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REPORT OVERVIEW
This report was compiled from the activities carried out and experience gained during my 16 weeks industrial training undertaken at TABFAS SONS AND ENTERPRISES.
This report discusses the actual work done and practical skills gained during the training period and justifying the relevance of scheme in equipping students with needed practical and technical competence to thrive in the real world.
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CHAPTER ONE

1.0 INTRODUCTION
In October 1971, the federal government established the Industrial Training Fund (I.T.F). In its policy statement No 1 published in 1973, a clause was inserted dealing with the issue of practical skills among the locally trained professional in tertiary institutions especially the University of Technology, Monotechnic, Polytechnics, Colleges of Educations and Technical Colleges. Section 15 0f the policy statement states clearly that “Great emphasis will be placed on assisting certain products of the post-secondary school system to adapt or orientate easily to their possible post-graduation job environments”, subsequently leading to the launch of a scheme known as the Student’s Industrial Work Experience Scheme (SIWES). 

1.1 BACKGROUND
The Industrial Training fund established by decree 43 was introduced in 1971, vis-à-vis the birth of the Students Industrial Work Experience Scheme (SIWES) the same year by the Federal Government of Nigeria (FGN). It is against this background that the industrial training fund (ITF) initiated, designed and introduced SIWES Scheme in 1973 to acquaint students with the skills of handling employers’ equipment and machinery.
The Industrial Training Fund (ITF) solely funded the scheme during its formative years. However, due to financial constraints, the fund withdrew from the scheme in 1978. The Federal Government, noting the significance of the skills training, handed the management of the scheme to both the National Universities Commission (NUC), and the National Board for Technical Education (NBTE) in 1979. The management and implementation of the scheme was however, reverted to the ITF by the Federal Government in November, 1984 and the administration was effectively taken over by the industrial training fund in July 1985, with the funding solely boned by the Federal Government. It is an integral part of the requirements for the award of Certificates, Diplomas and Degrees in institutions of higher learning, e.g. Colleges of Education, Polytechnics, Universities, etc. 
Student Industrial Work Experience Scheme (SIWES) exposes students to industry based skills necessary for a smooth transition from the classroom to work environments. It accords students of tertiary institutions the opportunity of being familiarized, exposed, and prepare students of universities, polytechnics, college of technology, college of agricultures and college of education for the industrial work situation they are likely to meet after graduation and to the needed experience in handling machinery and equipment which are not found in such an educational institution.
1.2 	OBJECTIVES OF SIWES
The Industrial Training Funds Policy Document No. 1 of 1973 which established SIWES outlined the objectives of the scheme. The objectives are to:
· To provide students with relevant practical experience.
· To satisfy accreditation requirements set by the Nigerian Universities Commission (NUC).
· To familiarize students with typical environments in which they are likely to function professionally after graduation.
· To provide student an opportunity to see the real world of their discipline and consequently bridge the gap between the University work and actual practice.
· To change the orientation of students towards labour market when seeking for job.
· To help students access area of interest and suitability for their chosen profession.
· To enhance students, contact for future employment
· To provide access to equipment and other facilities that would not normally be available in the University workshop
· To enlist and enhance industry involvement in university education.
· Summarily the objective of the Student Industrial Work Experience Scheme.
· To solve, the problem of inadequate practical skills, preparatory for employment in industries by Nigerian graduates of tertiary institution. 
· To promote and encourage the acquisition of skills in industry and commerce, with a view of generating a pool of indigenous trained manpower sufficient to meet the needs of the economy.
· To provide an avenue for students in higher institutions of learning to acquire industrial skills and experiences during their course of study.
· To prepare students for industrial work situations that they are likely to meet after graduation.
· To expose students to work methods and techniques in handling equipment and machinery that may not be available in their institutions.
· To make the transition from school to the world of work easier and enhance students’ contacts for later job placements.
· To provide students with the opportunities to apply their educational knowledge in real work situations, thereby bridging the gap between theory and practice.
· To enlist and strengthen employers’ involvement in the entire educational process and prepare students for employment in Industry and Commerce (Information and Guideline for SIWES, 2002).

1.3 BODIES INVOLVED IN THE MANAGEMENT OF SIWES
The bodies involved are: The Federal Government, Industrial Training Fund (ITF). Other supervising agents are: National University Commission (NUC), National Board for Technical Education (NBTE) and National Council for Colleges of Education (NCE)
There are key bodies involved in the operations for effectiveness and relevance to the attainment of national goals in the management structure of the SIWES in Nigeria. How each one contributes is highlighted below.

1. FEDERAL GOVERNMENT
Policy and Funding Support: It institutes a general policy framework and provides funding to SIWES; hence, it promotes skills development through practical training that addresses the needs of the labor market in the country.
It lays down the legal and regulatory environment in which SIWES operates, ensuring that the same is focused on national development imperatives.
2. INDUSTRIAL TRAINING FUND ITF
Program Implementation: ITF is the main coordinator and manager of the SIWES program. It organizes, supervises, and sees to it that students are rightly placed in industry for their field of study.
Funding and Stipends: Allowance to students while on industrial training and stipends to cover some of the requirements that would aid in acquiring practical skills.
Quality Assurance: Assess students' performance and the quality of training for appropriateness to standards at the workplace.
3. NATIONAL UNIVERSITY COMMISSION (NUC)
Policy and Guidelines for Universities: Provide policies and guidelines to universities on how to integrate SIWES into the curriculum for science, engineering, and other technical programs.
Curriculum Co-ordination: Liaises with universities in the structuring of academic work to incorporate SIWES as an essential ingredient in the learning of students to give practical exposure in addition to classroom knowledge.
4. NATIONAL BOARD FOR TECHNICAL EDUCATION NBTE
Technical Institutions Management: Coordinates the implementation of SIWES in polytechnics and technical colleges with the view to exposing students pursuing technical courses to industry practice.
Accreditation and Compliance: Approves standards for SIWES in the technical institutions with a view to ensuring that the aims of the program are achieved to improve the quality.
5. NATIONAL COUNCIL FOR COLLEGES OF EDUCATION (NCE)
Institutionalization of SIWES into Teacher Training: Ensures that SIWES is integrated into the teacher education curriculum, especially in the area of technical and vocational education.
Policy and Coordination: Formulate policies which help SIWES at Colleges of Education to ensure that teachers-to-be have exposure to the real world for which they may translate such experience to the classroom.
Therefore, the success or otherwise of the SIWES depends on the efficiency of the Ministries, ITF, Institutions, Employers of labour and the general public involved in articulation and management of the program. Thus, the evaluation of SIWES in tertiary institutions in meeting up with the needs for the establishment of the program is necessary.


CHAPTER 2
ESTABLISHMENT OVERVIEW
TABFAS SONS AND ENTERPRISES
2:1 BRIEF HISTORY OF  TABFAS SONS AND ENTERPRISES
TABFAS SONS AND ENTERPRISES was founded with a simple yet profound goal: to provide the community with high-quality, affordable provisions. From the very beginning, the company focused on delivering essential food products that families and businesses could rely on. With a deep commitment to customer satisfaction, TABFAS SONS AND ENTERPRISES quickly earned a reputation for its reliable service and dedication to quality.
The company’s journey began with a small but passionate team that sought to serve local customers with essential food staples such as rice, beans, grains, spices, canned goods, and other household items. Recognizing the importance of fresh, nutritious food, TABFAS SONS AND ENTERPRISES established partnerships with local farmers and international suppliers to ensure that every product met high standards of quality.
Through careful market research and constant adaptation to the needs of consumers, TABFAS SONS AND ENTERPRISES expanded its product offerings. Over time, the company began to introduce a broader range of provisions, including imported goods to meet the diverse needs of its growing customer base. This expansion also allowed the business to support local businesses, especially small retailers, by providing them with access to high-quality products at competitive prices.
The early years of the company were characterized by a focus on building strong relationships with customers and suppliers alike. This emphasis on integrity and customer service helped build a loyal clientele, which became the foundation for the company’s long-term success. By maintaining a customer-first approach and adapting to changing market trends, TABFAS SONS AND ENTERPRISES developed a strong and lasting reputation in the community.
In its effort to streamline operations and expand reach, the company introduced an online ordering system, making it easier for customers to place orders and receive deliveries directly to their homes or businesses. This move was part of the company’s commitment to improving accessibility and convenience for all its customers, while also expanding its presence beyond the local market.
As TABFAS SONS AND ENTERPRISES continued to grow, the company adopted new technologies and systems to improve inventory management and logistics. The introduction of digital tools allowed the company to better manage stock levels, ensure timely deliveries, and provide detailed product information to customers. This investment in technology was instrumental in enhancing the overall customer experience.
One of the company’s key strengths is its ability to adapt to changing market conditions. Over the years, TABFAS SONS AND ENTERPRISES has weathered economic fluctuations, market shifts, and changing consumer preferences by staying agile and responsive. The company’s leadership continues to prioritize innovation, making sure the business remains relevant in a highly competitive industry.
Beyond its product offerings, TABFAS SONS AND ENTERPRISES also places a strong emphasis on sustainability and corporate social responsibility. The company works closely with suppliers who share its values of environmental stewardship and ethical sourcing. Whether it’s reducing packaging waste or supporting local farmers, TABFAS SONS AND ENTERPRISES is committed to making a positive impact on both the community and the environment.
Through the years, the company has been actively involved in supporting local events and charitable causes. Whether it’s sponsoring community outreach programs or donating provisions to families in need, TABFAS SONS AND ENTERPRISES takes pride in being a responsible corporate citizen. This dedication to giving back further strengthens its bond with the local community.
TABFAS SONS AND ENTERPRISES has also embraced partnerships with international food suppliers, allowing the company to offer a diverse selection of provisions. By collaborating with trusted global brands, the company ensures its customers have access to high-quality goods from around the world. These international partnerships have also enabled the company to expand its offerings to include specialty items not easily found in local markets.
A key milestone in the company’s growth came when it opened its first distribution center, which allowed TABFAS SONS AND ENTERPRISES to handle larger volumes of products and streamline its supply chain. This move not only improved operational efficiency but also positioned the company for future expansion into new markets.
As the demand for health-conscious and organic products continues to rise, TABFAS SONS AND ENTERPRISES has adapted its offerings to meet these preferences. The company now includes a wide range of organic, gluten-free, and health-oriented provisions, catering to an increasingly health-conscious consumer base. This shift has further solidified the company’s position as a market leader in the provisions industry.
The company also places a strong emphasis on employee development and training. By investing in its workforce, TABFAS SONS AND ENTERPRISES ensures that its team members are equipped with the knowledge and skills needed to provide exceptional service to customers. The company fosters a positive work environment that encourages growth, teamwork, and innovation.
As TABFAS SONS AND ENTERPRISES moves into the future, its leadership remains committed to staying ahead of industry trends while maintaining the core values that have made the company successful. The company continues to explore new ways to enhance its product offerings, improve operational efficiencies, and contribute to the community.
Looking ahead, TABFAS SONS AND ENTERPRISES plans to expand its presence both domestically and internationally. By tapping into new markets and exploring new avenues for growth, the company aims to continue its legacy of providing high-quality provisions to a global audience.

The future of TABFAS SONS AND ENTERPRISES looks bright, with continued innovation and a steadfast commitment to customer satisfaction. As the company continues to grow, it will remain focused on its core mission of providing essential provisions and improving the lives of its customers.
Today, TABFAS SONS AND ENTERPRISES stands as a testament to the hard work, dedication, and vision of its founders. With a legacy built on integrity, quality, and service, the company remains a trusted name in the provisions industry. As it enters its next chapter, TABFAS SONS AND ENTERPRISES is poised for continued success and growth, shaping the future of the provisions market for generations to come.
LOCATION:
1, EXALTED HOUSE ORIMERUNMU, OLOWOTEDO MOWE -IBAFO  OGUN STATE
2:2 OBJECTIVE OF ESTABLISHMENT 
1. Provide High-Quality Provisions: Offer a wide variety of affordable and high-quality food products, ensuring that customers can rely on the company for their essential needs.
2. Expand Product Range: Continuously introduce new products to meet the changing needs of the market, including healthy, organic, and specialty provisions.
3. Customer Satisfaction: Ensure exceptional service and product quality by listening to customer feedback and constantly improving operations.
4. Sustainability Initiatives: Incorporate sustainable practices into the business, such as reducing packaging waste, supporting local farmers, and using environmentally friendly supply chain practices.
5. Increase Accessibility: Expand the reach of TABFAS SONS AND ENTERPRISES through digital platforms, enabling customers to conveniently place orders online and receive home deliveries.
6. Build Strong Supplier Relationships: Establish and maintain long-term relationships with reputable suppliers to ensure a steady and diverse supply of quality provisions.
7. Enhance Operational Efficiency: Invest in technology to streamline inventory management, reduce costs, and ensure timely deliveries to customers.
8. Community Engagement: Actively engage in community outreach, sponsor local events, and support charitable initiatives that align with the company’s values.
9. Expand Market Presence: Increase market penetration both locally and regionally, positioning the company as a leader in the provision industry.
10. Employee Development: Foster a supportive and growth-oriented workplace by providing training and development opportunities for employees to enhance their skills.
11. Innovate in Distribution: Enhance the distribution network to ensure that provisions are available in a timely and cost-effective manner to a wider range of customers.
12. Improve Customer Convenience: Introduce additional services such as flexible delivery times, bulk ordering options, and personalized shopping experiences.
13. Promote Healthy Living: Introduce more health-conscious product options, such as organic, gluten-free, and low-sugar alternatives, to cater to the growing demand for healthy food options.
14. Global Expansion: Explore opportunities for international trade and supply to diversify product sources and expand the business into new markets.
15. Enhance Brand Awareness: Strengthen the company’s brand presence through targeted marketing campaigns, partnerships, and public relations efforts.
2.3 VARIOUS UNITS IN THE ESTABLISHMENT AND FUNCTION
1. Sales and Marketing: This department focuses on promoting the company's products, creating brand awareness, and driving sales. They handle market research, advertising, promotional campaigns, and customer engagement through both digital and traditional marketing channels.
2. Procurement and Supply Chain: Responsible for sourcing products, managing suppliers, and ensuring the timely delivery of goods. This department also oversees inventory management, ensuring there is always enough stock to meet customer demand.
3. Finance and Accounting: Manages the company's financial health, including budgeting, financial reporting, bookkeeping, payroll, and managing accounts payable and receivable. This department ensures the business remains financially solvent and compliant with tax regulations.
4. Operations: Oversees the day-to-day functioning of the business, ensuring that products are stored and distributed efficiently. This department is involved in inventory management, product quality control, and streamlining order fulfillment and delivery processes.
5. Customer Service: Ensures customers receive excellent support before, during, and after their purchase. The team addresses inquiries, resolves complaints, handles returns, and gathers feedback to improve the customer experience.
6. Human Resources (HR): Responsible for recruiting, training, and managing employees. HR also handles employee benefits, performance evaluations, and ensures compliance with labor laws.
7. IT and Technology: Ensures the smooth operation of the company’s technological systems. This department manages the company’s e-commerce platforms, website, inventory software, and ensures network security.
8. Legal and Compliance: Handles legal issues, contracts, and ensures that the company complies with local, regional, and international laws and regulations. This department is also responsible for intellectual property management and protecting the company’s interests legally.



CHAPTER THREE
[bookmark: _Toc346657164]NATURE OF WORK, ACTIVITIES, SKILLS AND EXPERIENCE GAINED ON SIWES SITE
During my SIWES experience in the Sales and Marketing Department, I gained a profound understanding of how critical marketing strategies are to the success of a business. I was first introduced to the concept of market research, where I helped the team collect data on customer preferences and buying behavior. This process involved using surveys, analyzing customer feedback, and reviewing industry trends, which allowed me to identify key areas for improvement in our marketing campaigns. Through this, I learned the importance of knowing your audience and tailoring your marketing approach to their needs and expectations.
As part of the marketing team, I was tasked with content creation for various platforms, including social media, email campaigns, and the company website. I worked with the digital marketing team to develop engaging posts that not only highlighted our products but also aligned with the brand’s voice and values. I learned how to create compelling content that resonates with customers and drives engagement, and I became more proficient in using tools like Canva and Google Analytics to measure the success of our content.
A major part of my role was supporting the planning and execution of promotional campaigns. I was involved in brainstorming sessions where we discussed potential marketing strategies, such as offering discounts, creating special promotions for holidays, or launching product bundles. This experience taught me how to design campaigns that attract customers while also staying aligned with business objectives. I assisted in tracking the performance of these campaigns, which involved analyzing sales data, customer feedback, and overall engagement to determine whether the campaign was successful or if adjustments were needed.
Working alongside senior marketers, I was able to learn about customer segmentation—dividing customers into groups based on specific characteristics such as age, location, buying behavior, or preferences. This helped me understand how businesses can tailor their marketing efforts to meet the unique needs of different customer groups. I also contributed to creating buyer personas that helped us visualize ideal customers and focus on strategies that would be most effective for each persona.
One of the most valuable experiences in this department was being part of the team responsible for product positioning. I learned how to analyze competitor offerings and develop strategies to differentiate our products in the marketplace. This task taught me the importance of identifying a product’s unique value proposition and how to communicate that effectively to customers. I also learned about the concept of brand equity—how the perceived value of a brand impacts customer loyalty and purchase behavior.
Throughout my time in the Customer Service Department, I was introduced to the essential role that customer service plays in a business. My primary responsibility was interacting with customers to address their inquiries, complaints, and concerns. This often involved answering questions about product availability, delivery times, and pricing. I learned that customer service is not just about answering questions; it’s about building relationships and ensuring that customers feel heard and valued.
A key lesson in the customer service department was learning how to handle difficult situations. Many customers contacted us with complaints, and I was trained to listen actively, empathize with their concerns, and find solutions. I learned that it’s not always about having the perfect answer immediately but rather making the customer feel understood and supported. Resolving conflicts and turning negative experiences into positive ones became a skill I honed throughout my time in this department.
In addition to handling complaints, I also helped manage customer feedback. We used this feedback to improve our services and product offerings. I was involved in tracking customer satisfaction scores and identifying recurring issues. This data helped us understand areas where we were excelling and areas where improvements were needed. I learned that continuous improvement in customer service requires actively listening to customers and being responsive to their needs.
Another important task I was given in the customer service department was maintaining customer records. I worked with the CRM system to ensure that customer details were accurate and up-to-date. This process helped me understand the significance of data accuracy in delivering exceptional service and creating personalized customer experiences. I became proficient in using the CRM system to track customer interactions, which played a crucial role in ensuring that follow-ups were timely and effective.
I also assisted in managing the return and exchange processes, which required understanding company policies and ensuring that customers were satisfied with the resolution. This experience helped me develop attention to detail and a thorough understanding of company protocols. I learned the importance of clear communication during returns and exchanges, as these interactions often had the potential to influence customer perceptions of the company.
Customer service wasn’t just about resolving complaints but also about enhancing the overall customer experience. I was involved in creating customer loyalty programs and sending follow-up emails to ensure customers were happy with their purchases. This experience taught me that customer retention is just as important as acquiring new customers. By offering personalized services and incentives, we could turn one-time buyers into repeat customers.
I also helped with product inquiries. Customers often reached out to ask about product details, pricing, and availability. I had to quickly learn about each product, from its features to how it compared with other similar products in the market. This experience taught me the importance of having deep product knowledge and how to communicate that knowledge effectively to customers.
Throughout both departments, I became proficient in using various communication tools. I handled customer inquiries via phone, email, and social media, which gave me insight into how different channels require different communication approaches. I learned how to adapt my tone and message depending on the medium and the customer’s needs.
Working in the Sales and Marketing department, I had the opportunity to observe the critical role that data analytics plays in decision-making. I assisted in gathering data from various marketing campaigns, analyzing customer behavior, and reporting on performance metrics. This experience gave me an appreciation for how numbers and statistics are used to evaluate the success of marketing strategies and make informed decisions for future campaigns.
In both departments, I had the chance to work in a team environment, which taught me how to collaborate effectively. Whether it was working with the marketing team to launch a new campaign or with the customer service team to resolve an issue, I learned the importance of clear communication and teamwork in achieving company goals.
I also learned the significance of time management. Both departments required me to juggle multiple tasks and prioritize responsibilities. Whether it was ensuring that customer complaints were handled promptly or assisting with marketing materials before a campaign launch, managing my time effectively became an essential skill.
By the end of my SIWES experience, I had developed a well-rounded understanding of both sales and marketing as well as customer service. I realized that these departments are deeply interconnected—strong marketing strategies attract customers, while exceptional customer service ensures that they remain loyal to the brand. My experience taught me the importance of customer-centric business strategies and how businesses must continuously adapt to meet evolving customer needs.
My time in both departments also gave me a deeper understanding of the value of customer satisfaction. Whether in marketing or customer service, the goal is the same: to create positive, lasting experiences that encourage repeat business. I left the SIWES program with a comprehensive understanding of how marketing, customer service, and sales all work together to build a successful business.

CHAPTER 4
EXECUTIVE SUMMARY
BENEFITS
· I become more enlightened by encountering and getting familiar with different equipment.
· I was able to relate most of my theoretical aspect taught in class to the physical aspect in the organisation.
· I experienced how to use some of the equipment being used in the organisation.
· I also improved in my understanding of some stages.

WORK CARRIED OUT WITH CLEAR STATEMENT
The entire staff of TABFAS SONS AND ENTERPRISES, taught me on how to manage the company and how to work as a team in any organisation.


CHAPTER FIVE
PROBLEMS ENCOUNTERS, RECOMMENDATIONS AND CONCLUSIONS
5.1	Difficulties Encountered During the Programme
	Life they say is not a bed of roses and whatsoever that has advantages also have its disadvantages. In as much as the SIWES Programme is a wonderful programme which has been designed to help the students have a practical knowledge of their various courses of study, it is note-worthy to also mention some of the problems encountered during the programme.
1. Problems of Securing a Place of Attachment
Securing a place of attachment for industrial training programme was a very big challenge to me. This is due to the fact that there are very limited establishment that accepts students undergoing industrial training. While I was searching for a place of attachments, I got to find out most of the establishments that accepts students had already taken the maximum number of students needed, while others would just reject the request giving one reason or the other.
2. Working Time
	As an IT student, I was meant to work for twelve (12) hours in a day, five days in a week (i.e. Mondays to Friday). I barely had time to attend to my personal needs. Not just that IT students had to work all day, but also, the work load was quite much. Most times IT students would be asked to work overtime even without any incentive attached to it and students have no option but to comply every given instruction.
 3. Finance
	Stipends given to me during my industrial training programme is nothing to write home about. The stipend was so little that it could not even cover up for my daily transportation fair not to even mention my feeding fee; therefore, making me spent more from my personal savings. Despite the fact that the stipend was little, it was delayed. Most students ended their programme without receiving their complete stipend due to late payment from firm and we are also asked to pay for the practical we are going to conduct which makes student loose interest in participating.
4. Inaccessible Machines
Industrial training students were not opportune to access most of the automated analyzers because they are not available Instead, we were being told to make research of such machine which does not assist us in learning better going with the saying “practice makes perfect” and not “plain research makes one perfect”. One of the objectives of SIWES is to expose students to work methods and techniques in handling equipment’s and machineries that may not be available in their universities, thus, the above stated objective of SIWES is not been fulfilled completely.
The difficulties encountered during the programme among others include;
· Inadequate monitoring of students on industrial training;
· Lack of cooperation and support from organization;
· Delay in release of fund for supervision and student’s industrial training allowances;
· Student’s reports were not corrected.

5.2 RECOMMENDATIONS OF THE SCHEME WAYS OF IMPROVING THE PROGRAMME
	SIWES programme can be improved by the various actors in the programme which include the Federal Government of Nigeria (FGN), Industrial Training Fund (ITF), Supervisory Agencies (NUC, NCCE, and NBTE), the Institutions, and the Employers.
A. The Federal Government of Nigeria
· The Federal Government should make it mandatory to all ministries, companies, and other organization to offer placement and as well as accept students for industrial attachment.
· The Federal Government should increase the fund being provided for the SIWES programme and other educational programmes in general for effective and productive implementation of the scheme.
B. The Industrial Training Fund (ITF)
· The Industrial Training Fund should provide a strong insurance policy covered for students on SIWES programme.
· The ITF should provide logistic and material necessary for the effective administration of the scheme.
· The ITF should formulate policies and guidelines for SIWES programme for enhancement to all SIWES participating bodies, institutions and companies involved in the scheme.
· The ITF should provide information on companies for the attachment and help in the placement of students.
C. The Supervisory Agency
· The supervisory agency should liaise with the Industrial Training Fund to ensure the implementation of all federal government policies on the scheme.
· The supervisory agency should ensure adequate funding of the SIWES unit in all the institutions for effective administration of the scheme.
· The supervisory agency should research into the development of the scheme in line with advances in technological development.
· The supervisory agency should develop, monitor and review job specification in collaboration with the institution toward the maintenance of the National Minimum Academic Standard for the entire programme approved for SIWES.
D. The Institution
· The Institution should help identify placement opportunities for student attachment with employers.
· The Institution should ensure regular visitation of their students on industrial training to monitor their welfare and improvement status.
· The Institution should have adequate information on some of the challenges facing the firm and the student; it should be noted and treated immediately.
· The Institution should ensure payment of student’s allowances and other outstanding financial challenges.
E. The Employer
· The Employers should accept students for industrial training attachment.
· The Employer should allow the students to have access to some of their useful equipment and other useful facilities.
· The Employer should provide welfare services like drugs and other medication and show good hospitality to students.
5.2.1	Advice for Future Participants
I strongly recommend that future participants should bear the following in mind;
1. The student should be focused to avoid disputing the reputation of the institution in their place of industrial attachment and they should also bear in mind the objective of the scheme and show commitment, diligence and honesty.
1. The student should obey and adhere strictly to all rules and regulations of the company; they should respect the industrial based supervisors as well as other staffs of the company because the moral standard of the student is also evaluated.
1. The student should avoid change of placement without seeking permission from the institutional based supervisor, the employer and the industrial training fund.
1. The student should handle the equipment if the firm with great care and they should take pride in protecting the interest of the company throughout the period of industrial attachment.
5.2.2	Advice for the SIWES managers
1. The SIWES managers should give attention to student welfare on industrial training and the students allowance should be increased as a result as high cost of living in our society.
1. Technologists from various departments or program should be involved in the drafting of time table for students on IT to ensure that students are always sent into areas where activities that will result in learning experience are taking place.
5.3 CONCLUSION
The gains of this exercise are immense; that it was worth the while is grossly an understatement. Being accorded another opportunity in life to be exposed to the rudiments of work places outside the class room teaching is an experience of a life time.
Furthermore, the exposure to practical tools, and working features had engendered better understanding of lessons thought in the class room and charted a course for career development.
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