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CHAPTER ONE

INTRODUCTION

1.1 Background of SIWES

The Student Industrial Work Experience Scheme (SIWES) was established to bridge the gap between theoretical knowledge and practical application in various fields of study. It provides students with hands-on experience in real work environments, enabling them to develop practical skills relevant to their careers. The scheme is coordinated by the Industrial Training Fund (ITF) in collaboration with higher institutions and industries.

1.2 Objectives of SIWES

The main objectives of SIWES include:


•
Exposing students to practical applications of marketing concepts.


•
Helping students develop work ethics, teamwork, and problem-solving skills.


•
Familiarizing students with industry operations, policies, and challenges.


•
Enhancing students’ employability by providing hands-on experience.


•
Bridging the gap between classroom learning and real-world marketing practices.
1.3 Scope of the Report
This report covers my SIWES training at G.I Kadara Petroleum Filling Station, Oke Oyi, Kwara State. It provides insights into my daily activities, marketing strategies observed, challenges encountered, and lessons learned. The report is structured into five chapters, focusing on both theoretical and practical aspects of marketing in the petroleum industry.

1.4 History and Overview of G.I Kadara Petroleum Filling Station

G.I Kadara Petroleum Filling Station is a fuel retail business operating in Oke Oyi, Kwara State. It serves the community by supplying petroleum products such as Premium Motor Spirit (PMS), Automotive Gas Oil (AGO), and Dual-Purpose Kerosene (DPK). The station operates under strict regulatory guidelines set by the Department of Petroleum Resources (DPR) and ensures customer satisfaction through quality service delivery.

1.5 Organizational Structure

The station has a hierarchical structure, typically consisting of:


•
Managing Director: Oversees overall operations and decision-making.


•
Station Manager: Manages daily operations, sales, and staff coordination.


•
Accountant/Cashier: Handles financial transactions and records.


•
Marketing and Sales Team: Engages in promotional activities and customer relations.


•
Pump Attendants: Dispense fuel and interact with customers.


•
Security Personnel: Ensure the safety of the station.

1.6 Role of Marketing in the Petroleum Industry

Marketing plays a crucial role in the petroleum industry by:


•
Promoting brand loyalty and customer retention.


•
Ensuring effective pricing strategies to remain competitive.


•
Managing customer relations and service quality.


•
Enhancing sales through promotions and advertising.


•
Expanding market reach by attracting more customers.

1.7 Significance of the Study

This study is significant because:


•
It provides insights into the practical application of marketing strategies in the petroleum industry.


•
It helps in understanding consumer behavior and fuel demand patterns.


•
It highlights the challenges marketers face in the petroleum sector.


•
It offers recommendations for improving marketing and customer service in filling stations.

CHAPTER TWO

LITERATURE REVIEW

2.1 Concept of Marketing in the Petroleum Industry

Marketing in the petroleum industry involves all activities related to promoting, distributing, and selling petroleum products to consumers. It includes market research, branding, pricing strategies, customer relations, and competitive positioning. Unlike other industries, petroleum marketing is highly regulated due to the importance of fuel in economic activities and its environmental impact.

The petroleum marketing sector is divided into three key segments:


•
Upstream Marketing – Focuses on crude oil exploration and drilling.


•
Midstream Marketing – Involves transportation, refining, and storage of petroleum products.


•
Downstream Marketing – Concerned with fuel retailing, distribution, and consumer sales, which is the primary focus of filling stations.

Marketing in this industry requires strategic pricing, customer satisfaction, and compliance with regulatory policies to ensure smooth operations.

2.2 The Role of Filling Stations in the Petroleum Supply Chain

Filling stations play a crucial role in the downstream segment of the petroleum industry by ensuring that refined petroleum products reach end-users. Their roles include:


•
Distribution of Petroleum Products – They serve as the final point of sale for petrol, diesel, and kerosene.


•
Revenue Generation – Filling stations contribute significantly to the economy by generating revenue through fuel sales and other services.


•
Employment Creation – They provide job opportunities for pump attendants, cashiers, marketers, and security personnel.


•
Customer Service and Satisfaction – Ensuring good customer service builds loyalty and trust, which enhances business sustainability.

Filling stations must adopt effective marketing strategies to remain competitive, especially in regions with many fuel retailers.

2.3 Consumer Buying Behavior in the Petroleum Industry

Understanding consumer buying behavior helps marketers develop effective strategies to attract and retain customers. Key factors influencing consumer fuel purchase decisions include:


•
Price Sensitivity – Consumers are highly responsive to fuel price changes. Any slight increase or decrease in price affects demand.


•
Brand Loyalty – Some consumers prefer specific brands due to perceived fuel quality and service reliability.


•
Proximity and Convenience – Customers often choose the closest filling station to their location to save time and transportation costs.


•
Customer Service Experience – Efficient service, courteous attendants, and quick response times influence consumer preference.


•
Product Availability – A filling station that consistently has fuel, even during periods of scarcity, gains customer loyalty.

Filling station marketers must analyze these behaviors and tailor their marketing strategies to meet customer expectations.
2.4 Marketing Strategies in the Petroleum Sector
Marketing strategies are essential for attracting and retaining customers. Common strategies used by filling stations include:


•
Competitive Pricing – Offering competitive fuel prices to attract more customers.


•
Loyalty Programs – Providing discounts or incentives for repeat customers.


•
Promotional Offers – Offering free services like tire checks or car washes for customers who purchase above a certain amount.


•
Customer Relationship Management (CRM) – Building long-term relationships with customers through excellent service and personalized engagement.


•
Digital Marketing – Using social media and online advertisements to create awareness about fuel prices, promotions, and station services.

Successful petroleum marketers use a combination of these strategies to differentiate themselves from competitors.

2.5 Challenges Facing Petroleum Marketers in Nigeria

Petroleum marketers in Nigeria face several challenges, including:


•
Fluctuating Fuel Prices – Prices of petroleum products change frequently due to government regulations and global crude oil market trends.


•
Supply Chain Disruptions – Shortages and delays in fuel supply affect sales and customer trust.


•
Regulatory Compliance – Filling stations must comply with multiple government regulations, which can be costly and time-consuming.


•
High Operating Costs – Expenses such as rent, electricity, security, and staff salaries affect profit margins.


•
Competition – The presence of multiple fuel stations within the same area increases competition for customers.


•
Fuel Adulteration – Some competitors engage in unethical practices, such as mixing fuel with kerosene to maximize profit, which affects consumer trust in the industry.

To overcome these challenges, filling stations must adopt efficient business practices, improve customer service, and ensure regulatory compliance.

2.6 Regulatory Framework Governing Petroleum Marketing

The Nigerian petroleum industry is regulated by various agencies to ensure fair pricing, safety, and quality standards. Key regulatory bodies include:


•
Department of Petroleum Resources (DPR) – Ensures that filling stations comply with safety and operational guidelines.


•
Nigerian National Petroleum Corporation (NNPC) – Oversees fuel importation, distribution, and supply chain management.


•
Petroleum Products Pricing Regulatory Agency (PPPRA) – Regulates fuel pricing and ensures uniformity in pricing across the country.


•
Standards Organisation of Nigeria (SON) – Ensures the quality of petroleum products meets the required standards.


•
Environmental Protection Agencies – Enforce environmental regulations to prevent pollution and manage fuel spills.

Filling stations must adhere to these regulations to avoid penalties and maintain operational licenses.

2.7 Trends and Innovations in Petroleum Marketing

The petroleum industry is evolving with new trends and innovations aimed at improving efficiency and customer satisfaction. Some notable trends include:


•
Automation and Digital Payments – Many filling stations now use automated pumps and digital payment systems to improve efficiency.


•
Renewable Energy Integration – Some stations are installing solar-powered pumps to reduce operational costs.


•
Mobile Apps and Online Ordering – Customers can now use mobile apps to check fuel prices and locate nearby filling stations.


•
Customer Loyalty Programs – Stations are introducing reward programs to encourage repeat purchases.


•
Eco-Friendly Fuel Options – The shift towards cleaner energy, such as Compressed Natural Gas (CNG) and electric vehicle charging stations, is gaining popularity.

These innovations help filling stations improve service delivery and remain competitive in the market.

CHAPTER THREE

METHODOLOGY AND EXPERIENCE GAINED

3.1 Description of the Work Environment at G.I Kadara Petroleum Filling Station

G.I Kadara Petroleum Filling Station is a medium-sized fuel retail outlet located in Oke Oyi, Kwara State. It operates 24/7 and provides petroleum products such as Premium Motor Spirit (PMS), Automotive Gas Oil (AGO), and Dual-Purpose Kerosene (DPK). The station is strategically positioned along a major road, making it easily accessible to motorists, commercial transporters, and businesses.

The work environment is fast-paced, requiring efficiency, accuracy, and excellent customer service. The station has a structured hierarchy, including the station manager, accountants, marketers, pump attendants, security personnel, and maintenance staff. The management emphasizes teamwork, customer satisfaction, and compliance with safety regulations to ensure smooth operations.

3.2 Duties and Responsibilities Assigned

During my SIWES training, I was assigned various duties to help me understand the practical aspects of marketing and sales in the petroleum industry. My responsibilities included:


•
Customer Relations – Welcoming customers, answering inquiries, and ensuring excellent service delivery.


•
Sales Assistance – Assisting in monitoring daily fuel sales and learning how fuel dispensing works.


•
Record-Keeping – Observing how sales transactions were documented in logs and receipts.


•
Inventory Management – Assisting in stocktaking and ensuring fuel levels were accurately recorded.


•
Marketing and Promotion – Learning how promotional activities, such as discounts and loyalty programs, were implemented.


•
Observing Pricing Adjustments – Understanding how external factors (e.g., government policies, supply fluctuations) influenced fuel pricing.


•
Safety and Compliance Awareness – Learning about fire safety measures, hazard management, and the importance of regulatory compliance.

These responsibilities allowed me to gain hands-on experience in the operational and marketing aspects of the petroleum business.

3.3 Marketing Activities Observed

Marketing plays a crucial role in the profitability and sustainability of a fuel station. During my training, I observed several marketing strategies used at G.I Kadara Petroleum Filling Station, including:


•
Competitive Pricing – Adjusting fuel prices slightly below competitors to attract more customers.


•
Customer Loyalty Programs – Offering minor incentives, such as free air for tires or small discounts for frequent customers.


•
Promotional Offers – Occasionally giving bulk purchase discounts to commercial transport operators.


•
Branding and Station Maintenance – Ensuring a clean and well-branded environment to create a positive image.


•
Personalized Customer Service – Training attendants to engage with customers politely and efficiently.


•
Digital Marketing – Using social media platforms and WhatsApp to update customers on fuel availability and price changes.

These strategies were effective in attracting customers and maintaining a competitive edge in the market.

3.4 Customer Relationship Management Strategies

G.I Kadara Petroleum Filling Station prioritizes customer satisfaction and retention through the following approaches:


•
Fast and Efficient Service – Minimizing waiting time by ensuring multiple pumps are operational.


•
Friendly and Courteous Attendants – Training staff to be professional and polite when interacting with customers.


•
Handling Complaints Promptly – Addressing any customer complaints quickly to maintain trust and satisfaction.


•
Offering Additional Services – Providing free windshield cleaning and tire pressure checks as a value-added service.


•
Ensuring Product Availability – Maintaining adequate fuel stock to prevent shortages and avoid customer disappointment.

These customer relationship strategies help build loyalty and encourage repeat patronage.

3.5 Inventory and Stock Management

Fuel inventory management is critical in the petroleum business to prevent losses and ensure smooth operations. At G.I Kadara Petroleum Filling Station, I observed the following inventory control measures:


•
Daily Stock Reconciliation – Comparing fuel sales records with actual stock levels to identify discrepancies.


•
Tank Level Monitoring – Using dipsticks and automated systems to check fuel levels regularly.


•
Supplier Coordination – Ensuring timely fuel deliveries to prevent stock shortages.


•
Leakage and Theft Prevention – Implementing security measures, such as CCTV surveillance and strict stock monitoring.

Proper inventory management helps the station maintain an uninterrupted supply of fuel while preventing financial losses.

3.6 Daily Sales and Record-Keeping Process

Record-keeping is essential for monitoring sales performance and ensuring financial accountability. At G.I Kadara Petroleum Filling Station, the sales documentation process includes:


•
Manual and Digital Record-Keeping – Sales transactions are recorded in sales logbooks and computerized accounting systems.


•
Issuance of Receipts – Customers receive receipts for every purchase, especially bulk buyers.


•
Cash and POS Transactions – Payments are accepted via cash, mobile transfers, and POS machines to provide flexible payment options.


•
Daily Sales Reporting – At the end of each shift, attendants reconcile their sales figures and submit reports to the station manager.

This structured record-keeping system ensures financial transparency and helps in analyzing business performance.

3.7 Challenges Faced During the SIWES Training

During my training, I encountered several challenges, including:


•
Fuel Scarcity Issues – Periodic fuel shortages caused customer dissatisfaction and reduced sales.


•
Long Working Hours – The nature of the business required extended working hours, which was physically demanding.


•
Customer Complaints – Some customers were impatient, especially during peak hours or fuel scarcity periods.


•
Price Fluctuations – Frequent price changes due to government regulations made it challenging to maintain stable pricing strategies.


•
Security Concerns – The risk of theft, fraud, and occasional disputes between customers and attendants.

CHAPTER FOUR

ANALYSIS OF EXPERIENCE AND CHALLENGES

4.1 Analysis of the Marketing Strategies Used at G.I Kadara Petroleum Filling Station

Marketing strategies play a vital role in attracting and retaining customers in the petroleum industry. During my SIWES training at G.I Kadara Petroleum Filling Station, I observed several marketing strategies used to enhance sales and customer satisfaction. These include:


•
Competitive Pricing: The station maintained fuel prices slightly lower or equal to nearby competitors to attract more customers.


•
Customer Loyalty Programs: Regular customers, especially commercial drivers, were offered incentives such as free tire pressure checks and minor discounts.


•
Promotional Offers: During periods of fuel surplus, minor price reductions and special deals were offered to bulk buyers.


•
Quality Service Delivery: Well-trained attendants provided fast and efficient service, ensuring customer satisfaction.


•
Digital Engagement: The station used social media (WhatsApp and Facebook) to update customers on fuel availability and price changes.


•
Convenience and Accessibility: The station’s strategic location along a busy road made it easily accessible to both private and commercial vehicle owners.

These strategies contributed significantly to the station’s profitability and customer retention. However, the effectiveness of these strategies depended on external factors such as government regulations, fuel availability, and economic conditions.

⸻

4.2 Customer Retention and Satisfaction Strategies

Customer satisfaction and retention are crucial for long-term business success. The following strategies were used at G.I Kadara Petroleum Filling Station to retain customers:


•
Fast and Reliable Service: Minimizing waiting time by ensuring multiple pumps were always in operation.


•
Attendant-Customer Relations: Pump attendants were trained to be polite and professional in their interactions with customers.


•
Transparency in Pricing: Prices were clearly displayed, ensuring customers felt confident about fair pricing.


•
Product Availability: Efforts were made to always have fuel in stock to prevent customer disappointment.


•
Additional Services: Free windshield cleaning and air pressure checks were offered to attract and retain customers.

These customer-centric strategies helped build brand loyalty and encouraged repeat patronage. However, inconsistencies in fuel supply and occasional long queues during fuel scarcity periods posed challenges to customer satisfaction.

4.3 Sales and Revenue Generation Techniques

Revenue generation in a filling station depends on several factors, including sales volume, fuel pricing, and additional services offered. The station adopted various techniques to maximize revenue, such as:


•
Peak Hour Sales Optimization: More attendants were available during rush hours (morning and evening) to increase efficiency and serve more customers.


•
Bulk Sales Discounts: Commercial transport operators who purchased large quantities of fuel were given slight discounts to encourage higher purchases.


•
Multiple Payment Options: The station accepted cash, POS transactions, and mobile transfers to provide convenience for customers.


•
Upselling Additional Services: Customers were encouraged to purchase lubricants and other car maintenance products available at the station.

Despite these revenue-enhancing techniques, fluctuations in fuel supply and price regulations sometimes affected profit margins.

4.4 Major Challenges Encountered

During my SIWES training, I observed and experienced several challenges that affected the operations of G.I Kadara Petroleum Filling Station:


1.
Fuel Scarcity and Supply Issues:


•
Periodic shortages led to long queues, customer dissatisfaction, and reduced sales.


•
The station had to rely on alternative supply sources during scarcity periods.


2.
Price Fluctuations:


•
Frequent price changes, often dictated by government regulations, made it difficult to maintain stable pricing strategies.


•
Customers often complained when prices increased suddenly.


3.
Customer Management Challenges:


•
Some customers were impatient, especially during peak hours.


•
Occasional disputes arose between customers and pump attendants over pricing and fuel quantity.


4.
Security Concerns:


•
The risk of theft and fraud was a major concern, especially when handling large cash transactions.


•
Some customers attempted to drive off without paying, leading to strict monitoring by security personnel.


5.
Long Working Hours:


•
Employees, including myself during SIWES, worked long shifts, which was physically demanding.


•
Shift rotations helped, but fatigue was still a common issue among staff.


6.
Environmental and Safety Challenges:


•
Spillage and fuel vapor exposure posed potential health hazards.


•
Strict safety measures were required to prevent fire outbreaks and other accidents.

4.5 Possible Solutions to the Challenges Identified
To address the challenges faced at G.I Kadara Petroleum Filling Station, the following solutions were recommended:


1.
Ensuring Steady Fuel Supply:


•
Establishing alternative suppliers to avoid shortages during fuel scarcity periods.


•
Maintaining an emergency fuel reserve to meet customer demand during crises.


2.
Better Price Communication:


•
Informing customers about price changes in advance to reduce complaints.


•
Offering price discounts or incentives for bulk buyers to offset the impact of price hikes.


3.
Improving Customer Management:


•
Training attendants on conflict resolution and how to handle difficult customers.


•
Implementing a queue management system to ensure orderly service during peak periods.


4.
Enhancing Security Measures:


•
Installing CCTV cameras to monitor activities and deter theft or fraudulent activities.


•
Strengthening cash handling policies to reduce financial risks.


5.
Reducing Staff Fatigue:


•
Implementing shorter shift rotations to prevent burnout among workers.


•
Hiring additional staff to distribute workload more effectively.


6.
Strengthening Safety Measures:


•
Conducting regular fire safety training for staff.


•
Using protective gear and masks to minimize health risks from fuel vapor exposure.

Implementing these solutions would significantly improve operational efficiency and customer satisfaction.

4.6 Comparing Theoretical Knowledge with Practical Experience
Before my SIWES training, my knowledge of marketing was mostly theoretical, based on classroom learning. However, during my industrial experience, I observed key differences between theoretical concepts and real-world marketing applications

Aspect

Theoretical Knowledge

Practical Experience

Marketing Strategy

Focus on promotional tools and pricing theories

Practical challenges such as fuel scarcity affect strategies

Customer Behavior

Customers are rational and respond to promotions

Some customers are impatient and unpredictable

Pricing Strategy

Pricing follows demand and supply principles

Prices fluctuate due to government regulations

Sales Process

Sales are based on market demand

Sales are influenced by competition and external policies

Inventory Management

Stock levels should match sales

Fuel shortages can occur despite careful stock management

theories provide useful frameworks, real-world conditions often require flexibility and problem-solving skills.

4.7 Impact of SIWES Training on My Future Career

The SIWES program at G.I Kadara Petroleum Filling Station significantly impacted my understanding of marketing and business operations in a practical setting. Key lessons learned include:


•
Understanding Consumer Behavior: Learning how price sensitivity and service quality influence buying decisions.


•
Developing Marketing Strategies: Gaining hands-on experience in pricing, promotions, and customer retention techniques.


•
Handling Business Challenges: Learning how to manage fuel shortages, security issues, and customer complaints.


•
Building Professional Skills: Enhancing my communication, teamwork, and problem-solving abilities.


•
Adapting to Industry Trends: Observing the role of digital marketing and automation in petroleum sales.

CHAPTER FIVE

SUMMARY, CONCLUSION, AND RECOMMENDATIONS

5.1 Summary of the SIWES Experience

The Student Industrial Work Experience Scheme (SIWES) at G.I Kadara Petroleum Filling Station, Oke Oyi, Kwara State, provided me with practical exposure to the marketing and operational aspects of the petroleum industry. Over the course of the program, I gained firsthand knowledge of how a filling station operates, including fuel sales, customer service, inventory management, and marketing strategies.

Key areas covered during my training include:


•
Understanding the petroleum marketing process and how pricing strategies are applied.


•
Gaining experience in customer service and managing customer relationships.


•
Observing stock management techniques to ensure fuel availability and prevent losses.


•
Identifying the challenges in petroleum marketing, such as fuel scarcity, price fluctuations, and security risks.


•
Applying marketing theories in real-world scenarios, including competitive pricing, promotional offers, and digital marketing.

This experience bridged the gap between theoretical classroom knowledge and practical fieldwork, preparing me for real-world marketing challenges.
5.2 Key Findings
Through my SIWES training at G.I Kadara Petroleum Filling Station, I made the following key observations:

5.2.1 Marketing Strategies


•
Competitive pricing and promotional offers are essential for attracting customers.


•
Customer loyalty programs help build long-term relationships and encourage repeat patronage.


•
Digital marketing (e.g., WhatsApp and social media updates) is becoming an important tool for petroleum marketers.

5.2.2 Customer Relationship Management


•
Customer satisfaction is a priority, and fast, efficient service significantly impacts customer loyalty.


•
Transparent pricing and courteous service improve trust between the station and customers.


•
Managing customer complaints effectively helps retain customers.

5.2.3 Inventory and Sales Management


•
Proper fuel stock management ensures uninterrupted sales and prevents shortages.


•
Fuel price fluctuations, often dictated by government policies, impact sales strategies.


•
Bulk sales to commercial transporters contribute significantly to revenue generation.

5.2.4 Challenges in Petroleum Marketing


•
Fuel scarcity negatively affects business operations and customer retention.


•
Security issues, such as theft and fraud, require strict monitoring and preventive measures.


•
High operational costs, including electricity, staff salaries, and logistics, affect profit margins.

These findings highlight the dynamic nature of petroleum marketing and the need for adaptive strategies to remain competitive.

5.3 Conclusion

The SIWES program provided me with valuable insights into marketing in the petroleum industry and enhanced my professional skills in sales, customer service, inventory control, and problem-solving.

From this experience, I learned that:


•
Marketing strategies must be flexible to accommodate industry changes, such as fuel price adjustments.


•
Customer service excellence is key to maintaining a strong customer base in a competitive market.


•
Operational efficiency, stock management, and security measures are crucial for sustaining profitability.

This training has broadened my knowledge of business operations and marketing applications, preparing me for future opportunities in marketing, sales, and business management.

5.4 Recommendations
Based on my experience, I propose the following recommendations for G.I Kadara Petroleum Filling Station and for future SIWES participants:

5.4.1 Recommendations for G.I Kadara Petroleum Filling Station


1.
Improve Fuel Supply Management


•
Establish multiple fuel supply sources to reduce the impact of shortages.


•
Maintain an emergency stock reserve to handle scarcity periods.


2.
Enhance Customer Retention Strategies


•
Implement more loyalty programs, such as discounts for frequent buyers.


•
Offer additional services, such as quick vehicle check-ups or basic car maintenance tips.


3.
Strengthen Security Measures


•
Install more CCTV cameras to monitor sales transactions and prevent theft.


•
Train staff on fraud prevention and proper cash handling techniques.


4.
Increase Digital Marketing Presence


•
Use social media and online advertising to reach a wider audience.


•
Develop a customer engagement system, such as a WhatsApp group for promotions and updates.


5.
Invest in Employee Welfare and Training


•
Conduct regular customer service and safety training for staff.


•
Adjust shift schedules to reduce employee fatigue and improve productivity.

5.4.2 Recommendations for Future SIWES Participants


1.
Be Proactive and Willing to Learn


•
Take the initiative to ask questions and participate actively in daily operations.


•
Observe and analyze how marketing strategies are applied in real-time.


2.
Develop Strong Customer Relations Skills


•
Learn how to handle customer complaints professionally.


•
Focus on communication skills to improve interactions with customers and colleagues.


3.
Gain Practical Business Knowledge


•
Understand how inventory management, pricing, and sales tracking contribute to business success.


•
Learn about government regulations and policies affecting the industry.


4.
Adapt to Industry Challenges


•
Be prepared to work under pressure during peak periods or fuel scarcity situations.


•
Develop problem-solving skills to tackle real-world business challenges.

5.5 Contributions of SIWES to My Career Development

The SIWES program has significantly enhanced my career prospects by equipping me with:


•
Practical Experience: Firsthand knowledge of marketing strategies and sales processes.


•
Problem-Solving Abilities: Exposure to industry challenges and the ability to develop solutions.


•
Customer Service Skills: Understanding how to interact with different types of customers.


•
Inventory and Business Management Knowledge: Learning how businesses manage stock, sales, and pricing.


•
Teamwork and Communication Skills: Collaborating with colleagues to ensure smooth operations.

With this experience, I feel more confident and prepared for a career in marketing, sales, and business management in the petroleum sector or other industries.

5.6 Final Thoughts

The SIWES program at G.I Kadara Petroleum Filling Station has been an invaluable learning experience, allowing me to apply marketing theories in a real-world environment. I have gained a deeper understanding of how businesses operate, the challenges they face, and the importance of strategic marketing, customer service, and operational efficiency.

I strongly recommend that future SIWES participants take full advantage of their internships by actively engaging in business activities, learning from industry professionals, and applying classroom knowledge to practical situations.

This experience has reinforced my passion for marketing and business development, and I am eager to build a successful career in this field.

Conclusion
This chapter has summarized my SIWES experience, highlighting the key lessons learned, challenges encountered, and recommendations for improvement. The knowledge and skills gained during this internship will be instrumental in shaping my future career in marketing and business management.
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