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Abstract—The main objective of this topic to study about the customer satisfaction at GSS In Chickballapur through
this the concept of CS describes about the method of maintaining a firm’s contact with the current and potential
customers. It mainly uses data examination about the customer’s needs and wants to satisfy customers and they are
specially focusing on the customer retention and increase their sales. Through this analysing customer satisfaction
between the GSS and customer they maintained, customer loyalty towards brand of LUMINOUS, customer satisfaction
level and the value-added services and products offered by the GSS to their customers. The data collected from the
respondents of 120 members that is primary data for this data collection questionnaires are prepared that it include open
ended and close ended questions that are framed and convince sampling method were adopted through this data analysis
and interpretation are done on the basis of percentage analysis by this we had find out more number respondents that
they are men’s. Through this survey we came to know about the CS concept was successfully implemented by the
organization by this they had fulfilling the needs and wants of their customer’s and their future expectations also. Our
survey questions like quality ratings, pricing, reference, product offers and discount information, , customer payment
methods, staff behaviour and comparison of other brands for this all questions in survey positively given their opinions
through all this reason that the concept CS implementation in the firm and lastly we can say GSS today also giving tough
competition in front of the other electronic brands in the market.

Keywords—Customer Retention, Customer Payment Methods, Customer Satisfaction, Pricing, Quality.

INTRODUCTION

The business developed inside the twentieth century and is today one among the most significant worldwide
enterprises. Contemporary society utilizes an enormous exhibit of electronic gadgets inbuilt computerized or semi-
mechanized production lines worked by the business. Items are essentially collected from metal-oxide-semiconductor
(MOS) transistors and coordinated circuits, the last mainly by photolithography and now and then on PC circuit
sheets. The size of the business and thusly the utilization of poisonous materials, likewise because the trouble of
reusing has prompted a progression of issues with electronic waste. Luminous Power Technologies (P) Limited might
be a New Delhi put together organization which was established with respect to 10 June 1908. By 1991, the essential
Luminous Inverter got unrolled. After three years the essential continuous force flexibly gadget (UPS) by the corporate
was conveyed to the market. The following 14 six years were spent in advancement and further improving its
contributions. When the new century rolled over the main Luminous Inverter" was traded. Development In the in the
meantime, Luminous chose to fabricate batteries. As a result, a plant set up in 2004. Around the same time Luminous
went into a concurrence with Eagle Picher Inc. a USA major and a pacesetter in battery innovation. Falcon Picher Inc. is
a sharp gear provider to such differing businesses and exercises as car, space, and synthetic handling, and safeguard,
natural, clinical, and atomic applications. Its hard-core modified batteries are working inside the most requesting
conditions like spaceships and on planet Mars.
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CUSTOMER

The expression "“client” has its beginning from "custom" which recommends "propensity”. Any shopper might be a
specific one that every now and again visits a chose shop, making it a propensity to get items specific of that shop and
with whom the businessperson needs to keep up a relationship to remain their "custom," which means anticipated buys
later on. Clients are moving sands. It going to or probably will not come back to a past specialist co-op resulting time.

SATISFACTION

Fulfilment might be an authoritative inclination goodness and harmony that one decides in the wake of fulfilling a
hankering, need, or want. It would be seen that inside the current investigation, customers understanding concur and
unequivocally concur with) the examination's declarations will show consumer loyalty levels.

CUSTOMER SATISFACTION

Consumer satisfaction is one of the first significant principles affecting conspicuous change in work arrangement of any
association including banks to require care of their clients and search out new clients. The consumer loyalty is that the
resultant inclination picked up by the client in the wake of going through his well-deserved cash. So also, disappointment
results during or in the wake of buying a legitimate or administration by the client.

REVIEW OF LITERATURE

Consumer loyalty is an assessment of distinction between earlier assumptions regarding item and its genuine presentation.
Consumer loyalty is the way clients respond towards the condition of fulfilment, and how clients judge the fulfilment
level (Hanif, Hafez and Riaz, 2010). Customer fulfilment is the response of client toward condition of the satisfaction
and judgment of client about that satisfied state (Khayyat and Heshmati, 2012).Customer fulfilment is the desire before
expending an item in regards to quality or it is a pre-utilization judgment or expectation(bae,2012).Satisfaction is a result
of procurement where purchaser contrast cost and compensates and the foreseen consequences (Maxham,2001).There is
consistently a positive connection between consumer loyalty and benefit amplification of an organization (bowen & chen,
2001). No one is significant than clients and their fulfilment is a definitive target through progress in administrations as
far as seriousness and it spares future income in addition to it turns into the reason for cost decrease in future(Yuan Hu,
Ching-Chan& Cheng, Hong, 2010).Customer fulfilment is the apparent inclination of a client for which the individual in
question has set principles if his desires coordinate with the standard he is satisfied(Eggert & Ulaga, 2002).There are
number of royal investigations on explicit relationship of workers fulfilment. Frequently the nature of the relationship is
called fulfilment reflect which gives a thought that accomplishment of business is from fulfilment of representative which
is reflected in term of the consumer loyalty. Administration quality is gotten from representative fulfilment for instance
if workers are fulfilled it has direct impact on both consumer loyalty and administration equality (Madern, Maull, Smart
& Baker, 2005). There is a huge impact of consumer loyalty on the exhibition of business and through consumer loyalty.

Kristensen et al. (1999) states client/consumer loyalty is an evaluative reaction of the product buy and utilization
experience coming about because of an examination of what was normal and what is gotten. The general end from his
investigation is that desires impact consumer loyalty and consequently the impact are frequently positive, negative, or
non-existent. The survey of this writing shows meaning of consumer loyalty. Consumer loyalty is critical inside the light
of the very reality that clients are the principal wellspring of most firms' income. It is comprehended from the above
writings that consumer loyalty is chosen by a procedure of looking at what clients get against what they purchase getting
the administration.

IMPORTANCE OF THE STUDY

The Customer satisfaction plays necessary job in handling an organization’s connection with existing customers and
present customers. It is primarily helpful that the information examination about their customers history with a GSS
(Luminous) organization. Considering that the knowledge data GSS (Luminous) can improve their account with their
customers. The best products of luminous like batteries, invertors, fan and led bulbs. They’re mostly concentrating on the
upkeep of the customer towards their item quality brand. Customer satisfaction fundamentally innovative terms may be
a blunder the more valuable approach to consider Customer satisfaction may be a procedure which will help compile a
lot of a pieces of knowledge about customers, deals, marketing effectiveness, responsiveness and market trends through
this we will consider about the customer behaviour, towards their item and furthermore through this concept the
organization are often expanded their incomes.
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STATEMENT OF THE PROBLEM

The study on consumer preference revels to the management about the taste, preference choice of different people and so
on. This study will help to gain knowledge about the factors influencing on a consumer to prefer luminous products and
GSS services and problems faced by them using such a product. In this research the study will analyze, whether the
customer is satisfied or not with the GSS service and luminous products.

OBJECTIVES OF THE STUDY
e To investigation customer satisfaction towards radiant items.
e To recognize the variables affecting the clients to pick brilliant items.
e To know the client’s recognition about highlights, cost of glowing items.

e To know the customer satisfaction towards the business administration offers by beginning frameworks and
arrangements.

SCOPE OF THE STUDY
e Todiscover planned clients.
e It helps in discovering contender’s quality just as is shortcomings.

e This study causes the organization to discover its escape clause in by and large administrations which given by
them.

e Itis useful to see the clients.
e Itis useful to comprehend and examine the elements that impact the clients.
LIMITATIONS OF THE STUDY
e The study is going to be restricted to only chickaballapur.
e The period of time available are going to be very limited.
e Very less intervention because the officials are busy in their routine work.
e A number of the officials at the GSS (LUMINOUS) might not reveal full information and data.
e Personal opinion of respondents.
RESEARCH METHODOLOGY
SAMPLING:

Convenience sampling also known as availability sampling is a specific type of nonprobability sampling method that
relies on data collection from population members who are conveniently available to participate in study.

SOURCES OF DATA:

The collection data will be of greater significance for drawing correct and valid conclusion for the investigation. The
sources would be classified into two:

1. Primary data
2. Secondary data
PRIMARY DATA

The primary data will be collected through a questionnaire. Open-ended, closed ended and Yes or No questions will be
used in drafting the questionnaire. There will be also various other Factors such as personal feeling about the products,
their satisfaction levels, etc., will be also included. Interview administered closed end questions will be given to the
department heads of the company to collect the information about product and marketing strategies implemented and an
observation of the information will be carried on.
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SECONDARY DATA
The sources of secondary data will be extracted from various through newspaper journals, magazines, websites, etc.
POPULATION: Customer of the Genesis systems and solutions (luminous)
SAMPLE SIZE: 120 Respondents (customers)
SAMPLING METHODOLOGY: Data would be collected by using convenience sampling
TOOLS FOR DATA COLLECTION:

Questionnaires, observations, telephone communication, focus groups and interviews are among some of the most used
technique.

DATA ANALYSIS AND INTERPRETATIONS

TABLE 1: GSS (LUMINOUS) CUSTOMER’S AGE

AGE NO. OF RESPONDENTS |PERCENTAGE
Below 25 Years 22 18%
25-35 Years 66 55%
35-55 Years 20 17%
/Above 55 Years 12 10%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for the age data, 18% of them were below 25 years, 55% were in the age group between 25 to 35 years and
17% were in the category of 35 to 55 years and the remaining 10% were above 55 years age. Most of the customers fall
in the category of 25 to 35 years and 35 to 55 years

TABLE 2: GSS (LUMINOUS) CUSTOMER’S GENDER OF RESPONDENTS
GENDER |NO. OF RESPONDENTS |[PERCENTAGE

Male 96 80%
Female 24 20%
Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for gender respondents, 80% of them males and only 20% were female who uses the GSS (Luminous)
Products.

TABLE 3: GSS (LUMINOUS) CUSTOMER’S MARITAL STATUS
GENDER |NO. OF RESPONDENTS |PERCENTAGE

Married 88 73%
Unmarried 32 27%
Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed about the marital status, 73% of them are married and only 27% of them are unmarried
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TABLE 4: GSS (LUMINOUS) CUSTOMER’S EDUCATIONAL QUALIFICATION

CRITERIA |NO. OF RESPONDENTS |PERCENTAGE
Pre-university 22 18%
Undergraduate 44 37%
Postgraduate 23 19%
Others 31 26%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed about the educational qualification, 18% of them were Preuniversity, 37% of them were Under graduates,
19% were post graduates, 26% were others means they are tenth standard (SSLC) indicated and some are told they

obtained school education only.

TABLE 5: GSS (LUMINOUS) CUSTOMER’S OCCUPATION

OCCUPATION |[NO. OF RESPONDENTS |PERCENTAGE
Employee 31 26%
Home maker 22 18%
Business 57 48%
Others 10 8%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed about their customers’ occupation, 26% of them were Employed, 18% of them were Homemakers, 48% were

Business and the remaining 8% were others.

TABLE 6: GSS (LUMINOUS) CUSTOMER’S MONTHLY INCOME

INCOME (PER MONTH IN RS.) [NO. OF RESPONDENTS [PERCENTAGE
Up to 20,000 55 46%
20,000-30,000 42 35%
/Above 30,000 23 19%
Total 120 100%

respondents when

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120
interviewed about their customers’ Monthly income, 46% of their Monthly income is below 20,000, 35% of their Monthly
income is above 20,000 and below 30,000; remaining 19% there’s Monthly income is above 30,000.

TABLE 7: GSS (LUMINOUS) CUSTOMER AWARENESS ABOUT THE LUMINOUS PRODUCTS

CRITERIA [NO. OF RESPONDENTS PERCENTAGE
Yes 108 90%
No 12 10%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ awareness about luminous product, 90% of them expressed that they aware of the GSS

(Luminous), 10% felt it was not existing.
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TABLE 7: AWARENESS OF GSS (LUMINOUS) DIFFERENT PRODUCTS OF LUMINOUS
CRITERIA NO. OF RESPONDENTS PERCENTAGE

Yes 106 88%
No 14 12%
Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers the of 120 respondents the majority 88% of
respondent’s customer are aware of different product, and second 12% of respondents are did not know the about the
product so that the customers are know the different brands are available in the market.

TABLE 8: SOURCE OF INFORMATION OR REFERENCE TO CUSTOMER’S ABOUT THE GSS
(LUMINOUS) PRODUCTS

SOURCE OF INFORMATION OR REFERENCE [NO. OF RESPONDENTS [PERCENTAGE
Friends 44 37%
Relatives 36 30%
Social Networks 14 12%
IAdvertisement’s 22 18%
Signage’s 4 3%
Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers regarding how they come to know of GSS (Luminous)Products, 37% of them got the
information from their friends, 30% knew from their relatives, 12% through the social networks and 18% through
advertisements and remaining through the signage’s is 3%.

TABLE 9: GSS (LUMINOUS) CUSTOMER’S OPINION REGARDING THE PRICE OF GSS (LUMINOUS)
PRODUCTS

CRITERIA [NO. OF RESPONDENTS PERCENTAGE
Exorbitant 22 18%
Reasonable 55 46%
Economical 32 27%
Cheap 11 9%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ opinion regarding the price of GSS(Luminous) Products, 18% of them were felt it was
exorbitant, 46% of them feel the prices were reasonable, 27% expressed it was economical and the remaining 9% of the
affirmed that the prices were cheap.

TABLE 10: GSS (LUMINOUS) CUSTOMER’S OPINION REGARDING THE QUALITY RATINGS OF GSS
(LUMINOUS) PRODUCTS

QUALITY RATINGS OF PRODUCTS [NO. OF RESPONDENTS |PERCENTAGE

Excellent 44 37%
\Very Good 36 30%
Good 22 18%
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Average 14 12%
Poor 4 3%
Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ opinion regarding Quality ratings of GSS Products, 37% of them were felt it excellent, 30%
felt it was very good, 18% expressed it was good, 12% of the un affirmed that it was average quality and we 3%are
negatively expressed it as poor quality.

TABLE 11: GSS (LUMINOUS) CUSTOMER’S OPINION REGARDING PRODUCT INFORMATION
SHARING

CRITERIA NO. OF RESPONDENTS PERCENTAGE

Yes 98 82%
No 22 18%
Total 120 100

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ opinion regarding product information sharing 82% agreed and confirmed it was shared with
them by GSS and only 18% expressed negative of such an exercise of GSS.

TABLE 12: CUSTOMER’S OPINION REGARDING GSS (LUMINOUS) PRODUCT OFFERS AND
DISCOUNTS INFORMATION SHARING

CRITERIA [NO. OF RESPONDENTS [PERCENTAGE
Yes 95 79%
No 25 21%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ opinion about GSS (Luminous) Product Offers and Discounts Information sharing, 79%
agreed and confirmed it was shared with them by GSS and only 21% expressed negative of such an exercise of GSS.

TABLE 13: CUSTOMERS’ OPINION REGARDING SERVICE COURTESY OF COUNTER SALES STAFF
OF GSS (LUMINOUS)

CRITERIA [NO. OF RESPONDENTS PERCENTAGE
Excellent 55 46%
\Very Good 35 29%
Good 15 13%
/Average 10 8%
Poor 5 4%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customers’ opinion regarding service courtesy of counter sales staff of GSS(Luminous), 46% felt it was
excellent, 29% affirmed it was very good, 13% opinioned it was good, 8% said it was average and the remaining 4%
opinioned negatively as poor. Most of them feel that it was Excellent, very good and good are they obtained by the
opinions of the customers.
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TABLE 14: CUSTOMER’S OPINION REGARDING CLEANLINESS AND STAFF BEHAVIOR OF GSS

(LUMINOUS)

CRITERIA [NO. OF RESPONDENTS PERCENTAGE
Excellent 35 29%
\Very Good 55 46%
Good 10 8%
IAverage 15 13%
Poor 5 4%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customer’s opinion regarding service courtesy of counter sales staff of GSS(Luminous), 29% felt it was
excellent, 46% affirmed it was very good,8% opinioned it was good, 13% said it was average and the remaining 4%
opinioned negatively as poor. Most of them feel that it was very good.

TABLE 15: SOURCES OF PURCHASE OF GSS (LUMINOUS) PRODUCTS

CRITERIA [NO. OF RESPONDENTS PERCENTAGE
Cash 60 50%
Cards 44 37%
EMI 16 13%

Total 120 100%

Interpretation: The 120 respondents who are GSS (Luminous) Customers. The sample of 120 respondents when
interviewed for customer’s opinion regarding the purchasing of products at GSS that the payments made by customers
the cash through purchased customer is more when compare to cards and Emi so through the pie chart we can observe
that 50% through the cash purchase. 37%through the cards that are made and remaining them, they had obtained through

the Emi is 13%.
TABLE 15: COMPARISON OF CUSTOMER’S SATISFACTION TOWARDS LUMINOUS PRODUCTS

SATISFACTION OF| HIGHLY NEED TO BE
SATISFIED POOR|TOTAL
BRANDS SATISFIED IMPROVED
Luminous Products 46% 27% 18% 9% | 100%
Microtek Products 29% 46% 15% | 10% | 100%
IAmaron Products 26% 48% 18% 8% | 100%

Interpretation: The sample of 120 respondents when interviewed for customer’s opinion regarding satisfaction towards
luminous products And other brands like, Microtek Products, Amaron Products through the graph we can understand that
customers have good opinion towards the luminous products majority of them said 46% highly satisfied towards the
luminous products. Amaron Products towards its opinion also good most of them they are saying that is satisfied of 48%.
Remaining that is opinion given by customers that they need to be improved that is 18% and Microtek Products majority
of them said satisfied level is 46%.When we observe through the graph the GSS (Luminous) the more of the customers
have good feedback towards it .

FINDINGS OF THE STUDY

¢+ It can be derived that the GSS (Luminous) Customers are youth and middle-aged men. because through the age
firstly more number of respondents are men and their age is between 25-35 years that they are middle aged men
is 55% and secondly the more number of respondents are their age is below 25 years that they are belongs to young
generation is 18%.
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It can be derived that the GSS (Luminous) Customers were predominantly men. Because through the gender of
respondents in that greater number of male respondents that they are 80%. So, through this we came to understand
the men’s only more visiting to the GSS (Luminous) for the purchasing of their needs.

It can be derived that the GSS (Luminous) Customers were predominantly men and were married and settled.
According to the survey 73% of respondents that they are married only few numbers unmarried are 27% through
this purchasing decision in family will be done by elder men’s in every family.

It can be derived that the GSS (Luminous) Customers were predominantly men and literates and highly educated
in the society. According to the survey a greater number of respondents that they are under graduates is 44%.

It can be derived that the GSS (Luminous) Customers were predominantly men and were from enterprise.
According to this survey more number respondents are business is 42% through this nearly half of the respondents
are Business and secondly a greater number of respondents are employed men’s is 26%.

It can be derived that the GSS (Luminous) Customers were predominantly men and there’s Monthly income of
middle class and rich class of the society are more than the lower class of the society. Through the survey when
combined the both middle income of people of respondents are 46% of their income is below 20,000 and middle
income of people are 35% of their income is between 20,000- 30,000 totally the combined the both of above the
group of people is 81% and remaining Upper income people of respondents are 19%.

It can be derived that the GSS (Luminous) Customers. The 120 respondents when interviewed for customers’
awareness about luminous product, 90% of them expressed that they aware of the GSS (Luminous), 10% felt it
was not existing.

It can be fairly derived that the GSS (Luminous) Customers the of 120 respondents the majority 88% of
respondent’s customer are aware of different product, and second 12% of respondents are did not know the about
the product so that the customers are know the different brands are available in the market.

It can be derived that the GSS Customers knew about GSS (Luminous) products through their friends and
relatives. According to this survey the maximum number of respondents are friends is 37% and secondly more
number of respondents are relatives is 30% when combining the both the friends and relatives are more than others
like social network, advertisements and signage’s.

It can be derived that the GSS (Luminous) Customers fairly emphasized that the prices of GSS Products were
reasonable and affordable. Through this customer’s opinion regarding the GSS (Luminous) products are the
maximum number of respondents are indicated that they reasonable of 46%.the secondly maximum number of
them said that are economical of 27%. When combining the above are more than the other options given are
exorbitant and cheap.

It can be derived that the GSS (Luminous) Products Quality ratings were Excellent and very good. According to
this survey maximum number respondents that they had indicated excellent quality for the GSS products is
37%.secondly the more number of respondents that they had indicated very good is 30% the above options more
than the other options given are average and poor.

It can be derived that the GSS (Luminous) had created and maintained a system of information sharing of their
products with their customers. According to this survey maximum number of respondents that they had expressed
yes is 82% through this we can understand that the product information given properly regarding their products
and what range of products that’s start that accurate information given by sales executives and others that they had
indicated negatively as No is 18%.

It can be emphasized that the GSS (Luminous) had created and maintained a system of information sharing
regarding Product Offers and Discounts Information sharing with their customers. Through this survey the
maximum number of respondents that they are aware of it about the product offers and discount given by GSS
they had indicated Yes is 79%.and remaining that they had indicated No is 21%.

It can be emphasized that the GSS’s service courtesy of counter sales staff of GSS (Luminous) was excellent
through their customers. According to this survey maximum number of respondents that they had indicated
Excellent is 46% through this we can understand that half of the customers were happy regarding their service of
counter sales staff behaviour and remaining options also responded positively that is very good and good is 29%
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and 13%and average that they are opinioned that is 8% and lastly the option the poor only 4% that they had
indicated.

It can be emphasized that Customer’s opinion regarding Cleanliness and Staff Behavior of GSS (Luminous) was
very good that they are given by the experience of customers inside the GSS ENTERPRISE .because each thing
will be observed by the customers and how the staff treated them and provided the information about the products
and finally the opinion that are shared by the GSS customers. Through this survey maximum numbers that they
had indicated very good is 46%.

It can be derived that the GSS (Luminous) customers are majority of them that they are purchased through the
cash only. According to this survey maximum number of respondents that they indicated through the cash option
is 50% and remaining that they had purchased through the cards is 37% and lastly Emi option that the respondents
that they are indicated is 13%.

It can be emphasized that Customer’s opinion regarding the satisfaction of brands most of them are said that the
Luminous products .but we came to existing in the market to give a competition in the market but they need to be
improved otherwise they can’t exist in this market through this we can say they should improve their marketing
strategies and should satisfy customers wants .According to this survey we came to know that maximum
respondents that they had indicated highly satisfied brand is Luminous products is 46% and Microtek brand that
they had 29% respondents. Amaron brand that they had 24% respondents. Through this comparison of Electronics
brand with other Electronics were done and gained opinion from the respondents. Understand that Amaron
products that they also giving tough competition in market to become a market leader in the field of Electronics
and lastly, we can say about the Microtek products they are also.

SUGGESTIONS

It is suggested that the GSS (Luminous) should provide cash discount to attract more Customers.

It is recommended that the GSS (Luminous) should take comments and complaints from the purchasers not only
through face to face interviews but also through surveys.

It is suggested that the GSS (Luminous) should be flexible in its rules and procedures for the purchasers’ favor.

It is recommended that the GSS (Luminous) should use information technology for Customer satisfies to make
the marketing efforts easy and accurate.

It is suggested that the GSS (Luminous) should maintain stronger customer bonding by providing social and
financial benefits.

It is recommended that the GSS (Luminous) should concentrate more customer service to retain maximum
customers.

Customer satisfaction to be executed with full force devoting assets viz., Finance, Human, Infrastructure,
Marketing, and so on.

The correspondence must be connected and an information base of Customer Contacts to be built up, with the goal
that interchanges are often sent to them.

The evaluating of the things to be returned to their customers

To supply proper information regarding their products, their designs that are available, product durability that is
available through technical assistance on websites that are accessible 24/7

CONCLUSION

Customer satisfaction is a significant exhibition type and essential differentiator business procedures. Subsequently, the
more is customer satisfaction more is that the business and more is that the fulfillment kept up with client. Customer
satisfaction is predicated on client on the grounds that endure was made in the market and concentrated on the consumer
loyalty and subsequently the client is turning into a key factor for the little and enormous organizations. The organizations
realize that is cost is more to amass another client than to initiate a current client for making a purchasing bargain. Another
part of endurance of customer satisfaction is that realizing the client better and furthermore his/her inclinations will permit
the organizations to gather new clients more effectively and encourages targets strategically pitching. Our investigation
of overview that has concentrated on consumer loyalty, faithfulness, trust, maintenance, and client purchasing conduct is
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that the proportion of how the needs, wants and reactions are teamed up and conveyed to exist client desire. In the present
serious business commercial center Customer fulfillment is a significant presentation type and essential differentiator
business techniques. Thus, the more is consumer loyalty more is that the business and more we fulfill client.
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