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CHAPTER ONE
INTRODUCTION

1.1 Background of the Study

The Student Industrial Work Experience Scheme (SIWES) is a program initiated by the Nigerian government to provide practical training for students in tertiary institutions. The scheme aims to bridge the gap between theoretical learning and real-life industrial practices. This report presents an account of the experience gained at Rakiz Nigeria Limited, a company engaged in the production and sale of nylon.

1.2 Objectives of SIWES

The primary objectives of SIWES include:


•
Exposing students to industrial work methods and techniques.


•
Bridging the gap between classroom knowledge and practical application.


•
Enhancing students’ employability by equipping them with relevant job skills.


•
Improving students’ understanding of the operational environment in the industry.

1.3 Significance of the Study

This training experience is crucial in preparing students for future employment opportunities. By engaging in practical work at Rakiz Nigeria Limited, I have gained hands-on experience in various marketing activities, sales strategies, and customer relationship management within the nylon production industry.

1.4 Scope of the Study

This report covers the period of my industrial training at Rakiz Nigeria Limited, focusing on the marketing department, production process, and sales strategies employed in distributing nylon products.

1.5 Limitations of the Study

Some limitations encountered during the training include:


•
Limited access to certain company data due to confidentiality.


•
Time constraints preventing in-depth exposure to all aspects of the business.


•
Theoretical constraints in fully applying academic knowledge to real-life challenges.

1.6 Company’s Profile

Rakiz Nigeria Limited is a company specializing in the production and distribution of nylon. Located at No. 1 Iyalaje Estate, Uren Compound, Ejigbo, Lagos, the company has established itself as a key player in the industry, supplying nylon products to businesses and consumers across Nigeria.

1.7 Organizational Structure

Rakiz Nigeria Limited operates under a structured hierarchy, consisting of the following departments:


•
Production Department


•
Marketing and Sales Department


•
Finance and Accounts Department


•
Administration and Human Resources Department

The organizational structure ensures efficient workflow and seamless communication between departments to achieve company objectives.

CHAPTER TWO

LITERATURE REVIEW

2.1 Overview of Industrial Training

Industrial training is an essential component of professional education, providing students with practical exposure to industry operations. It helps in bridging the gap between theoretical knowledge acquired in classrooms and real-world applications, thereby enhancing employability and professional competency. Through this training, students develop technical, managerial, and interpersonal skills required in their chosen fields.

2.2 The Role of Marketing in the Manufacturing Industry

Marketing plays a critical role in the success of any manufacturing business, including nylon production. Effective marketing strategies ensure that products reach their intended consumers while maximizing profitability. Marketing functions in the manufacturing industry include market research, product development, branding, pricing, promotion, and distribution. Manufacturers rely on these strategies to increase brand awareness, attract customers, and maintain competitive advantage in the industry.

2.3 Marketing Strategies for Industrial Products

Industrial products like nylon require targeted marketing strategies that address the needs of business-to-business (B2B) clients and end-users. Some effective marketing strategies include:


•
Business-to-business (B2B) marketing – Selling nylon products directly to wholesalers and retailers.


•
Trade shows and exhibitions – Showcasing products at industry events to attract bulk buyers.


•
Digital marketing and online promotions – Utilizing websites, social media, and email marketing to reach potential customers.


•
Competitive pricing strategies – Offering bulk discounts and incentives to encourage large-scale purchases.


•
Relationship marketing – Establishing long-term relationships with distributors and suppliers to ensure consistent sales.

2.4 Challenges in Nylon Production and Marketing

The nylon manufacturing and marketing industry faces several challenges, which include:


•
Fluctuating raw material costs – The price of petroleum-based materials affects production costs.


•
Environmental concerns – Growing awareness of plastic pollution has led to calls for more sustainable alternatives.


•
Market competition – The presence of imported nylon products increases competition for local manufacturers.


•
High logistics costs – Transporting bulk nylon products can be expensive and affect pricing.


•
Consumer awareness – Some consumers are shifting towards biodegradable alternatives, affecting demand.

2.5 The Importance of Customer Relations in Product Sales

Customer relations play a crucial role in business success. In the nylon industry, maintaining strong relationships with buyers ensures repeat purchases and long-term loyalty. Effective customer service strategies include:


•
Prompt response to inquiries – Providing quick and helpful information to customers.


•
Quality assurance – Ensuring that nylon products meet customer expectations.


•
Building trust – Maintaining transparent pricing and reliable delivery services.


•
After-sales service – Offering support for complaints, refunds, and technical assistance.


•
Customer engagement – Using social media, email newsletters, and promotions to keep customers informed and interested in the brand.

CHAPTER THREE

TRAINING ACTIVITIES AT RAKIZ NIGERIA LIMITED

3.1 Description of Work Done

During my SIWES training at Rakiz Nigeria Limited, I was actively involved in various marketing and production activities. My primary tasks included assisting in product sales, engaging with customers, conducting market research, and participating in promotional campaigns. Additionally, I observed the nylon production process, packaging, and quality control measures implemented by the company to ensure customer satisfaction. This hands-on experience helped bridge the gap between classroom knowledge and real-world business practices.

3.2 Departments Visited and Duties Performed

As part of my training, I had the opportunity to work in multiple departments within the company, gaining a broad understanding of its operations. These departments and my roles within them included:


•
Marketing and Sales Department: I assisted in identifying potential customers, handling inquiries, and conducting direct sales. I also participated in promotional activities such as advertising, social media management, and product branding.


•
Production Department: I observed the various stages of nylon production, including raw material processing, extrusion, cutting, and packaging. This provided insight into the technical aspects of manufacturing.


•
Finance and Accounts Department: I was introduced to pricing strategies, budgeting, and financial record-keeping. I also assisted in preparing invoices and monitoring payments from customers.


•
Logistics and Distribution: I worked with the team responsible for inventory management, ensuring proper storage and distribution of products. I also participated in the delivery process, understanding the supply chain dynamics.

3.3 Marketing Strategies Observed

Rakiz Nigeria Limited employs a variety of marketing strategies to increase sales and maintain its customer base. Some of the key strategies I observed include:


•
Direct Marketing: Sales representatives personally visit retailers, wholesalers, and individual customers to market nylon products.


•
Digital Marketing: The company utilizes social media platforms such as Facebook, Instagram, and WhatsApp to promote its products and attract new customers.


•
Bulk Sales Discounts: Special incentives are provided to customers who purchase in large quantities to encourage bulk sales.


•
Customer Relationship Management: The company maintains good relationships with existing customers through follow-up calls, discounts, and personalized services.


•
Referral Marketing: Satisfied customers are encouraged to refer new buyers in exchange for discounts or rewards.


•
Branding and Packaging: The company focuses on high-quality packaging to improve product appeal and build brand recognition.

3.4 Practical Experience in Sales and Promotion

Throughout my training, I gained practical experience in:


•
Customer Interaction: I learned how to approach and engage customers, understand their needs, and recommend suitable products.


•
Sales Transactions: I assisted in recording sales, handling cash payments, and managing invoices.


•
Market Research: I helped gather data on competitors’ pricing and customer preferences, which was used to adjust marketing strategies.


•
Advertising and Promotions: I was involved in designing flyers, posting advertisements on social media, and participating in promotional campaigns.


•
Negotiation Skills: I observed and practiced negotiation techniques used in closing deals with customers.

This experience provided me with valuable sales and marketing skills, which are essential for a career in business and marketing.

3.5 Challenges Encountered and Solutions

Despite the invaluable learning experience, I encountered some challenges during my industrial training. These challenges and the solutions implemented include:


•
Limited Customer Awareness: Some potential customers were unaware of the company’s products, affecting sales. This was addressed by intensifying social media advertising and promotional campaigns.


•
Price Competition: The presence of competing brands offering lower prices made it difficult to attract customers. The company tackled this challenge by emphasizing quality and providing better customer service.


•
Supply Chain Delays: Occasionally, delays in the supply of raw materials affected production schedules. The company improved its supplier network to ensure a steady flow of materials.


•
Balancing Multiple Tasks: Managing different responsibilities simultaneously was overwhelming at times. I overcame this by improving my time management skills and prioritizing tasks effectively.

CHAPTER FOUR
IMPACT OF SIWES EXPERIENCE

4.1 Knowledge and Skills Acquired

The SIWES experience at Rakiz Nigeria Limited provided an opportunity to acquire both theoretical and practical knowledge, particularly in marketing, sales, and production processes. Some of the essential skills I developed during the training include:


•
Marketing and Sales Skills: I learned effective marketing techniques such as direct selling, customer engagement, and how to develop marketing strategies to increase product sales.


•
Customer Relationship Management: Understanding the importance of customer satisfaction, handling customer complaints, and building long-term relationships with clients.


•
Production Process Knowledge: Gaining insight into the manufacturing of nylon, from raw material processing to packaging and distribution.


•
Inventory and Stock Management: Learning how to keep track of stock, monitor sales, and manage product storage to avoid shortages or overstocking.


•
Financial and Accounting Skills: Understanding pricing strategies, record-keeping, invoice preparation, and financial transactions in a business setting.


•
Communication and Negotiation: Developing communication skills to interact with customers and suppliers effectively, as well as learning negotiation strategies for better sales performance.


•
Time Management and Multitasking: Handling multiple responsibilities at once and prioritizing tasks to meet deadlines efficiently.


•
Problem-Solving Abilities: Learning how to identify business challenges and provide solutions, particularly in marketing and product distribution.

4.2 Relevance of Training to Academic Knowledge

The industrial training was directly relevant to my academic coursework in marketing. The practical application of classroom theories allowed me to understand how concepts are implemented in a real business environment. Some key academic concepts reinforced through the training include:


•
The 4Ps of Marketing (Product, Price, Place, Promotion): Observing how Rakiz Nigeria Limited applies these elements in selling nylon products.


•
Consumer Behavior and Market Research: Understanding what influences customers’ purchasing decisions and how market research is used to adjust marketing strategies.


•
Advertising and Promotion Strategies: Gaining firsthand experience in both traditional and digital marketing techniques used by businesses to attract customers.


•
Sales and Distribution Channels: Learning about the different ways products reach customers, from wholesalers to retailers and direct consumers.


•
Financial and Business Ethics: Observing ethical considerations in business transactions, including transparency in pricing and fair marketing practices.


•
Business Operations and Supply Chain Management: Understanding the importance of logistics in ensuring products are available to meet customer demands.

4.3 Contribution to Career Development

This training has significantly contributed to my career development by enhancing my professional capabilities and preparing me for future job opportunities. Some of the key contributions include:


•
Real-World Work Experience: The hands-on experience gained has prepared me for future employment in marketing, sales, and business management.


•
Confidence in Business Operations: Being exposed to real business activities has improved my confidence in handling marketing and sales tasks independently.


•
Exposure to Marketing and Sales Strategies: Practical training in customer engagement, branding, and promotional techniques has strengthened my career prospects in marketing.


•
Networking Opportunities: I had the chance to connect with professionals in the marketing and manufacturing industries, which could be beneficial for future job placements.


•
Entrepreneurial Mindset: The experience has inspired me to consider entrepreneurship in the manufacturing and marketing sectors, as I now understand how businesses operate from production to sales.


•
Teamwork and Leadership Development: Working with different departments has improved my ability to collaborate with colleagues and develop leadership skills in a business setting.

4.4 Company’s Contribution to Training

Rakiz Nigeria Limited played an essential role in ensuring that my training was effective and beneficial. The company provided:


•
Practical Learning Opportunities: Assigning me tasks that allowed me to learn by doing, rather than just observing.


•
Supportive Work Environment: Creating an atmosphere where I could ask questions and seek clarification from supervisors.


•
Mentorship and Guidance: The company’s experienced staff provided mentorship that enhanced my understanding of marketing, sales, and production processes.


•
Exposure to Different Business Departments: Allowing me to work in various sections, including marketing, sales, production, and finance, broadened my knowledge and skill set.

4.5 Lessons Learned and Recommendations

Throughout my industrial training, I learned several critical lessons, including:


•
Adaptability and Willingness to Learn: Being open to learning new skills and adapting to different business environments is essential for career growth.


•
Customer Satisfaction is Key: A business thrives when it prioritizes customer satisfaction, as happy customers lead to repeat sales and positive referrals.


•
Marketing is a Continuous Process: Businesses must constantly improve their marketing strategies to stay competitive.


•
Teamwork Increases Productivity: Effective collaboration among employees leads to better efficiency and business success.


•
Challenges Can Be Overcome with the Right Strategies: Every business faces challenges, but finding innovative solutions is key to overcoming them.

Recommendations:


•
For Future SIWES Students: I recommend that students take their industrial training seriously by actively participating in tasks, asking questions, and learning from their experiences.


•
For Rakiz Nigeria Limited: The company can improve its training program by providing structured internship schedules, allowing interns to rotate through different departments systematically.


•
For Educational Institutions: Schools should enhance their curriculum by incorporating more practical courses that align with industry demands to better prepare students for real-world experiences.


•
For the Government: The government should support SIWES programs by ensuring that industries and companies providing training have the necessary resources to accommodate interns effectively.

CHAPTER FIVE

SUMMARY, CONCLUSION, AND RECOMMENDATIONS

5.1 Summary of Industrial Training

The Student Industrial Work Experience Scheme (SIWES) at Rakiz Nigeria Limited provided me with valuable insights into the practical aspects of marketing and business operations. Throughout my training, I was exposed to various departments, including marketing, sales, production, and finance. I gained hands-on experience in customer relationship management, product sales, market research, advertising strategies, and inventory control. The training also enhanced my understanding of the challenges and opportunities in the nylon manufacturing industry. This experience has bridged the gap between academic knowledge and real-world business practices, preparing me for future career opportunities.

5.2 Conclusion

The SIWES training at Rakiz Nigeria Limited was a significant learning experience that enriched my knowledge of marketing and business management. The exposure to a real business environment allowed me to apply theoretical marketing concepts to practical situations. I developed essential skills such as effective communication, problem-solving, teamwork, and negotiation. Additionally, I gained a deeper understanding of the production process, sales techniques, and customer service strategies necessary for a successful business operation. This training has reinforced my career goals and provided me with the confidence to pursue opportunities in the marketing and business sectors.

5.3 Recommendations for Future Training

To enhance the effectiveness of SIWES for future students, I recommend the following:


•
Active Participation: Students should actively engage in their assigned tasks and seek opportunities to learn beyond their specific roles.


•
Structured Training Program: Companies should develop a well-structured internship program that provides clear learning objectives and a rotation system through different departments.


•
Mentorship and Guidance: Organizations should assign mentors to interns to ensure they receive proper guidance and professional development.


•
Hands-on Experience: More emphasis should be placed on practical training rather than just theoretical learning to prepare students for real job roles.


•
Feedback and Evaluation: Regular assessments should be conducted to track interns’ progress and address any challenges they encounter during training.

5.4 Suggestions for Improving SIWES Program

The SIWES program is a crucial initiative for bridging the gap between academic learning and industry practices. To improve its overall impact, the following measures should be considered:


•
Improved Collaboration Between Schools and Industries: Institutions should partner with more companies to provide students with diverse internship opportunities.


•
Adequate Funding and Support: The government and stakeholders should allocate more resources to ensure SIWES is well-structured and beneficial for students.


•
Longer Training Duration: Extending the training period would allow students to gain more in-depth experience and contribute meaningfully to the organization.


•
Incorporation of Digital Marketing Skills: As digital marketing continues to grow, interns should be exposed to online marketing strategies such as social media advertising and e-commerce.


•
Better Orientation Programs: Institutions should provide pre-internship training to prepare students for what to expect in the industry.
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