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Abstract: Consumer buying behavior plays a significant role in determining the success of construction product
manufacturers. The rapid growth of technology and the increasing demand for innovative construction products have
changed the purchasing patterns of consumers. This study aims to analyze the buying behavior of consumers toward
construction products with reference to United Manufacturing. The research focuses on factors such as price, brand
image, product quality, technological features, and after-sales service that influence consumer purchasing decisions.
Primary data were collected through questionnaires from selected respondents, and the data were analyzed using
descriptive statistical methods. The findings reveal that product features, price, and brand reputation significantly influence
consumer preferences when purchasing construction products. The study provides insights that help manufacturers
improve marketing strategies and enhance customer satisfaction.

Keywords: Brand Preference, Consumer Buying Behavior, Customer Satisfaction, Decision Making Process, Industrial
Marketing, Product Quality, Purchase Intention, Sales Performance, Service Quality, Target Market, Technology Adoption,
Value Perception

INTRODUCTION

Consumer buying behavior refers to the process through which individuals search, evaluate, select, purchase, and use
products to satisfy their needs and preferences. In the construction products industry, consumer decisions are strongly
influenced by technological innovation, product specifications, brand image, and promotional strategies. The rapid
advancement of digital technologies and the availability of multiple brands have made consumers more informed and
selective in their purchasing decisions. Construction products such as smartphones, laptops, televisions, and home
appliances have become an essential part of daily life. As a result, manufacturers must understand the behavioral patterns
of consumers in order to design effective marketing strategies and maintain competitiveness in the market. Studies
indicate that factors such as price, convenience, trust, brand perception, and after-sales services significantly influence
consumer decisions when purchasing construction goods. United Manufacturing, as a company involved in the production
and distribution of construction products, must analyze consumer preferences to enhance product development and
marketing performance. Understanding consumer buying behavior helps organizations identify market opportunities,
improve product quality, and strengthen customer loyalty.

OBJECTIVES OF THE STUDY
The major objectives of the study are:
1. To analyze the consumer buying behavior toward construction products.
2. To identify the factors influencing consumer purchasing decisions.
3. To examine the importance of brand image, price, and product features.
4. To study consumer satisfaction toward construction products of United Manufacturing.
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RESEARCH METHODOLOGY

Method Description
Research Type Descriptive Research
Data Source Secondary Data
Tools Used Excel, Charts, Business Analytics Methods
Sample Data Consumer preferences, product reviews, sales trends, and customer feedback related to
construction products
Analysis Techniques Trend Analysis, Consumer Preference Analysis, Performance Comparison

DATA COLLECTION AND PREPARATION
This stage focuses on gathering relevant secondary data from sources such as conference papers, research journals,
company reports, and online databases related to consumer buying behavior and construction products. The collected
data are organized and prepared for analysis to ensure accuracy and reliability in the research process.

ROLE OF DATA ANALYTICS IN IMPROVING CONSUMER SALE PERFORMANCE
Data Collection and Data Preparation
In this stage, relevant data related to consumer sales and business performance are collected from secondary sources
such as research journals, conference papers, company sales reports, and online databases. The collected data include
information about customer purchasing patterns, product sales records, marketing campaigns, and customer feedback.
The data are then cleaned, organized, and prepared for further analysis.
Data Analytics and Consumer Sales Analysis
This phase focuses on applying data analytics techniques to analyze consumer sales performance. Analytical tools such as
Microsoft Excel, charts, and business analytics methods are used to identify patterns in consumer purchasing behavior,
product demand, and sales trends. Techniques such as trend analysis, customer segmentation, and performance
comparison help in understanding how data analytics influences sales growth and customer engagement.
Result Interpretation and Sales Performance Improvement
The final stage involves interpreting the analytical results to determine how data analytics contributes to improving
consumer sales performance. The insights obtained from the analysis help businesses understand consumer preferences,
optimize marketing strategies, improve product offerings, and enhance overall sales performance. Based on the findings,
recommendations are provided to support better decision-making and business growth.

IMPLEMENTATION AREAS

Production and Operations Analytics
Data analytics can be used to monitor and analyze production processes, machine performance, and operational
efficiency.
Supply Chain and Inventory Management
Analytics helps manufacturing companies manage their supply chain more effectively.
Sales and Marketing Analytics
Manufacturing companies can analyze sales data and customer purchasing behavior to understand market demand and
consumer preferences.
Quality Control and Defect Analysis
Data analytics can be used to monitor product quality and detect defects during the manufacturing process.
Customer and After-Sales Service Analytics
Analytics helps companies understand customer feedback, product usage, and service requirements.

BUSINESS PERFORMANCE INDICATORS AT AUDIOPRINTS

Construction Performance Indicator | Before Analytics | After Analytics
Equipment Utilization 55% 80%
Project Completion Rate 60% 82%
Material Waste Reduction 15% 30%
Operational Efficiency 62% 85%
Maintenance Cost Reduction 12% 25%

CHART: IMPACT OF DATA ANALYTICS ON BUSINESS PERFORMANCE EQUIPMENT

Performance Indicator Percentage
Equipment Utilization 80%
Operational Efficiency 88%
Cost Reduction 28%
Inventory Management 82%
Profit Margin 30%
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Impact of Data Analytics on Business Performance (Construction Equipment)
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Interpretation:

The bar chart illustrates the influence of data analytics on key performance indicators in the construction equipment
industry. Each bar represents the percentage improvement in different operational areas after implementing data analytics.

Chart: IMPACT OF DATA ANALYTICS ON SALES

Performance Indicator Percentage
Sales Growth 35%
Customer Retention 78%
Maintenance Downtime Reduction 65%
Project Completion Rate 83%
Marketing ROI 55

Sales Growth
Customer Retention

Maintenance Downtime Reduction | | 5o
Project Completion Rate | | 37

Marketing ROI | I, -5
Chart: Performance Analysis
Performance Indicator Before Analytics After Analytics
Equipment Utilization 55% 80%
Operational Efficiency 65% 88%
Inventory Management 58% 82%
Cost Reduction 12% 28%
Profit Margin 15% 30%
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Interpretation:

The column chart compares business performance indicators before and after implementing data analytics in the
construction equipment industry. The results show significant improvement in all areas.
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Equipment utilization increased from 55% to 80%, while operational efficiency improved from 65% to 88%. Inventory
management and cost reduction also show notable progress due to better data-driven decision-making. Additionally,
profit margins increased from 15% to 30%, demonstrating the positive impact of data analytics on overall business
performance.

BENEFITS CUSTOMER BUYING BEHAVIOUR
Improved Marketing Strategies
Understanding consumer preferences helps companies design effective marketing campaigns.
Better Product Development
Companies can develop products that match consumer expectations and needs.
Increased Customer Satisfaction
By meeting customer expectations, companies can improve customer loyalty and satisfaction.
Competitive Advantage
Organizations that understand consumer behavior can respond quickly to market changes and stay ahead of competitors.
Sales Growth
Better understanding of consumer needs leads to increased product demand and improved sales performance.
CHALLENGES IN IMPLEMENTING DATA ANALYTICS
Rapid Technological Changes
Frequent technological innovations make it difficult to predict consumer preferences.
Changing Consumer Preferences
Consumer tastes and expectations change quickly due to market trends and new product launches.
High Market Competition
The presence of multiple brands and alternatives increases competition and complicates consumer decision analysis.
Data Collection Limitations
Obtaining accurate and reliable consumer data can be challenging.
Influence of Digital Media
Online reviews, social media, and digital advertisements strongly influence consumer decisions, making behavior analysis
more complex.
FINDINGS OF THE STUDY
Most consumers prefer construction products with advanced technology and innovative features.
Price and product quality are the most important factors affecting purchase decisions.
Brand reputation strongly influences consumer trust and preference.
Online reviews and social media promotions influence many consumer decisions.
Good after-sales service increases customer satisfaction and loyalty.
UGGESTIONS
United Manufacturing should focus on improving product quality and durability.
Competitive pricing strategies should be adopted to attract more customers.
The company should strengthen its brand image through effective marketing campaigns.
Customer service and after-sales support should be improved to increase satisfaction.
Digital marketing and online promotion strategies should be utilized to reach more consumers.
CONCLUSION
Consumer buying behavior in the constructions market is influenced by several factors including price, brand reputation,
product quality, and technological innovation. The study shows that consumers are becoming more knowledgeable and
selective when purchasing construction products. Understanding these behavioral patterns enables companies such as
United Manufacturing to design better products and marketing strategies. By focusing on customer preferences and
improving service quality, companies can achieve greater customer satisfaction and long-term business success.
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