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REPORT OVERVIEW
This report details the industrial training experience gained during the Student Industrial Work Experience Scheme (SIWES) conducted at Bumjer Classic Multi Venture Ltd. The report is divided into five chapters:
· Chapter One provides an introduction to SIWES, detailing its background and objectives.
· Chapter Two describes the establishment of attachment, including its location, history, objectives, and organizational structure.
· Chapter Three focuses on the student’s specific involvement in various sections and units within the organization.
· Chapter Four discusses the industrial experience, highlighting key lessons learned in digital marketing, Microsoft Word, and PowerPoint.
· Chapter Five presents a summary of attachment activities, problems encountered, and recommendations for improving the SIWES scheme.
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CHAPTER ONE
INTRODUCTION
1.1 Background of SIWES
The Student Industrial Work Experience Scheme (SIWES) is a crucial industrial training program introduced in Nigeria to bridge the gap between theoretical knowledge acquired in classrooms and practical skills required in the workforce. Established in 1973 by the Industrial Training Fund (ITF), SIWES was created to address the lack of adequate practical experience among graduates of tertiary institutions in the technical and applied sciences. This initiative has since become an integral part of the curriculum for students in universities, polytechnics, and colleges of education across Nigeria.
The need for SIWES arose from the recognition that many Nigerian graduates, especially in technical and vocational disciplines, lacked the hands-on experience and industrial exposure needed to excel in their respective fields. Employers had often expressed dissatisfaction with the practical competence of graduates, citing a disconnect between the skills learned in school and the requirements of the job market. This led to a concerted effort by the Nigerian government, educational institutions, and industries to design a program that would prepare students for the challenges of real-world work environments.
SIWES is structured to provide students with the opportunity to gain practical work experience in industries related to their fields of study. By participating in SIWES, students are exposed to workplace culture, operational procedures, and the application of theoretical concepts to solve real-world problems. The program fosters collaboration between educational institutions and industries, ensuring that students receive the necessary mentorship and training from professionals in their respective fields.



1.2	The objectives of SIWES are multifaceted and aim to achieve the following:
i. Practical Exposure: To provide students with practical knowledge of industrial operations and processes, bridging the gap between classroom learning and real-world application.
ii. Skill Development: To enhance the technical, interpersonal, and problem-solving skills of students, making them more competent and employable.
iii. Professional Ethics: To inculcate workplace ethics, discipline, and professionalism in students.
iv. Technology Transfer: To expose students to modern tools, technologies, and practices relevant to their fields of study.
v. Industry-Institution Linkage: To strengthen the relationship between educational institutions and industries, promoting collaboration and mutual growth.
vi. Career Preparation: To prepare students for their future careers by providing them with firsthand experience in their chosen fields.



CHAPTER TWO
DESCRIPTION OF THE ESTABLISHMENT OF ATTACHMENT
2.1 Location and Brief History of Establishment
BUMJER CLASSIC MULTI-VENTURE LIMITED is located off Asa-Dam Road, Ita-Elepa, Ilorin, Kwara State. The company was established in 2024 to engage in the stock house business and the selling of soft drinks and alcoholic beverages. Despite being newly created, the company has gained recognition for its efficient customer service and management practices.
2.2 Objectives of the Establishment
The objectives of BUMJER CLASSIC MULTI-VENTURE LIMITED include:
1. To provide quality soft drinks and alcoholic beverages to customers.
2. To establish a well-organized stock house for the storage and distribution of drinks.
3. To ensure customer satisfaction through excellent service delivery.
4. To maintain proper stock management and record-keeping for efficient operations.
5. To create employment opportunities within the community.
2.3 Organisational Structure
The organizational structure of BUMJER CLASSIC MULTI-VENTURE LIMITED consists of:
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2.4 The Various Departments/Units in the Establishment and Their Functions
1. Sales Department – Handles the sale of soft drinks and alcoholic beverages to customers.
2. Stock Management Unit – Responsible for stock inventory, storage, and distribution of products.
3. Customer Service Unit – Attends to customer inquiries, complaints, and feedback.
4. Administrative Department – Oversees company records, financial transactions, and compliance with regulations.
5. Management Unit – Oversees overall business operations and decision-making processes.


CHAPTER THREE
3.1	STUDENT SPECIFIC INVOLVEMENT IN VARIOUS SECTION/UNIT.
During my SIWES program at BUMJER CLASSIC MULTI-VENTURE LIMITED, I was actively involved in the following sections:
Sales Department – Assisted in Selling Drinks, Managing Customer Orders, and Handling Cash Transactions
During my Student Industrial Work Experience Scheme (SIWES) at Bumjer Classic Multi-Venture Limited, I was actively involved in the Sales Department, where I gained practical experience in selling drinks, managing customer orders, and handling cash transactions. This role provided me with firsthand exposure to retail sales operations, financial transactions, and customer relationship management.
1. Selling Drinks and Product Knowledge
As a sales assistant, I was responsible for attending to customers and ensuring they had a smooth shopping experience. My duties included:
i. Welcoming Customers: Greeting customers warmly and assisting them in selecting their preferred drinks.
ii. Product Recommendation: Providing information on the available soft drinks and alcoholic beverages, including brand differences, pricing, and promotional offers.
iii. Sales Promotion: Encouraging customers to purchase promotional drinks, special offers, and bulk purchases to increase sales revenue.
iv. Restocking Shelves: Ensuring that drinks were well-arranged, properly labeled, and restocked to avoid stockouts.
Through this experience, I developed strong product knowledge and persuasive selling skills, which helped in improving customer satisfaction and sales performance.

2. Managing Customer Orders
Handling customer orders was a crucial aspect of my responsibilities in the Sales Department. This involved:
i. Order Taking: Receiving and confirming customer orders, especially bulk purchases from individuals, businesses, and event organizers.
ii. Order Processing: Ensuring that customers' selected drinks were properly packed and arranged for easy pick-up or delivery.
iii. Handling Customer Inquiries: Answering customer questions about drink availability, expiry dates, pricing, and ongoing promotions.
iv. Resolving Customer Complaints: Addressing issues related to missing items, incorrect orders, and product quality concerns in a professional manner.
This role significantly improved my communication skills, problem-solving abilities, and attention to detail in managing customer needs efficiently.
3. Handling Cash Transactions and Financial Record-Keeping
An essential part of my work in the Sales Department was handling financial transactions. My responsibilities included:
i. Processing Payments: Accepting payments from customers through cash, Point of Sale (POS) terminals, and mobile transfers.
ii. Issuing Receipts: Providing customers with receipts for their purchases to ensure proper documentation.
iii. Cash Handling: Ensuring that cash received was correctly counted, recorded, and securely stored.
iv. End-of-Day Sales Reconciliation: Assisting in balancing daily sales records by comparing total revenue with the number of items sold.
v. Monitoring Price Changes: Keeping track of any changes in product prices and updating customers accordingly.
By working in this capacity, I gained valuable experience in financial management, accuracy in transaction processing, and basic accounting principles relevant to retail operations.
Key Lessons Learned from Working in the Sales Department
1. Customer Service Excellence: I developed a customer-centric mindset, learning how to interact with and satisfy diverse customer needs.
2. Business Operations Awareness: Gained practical knowledge of how sales contribute to business growth and profitability.
3. Financial Discipline: Learned the importance of accuracy and accountability in handling business funds.
4. Time Management: Developed efficiency in managing multiple customers and transactions simultaneously.
2. Stock Management – Helped in Taking Stock of Goods, Organizing Storage Areas, and Maintaining Stock Records
The Stock Management Unit is an essential part of BUMJER CLASSIC MULTI-VENTURE LIMITED, ensuring that products are adequately stocked, well-organized, and efficiently distributed. My responsibilities in this unit involved inventory control, stock arrangement, and record-keeping, which contributed to the overall efficiency of the business.
Key Responsibilities in Stock Management
1. Taking Stock of Goods:
i. Assisted in conducting routine stock checks to ensure that available products matched recorded inventory levels.
ii. Helped in counting and verifying received goods against supplier invoices.
iii. Noted discrepancies between actual stock and recorded stock to prevent losses.
2. Organizing Storage Areas:
i. Arranged products according to category (soft drinks, alcoholic beverages, and other stock house items) for easy retrieval.
ii. Ensured that storage areas were clean, well-ventilated, and properly labeled.
iii. Assisted in implementing the First-In-First-Out (FIFO) method to prevent stock expiration.
3. Maintaining Stock Records:
i. Helped in updating stock records and inventory databases.
ii. Noted stock movements (incoming and outgoing) and reported low-stock levels to the management.
iii. Assisted in preparing inventory reports for business decision-making.
Lessons Learned from Stock Management
i. Gained practical experience in inventory control and stock monitoring.
ii. Developed attention to detail in tracking product movements.
iii. Understood the importance of organized storage for fast and efficient sales operations.
iv. Learned how to prevent stock losses through regular inventory checks.

3. Customer Service Unit – Engaged in Attending to Customers, Resolving Complaints, and Providing Product Recommendations
The Customer Service Unit plays a crucial role in maintaining customer satisfaction and loyalty. I was actively involved in providing quality service to customers by assisting them with their needs, handling complaints, and offering product recommendations.
Key Responsibilities in Customer Service
1. Attending to Customers:
i. Greeted and welcomed customers to create a friendly shopping environment.
ii. Assisted customers in locating specific drinks and other stock items.
iii. Processed customer orders efficiently to reduce waiting time.
2. Resolving Complaints:
i. Listened attentively to customer concerns regarding product quality, pricing, or service issues.
ii. Provided immediate solutions or escalated complex complaints to the appropriate department.
iii. Ensured that customers left the store satisfied by offering alternatives when necessary.
3. Providing Product Recommendations:
i. Educated customers about different brands of soft drinks and alcoholic beverages.
ii. Suggested drinks based on customer preferences, occasions, or bulk purchase needs.
iii. Promoted ongoing discounts and special offers to encourage more sales.
Lessons Learned from Customer Service
1. Improved communication and interpersonal skills by interacting with diverse customers.
2. Gained experience in problem-solving and conflict resolution in a business environment.
3. Learned how to maintain professionalism and patience while dealing with difficult customers.
4. Understood the impact of good customer service on business growth and customer retention.
4. Administrative Department – Assisted in Record-Keeping and Documentation of Daily Transactions
The Administrative Department ensures smooth business operations by handling documentation, record-keeping, and financial reporting. My role in this department involved maintaining accurate records of sales, inventory, and customer transactions.
Key Responsibilities in the Administrative Department
1. Record-Keeping:
i. Assisted in documenting daily sales reports, including cash and electronic transactions.
ii. Updated financial records to ensure proper accountability.
iii. Helped in preparing stock reports and sales summaries for management review.
2. Documentation of Daily Transactions:
i. Ensured that receipts were issued for all sales transactions.
ii. Organized and filed business documents such as invoices, delivery notes, and purchase orders.
iii. Maintained records of customer complaints and resolutions for future reference.
Lessons Learned from the Administrative Department
1. Gained practical knowledge ofbusiness documentation and financial management.
2. Understood the importance of accurate record-keeping in tracking business performance.
3. Developed skills in organizational management and data entry.
4. Learned the significance of maintaining proper documentation for auditing and decision-making.


CHAPTER FOUR
INDUSTRIAL EXPERIENCE IN ATTENDING TO CUSTOMERS AND MANAGING THE DEPARTMENT
During my internship at BUMJER CLASSIC MULTI-VENTURE LIMITED, I gained valuable industrial experience in customer service and departmental management. This experience exposed me to various aspects of business operations, including customer relations, stock management, financial documentation, and teamwork. Below is a detailed account of my key learnings and experiences.

1. Understanding Customer Needs and Providing Appropriate Product Recommendations
One of the most important aspects of my role was understanding customer needs and helping them make informed purchasing decisions. Since the company deals in soft drinks and alcoholic beverages, customers often sought recommendations based on taste preferences, event needs, or budget constraints.
Key Responsibilities:
· Engaging with customers to understand their specific requirements.
· Providing recommendations on available drinks, including soft drinks, beer, and premium alcoholic beverages.
· Offering suggestions based on seasonal demands, such as high-demand drinks for festive periods.
· Assisting customers with bulk purchases by recommending cost-effective options.
· Informing customers about ongoing promotions, discounts, or new product arrivals.
Lessons Learned:
· Developed product knowledge and the ability to match customer preferences with suitable products.
· Improved interpersonal and communication skills to engage with diverse customers.
· Understood the importance of active listening in providing tailored recommendations.

2. Handling Customer Complaints Professionally to Ensure Satisfaction and Business Retention
Customer complaints are inevitable in any retail business, and I learned how to handle them professionally to ensure customer satisfaction and business retention.
Types of Customer Complaints Encountered:
· Product Quality Issues: Some customers complained about drinks being warm instead of chilled.
· Wrong Orders: Customers sometimes received incorrect products due to miscommunication.
· Pricing Concerns: Some customers misunderstood pricing due to promotions or bulk discounts.
· Delay in Service: During peak hours, customers occasionally experienced delays.
Approach to Resolving Complaints:
· Listening attentively to the customer’s concern without interruption.
· Apologizing for any inconvenience and offering immediate solutions.
· Replacing damaged or incorrect products when necessary.
· Escalating complex issues to the management for resolution.
· Following up with customers to ensure their satisfaction and encourage repeat business.
Lessons Learned:
· Developed problem-solving skills by addressing complaints in a calm and professional manner.
· Understood the importance of customer retention in sustaining business profitability.
· Gained confidence in handling difficult customers and conflict resolution.

3. Managing Stock Efficiently to Prevent Losses Due to Expired or Damaged Goods
Stock management plays a crucial role in maintaining business efficiency. Poor inventory control can lead to expired products, damaged goods, and financial losses.
Key Stock Management Responsibilities:
· Conducting routine inventory checks to ensure all products were accounted for.
· Organizing stock based on the First-In-First-Out (FIFO) method to prevent product expiration.
· Checking for damaged bottles, leaking cans, or defective packaging before placing items on shelves.
· Monitoring stock levels and informing the management when restocking was needed.
· Assisting in stock arrangement to optimize storage space and improve accessibility.
Lessons Learned:
· Understood the importance of inventory accuracy and record-keeping.
· Developed attention to detail in detecting damaged or expired products.
· Gained knowledge of stock management techniques to improve efficiency.
· Learned how poor stock management can impact business profits and customer trust.

4. Assisting in Daily Sales Reports and Cash Flow Documentation
A critical part of my role involved helping with daily sales reporting and financial record-keeping. These tasks were essential for ensuring accurate revenue tracking and financial accountability.
Key Responsibilities in Financial Documentation:
· Recording daily sales transactions, including cash, POS, and mobile transfer payments.
· Assisting in balancing daily revenue with actual cash received.
· Issuing receipts to customers for purchases made.
· Ensuring all financial records were properly organized for management review.
· Identifying discrepancies in financial records and reporting them to supervisors.
Lessons Learned:
· Gained practical financial management skills in a business environment.
· Understood the importance of accurate documentation and bookkeeping.
· Developed skills in handling cash transactions securely and efficiently.
· Learned how daily sales reports contribute to business decision-making and financial planning.

5. Learning the Importance of Teamwork and Communication in a Business Environment
A well-functioning business relies on effective teamwork and clear communication. Throughout my internship, I worked closely with sales representatives, stock managers, cashiers, and supervisors, which helped me understand the significance of collaboration in business success.
How Teamwork and Communication Impacted My Work:
· Coordinated with the sales team to ensure that customer orders were processed quickly.
· Communicated with the stock unit to restock shelves when products were running low.
· Worked with the cashier team to reconcile daily sales and track financial transactions.
· Attended staff meetings where key issues and improvements were discussed.
Lessons Learned:
· Understood the role of team coordination in achieving business efficiency.
· Developed clear and professional communication skills for workplace interactions.
· Learned how miscommunication can lead to errors, delays, and customer dissatisfaction.
· Gained confidence in working collaboratively with colleagues to achieve business goals.


CHAPTER FIVE
SUMMARY, CONCLUSION, AND RECOMMENDATIONS
5.1	Summary
During my SIWES attachment at BUMJER CLASSIC MULTI-VENTURE LIMITED, I gained hands-on experience in retail business operations, particularly in sales, stock management, customer service, and administrative tasks. I assisted in selling drinks, handling customer orders, managing inventory, maintaining financial records, and resolving customer complaints. This experience enhanced my skills in teamwork, communication, problem-solving, and financial accountability. Despite facing challenges such as difficult customers, stock discrepancies, payment processing issues, and workload pressure, I adapted and developed strategies to overcome them. To improve the SIWES experience, businesses should provide better training, inventory management systems, customer service strategies, and payment solutions. Overall, my internship was highly educational, equipping me with practical knowledge and industry-relevant skills that will be beneficial in my future career.
5.2 Problems Encountered During the Program
Despite the valuable experience gained, I encountered several challenges during my industrial training, including:
1. Customer Complaints and Difficult Customers:Some customers were impatient, making it challenging to resolve their issues quickly.Misunderstandings about pricing and promotions occasionally led to disputes.
2. Stock Management Issues:Identifying and managing expired or damaged products required extra attention.Keeping track of fast-moving and slow-moving items was sometimes difficult.
3. Technical and Financial Challenges:Handling cash transactions required accuracy and accountability to avoid discrepancies.The occasional failure of POS machines and network issues delayed payment processing.
4. Workload and Time Management:Managing multiple responsibilities at peak hours required quick decision-making and efficiency.Standing for long hours during busy periods was physically demanding.
5.3 Suggestions for the Improvement of the Scheme
To enhance the effectiveness of SIWES and improve the overall experience for future interns, the following recommendations are suggested:
1. Improved Training and Orientation:Companies should provide structured orientation sessions at the beginning of the internship.Training on customer service, stock management, and financial documentation should be introduced early.
2. Better Inventory Management Systems:The company should consider implementing automated stock tracking software to reduce human errors.Regular stock audits should be conducted to prevent losses due to expired or misplaced items.
3. Enhanced Customer Service Training:Employees and interns should receive training on handling difficult customers and complaints professionally.Implementing a customer feedback system can help improve service quality.
4. Upgrading Payment Systems:Businesses should invest in reliable POS machines and multiple payment options to minimize payment delays.A backup power source (such as a generator or inverter) should be available in case of power failure.
5. Internship Support and Supervision:Supervisors should regularly check on interns' progress and provide constructive feedback.Creating a mentorship system where experienced staff guide interns will improve their learning experience.
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