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EXECUTIVE SUMMARY 

The project title “A study the level of customer satisfaction towards Bajaj Finserv” in Mysore. 

Customer’s satisfaction is one of the most important factors for a sales company as they 

distribute the products to the customers from the company and they have direct conduct with the 

customers. 

As there is tough competition in the market and it is very much important for Bajaj Finserv to 

have satisfied customers. A satisfied customer is an asset for the company who will make repeat 

purchase and bring new customers. 

This research is based on primary as well secondary data, however primary data collection was 

given more importance. Research has been done by primary data collection, and primary data has 

been collected by interacting with sales executives, and it was constructed in a manner of getting 

maximum information from the sales executive. Secondary data has been collected from 

company database. 

The study was conducted based on questionnaires to collect the necessary data: question were 

asked and the necessary information was filled on the basis of the respondent answer. The 

questionnaires are in the structured from, the researcher study was done with the structured 

personal interview. 
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