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CHAPTER ONE

INTRODUCTION

1.1 Background of SIWES

As a marketing student, it is important to bridge the gap between theoretical knowledge acquired in the classroom and practical exposure in real-world business environments. The Student Industrial Work Experience Scheme (SIWES) was established by the Industrial Training Fund (ITF) in 1973 to address this gap. The program is designed to give students of tertiary institutions the opportunity to gain industrial training and professional experience relevant to their field of study.

SIWES provides an avenue for students to apply their academic learning in a structured work environment. It also helps students understand workplace ethics, processes, and expectations while building their confidence, communication, and technical skills. As a requirement for the award of the National Diploma in Marketing, every student is expected to undergo a period of industrial attachment in a recognized organization.

I was privileged to be posted to Ajibahty Global Ventures, located at 1, Egbomead Street, Isashi, Ojo, Lagos, where I served for the duration of my industrial training.

1.2 Objectives of SIWES

The major objectives of SIWES are as follows:


•
To provide students with an opportunity to gain practical experience in their field of study.


•
To expose students to real-world business operations, marketing strategies, and customer relationship management.


•
To enable students develop technical and communication skills in a workplace setting.


•
To help students build self-confidence and a strong work ethic through hands-on tasks.


•
To prepare students for future career opportunities by making them job-ready.


•
To give students insight into current industry trends and innovations in their area of specialization.

1.3 Aims and Objectives of the Report

The purpose of this report is to provide a detailed documentation of the experiences I gained during my industrial training at Ajibahty Global Ventures. It covers the responsibilities I undertook, the skills I acquired, challenges I encountered, and how the training has improved my understanding of marketing as a profession.

This report also aims to evaluate how the company operates, how its marketing and sales strategies are executed, and how different departments work together to achieve business goals. It serves as a reflection of the growth I have achieved through the program and how it will impact my future academic and professional pursuits.

1.4 Historical Background of Ajibahty Global Ventures

Ajibahty Global Ventures is a fast-growing Nigerian enterprise located in the heart of Ojo, Lagos State. The company was established to engage in general trading, sales, and distribution of consumer goods. Over the years, it has built a solid reputation for providing quality products and excellent customer service within its community and beyond.

The organization is known for its innovative approach to sales and its commitment to customer satisfaction. With a focus on both retail and wholesale operations, Ajibahty Global Ventures plays an active role in the local supply chain of fast-moving consumer goods (FMCGs). The company also embraces direct marketing techniques and customer-centered strategies to drive business growth.

During my stay in the company, I had the opportunity to understand its vision, mission, and core values, all of which are centered around integrity, efficiency, and customer loyalty.

1.5 Nature of Business Activities

Ajibahty Global Ventures operates primarily as a trading and marketing business. The company specializes in the sale and distribution of household goods, personal care products, and other consumer items. It engages in retail sales at its outlet and supplies products in bulk to local retailers and supermarkets.

In addition to its trading activities, the company is also involved in product promotion, direct marketing, customer engagement, and feedback collection. I participated in a variety of these activities, including assisting with in-store product arrangement, attending to customer inquiries, participating in marketing campaigns, and helping with sales record management.

The business environment was dynamic and interactive, and it offered me the chance to witness the practical application of marketing principles such as the 4Ps (Product, Price, Place, Promotion), customer relationship management, and branding.

CHAPTER TWO
2.1 ORGANIZATIONAL STRUCTURE OF AJIBAHTY GLOBAL VENTURES
Ajibahty Global Ventures operates with a well-defined organizational structure that ensures smooth workflow, effective communication, and efficient coordination of all business activities. The structure is relatively flat due to the company’s small-to-medium enterprise (SME) status, which allows for quick decision-making, flexibility, and closer supervision of staff activities.

At the top of the structure is the Managing Director (MD), who serves as the overall head of the company and is responsible for strategic planning, decision-making, and general supervision of all departments. The MD is actively involved in both day-to-day operations and long-term business planning. Beneath the Managing Director are heads of key functional units which include the Sales Department, Marketing Department, Accounts Department, and Administrative Support.

Each department is led by a supervisor or manager who reports directly to the MD. The structure can be visualized as follows:


•
Managing Director (MD)


•
Sales Manager


•
Sales Officers


•
Field Sales Representatives


•
Marketing Manager


•
Marketing Assistant


•
Customer Relations Officer


•
Accountant


•
Cashier


•
Inventory Clerk


•
Administrative Secretary


•
Front Desk Officer


•
Office Assistant

Key Characteristics of the Organizational Structure:


•
Hierarchical Flow of Authority: Instructions flow from the Managing Director to the heads of departments and then to junior staff. This helps maintain order and accountability.


•
Functional Departmentalization: Tasks and responsibilities are grouped according to function (e.g., sales, marketing, accounting), which promotes specialization and efficiency.


•
Inter-departmental Collaboration: Though functions are divided, departments often work closely with one another. For instance, the sales and marketing departments frequently collaborate to boost product awareness and increase customer reach.


•
Adaptability: Due to its size and structure, Ajibahty Global Ventures is able to quickly adapt to changes in the market. Decisions can be made and implemented without the long bureaucratic delays typical of larger organizations.

As a student intern, this structure provided me with clear direction and exposure to multiple areas of the business. I was able to understand the chain of command, observe how departments interact, and even participate in inter-departmental activities, especially between the sales and marketing units. This broadened my knowledge of how a business is run and the importance of organizational structure in achieving business goals.

2.2 Roles of Departments

Ajibahty Global Ventures operates through key functional departments, each playing a significant role in ensuring smooth daily operations and the achievement of overall business goals. These departments are interlinked but have distinct responsibilities tailored to their specific areas of specialization. The main departments include:

a. Marketing Department

The Marketing Department serves as the engine that drives the visibility and positioning of the company’s products in the marketplace. Its primary role is to attract and retain customers by effectively promoting the company’s offerings. Specific responsibilities include:


•
Market Research: Conducting surveys, gathering customer feedback, and analyzing market trends to understand consumer behavior and preferences.


•
Promotional Activities: Designing and executing campaigns such as the use of fliers, posters, social media adverts, and face-to-face promotions.


•
Brand Development: Creating a consistent brand image for Ajibahty Global Ventures through packaging, messaging, and logo use.


•
Product Strategy: Recommending changes to product pricing, features, or packaging based on customer feedback and competition analysis.


•
Customer Engagement: Managing both pre- and post-sale customer communication to build loyalty and long-term relationships.

During my training, I assisted the marketing team in campaign planning, distributing promotional materials, and observing customer response to different marketing strategies.

b. Sales Department

The Sales Department is directly responsible for generating revenue by converting prospects into actual buyers. They are the front-line workers who deal directly with customers and ensure product availability. Key functions include:


•
Sales Execution: Selling products directly to walk-in customers or delivering bulk purchases to wholesalers and retailers.


•
Stock Management: Ensuring product availability by monitoring inventory levels and coordinating restocking efforts.


•
Customer Interaction: Attending to customers, answering questions about products, and guiding them in their purchase decisions.


•
Reporting: Preparing daily and weekly sales reports to keep management informed of sales performance and targets.

I had the opportunity to work alongside the sales team, observing how they handled customer complaints, upsold products, and built trust with regular buyers.

c. Accounts Department

The Accounts Department is responsible for managing the financial health of the business. They ensure that every financial transaction is recorded, analyzed, and reported accurately. Their roles include:


•
Bookkeeping: Keeping track of all sales transactions, expenses, and cash flow.


•
Invoicing and Receipts: Preparing and issuing invoices to clients and receiving payments.


•
Financial Reporting: Preparing periodic financial statements such as income statements and cash flow reports.


•
Budgeting and Cost Control: Monitoring the company’s expenditures to prevent overspending and suggest cost-saving measures.

This department also works closely with the sales and marketing departments to determine the profitability of marketing campaigns and product sales.

d. Administrative and Customer Support

Though not a standalone department in all SMEs, the administrative and support roles at Ajibahty Global Ventures are essential to maintaining order and professionalism in day-to-day business. The roles include:


•
Documentation: Filing sales records, receipts, employee schedules, and correspondence.


•
Logistics Coordination: Organizing delivery schedules and assisting in product distribution arrangements.


•
Reception and Communication: Attending to incoming calls and emails, receiving guests and customers, and directing them appropriately.


•
Customer Service: Handling inquiries, complaints, and after-sales support to improve customer satisfaction and retention.

During my SIWES, I provided support to this unit by helping in file arrangement, responding to basic customer inquiries, and assisting in documenting transactions.

⸻

2.3 Functions of the Marketing Department

The Marketing Department at Ajibahty Global Ventures is the strategic arm of the company responsible for creating awareness, generating demand, and enhancing customer engagement for the company’s products and services. It plays a pivotal role in connecting the business to its target audience and ensuring that the company maintains a competitive edge in the market. As a marketing student, I was privileged to work closely with this department, and I gained hands-on experience in several of its functions. The key functions of the department are outlined below:

1. Market Research and Analysis

One of the primary functions of the marketing department is to conduct market research to gather information about customer needs, preferences, market trends, and competitors. This is achieved through surveys, customer feedback, observation, and informal interviews. The findings from this research guide decision-making on product offerings, pricing strategies, promotional methods, and customer service improvements. During my training, I assisted in gathering feedback from customers regarding product preferences and service quality, which was later used to adjust stock and promotion methods.

2. Product Promotion and Advertising

The department is also responsible for planning and executing promotional campaigns to boost sales and attract new customers. Ajibahty Global Ventures utilizes several low-cost promotional tools such as:


•
Flyers and posters


•
Discount offers


•
In-store product displays


•
Word-of-mouth marketing


•
Social media platforms (especially WhatsApp Business and Facebook)

I participated in designing and distributing flyers, organizing promotional stands in front of the store, and contributing ideas for online product promotion. These activities not only increased customer traffic but also helped in brand recognition within the community.

3. Customer Relationship Management (CRM)

Maintaining a good relationship with customers is a top priority of the marketing department. This includes responding to inquiries, resolving complaints, following up on purchases, and appreciating loyal customers. A satisfied customer often returns and recommends the business to others, which leads to increased revenue and customer retention. I had the opportunity to interact with customers directly, assist them in locating products, and provide suggestions based on their needs, which improved my communication and interpersonal skills.

4. Branding and Product Packaging

The department is responsible for ensuring that all products and services are well-branded and presented attractively. Although Ajibahty Global Ventures primarily deals in retail sales of fast-moving consumer goods (FMCGs), the company still pays close attention to arranging shelves neatly, labeling products clearly, and keeping the shop environment tidy—all of which contribute to the company’s image and customer appeal. I learned how even small changes in product placement or shelf layout could influence buyer behavior.

5. Sales Strategy and Support

Though distinct from the Sales Department, the Marketing Department works collaboratively by supporting sales efforts. This includes identifying fast-moving items, suggesting pricing strategies, and planning seasonal promotions or discounts. During my time at the company, I assisted in organizing weekly sales reports and identifying which products had the highest turnover. This information helped the company decide where to focus its marketing efforts.

6. Digital Marketing Initiatives

Although digital marketing is still in its early stages at Ajibahty Global Ventures, the marketing department has begun using social media platforms like WhatsApp Status, Facebook Pages, and Instagram for product promotions. I was allowed to assist in managing some of these platforms, updating posts, and replying to customer inquiries online. This experience gave me insight into how digital tools are increasingly becoming essential in modern marketing.

Conclusion
Overall, the Marketing Department at Ajibahty Global Ventures plays a dynamic and strategic role in the success of the business. It is responsible not just for promoting products, but also for understanding customer behavior, maintaining relationships, improving brand visibility, and ultimately driving sales. My time in this department allowed me to apply theoretical knowledge from the classroom to real-life marketing tasks and sharpened my practical skills in communication, advertising, and customer service.
2.4 Relationship Between Departments

The success of any organization depends largely on the smooth interaction and coordination between its various departments. At Ajibahty Global Ventures, the relationship between departments is highly collaborative, with each unit functioning as part of an integrated system aimed at achieving the overall business goals.

Although each department at Ajibahty Global Ventures operates within its specific area of responsibility, no department functions in isolation. The Marketing, Sales, Accounts, and Administrative units all work together in a mutually supportive manner, ensuring that both customer satisfaction and company objectives are achieved efficiently.

Marketing and Sales Department Relationship

The Marketing Department plays a strategic role in creating awareness about the company’s products and services. It is responsible for identifying customer needs, crafting promotional messages, and establishing the brand image. However, the execution of these marketing strategies depends largely on the Sales Department, which interacts directly with customers to convert generated interest into actual sales.

During my training, I observed how marketing campaigns, such as product discounts or new arrivals, were first conceptualized by the marketing team and then communicated to the sales team for implementation. For instance, when a new product was introduced, the marketing team provided the necessary materials—flyers, social media content, and promotional language—while the sales team ensured that customers received and understood the promotion.

This cooperative relationship ensures a consistent message is conveyed to customers, and that both teams are aligned in their efforts to grow the business.

Marketing and Accounts Department Relationship

The Accounts Department works closely with the marketing team to ensure that promotional activities are aligned with the company’s financial goals and budget constraints. For example, when planning a promotional campaign, the marketing department must consult with the accounts team to determine cost implications and projected returns on investment.

During my SIWES program, I was involved in compiling data from a promotional campaign, which was later submitted to the accounts department for analysis. This collaboration helped assess whether the campaign resulted in increased revenue or required budget adjustments. Thus, the financial feedback from the accounts team informs the marketing team’s decision-making in future campaigns.

Sales and Accounts Department Relationship

The Sales Department provides vital information to the accounts team in the form of daily sales records, invoices, and receipts. This data is used by the accounts department to track revenue, monitor outstanding payments, and prepare financial reports. The seamless transfer of accurate information ensures the company maintains transparency and accountability in its operations.

Furthermore, the accounts department is responsible for processing commissions and bonuses for sales staff, making their relationship not only operational but also administrative.

Administrative Support Across Departments

The Administrative Unit acts as the backbone that supports all other departments. It is responsible for managing documentation, scheduling meetings, handling customer records, and ensuring proper communication flow among departments. The administrators also manage customer inquiries and complaints, often relaying relevant information to the marketing or sales teams for further action.

This unit ensures that departmental activities are well-coordinated and that internal communication is smooth and timely, thereby minimizing misunderstandings or operational delays.

Summary
In conclusion, the departmental relationships at Ajibahty Global Ventures are built on teamwork, communication, and shared objectives. The company fosters a collaborative work environment where each department understands its role and supports others in achieving both departmental and organizational success. This close interdepartmental coordination not only enhances productivity but also ensures customer satisfaction and long-term business growth.

⸻

CHAPTER THREE

SUMMARY OF ACTIVITIES DURING THE SIWES PROGRAM

3.1 Week-by-Week Summary of Tasks

During my industrial training at Ajibahty Global Ventures, I was actively involved in various tasks and responsibilities. Below is a breakdown of the activities I participated in during each week of the SIWES program:


•
Week 1-2: Orientation and Introduction to Operations

The first two weeks of my SIWES program were primarily focused on orientation. I was introduced to the company’s structure, mission, and business processes. I spent time familiarizing myself with the products offered by Ajibahty Global Ventures, such as household items and consumer goods. I also learned about the software tools used for inventory management and customer database systems. During this period, I shadowed different staff members and observed their roles in the marketing and sales processes.


•
Week 3-5: Product Display and Customer Engagement

In weeks three to five, I began assisting with the physical arrangement of products on the sales floor. This included organizing promotional displays and ensuring products were easy to find for customers. I also participated in customer interactions, where I learned how to approach customers, identify their needs, and provide product recommendations. This experience helped me build interpersonal skills and understand the importance of customer service in marketing.


•
Week 6-8: Marketing Campaign Assistance and Promotional Strategies

As I gained more confidence in my role, I was involved in marketing campaigns and product promotions. I helped create and distribute flyers and posters, which were used in local areas to increase awareness about new product launches. I also participated in online marketing initiatives, including managing the company’s social media accounts. I learned how to craft promotional messages, respond to customer inquiries, and assess the effectiveness of different marketing strategies. This experience gave me a firsthand understanding of both traditional and digital marketing practices.


•
Week 9-11: Sales Monitoring and Report Compilation

In the later weeks of my program, I was tasked with compiling sales reports based on the data collected from the sales floor. I worked closely with the sales department to track daily sales, inventory levels, and customer feedback. This process helped me understand the relationship between marketing efforts and sales outcomes. I also helped in analyzing sales patterns to suggest potential improvements in product display or promotional activities.


•
Week 12-14: Social Media Marketing and Market Research

During the final weeks of my SIWES program, I had the opportunity to engage in market research activities. This involved gathering feedback from customers through surveys and direct interactions. The marketing team used this information to tailor future campaigns to meet customer demands. Additionally, I was more involved in the company’s social media marketing efforts, assisting with content creation, scheduling posts, and analyzing engagement metrics.

⸻

3.2 Marketing Activities Observed

Throughout my time at Ajibahty Global Ventures, I observed several key marketing activities that contributed to the company’s growth. Some of these activities included:


•
Brand Positioning:

The company has established a clear brand identity through consistent messaging and high-quality product offerings. I observed how the marketing team worked to reinforce the brand’s values and differentiate it from competitors.


•
Customer Engagement and Retention:

The company places a strong emphasis on customer satisfaction. I learned how the marketing team frequently engaged with customers both online and offline to understand their needs. Through follow-up calls, surveys, and social media interaction, the company aimed to foster long-term relationships with its clients.


•
Promotions and Discounts:

To drive sales, Ajibahty Global Ventures often launched promotional offers such as limited-time discounts and bundled product deals. These promotions were strategically planned and executed to create urgency and attract more customers.


•
Events and Exhibitions:

I also had the chance to observe how the company participated in local exhibitions and trade fairs. These events were key to attracting new customers and increasing brand awareness. I assisted in organizing materials and setting up the company’s booth at these events.

⸻

3.3 Use of Marketing Strategies and Tools

Ajibahty Global Ventures uses a variety of marketing strategies and tools to promote its products and services. Some of the key strategies and tools I was exposed to during my SIWES program include:


•
The 4Ps of Marketing (Product, Price, Place, Promotion):

The marketing team applies the 4Ps model to ensure that products are effectively marketed. The right product is sold at the right price, in the right place, and with the right promotional strategies. I saw how the team used market research to adjust these elements according to customer preferences and competitive dynamics.


•
Social Media Marketing:

The company uses platforms like Facebook, Instagram, and Twitter to connect with customers. I contributed by creating content for these platforms, monitoring comments, and engaging with users to increase the brand’s visibility and reach.


•
Email Marketing Campaigns:

I was involved in assisting with email marketing campaigns aimed at promoting new product arrivals or special discounts. The company maintained a database of customer emails, which was used to send targeted offers.


•
Customer Feedback and Surveys:

One of the most valuable tools I used was customer feedback. Through online surveys and in-store interviews, the marketing department was able to gather insights into customer preferences, which informed product development and marketing strategies.


•
Sales Forecasting and Analytics:

The team used software tools to track sales data, predict future demand, and adjust marketing efforts accordingly. I helped gather and input sales data, allowing for accurate analysis of the success of campaigns.

⸻

3.4 Sales and Customer Relationship Practices

In my time at Ajibahty Global Ventures, I was able to learn how the company builds and maintains strong customer relationships. Some of the key practices included:


•
Personalized Service:

The company emphasizes the importance of providing personalized service to customers. I observed how staff members interacted with regular customers by remembering their preferences and offering tailored recommendations.


•
Customer Loyalty Programs:

The company has a customer loyalty program in place that rewards repeat buyers with discounts and special offers. I learned how these programs help build long-term relationships and increase customer retention.


•
Follow-up Communication:

The marketing team regularly reaches out to customers to gather feedback and inform them about new products or promotions. This follow-up communication helps maintain customer interest and fosters brand loyalty.


•
Complaint Management:

Handling customer complaints effectively is a critical part of maintaining a positive relationship with customers. I observed how the customer service team responded to complaints promptly and professionally, ensuring that customers felt valued.

CHAPTER FOUR

 CHALLENGES, OBSERVATIONS, AND CONTRIBUTIONS
4.1 Challenges Faced During SIWES

During my time at Ajibahty Global Ventures, I encountered several challenges that, while difficult, proved to be valuable learning experiences. These challenges ranged from adapting to the pace of work to understanding certain business dynamics that differed from my academic knowledge. Below are the key challenges I faced:

a. Limited Access to Digital Marketing Tools:

One of the primary challenges I encountered was the limited access to advanced digital marketing tools. While the company employed traditional methods of marketing, such as flyers and posters, there was minimal integration of digital tools like Google Ads, email marketing platforms, and advanced social media analytics. This limitation hindered the department’s ability to fully tap into the vast potential of online advertising and customer engagement.

b. Manual Record-Keeping:

Despite being a relatively modern company, Ajibahty Global Ventures still relies heavily on manual record-keeping, especially in the accounting and inventory management systems. While this system works, it can sometimes lead to human error, delays in data processing, and a lack of real-time information, making it challenging to track customer transactions, sales reports, and inventory levels efficiently.

c. Time Management and Multitasking:

Another challenge I faced was the high volume of tasks expected in a short period. As a marketing intern, I was often expected to handle multiple responsibilities simultaneously, such as assisting with product promotions, handling customer inquiries, and managing marketing materials. Balancing these duties with learning about the company’s operations required effective time management, which was a skill I developed over the course of the program.

d. Limited Training on Advanced Customer Relationship Management (CRM):

While the company was focused on customer engagement, there was limited exposure to advanced Customer Relationship Management (CRM) systems. Much of the customer tracking was done manually, which could lead to inefficiencies in managing customer data, follow-up processes, and long-term engagement strategies. This was an area where I noticed significant room for improvement, especially in automating customer communication and feedback collection.

⸻

4.2 Observations About the Work Environment

During my SIWES placement at Ajibahty Global Ventures, I made several observations about the work environment that enriched my understanding of business operations and organizational culture. These observations are as follows:

a. Collaborative and Supportive Team Culture:

One of the most striking features of the work environment was the collaborative and supportive atmosphere within the company. Despite being a small business, Ajibahty Global Ventures fosters a culture where communication and teamwork are prioritized. Employees across departments regularly collaborated to ensure tasks were completed efficiently. I felt encouraged to ask questions, share ideas, and participate actively in team discussions. This inclusivity made my learning experience more enriching.

b. Customer-Centric Focus:

Ajibahty Global Ventures places a strong emphasis on customer satisfaction. From handling customer complaints to actively seeking customer feedback, the company is committed to ensuring customers are happy with the products and services offered. I observed that customer relations were central to the marketing and sales strategies, which helped build brand loyalty and drive repeat business.

c. Limited Technology Integration:

While the company had a robust operational framework, I observed that it could benefit from greater technology integration. For instance, although product promotion was effective through traditional methods, there was room for improvement in leveraging online platforms and analytics tools for marketing purposes. The company could explore tools like social media management software, CRM systems, and data analytics platforms to enhance efficiency and customer targeting.

d. High Level of Responsibility:

From the outset, I was given responsibilities that pushed me beyond a typical intern’s role. I was not only tasked with assisting in promotions but also encouraged to participate in strategic discussions, such as brainstorming ideas for new marketing campaigns. This level of involvement gave me a sense of ownership and taught me the importance of accountability and problem-solving in a professional setting.

⸻

4.3 Contributions to the Organization

Although I was an intern, I strived to contribute to the organization in meaningful ways. My efforts were geared toward adding value to the company’s marketing efforts, improving operational efficiencies, and supporting team objectives. Some of the contributions I made include:

a. Enhanced Product Display and Presentation:

One of my key contributions was assisting the marketing team in reorganizing product displays to make them more appealing and accessible to customers. I observed that the product placement and visual appeal significantly impacted customer interest. By helping to design and arrange product displays in high-traffic areas, I was able to contribute to the company’s sales efforts by increasing visibility.

b. Social Media Engagement:

I helped manage the company’s social media platforms by drafting posts, responding to customer inquiries, and creating promotional content. Although the company had a modest online presence, I used my knowledge of social media marketing to increase engagement and encourage more customer interaction. I also assisted in running social media ad campaigns, which helped attract more traffic to the company’s retail locations.

c. Assisting with Customer Feedback Collection:

I played a role in gathering customer feedback through informal surveys and direct communication. This feedback was then compiled and presented to the marketing team to help refine product offerings and improve customer service. The insights I helped gather allowed the company to better understand consumer preferences and identify areas for improvement.

d. Organizing Promotions and Events:

I was actively involved in organizing in-store promotions and local community events. My role included setting up displays, distributing flyers, and interacting with customers during promotional events. These promotions were crucial in driving foot traffic to the store and increasing product sales during peak periods.

⸻

4.4 Lessons Learned

The challenges and experiences at Ajibahty Global Ventures provided me with valuable insights and lessons that have helped shape my professional development. Some of the key lessons learned include:

a. The Importance of Adaptability:

One of the most important lessons I learned during my time at Ajibahty Global Ventures was the need for adaptability. In a dynamic business environment, tasks and priorities can change rapidly. I had to adjust to new roles and responsibilities, which required me to be flexible and open-minded. This adaptability has been an essential skill that I will carry forward in my future career.

b. Time Management and Prioritization:

Balancing multiple tasks taught me how to manage my time effectively. I learned how to prioritize tasks based on their urgency and importance, ensuring that deadlines were met and quality was maintained. This skill is critical in any marketing role, where balancing creativity with execution is essential for success.

c. The Value of Customer-Centric Marketing:

I witnessed firsthand the importance of customer-centric marketing strategies. The company’s focus on customer satisfaction was key to its success. Through personalized engagement, effective communication, and consistent follow-up, Ajibahty Global Ventures was able to retain loyal customers. This reinforced the idea that building strong relationships with customers is just as important as offering quality products.

d. The Role of Collaboration in Achieving Goals:

Lastly, I learned the value of collaboration. The success of marketing campaigns, product promotions, and customer relations often depended on the cooperation between various departments. Working closely with the sales, marketing, and administrative teams gave me an appreciation for the collective effort required to achieve business goals.

⸻

This chapter has provided a comprehensive overview of the challenges, observations, and contributions made during my SIWES program. It has been a learning experience that has equipped me with essential skills for my future career.

CHAPTER FIVE

SUMMARY, CONCLUSION, AND RECOMMENDATIONS

5.1 Summary of Experience

My experience at Ajibahty Global Ventures was both enlightening and enriching, providing me with valuable insights into the practical world of marketing, sales, and customer service. The internship allowed me to bridge the gap between academic knowledge and real-world application, which is crucial in shaping my future career as a marketing professional.

Throughout the course of the SIWES program, I was able to engage in a variety of activities, from the day-to-day management of customer relationships to assisting with marketing campaigns, product promotions, and in-store displays. I gained hands-on experience in utilizing various marketing tools, including social media marketing, direct sales, and customer engagement techniques. I also learned how important it is to maintain effective communication within a business environment, especially across departments like marketing, sales, and accounts.

One of the most valuable aspects of my experience was the opportunity to work closely with the marketing team to plan and execute promotional strategies. I observed how different marketing channels—such as flyer distribution, social media campaigns, and face-to-face interactions—are used to engage customers and drive sales. Additionally, I was involved in the process of market research, which allowed me to understand the factors that influence consumer behavior and purchasing decisions.

My involvement in product displays, promotional events, and customer service activities provided me with the practical skills needed to enhance a company’s visibility and market reach. I also learned how to analyze customer feedback and make recommendations for improvement in marketing strategies.

5.2 Conclusion

In conclusion, the SIWES program at Ajibahty Global Ventures was an excellent opportunity to apply theoretical concepts in a real business setting. This practical exposure helped me to understand the challenges businesses face in marketing and customer service while also giving me the chance to contribute positively to the company’s growth.

The training provided me with a clear understanding of how different departments within an organization work together to achieve common goals. By working with the marketing team, I was able to see the significant role marketing plays in creating brand awareness, increasing sales, and retaining customers. Additionally, my experience with customer interactions and sales transactions gave me a deep understanding of the importance of customer satisfaction and its direct impact on the company’s success.

The internship also improved my communication, problem-solving, and teamwork skills. I now have a stronger grasp of how businesses use marketing strategies to adapt to customer needs, the competitive landscape, and market trends. The exposure to real-world challenges allowed me to develop skills that will be useful in my future career and academic pursuits.

⸻

5.3 Recommendations

Based on my observations and experience at Ajibahty Global Ventures, I would like to offer the following recommendations:

a. Adoption of Digital Marketing Tools:

While the company has been successful in utilizing traditional marketing strategies, there is a significant opportunity to enhance marketing efforts through the adoption of more advanced digital marketing tools. Platforms such as Google Ads, Facebook Ads, and Instagram marketing can help increase the company’s online presence, reach a wider audience, and engage with potential customers in a more targeted way. By investing in digital marketing campaigns, the company can further expand its customer base and improve brand visibility.

b. Employee Training on Customer Relationship Management (CRM):

To improve customer retention and satisfaction, I recommend that Ajibahty Global Ventures invests in customer relationship management training for both the sales and marketing teams. Effective CRM can lead to better customer engagement, personalized service, and long-term loyalty. A CRM system would also help streamline customer data, making it easier to track and manage customer interactions, leading to improved marketing strategies and more efficient service delivery.

c. Enhanced Use of Social Media for Customer Engagement:

The company should explore additional social media platforms such as LinkedIn, TikTok, or Twitter to target diverse customer segments. Creating interactive content, promotions, and engaging directly with customers on these platforms could increase engagement and strengthen brand loyalty. Hosting online contests, product giveaways, or customer feedback surveys can also create a more dynamic and participatory relationship with consumers.

d. Improved Inventory Management Systems:

I noticed that the inventory management system in place could be improved to ensure better stock management and avoid overstocking or stockouts. Implementing automated inventory tracking and updating systems can help the company optimize its stock levels, reduce wastage, and ensure that customer demands are met without delay. This will improve customer satisfaction and potentially reduce operational costs.

e. Conducting Regular Market Research:

The company should consider conducting regular market research to stay informed about industry trends, competitors, and customer needs. By staying ahead of market shifts, Ajibahty Global Ventures can anticipate changes and adjust its strategies accordingly. Regular surveys, focus groups, or feedback forms can provide valuable insights into consumer preferences and help in refining product offerings.

f. Strengthening Internal Communication:

While the company operates smoothly, improving internal communication across departments would ensure better coordination of marketing, sales, and customer service activities. Holding regular meetings or brainstorming sessions could foster a more collaborative work environment, ensuring that all teams are aligned on business objectives and promotional strategies.

Overall, my SIWES experience at Ajibahty Global Ventures was highly valuable, and I believe that the company has a solid foundation for growth. By implementing these recommendations, the company can enhance its operations, improve customer engagement, and achieve greater business success
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