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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 AB, ABIOLA STORE DRINK LIMITED.
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
EAGLE COMPUTER COLLEGE
2:1 BRIEF HISTORY OF AB, ABIOLA STORE DRINK LIMITED
AB, ABIOLA STORE DRINK LIMITED is a well-established beverage retail company situated in Ikoyi Ile, opposite Olokuta Saw Mill, Ikoyi, Osun State. Over the years, it has grown into a trusted name in the distribution and retail of both alcoholic and non-alcoholic beverages, serving a diverse customer base that includes individuals, businesses, and event organizers. The company prides itself on offering high-quality products sourced from reputable manufacturers and distributors, ensuring that customers always have access to the best drinks available in the market.
The establishment of AB, ABIOLA STORE DRINK LIMITED was driven by a passion for delivering quality beverages to the local community and beyond. Recognizing the increasing demand for both soft drinks and alcoholic beverages, the founders saw an opportunity to create a business that would not only meet these needs but also provide exceptional customer service. The company was established with the aim of becoming a leading supplier of drinks in Osun State, offering a wide range of products at competitive prices.
In the early days of its operations, AB, ABIOLA STORE DRINK LIMITED started with a small inventory, focusing on essential beverage products that were in high demand within the community. As the business gained recognition and trust among customers, it expanded its product line to include a broader selection of drinks, ranging from popular soft drink brands to premium wines and spirits. This expansion was driven by a commitment to satisfying customer preferences and ensuring that the store remained a one-stop shop for all beverage needs.
The strategic location of the business has played a significant role in its growth. Being situated opposite Olokuta Saw Mill in Ikoyi, Osun State, AB, ABIOLA STORE DRINK LIMITED benefits from a steady flow of customers, including workers, business owners, and residents in the area. The convenience of its location has made it a preferred choice for customers looking for a reliable place to purchase their drinks. The store has also built strong relationships with wholesalers, event planners, and retailers who rely on it for their beverage supplies.
Customer satisfaction has always been at the heart of AB, ABIOLA STORE DRINK LIMITED’s operations. The company understands that providing quality drinks is not enough; ensuring excellent customer service is equally important. The management and staff prioritize creating a welcoming shopping experience for customers, offering assistance in selecting the right products, and maintaining fair pricing to accommodate different budget levels. This dedication to service has helped the business establish a loyal customer base, with many customers returning regularly due to the trust they have in the company.
One of the key factors that set AB, ABIOLA STORE DRINK LIMITED apart from competitors is its ability to adapt to market trends and changes in consumer preferences. The beverage industry is dynamic, with new products being introduced regularly, and consumer tastes evolving over time. The company stays updated on industry trends by working closely with suppliers and monitoring market developments. This proactive approach ensures that the store is always stocked with the latest beverages, including newly launched soft drinks, imported wines, craft beers, and energy drinks.
The company has also made efforts to improve its business operations by incorporating efficient inventory management systems. Ensuring that stock levels are well-maintained is crucial in preventing shortages and meeting customer demands promptly. By leveraging technology and modern business practices, AB, ABIOLA STORE DRINK LIMITED has been able to streamline its operations, minimize waste, and optimize its supply chain. These improvements have contributed to the overall efficiency of the business, allowing it to serve customers more effectively.
In addition to its retail operations, AB, ABIOLA STORE DRINK LIMITED has established strong partnerships with event organizers and corporate clients. Many event planners rely on the store to supply beverages for weddings, parties, corporate events, and other gatherings. The company has built a reputation for reliability, ensuring that bulk orders are delivered on time and in excellent condition. By catering to large-scale events, the business has further strengthened its presence in the market and expanded its reach beyond individual retail sales.
Despite its success, AB, ABIOLA STORE DRINK LIMITED has faced challenges along the way. Like many businesses in the retail sector, it has had to navigate issues such as fluctuations in supply prices, competition from larger retailers, and economic downturns that affect consumer spending. However, the company’s ability to adapt and implement strategic solutions has helped it overcome these challenges. By maintaining strong relationships with suppliers, negotiating better deals, and optimizing its pricing strategy, the business has been able to remain competitive in the industry.
Another challenge the company has encountered is the impact of inflation and rising transportation costs on product pricing. As the cost of goods increases, businesses in the beverage retail sector must find ways to balance profitability while keeping prices reasonable for customers. AB, ABIOLA STORE DRINK LIMITED has addressed this challenge by sourcing drinks from multiple suppliers, allowing it to compare prices and secure the best possible deals. This approach helps the company maintain affordability while still offering high-quality beverages.
To further enhance its market position, AB, ABIOLA STORE DRINK LIMITED has explored opportunities for expansion. The company aims to open additional outlets in strategic locations across Osun State to reach a larger customer base. By expanding its physical presence, the business can serve more customers and establish itself as a dominant player in the beverage retail industry. Additionally, the company is considering the introduction of an online ordering system, allowing customers to place orders conveniently and have their drinks delivered to their doorstep.
As the beverage industry continues to evolve, AB, ABIOLA STORE DRINK LIMITED remains committed to innovation and growth. The company’s future plans include diversifying its product offerings by introducing more locally produced beverages, supporting Nigerian brands, and promoting healthier drink options such as natural fruit juices and organic beverages. By aligning with changing consumer preferences, the company can position itself as a forward-thinking and customer-centric business.
One of the company’s long-term goals is to establish its own distribution network, allowing it to supply beverages to other retailers and businesses. By becoming a wholesaler, AB, ABIOLA STORE DRINK LIMITED can strengthen its position in the market and increase its revenue streams. This expansion would not only benefit the business but also contribute to job creation and economic growth in the region.
Community engagement is another area where AB, ABIOLA STORE DRINK LIMITED has made a positive impact. The company actively supports local initiatives, sponsors events, and contributes to social causes within Ikoyi and the surrounding areas. By giving back to the community, the business fosters goodwill and strengthens its relationship with customers. This commitment to corporate social responsibility aligns with the company’s values and enhances its reputation as a responsible business entity.
As the company looks to the future, it remains dedicated to maintaining the high standards that have contributed to its success. AB, ABIOLA STORE DRINK LIMITED understands that customer trust and satisfaction are the foundation of a thriving business. By staying true to its mission of providing quality beverages, excellent service, and competitive pricing, the company is well-positioned for continued growth and success.
In conclusion, AB, ABIOLA STORE DRINK LIMITED has come a long way since its inception. From a small beverage retail store to a well-recognized name in the industry, the company’s journey has been marked by resilience, adaptability, and a commitment to excellence. Through strategic expansion, technological advancements, and a strong focus on customer needs, AB, ABIOLA STORE DRINK LIMITED is poised to achieve even greater milestones in the coming years. With a solid foundation and a clear vision for the future, the company will continue to play a vital role in the beverage retail industry, serving customers with dedication and integrity.
MISSION:
Our mission at AB, ABIOLA STORE DRINK LIMITED is to provide high-quality beverages at affordable prices while ensuring excellent customer service and reliability. We are committed to meeting our customers' needs by offering a wide range of trusted drink brands, maintaining strong supplier relationships, and continuously improving our services. Our goal is to be the preferred beverage retailer in Osun State and beyond, delivering convenience, value, and satisfaction in every purchase.
VISION:
Our vision at AB, ABIOLA STORE DRINK LIMITED is to become the leading and most trusted beverage retailer in Osun State and beyond, known for quality products, excellent service, and customer satisfaction. We aim to expand our reach, embrace innovation, and build lasting relationships with our customers and partners while maintaining affordability and reliability in every transaction.
LOCATION:
IKOYI ILE, OPPOSITE OLOKUTA SAW MILL, IKOYI, OSUN STATE
2:2 OBJECTIVE OF ESTABLISHMENT 
1. To provide high-quality alcoholic and non-alcoholic beverages from trusted brands at competitive prices.
2. To ensure excellent customer service by creating a seamless and satisfying shopping experience.
3. To expand our market presence by opening new outlets and leveraging digital platforms for wider reach.
4. To establish and maintain strong relationships with beverage manufacturers and distributors for a reliable supply chain.
5. To implement efficient inventory management systems to prevent shortages and optimize business operations.
6. To support events, restaurants, and retail businesses with timely and reliable bulk beverage supplies.
7. To embrace innovation by adopting modern business practices, including online ordering and delivery services.
8. To contribute to community development through corporate social responsibility initiatives and ethical business practices.
9. To achieve financial growth and sustainability by diversifying product offerings and exploring wholesale distribution.
10. To build a strong brand reputation, making AB, ABIOLA STORE DRINK LIMITED a trusted name in the beverage retail industry.
2.3 VARIOUS UNITS IN THE ESTABLISHMENT AND FUNCTIONS 
AB, ABIOLA STORE DRINK LIMITED is structured into various departments to ensure efficient operations, quality service delivery, and business growth. Each department plays a critical role in maintaining smooth operations, enhancing customer satisfaction, and ensuring financial sustainability. Below is an extended explanation of each department and its functions.
1. Sales and Customer Service Department: The Sales and Customer Service Department is the frontline of the business, directly interacting with customers to facilitate sales and provide excellent service. The team is responsible for attending to walk-in customers, processing orders, responding to inquiries, and ensuring that every purchase experience is smooth and satisfying.
This department also handles customer complaints, resolves disputes, and gathers feedback to improve service quality. The sales team must have extensive product knowledge to guide customers in selecting the right beverages for their needs, whether for personal consumption, events, or business resale. Their ability to build strong customer relationships contributes to the company’s reputation and customer retention.
2. Procurement and Inventory Management: This department is responsible for sourcing beverages from suppliers, negotiating prices, and ensuring a steady supply of products. Procurement specialists establish partnerships with wholesalers, distributors, and manufacturers to secure the best deals while maintaining product quality.
Inventory management is a crucial aspect of this department, as it ensures that all beverages are properly stocked, stored under appropriate conditions, and restocked before they run out. This prevents losses due to expired or damaged products. Proper inventory tracking also helps the business plan purchases efficiently and avoid overstocking or understocking.
3. Logistics and Distribution: The Logistics and Distribution Department oversees the transportation and delivery of beverages to customers, event planners, restaurants, and other business partners. This department ensures that all orders are fulfilled on time, whether for retail customers purchasing in small quantities or bulk buyers needing large shipments.
Drivers and delivery personnel must ensure that products reach customers in good condition. The department also manages the company’s fleet of vehicles, optimizes delivery routes to save time and fuel costs, and ensures safety standards are met. Efficient logistics enhance customer satisfaction by ensuring prompt and reliable service.
4. Finance and Accounting: This department handles all financial transactions, including sales revenue, supplier payments, employee salaries, and business expenses. The finance team ensures that the company maintains a healthy cash flow, tracks profits and losses, and prepares financial reports.
Budgeting is another key function of this department, as it helps the business allocate funds efficiently. Pricing strategies are also developed here, ensuring that the company remains competitive while making a profit. The accounting team also ensures tax compliance, financial audits, and proper record-keeping to maintain transparency and accountability.
5. Marketing and Business Development: The Marketing and Business Development Department focuses on promoting AB, ABIOLA STORE DRINK LIMITED, increasing brand awareness, and expanding the company’s customer base. The team designs and executes marketing campaigns, which may include social media promotions, advertising, discounts, and partnerships with event organizers.
Business development specialists identify new market opportunities, establish corporate partnerships, and create strategies to boost sales. They analyze industry trends, customer preferences, and competitor activities to help the company stay ahead in the beverage retail sector.
6. Human Resources and Administration: This department is responsible for recruiting and training employees, ensuring that the company hires skilled and dedicated staff. It also handles employee welfare, payroll management, and workplace policies to create a positive working environment.
The administration team manages the company’s daily operations, ensuring that all departments function smoothly. This includes scheduling meetings, maintaining records, and ensuring compliance with labor laws and company policies. A well-organized HR and administrative system contributes to productivity and staff motivation.
7. Quality Control and Compliance: To maintain high standards, the Quality Control and Compliance Department ensures that all beverages meet industry regulations and company quality standards. This includes checking product expiration dates, verifying proper storage conditions, and inspecting products upon arrival from suppliers.
Compliance officers ensure that the company operates in line with government regulations, such as licensing requirements for selling alcoholic beverages. They also ensure hygiene and safety standards are upheld in storage and distribution. This department plays a key role in protecting customer health and maintaining the company’s reputation for quality.
8. Online Sales and E-Commerce: With the growing importance of digital platforms, AB, ABIOLA STORE DRINK LIMITED has established an Online Sales and E-Commerce Department to manage internet-based sales. This department oversees the company’s website, social media accounts, and online ordering platforms.
Customers can place orders online, and the team ensures smooth processing and timely delivery. Digital marketing campaigns, such as email promotions and targeted ads, are also managed by this department to attract and retain customers. By leveraging technology, the company can expand its reach beyond physical store locations.
9. Corporate Social Responsibility (CSR) and Community Engagement: This department oversees the company’s involvement in community development and ethical business practices. AB, ABIOLA STORE DRINK LIMITED is committed to giving back to society by supporting local initiatives, sponsoring events, and contributing to social causes.
The CSR team organizes charitable donations, participates in environmental sustainability efforts, and collaborates with community leaders to make a positive impact. By engaging with the community, the company strengthens its brand image and builds goodwill among customers.
10. Security and Risk Management: The Security and Risk Management Department ensures the safety of the company’s assets, employees, and customers. Security personnel monitor the premises, prevent theft, and handle emergency situations.
Risk management involves identifying potential business threats, such as fraud, supplier issues, or economic challenges, and developing strategies to mitigate them. This department ensures that the company is well-prepared to handle unforeseen circumstances, protecting both financial stability and customer trust.
Each department within AB, ABIOLA STORE DRINK LIMITED plays a vital role in ensuring the company’s success. By working together efficiently, these departments contribute to quality service delivery, financial growth, and long-term sustainability. With a strong organizational structure, the company is well-positioned to expand, innovate, and become a leader in the beverage retail industry.












CHAPTER THREE
[bookmark: _Toc346657164]NATURE OF WORK, ACTIVITIES, SKILLS AND EXPERIENCE GAINED ON SIWES SITE
During my Student Industrial Work Experience Scheme (SIWES) training at AB, ABIOLA STORE DRINK LIMITED, I had the opportunity to gain hands-on experience in multiple departments, which broadened my understanding of business operations, customer relations, logistics, and overall management. My time at the company was divided among the Sales and Customer Service Department, Logistics and Distribution Department, and the Operations Department, allowing me to acquire practical skills that go beyond theoretical knowledge. These experiences helped me develop a strong foundation in business processes, problem-solving, teamwork, communication, and professional ethics.
In the Sales and Customer Service Department, I was responsible for directly interacting with customers, ensuring they had a pleasant shopping experience, and assisting them in making informed purchase decisions. My first few days in this department involved familiarizing myself with the various beverages sold by the company, their different brands, prices, and packaging sizes. Understanding the range of products was essential because customers often relied on sales personnel for recommendations, especially when they were unsure of which brand to purchase for events such as parties, weddings, or corporate gatherings. I quickly learned that having excellent product knowledge was key to building trust with customers.
One of the most important skills I developed in this department was customer relationship management. Every day, I encountered different types of customers, ranging from polite and cooperative individuals to difficult and demanding ones. Through interactions with my supervisors and colleagues, I learned how to remain calm and professional even in tense situations. There were instances where customers complained about pricing, product availability, or even minor details such as packaging, and I had to resolve these issues efficiently to maintain customer satisfaction. I also learned the importance of patience, active listening, and clear communication in handling customer complaints.
Additionally, I was responsible for processing sales transactions, which involved handling cash payments, issuing receipts, and balancing sales at the end of the day. Accuracy was crucial in this role because any miscalculation could lead to discrepancies in sales records. I became proficient in using the company’s point-of-sale system, which helped me develop my numerical accuracy and attention to detail. Another important task I undertook was stock arrangement and product display. Proper arrangement of products not only made it easier for customers to find what they needed but also helped in stock rotation to ensure that older products were sold before newer ones. This minimized the chances of products expiring before they were sold, thus preventing financial losses for the company.
Promotional activities were also a significant part of my experience in the Sales and Customer Service Department. The company often ran sales promotions, discounts, and special offers to attract more customers and boost sales. I was actively involved in explaining these offers to customers, distributing promotional materials, and ensuring that promotional items were strategically placed to capture customer attention. Through this, I learned how marketing strategies influence consumer behavior and drive sales.
My transition to the Logistics and Distribution Department provided me with insights into the behind-the-scenes operations that ensure products reach customers efficiently. This department was responsible for order processing, inventory management, and delivery coordination. One of my primary responsibilities was assisting in organizing customer orders, ensuring that all requested products were available, properly packed, and prepared for delivery. This required keen attention to detail because even a small mistake, such as packing the wrong product or failing to check the quantity, could lead to customer dissatisfaction and potential financial losses for the company.
Inventory management was a crucial aspect of my training in this department. I learned how to monitor stock levels, update inventory records, and prevent shortages by coordinating with the procurement team. Keeping track of inventory helped the company determine which products needed to be reordered and which ones were selling faster than others. I was also involved in loading and offloading beverages from supplier trucks and delivery vans. While this task was physically demanding, it gave me an appreciation for the effort required to keep the supply chain running smoothly.
One of the biggest lessons I learned in this department was the importance of time management and efficiency. The timely delivery of products to customers was critical to maintaining business credibility. I observed how the logistics team optimized delivery routes to save time and fuel costs while ensuring that customers received their orders promptly. I also assisted in tracking dispatched goods, maintaining delivery records, and verifying customer signatures upon receipt of their orders.
Working in the Logistics and Distribution Department exposed me to some challenges, such as traffic delays, damaged goods during transportation, and last-minute customer changes to delivery schedules. These challenges required quick problem-solving skills and adaptability. For instance, there was a day when one of our delivery vehicles had a mechanical issue on the way to a major customer’s location. The team had to act fast to arrange an alternative vehicle to complete the delivery on time. From this experience, I learned the importance of contingency planning in logistics operations.
The final phase of my training took place in the Operations Department, which oversees the overall functioning of the business. This department was responsible for ensuring that all other departments worked together efficiently. One of my key responsibilities in this department was assisting in daily business management, which involved ensuring that all departments were prepared for the day’s activities. This included checking that inventory records were updated, confirming that sales and logistics teams had their schedules planned, and ensuring that customer service representatives were ready to assist customers.
I also had the opportunity to observe how supplier relationships were managed. The company regularly liaised with beverage suppliers to negotiate pricing, maintain product quality, and ensure timely stock replenishment. I learned that maintaining strong relationships with suppliers was just as important as building relationships with customers because suppliers played a significant role in determining product availability and cost-effectiveness.
Another critical aspect of my training in the Operations Department was staff scheduling and work allocation. I assisted in organizing work shifts for employees, ensuring that each department had enough staff to function efficiently. This experience gave me insights into workforce management and the importance of balancing workloads among employees to prevent burnout. I also participated in record-keeping and reporting, compiling sales and inventory reports, which were used by management for business analysis and decision-making.
Problem-solving and decision-making were essential skills I developed during my time in the Operations Department. I observed how managers handled unexpected challenges, such as delayed deliveries, supplier issues, and sudden spikes in customer demand. There was a particular instance where an urgent bulk order came in from a corporate client, and we had to quickly coordinate with the sales and logistics teams to fulfill the order within a short time. This experience taught me how to work under pressure, think critically, and collaborate with different teams to achieve a common goal.
Throughout my SIWES training, I also developed soft skills such as teamwork, adaptability, and professionalism. Working with different departments required effective collaboration and communication. I had to interact with colleagues, supervisors, and customers daily, which improved my interpersonal skills. I also learned how to adapt to a fast-paced work environment, where flexibility was essential in handling unexpected situations.
My SIWES experience at AB, ABIOLA STORE DRINK LIMITED was invaluable in preparing me for the professional world. It provided me with a deep understanding of sales operations, customer service excellence, logistics management, and business operations. The knowledge and skills I gained will be beneficial in my future career, as they have equipped me with practical experience that complements my academic studies. The training also reinforced the importance of hard work, discipline, and continuous learning in achieving success in any career path.






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 AB, ABIOLA STORE DRINK LIMITED, 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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