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BUSINESS MEETING

MARKETING - Contd.

Cost
{Key Strategy #2)

The next three strategies are in the area of cost, While
not directly responsible for manufacturing costs, Marketing
fully supports the aggressive pursuit of process technology
to reduce cost and maximize output on investment, while in.
proving product quality.

{Key Strategy #3)

]

Marketing feels it is paramount that price in¢§eas£

(Key Strategy #4)

Marketing fully supportg:ghé ; nd is® ﬁedicated )
to providing improved forecasi input into thar ystem. The first
complete line item orde-@ﬁem 4 fﬁrecas:?has ‘écently been given
to Production. Thisils tha; step {4, providing improved
forecast input iﬁto* RP. ’ 48

Forecasts wii% o be: dmprbved through keeping a closer
tab of the pulse of the maiket. Key distributor inventories
..Will Be dga@&ared and &ﬁ%iyzed on a monthly basis. In 1981, the
“Fourrent fégdback system will be expanded, This expanded reedback
i be%prggarily aimed at information on retail sales velocity.
%arka,i&g plans to implement a return card procesdure early in
1581,}&axling for a return card to be packed with every new

i gun. Return of the cards will indicate the relative flow of

! prbduct at the retail level. This will assist in anticipating
product movement, controlling inventories, and in providing
better customer service,

Product

“{Key 3Strategy #5)

Next year's introduction of the new generation of auto-
loading and pump action center fire rifles is well underway.
Pricing and distribution strategies have been approved by manage-
ment and were presented to the field force at the sales meeting
this month. The field force was given a nuts and bolts type °
of presentation by Research and is now well prepared for
the sales challenge and opportunity in 1981.
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