Courses Taught At KFUPM
	Semester
	Course Code
	Course Title
	Section Number
	Enrolment
	Students Evaluation

	Fall 2000
	MGT 410

MKT 375
	02

03
	Org Behavior

Service MKT
	21

17
	8.64

8.71

	Spring 2001
	MGT 440

MGT 449

MGT 449
	02

01

02
	Int'l Business

Strategic MGT

Strategic MGT
	27

41

40
	9.19

8.20

7.45

	Summer 2001
	MKT 301 MKT 410
	01

01
	Principles of MKT

Consumer Behavior
	22

28
	8.50

9.35

	Fall 2001
	MKT 320

MKT 450

MKT 450
	02

01

02
	Sales MGT

Marketing MGT

Marketing MGT
	20

19

20
	8.55

8.09

7.48

	Spring 2002
	MKT 513

MKT 340

MKT 340
	01

01

02
	Strategic MKT

Retail MGT

Retail MGT
	21

35

25
	9.17

8.29

8.37

	Summer 2002
	MKT 301
	03
	Principles of MKT
	35
	8.55

	Fall 2002
	MKT 450

MKT 450
	01

02
	Marketing MGT

Marketing MGT
	28

48
	7.22

9.08

	Spring 2003
	MGT 449

MGT 449

MGT 449
	01

02

03
	Strategic MGT

Strategic MGT

Strategic MGT
	65

68

57
	8.18

8.26

7.88

	Summer 2003
	MGT 301

MGT 301
	01

02
	Principles of MGT

Principles of MGT
	60

60
	8.33

8.35

	Fall 2003
	MGT 449

MGT 449
	01

02
	Strategic MGT

Strategic MGT
	60

60
	8.82

7.66

	Summer 2004
	MKT 410

MKT 410
	01

02
	Consumer Behavior

Consumer Behavior
	17

27
	8.11

8.33

	Fall 2004
	MKT 301

MKT 520
	05

01
	Principles of MKT

Int'l Marketing
	50

13
	8.72

9.18

	Spring 2005
	MKT 340

MKT 340
	01

02
	Retail MGT

Retail MGT
	50

50
	8.17

7.67

	Summer 2005
	MKT 301

MKT 301
	01

02
	Principles of MGT

Principles of MGT
	55

55
	8.10

8.62

	Fall 2005
	MKT 301

MKT 520
	05

01
	Principles of MKT

International MKT
	40

20
	8.66

8.44

	Spring 2006
	MKT 410

MKT 410
	01

02
	Consumer Behavior

Consumer Behavior
	81

63
	8.78

8.82

	Fall 2006
	MKT 420

MKT 520
	03

01
	Int'l Marketing

Int'l Marketing
	40

27
	8.38

8.02

	Spring 2007
	MKT 420

MKT 410
	01

02
	Int'l Marketing

Consumer Behavior
	30
	

	Fall 2007
	MKT 520

MKT 521
	01

01
	Int'l Marketing

Buyer Behavior
	17

10
	9.66

9.34

	
	
	
	
	
	


· Distinguished Teaching and Research Faculty in areas of Management and Marketing, year 2002, 2004, 2006 and 2008.

Courses Taught at Various Academic Institutions
(Courses taught since 1985 at various institutions in USA, Singapore and Saudi Arabia)
Business Administration:


Tourism and Hospitality 


Strategic Management



Franchising Management

Purchasing Management



Hospitality Marketing

Organizational Behavior



Tourism Destination Marketing
International Business



Lodging Administration
Strategic Marketing



Front Office Management


Marketing Management



Food & Beverage Management
Consumer Behavior



Travel & Tourism Industry Studies

Sales Marketing




Hospitality Cost Control


Service Marketing






Marketing Research 

Human Resource Management

 

Logistics Management






Retail Management






Business Communication

Financial and Managerial Accounting




Accounting and Finance


Curriculum Development

In curriculum matters, I played a key role in the introduction of courses such as Advanced Marketing Research, Strategic Marketing, Management, Hotel Administration, Tourism Marketing and Franchising at SUNY, NTU and KFUPM. I served as chairman of the Marketing Curriculum Committee of the CIM at KFUPM in 2000-2004. Three recent curricula; Hotel Administration, School Management, and Pilgrimage & Umrah Management that I developed are being introduced at three campuses in Thurraya College in the Kingdom. All these three programs are unique in their nature in the Kingdom. In particular, the program concerning Pilgrimage & Umrah Management was somewhat a challenge to develop as no such precedence existed before in any university throughout the world. I also served as chairman of the curriculum design committee for the Center for Human Resources at SUNY in 1992-1994.

Recently, I developed two programs for Edward Medical College in Lahore. The degree program is Hospital Administration for MBA and a technician program is Paramedics. 
Innovation Used in Teaching/Learning Processes

From my long standing in the academic profession, I found that the interactive and participative approach to teaching a course appeals to students. This approach greatly improves the quality of their learning experience. The following are some of the innovative approaches that I commonly use in my classroom.

1. Small Group Exercise

I provide short approximately 20 minute experiential exercise and ask students to divide into groups and discuss a scenario concerning some aspect of the their subject matter. For example, a scenario of Strategic Marketing might require students to discuss how would they reengineer the structure of a greeting cards company to increase the speed of product innovation.

2. Using Web as a teaching tool

Just like no one glove fits all hands, no one teaching method meets the needs of all students. Mature students that are returning to school after working some time in the business world tend to be more independent and prefer to learn with little direction. To meet the needs of these students, I am using Web as a supporting teaching tool. I place most of the lecture notes and slides on the web so that students may enjoy access at their convenience. Since notes and slides are available on the web after the lecture, students spend less time taking notes and focus more on topic and meaning of the lecture contents. 
 

Several students have expressed satisfaction with this method, especially those that are Web-savvy
· The Internet exercise requires students to explore a particular web site and answer chapter related questions.

· Provide a case study that was written in the past and ask students to update it with the help of latest information available at the Internet

· Provide an emerging topic initiated by Saudi government such as tourism, service management in the Kingdom and ask students to retrieve information relevant to the initiative to discuss in the class (if time permits) or write a mini report.

· Ask students to write a report based on the information that they could retrieve from the Internet relevant to an interesting global topic. For example students could be asked to write four-page report on the ‘Challenges of Globalization Confront Arab Market Economies’.

3. Instructional Videos

I have personal collection of video movies for instructional purposes. First I will give a brief introduction of the subject mater then I will show a video clip for about 10 minutes. Following that I will generate discussion based on the episode. In that way I can easily involve my students discussing the concepts of the subject matter.

4. Case Studies:


In marketing courses, students will be required to analyze selected cases from marketing perspective. Students will be divided into small groups of 3-4 students. Each group will be given a case to analyze. The classroom is treated as a Board Room and students will be the Board of Directors. Each student team is considered as a Consultant Group. The student teams have to defend their case analysis and the recommendations in front of the Board. Teams will be evaluated for their analytical, communication, presentation skills and ability to defend their recommendations. It is a simulation of ‘real life’ business scenarios.

Cases will be selected to represent various sectors of business including manufacturing, services, information, finance and banking, entertainment, small business ventures etc.


5. Company Profiles:

Students, in small groups choose a company to study for the whole semester, update the information of that company, and analyze the company using a case analysis format provided to them in their first day hand out. The chosen company must be an active and ‘live’ company currently in business.   For example students might select Saudi Airlines and, using the case analysis guidelines provided to them, they will collect latest information Saudi Airlines’ top managers, mission, ethical position, domestic and global business strategy and structure, and so on. 

 The written report is their major class assignment and their case presentations as the climax of the semester’s learning experience. The students are given a standard format as to how they could prepare for their presentation to obtain maximum grades on the project.


Developing Business Plans:

In selected courses, students will be required to develop a business plan. Students will be divided into small groups of 3-4 students.  At the beginning of each semester, students receive guidelines for business plans. Based on the provided guidelines, students will be required to conceptualize a business. Conceptualized business will be supported by marketing, operations, human resource and financial plans. Business plan must also include a vision/mission statement, followed by a long-term strategic plan.
 
Our past experience with this teaching method clearly showed that a great majority of students truly enjoy developing business plans and appreciate the value of developing them.[image: image1.png]



