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CUSTOM GUNS

Remington’s Custom Shop products include all customiz
catalog and made-to-order, :
98% of Remington’s custom gun business. The higl
well bevond the reach of the average consumer
businesses everywhere are low volume atfairs
makers have sales volumes only between 500 ang

nd shotguns, both
ccount for around

Remington Segment Performance
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Unit Sales (M) 29 : 14 1.5
Sales Dollars ($MM) $2.1 1.4 $1.3 $1.3
Standard Margin (SMM) $0.2 $0.6 $0.1 $0.2
Standard Margin (%) 0.53% 42.1%* 10.8%, 13.1%

*Finange has slated thal marging in (hese years wergiii

Over the last 3 vears sales of Rem
annually.

Business Overview

Traditionally Remington’s
money-making enterprise,

been more of a marketing tool and less of a
in the Remington Custom Shop have been

Instead, the Custor
Remington has to
rest of the firearms b

currently structittgd.::
signiticantly reduc
price to supp

huoverhead rates carried by the Custom Shop. Increasing
ard margins would likely all but dry up any demand for

Shop, coupled with complex ploblems such as labor, location,
strategy is perhaps not the most practical long-term approach.

Subject to Protective O imms v. Remington
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