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HDFC BANK 
"A Study on Housing loan in Private Bank" 

Chapter-1 

INTRODUCTION 

1.1 INTRODUCTION 
Housing is a basic necessity for human life and second largest 

generator of employment, next only to agriculture. Housing activities have 

both forward and backward linkages in nearly 300 sub-sectors such as 

manufacturing (steel, cement, and builders' hardware), transport, 

electricity, gas and water Supply, trade, financial services, and construction 

which contribute to capital formation, income opportunities, and generation 

of employment. In 2020-2021 property prices have moderated. As per the 

National Housing Bank, RESIDEX index for the quarter July-September 

2019 compared to April-June 2019 (covering 20 cities, with 2012 as base 

year), there is a general decline in prices of residential properties in some 

smaller towns, while there is increase in some other cities which is 

arginal. In view of increased urbanization, the housing requirements in 

urban areas have been witnessing increase over the years. The Eleventh 

Five Year Plan (2013-19) estimated housing requirement of24.7 million 

units in urban areas of which 99 percent was in the economically weaker 

sections/Lower income groups(EWS/LIG) segment. As per the estimation 

of the Task Force on Housing Requirements in Urban Areas during the 

Twelfth Five Year Plan Period (2014-19),the housing requirement in urban 

areas is 18.7 million units of which 18.5million are for the Economically 

Weaker Sections /Low Income Group segment. As pera McKinsey Report, 

the demand for affordable housing will be 38 million by 2030.To support 

A.R.M First Grade College and P.G Centre, Davanagere Page 1 



study on Housing l0an in Private Bank" CHDFC BANK 
3. Here the housing loan finance facility was provided to all kind are 

all class level people 

4. To give more and more advertisement and brochures to the attract 

to the customers 

5. To liberalize the rules and regulation HDFC Bank. 

6. Bank should focus more on adequate and necessary staffs and 

access of good customer care, enhancement of technological 
capability to serve customers more effectively and highly 
simplified services. 

7. There is procedural delay in banks due to which it consumes more 

time, if this problem is rectified & if quick process is done 

CONCLUSION 
Now a day customers' expectations are the major challenges faced 

by the employees of banking services in India. The improvement of 

quality of service delivery is a vital concerm for banking services. 

Quality of service delivery is increasingly being seen as a key strategic 

differentiator within the financial services sector. Thus, the study 

focuses on customer perception and expectations towards service 

delivery among public and private people. There is no significant 

Page 65 
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study on Housing loan in Private Bank" HDFC BANK 
alati onship between the customers' association with HDFC and their 

erception on the people factor (human resources) of HDFC. The study 

ound that Most of the respondents strongly agree that the rate of interest 

at HDFC is low, the customers agree with faster processing, and also 

they are influenced by minimal formalities and procedures, which are 

inclined to flexible repayment system. The findings revealed that the 

three parts of marketing mix that are people, process, product are 

important for customers while choosing home loan products. 
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A study on customers perception on E-banking services in Davanagere city 

CHAPTER-1 

INTRODUCTON 

E-BANKING 

1.1 Introduction 

Banks play a crucial role in the economic development of a nation. The economic and 

financial environment in which the Indian banking system operates is in the process of 

continuous evolution. The specific role of banks in economic development varies, 

depending on scope. Primarily, the participation of banks in economic development 

focuses around providing credit and services to generate revenues, which are then invested 

back into a local, national, or international community. The specific roles banks play in the 

economic development of a small community differ from the role banks play in national or 

international economic development. Although the role can vary, factors such as access to 

Credit and bank. Electronic banking has many names like e banking, virtual banking, online 

banking, or intemet banking. It is simply the use of electronic and telecommunications network 

for delivering various banking products and services. 

A.R.M FIRST GRADE COLLEGE & P.G CENTRE DAVANGERE 
Page 1 



mers perception on E-banking services in Davanagere city 
dy on customers 

53 Conclusion: 

ds this study has analyzed the overall perception of customers regarding the services of 

Thus, 
this study has anal 

hanking. Age and occupation are the important demographic factors in the banks which 

have have used to measure the perception of the customers on e-banking services. E-Banking 

will be successful for banks only when they have Commitment to e-Banking along with a 

deeper understanding of customer needs. This can come only when the bank has a very big 

base of customers, best people, and a service attitude. Banks should concentrate on above 

lines in order to have effective e-banking practices the study concluded that different age 

group of customers have different perception toward the e-banking services and the usage 

level of these banks' customer is different so bank should concentrate on all the age group 

of customers for betterment of ebanking banks. It has also seen that different occupation 

group of customers have different perception 
toward the e-banking 

services. There are 

good number of customers in every group 
like student, service class, business class and 

professionals, it shows that they all are keen interesting in using the e-banking 
services. 

The present study has tried to judge the impact of e-banking on operational 
performance of 

public and private sector banks, to assess the service quality of e-banking in public and 

private 
sector banks, to analyze the impact of e-banking on payment 

and clearing system. 

The study has been focused only on the performance 
and service quality aspect of 

ebanking. 
The impact of e-banking on profitability 

has been ignored 
which can give a good 

platform 
for future study. 
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PFOPLE AWARENESS TOWARDS SUKHANYA SAMRUDDI YOJANA 

(A CASESTUDY IN SANTEBENNUR)" 

Chapter- 

INIRODECTON 

Sukanya Samriddhi 

Yojana 

Parents looking to save money for the future ofthe ir girl child can avail the benefits of sukanya 

samriddhi yojana (SSY).one big convenience in saving in this scheme is that u can move your 

sukanya samriddhi yojana account from one bank to another or to a post o ffice depending upon 

choice and requirement. The scheme offer a return higher than most ofthe small saving scheme 

in the market and government backing makes it more reliable. 

The trend of ever declining girl sex ratioin the country has given rise to the necessity of 

government program directed towards the welfare of girl child. 

Beti Bachao, Beti Padhao" (save girl educate girl) is central government sponsored scheme by 

government of India mainly directed towards the cause . Beti Bachao Beti padhao is an effective 

campaign to save girl and educate girl child all over the India . Aim of the spreading awareness 

as well as improving the efficient of welfare services for the girls of India .the prime goal of 

scheme is to generate awareness and improving the efficiency of welfare services meant for 

women .also it aims to celebrate the girl child and enable her education. 

as per the Census data, the CSR (child sex ratio )of 0-6 year children in India was only 

927 girls per 1000 boys in 2001 which dropped drastically in 2011 and remained 918 girls for 

every 1000 boys 2011. According to UNICEF (UNITED NATIONS INTERNATIONAL 

CHILDRENS EMERGENCY FUND) report, 2012 India was 41 among 195 countries with 
such Imballence ratio.while addressing the nation in 2014, on the occasion of internal day of 

A.R.M. FIRST GRADE COLLEGE AND PG CENTER DAVANAGERE. Page 1 



PEOPLE AWARENESS TOWARDS SUKHANYA SA MRUDDI YOJANA 
(ACASESTU DY IN SANTERFNNI R 

oirl child.the pr ime mnister Narendra modhi appealed for the abolt ion of female foetic ide 

and invited sdcas from the cAizen of India through the portal my gvt.in for prevent ng ths 

nractice and for bettement for girl child. Prime Minister Modhi launched programme on 
7 

prac 
January 2015 from Pan pat. Hariyana on the occasion of international day of the child giri. 

rime ministcT Modhi. called for the eradication of foeticide 

The prime minister of India Narendra mode. has started a sukanya samriddhi Y ogin 

and launched on 21 Jana vary in 2015 Beti Bachao.Beti Padhao scheme. Sukanya samriddhi

vojana was launched to support this scheme as well as make it successful meeting the essentiai 

Cxpense of the girl child such as health .higher education and marriage. The living conditon o 

a girl child was expected to rise to high level through this scheme as it involves some etlective 

efforts of the Government of India. It is a best scheme ever as it reduced tension of parents. 

Through this scheme the parents can provide a better quality of life for the present and future 

born girls through this small savings scheme. This project was started with the initial amount 

of rs.100crore. It was also reported that ministry of home affairs spent around rs. 1 SOcrore over 

this scheme to assure women safety in large cities of India. This scheme has been planned and 

launched to reduce the level and effect of some dangerous social issues related to the girl child. 

Accounts under the scheme can be opened by any citizen for their daughter whose age Is less 

than 10 year on the day of opening the account. Once the girl child turns 18,she will become 

the account holder. The investment period 

only to accounts for family are allowed under this scheme , 
however ,in the case of twins are 

triplets more accounts can also be opened at any government banks or post office with an initial 

deposit of rupees 250. The depositor needs to maintain a minimum deposit of rupees 250 

annually failing with a penalty of Rs 50 will be charged .an account that fails to maintain the 

yearly minimum deposit limit become a defaulted account but can be normalised at any time 

before the end deposited period of year from the date of opening account 

this scheme is 15 years and maturity is 21 years 

The defauted account can be normalised by paying the penalty for each year of default 

and making the minimum deposit of Rs 250 for every year of default. If the account isnot 

regularised with in the period stated the entire deposit made before the default year will be 

liable for an interest according to the prevailing interest rate. The upper limit of deposit in 

sukanya sumriddhi yojana account is set at Rs 1.5 lakhs annually and any deposit made over 

this limit will be refunded to the depositor immediately. 

For the quarter ending on September 2021,the deposit in the sukanya samriddhi yojan 

account will be entitled to an interest rate of 7.6 per cent per annum. The interest earned is 

Credited to the account at the end of every financial year and is eligible for exemption under 

the section 80C of the Income tax Act, 1961. 

Sukanya samriddhi yojana (SSY)is a tax free small saving scheme for the girl child it 

Was branched on January 22 -2015 .at present twenty three commercial banks have been 

A.R.M. FIRST GRADE COLLEGE AND PG CENTER DAVANAGERE. Page 2 



WARENESS TOWARDS SUKHANYA SAMRUDDI YOJANA 
PEOPL (A CASESTUDY IN SANTEBENNUR)" 

Out 
of 50 respondents . 52%% of respondent express safety and security is the most 

import. 
nortant advantage of SSY scheme, 20% respondent expressed tax benefit and 28% 

respondents pressed high interest rate respectively 
Most of the constraints 60% at time of opening the SSY account, followed by crowed 

in bank/ post office as expressed by 28% of respondents Lack of knowledge and more 
n 

co 
commonly observed is 60%. Lengthy account opening procedure was not an important 

constraint 

5.2 SUGGESTIONS: 

The SSY along with other integrated schemes provides much awaited opportunity tor 

rigorous empirical evidence based disaggregated studies on the impact of these 

initiatives on household behaviour at various levels of the Indian society. 

Currently the data available publicity on SSY (and for there initiatives is too 

infrequent and aggregative. However, give the use of digital technology relevant data 

are available to various organisation given the responsibility for the specific schemes 

of initiatives. 

Developing expertise in data mining and data analysis relating to SSY and similar 

schemes and facilitating policy- oriented research based on such techniques merit 

urgent consideration. 

5.3 CONCLUSION: 

In simple, sukanya 
samriddhi yojana is a very good and beneficial scheme to every girl 

child and provides 
financial support by their savings from their account for girl welfare 

education marriage expenses of girl children. It also provides interest on the deposits 

but varies every year 
which is a limitation of this scheme so measures are to be taken 

for maintaining 
same 

interest rates every year and for the overall success of the scheme. 

This scheme also plays a role in economic development of the country by 

I child by promoting the education opportunities for them 

giving 
important 

to girl 
therefore the government 

nt of India has to take such initiative further for the of poor 

he society and other like unemployed etc .They have to take 

the expectations of the people regard ing such schemes. 
neglected 

sectional 
of the 

necessary 
steps to meet 
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A Study on Analysis of Investment Decisions on Investors 

CHAPTER 1 

1.1 INTRODUCTIOON 

Savings and Investments form an integral part of one's life. Investments 

refer to the employment of funds with an objective of earning a favorable return 

on it. In other words, investment is a process, where money is being utilized with 

a hope of making more money. 

Investment is the commitment of money that have been saved by deterring 

the consumption and purchasing an asset, either real or financial with an 

expectation that it could yield some positive future returns. 

There is a plethora of investment avenues, each associated with varied risk- 

return trade-offs. Every investment avenue is distinct in its characteristic, which 

makes the investment decision fascinating. The investor thus needs to carefully 

analyze each of its characteristics and build a basket of assets that suitshis risk 

profile and complies with his objectives and goals. Hence, investment decision 

making is a fascinating task to the investor. 

There are different categories of investors. The investment strategies differ 

from each other, with regard to size of the investment, time-period, objectives,

risk appetite etc. The investors can be classified into, 

Individual investors 

Corporate 
Institutional investors - Domestic and Foreign 

Pension Funds 

Government 

ARM First Crade Colleoe andpGCentre Davanagere Page 1 



lvsis of Investment Decisions on Investors 
Study on Ana 

level of an investor risk tolerance tends to be subjective rather than 

olerance 

objective. 

Cenerally, investors with a low risk tolerance act differently with regard to 
risk than individuals with a high risk tolerance. Investor with a high level of risk 
tolerance would be comfortable with market volatility while low risk tolerance 
individual require stability and are average to uncertainties. 

According to the analysis done it has been proved that income age and 

Occupation of the respondents do not have any significant relationship with risk. 

Conclusion 
This study confirms the earlier findings with regard to the relationship 

between age and risk tolerance level of individual investors. 

The individual investor still prefers to invest in financial products which 

SVe risk free return. This confirms that most investors even if they are high 

Ome, well educated, salaried, entrepreneurs are conservative investors prefer 
inco 

to play safe. 

Ihe various factors identified in the study also helped in providing some 

C nputs regarding the investor's pattern, their preference and priorities. 

valua 
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N CREDIT ANALYSIS OF MICRO-FINANCE TO 

A 5TUDY O 
SANGHAMITHRA RURAL FINANCIAL SERVICES 

tJINTRODUCTION 

Chapter: 01 
INTRODUCTION 

Micro finance industries to recognized to national and international level though SHGs, 

Mfls is modem tool of poverty and practice of money lender micro credit to provides a 

financial service to urban and semi urban area with low interest rate and reducing the poverty 

and improve the decision-making capacity in women. Alamance through bank linkage 

programme, Sangha Mithra rural financial service undertaking the activity minimizing the 

variability and developing income. Increasing the savings for woman. Micro finance inlndia 

starting point of view 1970 in self-employed women's association (SEW A)of the state of 

Gujarat fonned by co-operative bank is called the shrimahilaisahakari bank in this bank 

providing a banking related service like micro credit and loans and advances to poor woman 

employed in unorganized sectoring the city of Ahmadabad and Gujarat micro finance 

institutions to collect the money through commercial banks than providing rural households 

and self-help group, in this industry served by NBFCs and NGOs its providing micro credit 

services in Kamataka state. 

It is an opportunity for a trainee to find a practical contact about the industry and as well 

as company. The present project training is a partial fulfilment of M.com program which is 

undertaken before the beginning of 4th semester at "Sanghamithra Rural Financial Service is 

a Public incorporated on 15 February 1995. It is classified as Non-government Company and 

is registered at Registar of Companies, Bangalore. its authorized 3 share capitalism Rs. 0 and 

its paid-up capital is Rs. 0. It is involved in Human health activities Sangha Mithra Rural. 

Financial Services' Annual General Meeting (AGM) wiliest held on lih September 2018 and 

as per records from Ministry of Corporate Affairs (MCA), its balance sheet was last filed on 

31 March 2018. 
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er Attitude towards E payment System { A Case St d . Cllst0111 
u Y in Davanagere City} ,;# 

t.1 Introduction 

CHAPTER-I 

INTRODUCTION 

l today's digital era the usage of the internet ha · , . . . 
1 

. . n s 111c1 casec drastica ll y. J\11 co unts of age consuming and producing loads of data each second M . . . are · · any organt zat ions are anal y 1.1ng an<l 
• 1 based on the study that they been able to t c. attenng cap ure 1rom the consumer analysis . With the 

f smartphones and virtual accessibility of p d . . . ease O 
ro ucts, services and payments onlme have 

boosted the way people are shopping and making payments online. The ecommerce industry 
initially started with the Cash on Delivery basis for the people to get the feel of the new on line 
industry and also to build up their trust. After the customers are well versed with the 
organization ns, the company started introducing various platforms of the on line payments. E
Payment has given access to various financial platforms like debit card, credit card, net 
banking, digital wallets, etc. Cash has become a less common mode of transaction as the 
appearance of e-payments has allowed consumers and buyers with greater convenience, but at 
the same time it has raised a doubt or a threat as there has always been increasing issues 
regarding the fraud and privacy concern that has been the top fear in the minds of internet users. 
We all have witnessed that the traditional payment modes have been replaced by various types 
of e-payments that are quick and efficient. In e-payment process both buyer and seller uses 
digital modes to send or receive money, it is an automatic process where seller and the buyer 
can avoid visiting their bank. It eliminates the physical cash that is risky to handle at times. 
Today consumers can make payment through electronic modes by using cards and other 
platforms that are made available through all types of smart devices. The acceptance of 
particular payments by sellers and businesses has an important influence on the purchases made 
by their clients, as the availability of the various modes help the consumer to choose that is 
suitable or available to them as well. 

Past few years' smartphones are having a tremendous growth due to accessibility and 
availability of the internet. The mobile wallet providers like Paytm, Pay Pal , Mobikwik, etc. with 
the payback schemes also attracting many consumers to use epayment modes aiding the 
organisations with sign~ficant growth. The digital wallets are further enabling econ9mies to a 
cashless society. Electronic wallets and mobile wallets are moreover digital version of the hard 
cash in physical wallet with more features and functions . E-payments wallets reduce cost of 

A.R.M FIRST GRADE COLLEGE & P.G CENTER DAVANAGERE Page 1 
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A CASE STUDY ON IMPACT OF QUALITY OF WORK LIFE ON JOB 
SATISFACTION IN VEDANTA LTD IN BHEMASAMUDRA 

CHAPTER-1 

INTRODUCTION 

1.1 INTRODUCTIOON 

An organization success is depends on how efficiently and effectively utilizes the 

available resources. It is very important to carry out the business of the firm effectively 

this can only be possible when there is strong management function with management 

participation this helps in smooth running of the business. For every when employees 

are motivated to work hard then the company can reach its destination and can earn 

more profit. 

So, here tried to find out the "Impact of Quality of work life on job satisfaction of 

employees" in VEDANTA LIMITED. Branch: Bhemasamudra, Chitradurga (Talluk, 

Dist) 

The main objective otf the study is it enables peoples at all levels to actively take part 

in shaping the organizational environment and also to make up the quality of work life 

secure and healthy working conditions, update human capacities, chance for continue

development. 

TOPIC CHOSEN:

"A STUDY ON THE IMPACT OF QUALITY OF WORK LIFE ON JOBB 

SATISFACTION OF EMPLOYEES AT VEDANTA LIMITED" 

Branch: Bhemasamudra, Chitradurga (Talluk, Dist) 

he above topic is chosen on the insistence of VEDANTA LIMITED. 

A.R.M First Grade College And PG Centre, Davanagere 



A CASE STUDY ON IMPACT OF QUALITY OF WORK LIFE ON JOB 
SATISFACTION IN VEDANTA LTD IN BHEMASAMUDRA 

6.3 CONCLUSION 

It is concluded that the study has important influence on health and safe working condition and employees fulfilled with the work life balance & mutual trust in Vedanta limited. Motivated employees helps in decision making and helps in building good relationship with their colleagues. 

To retain or to reduce the rate of employee's turnover, organization should manage the 
stress level and provide proper work life to employees. Organization should focus on 

workers happiness and also the position of sound life of workers. 

When the quality of work life is high then the level of job fulfilment will also be high. Both 

are proportional to each other. 

60 

BM First 
Grade 

College 
And PG 

Centre, 

Davanagere 
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DEMONETIZATION AND IT'S IMPACT ON WHOLESELERS 
CHAPTER 1 

INTRODUCTION 
1.1 INTRODUCTION: 

istory of commerce begins in antiquity when people used to exchanged animals or 

Later, in order to ease this trade off, people invented the money, which had (he 
products. Later, 

liary. The goods begun to be traded in exchange for a sum of money, 
role of an intermedia 

anending on how they were valued. This practice has traditionally been preserved to this 

day. 

The idea of wholesale commerce has emerged with the first people who brought products 
from distant lands, sometimes even from other continents, to supply local merchants who 

did not have access to those sources. 

In the meantime, wholesale commerce has become an important link in merchandise 

circulation, through which they move from industrial or agricultural manufactures to 

retailers. Wholesale distribution does not end merchandise circulation; it is only a part of it. 

Today, it includes all sales of goods and services to anyone who buys them in order to 

resell them or use them for business purposes, instead of individual interest. 

A few aspects have always characterized this type of distribution such as, wholesalers are 

individuals or companies having a large financial coverage, like companies in the Denver 

beverage distributors industry. Wholesale distribution specializes in various directions 

food, industrial, construction, installation etc. 

Wholesalers can become direct importers in order to acquire the goods needed to supply 

the retail trade. Demonetisation is the act of stripping a currency unit of its status as legal 

tender. Demonetisation is necessary whenever there is a change of national currency. The 

old unit of currency must be retired and replaced with as new currency unit. Prime Minister 

Narendra Modi on Tuesday ,8 November 2016 announced demonetisation of Rs.500 and 

Rs. 1000 currency notes with effect from midnight, making these notes invalid in a major 

assault on block money, fake currency and corruption. 

Ihe RBI will issue two thousand rupee notes and new notes of five hundred rupees which 

wIll be placed in circulation from 10th November 2016. Notes rupees which Notes of one 

nundred, fifty, twenty, ten, five, two and one rupee will remain legal tender and will remain 

naTtected by this decision. This move is expected to cleanse the formal economic system 

A.R.M FIRST GRADE COLLEGE &P.G CENTER, DAVANAGERE. Page 1 



DEMONETIZATION AND IT'S IMPACT ON WHOLESELERS 

CONCLUSION: 

There is a strong vision to up lift the economy. The scarcity of cash has also 

had positive fallout as India copper with digitalization, many customer and traders 

are opting for cashless transaction, wholesalers have stored accepting payment in 

check. but small traders business have been hugely impacted by over 50% they 

suffer almost 20% loss, wholesalers more cash dependent due to less digita 

connectivity and education. This move will definitely bring about a sea of change in 

the way transactions are done in India. And help strengthen the wholesalers by 

wiping out block money and fakenotes. 

While e commerce companies that see a huge chunk of payments happening 

through cash on delivery mode will face some challenges in the initial few days, in 

the long run this move will only bring about positivechanges. 

The move by the government to demonetise old currency and replacing it 

with the new one has taken the country by surprise. The move was an effect to 

handle the threat of illegal money, corruption, terror funding and counterfeit 

currency. 

The demonetisation is followed by a liquidity crunch in the country, banks 

and ATMs across the country faced severe cash shortages with detrimental effects 

on various small business, agriculture andtransportation. 

The total value of old currency notes in the circulation was to tune of 

Rs.14.2 trillion, which constitute about 86% of the total value in circulation. The 

block money has either been accounted by paying heavy taxes and penalties or has 

reached the bank accounts through direct or indirectchannels 
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A Study on Customers attitude towards reliance telecom ltd jio 

with special reference to Davanagere Branch 

CHAPTER-1 

INTRODUCTION 

1.1 INTRODUCTION 

In today'sinformation and technology and enabled society 
telecommunication 

industry has been the major passenger for effective communication. Since tne 

introduction of mobile phone. there exists a stiff competition in the telecom market. 1o 

retain the existing customer database and to attract the new customers. 

The telecom companies continuedly persuade various research and introduc 

innovative ideas to the market so customer relation management plays a very vital role 

in telecommunication market. there are several factors involved in the shaping up of the 

business with long term continuedly the actual requirement of the customer, Market 

customer, Market visibility, Availability of the services. Pricing services. Pricing of 

Services. Customer services support are some of the primary requirements. To have a 

successful business relationship. These parameters need to be addressed and examined 

carefully. The Indian telecom organization have crossed its consumer base more than 

1000 million in Indian market. The lIndian telecom sector is second biggest market after 

China. There is a tremendous competition between the market players. Rural Indian 

regions are still Left out to be covered in an effective manner. The rural areas are not 

so much productive in terms of revenue 

The 4G technology is its still to penetrate the market in India. It is assumed that the" 

Digital India" project will boost up telecom market in India in near future and awareness 

will also increase in villages. Telecom companies have tried to deliver best service 

quality, best networks, better converges etc., as a part of customized marketing for 

satisfy and retaining consumers. Maintaining sustainable growth of the market share 

and subscriber base is very important in most competitive environment. Examine every 

competitor will provide feedback to frame various marketing strategies to overcome 

challenges.

Telecommunication has supported the socioeconomic development of India and has 

played a significant role to narrow down the rural-urban divide to some extent. It also 

ARM FIRST GRADE COLLEGE & PG CENTER DAVANAGERE 
Page 1 



A Study 
on Cust Istomers attitude towards reliance telecom Itd jio 
with special reference to Davanagere Branch 

5.3 CONCLUSIONS; 

Reliance Jio has become a very successful brand in india &providing is to be 

motive. It provides unlimited free calling and data services &SMS on the more 

ac neople are more dependent on the more as people are more dependent on their daily 

lives like wide network coverage and good 4G services. Because 3G services was 

unable to meet our customers' needs and wants. That's why 4G has been etvolved for 

Indian customers. 

Reliance Jio is a home brand company and a very emerging brand and 

will be successful in overseas market in upcoming years. It possesses congestion free 

&wide network ,attractive 4G schemes & customers services to cover one of the 

widest areas. 

From the details it can be conducted that 70% of Reliance Jio services users 

preferred to remains with Reliance Jio and fully satisfied. Also, good number of 

customers who are willing to switch from their respective subscribers showed interest 

in reliance Jio. Reliance Jio is capturing the wide areas of Indian markets increasingly 

day by day. Hence, these statistics simply a bright future for the company. It can be 

said that in near future, the company will be booming in the telecom industry. 
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A STUDAY ON CONSUMER SATISFACTION TOwORDS BIG BAZAAR (A CASE STUDY IN DAVANAGERE CITY) 

CHAPTER -01 
INTRODUCTION 

1.1 INTRODUCTION 

Consumer's taste and preferences are changing day by day. Identification of these changes is 

a major factor because the success of a firm depends on the ability of the firm to adjust with 

the attitudes of the Consumers. 

Consumer satisfaction is an ambiguous and abstract concept and the actual manifestation 

of the state of satisfaction will vary from person to person and product /service to product 

/service 

The state of satisfaction depends on a number of both psychological and physical variables 

which correlate with satisfaction behavior such as return and recommend rate. 

Essentially Consumer satisfaction is the extent to which Consumers are happy with the 

service and products provided by a business. It is an important concept in business because 

happy Consumers those most likely to place repeat orders and explore the full range of 

products /services offered. 

Severe competition occurs in the field of Multi-Level Marketing companies and therefore 

existence become very difficult. Consumer Satisfaction is a major factor for existence and 

in order to satisfy the Consumer, identification of major factors influencing Consumer 

attitude is necessary. 

The Indian retail industry has experienced tremendous growth over the last decade with a 

Significant shift towards organized retailing format and development taking place not just in 

major cities and metros, but also in Tier II and Tier III cities. The total concept and idea of 

Snopping has undergone an attention drawing change in terms of format and consumer 

uying behavior, ushering in a revolution in shopping in India. Modern retailing has entered 

nto the Retail market in India as is observed in the form 

upermarkets, Hypermarkets, Warehouse clubs, Convenience stores, Department stores, Full 

cOunt stores, Specialty stores etc. A large young working population, nuclear families 

an areas, along with increasing working women population and emerging opportunities 

nuth of the erganized Retail 



A STUDAY ON CONSUMER SATISFACTION TO WORDs BIG BAZAAR (A CASE STUDY IN DAVANAGERE CITY) 

5.3 CONCLUSIONS: 

The internmational presence of Big Bazaar shows that company is doing better and satisfied 

their business associates on the front of economic and social development. So people can 

earn extra income and live better life. It is concluded from the findings that there are large 

number of females, working as well as housewives associated with Big Bazaar being active 

IBOs (72%), flourishing business opportunities and have considerable share in earning of 

their family. 

Assistance in Business Development and Job Security factors are the most significant 

contributor, almost all have given priority to the Assistance in their Business Development 

and Business Security in Big Bazaar Business development. The other parameters like 

Personality development, lifestyle and income enhancements have got lesser importance than 

the aforesaid parameters. 
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