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BEST PRACTICES - I 

Title of the Practice: 

Marketing Expo – Exhibition cum sales 

A Platform to exhibit the creative skills of the students. 

The Context: 

Creativity is the most important human resource of all and 

without creativity there would be no progress. Exhibitions have long 

been used as a platform to enhance creative and marketing skills, 

promote and publicize new products. The prime goal of conducting 

Marketing Expo (Exhibition cum sale) is to create entrepreneurs who 

are capable of doing new things, creative and inventive.  

Department of Commerce and Commerce (CA) organizes 

“KASCO” - an exclusive activity based learning programme which 

induce the concept EARN WHILE LEARN. The Department of 

Management Science (PG) organizes FESI (Fun & Earn through Smart 

Innovation) – A mega sale mela for two days. Costume Design and 

Fashion Department organizes X-Travaganza to provide a platform to 

develop new products, forecasting the market trends thereby paving 

an opportunity for them to earn while learning. These activities help the 

students to develop their interpersonal, Planning, leadership, and 

Coordinating Skills. Various Stalls had been arranged for the students 

to inculcate the real time experiences in the field of marketing a 

product, raising fund and managing fund, and raw material purchase. 

The Objectives of the practice: 

➢ To engage the students in activities beyond their curriculum. 

➢ To identify and support those activities that contribute most 

directly to student’s learning. 



➢ To enable the budding designers to have real experience and 

confidence that can only come from designing and developing 

new products. 

➢ To provide opportunities for the student to create products they 

are passionate about and also to earn while they learn. 

The Practice: 

Exhibitions are valuable because they allow face to face 

communication and offer opportunities for exchange of knowledge.  

Students are encouraged to develop new products beyond their 

curriculum, forecasting the market trends as well.  While most of them 

create attractive new products some of them also act as an 

intermediate between the wholesaler and target costumers thereby 

offering retailing also. Faculty members give due attention towards 

price fixation and care is taken in sorting of products so as to avoid too 

much of repetitions. Finally, sale area is allocated for the student’s 

participation. Creativity involves breaking out of established patterns in 

order to look at things in a different way. We insist the importance of 

capturing display techniques which play a vital role in attracting the 

customers. 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Obstacles faced / Problems encountered: 

➢ The student’s issues are mostly related to time management. This 

becomes a critical issue for the students involved in a 

competition.  As deadlines approach, a tendency for many 

students is to let their class work slip and force too much of their 

effort on the competition. 

➢ Good advising and proper planning can be a long way to avoid 

this problem. But sometimes it is extremely difficult to keep the 

students focused on class work when the adrenaline of the 

competitions is so much more compelling.  

➢ Technical issues as well relate to the availability of resources. 

Students have difficulties in sourcing of raw materials such as 

fabric, accessories, identification of models, forecasting the 

current trend in market, suitability to the target customers etc.,  

➢ Lack of creative intelligence and passion is a stumbling block. The 

faculty advisor has to motivate the students in a positive manner 

towards the successful outcome of the project.   

➢ Financial limitations may sometime limit their creativity. The 

advisor can seek institutional methods to support the students. 

➢ Sometimes students lack flexibility to incorporate changes in the 

design cycle during the product development process which may 

arise conflicts between the advisor and the students which has to 

be dealt in an amicable manner.  

➢ Failure at competition may cause the students to get frustrated 

and disappointed. It lies in the hands of the advisor to make them 

reassured of their confidence levels and motivate them for a 

successful career ahead.    

Impact of the Practice /Evidence of Success: 

➢ The practice offers the faculty to have a close involvement with 

students in an informal setting and thereby improves the faculty’s 

ability to understand the student as a whole. 



➢ To enable the students to reach forward into their curriculum for 

analysis and design aspects during their task of accomplishing 

the project. 

➢ Competitions provide opportunities for the emerging 

professionals to be recognized by the industry recruiters for their 

fresh ideas and acts as a platform to showcase their work 

➢ Students get a first-hand sense in the importance of the 

following: 

❖ Following a schedule  

❖ Communication and Coordination  

❖ Designing to a budget, Market research  

❖ Knowledge about products  

❖ Creation of innovative products 

❖ Academic improvement, Managerial skills and 

Competency 

❖ Earning while learning &Team work and motivation  

S.No. Name of the Student Nature of the Firm/Business Remarks 

1 

 

 

 

K.MADHUMITHA,M.Sc.(CDF) 

2019 – 2021 

COSMETIC FORMULATOR, 

DESIGNER& 

WOMAN ENTREPRENEUR 

 

2 

 

 

 

 

GOKUL.V, B.Sc.(CDF) 

2018 - 2021 

VENUS CLOTHING SHOP, 

VELLAKOVIL 

 

3 

 

 

 

KAVYA.T, B.Sc.(CDF) 

2018 - 2021 

PROMAGIC MAKEUP STUDIO 

 

4 

 

 

 

 

VARUN.S B.Sc.(CDF) 

2017-2020 

KRISH APPAREL, 

TIRUPUR 

 



 

5 

 

 

 

M.KAVIYA, B.Sc.(CDF) 

2017 - 2020 

SAANVI DESIGN STUDIO, 

TIRUPUR 

 

S.No. Name of the Student 
Nature of the 
Firm/Business 

Remarks 

6 

 

 

 

 

 

JISHNU KRISHNAN, 

B.Sc.(CDF) 

2017 – 2019 

FASHION 

STYLIST, 

CHENNAI 

 

7 

 

 

 

 

CIBIRAJA.S.M, B.Com. 

2018 - 2021 

AMBAL MCR 

AGRO 

TRADERS, 

ERODE 
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M.PRAVEEN, M.B.A. 

2018-2020 

SRI SIVA 

EARTH 

MOVERS, 

ERODE 

 

 

 

 

 

 

 

9 
 

S.HARIHARASUDHAN,  

M.Com.(CA) 

2015-2017 

M.KUMAR 

CATERING, 

PERUNDURAI 

 

 

10 
 

M.GNANASIVAM, 

B.Com.(CA) 

2015-2018 

SRI VINAYAKA 

COIRS, 

KANGAYAM 

 



 

 

 

 

Resources required: 

➢ Well trained faculty 

➢ Dynamic and enthusiastic students 

➢ Easy accessibility to network communications 

➢ Relevant text books and journals 

➢ Financial assistance & Infrastructural facilities 

 

 

S.No. 
Name of the 

Student 
Nature of the 
Firm/Business 

Remarks 

11  
RISHABH 

BHURAT, 

B.COM. 

2019-2022 

SANJAY’S FINE 

FOODS, 

ERODE 

 

12 
 

SUBHAM BAPNA, 

B.COM. 

2015-2018 

BAPNA 

TEXTILES, 

ERODE 

 

13 

 
NAVANEESH S, 

B.COM. 

2016-2019 

SRI MURUGAN 

BAKERY AND 

FAST FOOD, 

ERODE  



 

 

Media Clips 

KASCO -  

 

 

Krishna TV News - https://youtu.be/wh1pBNxu3YM 

 

 

 

https://youtu.be/wh1pBNxu3YM
https://www.youtube.com/embed/5Kfa4Hxk5do?feature=oembed
https://www.youtube.com/embed/wh1pBNxu3YM?feature=oembed


 

 

Press Release: 

 

 

 

 

 

 

 

 



BEST PRACTICES – II 

Title of the Practice: 

Skill Enhancement 

Context: 

Writing proves to be an effective measure for the students, because it 

improves their focus, memory, empathy, and communication skills. 

The Objectives of the practice: 

Textbooks are written with pedagogical objectives in mind.  

The most important objectives concern learning objectives, e.g. what 

the student should master after having worked through parts of the 

textbook.  

1. Knowledge  : recognition, or recall of facts. 

2. Comprehension : understanding what the facts mean. 

3. Application      : correct use of the facts, rules, or ideas. 

4. Analysis           : breaking down information into component 

parts. 

5. Synthesis          : combined parts to make a new whole. 

6. Evaluation        : judging the value or worth of information or 

ideas. 

The Practice: 

The Departments of English & Tamil organizes various programmes to 

enlighten 



 

 

The department of Tamil, Hindi & Other Languages and English 

have department associations as Ilakiya Vattam, Hindi Sahitya Samiti 

(Literary Circle), Consilium (Lit Fest & Revelry – Forum to conduct 

Literary Competitions). The language departments have taken a keen 

initiative in enriching the language competence among the students, 

by organizing various programmes on Content Writing and Translation 

Skills from time to time. The workshops and the activities conducted 

have attempted to inculcate the essential knowledge with content 

writing and various skills among the students.  



 

Obstacles faced / Problems encountered: 

In textbook writing, the focus always has to be on student learning. 

The text book author therefore has to emphasize readability, pedagogy, 

occasional redundancy to underscore one’s points, and even making 

student readers feel a sense of competence for however much they are 

understanding, rather than ignorant for what they do not understand. 

Impact of the Practice / Evidence of Success: 

“Writing organizes and clarifies our thoughts. Writing is how we think 

our way into a subject and make it our own. Writing enables us to find 

out what we know—and what we don’t know—about whatever we’re 

trying to learn.” Specifically, writing helps students develop higher-

order thinking skills that involve three cognitive processes - analysis, 

evaluation, and creation. 

Resources required: 

Basic writing skills: These include spelling, capitalization, punctuation, 

handwriting and keyboarding, and sentence structure (e.g., learning to 

eliminate run-ons and sentence fragments). 
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