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Abstract 
 Whether the buyer is satisfied with purchase depends on the offer is in relation to the buyer’s expectations. In 
general delight is a person’s feelings of pleasure or disappointment resulting from comparing products perceived 
performance (or outcome) in relation to his expectations of the customer is satisfied. If the performance exceeds 
expectations, the customer is highly satisfied and delighted. 
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Introduction  

 It is accepted that high quality is a measure of excellence taken from the customers point of 

view, then although produces may grade their goods in terms of quality, whether the 

producers view of the grading is uphold will depend on customers perception. If the customer 

like their strawberries to be large, firm, red and sweet, then the fruit with these characteristics 

will considered to be of the highest quality and the producers of smaller, paler strawberries 

may not be able to convinced customers of the high quality of their output, however, sweet 

they may have taste. 

 The focus on the customer means that quality is conceptualized in terms of the customer‟s 

perceptions. The organization objectives are to identify customer requirements, so that both the 

customers and the organizations needs are met. It is also the intention to meet these 

requirements first time and thus avoid the call of sorting out problems. 

 According to Retar Drucker, “Business is nothing but of innovation and marketing”. 

Marketing is very important function of business centered on the need of consumers. As highly 

competitive in nature business makes the consumers as king. Innovation is a tool that finds 

ways to makes the product sole. Innovation and marketing together makes yester luxuries into 

today‟s necessities. 

 Men, women and children in every part of the world wear jewels in various forms in 

almost every human culture, on every inhabited continent the world jewelers is derived from 

the world “Jewel” which was anglicized from the old French “Jouel” in around the 13 century. 

Over the years, gold has had a place in society giving in the allure of wealth and power. 

Emperors and kings wore gold in various ways and used golden objects to show their wealth 

and position in the society. 
 

Importance of Customer Delight in the Jewelers Business  

 The need to customer for successes in any commercial enterprise is very obvious this 

income of all commercial enterprise is divided from the payment received for the product 

supplied to its external customers. If they are no customer is no income and there is no 

business. 
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 In other word the customer is the sole reason for the existence of commercial establishment. 

Thus the core activity and perhaps are of the most important activities of any company is to 

attract and retain customer. It therefore no surprise that peter ducker said, “To satisfy the 

customer is the mission and purpose of very business”. Initially customer can be attracted by 

advertisement or through other effort like sales personal and this may make the buyer to buy 

the product or services. If the customer are satisfied with the product or the service offered, 

they continue to buy it and remain loyal to the product, if on the other hand are not satisfied 

they will not buy again. This establishes the need for and the print importance of customer of 

customer delight. 

 
Consumer Expectation 

 Consumer expectation generally refers to the needs and wants of individuals in the 

economic marketplace. Such expectations are usually driven by people's preconceived ideas 

regarding goods or services. These ideas drive consumers to purchase one item over another or 

avoid companies with which they've had a previous bad experience. Consumers may also have 

high expectations for new products that have been given a lot of exposure through professional 

reviews or other media commentary. 

 Marketing strategies often focus on consumer expectations in order to influence the 

purchase decisions made by consumers. Consumers can be broken down into three groups: 

those who are expected to buy, those who are not expected to buy, and those who are 

undecided about making a purchase. Businesses often focus on the latter two groups in order 

to persuade them to purchase their products. 

 Negative consumer expectations are an important focus for marketing strategies, because 

companies may need to dispel rumors or bad impressions about their goods or services. These 

may be spread by competitors or individuals who have had a previous poor experience with 

the company. Since such rumors can lower consumer expectations, marketing strategies must 

address them and focus on correcting consumer expectations regarding a company‟s products. 

 
Conclusion  

 The purchasing of gold jewellery is very important one in our culture. This study mainly 

focuses on the buying behavior of the consumers towards gold jewellery products. Each and 

every consumer is having different taste of buying the gold jewellery products. According to 

the consumers‟ psychology, the gold jewellery purchasing should be fulfilled by the shop 

owners.  Presently the buying of gold jewellery has increased even though the rate of gold 

jewellery products has widely fluctuated. So, the consumers are giving more importance on 

gold jewellery for every occasion in their life. Thus, the gold jewellery retailers has to 

understand the various type of buying behavior of the consumers towards gold jewellery 

products and has to satisfied their needs.  
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