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ABSTRACT
This report details the Student Industrial Work Experience Scheme (SIWES) undertaken at Lagos State Development Property Corporation (LSDPC). The objective was to bridge the gap between theoretical knowledge and practical industry application. The report covers the experiences gained, challenges encountered, and recommendations for improvement.
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CHAPTER ONE
· Student Industrial Work Experience Scheme
The Students Industrial Work Experience Scheme (SIWES), is a skills Development programme initiated by the SIWES Fund (ITF), in 1973 to bridge the gap between theory and practice among students of Polytechnic and technology in Institutions of Higher Learning in Nigeria. It provides for on-the-job practical experience for students as they are exposed to work methods and techniques in handling equipment and machinery that may not be available in their Institutions.
SIWES was established by ITF in 1973 to solve the problem of lack of adequate practical skills preparatory for employment in industries by Nigerian graduates of tertiary institutions.
The Scheme exposes students to industry based skills necessary for a smooth transition from the classroom to the world of work. It affords students of tertiary institutions the opportunity of being familiarized and exposed to the needed experience which are usually not available in the educational institutions.
Participation in SIWES has become a necessary pre-condition for the award of Diploma and Degree certificates in specific disciplines in most institutions of higher learning in the country, in accordance with the education policy of government.
Duration – 4 months for the Polytechnics.
Aim of the Study
The aim of the study was to evaluate the impact of SIWES on Technical Skills Development in the Nigerian economy. This is to enable Institutions of Higher Learning and other Stakeholders assess the performance of their roles in the Scheme.

· THE ROLE OF THE SIWES FUND
The SIWES Fund (ITF) was established by the decree 47 of 1971 constitution and charged with the responsibility of promoting and encouraging the acquisition of industrial skills, with the view of generating a collection of indigenous trained manpower, sufficient enough to enhance and meet the needs of the economy so as to promote development. Supervision of students, organizing orientation programs, and disbursing allowances to students are some of the roles played by the SIWES fund in the implementation of SIWES.

· THE SCOPE AND IMPORTANCE OF SIWES
The scheme covers all science and technological based students in monotechnics, polytechnics and universities in Nigeria, resulting in a high population of students which is easily managed because of the public and private industries that partake in the scheme. SIWES enables students acquire industrial know-how in their field of study particularly in technological based courses. It also enables students experience the application of theoretical knowledge in solving real life problems.

· THE ROLE OF THE STUDENT AND THE INSTITUTION
The role of the student is to partake in the program in such a way that he/she will achieve maximum benefit from the program. The student is advised to ask questions, be submissive, and adhere to all the rules and regulations of the organization where he is attached. Identification of placement opportunities, funding of SIWES supervisors and assessment of the student are some of the roles played by the institutions to ensure smooth running of the program.


CHAPTER TWO
EXPERIENCE GAINED
During my SIWES program at Lagos State Development Property Corporation (LSDPC), I was exposed to various practical aspects of real estate marketing and business operations. The training provided hands-on experience in property sales, customer relations, digital marketing, and documentation processes. Below are the key areas where I gained experience:
2.1 Property Marketing Strategies
Marketing is a crucial aspect of real estate, and at LSDPC, I learned how to promote properties effectively. This involved:
Understanding the Market: I was trained to study market trends, analyze customer preferences, and determine the best marketing strategies for different types of properties.
Advertising and Promotions: I assisted in designing flyers, brochures, and online advertisements to promote available properties.
Sales Pitch Development: I observed senior marketers during sales presentations and learned how to persuade potential buyers using effective communication strategies.
Client Follow-Up: I was tasked with maintaining a database of potential buyers and following up on inquiries through phone calls and emails.
2.2 Customer Relationship Management (CRM)
LSDPC places great emphasis on customer satisfaction. My experience in this area included:
Handling Customer Inquiries: I attended to clients who visited the office, provided information about available properties, and scheduled site inspections.
Client Engagement Techniques: I learned how to build rapport with clients by understanding their needs and preferences.
Complaint Resolution: I observed how complaints about property defects, pricing issues, and contract delays were handled professionally.
Customer Feedback Management: LSDPC regularly collects feedback from clients to improve its services. I assisted in documenting and analyzing customer reviews.
2.3 Market Research & Competitive Analysis
To remain competitive, real estate firms conduct market research. I participated in the following research activities:
Competitor Analysis: I gathered information about competitors’ pricing strategies, customer incentives, and property features.
Survey Design & Implementation: I helped in creating survey forms and collecting responses from potential customers regarding their housing preferences.
Data Analysis: I assisted in analyzing survey data to determine market demand for different property types.
2.4 Property Sales & Documentation Process
Property sales involve multiple steps, from inquiry to contract signing. I gained experience in:
Site Inspections: I accompanied potential buyers on property visits and observed how sales representatives explained property features.
Offer Negotiation: Though I was not directly involved in negotiations, I observed how prices and payment plans were discussed between clients and company representatives.
Contract Preparation: I assisted in preparing sales agreements and lease contracts under supervision. This involved learning about legal requirements and payment terms.

Payment Processing: I observed how payments were processed, receipts were issued, and transactions were documented.
2.5 Digital Marketing & Online Property Listing
The real estate industry is shifting towards online marketing. My tasks in this area included:
Managing Social Media Platforms: I helped update LSDPC’s Facebook, Instagram, and LinkedIn pages with new property listings.
Creating Online Advertisements: I assisted in designing and posting property ads on real estate websites and social media.
Search Engine Optimization (SEO): I learned basic SEO techniques to increase the visibility of LSDPC’s website in online searches.
Email Marketing Campaigns: I helped draft email newsletters promoting new property developments to potential buyers.
2.6 Administrative & Office Operations
Beyond marketing, I was also exposed to the daily operations of a corporate office. My experience included:
Filing and Documentation: I helped organize property documents, client records, and financial reports.
Meeting Participation: I attended internal meetings where project progress, sales performance, and new marketing strategies were discussed.
Telephone and Email Correspondence: I learned professional communication skills by responding to emails and making follow-up calls. 

CHAPTER THREE
CHALLENGES ENCOUNTERED
During my SIWES training at Lagos State Development Property Corporation (LSDPC), I faced several challenges that affected my learning experience. These challenges ranged from limited access to high-level tasks to technological limitations within the organization. This chapter highlights the key difficulties encountered and how they impacted my internship.
3.1 Limited Practical Exposure to High-Level Negotiations
One of the biggest challenges I faced was the restricted access to high-level property negotiations. While I was able to observe some client interactions, most of the critical discussions involving pricing, payment plans, and contract negotiations were handled by senior executives.
I was often limited to preliminary discussions with potential buyers, where I could only provide general information about available properties.
The final price negotiations and contract agreements were discussed in executive meetings, which interns were not allowed to attend.
This reduced my ability to fully understand the complexities of real estate deal-making and client persuasion techniques.
To overcome this, I took notes during client interactions, reviewed previous contract documents, and asked questions from my supervisors to gain indirect knowledge of the negotiation process.
3.2 Insufficient Training in Advanced Digital Marketing Tools
Although I was exposed to digital marketing strategies, I realized that the company’s digital presence was not fully optimized for online real estate marketing.
Most of the advertising efforts were focused on traditional media (flyers, newspapers, billboards) rather than modern digital platforms (Google Ads, LinkedIn Ads).
The company’s social media engagement was not very active, and interns were not given enough training on SEO (Search Engine Optimization) or Google Analytics.
There was no structured digital marketing training, making it difficult for me to learn how to use automated marketing tools.
This challenge limited my ability to gain practical experience in digital real estate marketing, which is a growing trend in the industry.
3.3 Restricted Access to Core Management Decision-Making
The real estate industry involves strategic decision-making on issues such as project financing, property pricing, and investment strategies. However, as an intern, I was not involved in major corporate decisions, which limited my understanding of:
How property prices are set based on market demand and economic trends.
How investment decisions are made for new housing projects.
How financial risks are managed in the real estate sector.
Most of my exposure was at the operational level, dealing with clients and sales processes, while senior managers handled strategic planning behind closed doors.
3.4 High Competition in the Real Estate Market
Selling real estate in Lagos State is highly competitive due to many private developers offering similar properties. Some challenges I noticed include:
Clients comparing LSDPC properties with private developers, often negotiating for lower prices.
Delay in property sales due to slow decision-making by buyers and lengthy approval processes.
Clients demanding flexible payment options, which LSDPC sometimes found difficult to provide.
Because of these factors, converting leads into actual property buyers was a challenge, making marketing efforts more demanding.
3.5 Technology and Documentation Challenges
I observed that LSDPC still relied on manual documentation in some areas, which caused delays in workflow.
Customer records and property files were mostly stored in physical folders, making it difficult to retrieve information quickly.
Some sales processes required manual approvals, increasing the waiting time for clients.
There was limited use of automation in customer relationship management, affecting efficiency.
A fully digitized system would have made the process faster and more efficient.
3.6 Time Management and Workload Pressure
As an intern, I had to juggle multiple tasks within a short period, which sometimes made time management difficult.
I was required to assist multiple departments, including sales, marketing, and customer service, making it hard to focus on one skill at a time.
Some assignments were time-sensitive, requiring quick responses, especially when dealing with clients and property listings.
Since LSDPC serves a large customer base, interns often had to handle multiple inquiries at once, leading to occasional workload pressure.
To manage this, I learned to prioritize tasks, stay organized, and use checklists to keep track of assignments.
3.7 Difficulty in Adapting to Corporate Communication Standards
At the beginning of my internship, I faced challenges in adjusting to professional communication standards in the corporate environment.
I had to learn formal email writing and proper telephone etiquette when interacting with clients.
Reporting procedures required precise and professional documentation, which was different from academic writing.
Communicating with senior staff members and clients required confidence and a clear understanding of real estate terms.
Through continuous practice, I improved my business communication skills and became more confident in handling customer interactions.
3.8 Limited Networking Opportunities
One of my goals for SIWES was to network with professionals in the real estate industry. However, I found that:
There were few networking events where interns could connect with industry professionals.
Most business meetings were exclusive to senior staff, limiting opportunities to interact with real estate experts.
LSDPC did not have a structured mentorship program, making it difficult for interns to get one-on-one career guidance.
Despite this, I took initiative by engaging with colleagues, asking questions, and staying connected with professionals through LinkedIn.


CHAPTER FOUR
RECOMMENDATIONS
To improve future SIWES experiences, the following recommendations should be considered:
1. Increased Hands-on Training – Interns should be given more responsibilities in negotiation processes and property sales.
2. Emphasis on Digital Marketing Skills – LSDPC should incorporate digital marketing training using tools like Google Ads and social media analytics.
3. More Exposure to Executive Decision-Making – Providing interns access to strategic planning meetings would enhance their learning experience.
4. Adoption of Advanced Technology – LSDPC should implement automated systems to improve workflow efficiency.
5. Structured Internship Training Program – A well-defined training schedule should be provided to interns for better learning outcomes.
CONCLUSION
The SIWES program at LSDPC was highly beneficial, providing practical exposure to real estate marketing, customer relations, and sales processes. Although challenges were encountered, the experience significantly enhanced my knowledge and skills, preparing me for future career opportunities in marketing.
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