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Abstract: 

 

This research aims to understand the consumer buying behavior on various leather products at 

Deven textile Industries Pvt. Ltd., Bhiwadi. From the research It has been found that there are 

several factors which influence consumer’s purchase decision and post purchase evaluation of 

leather products. The research is exploratory in nature wherein questionnaire has been used to 

analyze the impact. Sample has been identified from the convenient sampling.  Findings of the 

study have been arrived at the most moving leather linens was 50gsm fabrics, 60gsm fabrics and 

6mtr fabrics mainly due to the price range and the Loop knit and Single knit designs and the 

vibrant colors available within a budgeted range. Likewise, in the Leather items, the most 

moving were, as of their price range and the variant colors availability. It is clearly understood 

that, from the available quality within a descent price range makes Deven textile different from 

the competitors and Impacts consumer’s brand loyalty.      

  

Keywords: Buying Behavior, Leather Product, Textile Industry, Quality, Pre-Purchase & Post -

Purchase  

 

 

INTRODUCTION 

 

The study on the buyer behavior of the India population and its regard to the products 

associated with the company, Deven Textile Industries Pvt Ltd. The buyer behavior explains all 

about the details regarding to the general behavior of the studied population. The general 

pattern, the way and methods of each buyer and how they end up choosing a product among the 

variety they have and the classification they have about choosing it. 

 

Consumer behavior concern with consumer need consumer actions in the direction of satisfying 

needs leads to his behavior of every individual depend on thinking process and internal and 

external influences of buying behavior. 

 

 



Periyar Journal of Research in Business and Development Studies, 4(2), July-December 2019, ISSN 2456-0987(O) 
 

40 
Bi-annual e-Journal published by Periyar Management and Computer College, New Delhi 

 
 

INTERNAL INFLUENCES OF BUYERS 

 
1. Psychographics (lifestyle), 

 
2. Personality, motivation, knowledge, 

 
3. Attitudes, 

 
4. Beliefs, and 

 
5. Feelings. 

 
6. Demographics, 

 

EXTERNAL INFLUENCES OF BUYERS 

 
1) Culture, 

 
2) Sub-culture, 

 
3) Locality, 

 
4) Royalty, 

 
5) Ethnicity, 

 
6) Family, 

 
7) Social class, 

 
8) Reference groups, 

 
9) Lifestyle, and market mix factors. 

 

 

SCOPE OF STUDY 

 

This article will help in finding out what strategies to make in order to fulfill the needs and 

wants of the customers and create a competitive advantage in the retail market for Deven 

Textile. 

     
OBJECTIVE TO STUDY 
  

1. To know the potential of the Deven textile different GSM knitted and woven products 

across India and understand it through a thorough study of the behavior of the buyer 

visiting the market. 

2. To find out various factors influence purchase decision. 

 

3. To find various factors that impact post purchase evaluation.  
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LITERATURE REVIEW 

  

"Nothing is more difficult and therefore, more precious, than to be able to decide is quoted to be 

the words of Napoleon. This is amply true in the case of consumer too. It is for this reason that 

the marketers are bound to have a full knowledge of the consumer – buying decision process. 

However, it should be remembered that the actual act of purchasing is only one stage in the 

process and the process is initiated at the several stages prior to the actual purchase. Secondly 

even though we find that purchase is one of the final links in the chain of process, not all 

decision processes lead to purchase. The individual consumer may terminate the process during 

any stage. Finally, not all consumer decisions always include all stages. Persons engaged in 

extensive decision making usually employ all stages of this decision process. Whereas those 

engaged in limited decisions making and routine response behaviour may omit some stages. The 

consumer decision process is composed of two parts, the process itself and the factors affecting 

the process. (Batra 371-489) 

 

A buyer makes a purchase of a product or a brand and this can be termed “product buying 

motives" and the reason behind the purchase from a seller is “patronage motives" 

 

When a person gets his pay packet, and if he is educated, sits down along with his company 

employee and prepares a company budget, by appropriating the amount to different needs. It may 

happen that after a trip to the market, they might have purchased some items, which are not in 

the budget, and thus there arises a deviation from the budgeted items and expenditure. All the 

behavior of human beings during the purchase may be termed as "buyer behavior". Consumers 

are continually making choices among products, the consequences of which they are but dimly 

aware. Not only do consumers lack full information about the prices of goods, but their 

information is probably even poorer about the quality variation of products simply because the 

latter information is more difficult to obtain. One can, for example, readily determine the price of 

television set; it is more difficult to determine its performance characteristics under various 

conditions or its expected need for repairs. 
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This article contends that limitations of consumer information about quality have profound 

effects upon the market structure of consumer goods. Monopoly power for a consumer good will 

be greater if consumers know about the quality of only a few brands of that good. (Raska and 

Nichols, 11:423-442) 

 
 
 
RESEARCH METHODOLOGY 

 

Research Design: Descriptive Design: Nature of the study undertaken is descriptive and the 

population which has been taken under are the potential customers visiting the 12 franchised 

outlets of Bombay Dyeing across Mumbai 

 

Sample and Sample Size 

nit of Study are the consumers in the factory store of bhiwadi in number from the observed 

factory stores. 

 

Data Source and Method of Collection: 
 
Primary data: 

In this project, primary data is collected through questionnaire by observing the buyers in the 

Deven textile Bhiwadi. 

 

 

Secondary Data: 

Secondary data was collected by studying annual report of the company and other 

competitors. The websites of competitors were also studied for this purpose & data was 

gathered. 

 
 

DATA ANALYSIS AND INTERPRETATION 

 

MS Excel was used for data analysis. These included pie charts, bar graphs & line graphs to 

represent the facts and figures for data representation and interpretation. 
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Table No. 1. showing what factors exclusively make the observed customers purchase from the 

factory. 

 

      Figure showing what factors exclusively make the observed customers purchase from 

the factory, Figure 1. 

 

 

INTERPRETATION: As the company Deven textile is known for its quality over the 

years from its origin. Even the observed customers under the study conducted also agreed to 

the same as the reason to make their purchase. Followed by the print designs and the 

selections available in each of these factories make it a point for the customers very little 

options to switch from the brand. 

 

Table No. 2 Showing fast-moving shoes article of Deven textile during the observed study 

period 

 

Figure showing the fast-moving shoes article of Deven textile during the observed study 

period, Figure 2. 
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INTEPRETATION: Automotive, shoes line, railways and upholstery topped in the 

customer preference in shoes line product of the company from these observed Factory as per 

the designs and the color variance available in these shoes article than the other 4 brands of 

the company.  

Table No. 3 Showing why the customers stick on to the brand Deven textile for a long period 

of time. 

 

 
Figure showing why the customers stick on to the brand deven textile for a long period of 

time, Figure 4.9 
 
 

INTERPRETATION: Quality factor is driving factor which Deven textile has whichmakes it 

distinct from the other brands and even the customers agreed on to it undoubtedly. Since its 

origin the company is renowned for the quality not being compromised in their products which 

being the differentiating feature in the company products. Followed by the designs, 

customization options being provided by the company for the customer are well enjoyed. Table 

No. 4 Showing what according to the customers make the company products different so that 

they make their purchase there often 

 

 
 

Figure showing what according to the customers make the company products different so 

that they make their purchase there often, Figure 4. 
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INTERPRETATION: Deven textile has been in the Indian market for a long period of timeand 

they have been topped in the product quality aspect and the product availability even in today’s 

scenario the company tries to keep its values and promises to the customer that the company can 

have the priority in comparison with its competitors. The price ranges being given by the 

company without being compromising with the quality and the offers and discounts provided 

according to the seasons and the relationship maintained with the customers all protrudes the 

feature that the company is being preferred more and more 

 

Table No. 5 Showing the Improvement in technical enchantment skills services needed to 

the customer. 

 

 
 

Figure showing the Improvement in technical enchantment skills services needed to the 

customer. Figure 5. 

INTERPRETATION:  The Company have to see the technical enchantment skills that has been 

improve for providing better quality product and services some of the suggestion are  the 

customer need test report of the product ,improvement in product design , packaging list and 

GSM report that customer need the improvement in technical enchantment skills services. 

 

 

Table No. 6 Showing Feedback and suggestion 
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Figure showing the Improvement in technical enchantment skills services needed to the 

customer. Figure 6. 

 

INTERPRETATION:  The Company have to see the various feedback and suggestion the 

customer have given some of them are providing goods on time, solve the customer problem and 

return of damage product all these query should be seen by the company because it important to 

take the customer feedback and suggestion if there is any problem company need to solve as 

soon as possible.  

 

SUMMARY OF DATA INTERPRETATION 

 

The study provided useful insights into the company and its functioning. Analyzing the buyer 

behavior of the companies’ products and the factors which are affecting for product selling and 

the getting an intact view on the most moving brands in shoes and leather collections where 

really helpful to the study and also to the understanding of the company even better. With the 

innovative and the usage of effective technologies the company will be effective in achieving its 

future goals thus contributing to the country’s economy. Deven Textile Industries Pvt. Ltd., 

Bhiwadi is one of the strong contributors to the whole of the industries economy. Raising the 

company standards into a whole new level by introducing and innovating the product line, it is 

trying to be the market leader nationally and by its cross-border businesses. 
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CONCLUSION  
 

Despite the harnesses being faced by the industry with the governmental restrictions on the sale 

and promotion the effort being put by the technological side of the company should be 

appreciated. And the effective try on the introduction of whole new patterns, designs according 

to the general needs and to the current trends and being ahead of the competitors with these 

factors are worth the effort of the company approved by the customers whole over India. 

 

LIMITATIONS OF THE STUDY 

• The study was confined only to Bhiwadi and NCR Area. 
 

• Time period of the study (50 days). 
 

• Data was collected from a small sample size, so it cannot be generalized for 

entire country. 
 

• Data analysis was restricted to the use of MS Excel. 
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QUESIONNAIRE 
 
 

1. Name of the company 

 

2. Male/ female  
 

PRE -PURCHASE: 

 

1. How often do you come for the purchase in the Deven textile industries? 

 

Once a month  
 

Every fortnight                                       
 

Weekly                                             

  
Occasionally                                          

 

2. What factors exclusively make you to purchase in Deven textile industries 

 

Quality                                                      
  

Selections                                                 
 

Print designs      

 

           3.  Is the communication line satisfactory in the factory that you find no 

               complexity in approaching? 

 

To a great extend                                   
 

Somewhat                                              
 

Very   
 

Not at   
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4. Do you prefer the interactive product experience which is being offered in the factory 

relating to the different products and its features? 

 

To a great extend                                    
 

Somewhat                                               
 

Very little                                                
 

Not at all                                                  
 

5. Is the quality being able to meet the requirements as per their say? 

 

To a great   
 

Somewhat   
 

Very little                                                 
 

Not at all                                                   
 

 

 

PURCHASE: 

 

 6.  Most purchaser falls under category 

 

      Teenagers (13 – 19)  
 

      Adults (20 - 50)                                                   
 

      Senior Citizens (51&above)                          
 
7. Items bought: 

 

Automotive            

Shoes line 

Upholstery 

Railways 

  8. Total value if the bill (after discount, if any)                          
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POST PURCHASE 

 

9. How long have you been a customer to the Deven textile, if long, why do you stick on 

to the brand? 

 

Quality                                                       
 

Designs                                                     
 

After sale services                                     
 

Customization                                          

 

The customer relation                               
 

Others (specify)  
 
 

10. How do you rate the experiential marketing and merchandise techniques adopted by the 

company? 

                                         To a great extend                                                                
 

Some what                                                              
 

Very little                                                        
 

Not at all  
 

11. Comparing the other brands in the same product category what according to you makes 

Deven textile products different so that you make your purchase here? 

          
Product availability                                      
Different designs                                               

Price ranges                                                       
Competitor advantages                                           

Offers and Discounts                                      

Relationships                                                                               
 

 
 


