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Abstract 

The basic needs of the mankind are food, clothing and 

shelter. Of these, housing/shelter is not only a basic need 

but it also provides a sustainable base for up gradation of 

the economic status and quality of life of the people. This 

study explains the preference of consumers towards 

housing flats , moreover, the effect in corporation 

performance based on consumer behavior and recognition 

of the quality of residential environment of housing flats. 

Residential environmental satisfaction is comprised of 

residents satisfaction, apartment building satisfaction, 

environmental satisfaction, societal satisfaction, 

relationship satisfaction and  corporation performance. 

The idea of the flat is launched mainly with the objective to 

overcome the scarcity of land. Nowadays, the preference 

towards housing flats is developed in the society due to 

economical improvements and changing trends. Hence the 

study examines consumers attitude, preference, their views, 

ideas, needs and the criticisms about the housing flats. 

Keyword: Housing flats, Customer preference, 

Corporation performance, Satisfaction level. 

I. INTRODUCTION 

A house is a dwelling unit that has living space 

with adequate privacy, which contains cooking, and 

sanitary facilities for the exclusive use of its 

occupants. A house can also be used partly as a shop, 

work place, or a place for business for any type of 

activities.  In developed countries the top most 

executives bring their work home in their own 

briefcases and get it done in the home at night.   

Housing is a significant engine for growth and 

development of any economy. Safe, secure and 

affordable housing implies an increase in 

employment and educational opportunities for 

individuals and also enriches communities leading to 

a better quality of life and a better civil society.  

Thus, housing generally refers to the social problem 

of ensuring that members of society have a home to 

live in, whether this is a house, or some other kind of 

dwelling, lodging, or shelter. 

Housing in India varies greatly and reflects the 

socio-economic mix of its vast population. The need 

for the shelter for every individual is catered by 

proper dwelling place. India being a developing 

country, the population has moved from villages to 

urban cities for their growth and prosperity.  

Urban housing problem that perhaps causes the 

most concern to a majority of urban dwellers is the 

problem of finding an appropriate place to live.  The 

popular feeling is that the prices of housing of all 

kinds have been increasing exorbitantly could 

indicate that housing investment has not kept pace 

with the increasing demand for housing.  The national 

income estimate clearly indicates the fact that 

housing investment as a proportion of gross capital 

formation in India has declined from about 30 per 

cent in 1950 to only just half or even less than that in 

1990.  To a large extent, this should be expected in an 

economy undergoing dramatic and considerable 

diversification with massive investment in an 

industry.   

Construction business in Coimbatore has 

observed a rapid growth both of residential and 
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commercial sectors. Coimbatore is an industrial hub 

and also fastest developing tier -II cities of India. 

There is always a great demand for housing flats, 

which is sometimes is used as a corporate office too. 

There is a large chunk of younger population coming 

to settle in the neighborhoods of the city which has 

increased a chance of buying housing flats. The areas 

in Coimbatore also offer affordable housing flats as 

per the taste and preferences of the customers. Thus 

the builders have taken an advantage of existing 

situation and have concentrated more on housing 

flats. 

Statement of the Problem 

Housing is one of the basic needs for every 

human being. Every individual will have a dream to 

own a house. The importance   of   house was 

universally accepted from the dawn of history. Even 

the Neolithic man has built durable habitation like pit 

dwellings, lake dwellings and beehive huts. However 

its need increased tremendously over decades. 

Primitive men     sought some kind of protection    

against animals and natural calamities.  With the  

development and advancement of  civilization , the 

taste and preferences  and utility  of   houses  had a  

drastic  change . People became particular about 

sanitation, environment, privacy, location etc. People 

became more    conscious of better facilities and 

comfortable life style. With a high speed in 

population rate, there exists a space constraint which 

resulted in the evolution of housing flats. Nowadays 

demand for housing flats is considerably high. 

Housing flats are mostly preferred with higher end 

facilities along with safety measures. There are 

Varieties of flats offered by the builders as per the 

income level of customers. Customers are 

psychologically away from the tension of directly 

constructing their houses. Builders play a 

predominant role in developing the housing flats 

construction and try to satisfy the customers to utmost 

level. They construct flats giving priority to the cost, 

location and with basket of facilities. In this context , 

it  became  necessary  to find the ideas , preferences 

and the purchase behavior towards housing flats and 

how the builders are able to satisfy the needs of  

customers and   hence a  study of Marketing  of 

Housing Flats  is identified  as the problem of the 

study.     

Need and Scope of the Study 

This study is very important because the shelter 

plays an important role in accessing the social status 

of the Indian public. After the New Economic Policy 

(1991), the government suggested various strategies 

towards motivating the general public in having their 

own Houses/Flats. The government is also providing 

tax benefits for those constructing their Houses/Flats 

through loans. So that banking business also gets 

improved. A study of this nature is very important not 

only for the Governments, Financial Institutions but 

also to the customers and building promoters in 

understanding the views of the individual stake 

holders. 

Objective of the Study 

The following are the objectives framed for the 

study 

1. To study the ideas and preferences of customers 

towards housing flats. 

2. To study the purchase behavior of customers 

towards housing flats. 

3. To study the post purchase behavior of customers 

towards housing flats. 

4. To study the satisfaction level of customers of 

housing flats. 

5. To study the builders marketing practices of 

housing flats. 

Methodology Used 

For purpose of the research the following 

methodology is used in this study  

Area of the Study 

Area of the study refers to Coimbatore city. 

Coimbatore city is popularly known as the Textile 
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capital of south India or the Manchester of the south 

India. It is also becoming    familiar for establishment 

of educational, hospital and software Park recently. 

Sources of Data 

The study has used primary data which is 

collected from 500 customers, who has purchased 

housing flats from different builders and 50 builders 

who doing their construction business in the city. 

Two questionnaires have been prepared for customers 

and builders in such a way that they were able to give 

their opinions freely and frankly. 

Sampling Design 

For the purpose of the study, Convenient Random 

Sampling method has been administered among the 

respondents .The questionnaire is also validated using 

chrome back alpha. In this study the chrome back 

alpha ranges from 0.75 to 0.88, which is more than 

0.6. Suggested by the researcher for a valid and 

reliable questionnaire  

Tools for Analysis 

The following tools are used in tune with the 

objectives of the study. 

 Descriptive analysis 

 Diagrams and graphs 

 Chi-square analysis 

 Average Rank analysis 

 Five point scaling technique 

 Average score analysis 

 Analysis of variance 

 Correlation analysis 

 Multiple regression analysis 

 SWOT analysis 

 Factor analysis 

 Gap analysis 

All tests were carried out at five percentage (5%) 

level of significance. 

Limitations of the Study 

The study has been confined to Coimbatore city 

only.  

II. REVIEW OF LITERATURE 

Iacoviello and Neri (2010) in their study on 

“Housing Market Spill over‟s: Evidence from an 

Estimated DSGE Model” adds a rich housing sector 

to a framework that is increasingly used in 

quantitative monetary policy analysis. Their paper 

develops and estimates a DSGE model of the housing 

market that captures two important features of 

housing: on the supply side, sectorial heterogeneity 

allows capturing the different trend and cyclical 

properties of housing prices and housing investment 

relative to other prices and to other forms of demand; 

on the demand side, collateral effects of housing 

prices on borrowing allow for spill over‟s from the 

housing market to consumer spending. 

Schnitzer, Erika (2011) in their article “Apartment 

housing sector of texas” deals with the strong 

apartment housing sector of Texas. It relates that 

Texas has emerged as the top U.S. state for business. 

Walter Montague, a broker in Cushman &Wakefield's 

Houston office, shares that the business climate 

contribute to the top rankings of Austin, Dallas, 

Houston and San Antonio, as most desirable locations 

for multifamily from the investment side. It discusses 

the role of the ever-expanding employment base of 

Dallas in attracting multifamily housing investment in 

the city. 

Jonathan A. Wiley & David Wyman (2012) in 

their article “Key Factors Affecting Valuation for 

Senior Apartments” stated to study the value of senior 

apartments is estimated relative to traditional 

apartments in 34 US markets. In some markets, senior 

apartments transact at higher prices than predicted; in 

others, a discount. Market differences in the valuation 

of senior apartments are examined, and several 

attributes are found to have a significant impact and 

become capitalized into differential values for senior 

apartments including: the supply of apartments per 

senior resident, housing prices, market size, 

education, and life expectancy. Other variables 
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appear to have no effect, including rent and income, 

suggesting that the price impact is symmetrical for 

senior and traditional apartments. 

Thanos, SotiriosBramley, Glen (2013) in their 

study on “Combination of government policies and 

market pressures in England” states that the due to a 

combination of government planning policies and 

market pressures in England in the period 2000–2008, 

there was an increase in the construction of flats and 

high-density developments and a decline in the 

construction of houses. In this paper, an analysis of 

the effects of these policy constraints is undertaken. 

Using hedonic pricing models, we test for a non-

linear relationship between house prices and 

residential density in England. Consumers prefer 

houses over flats and detached properties over semi-

detached and terraced (i.e. lower density suburban 

areas). However, both low-density, detached-

dominant areas and high-density, flat-dominant areas 

attracted a premium over medium density areas and 

the relative size of these price differences vary 

between different housing market areas. In cities 

outside London, we consistently see a convex 

relationship between price and density, whereas a 

concave relationship between price and density is 

consistently observed in London. This suggests a 

different form of relationship between density and 

house prices in large urban conurbation areas, 

compared to more typical provincial cities. The 

conclusions we draw are that in the correct context, 

high density may be viewed positively but a single 

planning policy is not appropriate and it should be 

tailored to suit local market needs. 

Analysis and Interpretation 

Table 1- Average Score – Personal Factors and the Level of Agreeability on the Various Factors relating to 

Advertisement of housing flats 

                                      Factors 

Personal Factors 

F1 F2 F3 F4 F5 F6 F7 

Gender Male 4.22 3.69 3.97 3.75 3.43 3.45 3.66 

Female 4.14 3.60 3.80 3.94 3.63 3.46 3.54 

Age Group 

 

Below 20 Years 4.00 3.90 4.00 3.70 3.70 3.50 3.80 

20-40 Years 4.18 3.53 4.04 3.84 3.42 3.51 3.56 

40-60 Years 4.10 3.72 3.66 3.79 3.52 3.38 3.72 

60 Years & above 5.00 4.17 3.83 4.00 3.83 3.17 3.33 

Educational level No formal education 5.00 4.00 3.89 5.00 4.00 3.45 3.65 

School level 4.23 4.00 3.85 3.54 3.38 3.15 3.54 

College level 4.17 3.60 3.96 3.75 3.63 3.54 3.60 

Professional 4.17 3.57 3.94 3.97 3.43 3.40 3.63 

others 4.33 4.00 3.00 3.99 2.67 3.67 3.66 

Occupational status Agriculture 4.00 4.00 4.00 3.67 4.67 3.67 3.97 

Business/Professional 4.19 3.60 3.90 3.83 3.52 3.40 3.57 

Salaried 4.18 3.64 3.98 3.89 3.39 3.64 3.64 

Others 4.27 3.91 3.64 3.55 3.55 2.82 3.64 

Marital status Married 4.18 3.68 3.89 3.79 3.53 3.52 3.71 

Unmarried 4.21 3.63 3.95 3.87 3.45 3.34 3.47 

Type of family Joint family 4.19 3.68 3.78 3.73 3.19 3.32 3.81 

Nuclear family 4.19 3.65 3.98 3.87 3.68 3.52 3.51 

Family monthly income (Rs)| Less than 20,000 4.18 3.73 3.91 3.73 3.55 3.18 3.91 

20,000 to 30,000 4.28 3.79 3.93 3.86 3.24 3.72 3.55 
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30,000 to 40,000 4.28 3.52 3.72 3.62 3.48 3.17 3.66 

40,000 & above 4.03 3.65 4.06 4.00 3.74 3.55 3.54 

Nature of housing Own House 4.13 3.60 3.88 3.83 3.42 3.43 3.50 

Rented House 4.36 3.82 4.00 3.79 3.71 3.50 3.93 

 
It is found from the table 1 that the respondents 

irrespective of their personal classifications have high 

level of agreeability towards “Advertisement of 

housing flats are clear and informative” followed by 

“Advertisements of housing flats are attractive and 

Advertisements creates an initiation to buy the 

property”, when compared to the other factors 

relating to advertisement of housing flats. 

Chi Square: 

Table 2- Chi Square Value - Personal Factors and Mode of Purchase 

          

 

 

 

 

 

 

Note: S – Significant (p value ≤ 0.05) NS – Not Significant (p value > 0.05)    

It is found from the table 2  that the hypothesis is rejected (Significant) in six cases and the hypothesis 

is accepted (Not significant) in two cases. 

 It is concluded that gender, age group, educational level, occupational status,  type of family and family 

monthly income have significant influence on mode of purchase. 

                                      Factors 

Personal Factors 

F1 F2 F3 F4 F5 F6 F7 

Gender Male 4.22 3.69 3.97 3.75 3.43 3.45 3.66 

Female 4.14 3.60 3.80 3.94 3.63 3.46 3.54 

Age Group 

 

Below 20 Years 4.00 3.90 4.00 3.70 3.70 3.50 3.80 

20-40 Years 4.18 3.53 4.04 3.84 3.42 3.51 3.56 

40-60 Years 4.10 3.72 3.66 3.79 3.52 3.38 3.72 

60 Years & above 5.00 4.17 3.83 4.00 3.83 3.17 3.33 

Educational level No formal education 5.00 4.00 3.89 5.00 4.00 3.45 3.65 

School level 4.23 4.00 3.85 3.54 3.38 3.15 3.54 

College level 4.17 3.60 3.96 3.75 3.63 3.54 3.60 

Professional 4.17 3.57 3.94 3.97 3.43 3.40 3.63 

others 4.33 4.00 3.00 3.99 2.67 3.67 3.66 

Occupational status Agriculture 4.00 4.00 4.00 3.67 4.67 3.67 3.97 

Business/Professional 4.19 3.60 3.90 3.83 3.52 3.40 3.57 

Salaried 4.18 3.64 3.98 3.89 3.39 3.64 3.64 

Others 4.27 3.91 3.64 3.55 3.55 2.82 3.64 

Marital status Married 4.18 3.68 3.89 3.79 3.53 3.52 3.71 

Unmarried 4.21 3.63 3.95 3.87 3.45 3.34 3.47 

Type of family Joint family 4.19 3.68 3.78 3.73 3.19 3.32 3.81 

Personal factors Chi-square values p values Significant / Not significant 

Gender 24.13 0.000 S 

Age group 53.25 0.000 S 

Educational level 34.75 0.000 S 

Occupational status 94.62 0.000 S 

Marital status 3.35 0.187 NS 

Type of family 19.86 0.000 S 

Family monthly income 26.66 0.000 S 

Nature of Housing 1.75 0.416 NS 
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Nuclear family 4.19 3.65 3.98 3.87 3.68 3.52 3.51 

Family monthly income (Rs)| Less than 20,000 4.18 3.73 3.91 3.73 3.55 3.18 3.91 

20,000 to 30,000 4.28 3.79 3.93 3.86 3.24 3.72 3.55 

30,000 to 40,000 4.28 3.52 3.72 3.62 3.48 3.17 3.66 

40,000 & above 4.03 3.65 4.06 4.00 3.74 3.55 3.54 

Nature of housing Own House 4.13 3.60 3.88 3.83 3.42 3.43 3.50 

Rented House 4.36 3.82 4.00 3.79 3.71 3.50 3.93 

Analysis  of Variance 

Table 3: ANOVA - Personal Factors and the Level of Satisfaction on Portico Works for Housing Flats. 

Personal 

Factors 

Source of 

variations 

Sum of 

squares 

Degrees 

of 

freedom 

Mean 

Sum of 

squares 

F values p values Significant 

/ Not 

significant 

 

Gender 

Between Groups 0.005 1 0.005 0.927 

 

0.008 

 

S 

 Within Groups 292.945 498 0.588 

Total 292.950 499  

Age group 

 

Between Groups 5.112 3 1.704 2.937 

 

0.033 

 

S 

 Within Groups 287.838 496 0.580 

Total 292.950 499  

Educational  

Level 

Between Groups 13.221 4 3.305 5.849 

 

0.000 

 

S 

 Within Groups 279.729 495 0.565 

Total 292.950 499  

Occupational 

Status 

Between Groups 8.491 3 2.830 4.935 

 

0.002 

 

S 

 Within Groups 284.459 496 0.574 

Total 292.950 499  

Marital 

Status 

Between Groups 0.866 1 0.866 1.476 

 

0.225 

 

NS 

 Within Groups 292.084 498 .587 

Total 292.950 499  

Type of 

Family 

Between Groups 0.016 1 0.016 .027 

 

0.871 

 

NS 

 Within Groups 292.934 498 0.588 

Total 292.950 499  

Family 

Monthly 

Income (Rs) 

Between Groups 4.644 3 1.548 2.663 

 

0.047 

 

S 

 Within Groups 288.306 496 0.581 

Total 292.950 499  

Nature of 

Housing 

Between Groups 5.906 1 5.906 10.24 

 

0.001 

 

S 

 Within Groups 287.044 498 0.576 

Total 292.950 499  

Table 4: Results of Factor Analysis - Level of Satisfaction on the Various Features of Housing Flats 

Factors Group I Group II 

Wood used for door, Windows, ward robes 0.756  

Interior decorations 0.610  

Flooring works 0.633  

Modular kitchen 0.627  

Quality of sanitary wares used 0.709  

Elevation works 0.649  

Portico works 0.545  

Plumping works 0.735  

Lighting points 0.675  

Quality of the raw material used for construction  0.743 

It is found from the table 4 that the ten factors relating to satisfaction on the features of housing flats is 

classified under two groups group I (Interior related facilities) and group II ( Quality of raw material).It is 

concluded that the related factors of housing flats is divided into two groups such as group I Interior related 
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facilities with wood used for door, windows ward robes etc. being an important factor with high factor loading 

of 0.756. 

 Group II (Quality of raw material), It is an important factor with high factor loading of 0.743. 

Gap Analysis 

Level of Satisfaction on the Features of Housing flats 

Hypothesis: There is no significant different between customer and builders on the level  of satisfaction on the 

various features of housing flats. 

The table 5 describes the results of gap analysis in terms of various features, Average score and standard 

deviation of customers & builders, t values, p values and their significance relating to various features of 

housing flats. 

            Table 5 – Results of Gap Analysis - Features of Housing Flats. 

S.No Average Score Standard deviation t values p values S/NS 

 Customers Builders Customers Builders  

1 1.5880 1.4800 0.7612 0.5047 1.366 0.176 NS 

2 1.8520 1.5600 0.7343 0.7045 2.783 0.007 S 

3 2.1840 1.9800 0.9465 0.9366 1.467 0.148 NS 

4 1.9800 1.8800 0.8252 0.8241 0.818 0.417 NS 

5 1.9440 1.9400 0.8522 0.7117 0.037 0.970 NS 

6 2.1400 1.8600 0.9456 0.7827 2.363 0.021 S 

7 2.1640 2.0600 0.8824 0.8430 0.828 0.411 NS 

8 1.7360 1.7800 0.7769 0.7365 -0.401 0.690 NS 

9 2.0000 2.0600 0.9042 0.9348 -0.434 0.666 NS 

10 2.1840 1.6200 1.0199 0.8545 4.366 0.000 S 
Note: S – Significant (p value ≤ 0.05) NS – Not Significant (p value > 0.05) 

It is found from the table 5 that the hypothesis is rejected (Significant) in three cases and the hypothesis is 

accepted (Not significant) in seven cases. The results are presented in chart for easy understand. 

     It is concluded that the exits significant different between the customer and builders on the level of 

satisfaction of the feature such as wood used for door, windows, ward robes, quality of sanitary wares used, 

Lighting points are significant. 

Chart  - Gap analysis – Features of housing flats 

 

It is concluded that majority of the respondents 

irrespective of their personal classifications have high 

level of agreeability towards “Advertisement of 

housing flats are clear and informative” when 

compared to other factors relating to advertisement of 

housing flats as compared to England at that time, the 

real difference in terms of purchasing power parity 

was not fifteen times but only five times. The 

statistical reporter of the „Indian Economist‟ ran a 

series of articles on the standard of living in India in 
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1870.  One of the items which was given region wise 

was value of per capita agricultural output for 1868-

69.  According to that it varied from Rs.21.7 in 

Central Province to as low as Rs.11.1 in Madras.  

Others were Bombay (Rs.20.0), United Provinces 

(Rs.12.1), Punjab (Rs.17.4) and Bengal, including 

Bihar and Orissa (Rs.15.9). 

Findings 

 Majority of the respondents irrespective of 

their personal classifications have high level of 

agreeability towards “advertisement is clear 

and informative” when compared to other 

factors relating to advertisement of housing 

flats. 

 Gender, Age group, Educational level, 

Occupational status,  type of family and           

family monthly income have significant 

influence on mode of purchase. 

 Gender, Age group, Educational level, 

Occupational status, family monthly income 

and nature of housing have significant 

influence on portico works for the housing 

flats. The related factors of housing flats is 

divided into two groups such as group I 

Interior related facilities with wood used for 

door, windows ward robes etc. being an 

important factor with high factor loading of 

0.756 and Group II (Quality of raw material), 

It is an important factor with high factor 

loading of 0.743. 

 The exits significant different between the 

customer and builders on the level of 

satisfaction of the features such as wood used 

for doors, windows, ward robes, quality of 

sanitary wares used, Lighting points are 

significant. 

 

 

Suggestions 

 Concentration on good quality in construction 

 Today people prefer flats because of less land 

space and also scar of flats in the centrally located 

places of the cities. Therefore it is essential that the 

customers prefer good quality flats with the 

necessary amenities. Therefore the builders should 

concentrate on better quality building aspects to 

reach the minds of customers. As it is a onetime 

investment for many customers, compromising in 

quality of construction will result in 

disappointment to the customers and that will not 

be good for the building business. 

 Fair pricing for flats 

 Since most of the respondents felt that the cost of 

construction is high and therefore they are not able 

to purchase flats as per their desire. The 

construction markets do not have a unique price 

system or prices that are all most similar between 

the construction companies. Though the price to 

the customers are on the basis of their brand many 

customers has opined that they are unable to afford. 

Therefore flats at nominal cost is the ever 

expectation of all customers who aspire for a good 

flat. Builders should concentrate on constructing 

flats at nominal cost. 

 Loan arrangements 

 Most of the customers have opined that the loan 

provided by the banks do have many formalities 

and procedures. Sometimes the amount given by 

the banks are insufficient because they provide loan 

assistance only up to 80% of the total cost. It 

becomes difficult for customers for arranging the 

remaining 20% the amount and therefore 100% 

loan assistance will attract many customers for 

purchase of the house. Therefore banks along with 

the other housing financial institutions can 

concentrate on 100% loan assistance.
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III. CONCLUSION 

Food, shelter and clothing are the basic need of 

every human being. Housing is an important activity 

which portrays the level of standard of living of an 

individual.  Due to land scarcity, people slowly 

entered in to the concept of flat system. Nowadays, 

flats are very attractive with all facilities, even the 

individual villas and houses do not have. The flats 

were preferred mostly by middle class income 

groups, where the constructions of individuals‟ 

houses become a dream to them due to high 

construction costs. Moreover, flats are constructed at 

centrally located areas, where all people prefer it 

because of easy accessibility. It is constructed as per 

the taste and preference of the Customers. 

Construction Companies / Builders should take 

adequate steps to convert the desire of the customers 

in to reality with catering all their needs with 

reasonable piece. The suggestions given in the study 

also aim for quality in construction, providing 

competitive prices, proper amenities and facilities 

which will improve the customer relationship. 

Builders must concentrate on the above aspects, so 

that they can withstand in the market for longer 

period. The government also supporting the 

maximum of the individuals to have their own house/ 

Flats through tax benefit. Their marketing practices 

should also improve to attract large customers and 

which will in turn solve the problem of homeless 

individual for good houses with affordable price and 

support in the Nation Building.  
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