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CHAPTER ONE
INTRODUCTION
1.1 BACKGROUND
SIWES which stands for Student Industrial Work Experience Scheme was initiated by the Industrial Training Fund (ITF) in 1973 so as to complement the theoretical knowledge acquired in higher institutions with practical experience.
The goal of SIWES is to promote industrialization in Nigeria, and an avenue between the world of teaching, learning, industry and work with reference to a field of study such as engineering, science, Agriculture, technology and other professional education programs.
Functions of the SIWES Unit By the directive of National Universities Commission (NUC) and Industrial Training Fund (ITF), the Unit is mandated to carry out the following functions.
i.  Seeking of industrial placement for undergraduate students enrolled in disciplines scheduled for participation in SIWES.
ii.  Supervision of the students placed in the industries located within our ITF zone.
iii. Processing of  students’ logbooks, ITF forms and industrial attachment  reports upon which is based on the Federal Government funding of supervision and  students’ allowances.
iv. Fostering of close links between the university and industries participating in SIWES programme.
v. Provision of advisory guidance to participating students on career employment opportunities.
vi. Monitoring of compliance with the requirements of SIWES on the part of students in eligible disciplines as a condition for graduation.
vii. Facilitation of the disbursement of the students’ allowance to deserving students through e-payment.
Overview of the Students Industrial Work Experience Scheme (SIWES)
Students Industrial Work Experience Scheme (SIWES) is a mandatory skills acquisition and training programme. It is designed to expose students to the industrial workplace environment in their respective disciplines during their course of study.  The students are also expected develop occupational competencies that would facilitate their fitting into the world of work after graduation.
1.2 OBJECTIVE 
The objectives of the scheme are to:
i. Provide avenues for students to acquire industrial skills and experience during their course of study;
ii. Prepare students for industrial work situation they are likely to meet after graduation;
iii. Expose students to work methods and techniques in handling equipment and machineries that may not be available in the university;
iv. Provide students with the opportunities to apply their educational knowledge in real work situations, thereby bridging the gap between theory and practice; and,
v. To make the transition from the schooling to world of work easier through enhancing students’ contact for later job placement. 


CHAPTER TWO
2.1 Historical background 
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CHAPTER THREE
3.0 EXPERIENCE GAINED
3.1 WHAT IS NIESV
The Nigerian Institution of Estate Surveyors and Valuers is a non-profit, voluntary, professional organization set up in 1969 to cater for the interest of the landed profession in Nigeria.
3.2 WHAT ERCAAN
In the Nigerian real estate sector, ERCAAN stands for the Estate, Rent & Commission Agents Association of Nigeria, a professional body that aims to regulate and promote ethical practices within the real estate industry. 
· Purpose: ERCAAN was formed to bring integrity and credibility to the real estate profession by regulating the activities of real estate agents and service providers. 
· Mission: ERCAAN's mission is to correct unethical conduct in the real estate sector and promote global recognition of Nigerian real estate professionals. 
· Vision: ERCAAN's vision is geared towards sanity and true professionalism in the real estate industry. 
· Membership Benefits: Becoming a certified member of ERCAAN comes with numerous benefits, including access to a Seal of Practice, insurance coverage, eligibility for honorary awards, opportunities to participate in seminars and conferences, and legal support. 



3.3 LAND INSPECTION
Land inspection is crucial to assess its condition, identify potential problems, and ensure a sound investment. This process helps buyers make informed decisions and potentially negotiate a better price. 
Why Land Inspection is Important:
· Reveals Hidden Issues:
Inspections uncover potential problems that might not be immediately apparent, such as soil quality issues, drainage problems, or structural concerns. 
· Assesses Land Value:
A professional inspection can help determine the true market value of the land by identifying any defects or hazards that may affect it. 
· Informed Decision-Making:
The information gathered during the inspection allows buyers to make an informed decision about whether or not to proceed with the purchase. 
· Negotiation Tool:
Any issues identified during the inspection can be used as leverage to negotiate a lower price or have the seller address the problems. 
· Peace of Mind:
A thorough inspection provides peace of mind to the buyer, knowing that they are making a sound investment. 
What to Expect During a Land Inspection:
· Environmental Hazards:
The inspector will look for any signs of environmental hazards, such as pollution or contamination. 
· Zoning and Regulations:
The inspector will check for any zoning restrictions or building regulations that may affect the land's use. 
· Document Review:
The inspector may request access to various parts of the property and review any relevant documents, such as previous inspection reports or maintenance records. 
3.4 WHO IS A PRINCIPAL AGENT
Principal agent is the person or entity who owns the property (seller) or intends to purchase it (buyer), while an "agent" is a licensed real estate professional representing the principal in a transaction. 
Principal:
. The principal is the owner of the property (seller) or the buyer who hires an agent to represent their interests in a real estate transaction. 
. The principal has the final say in decisions related to the sale or purchase of the property. 
. The principal is the person or entity who signs the real estate sales contract. 
Agent:
. The agent is a licensed real estate professional who is contracted to represent the principal. 
. The agent's duties include acting in the principal's best interest, providing full disclosure, and maintaining confidentiality. 
. The agent is obligated to uphold a fiduciary duty to the principal, which includes loyalty, obedience, disclosure, confidentiality, and accounting. 
Principal-Agent Relationship:
. The principal-agent relationship is a legally binding relationship based on trust, loyalty, and fiduciary duty. 
. It's important to understand that the agent represents the principal, not the other party in the transaction. 
. For example, if a seller hires an agent, the agent represents the seller's interests, and the buyer is considered a customer, not a client of the agent. 





CHAPTER FOUR
4.1 CUSTOMER AND MANAGEMENT RELATIONSHIPS (CRM)
Customer and management relationships are built and maintained through strategies and tools, including Customer Relationship Management (CRM) systems, to foster loyalty, track interactions, and ultimately drive sales and business growth. 
1. What is Customer Relationship Management (CRM) in Real Estate?
· Definition:
CRM is a process and a technology used to manage and analyze customer interactions and data throughout the customer lifecycle, with the goal of improving relationships and driving sales. 
· Real Estate CRM:
In real estate, CRM software is designed to help agents and agencies manage their interactions with clients and potential clients, including tracking preferences, past interactions, and current status to ensure relevant and timely communication. 
Benefits:
. Improved Client Management: Centralized platform for managing leads, contacts, documents, and transactions. 
. Personalized Interactions: Allows agents to tailor their communication and marketing efforts to specific clients, leading to a more effective customer experience. 
. Increased Efficiency: Automates tasks like lead collection and follow-up, expediting client communications and streamlining processes. 
. Data-Driven Insights: Provides insights and statistics on lead and sales performance, enabling agents and brokers to improve their strategies. 
. Enhanced Customer Satisfaction: By understanding client needs and preferences, agents can provide more relevant and timely information, leading to greater satisfaction. 
2. How CRM Works in Real Estate
· Data Collection:
CRM systems collect and organize information about clients, including contact details, preferences, past transactions, and communication history. 
· Lead Management:
Helps agents track and manage leads, ensuring timely follow-up and nurturing potential clients. 
· Communication Management:
Facilitates efficient communication with clients through various channels, such as email, phone, and text. 
· Sales Tracking:
Monitors sales performance and identifies trends, allowing agents to optimize their strategies. 
· Reporting and Analytics:
Provides data-driven insights into client behavior and market trends, enabling agents to make informed decisions. 



3. Why is CRM Important in Real Estate?
· Competitive Advantage:
In a competitive market, CRM helps agents stay organized, find properties, and attract and communicate with prospective, current, and past clients. 
· Increased Productivity:
By automating tasks and streamlining processes, CRM frees up agents' time to focus on building relationships and closing deals. 
· Improved Customer Experience:
Personalization and efficient communication lead to higher customer satisfaction and loyalty. 
· Better Decision-Making:
Data-driven insights enable agents to make informed decisions and optimize their strategies. 
· Business Growth:
By fostering strong client relationships and improving efficiency, CRM contributes to overall business growth
4.2 HOW TO GENERATE MONEY IN REAL ESTATE
To make money in Nigeria's real estate market, consider strategies like investing in rental properties, real estate development, property management, short-term rentals, or land banking, while also leveraging trends and understanding market dynamics. 
1. Rental Properties:
· Concept: Purchase residential or commercial properties and rent them out to generate a consistent income stream. 
· Considerations: Research high-demand areas and properties in short supply. 
· Example: Buying an apartment building and renting out individual units can lead to multiple income streams. 
2. Real Estate Development:
· Concept: Develop land or properties, whether residential or commercial, and sell them for profit.
· Considerations: Understand market trends and align projects with buyer demands.
· Example: Building a new housing estate in a growing area can be highly profitable. 
3. Property Management:
· Concept: Manage rental properties on behalf of owners, handling tasks like tenant screening, rent collection, and maintenance.
· Considerations: Requires strong organizational and interpersonal skills. 
4. Short-Term Rentals (Airbnb):
· Concept: Rent out properties for short periods, like vacation rentals or business trips.
· Considerations: Focus on areas with high foot traffic and tourist activity.
· Example: Offering fully furnished apartments on platforms like Airbnb can generate quick income. 
5. Land Banking:
· Concept: Purchase land with the intention of holding it for future development or sale.
· Considerations: Requires patience and a long-term investment strategy. 
6. Real Estate Investment Trusts (REITs):

4.3 HOW TO DO A DEED OF TRANSFER
To transfer real estate ownership in Nigeria through a deed of transfer (also known as a deed of assignment or conveyance), you need to draft a legally binding agreement, obtain the Governor's consent (if applicable), pay stamp duties, and register the deed with the relevant land registry. 
Here's a more detailed breakdown of the process:
1. Consult a Lawyer:
· Engage a lawyer specializing in real estate law to ensure the transaction complies with Nigerian law and to draft the deed of assignment or conveyance. 
2. Verify Property Ownership and Conduct Due Diligence:
· Thoroughly verify the seller's ownership of the property and ensure there are no encumbrances or legal issues. 
3. Draft the Deed:
· The lawyer will draft the deed of assignment or conveyance, which should clearly state the details of the property, the parties involved, the purchase price, and any other relevant terms. 
4. Obtain Governor's Consent (if applicable):
· For some land transactions, particularly those involving government land or land where a Certificate of Occupancy is required, you may need to obtain the Governor's consent.
· Apply for the consent, submitting the required documents, including the deed of assignment, Certificate of Occupancy (if applicable), and proof of payment of applicable fees. 
5. Execute and Register the Deed:
· Both the buyer and seller (or their authorized representatives) must sign the deed in the presence of witnesses. 
· Register the executed deed with the relevant land registry to make the transfer legally binding. 
· After registration, obtain certified copies of the deed for both parties' records. 
6. Pay Stamp Duties:
· Pay the required stamp duties on the deed of assignment or conveyance, as determined by the relevant state government. 
Important Documents:
· Deed of Assignment/Conveyance: The primary document that transfers ownership. 
· Certificate of Occupancy (C of O): A document issued by the state government confirming ownership of land, especially for land acquired before 1979. 
· Survey Plan: A document showing the boundaries and extent of the land. 
· Governor's Consent (if applicable): Approval from the state government for the transfer of ownership. 
· Land Purchase Receipt: Proof of purchase of the land. 
· Contract of Sale of Land: The agreement between the buyer and seller. 


CHAPTER FIVE
5.0 SUMMARY AND CONCLUSION
5.1 SUMMARY: This report estimate the nature of the S.I.W.E.S program carried out in the organization (Mustapha and company) the program shows the relevance of the scheme as well as the factors limiting the actualization of the S.I.W.E.S. objectives. However the following were made from the program.
5.2 CONCLUTION: from the revolution so far there seems to exists a wide war waging in the reality and actualization of the objectives of the S.I.W.E.S. it is unfortunate the failed actualization of the objectives of the SIWES, this however implies that for the student to be fully equipped with skills and knowledge required for efficiency in the place of work all hands must be on deck. The Federal Government through the industrial training fund ITF and other agencies involved in the S.I.W.E.S program should address the situation.
5.3 PROBLEM ENCOUNTERED: below are some of the problems encountered during the program.
I. Inadequate power supply and lack of auxiliary power supply.
ii. Inadequate funds by the I.T.F
5.4 RECOMMENDATION 
The following recommendations were based on the program and as solution to the identified problems.
1. The various bodies involved in the management of the SIWES program should work in hand with the various industries ahead of turn so as to minimize or reduce the high level of refusal of to accept student for their industrial training participation.
2. Issuing Of Logbooks/It Letter On Time: The logbook used by the student during the Industrial period and it letter should be issued to the student at the end of 1st semester exam against the end of 2nd semester examination as these will afford the student enough time to search for place that are relevant to their field of study.  
3. Proper supervision of the exercise by the various bodies involved in the co-ordination of the SIWES exercise i.e. Federal Government, I.T.F. N.U.C. N.B.T.E and N.C.C.E. should come together to provide a smooth operation of S.I.W.E.S. exercise. The bodies should make efforts to ensure the student attached to organization are properly supervised and funded to ensure that what they are doing is in line with the objectives of S.I.W.E.S. exercise.
4. Employment of expert: the various institution should endeavor to employ experts in the area of student carrier development to manage the student industrial placement centers.       
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