 E e Best Practice: I

1. Title of the practice: Mentor-Mentee system
1. The context that required the initiation of the practice
The nature of students’ background i.e. catering to different socio-cultural and economic diversity necessitates mentoring being opted as one of the best practices by the institution.  The absence of institutionalised system of having proper system of mentoring, guidance and  counselling in the region along with the obvious fact that most of the students are from remote areas and first generation learners makes it imperative on the part of the institution to provide mentoring i.e. guidance for all-round development of the students on academic as well as aesthetic lines. Moreover, it is aimed to align with the institutional mission and vision statement   aiming to develop students on progressive lines .i.e. to imbibe in the students a rational positive outlook towards life thereby making them responsible citizens.
1. Objectives of the practice
2. To achieve the vision of the institution viz., to develop all round personality of the students on progressive lines.
2. To provide a continuous learning process for both the mentor and the mentee.
2. 	To establish the mentor as a role model and to support the mentee for personal and academic development.
2. 	To establish a vibrant relationship between the teachers and the students that will ensure responsible behaviour and discipline.

1. The Practice
3. Mentoring session is conducted on a regular basis. The session is compulsory for every students to attend without fail.
3. Mentors are assigned students for the whole duration of a semester each .i.e. six months.
3. The mentoring parameters are based on four aspects i.e. academic, attendance, career and general.
3. The mentors are provided with details of mentee’s performances in terms of academic (weekly test, class test, mid-term and end-semester exam) and attendance records. The mentor also keeps track of the mentee’s personal development such as extra and co-curricular activities, discipline and career related issues.
3. Variety of topics are discussed which include – personality development and leadership skills, healthy practices such as eating right, physical fitness through exercise, yoga, proper sleep, inculcating good habits such as reading and developing hobbies, learning new skills, setting personal goals, discipline use of the internet, and value education.
3. The mode of communication between the mentor and mentee can be established through different mode(s) namely- In-person, Phone and E-mail.
1. Obstacles faced if any and strategies adopted to overcome them
        Obstacle faced: The diversity in students’ background and upbringing i.e. lack in the art of    effective articulation, introversion, indifferent attitude etc.
     Strategy Adopted: Regular mentoring sessions and increase contact between the mentor and mentee has led to the students appreciating the practice. Students are also encouraged to reach out to their respective mentor (if they face any difficulty) beyond normal class hours through phone-calls, emails or in-person.
1. Impact of the practice
5. Improvement in mentees discipline, interaction and communication skills.
5. Improvement in students’ attendance and academic performances.
5. Reserve and Introvert students opening up and taking part in various activities.
5. Establishment of a vibrant relationship between teachers and students which has provided a congenial atmosphere in the class room as well as in the campus.
·
1. Resources required:  Extra/ Overtime from mentors
1. Evidence of Success:
· Improvement in mentees discipline, interaction and communication skills.
1.  Improvement in students’ attendance.
1. Establishment of a vibrant relationship between Faculties and students which has
1. Provided a congenial atmosphere in the class room as well as in the campus.
9.Problems Encountered and Resources Required
       a.  Problems Encountered
· Limited time available for individual mentoring due to academic workload.
· Some students were initially reluctant to share personal or academic concerns.
· Maintaining continuous follow-up with a large number of mentees was challenging.
· Financial constraints prevented the appointment of professional counsellors.
  b. Resources Required
· Additional time allocation within the academic schedule for mentoring.
· Periodic training and capacity-building programmes for faculty mentors.
· Professional counselling support whenever required.
· Dedicated mentoring rooms with ICT facilities.
· Digital mentoring software for maintaining records, monitoring progress, and analysing student outcomes.

BEST PRACTICE II
2. Title of the practice: CRAFT and SELL
2.  Objective: The college organises "Sales Day" featuring products created by students during their summer break as part of their academic projects. 
2. The objectives of this practice include: 
· . Exploring new areas of interest among students.
·  Inculcating new skills and honing their creative potential. 
·  Developing an entrepreneurial mindset by providing students with hands-on experience. 
·  Enhancing personal growth by allowing students to showcase their talent and learn valuable life skills. 
4.The Context: In response to the rapidly changing global landscape and the increasing emphasis on practical skills, MGM College initiated this summer project to nurture the talents of its students. The Sales Day event is a platform where students contribute their crafted items for display and sale, offering them an opportunity to bridge the gap between academics and entrepreneurship. 
5.The Practice: Under the theme "Mastery in the Making," the Sales Day event features student creations from seven departments across various semesters. These products, crafted as part of their summer project, range from handmade crafts to innovative designs. The event encourages students to learn the intricacies of product creation, marketing, and sales, thereby fostering an environment of ‘earn-while-learning’. 
6.Evidence of Success: The event has garnered enthusiastic participation from students, who express pride and satisfaction in displaying their handcrafted products. Students have gained: 
· New skills aligned with their interests. 
· Practical knowledge of product marketing and sales.
· A sense of accomplishment that contributes to their personal and professional growth. Through this initiative, MGM College has effectively created a platform for students to not only learn but also apply their skills in real-world scenarios, preparing them for future entrepreneurial ventures. 
· The "Craft and Sell" initiative has emerged as one of the college's most successful experiential learning practices, receiving enthusiastic participation from students across all departments. The programme has transformed classroom learning into practical entrepreneurial experience and has demonstrated tangible outcomes.
7.Obstacles faced if any and strategies adopted to overcome them: 
·  Logistical challenges - Suitable venue and insufficient space. 
·  Timing and scheduling conflicts - Overlapping events ,exams or classes. 
8.Strategies Adopted : 
·  Creation of a detailed layout- The team ensures to plan a detailed layout for smooth navigation, adequate display space and easy access to counters. 
·  Drafting Academic calendar - Before the commencement of every new semester , academic calendar is drafted to eliminate any overlapping of events.

1. Impact of practice:  The practice enabled to combine concepts from various disciplines , such as business ,art and soft skills. It also helped in establishing a new college tradition and developing campus engagement. The practice offered a unique opportunity for students to explore their creative and entrepreneurial sides.
1.  Resources required: 
· Student organizers - A team of students to plan , coordinate and execute the event. 
· Faculty advisors- To provide guidance ,support and oversight. 
· Marketing resources - Social media platforms, posters and flyers to advertise the event in and around the campus.
11. Problems Encountered and Resources Required
Problems Encountered
· Limited seed capital prevented some students from producing products on a larger scale.
· Students initially lacked confidence in pricing, marketing, and interacting with customers.
· Variations in product quality, packaging, and branding affected market competitiveness.
· Balancing product preparation with academic commitments was challenging for some students.
· Limited exhibition space and marketing opportunities restricted wider customer reach.
· Transportation and storage of products, especially handmade and perishable items, posed logistical challenges.
· Some students had limited knowledge of entrepreneurship, financial management, and digital marketing.
Strategies Adopted
· Faculty mentors and departments provided continuous guidance on product design, quality improvement, pricing, branding, and customer engagement.
· Entrepreneurship and skill-development sessions were organised to enhance students' business and marketing competencies.
· Departments coordinated production schedules to minimise conflict with academic activities.
· The institution organised "Sales Day" and other exhibition platforms to provide students with direct market exposure.
· Peer learning and teamwork were encouraged to improve product quality and confidence.
· Students were encouraged to use digital payment methods and social media platforms for wider promotion.
Resources Required
· Financial support/seed money for procurement of raw materials and product development.
· Exhibition stalls, display tables, and campus space for organising Sales Day.
· Packaging, labelling, and branding materials.
· ICT facilities, internet access, and digital payment infrastructure (UPI/QR code).
· Faculty mentors, entrepreneurship trainers, and resource persons.
· Audio-visual facilities for product presentations and demonstrations.
· Collaboration with local entrepreneurs, self-help groups, industries, and government agencies for training, exposure, and marketing support.



