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ABSTRACT
This report provides a detailed account of the Student Industrial Work Experience Scheme (SIWES) undertaken at Front view college, Shibiri Ojo, Lagos. The primary objective of the training was to gain practical experience in marketing strategies within an educational institution. Throughout the eight-week period, I was actively involved in various marketing functions, including digital marketing, customer relationship management, branding, advertising, event planning, market research, and community engagement.
The first week focused on understanding the school’s marketing structure and admission process. In the subsequent weeks, I was engaged in social media management, promotional content creation, and customer relations. I gained hands-on experience in designing marketing materials, organizing school events, and conducting market research to evaluate competitors’ strategies. Additionally, I participated in outreach programs and direct sales techniques aimed at increasing school enrollment.
This report highlights the significance of marketing in the education sector and how various promotional strategies contribute to brand awareness and customer engagement. The training provided valuable insights into practical marketing applications, enhancing my understanding of theoretical concepts learned in class. The report concludes with recommendations for improving the marketing strategies of educational institutions and reflections on the skills acquired during the training.
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CHAPTER ONE
INTRODUCTION
1.1 Introduction
The Student Industrial Work Experience Scheme (SIWES) is a program designed to bridge the gap between theoretical knowledge and practical application. It provides students with an opportunity to gain hands-on experience in their respective fields of study. This report provides a detailed account of my SIWES experience as a Marketing student at Samchrist Intl Model College, Unity Crescent, Ashi, Ibadan. The training focused on marketing strategies, brand positioning, customer engagement, and educational service promotion.
1.2 Objectives of SIWES
i. To expose students to real-life working environments.
ii. To equip students with practical skills related to their field of study.
iii. To enable students to develop problem-solving and analytical skills.
iv. To provide exposure to marketing strategies in the education sector.
v. To prepare students for future employment by enhancing their professionalism.


CHAPTER TWO
BACKGROUND INFORMATION ON THE ORGANIZATION
2.1 History of Frontview  College 
Frontview College is a private educational institution located at Imude, Ojo, Lagos State. Established with the vision of providing quality education, the institution offers academic programs from primary to secondary levels. The school is known for its commitment to academic excellence, discipline, and holistic student development.
2.2 Organizational Structure
The college is structured into various departments, including Administration, Academics, Marketing, and Student Affairs. The Marketing Department plays a crucial role in promoting the school’s brand, student enrollment, and community engagement.
2.3 Role of the Marketing Department
The Marketing Department at Fronview College is responsible for:
· Publicizing the school’s programs and academic achievements.
· Handling student admissions and enrollment strategies.
· Managing digital and traditional advertising campaigns.
· Organizing school events to attract prospective students.
· Engaging in community outreach to enhance the school's reputation.


CHAPTER THREE
TECHNICAL TRAINING EXPERIENCE 
During my industrial training at Frontview College, I was actively engaged in various marketing activities aimed at promoting the school’s brand and increasing enrollment. My experience was structured into weekly tasks, each focusing on a crucial aspect of marketing. Below is a detailed account of my activities and lessons learned.
Week 1: Introduction to the School’s Marketing Structure The first week was dedicated to orientation and understanding the institution’s marketing framework. I was introduced to the school’s branding strategy and promotional activities. I also learned about the admission processes, which involve creating awareness, engaging with prospective parents, and guiding them through the enrollment procedures. This gave me insight into how schools leverage marketing to attract students.
Week 2: Digital Marketing and Social Media Management In the second week, I focused on digital marketing and the role of social media in promoting educational services. I observed how the school used platforms such as Facebook, Instagram, and its website to engage with parents and students. I also participated in creating digital content, including promotional posts, event updates, and success stories. This experience highlighted the importance of online presence in modern marketing.
Week 3: Customer Relationship Management Understanding the significance of customer service, I spent the third week handling inquiries from prospective parents and students. I was involved in answering phone calls, responding to emails, and engaging with visitors seeking admission. Additionally, I learned the importance of follow-up strategies through phone calls and emails to keep potential enrollees informed and engaged.
Week 4: School Branding and Advertising This week was dedicated to branding and advertising efforts. I assisted in designing promotional materials such as flyers, brochures, and banners used for school marketing. I also had the opportunity to participate in a community outreach program and a radio advertisement campaign aimed at increasing school awareness. This practical exposure enhanced my knowledge of offline marketing techniques.
Week 5: Event Planning and Coordination During the fifth week, I was actively involved in planning and coordinating school events, including open days, school fairs, and parent-teacher meetings. I learned about the logistical aspects of event management, such as venue arrangement, invitation distribution, and sponsorship acquisition. This experience showed me how events can serve as an effective marketing tool to attract and retain students.
Week 6: Market Research and Competitor Analysis In week six, I was tasked with conducting market research to understand parents’ preferences and expectations from private schools. I conducted surveys and analyzed the school’s competitors to determine their strengths and weaknesses. This exercise helped me understand how data-driven decision-making enhances marketing strategies and competitive positioning.
Week 7: Community Engagement Strategies Community engagement plays a vital role in building a school’s reputation. During this week, I participated in outreach programs aimed at strengthening the relationship between the school and the local community. I also visited primary schools to promote admissions into the secondary section of Samchrist Intl Model College. This activity demonstrated how direct engagement with prospective students and parents fosters trust and credibility.
Week 8: Practical Application of Sales Techniques In the final week of my SIWES training, I applied various sales techniques to attract new enrollments. I learned persuasive marketing strategies and assisted in direct marketing campaigns. Additionally, I explored word-of-mouth marketing, where satisfied parents and students recommended the school to others. This hands-on experience taught me the importance of personal selling and relationship-building in educational marketing.


CHAPTER FOUR
SUMMARY, RECOMMENDATIONS, AND CONCLUSION
4.1	Summary 
My industrial training at Frontview College provided me with a comprehensive understanding of marketing in the educational sector. Over the course of eight weeks, I engaged in various marketing activities, including digital marketing, branding, event coordination, customer relationship management, market research, and community engagement. This hands-on experience reinforced the importance of strategic marketing in attracting and retaining students in a competitive educational environment. The training also helped bridge the gap between theoretical knowledge and practical application, enhancing my skills in communication, problem-solving, and data analysis.
4.2	Recommendations
i. Enhancement of Digital Marketing Strategies – The school should invest more in digital marketing by leveraging paid advertisements on social media platforms and search engine optimization (SEO) to reach a broader audience.
ii. Improvement in Customer Relationship Management – Establishing a dedicated customer service unit to handle inquiries and follow-ups can enhance the school’s engagement with prospective parents and students.
iii. Regular Market Research – The school should conduct periodic surveys to understand parents’ needs and expectations better, allowing for more data-driven marketing strategies.
iv. Expansion of Community Engagement Programs – Strengthening partnerships with primary schools and local organizations can increase brand awareness and improve enrollment rates.
v. Implementation of Referral Programs – Encouraging word-of-mouth marketing through referral incentives for current parents and students can significantly boost student enrollment.
vi. Use of Influencer Marketing – Collaborating with educational influencers or alumni to promote the school on digital platforms can improve credibility and visibility.
vii. Better Event Management Strategies – The school should enhance its event planning strategies by incorporating more engaging activities that appeal to parents and students, making events more effective in attracting prospective enrollees.
4.3	Conclusion 
[bookmark: _GoBack]The SIWES training at Frontview College was a valuable experience that exposed me to real-world marketing challenges and opportunities. The knowledge and skills acquired during this period will be instrumental in my career as a marketing professional. The school’s marketing strategies are effective but can be further improved through the recommendations provided. Overall, this experience has reinforced the critical role of marketing in the education sector, demonstrating that a well-structured marketing approach can enhance an institution’s reputation and enrollment success.
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