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CHAPTER ONE

INTRODUCTION
1.1 Background of the Company

Moyinoluwa Trading Store is a well-established retail store that specializes in the sale of high-quality fabrics and clothing. The company has been in operation for several 2019s and has built a reputation for offering a wide variety of cloth products, including both traditional and modern styles.

1.2 Objectives of the Report

This report aims to provide a detailed account of my experience during the SIWES program at Moyinoluwa Trading Store, focusing on the marketing department and the various strategies employed by the company in the sale of cloth.

1.3 Purpose of the SIWES Program

The SIWES program is designed to expose students to real-world work experiences, allowing them to apply theoretical knowledge in a practical environment. As a marketing student, this program allowed me to understand how marketing strategies are implemented in the retail industry, specifically in the clothing business.

1.4 Scope of the Report

This report covers the marketing strategies employed at Moyinoluwa Trading Store, my role as an intern, the skills I developed, and recommendations for improving the store’s marketing efforts.

1.5 Structure of the Report

The report is divided into five chapters, starting with an introduction to the company and the program, followed by a detailed overview of the company's operations, the marketing strategies used, my personal experiences, and concluding with recommendations and a summary.

CHAPTER TWO
OVERVIEW OF THE COMPANY - MOYINOLUWA TRADING STORE
2.1 Company History

Moyinoluwa Trading Store was founded in 1995 with a focus on providing affordable, quality fabrics for various types of customers. The store has expanded its product range over the 2019s to include various types of clothing and fashion accessories.

2.2 Products and Services Offered

The store offers a variety of cloth types including traditional, formal, and casual wear. It also provides custom tailoring services for customers who require specific fittings and styles.

2.3 Organizational Structure

The company is structured with a management team, marketing department, sales team, and a customer service team. The marketing department plays a crucial role in promoting the store’s products and services.

2.4 Vision and Mission Statement

The vision of Moyinoluwa Trading Store is to become the leading retail store for quality fabrics and clothing in the region. Its mission is to provide superior clothing options, excellent customer service, and competitive prices.

2.5 Market Position and Competitors

Moyinoluwa Trading Store holds a strong market position in its locality but faces stiff competition from other cloth retailers and online stores offering similar products.

2.6 The Role of Marketing in the Company

Marketing plays a crucial role in the company’s success. The marketing strategies include promotional campaigns, social media advertising, in-store promotions, and collaborations with influencers to increase brand visibility.

CHAPTER THREE

MARKETING ACTIVITIES AND STRATEGIES
3.1 Marketing and Sales Techniques at Moyinoluwa Trading Store

Moyinoluwa Trading Store employs various sales techniques including upselling, cross-selling, and offering discounts for bulk purchases. They also use loyalty programs to retain repeat customers.

3.2 The Target Market and Customer Segmentation

The store targets a diverse customer base, including individuals looking for casual, formal, and traditional clothing. The market is segmented based on demographics, income level, and fashion preferences.

3.3 The Marketing Mix (4Ps) in Practice

Product: High-quality fabrics and ready-to-wear clothing.

Price: Competitive pricing with seasonal promotions.

Place: In-store purchases with the possibility of delivery services.

Promotion: Use of local advertising, social media, and word of mouth.

3.4 Advertising and Promotion Strategies

The store uses both traditional advertising methods like flyers and billboards and digital marketing strategies such as social media and email campaigns.

3.5 Customer Relationship Management (CRM)

The store places significant emphasis on customer satisfaction by offering personalized services, follow-up communication, and loyalty rewards to keep customers engaged.

3.6 Online and Offline Marketing Approaches

The company maintains an online presence through social media platforms like Instagram, Facebook, and WhatsApp, while also focusing on foot traffic and in-store sales.

CHAPTER FOUR

PERSONAL EXPERIENCE AND LEARNING AT MOYINOLUWA TRADING STORE
4.1 My Role and Responsibilities as a Marketing Intern

As a marketing intern, my responsibilities included assisting with promotional campaigns, conducting market research, interacting with customers, and contributing to content creation for social media platforms.

4.2 Key Tasks and Projects Completed

I participated in organizing sales events, designing marketing materials, and analyzing sales data to help inform marketing decisions.

4.3 Challenges Encountered and Solutions Provided

One challenge I faced was understanding the customer segmentation, but I worked closely with the marketing team to identify customer preferences through surveys and sales data analysis.

4.4 Skills Acquired During the Internship

I gained hands-on experience in digital marketing, customer relations, and sales strategies, as well as learning how to use tools for market analysis.

4.5 Application of Marketing Theories and Concepts

During the internship, I was able to apply several marketing concepts, such as the 4Ps, customer segmentation, and promotional strategies, in real-world scenarios.

4.6 Reflection on Personal Growth and Development

The internship allowed me to grow both personally and professionally. I developed stronger communication skills, increased my ability to work in teams, and gained a deeper understanding of retail market

CHAPTER FIVE

 CONCLUSION AND RECOMMENDATIONS
5.1 Summary of Findings

The internship provided a comprehensive understanding of the operations at Moyinoluwa Trading Store and how marketing strategies are implemented in the retail cloth-selling industry.

5.2 Key Insights Gained from the Experience

I learned that successful marketing in retail requires understanding customer preferences, effective promotion strategies, and maintaining strong customer relationships.

5.3 Challenges in the Marketing Field and the Solutions I Recommend

Challenges such as competition from online stores and seasonal demand fluctuations can be addressed through better online presence, targeted promotions, and improved customer engagement.

5.4 Recommendations for Moyinoluwa Trading Store's Marketing Strategy

I recommend expanding digital marketing efforts, increasing customer interaction on social media platforms, and offering seasonal promotions to boost sales.

5.5 Conclusion

In conclusion, the SIWES program at Moyinoluwa Trading Store was an invaluable learning experience that allowed me to apply my academic knowledge in a real-world setting and understand the complexities of marketing in the retail industry
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