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EXECUTIVE SUMMARY 

The Project work " A Study on Exploring the Influence of Online Reviews on 

Customer Purchase Behaviour." This study examines the influence of online 

reviews on customer purchase behaviour, with a focus on the TVS Company. 

Online reviews have become increasingly important in today's digital age, as 

consumers often rely on them to make informed decisions about their purchases. 

In the case of TVS Company, which manufactures and sells televisions, 

understanding the impact of online reviews on their customers' buying decisions 

is crucial for their marketing and business strategies. 

The research findings indicate that online reviews do indeed play a significant 

role in influencing customer purchase behaviour for TVS Company. A vast 

majority of respondents reported that they regularly read online reviews before 

making a purchase decision. These reviews provide valuable information about 

the product's quality, performance, and overall customer satisfaction. Positive 

reviews were found to have a strong positive impact on purchase intentions, 

while negative reviews had the opposite effect. Therefore, TVS Company 

should actively encourage satisfied customers to leave positive reviews and 

address any negative feedback promptly to mitigate their impact on potential 

buyers. 

Furthermore, the study also reveals that the credibility and authenticity of online 

reviews are critical factors that influence customer trust. TVS Company can 

enhance its online reputation by encouraging genuine and unbiased reviews 

from verified customers. Overall, this study underscores the importance of 

online reviews in shaping customer purchase behaviour for TVS Company and 

emphasizes the need for a proactive approach in managing and leveraging these 

reviews to drive sales and customer satisfaction. 

 

 

 

 


