Activity Report - AIIC Zoology Unit
Quarter 4 (June to August)

Title of Event: . Session on Achieving “Value Proposition Fit” &
“Business Fit”

SDG : SDG 8

Date of Session ; 18. 08.2025

Unit Coordinator : Dr. A. Rajalakshmi and Dr. Stuti

Mode of conduct : Online - https://meet.google.com/way-jnwj-xvq
Level of Activity : 2

Number of Students participated : 145

Poster/Banner/Brochure of the event:
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Session on Achieving “Value Proposition Fit” & “Business Fit”

Date : 18.08.2025 Mode : Online Time: 04.00 P.M.

Resource Person

Dr. A. Senthilkumar M.B.A., M.Phil, Ph.D.,

Assistant Professor & Head, Department of NManagement,

The Tamil Nadu Dr. Ambedkar Law University, Chennai.
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ACTIVITY SUMMARY
OBJECTIVE OF THE EVENT

The objective of the event is to foster vibrant entrepreneurial ecosystem and promoting
entrepreneurial attitude among the students of both UG and PG Zoology and also to facilitate
startup development opportunities for them.

KEY OUTCOME

The session emphasized the importance of dual alignment for small and medium businesses
externally with customer needs and internally with business capabilities. It introduces strategic
tools like the VValue Proposition Canvas and Business Model Canvas to help businesses identify
customer jobs, pains, and gains while aligning internal resources and processes. Through step-
by-step implementation and real-world case studies, it highlights how achieving both value
proposition fit and business fit leads to sustainable growth and competitive advantage. The key
takeaway is that continuous alignment between customer expectations and internal strategy is

essential for long-term success.
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Why it matters for businesses:
* Customers have limited attention and loyalty.

* Competition is fierce, with larger firms often X
dominating markets. B 8§ : K

* Fit ensures differentiation and customer SHAEIN Kotisave) ARCHARGR=
retention.
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