CHAPTER ONE
1.0 INTRODUCTION
1.1 Background of the Study
The Students Industrial Work Experience Scheme (SIWES) was introduced by the Industrial Training Fund (ITF) in 1973 to bridge the gap between theory and practice. It provides students of tertiary institutions with the opportunity to acquire practical knowledge and skills relevant to their field of study. The scheme exposes students to real working environments and enhances their employability after graduation.
This report is based on my 12-week training at Ar Rasak Multivendor Venture, where I worked in the Marketing Department. The department plays a vital role in ensuring that the company’s products and services are well-promoted, advertised, and reach their target customers effectively.
1.2 Objectives of SIWES
The objectives of SIWES include:
· To provide students with an opportunity to apply theoretical knowledge in practical industrial settings.
· To expose students to workplace ethics, values, and cultures.
· To help students acquire professional and technical skills.
· To prepare students for self-reliance and entrepreneurship after graduation.
· To build collaboration between academic institutions and industries.
1.3 Aims and Objectives of the Marketing Department
The marketing department of Ar Rasak Multivendor Venture is responsible for:
· Developing and implementing marketing strategies to promote company products and services.
· Conducting market research and analyzing consumer behavior.
· Enhancing customer relationships and satisfaction.
· Improving sales performance and brand visibility.
· Managing digital and physical advertising campaigns.



1.4 Significance of the Study
· Enhances my understanding of marketing practices beyond the classroom.
· Provides me with hands-on training that will improve my employability.
· Contributes to the continuous improvement of SIWES as a national training program.
· Serves as a reference material for other students undertaking similar training.



































CHAPTER TWO: DESCRIPTION OF THE ORGANIZATION
2.1 History and Background of Ar Rasak Multivendor Venture
Ar Rasak Multivendor Venture is a Nigerian business enterprise involved in the sale, distribution, and promotion of various consumer products and services. The company operates as a multi-vendor platform, bringing together suppliers, distributors, and consumers under one umbrella. Over the years, it has established itself as a reliable brand known for quality service delivery and customer satisfaction. 
[bookmark: _GoBack]The company is committed to providing affordable products to customers while ensuring that vendors and suppliers benefit from wide market access.

2.2 Organizational Structure
The organization operates under a functional structure, where roles are grouped according to departments. The major departments include:
· Administration – overseeing policies and general operations.
· Finance and Accounts – managing financial records and transactions.
· Marketing and Sales – promoting products and services.
· Procurement and Supply Chain – handling sourcing and logistics.
· Customer Service – ensuring customer satisfaction and resolving complaints.
The Marketing Department is directly supervised by a Marketing Manager, who reports to the General Manager of the company.

2.3 Functions of Various Departments
· Administration Department: Ensures smooth day-to-day management of staff and resources.
· Finance Department: Handles budgeting, auditing, and financial accountability.
· Marketing Department: Responsible for promotions, branding, advertising, and customer engagement.
· Procurement Department: Sources goods and manages relationships with suppliers.
· Customer Service Department: Provides after-sales services and maintains customer loyalty.

2.4 The Marketing Department and Its Role
The Marketing Department is the heartbeat of Ar Rasak Multivendor Venture. Its functions include:
· Designing and executing marketing strategies.
· Managing social media and digital campaigns.
· Conducting market surveys to identify customer preferences.
· Organizing promotional events and discount sales.
· Strengthening brand awareness and reputation.

CHAPTER THREE: EXPERIENCE GAINED DURING SIWES
3.1 Duties Assigned in the Marketing Department
During my 12 weeks of training, I was assigned several tasks, including:
· Assisting in the preparation of marketing strategies.
· Participating in promotional campaigns.
· Updating and managing social media handles.
· Conducting customer surveys and preparing reports.
· Designing simple flyers and advertisements.
· Assisting in sales and client relationship management.

3.2 Practical Work Carried Out
Some practical activities carried out include:
· Digital Marketing: Learning how to create Facebook and Instagram adverts to reach targeted audiences.
· Sales Promotion: Participating in discount sales to boost product patronage.
· Customer Engagement: Attending to customer inquiries both online and in person.
· Market Survey: Collecting and analyzing data about customer preferences and competitors’ activities.

3.3 Skills Acquired
The skills I acquired include:
· Communication and interpersonal skills.
· Digital marketing and social media management.
· Report writing and data analysis.
· Teamwork and collaborative problem-solving.
· Creativity in designing promotional content.

3.4 Challenges Encountered
Some challenges faced during my training were:
· Difficulty in mastering some digital marketing tools at the early stage.
· Pressure of meeting sales and promotional targets.
· Limited resources for executing marketing campaigns.
· Balancing multiple tasks within a short timeframe.

3.5 How Challenges Were Overcome
· I overcame technical challenges by seeking guidance from supervisors and using online tutorials.
· I managed time effectively through prioritization and teamwork.
· Limited resources were managed through innovative, low-cost marketing strategies.







































CHAPTER FOUR: SUMMARY, CONCLUSION, AND RECOMMENDATIONS
4.1 Summary of SIWES Experience
The 12-week SIWES program at Ar Rasak Multivendor Venture was highly beneficial. I was exposed to practical aspects of marketing such as sales promotion, market surveys, and digital marketing. I also gained interpersonal and communication skills, which will be useful in my career development.
4.2 Conclusion
The SIWES program is an important platform for bridging the gap between classroom theory and workplace practice. My experience at Ar Rasak Multivendor Venture gave me practical insights into marketing operations and helped me develop skills that cannot be taught in a lecture room.
4.3 Recommendations for the Organization
· The organization should invest more in digital marketing tools.
· Regular training workshops should be organized for staff.
· More financial support should be allocated to marketing campaigns.
· Interns should be given more exposure to project leadership.
4.4 Recommendations for Future SIWES Students
· Students should take SIWES seriously as an opportunity to learn practical skills.
· They should actively ask questions and seek guidance from supervisors.
· They should document daily activities for easier report writing.
· They should embrace teamwork and professionalism at all times
