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CHAPTER ONE
INTRODUCTION

1.1 Background of the Study

The Student Industrial Work Experience Scheme (SIWES) is an essential part of the academic curriculum for students in various disciplines, including marketing. It provides students with practical exposure to industrial processes and real-world business operations, bridging the gap between theoretical knowledge and practical application. This report details the SIWES experience of a marketing student at Global 50-50, a company specializing in the sales and distribution of plastic products.

1.2 Objectives of the Industrial Training

The primary objectives of the SIWES program include:


•
Acquiring practical knowledge in marketing strategies.


•
Understanding customer engagement and sales techniques.


•
Gaining experience in promotional activities and branding.


•
Learning about the operational structure of a business.


•
Developing skills in digital marketing and product positioning.


•
Identifying challenges in the marketing field and developing problem-solving skills.

1.3 Scope of the Industrial Training

The industrial training covered various marketing-related activities, including sales operations, customer interaction, product promotion, pricing strategies, and competitive analysis. The scope extended to both online and offline marketing strategies used by Global 50-50 in the plastic industry.

1.4 Company Profile (Global 50-50)

Global 50-50 is a leading distributor and seller of plastic products, including household items, packaging materials, and industrial plastic solutions. The company serves a diverse clientele, including retailers, wholesalers, and corporate customers. With a strong presence in the market, Global 50-50 focuses on high-quality products and excellent customer service.

1.5
Importance of SIWES in Marketing

SIWES provides students with hands-on experience in marketing, allowing them to:


•
Apply classroom knowledge in real-world scenarios.


•
Understand customer behavior and purchasing patterns.


•
Develop persuasive communication and negotiation skills.


•
Gain exposure to market research and competitive analysis.


•
Learn about branding, advertising, and promotional strategies.

1.6  Limitations of the Industrial Training

Despite the valuable learning experience, certain challenges were encountered, including:


•
Limited time to fully grasp complex marketing strategies.


•
High competition in the plastic industry affecting sales performance.


•
Adapting to the fast-paced and demanding nature of sales.


•
Limited resources for executing marketing campaigns.


•
Challenges in dealing with difficult customers and handling objections.

CHAPTER TWO

DESCRIPTION OF THE COMPANY AND ITS OPERATIONS

This chapter provides an in-depth analysis of Global 50-50, covering its business structure, operations, market segmentation, competitors, and industry challenges. The purpose of this chapter is to give a clear understanding of how the company functions in the plastic sales and distribution industry, including the roles of different departments and the overall market environment.

2.1 Overview of Global 50-50

This section provides background information about the company. The focus is on:


•
Company History: When and how Global 50-50 was established, founders, and key milestones.


•
Nature of Business: Whether the company is involved in wholesale, retail, distribution, or manufacturing of plastic products.


•
Product Portfolio: The different types of plastic products sold, such as:


•
Household plastics (buckets, bowls, chairs, tables)


•
Industrial plastics (containers, packaging materials)


•
Disposable plastics (cups, plates, cutlery)


•
Custom-made plastics for businesses and organizations


•
Business Coverage: Whether the company operates locally, regionally, or nationally, and how it reaches its customers.

2.2 Nature of the Company’s Business (Plastic Sales and Distribution)

This section explains how the company operates in the plastic sales industry. Key aspects include:


•
Business Model:


•
Does Global 50-50 manufacture plastics or source from suppliers?


•
Does it sell directly to end-users or through retailers and wholesalers?


•
Supply Chain and Distribution Process:


•
How does the company obtain its products?


•
How are products transported to various locations?


•
Customer Categories:


•
Wholesalers: Bulk buyers who resell to retailers.


•
Retailers: Sell directly to final consumers.


•
Corporate Clients: Companies that buy in large quantities for packaging and industrial use.


•
Individual Consumers: Walk-in customers who purchase for household use.

2.3 Market Segmentation and Target Audience

Market segmentation helps Global 50-50 understand its customers and design marketing strategies accordingly. The company categorizes its market based on

2.4 Key Competitors in the Plastic Industry

Competition in the plastic industry is high, with many companies offering similar products. Global 50-50 competes with both local and international plastic suppliers.

Major Competitors Include:


1.
Large-Scale Plastic Manufacturers: Companies that manufacture and distribute plastic products in bulk.


2.
Wholesale Plastic Dealers: Businesses that buy plastic products in large quantities and resell to retailers.


3.
Retail Stores and Supermarkets: Some retail outlets sell plastic products directly to consumers at competitive prices.


4.
Imported Plastic Products: Foreign manufacturers selling imported plastic goods at lower costs.

Competitive Strategies Used by Global 50-50:


•
Competitive Pricing: Offering discounts and flexible pricing for bulk buyers.


•
Product Differentiation: Providing a variety of plastic products, including eco-friendly and customized options.


•
Quality Assurance: Ensuring durable and high-quality plastics to build customer trust.


•
Efficient Distribution: Fast delivery services to maintain strong customer relationships.


•
Strong Customer Service: Providing after-sales support and resolving complaints quickly.

Understanding the competition helps Global 50-50 stay ahead in the market and attract more customers.

2.5 Challenges Facing the Plastic Industry

Despite being a profitable industry, plastic sales and distribution face several challenges:

1. Environmental Concerns and Government Regulations


•
Increased global awareness about plastic pollution has led to government bans and restrictions on plastic products in some regions.


•
The demand for biodegradable plastics is growing, requiring companies to innovate and adapt.

2. Intense Market Competition


•
Many plastic companies offer similar products, making it difficult to differentiate and gain customer loyalty.


•
New entrants into the market increase price wars and reduce profit margins.

3. Fluctuations in Raw Material Prices


•
The cost of producing plastics depends on the price of raw materials like petroleum-based resins.


•
Sudden price hikes can affect the company’s ability to maintain affordable pricing for customers.

4. Changing Consumer Preferences


•
Some customers prefer eco-friendly products, forcing traditional plastic companies to invest in research and new product lines.


•
Others seek customized designs for branding, requiring additional production costs.

5. Supply Chain and Logistics Issues


•
Delays in transportation due to fuel costs, bad roads, or import restrictions affect product availability.


•
Storage challenges arise when handling large inventories of plastic products.

6. Economic Factors


•
Inflation and low purchasing power can reduce customer demand.


•
Unstable exchange rates affect companies that import raw materials or finished products.

CHAPTER THREE

MARKETING STRATEGIES AND TRAINING EXPERIENCE
This chapter focuses on the marketing strategies used by Global 50-50 to promote and sell plastic products. It also covers the practical training experience gained during the SIWES program, detailing the marketing techniques, sales processes, and challenges faced while working in the company.

3.1 Marketing Strategies Used by Global 50-50

Marketing is a crucial part of Global 50-50’s operations as it helps attract and retain customers in the competitive plastic sales industry. The company uses various strategies, including:

1. Product Strategy


•
Offers a wide range of plastic products, including household items (chairs, tables, buckets), industrial plastics, and disposable plastics.


•
Provides customized plastic products to meet the specific needs of businesses (e.g., branded plastic packaging).


•
Focuses on high-quality and durable products to gain customer trust.

2. Pricing Strategy


•
Competitive Pricing: Prices are set based on market trends and competitor analysis.


•
Bulk Purchase Discounts: Offers discounts to wholesalers and frequent buyers.


•
Seasonal Promotions: Reduces prices during festive periods or back-to-school seasons to increase sales.

3. Place (Distribution) Strategy


•
Wholesale and Retail Distribution: Supplies products to wholesalers, retailers, and direct consumers.


•
Online Sales and Delivery: Uses e-commerce platforms and social media to sell and deliver plastic products.


•
Direct Sales Agents: Employs sales representatives to promote products to businesses and organizations.

4. Promotion Strategy


•
Advertising: Uses digital marketing, social media, and flyers to promote products.


•
Branding: Ensures that all products have a unique Global 50-50 label to enhance brand recognition.


•
Referral and Loyalty Programs: Encourages existing customers to refer new buyers by offering discounts.

3.2 Sales Techniques and Customer Engagement

During the SIWES training, the intern was exposed to various sales techniques used by the company to attract and retain customers.

Sales Techniques Used:


1.
Personal Selling: Sales representatives approach potential customers directly to promote products.


2.
Customer Relationship Management (CRM): The company follows up with customers after purchases to ensure satisfaction.


3.
Negotiation and Bargaining: Customers are given price flexibility to encourage bulk purchases.


4.
Upselling and Cross-Selling: Sales teams suggest complementary products to increase sales (e.g., selling plastic plates along with plastic cutlery).

Customer Engagement Strategies:


•
Prompt Response to Inquiries: Ensuring that customer complaints and questions are handled quickly.


•
After-Sales Service: Assisting customers with product issues or returns.


•
Feedback Collection: Gathering customer opinions to improve product quality and services.

⸻

3.3 Promotional Strategies (Online and Offline)

Global 50-50 uses a mix of online and offline promotional strategies to increase brand awareness and attract more customers.

Online Marketing Strategies


•
Social Media Marketing: Uses platforms like Facebook, Instagram, and WhatsApp for product promotions.


•
Sponsored Ads: Runs paid advertisements on digital platforms to reach a wider audience.


•
Email Marketing: Sends promotional emails to existing customers about new products and discounts.

Offline Marketing Strategies


•
Billboards and Flyers: Advertises products using physical banners and leaflets in high-traffic locations.


•
Market Exhibitions: Participates in trade fairs and business expos to showcase plastic products.


•
Radio and Newspaper Ads: Uses traditional media to promote brand awareness.

CHAPTER FOUR

IMPACT OF THE SIWES PROGRAM

This chapter analyzes the impact of the SIWES (Student Industrial Work Experience Scheme) program on the intern’s professional and personal development. It evaluates how the internship at Global 50-50 helped in acquiring practical marketing skills, improving career prospects, and enhancing knowledge about the plastic sales industry.

4.1 Overview of SIWES and Its Importance
The SIWES program is designed to provide students with hands-on industry experience that complements classroom learning. It aims to:


•
Bridge the gap between theory and practice in business and marketing.


•
Equip students with real-world business skills necessary for employment.


•
Develop practical knowledge in marketing, sales, and customer relationship management.


•
Improve problem-solving and decision-making skills in a work environment.

At Global 50-50, the SIWES program provided exposure to sales strategies, customer service, digital marketing, inventory management, and business operations.

4.2 Skills Acquired During the SIWES Program

Throughout the training period, several key skills were developed, including:

1. Marketing and Sales Skills


•
Learned how to develop marketing campaigns for plastic products.


•
Gained experience in advertising techniques (social media, billboards, and direct marketing).


•
Developed skills in customer persuasion and negotiation to close sales deals.

2. Customer Relationship Management (CRM)


•
Improved ability to handle customer complaints and respond to inquiries professionally.


•
Learned how to build long-term customer relationships to encourage repeat business.


•
Gained insights into customer behavior and purchasing patterns.

3. Business Communication Skills


•
Improved verbal and written communication when interacting with customers and suppliers.


•
Learned how to write professional reports, emails, and sales records.


•
Practiced effective listening and responding skills in team discussions and sales meetings.

4. Digital Marketing and Branding Skills


•
Understood how to use social media for product promotion and advertising.


•
Assisted in creating online advertisements and responding to customer messages.


•
Learned the basics of search engine optimization (SEO) for online marketing.

5. Inventory and Sales Management


•
Gained knowledge of stock control and product inventory tracking.


•
Understood how to analyze sales data to determine popular products.


•
Assisted in maintaining accurate sales records and customer orders.

4.3 Professional and Personal Growth

Beyond technical skills, the SIWES experience helped in personal and professional development.

Professional Development:


•
Teamwork and Collaboration: Worked closely with colleagues in marketing, sales, and customer service.


•
Time Management: Learned how to prioritize tasks and meet deadlines.


•
Workplace Ethics: Understood the importance of punctuality, honesty, and professionalism.

Personal Growth:


•
Confidence Building: Gained confidence in interacting with customers and presenting products.


•
Adaptability: Learned how to adjust to real-world business challenges and find solutions.


•
Leadership Skills: Took initiative in sales tasks, customer service, and marketing activities.

4.4 Challenges Faced and How They Were Overcome
During the internship, several challenges were encountered, but they provided valuable learning experiences.

1. Customer-Related Challenges


•
Difficult customers who were unwilling to buy or negotiate.


•
Solution: Improved persuasion skills and patience while handling objections.

2. Market Competition


•
Competing businesses offered lower prices, making it harder to close sales.


•
Solution: Used value-based selling by highlighting product durability and quality.

3. High Sales Targets


•
Meeting daily and weekly sales expectations was sometimes challenging.


•
Solution: Focused on better marketing strategies like referral programs and social media advertising.

4. Logistics and Product Availability Issues


•
Some products were out of stock, leading to missed sales.


•
Solution: Learned how to manage inventory and plan stock levels efficiently.

5. Adapting to a Professional Work Environment


•
Adjusting to the structured business setting and maintaining professionalism was initially challenging.


•
Solution: Observed workplace behavior and followed company policies and procedures.

Overcoming these challenges helped in developing a strong work ethic and problem-solving skills.

4.6 Contributions to Career Development
The SIWES program at Global 50-50 provided essential skills and knowledge that will contribute to future career opportunities.

CHAPTER FIVE

OVERALL IMPACT OF THE SIWES PROGRAM
5.1
The internship played a significant role in shaping career skills and professional development.

1. Professional Growth:


•
Developed marketing, sales, and business communication skills.


•
Learned teamwork, leadership, and decision-making in a business environment.


•
Improved problem-solving skills through practical challenges.

2. Academic Benefits:


•
Applied marketing theories and business principles learned in school.


•
Gained insights into real-world business operations, improving classroom understanding.

3. Career Development:


•
Gained experience that enhances employability in marketing and sales roles.


•
Learned entrepreneurship skills, useful for starting a personal business in the future.

These experiences will be valuable for future employment opportunities and career success.

⸻

5.2 Recommendations for Global 50-50

To improve the internship experience at Global 50-50, the following recommendations are suggested:


1.
Provide Structured Training Sessions:


•
Organize formal training on sales techniques, customer service, and digital marketing.


2.
Increase Hands-On Experience in Digital Marketing:


•
Allow interns to manage social media pages, online ads, and branding campaigns.


3.
Improve Intern Supervision and Mentorship:


•
Assign a mentor to each intern to provide guidance and professional advice.


4.
Expand Practical Exposure:


•
Allow interns to visit suppliers and understand supply chain management.


5.
Encourage Intern Feedback and Engagement:


•
Conduct intern reviews and feedback sessions to improve future training programs.

⸻

5.3 Recommendations for Future SIWES Participants

To maximize the benefits of SIWES, future students should:


1.
Be Proactive: Take initiative in learning and participating in tasks.


2.
Develop Communication Skills: Learn to engage with customers and business professionals.


3.
Gain Digital Marketing Knowledge: Understand how to use social media for business growth.


4.
Observe and Learn Workplace Ethics: Follow company rules and maintain professionalism.


5.
Ask Questions and Seek Mentorship: Engage with experienced staff to gain deeper industry insights.

By following these recommendations, future students can fully benefit from their SIWES experience.

5.6 Conclusion

The SIWES program at Global 50-50 was a valuable learning experience, providing practical exposure to the marketing and sales industry. The internship helped in applying classroom knowledge to real business situations, developing essential skills for a future career in marketing, sales, and business management.

Overall, the program successfully prepared the intern for the corporate world, equipping them with the skills, knowledge, and confidence needed for future professional growth.
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