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U1 
TRANSACTION METHODS IN HIGHER EDUCATION 

 
1. U. C. Vashishtha,  2. Ghanshyam Gupta, 3. Bhavna Mathur 

University of Lucknow, Lucknow 
The time, when teachers in higher education could simply follow the teaching methods that they 
experienced as students is drawing to a close. There are several powerful reasons for this: a 
falling level of real resource per student, an increasing focus on teaching quality and 
developments in technologies for communicating and disseminating information. Today, the 
society demands such an education system which transforms the students into holistic beings; 
with equal emphasis on the professional and spiritual development. This paper aims to look at the 
future of transaction methods in higher education.  Aims of higher education are definitely 
different from those of primary, secondary or even higher secondary education. Teaching 
methods are mainly guided by aims and here we shall discuss these two with respect to present n 
future quality education. 
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U2 
WOMEN׳S EDUCATION FOR WOMEN׳S EMPOWERMENT 

Urmila G. Gamit, Sree S.R.Patel B.ed. College, Palnpur Patia, Surat, Gujarat 
It has been observed that the happiness of women depends upon their education. Highly educated 
women are found more confident, more powerful and more successful in their life and career. 
Poor, rural women experience lot of problems in their personal life A small scale survey was 
done to know how and what way the women׳s education made women empowered .The title of 
research study was, "women׳s education for women׳s empowerment." 
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