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Remington competes in the ai1~gl~im~h:@::Jin~fii~@:Ene segment with two product families. 
2002 sales consisted of 49.;,~j''iinff~:Qt:I$f5.8MM in revenue. Volume and revenue 
changes from 200 I to 2002{\¥ere a decrd~~~ of 2. 7% in volume and an 8% increase in 
revenue. Reasons for the f~:iti~t!!l:i:ncre~~iHcenter around a richer mix of high margin 
ma!,lllllm product shippeqjp_ tli~'4'~:g~~:r.#~W'of 2002. 
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The Mavfield bj_:g~:dHModel 59Tfiimily dominates Remington's presence in the category, 
consisti~g of 49.6M''''b#t~~!:]9~;at volume of the 5 I .2M autoloading rimfire rifles sold. 
The remainiµg:::fa§W.Hiim~@ji:l!ifoomprised of the Ilion based Model 552 Speedmaster. 

Model 597 sale~''ftppij~t:tto have stabilized over the course of the past two years. 
Therefor~:ytjJ~~'~n~~ sind·-~Hhre growth are stagnant. This is problematic for Remington. 
Introd\i~~!\l''fri"T991!;J4e Model 597 has reached a plateau in its product life cycle much 
too sogq{ The Mod~l:i~97 problem for Remington is one of complexity. With razor thin 
standarB:i:::rn,.~rgins _,3ti:,)"2%, Remington must focus on increasing profitability \•vhile 
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