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EXECUTIVE SUMMARY 

This project is based on the study on “Customer Relationship Management with special 

reference to Mandovi Motors Pvt. Ltd”. This study very much helpful to the researcher to 

know the Customer Relationship Management of the firm. Here the objectives of the study 

included; to understand the current existing practice of Customer Relationship Management 

by Mandovi Motors Pvt. Ltd. To study the significance of Customer Relationship 

Management at Mandovi Motors  Pvt. Ltd .To study the needs of the customers at Mandovi 

Motors  Pvt. Ltd .To find the effectiveness of Customer Relationship Management followed 

by Mandovi Motors  Pvt. Ltd . 

This study mainly divided in into five chapters. The initial chapter gives the Introduction, 

introduction about the internship, topic chosen for the study, and objectives of the study, need 

for the study, scope of the study, methodology adopted literature review as well as limitations 

of the study. The second chapter gives a clear history of industrial profile as well as company 

profile, promoters, vision, mission and quality policy, products profile, areas of operation, 

competitor’s information, SWOT analysis, future growth and prospects, and financial 

statement of the company by calculating different type of ratios. 

The third chapter includes theoretical background of the study, which refers to the elaborative 

the topic on “Customer Relationship Management”. The fourth chapter includes the contains 

the data analysis and the interpretation where analysis is done on Customer Relationship 

Management using tables and charts. The fifth chapter provides findings, suggestions, and 

conclusion. At last bibliography and questionnaire are appended in this report.  

 

 

 

 

 

 

 

 

 

 

 


