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EXECUTIVE SUMMARY

In essence, m y  in v o lv e m e n t in  in d u s tr ia l tra in in g  is a p ro ce ss  to  ga in  a
g o o d  e xp e rie n ce  fo r  m e to  fa ce  th e  re a l w o r ld  o f  w o rk  in  th e  fu tu re . I've  been
c o n d u c tin g  in d u s tr ia l tra in in g  fo r  6 m o n th s  w h ich  is 24 w eeks in th is  6 th
sem este r. I s ta r te d  m y  tra in in g  in  th e  business in d u s try , A z ia te x  G loba l
Sdn.Bhd lo c a te d  in K uantan , Pahang. As a B ach e lo r o f  M a rke tin g  (BA240)
s tu d e n t, I w as ass igned  b y  m y  F a cu lty  o f  Business A n d  M a nag em e n t to
c o m p le te  m y  in te rn s h ip  jo u rn e y  fro m  1 M arch  2023  to  15 A u g u s t 2023.
T h ro u g h o u t m y  in d u s tr ia l tra in in g , I was ass igned  to  th e  M a rke tin g
D e p a rtm e n t w h ich  is a p la ce  fo r  m e to  p e r fo rm  m y  d u tie s  as an in te rn s h ip
s tu d e n t u n d e r th e  ausp ices  a n d  a d v ice  o f  m y  S uperv isor, Azeem  S afw an Bin
Rosdi.

In th is  re p o rt, I w il l c la r ify  e v e ry th in g  I have g a in e d  as w e ll as th e  scop e  o f
m y  w o rk  th ro u g h o u t m y  in d u s tr ia l tra in in g  a t  th is  com pany. R e la ted  m a tte rs
are m y  s tu d e n t's  p ro f ile  an d  a lso co m pan y 's  p ro f ile  w h ich  in c lu d e s  nam e,
lo ca tio n , co m p a n y  h is to ry , m iss ion , vis ion, o b je c tiv e , o rg a n iza tio n a l s tru c tu re
an d  a lso se rv ices  p ro v id e d . I w il l e xp la in  m y  tra in in g  re f le c t io n  in  te rm s  o f  d a ily
em p loye e  d u ra tio n , m y  d e p a rtm e n t, m y  ass ignm ents , as w e ll as th e  in te rn a l
an d  e x te rn a l b e n e fits  I ge t.

M oreover, I w il l d iscuss th e  SWOT ana lys is  w h ic h  is th e  m a in  p o in t  a n d  th e
m a in  p u rp o se  o f  th is  re p o r t  is m ade. E ssentian lly , I have fo u n d  th a t  th is
o rg a n iza tio n  has s tre n g th s , w eaknesses, o p p o r tu n it ie s  a n d  even th re a ts .
F inally, i  w il l  p ro v id e  conc lus ion , re fe re n ce s , append ices , an d  s u p p o rt in g
d e ta ils  fo r  th e  la s t p a r t  in  th e  re p o rt.
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STUDENT S PROFILE

EDUCATION

SYED MUHAMMAD
ROHAIZAT SYED MOHD
APINDI
Business Management
Administration
I am currently a student of Business Management
Administration Hons. (Marketing) from UiTM Bandaraya Melaka.
I'm a person with self-involvement in various programs,
especially a program that relates to my studies years which
gives me the opportunity for me to be someone with good
interpersonal skills. I also have natural independence that
pushes me to be someone eager to gain some experience in
new things.

WORK EXPERIENCE
•  UiTM Kampus Bandaraya Melaka

Bachelor In Business Administration
(Hons.) Marketing

Be Completed 2023

•  SMK(LKTP) CHINI
STPM In Economy And
Geography

Completed in 2019

•  SMK Chini 02
SPM In Pure Science
Completed in 2017

•  PusatTenun Pahang DiRaja Felda | Sales Promoter

2020

• Delivering presentations and demonstrations of products to
customers

• Engaging in meaningful interactions and building good
relationships with customers

• Submitting reports in every daily target
• Setting up attractive product displays and promotional booths

PROFESSIONAL EXPERIENCE

CONTACT

 
                       
               

O                                 
                  

ACHIEVEMENTS
•  2021-2022

President of Marketing Student
Association Awards

TOP SKILLS
•  Hard Skills
• Microsoft Word- (Basic)
• Power Point-(Basic)
• Ms Excel -(Basic)
• English Language- (Basic)
• Video Editor- (Advance)

•  Soft Skills
• Observation
• Decision Making
• Communication
• Teamwork

REFERENCE
MUHAMMAD FAIRUZ BIN JAMIL (MR.)
Lecturer UiTM Bandaraya Melaka
                              
                   

•  President of Marketing Student Association in UiTM
Kampus Bandaraya Melaka
2021-2022

• Manage the whole organization to achieve purpose and goals
• Observed management performance and identified solutions for

improvement

•  Students Destiny Week Leader in UiTM Kampus
Bandaraya Melaka | Logistic Bureau
2022
• Successful in managing all the equipment needed in the

organization.
• Managing the safety of 630 students with a teamwork
• Provide ideas for improvement and solve problems with group

cooperation

•  Student Consultant for MARCOM Community Project
(MACOMP) I 2020-2021
• consulting Marketing Strategies for Ittihad Trading and Resources

SDN BHD

•  Virtual-Melaka International Intellectual Exhibition (V-
MllEx) I 2022

• Prepare business plan report for Innovation for new innovative
products for Z Future Tech
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MISSION

OBJECTIVE

To help people and
clients with their

challenges, to achieve
success in their

businesses.

COMPANY'S PROFIL

ADRESSED
No.1 A103,Jalan IM 9/4,

Mahkota Valley Office,
Bandar Indera Mahkota,
25200 Kuantan, Pahang

G LO B A L
A Z A T E X

OFFICE HOUR

9:00A.M. - 6:00P.M.
WORK

(1:00P.M.-2:00P.M.)
LUNCH BREAK

MONDAY-FRIDAY

VISION

We believe when we can do
something to make progress in

our business, we can always
move ourselves toward greater

success, together.

"No matter where you
are in your life, we are
committed to help you

be a better you"
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ORGANIZATIONAL

CHART
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BACKGROUND ESTABLISHMENT
Established in Cheras, Kuala

Lumpur in 2018 with commercial
registration with the Companies
Commission of Malaysia (SSM).

AG started business in
Kuantan, Pahang, and

within 4 years the
company now.

Now manages fourteen (14)
Spa and beauty salon branches
throughout West Malaysia and

growing.

Company success is due to its
commitment to providing

expected marketing quality
services and its focus on
customer satisfaction.

Success to promote Spa until it
becomes a trusted name in the
spa and beauty industry and is

committed to providing its
customers with the best

possible experience.
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SOCIAL MEDIA A
, MANAGEMENT )
•  SOCIAL NETWORKING AND

MEDIA WORK

* MICROBLOGOINO AND

EDITORIAL CONTENTS

•  PHOTO POSTING AND

(  ADVERTISING ) •  Q

LI

U

V

I

E

C

 

K

V

 

I

R

D

E

E

S
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PONSE AND UP

TO DATE CONTENT
•  POSTINGS ON SOCIAL

MEDIA

•  PRODUCT AWARENESS

WEBSITE
MANAGEMENT

(LEAD GENERATION

SERVICE
OFFERED

F> •
1

MUST HAVE ONLINE

DIGITAL PLATFORM TO

MOVE FORWARD.

SEARCH ENGINE
OPTIMIZATION (SEO)

WEBSITE MAINTENANCE

AND STRUCTURE BUILDING

*  LEADS IMPROVE CLIENT

BASED AND

IMPRESSIONS.
*  TARGET AUDIENCE’A ^

ANALYSIS

CUTOMER
ENGAGEMENT

<  CAMPAIGN
< ANALYSIS
• NOT ONLY EXECUTE BUT

ANALYZE DATA AND

REPORTS.

.  CUSTOMERS FOLLOW UP.

• LEADS IMPROVE CLIENT

BASED AND IMPRESSIONS.

•  TARGET AUDIENCE

ANALYSIS
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Specific Department

Manage every
communication with
all clients directly.

•> 1)

The main functions of
Marketing Department
responsible in handling

drving sales.

Manage advertisement
for all client using

social media

Responsible to manage all
marketing content and
planning strategy for

every clients •
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TRAINING REFLEC
ROLES &

RESPONSIBILITIES

MARE A COP W R IT IN G
FOR POSTING

SOCIAL MEDIA

MANAGEMENT

POSTING
ADVERTISEMENT

IN  SOCIAL MEDIA

CUSTOMER

SERVICE

ADVERTISOR

MANAGE DATA OF
FACEBOORADS

COLLECTING AND SORTING
~ ~ D A fA @ F C ^ S f& m S ~ ‘

INFORMATION

L FINISH

EDITING CONTENT

VIDEOS

MARKETING VIDEO

EDITOR
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SO C IA L MEDIA
MANAGEMENT

At the beginning of my internship, I was chosen by my supervisor to take a position as
Social Media Management. In this position, I was given the task of creating copywriting for
each advertisement. The copywriting is divided into three parts namely Customer Target,
Community Audience and Business Target.
Then, I also need to hold the facebook account that has been bought by this company,
which is the advertising group of the traders and also marketing. In the group, I have to
post every advertising information either in the form of posters and also videos along with
copywriting that I have made.

CUSTOMER
SERVICE

Then, I was assigned to hold a temporary position that is customer service. In this position, I
was assigned to compile customer's information from one of the clients of this company,
which is Seri Wajah Muslimah Aesthetic. My task is to organize the purchase information of
customers' treatment packages using ExceL This information will be included in the data to
calculate profit and also collect information about customers' needs.

r i
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AW ETISE#

I used social media platforms such as Facebook, Instagram, TikTok and Google for
publishing advertisement according to events, promotions and contents. This
responsibility must always go through and work together with marketing team to ensure
every ads associated with all strategy that has been discuss in this company. I am also
assigned to hold and manage the Facebook Ads Manager to ensure that the cost per result
of each advertisement does not exceed the cost per budget that has been released for
each campaign advertisement

J
J
J
J

Figure 2 :  Facebook Ads M anager

MARKETING VIDEO
EDITOR

After that, I have to fill a vacant position which is Video Editor. I offer myself to hold this
position as a video editor because I have interests and skills. I have produced some video
content to be uploaded on social media.

1

5
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SWOT ANALYSIS

STRENGTHS WEAKNESSES

OPPORTUNITIES THREATS

DIFFERENT
POLICIES IN
SOCIAL MEDIA
CHANCING AND
DIFFERENT
CLIENT'S J
PREFERENCE^

TRAINING
MARKETING
STRATEGY
ESTABLISH A
GOOD
COMPANY'S
IDENTITY

UNDERSTAFFING1

POOR
ELECTRONIC
DEVICE

FLEXIBLE
COMMUNICATION
STRONG DIGITAL
MARKETING
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1 DISCUSSION & RECOMMENDATIONS

C o m m u n ica tio n  Plan

STRENGTHS

This com pany has a fle x ib le  com m un ica tion  w ith  these tw o
d e p a rtm e n t w h ich  are Sales D epa rtm en t and  M arke ting
D epartm ent. This is because m any o f  C onsu ltan t C om pany have
issue w ith  com m un ica tion  in p rocess o f  s tra te g ic  p lann ing  and
decis ion  making. So, C om m un ica tion  is the  m ost im p o rta n t
th in g  to  m ake sure th a t p rocess o f  decis ion  m aking  m ore
e ff ic ie n t ly  such as these dep a rtm e n ts  can always go  th rough
w ith  unders tand ing  also can g ive and take  any o f  an op in ions
fro m  each o th e r and solve th e  p rob lem s toge the r. So, th is  p lan
show  how  these tw o  d e p a rtm e n ts  have fle x ib le  com m un ica tion .

R e co m m e n d a tio n

Com panies need to  take  the  in it ia t iv e  to  m ain ta in  th is  b y  fo s te rin g  good
re la tionsh ips  be tw een  em ployees. One w ay to  do th is  is to  g ive
em ployees aw ards fo r  th e ir  w ork. A cco rd in g  to  an a rt ic le  b y  M ahm ood
(2018), g iv ing  pra ise  is an essentia l p a r t o f  deve lop ing  goo d  w o rk
re la tionsh ips. The m os t im p o rta n t th in g  is th a t the  aw a rd  is som eth ing
th a t the  em ployee w ill app re c ia te  and  th a t w ill he lp  to  m o tiva te  them  to
con tinue  do ing  th e ir  bes t work.

Strong M arke ting  C on ten t
This com pany  has s tro n g  D ig ita l M a rke ting  w h ich  can he lp  th e ir  c l ie n t ’s business to
b u ild  b ra n d  aw areness and  estab lish  t ru s t  w ith  th e ir  audience. E specia lly  the
c o n te n t c re a to r th a t has done a goo d  w o rk  fo r  c re a tin g  m any cre a tive  c o n te n t fo r
th e ir  c lien ts . For exam ple, This com pany ’s c lie n t such as Seri Wajah, M a rke ting
Team used th e ir  know ledge  o f  d ig ita l m a rke tin g  to  c re a te  h ig h -q u a lity  c o n te n t
th a t in te re s te d  b y  ta rg e t m arke t. This is th e  exam ple, the  co n te n ts  o f  Seri W ajah in
th e ir  soc ia l m ed ia  th a t m anage b y  th is  com pany.

The d ig ita l m a rke tin g  used is also ve ry  good. I t  is
necessary to  increase the  ex is ting  sk ills  in te rm s  o f
ad ve rtis in g  fo r  sp read  th e ir  c o n te n t in  one tim e  and
fast. A cco rd in g  to  M alar (2016), new  techno log ies  are
chang ing  rap id ly , so com pan ies need to  in ve s t in
d ig ita l too ls  and  f in d  the  w ay to  keep up w ith
changes, m ak ing  i t  essentia l to  m easure re tu rn  on
inves tm en t. So, the  m a rke tin g  Team has to  im prove
them selves in  line  w ith  n e w  techno log ies  in  d ig ita l
too ls  and  be ready  to  face  the  new  challenge. For
exam ple, the re  are n e w  techno log ies  th a t w e c a ll A l
w h ich  re fe rs  to  the  s im u la tion  o f  hum an in te llig e n ce
b y  m achines th a t we can use to  assis t th e  a d ve rt ise r
to  adve rtise  m any ads a t one tim e  on e ve ry  soc ia l
m ed ia  b y  fo llo w in g  the  tim e  th a t we set. ___ m  I *
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Recommendation

WEAKNESSES

The o th e r weakness th a t I saw  in th is  com pany du ring  m y in te rn sh ip
w h ich  is unde rs ta ffing . This is because the re  severa l po s itio n  and
se rv ice  are un filled . So, th is  has becom e a b ig  issue in th is  com pany.
The o th e r s ta f f  had to  co ve r these u n fille d  po s ition  so th e y  need to  do
m ore  w o rk  a p a rt fro m  th e ir  a c tu a l pos ition . This w ill g ive  a nega tive
im p a c t in  th is  com pany ’s m anagem ent such as sm oothness in
m anagem ent becom es lim ite d  and  slow.

Lack o f  m anpow er in an o rgan iza tion  can have a nega tive  im p a c t on th e
com pany's ove ra ll pe rfo rm ance . A cco rd in g  to  S tephen (2019), "An
in c o m p e te n t and  inadequa te  fu n c tio n in g  o f  hum an resources re fle c ts  the
ove ra ll s ta te  o f  a ffa irs  o f  an o rgan iza tion  and its  possib le  u n co m p e tit ive
p o s itio n  in  the  m arke tp lace . To overcom e th is  p rob lem , com panies need
to  take  s teps to  a t t ra c t  and  re ta in  q u a lif ie d  em ployees. This inc ludes
ad ve rtis in g  re c ru itm e n t m ore  s p e c ific a lly  to  a t t ra c t  the  unem ployed, as
w e ll as p ro v id in g  c le a r and d e ta ile d  jo b  d e sc rip tio n s  and spec ia l tra in in g
fo r  em ployees to  he lp  them  m anage stress.

Poor E lectron ic Devices
The w eaknesses th a t I saw  in  th is  com pany  d u rin g  m y  in te rn sh ip  w ere th e  la c k  o f
severa l fa c ilit ie s  th a t w o u ld  have m ade the  w o rkp lace  m ore  co n ve n ie n t and
c o m fo rta b le  fo r  em ployees. For exam ple, the  la p to p s  w ere  o u td a te d  and  slow, th e
m ee ting  room s w ere  to o  sm a ll fo r  la rge  g roups, and  th e re  w ere  no d e d ica te d  b re a k
areas. These weaknesses m ade i t  d i f f ic u l t  fo r  em ployees to  do  th e ir  jo b s  e ffe c t iv e ly
and  to  fe e l c o m fo rta b le  in  the  w orkp lace . I re co m m e n d  th a t the  com pany in ve s t in
new  u p d a te d  e le c tro n ic  devices.

E lec tron ic  D evices and  e q u ip m e n t are essentia l fo r  e ve ry
m a rke tin g  o ff ic e  to  fu n c tio n  e ffe c tive ly . A cco rd in g  to
A sh ley (2020), o ff ic e  e q u ip m e n t p lays an im p o rta n t ro le  in
ope ra tio n s  and  o ffe rs  num erous b e n e fits  to  s ta f f  and  the
com pany. This is espec ia lly  tru e  in  d ig ita l m arke ting , w here
the  la te s t to o ls  and  te chno log ies  can he lp  businesses to  be
m ore  p ro d u c tiv e  and  e ff ic ie n t. M a rke ting  com pan ies need
to  inves t in  th e  r ig h t dev ices and  equ ipm ent. This in c ludes
eve ry th in g  fro m  co m p u te rs  and  so ftw a re  to  p r in te rs  and
scanners. I t  a lso inc ludes p ro v id in g  a c o m fo rta b le  and
w e ll-e q u ip p e d  w orkspace.

M DIGITAL
▼ MARKETING
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OPPORTUNITIES
Figure 5: Human Resource Seminar

TRAINING MA
STRATEGY
A zia tex  G lobal C om pany o ffe rs  a v a rie ty  o f  o p p o rtu n it ie s  fo r  em ployees
and  in te rn s  to  im p ro ve  th e ir  know ledge  a b o u t m arke ting . These
o p p o rtu n it ie s  in c lu d e  tra in in g  classes, m e n to rsh ip  p rogram s, con fe rences
and  w orkshops, and  se lf-s tudy . The com pany be lieves th a t tra in in g  is
essen tia l fo r  success in  m a rke ting , and  th e y  are c o m m itte d  to  he lp ing
th e ir  em ployees and  in te rn s  becom e e xp e rts  in  the  fie ld .

Recommendation

In a d d itio n  to  the  o p p o rtu n it ie s  th a t com pan ies p ro v id e  fo r  th e ir
em ployees, th e y  also need  to  in ve s t in  p ro fe ss io n a l deve lopm en t. This is
because p ro fess iona l d e ve lop m e n t can he lp  em ployees to  deepen th e ir
sk ills  and  know ledge , w h ich  can m ake them  m ore  va luable  to  the
com pany. A cco rd in g  to  M eyer (2023), p ro fe ss io n a l d e ve lop m e n t can he lp
em ployees to  becom e m ore  adap tab le  and  re a d y  to  c o n tr ib u te  to  the
co m pany  in n e w  ways. So, w hen em ployees are ab le  to  deve lop  th e ir  sk ills
and  know ledge , th e y  are m ore  lik e ly  to  be  p ro d u c tiv e  and  s a tis fie d  w ith
th e ir  jobs . This is because th e y  are ab le  to  do th e ir  jo b s  m ore  e ffe c t iv e ly
and  th e y  fe e l m ore  cha llenged  and  engaged in th e ir  work.

Figure 6 : Campaign

ESTABLISH A GOOD COMPANY IDENTITY
The o th e r o p p o rtu n ity  th a t th is  com pany has observed  is th e  g ro w th  o f
dem and in d ig ita l m arke ting . Since January 2023, the  c lie n t 's  business has
expanded  s ig n ifica n tly . They have success fu lly  opened new  b ranches in
the  coun try , and th e y  are p lann ing  to  open even m ore  in the  com ing
m onths. This has c re a te d  an o p p o rtu n ity  fo r  AG C om pany to  g ro w  th e ir
d ig ita l m a rke tin g  se rv ices and he lp  the  c lie n t reach a w id e r audience.

This c h a r t sh o w  th e  n u m b e r o f  c l ie n t ’s b ranches  in  2023  s ince  January
u n til July. So, w e  can see e ve ry  c lie n t has s u cce ss fu lly  o p e n e d  one
b ra n ch e s  in  7 m o n th  in  th is  year. So, b e n e fits  fo r  th is  c o m p a n y  fro m  th is
c l ie n t ’s business is m ore  b ranches  th a t c lie n ts  open so m o re  p r o f i t  w il l
th is  c o n s u lta n t co m p a n y  g e t based  on dem a n d  in d ig ita l m a rke tin g .

Number of client's branch 2023

So, this point shows that it will be
the good opportunity for the
Aziatex Company to establish a
good company identity which is the
company will become one of the
trusted business consultants by
other businesses and companies.

■  M akckU rut iN ie ta  Salon ■SeriWajah

Figure 7 : Num ber o f  C lient's Branches
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THREATS
D iffe re n t Policies In Every Soo's
Socia l M edia like  Instagram , T ik tok  and  Facebook used b y  th is  com pany has th e ir
ow n p o lic ie s  b u t th is  soc ia l m ed ia  in d u s trie s  go ing  to  im prove  th e ir  po lic ies  day
b y  day fo r  th e ir  ow n good. This is because th is  soc ia l m edia indus tries  have
s tu d ie d  a b o u t the  issue w h ich  is the  users used o th e r soc ia l m edia  to  p ro m o te
an o th e r soc ia l m ed ia  p u rpose ly  To solve th is  p rob lem , the  soc ia l m edia  like
T ik tok  has e n fo rce  th e ir  p o lic y  to  p re v e n t the  users p ro m o te  th e  o th e r socia l
m ed ia  fo r  th e ir  ow n good. This is the  th re a t cha llenge fo r  M arke ting  Team to
m a rke t th e ir  c lie n t's  p ro d u c t o r c o n te n t in soc ia l m ed ia  w id e ly  in  no tim e.

SEO

Since, th e re  are a new  p o lic ie s  th a t p re v e n t th e  business to  p ro m o te  th e ir
m a rke t channels in one tim e. So, m a rke tin g  team  need to  recom m end  use
an o th e r op tio n  o f  m a rke tin g  in  d if fe re n t w ay in used o f  d ig ita l m a rke tin g  such
as Search Engine O p tim iza tion  (SEO) th a t a f fe c t  a w eb page o r w e b s ite ’s
v is ib ility  in  search resu lts  fro m  d if fe re n t custom ers. A cco rd in g  to  S tupu &
Burghelea (2015), h ig h ly  ranked  pages have a g re a te r chance o f  be ing  v is ite d  b y
c lie n ts  as com pa red  b y  lo w ly  ranked  pages a t the  b o tto m  o f  th e  search  resu lt.
So, th is  is an o th e r m e th o d  th a t can be use b y  M a rke ting  Team.

Changing and D iffe re n t C lien t^ re f^T ^h^es
The o th e r th re a t is w hen c lie n ts  and  the  m a rke tin g  team  have
d if fe re n t p re fe rences. This p ro b le m  usua lly  happened  in th is
com pany. This can be due to  a n um be r o f  fa c to rs , such as
changes in th e  indus try , n e w  trends, o r s im p ly  th e  c lie n t's  ow n
persona l p re fe rences. I t  is im p o rta n t fo r  th e  m a rke tin g  team  to
be aw are  o f  these changes and  to  a d ju s t th e ir  c o n te n t
acco rd ing ly . This can be done by  re g u la rly  m o n ito r in g  socia l
m ed ia  trends, c o n d u c tin g  surveys, and  ta lk in g  to  c lie n ts  d ire c tly .

By s tay ing  u p -to -d a te  on c lie n t p re fe rences, the  m a rke tin g  team
can ensure th a t th e ir  c o n te n t is re le va n t and engaging. This can
he lp  to  im prove  the  com pany's b rand  re p u ta tio n  and  d rive  sales.
I t  is im p o rta n t to  be re s p e c tfu l o f  c lie n t p re fe rences, even i f  they
d if fe r  fro m  the  m a rke tin g  team 's ow n ideas. A cco rd in g  to  A lb reco
(2020), m a rke te rs  need  to  innovate  d ig ita l m a rke tin g  s tra teg ies
so as to  c rea te  b ra n d  lo y a lty  and m a in ta in  re a l re la tionsh ips  w ith
th e ir  c lien ts. The m a rke tin g  team  shou ld  be w illin g  to  e xpe rim en t
w ith  d if fe re n t types  o f  c o n te n t to  see w h a t resonates w ith
c lien ts. The m a rke tin g  team  shou ld  also be tra n sp a re n t w ith
c lie n ts  a bou t th e ir  c o n te n t s tra te g y  and  h o w  th e y  are using data
to  m ake decisions.
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CONCLUSION

In co n c lus ion , m y  in te rn s h ip  e xp e rie n ce  a t th is  c o m p a n y  fro m  M arch
1st to  A u g u s t 15th, 2023, has been  an in va lu a b le  le a rn in g  o p p o rtu n ity .
I have g a in e d  a w e a lth  o f  k n o w le d g e  a b o u t th e  business w o rld , an d  I
have m e t a n d  g o tte n  to  k n o w  m a n y  su cce ss fu l fo u n d e rs  and
business ow ners. This e xp e rie n ce  has m ade m e m o re  m a tu re  a n d  has
h e lp e d  m e to  de ve lo p  m y  p ro b le m -s o lv in g  sk ills . I am  n o w  b e tte r
e q u ip p e d  to  m ake sou nd  d e c is io n s  a n d  fa ce  cha lle ng es  in  th e  fu tu re .

I re a lize d  th a t  th e  e n v iro n m e n t o f  th e  w o rkp la ce  a n d  a lso th e  p la ce
o f  s tu d y  a re  ve ry  d if fe re n t  in  te rm s  o f  th e  various p e rs o n a lit ie s  o f
each p e rso n  a n d  a lso th e  w a y  o f  c o m m u n ica tio n . Because o f  th a t, I
n e e d  to  p re p a re  a n d  s tre n g th e n  m y s e lf  m e n ta lly  a n d  p h y s ic a lly  to
fa ce  th e  va rious  cha lle ng es  th a t  n e e d  to  be o ve rco m e  th ro u g h o u t
th e  w o rk  in th e  fu tu re .

I am  g ra te fu l fo r  th e  o p p o r tu n ity  to  have in te rn e d  a t  th is  com pany,
a n d  I am  e x c ite d  to  use th e  kn o w le d g e  an d  sk ills  th a t  I have le a rn e d
in  m y  fu tu re  endeavors. I am  c o n fid e n t th a t  I w il l be  a su cce ss fu l
bus inessperson  in  th e  fu tu re .
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Figure 3 : Content Video On
Social Media

Figure 5: Human Resource Seminar

Figure 6: Campaign Strategy Meeting

Number of c lien t’s branch 2023
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Figure 7: Number o f Client's Branches
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