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CHAPTER ONE
INTRODUCTION 
1.1 	Background 
The Student Industrial Work Experience (SIWES) is the accepted skills training programme which form part of the approved minimum academic standard in the various degree programme for all the Nigerian Universities and Polytechnics. It is an effort to bridge the gap existing between the theory and practice of Engineering, Technology, Science, Agriculture, Medical and other professional education programmes in Nigeria Institutions. 
The minimum duration of the SIWES is 16 weeks for Engineering and Technology program in the Polytechnic. The Scheme has triple program involving the Student, Polytechnic and Industry. The triple program is well recognized throughout Nigeria. 
It is found by the Federal Government of Nigeria and jointly coordinated by the Industrial Training Fund (ITF) and the National Association of Universities, Polytechnic and Technical Schools. The major important factor that makes the Federal Government of Nigeria to establish Student Industrial Work Experience Scheme is the development of students brain toward what they have been taught in the school i.e the practical aspect. 
1.2 	History of student industrial work experience scheme 
SIWES was established by Industrial Training Fund in 1997 to solve the problem of inadequate practical knowledge by Nigerian Graduates of Tertiary Institutions. 
The Scheme exposes students to industrial based skills necessary for a smooth transition from theory to practical and also its affords students of tertiary institutions the opportunity of being familiarized and exposed to the needed experience in education institutions. Participation in SIWES has become a necessary precondition for award of diploma and degree certificate in specific discipline in most institutions of higher learning in Nigeria, in accordance with the education policy of government. 
1.3 	The Objectives of SIWES 
 	The objectives of the Industrial Work Experience Scheme are to:- 
(i) Prepare the students for the work situation that they likely to meet after graduation or nearest in the future. 
(ii) Provide and avenue for students in the Nigeria Universities, Polytechnics and Technical Schools to transfer theoretical knowledge to practical skills. 
(iii) Create room for student to apply the theoretical knowledge which has been promote the technological development and passed from the teacher to the student to the practical work. 
(iv) Enlist and strengthen employer’s involvement in the education process of preparing Universities, Polytechnic and Technical School graduates for employment in industry. 
(v) Familiar students with work methods and machinery that may not be available in the schools which will help students in machineries and equipment handling. 




CHAPTER TWO
2.1 Historical background of the study
Capital Express Assurance Limited, a leading Nigerian life insurance company, began operations in 2000, taking over the life assurance arm of Perpetual Assurance Company Limited, and has since grown to serve various sectors with tailored financial service allocated at 199A Ibrahim Taiwo Rd, West LG, Ilorin 240101, Kwara


CHAPTER THREE
EXPERIENCED GAINED 
3.1 Marketing in an organization
In an organization, marketing is the process of managing activities that connect the organization with its target audience, aiming to create, communicate, and deliver value to customers in exchange for revenue. It involves everything from identifying customer needs and wants to developing products and services, setting prices, and promoting those offerings. Marketing is not just about selling; it's about building relationships and understanding customers' needs to create Here's a more detailed breakdown:
3.1.1 Functions of Marketing in an Organization:
· Market Research and Analysis: Understanding the needs, wants, and behaviors of the target audience through research and analysis. 
· Product and Service Development: Creating products and services that meet the identified needs of the target market. 
· Pricing Strategy: Determining the appropriate price for products and services based on factors like cost, competition, and customer value. 
· Promotion: Communicating the value proposition of the products and services to the target audience through various channels. 
· Distribution: Ensuring products and services are available to customers in a convenient and timely manner. 
· Sales: Converting leads into paying customers through effective sales strategies. 
· Customer Relationship Management (CRM): Building and maintaining long-term relationships with customers through various interactions. 
· Marketing Information Management: Collecting, analyzing, and using marketing data to make informed decisions. 


3.1.2 Why is Marketing Important in an Organization?
· Increased Sales and Revenue:
Effective marketing generates leads, attracts customers, and drives sales, ultimately increasing revenue. 
· Enhanced Brand Image:
Marketing activities help build and maintain a positive brand image, which can lead to increased customer loyalty and trust. 
· Customer Satisfaction and Loyalty:
Marketing focuses on understanding customer needs and delivering value, which can lead to higher customer satisfaction and loyalty. 
· Competitive Advantage:
A strong marketing strategy can help an organization stand out from the competition and gain a competitive edge. 
· Improved Market Positioning:
Marketing efforts can help an organization define its place in the market and target the right customers. 

3.2 HOW TO UNCOVER CUSTOMER NEED AND WANT 
To effectively identify customer needs and wants, organizations can leverage a variety of methods, including direct communication, market research, and analysis of internal data. These methods help businesses gain a comprehensive understanding of their target audience and tailor their strategies accordingly. 
1. Direct Communication & Feedback:
· Surveys and Questionnaires:
Structured questionnaires can gather specific insights into customer preferences, expectations, and pain points, according to Survicate. 
· Customer Interviews:
Direct conversations with customers offer a richer understanding of their needs and motivations. 
· Focus Groups:
Facilitated discussions with a small group of customers can provide valuable qualitative data, as noted by Conductor. 
· Customer Service Interactions:
Analyzing customer service inquiries can reveal common issues and unmet needs. 
· Active Listening:
Paying close attention to what customers say and how they say it, including non-verbal cues, is crucial for understanding their needs, according to LinkedIn. 
2. Market Research & Competitive Analysis:
· Secondary Research:
Utilizing existing market data, industry reports, and competitor analysis can provide valuable insights into overall trends and customer expectations. 
· Social Media Monitoring:
Tracking online conversations and sentiment can reveal emerging needs and preferences, as mentioned by Indeed. 
· Competitive Analysis:
Understanding how competitors meet customer needs can highlight areas for improvement and differentiation, as pointed out by Indeed. 
3. Internal Data Analysis:
· Customer Relationship Management (CRM) Systems:
Analyzing customer data within CRM systems can reveal patterns in purchasing behavior, demographics, and preferences.
· Website Analytics:
Tracking website traffic, user behavior, and engagement metrics can provide insights into online customer needs and wants.
· Sales Data:
Analyzing sales records can identify popular products, best-selling items, and emerging trends. 
4. Additional Tips:

3.3 HOW TO BUILD BRAND AWARENEDD DURING SALE 
To effectively increase brand awareness during a sale, focus on creating engaging and memorable experiences across multiple platforms, leveraging social media, influencer marketing, and content marketing to reach a wider audience and establish your brand as a leader in your industry. 
1. Leverage Social Media:
· Promote your sale:
Share attractive visuals of products and offer details about discounts, promotions, and limited-time offers on your social media platforms. 
· Run engaging contests and giveaways:
Encourage participation and generate buzz around your brand by offering prizes related to your products or services. 
· Utilize social media advertising:
Target specific demographics and interests with relevant ads to reach a wider audience. 
· Interact with followers:
Respond to comments, messages, and engage in conversations to foster a sense of community and loyalty. 
2. Partner with Influencers:
· Collaborate with relevant influencers: Identify and partner with influencers who have a strong following within your target audience.
· Encourage influencer promotions: Ask influencers to share their personal experiences with your products and services, highlighting their positive attributes.
· Offer exclusive discounts or codes: Provide unique incentives for followers to make purchases during the sale. 
3. Create Engaging Content:
· Develop a content strategy:
Create valuable and informative content that showcases your brand's values, products, and services. 
· Use a variety of formats:
Experiment with different content formats, such as blog posts, videos, infographics, and social media stories, to cater to diverse preferences. 
· Promote user-generated content:
Encourage customers to share their experiences and photos with your products on social media, and feature them on your website or social media channels. 
4. Highlight Customer Reviews and Testimonials:
· Incentivize reviews: Offer rewards for customers who leave positive reviews.
· Display reviews prominently: Showcase positive reviews on your website, social media platforms, and in your marketing materials. 
5. Implement Remarketing Campaigns:
· Target website visitors:
Retarget website visitors who have shown interest in your products or services.
· Offer personalized offers:
Provide tailored discounts and promotions to individuals based on their browsing history and preferences. 
3.4 FOSTERING LONG-TERM CUSTOMER RELATION AND LOYALTY 
Fostering long-term, sustainable customer relationships and loyalty requires a strategic approach that goes beyond transactional interactions. It involves understanding customer needs, building trust, and providing exceptional experiences that create emotional connections and encourage repeat business. Key strategies include personalized communication, proactive engagement, and continuous improvement based on customer feedback. 
Key Strategies for Fostering Long-Term Relationships:
· Understand Customer Needs:
Identify what your customers want and need from your business, whether through surveys, feedback forms, or direct conversations. 
· Deliver on Promises:
Consistently meet and exceed customer expectations by providing high-quality products or services, competitive pricing, and reliable support. 
· Build Trust:
Be transparent, communicative, and proactive in addressing customer concerns. Make it easy for them to reach you and return calls/emails promptly. 
· Personalize Interactions:
Use personalized communication and tailored experiences to make customers feel valued and understood. 
· Reward Loyalty:
Implement loyalty programs that offer exclusive deals, discounts, or other perks to encourage repeat business and foster a sense of brand loyalty. 
· Seek Continuous Improvement:
Act on customer feedback and make tangible improvements to products, services, and processes. 
· Connect Emotionally:
Foster an emotional connection with customers by showing genuine appreciation, gratitude, and a willingness to go above and beyond. 
· Leverage Technology:
Use CRM software and other engagement tools to manage customer interactions and personalize experiences. 
· Embrace Sustainability:
Demonstrate a commitment to eco-friendly practices and align your business with customer values to build trust and credibility. 
· Adopt a Partnership Mentality:
Treat loyal customers like partners invested in the success of your brand. 




CHAPTER FOUR
4.1 WHAT IS SALES, SALES AND PROMOTION  
Sales promotions are marketing efforts designed to encourage sales, either by attracting new customers or rewarding existing ones. They involve offering short-term incentives like discounts or special deals to boost demand for a product or service. Essentially, they are about adding value to a product or service to entice customers to buy. 
What are Sales Promotions
· Short-term incentives:
Sales promotions typically involve offering temporary deals, discounts, or other perks to encourage immediate purchases, says Pipedrive. 
· Attract new customers:
Promotions can be used to lure in potential customers with attractive offers, according to Indeed. 
· Reward loyal customers:
Sales promotions can also be used to thank existing customers with loyalty programs or special deals, notes Shopify. 
· Boost sales:
The ultimate goal is to increase sales volume by making products more appealing and accessible, explains Wisepops. 
· Address inventory:
Sales promotions can also be used to clear out excess inventory, says Pipedrive. 
Examples of Sales Promotions:
· Discounts: Offering a percentage off or a fixed amount off the price of a product. 
· Special offers: Giving away free products or coupons with a purchase. 


CHAPTER FIVE
5.0	RECOMMENDATION AND CONCLUSION
5.1	RECOMMENDATION
	I use this means to make the following recommendations concerning the training of students in Industrial Attachments
1. I would like to recommend that the Engineering curriculum in the Polytechnics to adjust such as would provide going on industrial attachments for a longer period of time as opposed to 4 months or making the program to occur twice throughout an engineering degree program. 
1. Allowances should be paid to students during their programme just like NYSC and not after. This would help them a great deal to handle some financial problems during their training course.
1. The SIWES coordinator and the polytechnic authority should try to stop the habit of rejecting students for SIWES program by the industries
1. The institution supervisor should make it a priority to visit their designated students in the various organization to update the student’s logbook
1. Adequate space part should make available to save equipment from deplore condition.
1. More machines should be made available
1. Visiting of students during the SIWES program should be ensured by the Industrial Training Fund officials and college coordinators in order to ensure that students get necessary exposure and to boost their morale.
 5.2	CONCLUSION
	My 6months SIWES program was a huge success and a great time of acquisition of knowledge and skills. Through my training I was able to appreciate my chosen course of study even more, because I had the opportunity to blend the theoretical knowledge acquired from school with the practical hands-on application of knowledge gained here to perform very important tasks that contributed in a way to my productivity in the company. My training here has given me a broader view to the importance and relevance of civil Engineering in the immediate society and the world as a whole, as I now look forward to impacting it positively after graduation. I have also been able to improve my communication and presentation skills and thereby developed good relationship with my fellow colleagues at work. I have also been able to appreciate the connection between my course of study and other disciplines in producing a successful result.
	The Student Industrial Work Experience Scheme (SIWES) is an interesting program that adds more value to students view and objectives of their fields of study.
	The Student Industrial Work Experience Scheme (SIWES) has made a great impact in the life of every student that diligently and faithfully participated in the exercise, as a matter of fact, I particularly I’m living testimony to the training.
	I hereby encourage and advice every student to be committed to the training scheme, having it in mind that the journey of a thousand miles begins with a footstep.
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