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Competitive Qutlook

» Remington
Since the origimal Model 32, Remington has had a nu
market including the Model 3200, Peerless, Madel 396
All of these products have missed the mark
because of a host of factors including: ‘

o Overweight product

Incorrect handling/balance

Poor wood to metal [it

Incorrect Pricing

Unacceptable malfunction rat

o Substandard aesthetic appeal
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lobal marketplace with the likes of Beretta,
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chester has the Feather hne of O/U shotguns
36% of the market, which represents about 40M units m

O/U arena includes Beretta and Franchi, enjoys more
ayhich translates into nearly 35M units annually.

Together By Browning/USRAC and Ruger control over 75% of domestic
Brown
the largest selling O/U in the domestic market today at 35M

¢ Litori 1s available in various versions of field and target grades
AKUs., The Citori comes in 12, 20, 28 and 410 gauge, and is
“and 327 barrels.
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