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EXECUTIVE SUMMARY 

A project report titled “A study on Customer Retention Strategies of Bajaj Finserv’s 

EMI card”. Bajaj Finserv is one among the leading lending and insurance providing 

organization. Its business spread all over India. Other benefits given to customers are 

products like EMI card and various types of loans. 

 

Bajaj Finserv is a impressive unit of Bajaj Holdings and Investments which belongs to 

the Non-Banking Financial Institutions. It is not regulated by RBI. 

 

This study is based on the Customer Retention Strategies, which is very much important 

for the company to increase its Customer loyalty and improve relationship with 

customer in the market. EMI card is the product taken for the study, which is a unique 

product given to the existing customers of the Bajaj. 

 

A sample of 150 respondents was studied to obtain firsthand information and a 

questionnaire was prepared. Apart from this, the features and services of EMI card is 

collected through secondary sources. MS Excel tool is used for analyzing data and 

results are drawn out based on the output given by the MS Excel tool. 

 

The findings show that even though customers are satisfied with the services given by 

EMI card, they are not completely aware about the product and its customer retention 

strategies. They would like to continue buying through EMI card only when there is a 

certain limit on the service charges further and they would prefer EMI card to others 

also and they wants to lower down the CIBIL Score. 

 


