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Executive summary 

 

In this modern world infrastructure is developing in a such way that which shows the 

development in the economy. In the fast-growing economy infrastructure  plays an important 

role, so the cement industries are directly linked with growing infrastructure UltraTech is one 

of the leading companies in the cement industry. And it is also called as Indian no 1 cement 

brand. Ultratech cement which has large number of various types of product which increases 

the stability of building. In the Indian sector about 71% of cement market is occupied by 

UltraTech cements. 

 

The study is based on buying behaviour towards special type of cement product and 

acceptance. The study shows the buying behaviour of customers towards a new product. The 

study on UltraTech cements buying behaviour which includes company profile, a brief 

history of  UltraTech, various products of UltraTech and analysis have been made through 

the detailed survey on buyers and dealers. In the analyst part, objectives and data collection 

method, sampling design, sampling size, sampling method and mainly I have collected the 

primary data using questionnaires. The major finding in the survey conducted show that bulk 

of the customers are highly satisfied with time and cost savings. Finally, recommendations, 

limitations and conclusions are derived. 

 

 

 

                                

 

 

 

 

 

 

 

 


