
on investment ..

L R . i
. .‘-_..-' " . " 'c-_A'. RleY
CAR/ewa Il iiiie - S
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RIFLE REDESIGN PREFERENCE TEST

( ) indlvidus| Interview Bulde - Revised
(Aprti, 1982)
Name of Respondent interviewer
Address Phons
city__ " State Zip

B I R I T T T

(OHECK RESPONDENT PURCHASER TYPE AND FILL IN THE BLANKS.)

BRAND MODEL CALIBER  YEAR PURCHASED NEW or USED
t) Ruger Hodel 77 ) SEE!
"¢ ) Remington Mode! 700 ¢ JADL t)y ¢
C SOHCK ¢ se0L : () )
[4 )Clns!c <) )
() Other

' : )y «)
TepaciyT - .
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Sectlon | - Cemparison of Test Modsls
INTERVIEWER: OUR PRIMARY OBJECTIVE IS TO OBYAIN THE RESPONDENT'S
REACTIONS TO PHYSICAL APPEARANCE DIFFERENCES ( INCLUDING BUT NOT
LIMITED TO 'SHAPE) AND SPECIFIC FEATURE DIFFERENCES BETWEEN THE TWO
GUNS. THE RESPONDENT SHOULD BE ENCOURAGED TO HANOLE AND EXAMINE
BOTH RIFLES. WHILE RESPONDENTS MAY OFTEN REACT TO "FEEL,™ FIT AND
PERCEIVED OPERAT ING DIFFERENCES (E.G., OF THE BOLT ACTION), YOU
SHOULD ESPECIALLY ERCOURAGE RESPONSES RELATING TO THE PRIMARY OBJEC-
TIVES, BUT IN AN INDIRECT MANNER: E.G., "WHAT ELSE?" OR "WHAT OTHER
OIFFERENCES DO YOU SEET"

First, | would llke you to sxemine these Two rifies. Please desr In mind

that both of these quns QEI the same price. The set of scope rings comes
with esch gun. (GIVE RESPONDENT TIME TO EXAMINE.) T .

In. Well, what do you think? (SPONTANEOUS FIRST, BE SURE TO INDICATE BY
CODE LETTER(S) WHICH MODEL(S) THE RESPONDENT IS REFERRING TC.)...
What alse?

le RESPONDENT HAS COMMENTED ON ONLY ONE OF THE MODELS, ASK:)
b. What about the other gun, Hodel C(FILL IN LETTER)? What do you

’ hove to say about 112

2. Now, | want you to think back to Just before you bought your
(CHECK FIRST PAGE FOR GUN MAKE AND MODEL PURCHASED).... It at that
time you had to pick one of these two guns t0 buy == and 1f they cost
the same <= which ons would you have bought? (WRITE (N LETTER Of PRE-
FERRED MODEL BELOW.)

(; Would have bought Model .

b. Why is thot cne your preference? (SPONTANEOUS FIRST; THEN:) Whet
eise?... Any other reasons?
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2c. Which of the {olliowing thres statements best describes your feelling zbout
the mode! you preter? (READ OFF CHOICES BELOW AND CHECKX APPROPRIATE BOX.)

tags 3

{ ) | preter 1t » lot; 1t reslly makes o blg difference 1o me.

(') | prefer 1t samewhat; It does nake o dIfference to ma.

€ ) | prater 1t only very siightly; 11 hardly makes any diffarance at ali.

{IF NOT ALREADY COVERED:)

3.

Did the chesk plece on Model L play a part In your preference — elther

for or egalnst?

() N () Yes (CIF YES:)
How did 11 Influence your decision?

Sectlon I| ~ Percelved Price/Valye Differsnces

( fa.

C.
d.

Now let's assune that these two guns actualiy are not the same price.
And let's aiso assume that the mode] you did not prefer -- that is,
Model (NRITE IN THE MODEL CODE LETTER THAT KE DID NOT PREFER) —
costs T300. MNow, weuld you be willing to poy $60 more than that for
the model you ¢id prefer?

{ ) Yes {GO TO QUESTION 2)

€)M ’

$40 more? .

€ ) Yes (GO TO QUESTION 2) .
€)M o
«eahow about $20 more?

‘() Yes {GO TO QUESTION 2)

<3 No

$10 more?

€ ) Yas (GO TO QUESTION 2)

€ ) No

So, you are not witling to pay even $10 mors for the mcdel you preferred...

why Is thet? (PROSE.) Anything else?

(SKIP TO SECTION 11 1)
(FOR THOSE WILLING TO PAY NORE:)

2.

Could you tell ma why your preferrec mode! Is worth that muech more to
you thon the other model? (PRODE.} Anything else?
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Section 111 - Scopa Mount!
( 1. As you may have noticed, both of these models Include scops mounting
hordware. What ditferences do you see In these tvo scopa mounting

systems? (BE SURE TO INDICATE BY COOE LETTER WHICH MODEL(S) THE RE~
SPONDENT IS REFERRING TD.)

What else?

CIF NOT COVERED IN 1, ABOVE)

" 28, What sdventages snd dlsedvantages do you see In the system used on model
1 Anything else? -

CIF NOT COVERED IN 1, ABOVE)

b. And what adout for the syster used on model g k]
What sise?
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Let me bristiy revies these two systems. On Wode! 5 the system consists
of 8 palr of scope rings which fIt Into an integral base machined Into the

( recelver. On Mode! L the system consists of o palr of scope rings and
B8 BT Of separate mounts which are sttachsd to the r-eulvor fore and oft of

the bolt, using pro—drlll-d nnd tapped holes,

3a. Nov thet we heve reviewed these two dlfferent mount systems, end con-
sidering Just the method of mountlng the acops, which system ¢o you
prefer? (CHECK PREFERENCE BELOW,
€ ) Proter scope mounting system on Mode| K

[ 99} Pro.ur scops mounting system on Model L

b. Why (s that one your preference?

CONFIDENTIAL-SUBJECT TO PROTECTIVE ORDER R2512991

KINZER V. REMINGTON



P

PRTORES SR

aam™
[ amne
rage §
Secticn IV - Cinssification information -
( Finolly, we need 2 (l1tle Information sbout ym; tor statistical analysls
- purposes...
1. Oversi!, how many ritles (of any type) do you own?
2. Overs!), how many shotguns do you cwn?
3. ¥What Is your marital status?
§ )‘.llnglo
() married
€ )} divorced/w!dowed/separated
4. What is your spproximots sgel
() 25 or under ()46 - 50
()28 -3 ()S1 -5
)M -3 () % -6
() 26 ~ 40 { ) Over 60
()4 -4& )
( 3. What is the jast grads of school you attended?
{ ) High school graduate or less
( ) Some college
’ ( ) Colliegs graduate or more ’
€ )} Technice)/trade school ]
6. What Is your oscupation?
In .
occupetion business or Industry
7. Which category represents your totsl family Income?
¢ ) Under $10,000 € ) $30,000 - §34,999
€ ) $10,000 - $14,999 ¢ ) $35,000 - $39,999
() 315,000 ~ 519,999 € ) $40,000 or over
() $20,000 ~ $24,999 :
¢ ) $25,000 ~ $29,999 '
L ] L ] L ]
Thenk you very much for your cooperation. Mappy Ht}n?lng!
' ] ’
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