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ROBERT KEITH’S 
STYLE: CUSTOMER 

SERVICE & CULTURAL 
AWARENESS 

 

Do you feel that GAP as a corporation 

understands the region and the importance 

of the cross-border shopper?

Has corporate acknowledged the 

uniqueness of the region? 

What are the demographics of the market? 

And what are they shopping?

That is surprising, I thought it was going to 

be Women’s more than anything.

Do you have frequent/regular customers?

How do you approach the influx of 

customers from Mexico?

Other than language, do you prepare with 

your staff to welcome the Mexico visitor?
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What would you say is your competitive 

advantage to gain and retain the Mexico 

market?

So, it seems that the Mexico visitor is very 

keen on customer service. Does it go the 

same way for your local customer or does 

it differ?

What would you say is the strongest 

season, besides Christmas?

How is it to forecast/prepare for Easter 

since it can fall in different months 

depending on the year?

Is it hard to explain and plan for the spikes 

due to the Easter calendar?

What if the Mexico customer would stop 

coming?

In your ideal world, is there something, in 

your opinion, that THE GAP should be doing 

to further impact the Mexico market?


