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Remington's Distribution network poses both p~~~~~~~~[~~~1:1~~:~!~~f';ves for the 
company. A competitive advantage is realized from servi'Ngi'~u~ri~~':tiifferent channels 
of distribution because of the greater market ,il~eess wht\iiQ@J~ obtained from 
employment of this strategy. On the downside, ctfaiji~~~rn~mflict'f~:!,~teated in pricing 
which in turn creates instability within the entir¢j:l1e'''dj~ijtijfuivs.; 1'ietwork. Several 
examples of classic channel conflict are: :"ff H •• ,,,,,,,,,::;::;:' 

J.,.,::,:,.i·:i\::::: .. 
• Wholesalers selling NBS, Sports Jncdah<l'iip~iht«l,.dealers at pricing levels 

below that of our direct sales progr;ihlfuing fo~·nw~~:·¢hannels. 
,}}:~~~?:~::~'.:Y.' 

• Mass merchant business being ~~rnflifil*'~~}R¥:,,,;:vholesalers with price and 
service being the core consider:::iJi.mw~,,,,,,,,,,,,,,,,,,,,,,::@lII?f 

·:'.:::~:=:~:::'.:::~:=:':::'.:::~:::'.:::'.:::~:::'.:::'.:::~:::'.·:·'.·:·~·:·'.·:······ 

Major competition does not ~;~'81J~i·'id'j~tr:ib.ution as broad as Remington's. 
This tends to create alliances in sqffi¢ mark.efiF:fil:i~!:Jiiar entry to others. It is clear 
that distribution strategy ha.s a ptf;Joumb'(JffectJJn trade perceptions and channel 
profitability. Remington's rilktii-cJfiifinel if/J$tribution is characterized by 
differentiated distribution comP~:(l.'litins(.;:g'~~h other for the same consumer 
dollars. As a result, rnare,,rins are'''b1l.ijiji''4~~~'Sed and profitability on Remington 
fireanns is below that of comp~MtW.~JJJ.9d~fa,:,:i,!/ 

Subject to Protective 

:::::~:=:~:::::::~:::::::::::~:::::::::::~:::::::::=:·, 

There are several rt;?'~~S~s wh;''~l!ngton has been the focus of this conflict. 
They are: .::::::::::::::::::::::::::,:,.... :::::::::::;:-

·' '· · ·.·.·,:, ::t,::.i_:,_.i!f!t/:.':.f 
• The sheer sfr¢~g!h of ·metl{~mington brand makes the line extremely 

important tq ~ff 'filiij~§t~ijQR cl~annels. 

• Demand,,f~f'''Rewi~1:,1on t~·;:~nns commands volume which cannot be easily 

replac~~:.~~i5g!,ip~tition. 
···~:::~:::;:::~:::~:::;:::~:::::~:.:'. 

• The B~~~~:)Ii;:;;J'~Vi~flcl,:i:.:~1ealer trade channels rely on Remington's fireanns 
datnii{~M~]~~JBfo:ff.nancial resomce for their businesses. 

v. Remington 
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