
BARBER· REM DOCSB0008577 

Core Strategy - Remington Custom Shop 

Strategically, Remington needs to be in the Custom Gun 
in this market creates a halo effect over the entire lini;i::: . 

. :~:~~~rn~~~~~~~~~i~~~~~~~~~~~!~~:~:~:::~::.:-

s presence 

The most practical approach to define a strategyj;'.f;lt th·~ 'C11~~91ffifo~hop is to understand 
and accept the business for what it is. The Cu~t~ih Shop represer1ts Remington's best 
foot forward from a product standpoint It is ai:~$W,~~§ttand an extension of the Sales 
and Marketing arm of the Firearms business,,,::GiveiFth~i:~~~~~~{:9 of the cost structure in 
the Ilion Plant, if the Custom Shop is coveri,6''.k''fixed costs'':"'¥.~hable costs and overhead 
while generating a positive margin positioniijjili~&:l,2i,:1accomplished. 

Subject to Protective 

• Focus on customer service and'\~~~:~~~~~b: Although the Custom Shop products 
are typically long lead time, n:i;ijije-to-oid'&flg@p.s, an emphasis should be placed 
on letting the customer know:~lj~ stajjµ,~· of ':):'.here their order stands. An example 
would be brief monthly updi!it¢:s to ~fi~:''Custgfiler on the status of their order. 

• Integrate into the websiteJ::;~f''~y,¢t''~here:W~~ a model of a sector of Remington's 
business that could use the w&M@iJ\$::~~Ifool, it is the Custom Shop. Current 
efforts are underway to tj.:f:ttb.~tJ;,~~~toM:sµbp into the website allowing customers 
on line commlmicatio.&'t'&F"I'.M%b~~t specifications, available configurations and 
even eventual orderi11~:9&pability:"<'!i;:t 

• Expand shotgun off~[:~~~:~· Shqt~µns cunently accom1t for only 2% of the 
Custom Shop's bvsil1essf@:@~:til,l;.,:~fie case in the Model 700 and Model Seven 
families, the exp~6,~~mn3p1lh#M~~~:~ntation of core Custom Shop offerings in the 
shotgun line wo~i,J? .. 'sj)r~~~:,~,~~~JI) et'fect over said business. 

• Take an activ(!!fa~le witli'Act:Q'ijnting. Working hand in hand on a routine basis 
to insure sta.n~@,~d c~~f~tare correct in SAP will provide a foundation to effectively 
monitor the t.f@,perfi@foance of the business. 

• Act as a "ttiIMfi~ij:h:ij{~,,and "skunk works" arm of the Marketing Department. 
As it is ,,~\!1+9.ture'd;t~ij~::rn;.ustom Shop provides an effective means of rapid 
prototypes~cypt~yi,ews of' product concepts. Examples would be the new Model 
700 Light val-rii'm~:,:92ffi~R:!l1Pt. 
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