
SURVEY: WHAT GERMANS APPRECIATE WHEN MAKING A PURCHASE

WHAT CUSTOMERS WANT AFTER THE PURCHASE

Basis: Survey of Porsche Consulting GmbH, carried out by the Forsa market research institute (December 2015).
To collect the data on customer satisfaction, a total of 1,103 German people aged 25 and above living in private households were surveyed by telephone.  
The participants were chosen by systematic random selection (multistage stratified random sample).
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