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THE MARKETING BRIDGE
FORCES COMBINING TO MAKE A SALE

PROPER MEDIUM
QUANTITY

CONSISTENCY
PLANNING

TIMELINESS
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PARKING
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DELIVERY

CLEANLINESS
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DISPLAY
LIGHTING
ORDERLY
TIMELY

APPERANCE
SUGGEST SELLING

PRODUCT BENEFITS
SINCERE

PRODUCT KNOWLEDGE
HELPFUL ATTITUDE

SMILING
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COMPETITIVE?
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