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Autoloading Shotgun Product Strat

Remington’s strategy to regain a dominant shotgun category will

have three parts:

1. Build demand for the existing auteload y redesigning it for greater
reliability/lower cost and improving its aesth cal.

2. Expand the offering of customer; and the targeting of under-emphasized
or untapped markets such as niche-¢

3. By far the most important stratgiic ini
new gas autoloader that ouf
Introduction of such a prodi
plan, can place Remington |
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Autoloading Shotgun

In support of the strategy
for 2003 will include t

of the Model 1100 in 16 gauge. The first will be a
gd/blued metal, fine line roll mark/embellislhiments,

second will
experience 3
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work to make this modification is complete. Tlus product will
d on an exclusive basis to a large chain account like Wal Mart or
n-catalog basis.
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