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CHAPTER -5

FINDING & SUGGESTION AND
CONCLUSION

Based on the analysis and discussion on primary data in the

previous chapter Finding Suggestion and Conclusion of the

study in logical manner.

5.1 FINDING

From the questionarries ,the following points are found andnoted

< 33% of the respondent fall under age group of 26-35

& 67% of the respondents are married

47% of the respondents are graduate

)
L X4

)
.

52% of the respondents are doing Business

53% of the respondents are in the income group of 5001-10000

)
.

57% of the respondents are in the credit basis

)
¢

87% of the respondents are male

*
L X4

66% of respondents are pulsar

L/
) .0

52% of the respondent are relative and friends

*
0‘0

32% of respondent are in price and brand image
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57% of respondent in satisfied

°
o

68% of respondent in affordable

J
*

.
0.0

52 % of respondent in motivate

*
*

22% of respondent in tyre

56% of respondent in good in service

*
0.0

97% of respondent in yes to purchase

&
QO
.0

42% of respondent in 1-3 year in duration

0
0.0

% 64% of respondentin satisfied in problem solving

5

5.2 SUGGESTIONS

. Toincrease the sale of Bajaj, they should concentrate on mileage.
. The company should concentrate on after sale service.
. Toimprove the sales, some more advertisement is necessary.

. The company will have to give better education about Bajaj to
customers who purchase the vehicle.

. To increase the sale of Bajaj bike, some more price reduction to
beoffered to the customers.
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5.3 CONCLUSION

This study was done for Bajaj motors to analyse the
customer satisfaction towards Bajaj bike. The study reveals

the following conclusions.

This study is useful for bajaj motors to understand the behavior

pattern of customers.

The suggestions emerged from the study if put into action will

flourish in the near future
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