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REPORT OVERVIEW
This report was compiled from the activities carried out and experience gained during my 12 weeks industrial training undertaken at D HAIRPORT BUSINESS CONCEPT.
This report discusses the actual work done and practical skills gained during the training period and justifying the relevance of scheme in equipping students with needed practical and technical competence to thrive in the real world.
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CHAPTER ONE

1.0 INTRODUCTION
In October 1971, the federal government established the Industrial Training Fund (I.T.F). In its policy statement No 1 published in 1973, a clause was inserted dealing with the issue of practical skills among the locally trained professional in tertiary institutions especially the University of Technology, Monotechnic, Polytechnics, Colleges of Educations and Technical Colleges. Section 15 0f the policy statement states clearly that “Great emphasis will be placed on assisting certain products of the post-secondary school system to adapt or orientate easily to their possible post-graduation job environments”, subsequently leading to the launch of a scheme known as the Student’s Industrial Work Experience Scheme (SIWES). 

1.1 BACKGROUND
The Industrial Training fund established by decree 43 was introduced in 1971, vis-à-vis the birth of the Students Industrial Work Experience Scheme (SIWES) the same year by the Federal Government of Nigeria (FGN). It is against this background that the industrial training fund (ITF) initiated, designed and introduced SIWES Scheme in 1973 to acquaint students with the skills of handling employers’ equipment and machinery.
The Industrial Training Fund (ITF) solely funded the scheme during its formative years. However, due to financial constraints, the fund withdrew from the scheme in 1978. The Federal Government, noting the significance of the skills training, handed the management of the scheme to both the National Universities Commission (NUC), and the National Board for Technical Education (NBTE) in 1979. The management and implementation of the scheme was however, reverted to the ITF by the Federal Government in November, 1984 and the administration was effectively taken over by the industrial training fund in July 1985, with the funding solely boned by the Federal Government. It is an integral part of the requirements for the award of Certificates, Diplomas and Degrees in institutions of higher learning, e.g. Colleges of Education, Polytechnics, Universities, etc. 
Student Industrial Work Experience Scheme (SIWES) exposes students to industry based skills necessary for a smooth transition from the classroom to work environments. It accords students of tertiary institutions the opportunity of being familiarized, exposed, and prepare students of universities, polytechnics, college of technology, college of agricultures and college of education for the industrial work situation they are likely to meet after graduation and to the needed experience in handling machinery and equipment which are not found in such an educational institution.
1.2 	OBJECTIVES OF SIWES
The Industrial Training Funds Policy Document No. 1 of 1973 which established SIWES outlined the objectives of the scheme. The objectives are to:
· To provide students with relevant practical experience.
· To satisfy accreditation requirements set by the Nigerian Universities Commission (NUC).
· To familiarize students with typical environments in which they are likely to function professionally after graduation.
· To provide student an opportunity to see the real world of their discipline and consequently bridge the gap between the University work and actual practice.
· To change the orientation of students towards labour market when seeking for job.
· To help students access area of interest and suitability for their chosen profession.
· To enhance students, contact for future employment
· To provide access to equipment and other facilities that would not normally be available in the University workshop
· To enlist and enhance industry involvement in university education.
· Summarily the objective of the Student Industrial Work Experience Scheme.
· To solve, the problem of inadequate practical skills, preparatory for employment in industries by Nigerian graduates of tertiary institution. 
· To promote and encourage the acquisition of skills in industry and commerce, with a view of generating a pool of indigenous trained manpower sufficient to meet the needs of the economy.
· To provide an avenue for students in higher institutions of learning to acquire industrial skills and experiences during their course of study.
· To prepare students for industrial work situations that they are likely to meet after graduation.
· To expose students to work methods and techniques in handling equipment and machinery that may not be available in their institutions.
· To make the transition from school to the world of work easier and enhance students’ contacts for later job placements.
· To provide students with the opportunities to apply their educational knowledge in real work situations, thereby bridging the gap between theory and practice.
· To enlist and strengthen employers’ involvement in the entire educational process and prepare students for employment in Industry and Commerce (Information and Guideline for SIWES, 2002).

1.3 BODIES INVOLVED IN THE MANAGEMENT OF SIWES
The bodies involved are: The Federal Government, Industrial Training Fund (ITF). Other supervising agents are: National University Commission (NUC), National Board for Technical Education (NBTE) and National Council for Colleges of Education (NCE)
There are key bodies involved in the operations for effectiveness and relevance to the attainment of national goals in the management structure of the SIWES in Nigeria. How each one contributes is highlighted below.

1. FEDERAL GOVERNMENT
Policy and Funding Support: It institutes a general policy framework and provides funding to SIWES; hence, it promotes skills development through practical training that addresses the needs of the labor market in the country.
It lays down the legal and regulatory environment in which SIWES operates, ensuring that the same is focused on national development imperatives.
2. INDUSTRIAL TRAINING FUND ITF
Program Implementation: ITF is the main coordinator and manager of the SIWES program. It organizes, supervises, and sees to it that students are rightly placed in industry for their field of study.
Funding and Stipends: Allowance to students while on industrial training and stipends to cover some of the requirements that would aid in acquiring practical skills.
Quality Assurance: Assess students' performance and the quality of training for appropriateness to standards at the workplace.
3. NATIONAL UNIVERSITY COMMISSION (NUC)
Policy and Guidelines for Universities: Provide policies and guidelines to universities on how to integrate SIWES into the curriculum for science, engineering, and other technical programs.
Curriculum Co-ordination: Liaises with universities in the structuring of academic work to incorporate SIWES as an essential ingredient in the learning of students to give practical exposure in addition to classroom knowledge.
4. NATIONAL BOARD FOR TECHNICAL EDUCATION NBTE
Technical Institutions Management: Coordinates the implementation of SIWES in polytechnics and technical colleges with the view to exposing students pursuing technical courses to industry practice.
Accreditation and Compliance: Approves standards for SIWES in the technical institutions with a view to ensuring that the aims of the program are achieved to improve the quality.
5. NATIONAL COUNCIL FOR COLLEGES OF EDUCATION (NCE)
Institutionalization of SIWES into Teacher Training: Ensures that SIWES is integrated into the teacher education curriculum, especially in the area of technical and vocational education.
Policy and Coordination: Formulate policies which help SIWES at Colleges of Education to ensure that teachers-to-be have exposure to the real world for which they may translate such experience to the classroom.
Therefore, the success or otherwise of the SIWES depends on the efficiency of the Ministries, ITF, Institutions, Employers of labour and the general public involved in articulation and management of the program. Thus, the evaluation of SIWES in tertiary institutions in meeting up with the needs for the establishment of the program is necessary.


CHAPTER 2
ESTABLISHMENT OVERVIEW
D HAIRPORT BUSINESS CONCEPT
2:1 BRIEF HISTORY OF D HAIRPORT BUSINESS CONCEPT
D Hairport Business Concept is a contemporary beauty brand that combines the sale of premium wigs with top-notch salon services, all under one stylish and customer-focused umbrella. The name “D Hairport” is a creative fusion of “Hair” and “Airport,” symbolizing a destination where clients experience a complete beauty transformation — arriving with one look and departing with another, more confident version of themselves. This unique concept positions the business as not just a salon, but a hub for beauty takeoffs and style landings.
D Hairport was established to meet the growing demand for convenient, high-quality hair solutions, especially for individuals seeking both trusted hair products and expert hair care services. The business offers a wide variety of wigs, including 100% human hair wigs, synthetic options, blended wigs, and custom-made units tailored to customer preferences. Alongside this, D Hairport provides professional salon services such as wig installation, revamping, braiding, hair coloring, natural hair care, and styling. Customers can also purchase essential hair accessories like bonnets, glue, styling tools, and hair maintenance products.
What sets D Hairport apart is its creative brand identity and commitment to customer experience. The salon environment is designed to reflect the travel theme — where every client feels like they are preparing for a style journey. Services are often categorized with airline-inspired names such as “Economy” for basic treatments, “Business Class” for standard services, and “First Class” for premium makeovers. This imaginative and welcoming approach makes every visit to D Hairport memorable and enjoyable.
With a focus on quality, professionalism, and trend-setting style, D Hairport is not just about beauty—it’s about confidence, convenience, and transformation. Whether a customer is buying a wig or getting a full makeover, D Hairport ensures they leave looking and feeling like the best version of themselves.
The rise of wig usage and natural hair movement across the globe has led to a significant shift in the beauty industry, and D Hairport is at the forefront of this transformation. Many customers now seek protective hairstyles that maintain the health of their natural hair while still allowing them to look stylish and elegant. Wigs provide this flexibility, allowing wearers to switch up their looks without applying harsh chemicals or heat to their natural hair. At D Hairport, this need is met with a wide range of ready-to-wear and customizable wig options that suit every face shape, skin tone, and fashion preference.
The salon arm of D Hairport is equally essential to its operations. Recognizing that hair care is not just about aesthetics but also about wellness and self-care, the salon offers treatments that nourish and strengthen natural hair. Skilled stylists and hair technicians are trained not only in styling techniques but also in scalp care and hair health. This dual emphasis on beauty and health creates a holistic experience for clients, many of whom return regularly for both wig services and hair care routines. From relaxing scalp massages to intricate braid patterns, each service is rendered with precision and professionalism.
Customer service lies at the core of D Hairport’s mission. Every client is treated as a VIP guest. The staff is trained to provide personalized consultations, helping customers choose wigs that best match their personality, lifestyle, and appearance goals. This bespoke approach enhances customer satisfaction and builds trust, encouraging client loyalty. Moreover, the ambiance at D Hairport is designed to be relaxing and luxurious, with modern decor, comfortable waiting areas, and a friendly, welcoming atmosphere. This attention to detail creates a positive, uplifting space where clients feel pampered and valued.
In addition to its physical location, D Hairport embraces digital innovation by offering online services such as virtual consultations, e-commerce for wig purchases, and social media engagement. Through platforms like Instagram, Facebook, and TikTok, D Hairport showcases its latest products, shares hair care tips, and interacts with a growing community of beauty lovers. This online presence not only boosts visibility but also builds a brand personality that resonates with a younger, digitally-savvy audience. Clients can conveniently book appointments, view style catalogs, and even get aftercare support online, making the customer journey seamless and enjoyable.
D Hairport also understands the importance of continuous improvement and staying updated with industry trends. The staff regularly attends workshops, training sessions, and beauty expos to stay informed about the latest techniques, products, and customer preferences. This commitment to professional development ensures that clients always receive top-tier services that reflect current global standards. Furthermore, D Hairport periodically updates its inventory to include the latest hair textures, lengths, and colors, keeping pace with the dynamic nature of beauty and fashion.
The business model of D Hairport is structured to promote sustainability and growth. By offering both products and services, it taps into multiple revenue streams, ensuring financial stability and resilience. The sale of wigs caters to clients who prefer convenience and instant transformation, while salon services cater to those who value professional grooming and maintenance. This balanced approach allows the company to serve a broader market and adapt to changing customer behaviors. Additionally, D Hairport builds partnerships with hair vendors and manufacturers to ensure product quality and affordability, making beauty accessible without compromising on standards.
Community involvement is another key aspect of D Hairport’s philosophy. The business occasionally organizes outreach programs, beauty workshops, and training sessions to empower young women and aspiring hairstylists. By sharing knowledge and skills, D Hairport contributes to capacity building and economic empowerment within its community. These initiatives also position the company as a socially responsible brand that cares about its customers and their development. Whether through skills acquisition programs or mentorship opportunities, D Hairport seeks to uplift others while expanding its influence in the beauty sector.
Another innovative feature of D Hairport is its customer loyalty program. Regular clients are rewarded with discounts, exclusive offers, and early access to new products or services. This program fosters a sense of belonging and appreciation among customers, encouraging them to return and refer others. Word-of-mouth marketing, powered by satisfied clients, has proven to be one of the most effective tools for growing the brand’s reputation and reach. Testimonials, before-and-after photos, and user-generated content further enhance the brand’s credibility and appeal.
The choice of the name "D Hairport" is strategic and brand-oriented. It is not only catchy and easy to remember but also versatile enough to be used across different media and marketing platforms. The travel-inspired theme can be extended into various branding materials such as boarding-pass styled appointment cards, passport-themed loyalty cards, and flight-departure style service menus. These creative elements reinforce brand identity and make the customer experience enjoyable and unique. The name also lends itself well to slogans and promotional campaigns like “Your new look just landed” or “Board your beauty flight today,” which are engaging and marketable.
The success of D Hairport lies in its ability to fuse creativity with practicality. It understands that in today’s fast-paced world, customers seek convenience without sacrificing quality. By offering both products and services in one location, D Hairport meets this need efficiently. Moreover, the brand’s strong visual identity, customer-first philosophy, and commitment to excellence make it a standout player in the beauty industry. As it continues to grow, D Hairport aims to expand its reach, open more branches, and possibly franchise the business model to other cities and regions.
D Hairport’s impact extends beyond its immediate clientele. By promoting self-confidence through beauty and style, it plays a part in enhancing the emotional well-being of its clients. Looking good often translates to feeling good, and D Hairport takes this emotional connection seriously. The company understands that beauty is deeply personal, and its services are tailored to respect each client’s unique preferences and comfort levels. Whether someone is visiting to prepare for a special event, transition into a new life phase, or simply enjoy a moment of self-care, D Hairport offers a safe, stylish, and empowering space to do so.
D Hairport envisions expanding into new markets, developing a line of branded hair care products, and launching an academy to train the next generation of hairstylists and entrepreneurs. These future goals align with the company’s mission to not only provide beauty solutions but also to shape the future of the hair and beauty industry. With strong leadership, a clear vision, and a passionate team, D Hairport is well-positioned to become a household name in beauty and self-care.
D Hairport Business Concept is a thoughtfully developed brand that bridges the gap between wig retail and salon services, all while delivering a unique and immersive customer experience. Its name, services, branding, and commitment to quality make it more than just a beauty business — it is a destination. A place where style takes off, confidence soars, and beauty journeys begin. With its innovative approach and client-centered philosophy, D Hairport is not just setting trends but creating a legacy in the beauty world.
MISSION:
To redefine beauty and confidence by providing high-quality wigs and exceptional salon services in a creative, customer-focused environment. D Hairport is committed to empowering individuals through style transformation, delivering personalized care, and creating a memorable experience where every client departs feeling bold, beautiful, and inspired.
VISION:
To become a leading beauty destination recognized globally for innovation, excellence, and empowerment in wig retail and salon services—where every client’s style journey takes flight and lands in confidence.
LOCATION:
NO 60, UNIVERSITY ROAD, TANKE ILORIN, KWARA STATE
2:2 OBJECTIVE OF ESTABLISHMENT
Objectives of D Hairport Business Concept:
1. To provide premium-quality wigs and professional salon services that cater to diverse beauty needs and preferences.
2. To ensure 100% customer satisfaction through personalized consultations, expert care, and a welcoming atmosphere.
3. To build a strong and recognizable brand identity rooted in creativity, innovation, and consistency.
4. To expand the business reach by opening new branches and exploring franchise opportunities in major cities and beyond.
5. To establish a digital presence through e-commerce platforms and social media for wider accessibility and customer engagement.
6. To train and empower aspiring hairstylists through workshops, internships, and skill-building programs.
7. To develop and launch a line of branded hair care products that promote healthy hair and wig maintenance.
8. To create job opportunities and support local economies by hiring and collaborating with skilled professionals and vendors.
9. To continuously innovate and stay ahead of trends in the hair and beauty industry.
10. To build a loyal customer base through excellent service delivery, loyalty programs, and word-of-mouth referrals.
2.3 VARIOUS UNITS IN THE ESTABLISHMENT AND FUNCTION
1. Sales Department: The Sales Department is the backbone of the retail aspect of D Hairport Business Concept. This team is responsible for managing the entire sales cycle, from product presentation to closing transactions. They are tasked with offering a diverse selection of wigs, hair accessories, and beauty products to clients, ensuring that every customer’s needs are met with high-quality items. This department also handles inventory management, product pricing, promotions, and ensures that stock is available to meet customer demand. Whether it’s assisting walk-in customers in-store or managing online orders, the sales department ensures a seamless shopping experience. Additionally, the department works closely with the marketing team to align product offerings with the latest trends and customer preferences.
2. Salon Services Department: The Salon Services Department is the heart of the beauty services provided by D Hairport Business Concept. This department encompasses a wide range of professional services, such as wig installation, wig customization, hair styling, braiding, hair coloring, and treatment for both natural hair and wigs. The department is staffed by highly trained hair specialists, stylists, and technicians who are committed to delivering top-notch services to each client. The team ensures that every service is tailored to meet the specific needs of each customer, whether they are preparing for a special occasion or seeking routine hair maintenance. They also prioritize customer satisfaction by maintaining high standards of hygiene, using the best products, and staying updated with the latest techniques and trends in the beauty industry.
3. Customer Service Department: The Customer Service Department plays a vital role in creating a welcoming and responsive environment for D Hairport Business Concept’s clientele. This department is tasked with handling customer inquiries, resolving complaints, managing appointment scheduling, and maintaining strong client relationships. They act as the main point of contact for customers both before and after services are rendered, ensuring that clients feel valued, listened to, and satisfied. The department’s goal is to provide exceptional service by addressing concerns promptly, offering guidance on services or products, and ensuring a smooth customer journey from the first point of contact to the final purchase or service completion. The customer service team also collects valuable feedback from clients, which is then used to improve services and refine the business’s offerings.
4. Marketing and Branding Department: The Marketing and Branding Department is responsible for the overall promotion and visibility of D Hairport Business Concept in the market. This team works to build a strong, recognizable brand through targeted advertising campaigns, social media outreach, public relations, and strategic partnerships. The department’s objective is to create brand awareness, attract new customers, and retain existing ones by showcasing the business’s offerings in a compelling way. The marketing team also conducts market research to understand customer preferences and trends, using this information to create promotional materials and campaigns that resonate with the target audience. The department is also responsible for organizing events such as product launches, beauty workshops, and collaboration projects that help enhance the brand’s image and outreach.
5. Procurement and Supply Chain Department: The Procurement and Supply Chain Department ensures that D Hairport Business Concept maintains a consistent supply of high-quality wigs, hair care products, accessories, and salon equipment. This department is tasked with sourcing reliable vendors and suppliers, negotiating prices, and ensuring the timely delivery of products to meet demand. They play a critical role in managing inventory, ensuring that the right products are available when needed, and minimizing stockouts or overstock situations. Additionally, this department is responsible for maintaining quality standards by carefully vetting suppliers and inspecting products before they are made available for sale or use in salon services. Efficient logistics and supply chain management help to ensure the smooth operation of the business and support the sales and salon departments.
6. Finance and Accounts Department: The Finance and Accounts Department is the financial management backbone of D Hairport Business Concept. This team oversees all financial operations, including budgeting, financial forecasting, bookkeeping, and reporting. They are responsible for ensuring that the company’s financial records are accurate, up-to-date, and compliant with relevant accounting standards and regulations. The department also handles payroll, ensuring that all employees are paid correctly and on time. The finance team works closely with other departments to allocate resources efficiently and monitor financial performance to ensure the business remains profitable and sustainable. They also manage the accounts receivable and payable, ensuring that payments from clients are processed and that vendor invoices are paid promptly.
7. Training and Development Department: The Training and Development Department is focused on building a skilled and knowledgeable workforce at D Hairport Business Concept. This department designs and implements training programs for new and existing employees, ensuring they are equipped with the necessary skills and knowledge to excel in their roles. From customer service and product knowledge to hairstyling techniques and new industry trends, this department offers ongoing professional development opportunities. Additionally, the department provides internships and apprenticeships to aspiring stylists and beauty professionals, giving them hands-on experience and the chance to build their careers in the beauty industry. Continuous training ensures that the salon services remain high quality and that all staff members are up to date with best practices, enhancing both employee satisfaction and customer service.
8. E-Commerce and IT Department: The E-Commerce and IT Department is responsible for overseeing the digital aspects of D Hairport Business Concept. This includes maintaining and improving the company’s website, online store, and booking systems to ensure that customers can easily browse products, make purchases, and book salon appointments online. The IT team ensures that the digital platforms are secure, user-friendly, and optimized for a seamless customer experience. They also handle any technical issues that may arise, such as website bugs or system downtime, ensuring that the online presence remains operational at all times. This department is also responsible for developing digital marketing strategies, integrating social media platforms, and using data analytics to track customer behavior and preferences online.
9. Logistics and Delivery Department: The Logistics and Delivery Department handles the distribution and delivery of products purchased through the online store or directly from the retail location. This team ensures that orders are processed efficiently, items are packaged securely, and products are delivered to customers in a timely manner. The department works closely with shipping companies and courier services to arrange deliveries both locally and nationally, maintaining strong relationships to ensure cost-effective and reliable shipping solutions. The logistics team also manages returns and exchanges, ensuring that any issues with orders are promptly resolved. Efficient logistics operations are crucial to ensuring that customers are satisfied with their purchases and that the business can maintain a positive reputation for reliability and service.
10. Research and Innovation Department: The Research and Innovation Department is dedicated to exploring new trends, products, and technologies in the beauty and hair industry. This team works to stay ahead of the curve by identifying emerging beauty trends and evaluating new products or techniques that can enhance the offerings of D Hairport Business Concept. Whether it’s the latest wig designs, hair care treatments, or styling tools, this department constantly researches and tests new innovations to keep the business competitive and fresh. They also gather feedback from clients and stylists, using this data to create new services or improve existing ones. By focusing on innovation, this department ensures that D Hairport Business Concept can offer cutting-edge products and services that meet the evolving demands of the beauty industry.


CHAPTER THREE
[bookmark: _Toc346657164]NATURE OF WORK, ACTIVITIES, SKILLS AND EXPERIENCE GAINED ON SIWES SITE
During my time as a SIWES student at D Hairport Business Concept, I had the privilege of gaining hands-on experience in multiple key departments of the business. These departments, including the Sales Department, Salon Services Department, and Administration Department, provided me with invaluable insights into the workings of the beauty and retail industry. Each department presented its own unique challenges and learning opportunities, helping me build a diverse skill set that I will carry with me throughout my career.
One of the most significant areas of growth during my SIWES experience was in the Sales Department. This department plays a crucial role in driving revenue and ensuring customer satisfaction, and my involvement allowed me to understand the critical elements that contribute to a successful retail environment. I started by observing how experienced salespeople interacted with customers. I quickly realized that the ability to engage with customers, understand their needs, and recommend the right products is essential for making a sale. The customer service aspect of sales is not just about selling a product; it's about creating an experience that leaves customers feeling valued and satisfied. I was able to practice these skills daily, assisting customers with their wig and hair product purchases.
One of the core aspects of my role was helping customers select wigs and hair accessories that suited their preferences and needs. This required an understanding of the various types of wigs available, from synthetic to human hair, and knowledge of the different styles, textures, and colors. I learned how to assess the client's preferences and recommend products based on factors such as face shape, skin tone, and personal style. I observed how sales staff would ask open-ended questions to better understand the client's desires, and how they would guide the customer through the process of choosing the right product. Through this, I learned the art of active listening and how it plays a pivotal role in customer satisfaction.
Beyond assisting with product selection, I became actively involved in inventory management. In retail, it's vital to ensure that stock levels are sufficient and that popular items are always available for customers. I learned the process of tracking stock, restocking shelves, and ensuring that new inventory was added to the system promptly. This experience helped me understand the logistics behind inventory management and its importance in ensuring that the sales process runs smoothly. I also had the opportunity to learn about the e-commerce side of the business, assisting with online sales. This included processing orders, confirming inventory availability, and managing the shipping of products to customers. Working with the e-commerce platform exposed me to the challenges of online retail, where communication and timely delivery are crucial to maintaining customer satisfaction.
In addition to these tasks, I was involved in promotional activities aimed at increasing sales and attracting new customers. This included assisting in the development and execution of sales campaigns, such as discounts, seasonal offers, and special promotions. I was tasked with helping promote these campaigns both in-store and online. I helped design promotional materials, including flyers and social media posts, and worked closely with the marketing team to ensure that the offers reached a wide audience. This experience gave me a deeper understanding of marketing strategies and how important it is to communicate effectively with customers. I learned that advertising isn’t just about showcasing products; it’s about creating a connection with the audience and convincing them of the value of the product.
Throughout my time in the Sales Department, I had the chance to hone my interpersonal and problem-solving skills. One of the most important lessons I learned was how to deal with difficult customers. There were times when customers were dissatisfied with a product or service, and I learned how to handle these situations with empathy and professionalism. I realized that listening to the customer’s concerns, validating their feelings, and offering solutions was key to resolving issues and maintaining a positive relationship. These interactions taught me the importance of patience and the ability to think on my feet.
The Salon Services Department at D Hairport Business Concept provided me with an entirely different set of skills and experiences. This department gave me direct exposure to the technical aspects of the beauty industry, and I had the opportunity to work alongside professional hairstylists and beauty experts. In the Salon Services Department, I quickly learned that hairstyling is both an art and a science. There is a great deal of technical expertise involved in creating beautiful and lasting styles, and I was fortunate to learn from some of the best in the business.
My responsibilities included assisting hairstylists with various services, such as wig installations, haircuts, and styling. I was introduced to the different types of wigs available, and I learned how to properly install, maintain, and care for them. Wig installation requires precision and attention to detail, as it is essential to ensure that the wig fits comfortably and looks natural. I spent time observing stylists as they performed these tasks, learning about the tools and techniques they used. I also assisted in providing hair treatments, including deep conditioning, washing, and styling services. I was able to observe how hair texture and type influenced the choice of products and styling techniques, and I gained hands-on experience in maintaining healthy, beautiful hair.
One of the most valuable experiences I had in the Salon Services Department was learning about the importance of client consultations. Before starting any service, hairstylists would take the time to consult with clients, asking them about their preferences, lifestyle, and any specific concerns they had about their hair. I learned that this step is crucial in ensuring that clients are satisfied with the results. It also taught me the importance of clear communication and the ability to assess a client's needs accurately. This aspect of customer service is something that has stayed with me, as I now understand how important it is to build trust with clients by offering them personalized recommendations.
In addition to working with clients, I was also responsible for helping to maintain the salon’s hygiene standards. I learned about the importance of cleanliness in a salon environment, not only for aesthetic reasons but also for health and safety. I assisted with cleaning and sterilizing equipment, ensuring that the salon met the highest standards of hygiene. This role helped me understand the significance of maintaining a clean and organized environment in the beauty industry, as it directly impacts both client satisfaction and the reputation of the business.
The Salon Services Department also taught me about time management and efficiency. In a busy salon environment, it is crucial to manage time effectively to ensure that clients are seen promptly and that services are delivered in a timely manner. I observed how hairstylists would work quickly and efficiently while maintaining a high standard of service. I also learned that multitasking is a valuable skill in a salon setting, as stylists often need to juggle multiple clients and services at once.
The Administration Department at D Hairport Business Concept was where I gained insight into the operational and organizational aspects of running a beauty business. While the Sales and Salon Services Departments gave me a direct understanding of customer-facing activities, the Administration Department helped me understand the back-end processes that are equally important to the success of a business.
One of my primary tasks in the Administration Department was managing client appointments. This responsibility required me to use scheduling software to ensure that appointments were booked efficiently and that there were no overlaps or scheduling conflicts. I learned the importance of organization and attention to detail in managing appointments, as well as the need to communicate clearly with clients to ensure that they were satisfied with the timing and availability of services.
In addition to appointment management, I also assisted with office administration tasks such as organizing documents, filing records, and managing employee schedules. I helped keep track of client records, ensuring that all relevant information was up to date and stored securely. This experience taught me the importance of data management in ensuring smooth operations and reducing errors. I also gained exposure to human resources tasks, such as assisting with payroll processing and employee record-keeping, which provided me with a broader understanding of the inner workings of a business.
I was also involved in preparing reports for senior management, where I helped compile information on sales performance, client feedback, and employee performance. This gave me an understanding of how administrative work contributes to decision-making processes within a business. I learned how important it is for managers to have accurate and timely data to make informed decisions about everything from inventory management to staffing needs.
Throughout my time in the Administration Department, I developed a strong appreciation for the role that administration plays in the smooth running of a business. While the Sales and Salon Services Departments focus on client interactions and service delivery, the Administration Department ensures that these activities happen efficiently and effectively. It became clear to me that a business cannot succeed without a strong administrative backbone to support its operations.
In conclusion, my time as a SIWES student at D Hairport Business Concept was an incredibly valuable experience that gave me a comprehensive understanding of the beauty and retail industries. I learned essential skills in customer service, sales, salon services, and administration, all of which will be crucial as I pursue my career in business. The hands-on experience I gained in each department not only helped me develop specific technical skills but also taught me broader lessons about time management, organization, and effective communication. The opportunity to work in a fast-paced and customer-focused environment allowed me to grow both personally and professionally, and I am confident that the lessons I learned will serve me well in my future career endeavors.

CHAPTER 4
EXECUTIVE SUMMARY
BENEFITS
· I become more enlightened by encountering and getting familiar with different equipment.
· I was able to relate most of my theoretical aspect taught in class to the physical aspect in the organisation.
· I experienced how to use some of the equipments being used in the organisation.
· I also improved in my understanding of some stages.

WORK CARRIED OUT WITH CLEAR STATEMENT
The entire staff of D HAIRPORT BUSINESS CONCEPT, taught me on how to manage the company and how to work as a team in any organisation.
I also learnt something about functions of a Manager.


CHAPTER FIVE
PROBLEMS ENCOUNTERS, RECOMMENDATIONS AND CONCLUSIONS
5.1	Difficulties Encountered During the Programme
	Life they say is not a bed of roses and whatsoever that has advantages also have its disadvantages. In as much as the SIWES Programme is a wonderful programme which has been designed to help the students have a practical knowledge of their various courses of study, it is note-worthy to also mention some of the problems encountered during the programme.
1. Problems of Securing a Place of Attachment
Securing a place of attachment for industrial training programme was a very big challenge to me. This is due to the fact that there are very limited establishment that accepts students undergoing industrial training. While I was searching for a place of attachments, I got to find out most of the establishments that accepts students had already taken the maximum number of students needed, while others would just reject the request giving one reason or the other.
2. Working Time
	As an IT student, I was meant to work for twelve (12) hours in a day, five days in a week (i.e. Mondays to Friday). I barely had time to attend to my personal needs. Not just that IT students had to work all day, but also, the work load was quite much. Most times IT students would be asked to work overtime even without any incentive attached to it and students have no option but to comply every given instruction.
 3. Finance
	Stipends given to me during my industrial training programme is nothing to write home about. The stipend was so little that it could not even cover up for my daily transportation fair not to even mention my feeding fee; therefore, making me spent more from my personal savings. Despite the fact that the stipend was little, it was delayed. Most students ended their programme without receiving their complete stipend due to late payment from firm and we are also asked to pay for the practical we are going to conduct which makes student loose interest in participating.
4. Inaccessible Machines
Industrial training students were not opportune to access most of the automated analyzers because they are not available Instead, we were being told to make research of such machine which does not assist us in learning better going with the saying “practice makes perfect” and not “plain research makes one perfect”. One of the objectives of SIWES is to expose students to work methods and techniques in handling equipment’s and machineries that may not be available in their universities, thus, the above stated objective of SIWES is not been fulfilled completely.
The difficulties encountered during the programme among others include;
· Inadequate monitoring of students on industrial training;
· Lack of cooperation and support from organization;
· Delay in release of fund for supervision and student’s industrial training allowances;
· Student’s reports were not corrected.

5.2 RECOMMENDATIONS OF THE SCHEME WAYS OF IMPROVING THE PROGRAMME
	SIWES programme can be improved by the various actors in the programme which include the Federal Government of Nigeria (FGN), Industrial Training Fund (ITF), Supervisory Agencies (NUC, NCCE, and NBTE), the Institutions, and the Employers.
A. The Federal Government of Nigeria
· The Federal Government should make it mandatory to all ministries, companies, and other organization to offer placement and as well as accept students for industrial attachment.
· The Federal Government should increase the fund being provided for the SIWES programme and other educational programmes in general for effective and productive implementation of the scheme.
B. The Industrial Training Fund (ITF)
· The Industrial Training Fund should provide a strong insurance policy covered for students on SIWES programme.
· The ITF should provide logistic and material necessary for the effective administration of the scheme.
· The ITF should formulate policies and guidelines for SIWES programme for enhancement to all SIWES participating bodies, institutions and companies involved in the scheme.
· The ITF should provide information on companies for the attachment and help in the placement of students.
C. The Supervisory Agency
· The supervisory agency should liaise with the Industrial Training Fund to ensure the implementation of all federal government policies on the scheme.
· The supervisory agency should ensure adequate funding of the SIWES unit in all the institutions for effective administration of the scheme.
· The supervisory agency should research into the development of the scheme in line with advances in technological development.
· The supervisory agency should develop, monitor and review job specification in collaboration with the institution toward the maintenance of the National Minimum Academic Standard for the entire programme approved for SIWES.
D. The Institution
· The Institution should help identify placement opportunities for student attachment with employers.
· The Institution should ensure regular visitation of their students on industrial training to monitor their welfare and improvement status.
· The Institution should have adequate information on some of the challenges facing the firm and the student; it should be noted and treated immediately.
· The Institution should ensure payment of student’s allowances and other outstanding financial challenges.
E. The Employer
· The Employers should accept students for industrial training attachment.
· The Employer should allow the students to have access to some of their useful equipment and other useful facilities.
· The Employer should provide welfare services like drugs and other medication and show good hospitality to students.
5.2.1	Advice for Future Participants
I strongly recommend that future participants should bear the following in mind;
1. The student should be focused to avoid disputing the reputation of the institution in their place of industrial attachment and they should also bear in mind the objective of the scheme and show commitment, diligence and honesty.
1. The student should obey and adhere strictly to all rules and regulations of the company; they should respect the industrial based supervisors as well as other staffs of the company because the moral standard of the student is also evaluated.
1. The student should avoid change of placement without seeking permission from the institutional based supervisor, the employer and the industrial training fund.
1. The student should handle the equipment if the firm with great care and they should take pride in protecting the interest of the company throughout the period of industrial attachment.
5.2.2	Advice for the SIWES managers
1. The SIWES managers should give attention to student welfare on industrial training and the students allowance should be increased as a result as high cost of living in our society.
1. Technologists from various departments or program should be involved in the drafting of time table for students on IT to ensure that students are always sent into areas where activities that will result in learning experience are taking place.
5.3 CONCLUSION
The gains of this exercise are immense; that it was worth the while is grossly an understatement. Being accorded another opportunity in life to be exposed to the rudiments of work places outside the class room teaching is an experience of a life time.
Furthermore, the exposure to practical tools, and working features had engendered better understanding of lessons thought in the class room and charted a course for career development.
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