[image: C:\Documents and Settings\USER\Desktop\k.p logo.jpg]

A TECHNICAL REPORT
STUDENT INDUSTRIAL WORKING EXPERIENCE SCHEME
(SIWES)
	
Held at
FUNMI STORE, 
NO 7 DADA IYALODE OJUWOYE MARKET STREET, LAGOS STATE
 

Prepared by:
ABDULSALAM KHADIJAT OLAYIDE
ND/23/BAM/PT/0443

SUBMITTED TO

DEPARTMENT OF BUSINESS ADMINISTRATION
INSTITUTE OF FINANCE AND MANAGEMENT STUDIES
KWARA STATE POLYTECHNIC, ILORIN



INPARTIAL FULFILLMENT OF THE AWARD OF THE REQUIREMENT OF THE AWARD OF NATIONAL DIPLOMA IN BUSINESS ADMINISTRATION AND MANAGEMENT STUDIES




DEDICATION
I dedicate this technical report to the Almighty GOD, the giver of knowledge, wisdom and who is rich in mercy.



















ACKNOWLEDGEMENT
I  take  this  opportunity  to  express  my  profound  gratitude  and  deep  regards  to  the  creator  of   heaven  and  earth,  the  one  who  knows  the  beginning  and  the  end,  the  alpha  and  the  omega,  the  Almighty  Allah  and  also  to  my  guides  (MR & MRS ABDULSALAM,  and  to  all  those  who  has  helped  me  during  my  SIWES  programme.  The  blessings,  help  and  guidance  given  by  them,  time  to  time  has  carry  me  so  this  far  and  shall  carry  on  the  journey  of  life  on  which  I  am  about  to  embark.  I  also  take  this  opportunity  to  express  a  deep  sense  of  gratitude  to  compliment  my  mentor  for  his  cordial  support  valuable  information  and  guidance  which  helped  me  in  completing  my  SIWES  through  various  stages.


TABLE OF CONTENT
Title page											i
Table of content										ii
Dedication											iii
Acknowledgements									iv
TABLE OF CONTENTS
CHAPTER ONE
1.1. Background of SIWES								1
1.2. History  of SIWES								1
1.3. Objectives of SIWES								2
1.4. Objectives of Establishment 						3
CHAPTER TWO
2.1. Store Room										4
2.2. 'Product'											4
 CHAPTER THREE
3.1	Some Goods Sell In Funmi Stores							6
CHAPTER FOUR
4.0 Conclusion and Recommendation						12
4.1	conclusion										12
4.2	Recommendation								13


12

CHAPTER ONE
1.1 INTRODUCTION TO SIWES
Students Industrial Work Experience Scheme (SIWES) is a Skills Training Program designed to prepare and expose Students of Universities, Polytechnics, Colleges of Technology, Colleges of Agriculture and Colleges of Education for the Industrial Work situation they are likely to meet after graduation. The Scheme affords Students the opportunity of familiarizing and exposing themselves handling equipment and machinery that are usually not available in their institutions.
1.2 HISTORY OF SIWES
The Students’ Industrial Work Experience Scheme (SIWES) was initiated in 1973 by the Federal Government of Nigeria under the Industrial Training Fund (ITF) to bridge the gap between theory and practice among products of our tertiary Institutions. It was designed to provide practical training that will expose and prepare students of Universities, Polytechnics, and Colleges of Education for work situation they are likely to meet after graduation.
Before the establishment of the scheme, there was a growing concern among the industrialists that graduates of institutions of higher learning lacked adequate practical background studies preparatory for employment in industries. Thus the employers were of the opinion that the theoretical education going on in higher institutions was not responsive to the needs of the employers of labour.
As a result of the increasing number of students’ enrolment in higher institutions of learning, the administration of this function of funding the scheme became enormous, hence ITF withdrew from the scheme in 1978 and was taken over by the Federal Government and handed to National Universities commission (NUC), National Board for Technical Education (NBTE) and National Commission for Colleges of Education (NCCE). In 1984, the Federal Government reverted back to ITF which took over the scheme officially in 1985 with funding provided by the Federal Government.
1.3 OBJECTIVES OF THE PROGRAMME
The specific objectives of SIWES are to:
· Provide placements in industries for students of higher institutions of learning approved by relevant regulatory authorities (NUC, NBTE, NCCE) to acquire work experience and skills relevant to their course of study
· Prepare students for real work situation they will meet after graduation.
· Expose students to work methods and techniques in the handling of equipment and machinery that may not be available in schools.
· Make transition from school to the labour market smooth and enhance students’ conduct for later job placement
· Provide students with the opportunity to apply their knowledge in real life work situation thereby bridging the gap between theory and practice
· Strengthen employer involvement in the entire educational process and prepare students for employment in industry
Promote the desired technological knowhow required for the advancement of the nation.
1.4	OBJECTIVES OF ESTABLISHMENT
To provide innovative and effective solutions
	To deliver exceptional customer service
	To drive business growth and expansion
	To build a strong brand reputation
	To develop and maintain a skilled workforce
	To promote a culture of innovation and continuous improvement
	To maintain high-quality standards and best practices
	To foster strategic partnerships and collaborations


CHAPTER TWO
2.1. STORE ROOM
A store room is a room that is used for storing items that you don't need to have immediate access to. They're usually found near the back of a building or property, and are often underground. Store rooms typically contain things like furniture, machines, and other large pieces of equipment. They can also be used as storage for tools, materials and supplies.
What are examples of store rooms?
A store room is a place in which to store items. The items that are stored in a store room may be food, clothes, or any other type of product.
In hotels, store rooms are used by multiple departments. For example, if there is restaurant on the hotel property, then the chef may use this space to store dry ingredients such as spices and grains. They may also have a store room for extra kitchen and restaurant equipment. Store rooms are also used in the Rooms Division by the laundry team to maintain linen inventory and housekeeping supplies. Store rooms help keep these assets out of sight and out of mind of their guests to ensure a happy experience.
Organization Structure
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2.2 'Product'

A product is something that can be seen or experienced, created to meet the needs or desires of consumers. It can be a physical item, a service, an experience, or even a concept. Important aspects of a product include its features, quality, brand, packaging, and price. Products are essential in marketing, serving as the base of a company's promise to its customers. Successful products meet customer needs well, stand out from the competition, and provide value to both the company and its stakeholders. In summary, a product is a key part of any business plan, influencing revenue, customer happiness, and overall market success.

Products: Key Takeaways

To achieve success with products, it's important to concentrate on several main aspects. These are:

1. Market fit: Products should fulfill a real need or want in the market to attract buyers and boost sales.

2. Unique value proposition: Clearly explain what makes the product different from others and why customers should pick it.

3. Quality: Ensure the product is of high quality to gain customer trust and encourage repeat purchases.

4. Pricing: Set a price that reflects the product's worth while staying competitive.

5. Marketing and branding: Create effective marketing strategies to raise awareness, engage customers, and foster brand loyalty.

6. Distribution and channels: Select the right distribution methods to effectively reach target customers and make the product easy to find.

7. Customer feedback: Gather input from customers to spot areas for improvement and adapt the product to their needs and preferences.

By focusing on these aspects, businesses can create products that stand out, connect with customers, and achieve lasting success.



Types of Products

Physical Products: These are items you can touch and see. Examples are clothes, gadgets, furniture, and cars.
· Non-Physical Products: These cannot be touched but still offer value through experiences. Services like insurance, consulting, and software are included here.
· Digital Products: With technology's growth, digital products are more common. Examples are mobile apps, e-books, online classes, and streaming platforms.
· Services as Products: Many companies provide services that address specific customer needs. For example, food delivery and home cleaning services are seen as products because they meet consumer demands.
Product Classification by Use

Product classification by use is important for organizing items based on their purpose and function. This system helps both businesses and consumers find and choose products that meet specific needs. Here are some key points to consider when classifying products by use:

1. Consumer Goods: These are items bought by individuals for personal use. They can be divided into convenience goods, shopping goods, specialty goods, and unsought goods based on how consumers buy them.

2. Industrial Goods: These products are acquired by companies for their operations or to create other products. They include raw materials, parts, equipment, and supplies.

3. Capital Goods: Capital goods are long-lasting items that businesses use to produce goods or services, such as machinery, buildings, and infrastructure.

4. Specialty Goods: Specialty products are unique and have specific features or brand identities that make them distinct in the market, often targeting niche audiences.

5. Durability: Products can also be sorted by durability, from nondurable goods like food and personal care items to durable goods like appliances and electronics.

6. Perishability: Perishable items have a short shelf life and need to be used quickly, such as fresh fruits, dairy, and flowers.

7. Seasonal Products: These goods are made for certain times of the year, like holiday decorations, winter sports gear, and summer apparel.

8. Intangibility: Some offerings are intangible, including services, experiences, and digital content, providing benefits that are not physical.

By grasping the details of product classification by use, businesses can make better choices about their products, marketing, and target audiences. Consumers also gain from this system by easily finding what they need.

What are Product Lines & Models?

Product lines refer to a group of related products offered by a company, typically sharing similar characteristics, target markets, and branding. A product line is curated strategically to cater to a specific market segment or customer need, providing variety within a coherent theme. It enables companies to leverage their expertise, resources, and reputation efficiently to meet diverse customer demands while maintaining a unified brand identity.

Product models, on the other hand, are individual variations within a product line that cater to specific preferences or requirements. Models within a product line typically share core features and functionalities but may differ in terms of specifications, designs, sizes, colors, or other attributes. By offering multiple models under a product line, companies can address various customer preferences and market niches while benefiting from economies of scale in production, marketing, and distribution. Product models provide customers with options to choose products that best suit their needs, leading to increased customer satisfaction and loyalty.

So, product lines and models are essential components of a comprehensive product strategy for companies aiming to offer a diverse yet coherent range of products to cater to different customer segments. A well-defined product line with carefully curated models can help companies differentiate themselves in the market, optimize their resources, and enhance their competitiveness by meeting the evolving demands of consumers effectively.


What is the Importance of Products in Business?

Products are essential for any business because they are the main way companies provide value to their customers. The significance of products in business can be highlighted through several key points:

1. Value Creation: Products are the offerings that businesses create to meet customer needs and desires. By developing products that satisfy these demands, companies create value for both their customers and themselves.

2. Revenue Generation: Products are the main source of income for businesses. By creating and selling products, companies earn money to cover costs, invest in growth, and increase profits.

3. Differentiation: Products help businesses stand out from their competitors. Unique and innovative products can attract customers and build a strong brand image.

4. Customer Satisfaction: Providing high-quality products that meet or exceed what customers expect is vital for ensuring their satisfaction and loyalty. Happy customers are more likely to buy again and recommend the brand.

5. Market Expansion: Products can also enable businesses to enter new markets or reach different customer groups. By launching new products or variations, companies can attract a broader audience and create more revenue opportunities.

In summary, products are crucial for a business's success. They contribute to value creation, revenue generation, differentiation, customer satisfaction, and market expansion. By focusing on quality products that appeal to their target audience, businesses can enhance their competitive edge, build customer loyalty, and achieve long-term success.

What are the Similarities Between Product Differentiation and Positioning? Key points

Product differentiation and positioning are key marketing strategies that define a brand's identity and competitive edge. Although distinct, they share several similarities:

1. Customer Focus: Both strategies aim to connect with the target audience by understanding their needs and preferences.

2. Competitive Advantage: They create unique selling points that set products or services apart from competitors.

3. Value Proposition: Both emphasize delivering strong value through unique features, quality, or branding.

4. Brand Image: They shape a brand's reputation, build equity, and foster consumer loyalty.

5. Market Segmentation: Both require understanding the target market to customize offerings for different customer groups.

6. Communication: Clear and consistent communication is essential to convey the unique value of products or services.

In short, while distinct, product differentiation and positioning work together to enhance a brand's market presence.


Product Lifecycle Management (PLM): Definition, Benefits, History






CHAPTER THREE
3.1	SOME GOODS SELL IN FUNMI STORES
· Dano Milk :  is a rich and complete protein that does the body good! With more vitamins and minerals in milk than you can find in almost any other food source[image: C:\Users\ADEBAYO\Pictures\download (9).jpg]
· Milo:  is a chocolate-flavoured malted powder product produced by Nestlé, typically mixed with milk, hot water, or both, to produce a beverage. It was originally developed in Australia by Thomas Mayne in 1934
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· Maggi:  is an international brand of seasonings, instant soups, and noodles that originated in Switzerland in the late 19th century.
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· Tomato paste:  is a thick paste made from tomatoes, which are cooked for several hours to reduce water content, straining out seeds and skins, and cooking 
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CHAPTER FOUR
4.1     CONCLUSION
 The Student Industrial Work Experience Scheme (SIWES) plays a significant role in human resource development, it helps students develop new skills and enlightens them of what the present society holds for them after graduation and helps them adapt accordingly. As a result of the programme, I am now more confident to build my future, My four (4) months industrial attachment with Radio Kwara has been one of the most interesting, productive and instructive experience in my life. Through this training, I have gained new insight and more comprehensive understanding. 

4.2      RECOMMENDATION
          The following are the suggested recommendation for the program
i.	The company should remain friendly and accommodating to future IT student.
ii.	The SIWES coordinator and school should where organized enlightenment program for IT student in order to know the important of SIWES.
iii.	The school (Polytechnics) should consider the four months mandatory SIWES while drafting the calendar for a successive session in a way that will affect the returning IT Student.
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