
© August 2026 | IJIRT | Volume 13 Issue 3 | ISSN: 2349-6002 

IJIRT 207828 INTERNATIONAL JOURNAL OF INNOVATIVE RESEARCH IN TECHNOLOGY 2923 

Predictive Sales Analysis and Consumer Behavior 

Insights Using Business Analytics: Evidence from PR 

Tech Nagpur 
 

 

Swapnadip Rajendra Ukey1, Prof. Nitin Prakash2 

1,2 Department of MBA, Tulsiramji Gaikwad-Patil College of Engineering & Technology, Nagpur 

 

 

Abstract—In the modern business environment, 

organizations are increasingly adopting data-driven 

approaches to enhance decision-making and improve 

overall performance. Business analytics has become an 

essential tool that enables companies to analyze large 

volumes of data, identify patterns, and forecast future 

trends with greater accuracy. The use of analytical 

techniques has become highly effective in helping 

organizations understand market dynamics and 

consumer preferences, which in turn has helped in the 

formulation of efficient sales strategies. This study aims 

to examine the importance of analytical techniques in 

predicting sales performance and deriving meaningful 

insights into consumer behaviour in an organizational 

environment. For this study, the researcher has adopted 

a descriptive research design and made use of both 

primary and secondary data. Primary data collection 

methods were used to conduct structured questionnaires 

and discussions with employees undertaking sales and 

marketing activities. Secondary data collection methods 

were used to procure data from various publications and 

journals pertaining to business analytics and consumer 

behaviour. Analytical techniques such as trend analysis, 

percentage analysis, and data visualization have been 

used to interpret the data and identify significant patterns 

in sales and consumer behavior. The results of the study 

have indicated that the use of business analytics plays an 

essential role in improving the accuracy of sales 

predictions, as well as in understanding the aspects that 

affect the buying decisions of customers. By recognizing 

the purchase patterns, variations in the seasons, and 

trends in product performance, organizations can 

formulate their own marketing strategies to enhance 

their sales. Based on the results of the study, it can be 

concluded that the use of analytical tools in business 

processes helps in strategic planning, making 

managerial decisions, and achieving business growth in 

a competitive market environment. 

 

Index Terms—Business Analytics, Predictive Sales 

Analysis, Consumer Behavior, Sales Forecasting, Data-

Driven Decision Making, Customer Insights, Sales Trend 

Analysis, Marketing Strategy. 

 

I. INTRODUCTION 

 

In the ever-changing business environment, 

organizations are increasingly adopting data-driven 

approaches to improve the efficiency of their business 

operations. With the increasing availability of large 

amounts of business data, organizations are now able 

to effectively analyze their past performance and 

predict their future performance. Business analytics 

have become an important tool for organizations to 

effectively derive insights from available business 

data and improve their performance. The application 

of analytical tools in sales and marketing has become 

very important for businesses, as it helps organizations 

identify trends, understand customer behavior, and 

predict future sales trends. Through the application of 

data analytics, organizations can effectively make 

informed decisions to improve customer satisfaction, 

marketing strategies, and overall profitability. 

The analysis of sales is of great importance in the 

comprehension of the performance of products and 

services in the market. By using predictive analysis, 

organizations can be able to foresee the future, 

identify potential opportunities, and mitigate potential 

challenges that might affect the sales of their products. 

On the other hand, the analysis of consumer behavior 

is also of great importance to businesses that need to 

be competitive in the market. By conducting 

consumer behavior analysis, organizations can be able 

to identify the factors that affect consumer behavior, 

which include product quality, pricing, and 

promotional strategies. This information can be used 

to formulate strategies that can meet the needs of 
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customers. 

 

In the past few years, the development of different 

tools and technologies that can be used to analyze 

complex data sets and make precise predictions has 

greatly impacted businesses. Data visualization tools, 

statistical models, and algorithms can be used to 

transform raw data into valuable information. This 

information can then be used by businesses to make 

proactive decisions instead of relying on their 

intuition. Therefore, businesses that have successfully 

integrated the use of analytics in their operat ions can 

effectively respond to market changes while 

maintaining their competitive edge. 

The objective of this study is to explore the use of 

business analytics in analyzing sales data and 

understanding consumer behavior in an 

organizational setting. Through the analysis of 

patterns in sales performance and consumer behavior, 

the objective of the research is to highlight the use of 

analysis in improving decision-making and strategic 

planning. The findings of this study will be 

instrumental in providing insights to organizations 

that seek to enhance their ability in sales forecasting 

and consumer buying patterns. 

 

II. LITERATURE REVIEW 

 

The rising trend of using data and digital technologies 

in modern organizations has revolutionized the manner 

in which organizations analyze market trends and 

consumer behavior. Business analytics is one such 

powerful tool that has revolutionized the manner in 

which organizations analyze their data in order to 

derive meaningful insights. According to Davenport 

and Harris (2007), business analytics plays a vital role 

in helping organizations convert raw data into 

meaningful knowledge. The use of analytical tools in 

sales forecasting and customer analysis has helped 

organizations effectively predict market trends and 

devise effective marketing strategies. 

Several authors have highlighted the need to use 

predictive analytics to enhance sales performance. 

Predictive analytics can be defined as the use of 

statistical techniques, historical data, and machine 

learning algorithms to predict future outcomes. 

Shmueli and Koppius (2011) state that predictive 

analytics enables organizations to recognize patterns 

and trends in their data, thus allowing them to predict 

future consumer behavior and sales performance. By 

examining past sales records, organizations can 

predict fluctuations in demand, seasonality, and 

consumer buying habits, thus improving sales. 

 

Consumer behavior analysis has also been extensively 

studied in terms of marketing and business research. 

According to Kotler and Keller (2016), consumer 

behavior is defined as “the processes by which people 

select, purchase, use, and evaluate products or 

services for satisfying their own or others’ needs.” 

Consumer behavior is important for business 

organizations since they can gain insights on various 

factors affecting consumer purchase decisions, such as 

price, product quality, brand name, promotion, and 

social factors. Organizations that understand 

consumer behavior are more likely to create consumer-

centric strategies to increase consumer satisfaction. 

 

In addition, the development in data analytics tools 

and technology has helped organizations conduct 

more complex analysis of customer and sales-related 

information. Data visualization, dashboards, and 

statistical software have helped businesses interpret 

complex information and present it in an 

understandable format. Chen, Chiang, and Storey 

(2012) stated that the integration of business 

intelligence and analytics technology helps 

organizations process large amounts of information 

and generate valuable insights for informed decision-

making. 

 

From the existing literature, it is evident that the 

application of business analytics for sales analysis and 

consumer behavior studies helps organizations derive 

significant benefits. The application helps companies 

predict market trends, identify customer preferences, 

and implement marketing strategies. The insights 

obtained through analytical tools not only improve the 

accuracy of sales forecasting but also assist companies 

in gaining long-term competitive advantage in the 

dynamic business environment. 

 

III. RESEARCH METHODOLOGY 

 

The research methodology provides a systematic 

framework for collecting, analyzing, and interpreting 

data in order to achieve the objectives of the study. In 

this research, the methodology focuses on examining 
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sales performance patterns and consumer purchasing 

behavior through the application of business analytics 

techniques. The study utilizes primary data collected 

through surveys along with secondary data obtained 

from organizational records and academic sources. 

Analytical tools such as percentage analysis, trend 

analysis, and data visualization methods are used to 

interpret the data and derive meaningful insights 

regarding sales trends and consumer preferences. 

 

1. Research Design 

The research design adopted in this study is 

descriptive and analytical. 

The descriptive research design was employed to 

describe existing sales patterns, marketing practices, 

and consumer purchasing behavior within the 

organization. 

The analytical research design was employed to 

analyze the relationship between business analytics 

techniques and sales performance indicators such as 

sales growth, product demand, customer preferences, 

and purchasing frequency. 

This research design enables the study to evaluate 

how data-driven insights contribute to improved 

sales forecasting and better understanding of 

consumer behavior from both qualitative and 

quantitative perspectives. 

 

2. Nature of Study 

The nature of the research study is: 

Applied Research – The research is applied in nature 

as it focuses on analyzing real organizational data and 

providing practical insights that can help improve 

sales strategies and marketing decisions. 

Empirical in Nature – The research is empirical as it 

involves the collection of actual data from employees 

and respondents associated with sales and marketing 

activities. 

Cross-sectional Study – The research is cross-sectional 

in nature as the data was collected at a specific point in 

time during the study period to analyze existing sales 

patterns and consumer behavior. 

 

3. Sources of Data 

The research study employs both primary and 

secondary sources of data. 

(A) Primary Data 

Primary data was collected using: 

• Structured questionnaires administered to employees 

associated with sales and marketing activities 

• Informal discussions and interactions with staff 

members involved in sales operations 

• Observations related to sales trends and customer 

purchasing behavior The questionnaire was designed 

to obtain responses regarding: 

• Customer purchasing preferences 

• Factors influencing buying decisions 

• Product demand patterns 

• Effectiveness of sales strategies 

• Use of analytical tools for sales monitoring 

 

(B) Secondary Data 

Secondary data was obtained from: 

• Company sales reports and internal business records 

• Business analytics dashboards and performance 

reports 

• Academic journals and research articles 

• Books and publications related to business analytics 

and consumer behavior 

• Reliable online databases and industry reports 

 

4. Sampling Design 

(A) Population 

The population comprises employees working in the 

sales and marketing departments as well as 

individuals involved in sales analysis and customer 

relationship activities within the organization. 

(B) Sample Size 

Total respondents: 50 employees 

Departments included: Sales, Marketing, Customer 

Support, and Business Analytics 

(C) Sampling Technique 

A non-probability convenience sampling technique 

was adopted due to time limitations and accessibility 

constraints. Respondents were selected based on their 

availability and their relevance to the study of sales 

data and consumer behavior analysis. 

 

5. Data Collection Instrument 

The main instrument used for data collection was a 

structured questionnaire consisting of the following 

sections: 

• Section A: Demographic information of respondents 

• Section B: Sales data awareness and monitoring 

practices 

• Section C: Consumer purchasing behavior and 

preferences 

• Section D: Sales forecasting and demand prediction 
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practices 

• Section E: Role of business analytics in sales 

decision-making Responses were recorded using a 5-

point Likert scale: 

1 – Strongly Disagree 

2 – Disagree 

3 – Neutral 

4 – Agree 

5 – Strongly Agree 

 

6. Tools and Techniques of Data Analysis 

The following statistical and analytical tools were 

used: 

1. Percentage Analysis 

Percentage analysis was used to analyze responses 

obtained from the questionnaire and identify trends in 

consumer behavior and sales practices. 

Percentage = (Number of Responses / Total 

Respondents) × 100 

2. Sales Trend Analysis 

Sales trend analysis was used to examine patterns in 

sales performance over a specific period and identify 

variations in product demand and customer 

purchasing behavior. 

3. Data Visualization Techniques 

Graphical tools such as bar charts, pie charts, and line 

graphs were used to represent the collected data in a 

clear and interpretable manner. 

4. Hypothesis Testing 

Hypothesis testing was used to examine the 

relationship between the use of business analytics 

and improvements in sales performance. 

Null Hypothesis (H₀): Business analytics has no 

significant impact on predicting sales trends and 

understanding consumer behavior. 

Alternative Hypothesis (H₁): Business analytics 

significantly improves the prediction of sales trends 

and understanding of consumer behavior. 

A basic comparison and interpretation approach was 

used to evaluate the significance of the results. 

 

IV. COMPANY PROFILE 

 

Overview of the Organization 

PR Tech Pvt. Ltd., located in Nagpur, Maharashtra, is 

a growing technology-oriented organization engaged 

in providing innovative digital solutions and 

technology services. The company focuses on 

delivering high-quality services that help businesses 

enhance their operational efficiency and strengthen 

their presence in the digital marketplace. With the 

rapid advancement of technology and increasing 

demand for data-driven decision-making, PR Tech has 

positioned itself as a company that integrates modern 

technological tools and analytical approaches to 

support business growth and development. 

 

The organization offers a range of services that include 

technology consulting, digital solutions, and business 

support services aimed at helping organizations 

improve productivity and performance. PR Tech 

emphasizes the use of modern analytical tools and 

digital platforms to monitor business operations, 

analyze customer data, and generate insights that 

assist in strategic decision-making. By utilizing data 

analytics and technology-driven approaches, the 

company is able to identify market trends, understand 

customer preferences, and enhance the effectiveness 

of its sales and marketing strategies. 

 

PR Tech Pvt. Ltd. operates with a structured 

organizational framework that includes departments 

such as sales, marketing, operations, customer 

support, and business analytics. Each department 

plays an important role in ensuring the smooth 

functioning of the company and achieving 

organizational objectives. The sales and marketing 

teams focus on promoting the company’s services and 

building strong relationships with customers, while 

the analytics team works on interpreting data and 

generating insights that support informed business 

decisions. 

 

The company also places strong emphasis on 

innovation and continuous improvement. By adopting 

modern technologies and analytical methods, PR Tech 

aims to remain competitive in the rapidly evolving 

business environment. The organization encourages 

the use of data-driven strategies to understand 

customer needs, improve service delivery, and 

increase overall efficiency. Through its commitment 

to quality services and technological advancement, 

PR Tech Pvt. Ltd. continues to contribute to the 

growth of businesses and the development of the 

technology sector in the region. 
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V. CONCEPTUAL FRAMEWORK 

 

The conceptual framework provides a theoretical 

structure that explains the relationship between the 

key variables involved in the research study. It helps 

in identifying how different factors interact with each 

other and influence the outcomes being examined. In 

the present study, the conceptual framework is 

developed to understand the relationship between 

business analytics practices, consumer behavior 

insights, and sales performance within the 

organization. The framework emphasizes how the use 

of analytical tools and data-driven approaches helps 

organizations analyze historical data, interpret 

consumer behavior patterns, and predict future sales 

trends. 

 

Business analytics acts as the central component of the 

framework, as it enables organizations to collect, 

process, and analyze large volumes of sales and 

customer data. Through the use of analytical tools and 

data visualization techniques, businesses are able to 

identify patterns related to product demand, 

purchasing frequency, seasonal variations, and 

customer preferences. These insights allow 

organizations to better understand consumer behavior 

and identify the factors that influence purchasing 

decisions, such as price sensitivity, promotional 

strategies, product availability, and brand perception. 

 

Consumer behavior analysis forms another important 

component of the conceptual framework. By studying 

the purchasing patterns and preferences of customers, 

organizations can segment their target market and 

design marketing strategies that effectively address 

customer needs. Understanding consumer behavior 

helps businesses develop personalized marketing 

campaigns, improve customer engagement, and 

enhance overall customer satisfaction. The insights 

obtained from consumer data analysis also help 

organizations adjust their product offerings and 

promotional strategies according to market demand. 

 

The conceptual framework also highlights the impact 

of these analytical insights on sales performance and 

business decision-making. When organizations utilize 

business analytics to analyze consumer behavior and 

sales trends, they are better able to forecast demand, 

optimize inventory management, and implement 

effective sales strategies. As a result, predictive 

analysis contributes to improved sales forecasting 

accuracy, enhanced marketing effectiveness, and 

better resource allocation. Overall, the conceptual 

framework illustrates that the integration of business 

analytics and consumer behavior insights plays a 

crucial role in strengthening sales performance and 

supporting strategic decision-making within 

organizations. 

 
Figure 1: Conceptual Framework of Predictive 

Sales Analysis and Consumer Behavior 

 

VI. DATA ANALYSIS AND RESULTS 

 

The data analysis section presents the interpretation of 

the responses collected through the structured 

questionnaire administered to the respondents. A total 

of 50 respondents from the sales, marketing, and 

customer support departments participated in the 

survey. The collected data was organized, tabulated, 

and analyzed using percentage analysis and graphical 

representation to understand sales trends and 

consumer behavior insights through business 

analytics. 

1. Awareness of Business Analytics in Sales Activities 

Response Number of Respondents Percentage 

Yes 38 76% 

No 12 24% 

Total 50 100% 

Interpretation: The above table shows that 76% of 

respondents are aware of the use of business analytics 

in sales-related activities, while 24% of respondents 
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are not fully familiar with these tools. This indicates 

that the majority of employees recognize the 

importance of analytics in analyzing sales 

performance and improving decision-making. 

 

2. Role of Analytics in Predicting Sales Trends 

Response Number of 

Respondents 

Percentage 

Strongly Agree 18 36% 

Agree 20 40% 

Neutral 7 14% 

Disagree 3 6% 

Strongly 

Disagree 

2 4% 

Total 50 100% 

Interpretation: The results indicate that 76% of 

respondents agree that business analytics helps in 

predicting future sales trends. Only a small percentage 

of respondents expressed disagreement. This suggests 

that predictive analysis plays an important role in 

forecasting demand and supporting strategic sales 

planning. 

 

3. Factors Influencing Consumer Purchasing Behavior 

Factor Number of 

Responses 

Percentage 

Product Quality 16 32% 

Price 12 24% 

Brand Reputation 10 20% 

Promotional 

Offers 

8 16% 

Customer Service 4 8% 

Total 50 100% 

Interpretation: The analysis reveals that product 

quality (32%) is the most important factor influencing 

consumer purchasing decisions, followed by price 

(24%) and brand reputation (20%). Promotional offers 

and customer service also contribute to consumer 

decision-making but to a comparatively lesser extent. 

 

4. Impact of Business Analytics on Sales Performance 

Response Number of 

Respondents 

Percentage 

Strongly Agree 15 30% 

Agree 22 44% 

Neutral 8 16% 

Disagree 3 6% 

Strongly 2 4% 

Disagree 

Total 50 100% 

Interpretation: The findings show that 74% of 

respondents believe that business analytics positively 

impacts sales performance. Analytical insights help 

organizations identify high-demand products, 

understand customer preferences, and optimize 

marketing strategies. 

 

5. Use of Data Visualization Tools for Sales 

Monitoring 

Tool Used Number of Responses Percentage 

Excel 20 40% 

Power BI 14 28% 

Tableau 9 18% 

Other Tools 7 14% 

Total 50 100% 

Interpretation: The data indicates that Excel (40%) is 

the most commonly used tool for sales data analysis, 

followed by Power BI (28%) and Tableau (18%). 

These tools assist in visualizing sales trends, 

monitoring performance, and generating meaningful 

insights from business data. 

 

VII. FINDINGS 

 

Based on the analysis and interpretation of the data 

collected from the respondents, several important 

findings have been identified regarding the role of 

business analytics in understanding sales trends and 

consumer behavior. The findings are derived from the 

survey responses, percentage analysis, and 

interpretation of the collected data. 

 

1. The majority of respondents are aware of the use 

of business analytics tools in sales and marketing 

activities, indicating that data-driven decision-

making is becoming an important part of business 

operations. 

2. A significant proportion of respondents believe 

that business analytics plays an important role in 

predicting future sales trends and identifying 

demand patterns. This highlights the growing 

importance of predictive analysis in sales 

forecasting. 

3. The analysis revealed that product quality is one 

of the most influential factors affecting consumer 

purchasing decisions, followed by pricing and 
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brand reputation. These factors play a key role in 

shaping customer preferences and buying 

behavior. 

4. The findings indicate that the use of analytical 

tools helps organizations monitor sales 

performance more effectively and identify 

variations in product demand across different time 

periods. 

5. Data visualization tools such as Excel, Power BI, 

and Tableau are commonly used by employees to 

analyze sales data and generate meaningful 

insights. These tools assist in presenting complex 

data in a simplified and understandable format. 

6. The study also found that organizations that use 

business analytics are better able to identify 

customer preferences, segment target markets, 

and design effective marketing strategies. 

7. Business analytics helps in identifying high-

demand products and improving inventory 

management by predicting changes in consumer 

demand. 

8. The findings suggest that the integration of data 

analytics into sales operations contributes to 

improved decision-making, enhanced customer 

satisfaction, and better overall business 

performance. 

Overall, the study demonstrates that the use of business 

analytics provides valuable insights into sales trends 

and consumer behavior, enabling organizations to 

make more informed and strategic business decisions. 

 

VIII. CONCLUSION AND FUTURE SCOPE 

 

8.1. Conclusion 

The present study highlights the growing importance 

of business analytics in understanding sales 

performance and consumer purchasing behavior in 

modern business environments. With the increasing 

availability of business data, organizations are now 

able to analyze historical trends and customer 

preferences more effectively, enabling them to make 

informed strategic decisions. The study examined 

how analytical tools and techniques can be used to 

interpret sales data and derive insights related to 

consumer behavior. The findings indicate that the use 

of business analytics significantly improves the ability 

of organizations to identify sales trends, forecast 

demand, and understand the key factors influencing 

consumer buying decisions. 

The analysis of the collected data revealed that the 

majority of employees recognize the importance of 

analytical tools in monitoring sales performance and 

identifying market patterns. The study also highlighted 

that factors such as product quality, pricing, and brand 

reputation play a crucial role in shaping consumer 

purchasing behavior. By analyzing these factors 

through data-driven approaches, organizations can 

design more effective marketing strategies and 

improve customer satisfaction. Additionally, the use 

of data visualization and analytical platforms helps 

organizations present complex information in a clear 

and meaningful way, which supports better decision-

making at different levels of management. 

 

Overall, the study concludes that integrating business 

analytics into sales and marketing operations provides 

organizations with valuable insights that enhance 

strategic planning and operational efficiency. The 

ability to analyze consumer behavior and predict sales 

trends helps businesses remain competitive in rapidly 

changing market conditions. Organizations that 

effectively utilize analytics are better positioned to 

optimize their sales strategies, improve customer 

engagement, and achieve sustainable growth. 

 

8.2. Future Scope of the Study 

The scope for future research in this area is significant 

as advancements in technology continue to transform 

the way businesses analyze data and understand 

consumer behavior. Future studies can explore the use 

of advanced analytical techniques such as machine 

learning, artificial intelligence, and predictive 

modeling to further enhance the accuracy of sales 

forecasting. These technologies have the potential to 

analyze large datasets more efficiently and identify 

complex patterns that traditional analytical methods 

may not capture. 

 

Further research can also be conducted by expanding 

the sample size and including multiple organizations 

from different industries. This would allow 

researchers to compare the effectiveness of business 

analytics practices across various sectors and gain 

broader insights into consumer behavior patterns. In 

addition, future studies can focus on examining the 

role of real-time data analytics and digital platforms in 

improving customer engagement and marketing 

performance. 
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Another important area for future research is the 

integration of customer relationship management 

systems with business analytics tools to better 

understand customer preferences and purchasing 

habits. By combining these technologies, 

organizations can develop personalized marketing 

strategies and enhance customer loyalty. Therefore, 

continued research in the field of business analytics 

and consumer behavior will contribute to the 

development of more efficient and data-driven 

business strategies in the future. 

 

IX. LIMITATIONS OF THE STUDY 

 

While the study provides useful insights into sales 

analysis and consumer behavior through business 

analytics, certain limitations were encountered during 

the research process. These limitations may affect the 

generalization of the findings and should be 

considered when interpreting the results. 

 

1. Limited Sample Size 

The study was conducted with a limited number of 

respondents. Since the sample size was relatively 

small, the results may not fully represent the views and 

experiences of all employees or consumers associated 

with the organization. 

2. Time Constraints 

The research was carried out within a limited time 

frame. Due to this constraint, the study focused only on 

selected aspects of sales analysis and consumer 

behavior, which may restrict a more detailed 

investigation. 

3. Dependence on Respondent Accuracy 

The study relies on the responses provided by the 

respondents through questionnaires and discussions. 

There is a possibility that some respondents may have 

provided biased or incomplete information, which 

could influence the findings. 

4. Limited Organizational Scope 

The research was conducted within a single 

organization. Therefore, the findings may reflect the 

specific practices and conditions of that organization 

and may not be directly applicable to other companies 

or industries. 

5. Restricted Access to Data 

Some internal sales data and organizational records 

were confidential and could not be accessed during the 

research. As a result, the analysis was based on the 

available information, which may limit the depth of 

the study. 

6. Rapid Market Changes 

Consumer behavior and market trends change rapidly 

due to technological advancements and evolving 

customer preferences. Therefore, the results of the 

study represent the situation at the time the research 

was conducted and may vary in the future. 

 

Despite these limitations, the study provides valuable 

insights into the role of business analytics in 

understanding sales trends and consumer behavior, 

and it contributes to the growing body of knowledge 

in the field of data-driven business decision-making. 

 

X. FINAL CONCLUSION 

 

The study highlights the importance of business 

analytics in analyzing sales performance and 

understanding consumer purchasing behavior. The 

findings show that analytical tools help organizations 

identify sales trends, predict future demand, and 

understand customer preferences. Factors such as 

product quality, pricing, and brand reputation were 

found to significantly influence consumer buying 

decisions. 

Overall, the use of business analytics supports better 

decision-making, improves sales forecasting, and 

helps organizations develop effective marketing 

strategies. By adopting data-driven approaches, 

businesses can enhance their operational efficiency 

and remain competitive in a dynamic market 

environment. 
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