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a. Ammunition — The approach must use the “Street Syste Eavy emphasis
on product education. We want our customers to know we have
proven duty and training ammunition, in whole syste

enforcement, and then educate them in the features and:

terms that law enforcement can identify with, we ;  whole system that serves
LE officers both on the street and in their traini “his is a powerful image
uations. .. what works

Chief?”

b. Longarms — We must push ourl
action rifles with an emphasis on thejij
0, 11-87, and 700) that officers
have depended upon for decades ’s new with the 870 MAX
package and the new 7615 pum

2. Individual Features

dine catalog is used for particular purposes,
for longarms) can be sent out like popcorn
an also be e-mailed.

" to put everywhere that shows who we are and
“image” of what our products can de for LE officers. (Two
umque tag lines: Camlebak’s — “Hydrate of Die” and H&K's
.Some Men Don’t.™)

he LE Community — We must use these few words to

1l image that we want our customers to take away.

of my favorite
—“In a World

b. Some qu ghts — Listed below are some tag lines thoughts that try to
connect an image aton LE products. | focused on “impact” and then “real
impact asimpebuilders in these possible tag lines.

s Change. .. Your Impact Power Shouldn’t
then You Need It Most

Subject to Protective ams v. Remington
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