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CHAPTER ONE 
1.1 Introduction Of SIWES
The Student Industrial Work Experience Scheme (SIWES) is a skill training program designed to expose and prepare students of universities, polytechnics, (college of technology/college of agriculture) for the industrial work situation they are likely to meet after graduation.
The scheme also provides opportunity for student towards familiarizing and exposing themselves to the needed experience in handling equipment and machinery that are usually not available in their various institution. 

1.2 Aims and Objectives Of SIWES
· To provide students with industrial skills and needs with experience during the course of study. 
· To create condition and circumstances this can be as close as possible to the actual workflow. 
· To prepare specialists who will be ready for any working situations immediately after graduation.
· To teach students the techniques and method of working with facilities and equipment that may not be available with the boundary of the educational institution.
· To give student the ability to try and apply the given knowledge or what they’re been taught.



1.3 History of SIWES 
SIWES was established by ITF (Industrial Training Fund) in the year 1973 to solve the problem of lack of adequate proper skills for employment of tertiary institution graduate in Nigeria industries.  The Student Industrial work Experience Scheme (SIWES) was founded to be a skill training program to help expose and prepare students of universities, polytechnic and colleges for the industrial work situation to be met after graduation.
Before this scheme was established, there was a growing concern and trend noticed by industrialists that graduated of higher institutions lacked sufficient practical background for employment.  It is used to be that student who got into Nigeria institutions to study science and technology were not well trained in the practical know-how of their various field of study.  As a result, they could not easily get job due to their low working experience.
Therefore, the employers thought that theoretical education going on in higher institutions was not responsive to the needs of employer of labor.  This was a huge problem for thousands of Nigerians until 1973.  It is against this background that the fundamental reason of the initiating and designing the scheme by the fund 1973/1974 was introduced.
The ITF organization (Industrial Training Fund) made a decision to help all interested Nigerian students and established the SIWES program and this was officially approved and presented by the federal government 1974. 



CHAPTER TWO 
2.1	Historical Background of Attachment 
S.K.F Variety Store is located at Maraba Ilorin Kwara State Kwara State and they are responsible for providing a wide range of products like Household items, Personal care products, Snacks and beverages, Toys and games etc. 















CHAPTER THREE
WORK ACTUALLY CARRIED OUT
3.1	Observed Customer Service and Sales Interaction 
Observing the interaction between customer service and sales teams reveals a symbiotic relationship where both functions, while distinct, work together to drive customer satisfaction and business growth. Sales focuses on initiating transactions and driving revenue, while customer service focuses on nurturing ongoing relationships and ensuring a positive customer experience
Aspects of the observed interaction: 
· Synergy for Customer Experience: 
Effective coordination between sales and customer service creates a consistent, positive experience for customers across their entire journey. 
· Impact on Loyalty and Referrals: 
Satisfied customers are more likely to become repeat buyers, brand advocates, and sources of referrals, which benefits sales and strengthens the brand. 
· Data Sharing and Collaboration: 
Teams should share information about customer interactions, needs, and feedback to better understand customer preferences and tailor interactions accordingly. 
· Cross-Functional Training: 
Providing cross-functional training allows teams to understand each other's roles and responsibilities, leading to better collaboration and a more seamless customer journey. 



· Role of Technology: 
Technology, such as CRM systems and communication platforms, can facilitate better data sharing and collaboration between sales and customer service teams. 
· Importance of Communication: 
Clear and timely communication between sales and customer service teams is essential for resolving issues quickly and efficiently, and for ensuring a positive customer experience. 
· Focus on Relationship Building: 
Building strong relationships with customers is crucial for both sales and customer service, as it fosters loyalty and repeat business. 

3.2	Data Entry and Filling of Documents 
Data entry and document filling involve the process of converting information from various sources into a digital format, often using forms or databases. This can involve typing, scanning, or using automated tools to input data accurately and efficiently. Data entry and form filling are both essential for maintaining organized and reliable records, a crucial task in many industries.
Data Entry: 
· Data entry is the process of inputting information into a computer or database. 
· It involves typing or copying data from various sources, such as documents or forms, into electronic formats. 
· Data entry ensures accurate and organized records, which is fundamental for efficient information management. 
· Data entry can include entering text, numbers, or other details. 
· Data entry is a common administrative task in various industries. 
Document Filling: 
· Document filling is the process of completing forms or templates with relevant information. 
· This can involve filling out physical forms or using online forms and digital documents. 
· Document filling is a crucial step in data entry, as it involves extracting and inputting information from documents into digital formats. 
3.3	Observation of Sales Techniques and Strategies
A sales technique or selling method is used by a salesperson or sales team to create revenue and help sell more effectively. The technique typically isn’t a one-size-fits-all and is often refined through trial and error based on past experiences.
The terms ‘sales process’ and ‘sales method’ are sometimes mistakenly used as synonyms.
· A sales process covers all the steps to get from a fresh, unqualified prospect to a customer. It’s all about opportunities, deals and win rates.
· A sales method or technique can be applied to virtually any sales process, but it often only covers a piece of that process. Rather than just outlining steps to take, it’s all about skills, focus and communication.
You could put it like this: a sales process gets you from A to Z and a sales technique is the philosophy you apply to enhance your sales process.
There are many sales techniques to close deals faster and sell more effectively, thought out by incredibly clever consultants and experienced sales gurus. You don’t necessarily need to choose: experiment with some of them or even apply multiple methodologies to different parts of your sales process.
Sales is important in any business. Whether you want to speed up the time to close a deal, convert more leads into actual customers or sell more: optimising your entire sales process is beneficial to every company.












CHAPTER FOUR 
EXPERIENCE GAINED, SUMMARY AND CONCLUSION
4.1	Relevance of experience gained to my field of study
As matter of fact, the scheme has indeed created an opportunity of exposure for me in my field of study (Business Administration), which I also judiciously utilized because the course is all about practice. 
Being among the SIWES student for 2024 throughout the scheme, I have been practically oriented for future challenges at least to an extent as far as Business Administration is concerned. The scheme has given me an opportunity to identify a lot on which I know quite well that I may never have such opportunity to work until I leave the school if not for SIWES programme. 
The programme is really an eye opener for all students participating in it, as the programme enabled the student to know the best option for him/her to specialize on after going through the practical aspect of the field. 
4.2	Conclusion 
In pursuit of the programme and its objective, THE STUDENT INDUSTRIAL WORKING EXPERIENCE SCHEME (SIWES) has put me in the lime light of standing the chance in my chosen field and more importantly in my course of study.
More so, the training has given me the secrete of becoming a professional in future. 
  Without a doubt, I would say this programme has fully equipped me and has given the ways of achieving my goals.
4.3	Recommendation
The following are the suggested recommendation for the programme:
· The ministry should remain friendly and accommodating to future IT students.
· The ministry should encourage students to choose where experience will be gained and not money.
· The SIWES coordinator and the school should organized enlightenment programme for IT students in order to know the important of SIWES. 
· The school (Polytechnic) should consider the four months mandatory SIWES while drafting the calendar for a successive session in a way that will affect the returning IT students.
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