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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
The specific objectives of establishment are to:
· To deliver exceptional service to enhance guest experiences and ensure repeat visits.
· To achieve financial goals by optimizing revenue through effective pricing strategies and cost management.
· To build a strong brand identity that resonates with target markets, fostering loyalty and recognition.
· To explore opportunities for growth by entering new markets or expanding existing properties.
· To implement eco-friendly practices to minimize environmental impact and appeal to conscious consumers.
· To foster a positive workplace culture that attracts and retains skilled employees to enhance service quality.
· To stay ahead of industry trends by adopting new technologies and services that improve operations and guest experiences.
· To collaborate with local businesses and tourism boards to enhance offerings and promote the destination.
· To ensure the safety and well-being of guests and staff through robust security measures and health protocols.
· To actively participate in local community initiatives and support local economies.


CHAPTER TWO
2.1				ACTIVITIES OF PLACE OF ATTACHMENT
The experience, knowledge, skills and exposure acquired during the period of attachment in the industrial exercise cannot be over emphasized. I was exposed to certain areas in my course of study, such as:
1 Advertising through social media, print, and online platforms.
2 Offering sales events, holiday discounts, or package deals.
3 Partnering with cycling events or athletes to boost brand visibility.
4 Innovating new bike designs, features, and technologies.
5 Ensuring that bikes meet safety and performance standards.
6 Providing support for inquiries, repairs, and returns.
7 Creating programs to reward repeat customers.
8 Hosting community rides, workshops, or cycling classes.
9 Supporting local cycling infrastructure and safety initiatives.
10 Coordinating with manufacturers and suppliers to maintain inventory.
11 Managing e-commerce platforms alongside physical stores.
12 Offering repair services to customers.
13 Educating customers on bike upkeep.
14 Implementing sustainable practices in manufacturing and packaging.
15 Encouraging customers to recycle old bikes or parts.
2.2.	PRECAUTION TAKEN IN THE PLACE OF ATTACHMENT
· Promote the use of eco-friendly materials and processes.
· Adhere to all health and safety guidelines provided by your organization.
· Use appropriate personal protective equipment (PPE) when required, such as helmets, gloves, and safety glasses.
· Dress appropriately and maintain a professional attitude at all times.
· Familiarize yourself with and follow the organization’s policies and procedures.
· Don’t hesitate to seek clarification on tasks or procedures.
· Communicate any challenges or concerns to your supervisor.
· Arrive on time and manage your time effectively to meet deadlines.
· Organize tasks based on urgency and importance.
· Document your tasks, experiences, and any training received during your internship.
· Respect the confidentiality of sensitive information you may encounter.
· Network with colleagues and professionals in your field.
· Find a mentor who can guide you and provide valuable insights.
· Embrace new challenges and learn from feedback.
· Keep abreast of industry trends and developments related to your field.
· Take breaks and avoid overworking yourself to maintain a healthy balance.
2.3	VARIOUS DEPARTMENTS AND THEIR FUNCTION
1. Sales Department
· Function: Responsible for selling bikes and accessories, meeting sales targets, and managing customer relationships. They also handle inquiries and provide product information.
2. Marketing Department
· Function: Develops and implements marketing strategies, including advertising, promotions, and events. They focus on brand awareness and attracting new customers.
3. Customer Service Department
· Function: Addresses customer inquiries, complaints, and feedback. They provide support for post-sale services, including returns and warranty claims.
4. Product Development Department
· Function: Focuses on designing and developing new bike models and features. They conduct market research to understand customer needs and trends.
5. Supply Chain and Inventory Management
· Function: Manages the procurement of bikes and parts, oversees inventory levels, and ensures timely delivery from suppliers.
6. Finance Department
· Function: Handles budgeting, financial reporting, and accounting. They also manage pricing strategies and analyze sales data to support profitability.
7. Human Resources Department
· Function: Manages recruitment, training, and employee relations. They ensure that staff are well-trained and motivated to perform their roles effectively.
8. Maintenance and Repair Services
· Function: Provides bike repair and maintenance services. This department also educates customers on bike upkeep and safety.
9. IT Department
· Function: Supports the organization’s technology needs, including managing e-commerce platforms and maintaining customer databases.
10. Logistics Department
· Function: Oversees the transportation and delivery of bikes to customers and retailers, ensuring efficient distribution.
2.4	USES OF THE ORGANIZATION EQUIPMENT
1. Sales Equipment
· Point of Sale (POS) Systems: Facilitate transactions, manage sales data, and track inventory levels.
· Tablets and Laptops: Used by sales staff to access product information, process orders, and manage customer relationships.
2. Marketing Equipment
· Digital Marketing Tools: Software for managing social media campaigns, email marketing, and online advertisements.
· Graphic Design Software: Used to create promotional materials, advertisements, and branding content.
3. Customer Service Equipment
· Customer Relationship Management (CRM) Software: Helps track customer interactions, manage inquiries, and analyze customer data.
· Communication Tools: Phones and chat systems for addressing customer concerns and feedback.
4. Product Development Equipment
· CAD Software: Used for designing bike frames and components, allowing for precision and innovation.
· Prototyping Tools: Equipment for creating prototypes of new bike models for testing and evaluation.
5. Inventory Management Equipment
· Inventory Management Software: Tracks stock levels, orders, and sales to optimize inventory flow.
· Barcode Scanners: Used to manage and track inventory efficiently.
6. Finance Equipment
· Accounting Software: Manages financial records, budgeting, and reporting.
· Point of Sale Systems: Also aids in financial tracking through sales data.
7. Human Resources Equipment
· HR Management Software: Facilitates recruitment, employee records, and performance management.
· Training Tools: E-learning platforms or training materials for staff development.
8. Maintenance and Repair Tools
· Repair Stands: Hold bikes in place for repairs and maintenance.
· Toolkits: Include wrenches, screwdrivers, and other tools necessary for bike assembly and repairs.
9. IT Equipment
· Servers and Networking Equipment: Support the organization’s IT infrastructure and data management systems.
· Computers and Workstations: Used by staff for various tasks, including inventory management and customer service.
10. Logistics Equipment
· Delivery Vehicles: For transporting bikes to customers or retail locations.
· Warehouse Equipment: Shelving and pallets for organizing and storing inventory.
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CHAPTER THREE
REPORTING ON WORK CARRIED OUT
3.1	Reporting on Daily Work Carried Out 
1. Sales Support
· Assisting in the sales process by greeting customers and helping them find suitable bikes and accessories.
· Learning about product features and benefits to effectively communicate with customers.
2. Customer Service
· Handling customer inquiries and providing information about products, services, and warranties.
· Assisting in resolving customer complaints and processing returns or exchanges.
3. Inventory Management
· Helping with inventory tracking, including counting stock and organizing displays.
· Assisting in restocking shelves and ensuring that products are well-presented.
4. Marketing Activities
· Participating in marketing campaigns by creating promotional materials or assisting with social media posts.
· Conducting market research to analyze customer preferences and trends.
5. Product Knowledge and Training
· Attending training sessions to learn about new bike models and industry trends.
· Gaining knowledge about bike maintenance and repair techniques.
6. Assisting in Events
· Helping organize and set up promotional events, community rides, or workshops.
· Engaging with customers during events to promote products and gather feedback.
7. Administrative Tasks
· Supporting administrative staff with data entry, filing, and documentation.
· Assisting in preparing sales reports and tracking performance metrics.
8. Technical Support
· Learning about bike assembly and repairs by working alongside technicians.
· Assisting in basic maintenance tasks, such as tuning bikes and checking tire pressure.
9. Networking and Relationship Building
· Building relationships with customers and colleagues to enhance communication skills.
· Attending meetings or discussions to understand business operations.
10. Feedback Collection
· Gathering customer feedback on products and services to help improve offerings.
· Participating in discussions on how to enhance customer experience.
11. Sales Analysis
· Analyzing sales data to identify trends and successful products.
· Assisting in preparing presentations based on sales performance for management review.
12. Product Display and Merchandising
· Helping create attractive product displays to enhance customer engagement.
· Rearranging merchandise based on seasonal promotions or new arrivals.
13. E-commerce Support
· Assisting with the management of the company’s online store, including updating product listings and descriptions.
· Helping process online orders and managing customer inquiries related to e-commerce.
14. Training and Workshops
· Participating in or organizing workshops on bike safety, maintenance, or riding techniques for customers.
· Assisting experienced staff in delivering training sessions for new employees.
15. Logistics and Delivery Coordination
· Supporting the logistics team in coordinating deliveries and tracking shipments.
· Helping prepare bikes for delivery, ensuring they are properly assembled and packaged.
16. Social Media Management
· Assisting in creating content for social media platforms to promote products and engage the community.
· Monitoring social media interactions and responding to customer inquiries.
17. Customer Outreach
· Conducting outreach to previous customers to inform them about new products, promotions, or events.
· Collecting testimonials and reviews to use in marketing materials.
18. Sustainability Initiatives
· Participating in programs aimed at promoting eco-friendly practices within the company.
· Assisting in recycling initiatives or community clean-up events related to cycling.
19. Technical Documentation
· Helping create or update technical manuals and guides for bike assembly and maintenance.
· Documenting repair procedures or customer service protocols for future reference.
20. Competitor Analysis
· Researching competitors’ offerings, pricing, and marketing strategies to provide insights to management.
· Compiling reports on competitors to help inform strategic decisions.
21. Community Engagement
· Participating in local cycling events or sponsorships to promote the brand.
· Engaging with local cycling clubs or organizations to foster partnerships.


CHAPTER FOUR
CHALLENGES AND GAIN ENCOUNTER IN PLACE OF ATTACHMENT

GAINS
Practical Experience
Hands-On Skills: I gain practical skills and knowledge about organmization management and assembly processes of hotel activities
Real-World Application: I apply theoretical knowledge from their studies in a real-world setting, and enhancing their understanding.
Industry Exposure
Understanding the Market: I learn about market trends, consumer preferences, and competition in the hotel industry
Networking Opportunities: Working alongside professionals allows me to build valuable industry connections.
Technical Knowledge
Learning Technology: Exposure to modern technologies used in hotel such as pools machine, modern furniture
Quality Control Practices: Understanding quality assurance processes and standards in manufacturing.
Problem-Solving Skills
Real-World Challenges: I encounter and solve practical problems, enhancing their critical thinking and adaptability.
Project Management: Involvement in projects fosters skills in planning, executing, and managing tasks.
 
CHALLENGES
Adjustment to Work Environment
Workplace Dynamics: Navigating different personalities and team dynamics as been a difficulty.
Learning Curve: I faced a steep learning curve when dealing with complex machinery and processes.
Understanding Technical Jargon: Familiarity with industry-specific terminology.
Time Management
Balancing Responsibilities: I manage their time effectively between work responsibilities and personal commitments.
Meeting Deadlines: The pressure to meet production deadlines can be stressful.
Limited Scope of Work
Repetitive Tasks: I assigned to repetitive tasks, which that has been less engaging.
Pressure to Perform
Expectations: I felt pressure to perform at a high level, which can lead to anxiety.
Feedback and Criticism: Receiving constructive criticism can be challenging, especially for those not accustomed to it.
Safety Concerns
Working with Machinery: I experience inherent risks associated with working in a industrial environment, necessitating careful attention to safety protocols.

CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATIONS
5.1	SUMMARY 
During my internship at Mason Enterprises , I engage in a diverse range of activities that provide practical experience and insight into the industry. Key tasks include supporting sales and customer service, managing inventory, participating in marketing efforts, and assisting with product knowledge and technical support. I also gain exposure to administrative duties, e-commerce management, and community engagement initiatives. Overall, these experiences help students develop essential skills and a deeper understanding of the operations within a bike sales company.
 5.2	CONCLUSION 
The SIWES program allows students to bridge the gap between academic knowledge and real-world application in the bike sales industry. Through hands-on experience, they learn about customer interactions, sales strategies, inventory management, and product development. This multifaceted exposure prepares them for future careers by fostering professional skills, enhancing their understanding of market dynamics, and building valuable relationships within the industry.
5.3	RECOMMENDATIONS 
· Siwes supervisors should make sure they visit the students in their place of attachment for proper monitoring, improvement and progress for the benefit of the societies as a whole. 
· Employees should seek ongoing training and education to stay updated on industry trends and technological advancements.
· Organizations should implement structured training sessions for interns to enhance their product knowledge and customer service skills effectively.
· Pairing SIWES students with experienced staff can provide guidance and support, helping them navigate their roles and develop professionally.
· Regular feedback sessions should be established to help students understand their strengths and areas for improvement, fostering personal and professional growth.
· Encourage internships that allow students to rotate through different departments, providing a holistic view of the business operations.
· Organizations should involve interns in community outreach and sustainability initiatives, enhancing their understanding of corporate social responsibility.
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