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Research on Customer Demand Oriented Marketing Practice in the Construction Industry

ZHAO Jiachuan
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Abstract: The marketing practice in the construction industry is taken as the research object to explore the methods of reconstructing
marketing strategies and implementation paths based on customer demand orientation. Through systematic analysis of the marketing
models of 30 domestic and foreign construction enterprises, combined with in-depth interviews and questionnaire surveys, it was
found that there are problems in the current marketing of the construction industry, such as inaccurate identification of customer needs,
unclear value transmission, and monotonous marketing channels. The article proposes a "three in one" customer demand classification
framework, which divides construction customer demands into basic functional demands, process service demands, and value
extension demands. Based on this, a customer-oriented marketing closed-loop system of demand identification - value creation -
relationship maintenance is constructed. Research has shown that accurately grasping customers' differentiated needs, providing
customized solutions, building digital marketing platforms, and establishing a full lifecycle customer relationship management
mechanism are key strategies for improving the market competitiveness of construction enterprises. The article enriches the research
on marketing theory in the construction industry and provides practical guidance for construction enterprises to develop
customer-oriented marketing strategies, which is of great significance for promoting the transformation of the construction industry
from traditional product orientation to customer demand orientation.
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