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EXECUTIVE SUMMARY 

This study  titled “A STUDY ON CUSTOMER RETENTION STRATEGY, 

WITH SPECIAL REFRENCE TO PYRAMID TIMBERS ASSOCIATES 

PRIVATE LIMITED, MYSURU” in partial fulfillment of the requirements for the 

award of  the degree of Master of Business Administration of Visvesvaraya 

Technological University, Belagavi, Karnataka. 

Customer retention encompasses the strategies and efforts undertaken by companies 

and organizations to minimize customer defection. It signifies a product's or 

organization's ability to keep customers engaged over a specific duration. 

 Achieving high customer retention equates to substantial business growth and 

increased turnover. The process of customer retention commences with the initial 

interaction between the customer and the company, extending throughout the 

company's existence. Successfully retaining customers is a time-intensive endeavor. 

A company's capacity to attract and retain new customers relies not only on product 

attributes but also on the quality of service provided to customers. In essence, robust 

customer retention translates to elevated profits and a soaring growth rate, while 

poor customer retention results in sluggish growth and diminished profitability. 

A successful customer retention strategy encompasses various elements, including 

brand image, customer loyalty, shareholder value, customer service, and the overall 

customer experience.          

 

 

 

 

 

 

 



 


