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CHAPTER ONE
1.1 INTRODUCTION TO SIWES
Students Industrial Work Experience Scheme (SIWES) is a Skills Training Program designed to prepare and expose Students of Universities, Polytechnics, Colleges of Technology, Colleges of Agriculture and Colleges of Education for the Industrial Work situation they are likely to meet after graduation. The Scheme affords Students the opportunity of familiarizing and exposing themselves handling equipment and machinery that are usually not available in their institutions.
1.2 HISTORY OF SIWES
The Students’ Industrial Work Experience Scheme (SIWES) was initiated in 1973 by the Federal Government of Nigeria under the Industrial Training Fund (ITF) to bridge the gap between theory and practice among products of our tertiary Institutions. It was designed to provide practical training that will expose and prepare students of Universities, Polytechnics, and Colleges of Education for work situation they are likely to meet after graduation.
Before the establishment of the scheme, there was a growing concern among the industrialists that graduates of institutions of higher learning lacked adequate practical background studies preparatory for employment in industries. Thus the employers were of the opinion that the theoretical education going on in higher institutions was not responsive to the needs of the employers of labour.
As a result of the increasing number of students’ enrolment in higher institutions of learning, the administration of this function of funding the scheme became enormous, hence ITF withdrew from the scheme in 1978 and was taken over by the Federal Government and handed to National Universities commission (NUC), National Board for Technical Education (NBTE) and National Commission for Colleges of Education (NCCE). In 1984, the Federal Government reverted back to ITF which took over the scheme officially in 1985 with funding provided by the Federal Government.
1.3 OBJECTIVES OF THE PROGRAMME
The specific objectives of SIWES are to:
· Provide placements in industries for students of higher institutions of learning approved by relevant regulatory authorities (NUC, NBTE, NCCE) to acquire work experience and skills relevant to their course of study
· Prepare students for real work situation they will meet after graduation.
· Expose students to work methods and techniques in the handling of equipment and machinery that may not be available in schools.
· Make transition from school to the labour market smooth and enhance students’ conduct for later job placement
· Provide students with the opportunity to apply their knowledge in real life work situation thereby bridging the gap between theory and practice
· Strengthen employer involvement in the entire educational process and prepare students for employment in industry
Promote the desired technological knowhow required for the advancement of the nation.

1.4 Objectives of Establishment
· Profit Generation:
The core objective of any business, including a wine shop, is to generate revenue and ultimately, profit.
· Customer Education:
A wine shop can aim to educate customers about different wine styles, grape varieties, wine regions, and pairing suggestions, creating a more informed and engaged customer base.
· Building Brand Awareness:
Establishing a strong brand presence, either through a unique store design, website, or marketing materials, can attract customers and differentiate the shop from competitors.
· Community Engagement:
Some wine shops may aim to become a local hub for wine enthusiasts, organizing tastings, seminars, or even partnering with local restaurants to offer wine pairings.
· Creating a Positive Shopping Experience:
A well-designed store layout, knowledgeable staff, and personalized service can create a positive shopping experience that encourages repeat business and positive word-of-mouth referrals.
· Potential for Expansion:
Some wine shops may aim to expand their offerings beyond wine, potentially including other alcoholic beverages, accessories, or even catering services.
 

CHAPTER TWO
2.1. INTRODUCTION TO THE COMPANY 
· I was introduce to the administrative department and some other departments
· I was introduced to organization structure, office and their functions
An organizational structure is a system that defines how a company operates, including how employees are grouped, their roles, and how they communicate. It also outlines how tasks are delegated to achieve the company's goals.

Organization Structure
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2.2 SALES REPRESENTATIVE
A sales representative, often called a sales rep, is a person who promotes and sells a company's products or services to customers, acting as the point of contact between the business and its prospects or clients
· Role:
Sales reps are responsible for identifying potential customers, contacting them, building relationships, and ultimately closing sales. 
· Responsibilities:
. Generating Leads: Identifying potential customers and prospects. 
. Building Relationships: Establishing and maintaining strong relationships with clients. 
. Understanding Needs: Identifying and understanding customer needs and requirements. 
. Presenting Products/Services: Effectively communicating the benefits of the company's offerings. 
. Closing Sales: Persuading customers to make purchases. 
. Providing Customer Support: Addressing customer inquiries and providing assistance. 
· Importance:
Sales reps play a crucial role in driving revenue growth and ensuring a company's success. 
· Skills:
Sales reps need strong interpersonal and communication skills, as well as the ability to build rapport and close deals. 

2.3 A GOOD CUSTOMER RELATIONSHIP AND SELLING OF DRINKS

To foster strong customer relationships and boost drink sales in Ilorin, focus on personalized interactions, consistent quality, and building trust through transparency and community engagement. 

1. Understand Your Customers:
· Know their preferences: What are their favorite drinks, flavors, and occasions for enjoying them?
· Listen to their feedback: Actively solicit and respond to customer comments and suggestions.
· Personalize interactions: Use their names, remember their orders, and offer tailored recommendations. 
2. Provide Exceptional Service:
· Be friendly and approachable: Create a welcoming atmosphere where customers feel valued and comfortable.
· Be knowledgeable about your drinks: Be able to answer questions about ingredients, preparation methods, and flavor profiles.
· Ensure accuracy and speed: Minimize wait times and avoid errors in orders.
· Handle complaints professionally: Turn negative experiences into positive ones with empathy and solutions. 
3. Build Trust and Loyalty:
· Be transparent: Clearly communicate your values, practices, and ingredients. 
· Maintain consistency: Ensure your drinks are always prepared to the same high standard. 
· Offer rewards and loyalty programs: Encourage repeat business and build a loyal customer base. 
· Create a community: Host events, offer special promotions, and encourage customer interaction. 
4. Leverage Technology (if applicable):
· Use CRM software: Manage customer data, track interactions, and personalize marketing efforts.
· Utilize social media: Engage with customers online, promote your drinks, and build brand awareness.
· Collect and analyze data: Use insights to improve your products, services, and marketing strategies. 
5. Focus on the Drinks:
· Offer a variety of options: Cater to different tastes and preferences.
· Use high-quality ingredients: Ensure your drinks taste great and are visually appealing.
· Promote specials and seasonal drinks: Keep your menu fresh and exciting.
· Consider packaging: Make sure your drinks are presented attractively and are easy to carry. 




CHAPTER THREE
3.1	BUSINESS PLAN
A business plan is a formal, written document outlining a company's goals, strategies, and financial projections, serving as a roadmap for business growth and a tool for securing funding or attracting investors. 
· Purpose:
A business plan helps entrepreneurs and business owners clarify their vision, organize operations, and demonstrate the viability of their business to potential investors or lenders. 
· Key Elements:
A comprehensive business plan typically includes:
. Executive Summary: A brief overview of the entire plan. 
. Company Description: Details about the business, its mission, and its products or services. 
. Market Analysis: Research on the target market, industry trends, and competitive landscape. 
. Marketing and Sales Strategy: How the business plans to reach and acquire customers. 
. Operational Plan: How the business will be structured and run, including production, logistics, and customer service. 
. Financial Projections: Forecasts of revenue, expenses, and profitability. 
. Management Team: Information about the key people involved in the business. 
. Appendix: Supporting documents and data 
· Importance:
. Internal Guidance: A business plan helps entrepreneurs stay focused and organized, ensuring they are working towards their goals. 
. External Communication: It's a crucial tool for attracting investors, securing loans, and building credibility with stakeholders. 
· Types of Business Plans:
. Startup Business Plan: For new businesses outlining their initial goals and strategies. 
. Strategic Business Plan: For established businesses outlining their long-term goals and strategies. 
. Feasibility Business Plan: For evaluating the viability of a new product or service. 
. Growth Business Plan: For businesses looking to expand their operations. 
. One-Page Business Plan: A concise summary of the business's key information. 

 

3.2	CUSTOMER RELATIONS
Customer relations, also known as customer relationship management (CRM), refers to the strategies and processes a company uses to build and maintain positive relationships with its customers, focusing on understanding their needs and providing excellent service to foster loyalty and satisfaction. 
Here's a more detailed explanation:
Key Aspects of Customer Relations:
· Building Relationships:
Customer relations involves cultivating strong, long-term connections with customers by understanding their needs, preferences, and behaviors. 
· Customer Experience:
It focuses on creating positive and memorable experiences for customers at every touchpoint, from initial interaction to ongoing support. 
· Customer Feedback:
Actively soliciting and analyzing customer feedback is crucial for identifying areas for improvement and tailoring products/services to meet evolving needs. 
· Customer Loyalty:
Effective customer relations aim to build customer loyalty by providing exceptional service and creating a positive brand image. 
· Data Management:
CRM systems are often used to store and manage customer data, enabling businesses to personalize interactions and track customer behavior. 
· Proactive Approach:
Customer relations is a proactive approach, meaning that you can come up with ways to improve your customers' experience from the very moment they show interest in the brand. 
· Reactive Approach:
Customer service is more reactive, meaning you're helping customers after they interact with a brand. 

3.3	HOW TO BE TIME MANAGEMENT TO ENSURE THE TASKS AND FOCUS ON ACTIVITIES THAT CONTRIBUTE TO SALE 
To improve time management and focus on sales-contributing activities, prioritize tasks, set SMART goals, and schedule your day. Utilize time-blocking techniques and leverage technology to automate tasks, manage emails efficiently, and streamline workflows. Prioritize activities that directly contribute to sales targets and avoid distractions. 
Here's a more detailed breakdown:
1. Prioritize and Focus:
· Identify High-Impact Tasks: Determine which tasks have the greatest potential to drive sales and prioritize them. 
· Use the Eisenhower Matrix: Categorize tasks based on importance and urgency to focus on what matters most. 
· Avoid Multitasking: Focus on one task at a time to maximize efficiency and avoid distractions. 
2. Set SMART Goals and Schedule:
· SMART Goals:
Set specific, measurable, achievable, relevant, and time-bound goals for each day and week. 
· Time Blocking:
Allocate dedicated time blocks for different activities, such as prospecting, follow-ups, and administrative tasks. 
· Create a Daily Plan:
Start each day with a plan that outlines your priorities and tasks for the day. 
3. Utilize Technology and Automation:
· CRM Software: Use CRM to automate tasks, manage leads, and track sales pipelines. 
· Time Tracking Tools: Track your time to identify time-wasters and optimize your schedule. 
· Automation: Automate repetitive tasks like data entry and email follow-ups to free up time for strategic activities. 
4. Manage Your Time Effectively:
· Time Audit:
Conduct a time audit to understand how you spend your time and identify areas for improvement. 
· Say No to Distractions:
Learn to say no to non-essential requests and tasks that don't contribute to your sales goals. 
· Manage Emails Effectively:
Set specific times to check and respond to emails to avoid being overwhelmed. 
· Protect Your Selling Time:
Schedule dedicated time blocks for sales activities and minimize interruptions. 
5. Focus on Sales-Contributing Activities:
· Prospecting: Allocate time for prospecting and identifying potential clients.
· Customer Interactions: Focus on building relationships and understanding customer needs.
· Closing Deals: Prioritize closing deals and completing the sales process. 
By implementing these strategies, you can improve your time management, stay focused on activities that contribute to sales, and achieve your sales goals more effectively. 



CHAPTER FOUR
4.1     CONCLUSION
 The Student Industrial Work Experience Scheme (SIWES) plays a significant role in human resource development, it helps students develop new skills and enlightens them of what the present society holds for them after graduation and helps them adapt accordingly. As a result of the programme, I am now more confident to build my future, My four (4) months industrial attachment with ministry of agricultural  has been one of the most interesting, productive and instructive experience in my life. Through this training, I have gained new insight and more comprehensive understanding. 

4.2      RECOMMENDATION
          The following are the suggested recommendation for the program
i.	The company should remain friendly and accommodating to future IT student.
ii.	The SIWES coordinator and school should where organized enlightenment program for IT student in order to know the important of SIWES.
iii.	The school (Polytechnics) should consider the four months mandatory SIWES while drafting the calendar for a successive session in a way that will affect the returning IT Student.
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