CHAPTER 6
CASE STUDY 5

STRATEGIC MANAGEMENT MODULE s J

TOWARDS SUSTAINABLE GROWTH OF USIMY.

6.1 Preamble Y‘

The fifth applied research case is related to the mana e!n ctor. For
any organisation, strategic planning is a process determi ’o d{';\zg— the
organisation from the current situation to the desi |rect|9n ft futurQ.. n other

words, future oriented means; the direction in which the \ﬂsatlon Hﬂd look into

in order to achieve the expected future o s pr 1te or theQext five (5) or ten

(10) years. It should be measured ba d d na f the internal and external
A
environment of the organlsatlon Iy,na com ete aﬁ%‘blg picture and clear

framework should be planne ie ed and_| |t state of the organisational

environment, on the t ection of the ’orga sa‘tl 'ﬁj must be understood by the
anisati

community of the or St | anﬂ.l ﬁ@hould be made comprehensively by

looking at curren&s aci l amsal,@ formulating appropriate action plans,

|dent|fy|ng re rim ﬁ?\ggctlﬁt%b}ans and monitoring. It is to ensure that all
d

strategl atlv bﬂ d implemented are in line with the vision and mission
b4

of the tlon \3~
NS

; hus the 5" case research will see how the strategic plan outlined by the
V

ategic planning which is ‘Empowering Financial Sustainability’. This is the focus of

ersity can be achieved and well executed especially in the 5th Thrust of the USIM’s
S

this 5™ case research and will be deliberated further.
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6.2 Introduction

Public universities in Malaysia need to transform to stay relevant in ther
education market and to fulfil the aspiration of the National Education @t for
Higher Education. The Ministry of Higher Education announced‘t&niversity
Transformation Programme (UniTP), through the launching of the Malaysia Education
Blueprint 2015-2025 (Higher Education), or the MEB (HE). \ﬁversities have a
different starting point, this UniTP is to guide and assist p Yui:er'ities in creating
and implementing their own tailored transformation pla very uni .strives in

Y
wanting to be the best to maintain as the first choi ong its stakeh r‘. 'L@.'higher

educational institution is in search of a sustaina pro(@ h stga{ggy.
T

In strategic planning, the main obje M orda(]isat nis t@] competitive
%@ &

meaning hov@e institution does

advantage. Competitive advantage ca

anything that is exceptionally well c%ed to itmxc a{q?fering better customer

@
service, producing innovative and Jow priging W@Tmeans having something
unique that separate it apart eirr petitors. U offers a unique model as her
delivery of knowledge%x ntegr? s bo }r{e Qaled knowledge (Nagli) and the

acquired knowlew&% .

Nlo
P
'tra)éeg:;f’ectively as it adopts a balanced approach

i)
This uni ess feeds
tﬁn\ A
between t@/' al and Zi a‘r gggcts, not only in the academic programmes

u
offered,% widely. practised throughout the university including

administration and managemeq\f‘l}éels.

d
N
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6.2.1 Issues and Project Brief

USIM has outlined its Strategic Planning for year 2016-2025. Howe ver,wg
been revisited in the Workshop on University Strategic Planning, which (ﬁ don
22-24 February 2019 in Royale Chulan Hotel, Seremban, Negerl‘gxbllan The

outcome is the document as shown in Figure 6.1.

M Strategic Pla,@'(g 2016-2025(2019)

&\;USI
Flw T ? i)f U@ s Strategic Plan Document

Aﬂe@ebate an éé"the final version got the approval of the Board

of M nt on A 20‘29 The new strategic planning for USIM which

CONQ of six (6) Thrusts a&?mwn in Table 6.1.
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Table 6.1: Six Thrusts of USIM’s Strategic Planning

1. Moving Towards 2. Strengthening and 3. Producing Balanced,
Barakah Campus Innovating Academic Holistic and
Programs Based on Entrepreneurial
the Integration of Graduates Based on the
Nagli and Aqgli Integration Model of
Knowledge Nagli and Aqli
Knowledge (GINA)
4. Empowering 5. Empowering Income 6. Produce Outstanding
Research, Generation and Administrative and
Development, Financial Academic Talents
Innovation and Sustainability Based on the Qalb’
Commercialization Leadership Model for
Based on the Universal Sustainability
Integration of Nagli
and Agli Knowledge
Through Strategic
Collaboration, Co-
Learning and
Research with Top
Universities
6ource U Stra@& Planning (2019)
\\5
The new strategic plan in t m‘%cess that requires huge
efforts from every level in or the e of;éﬁs applied case on strategic

management, the FlfthtSth)%rust 4mpo e l1ng me Generation and Financial

Sustainability’ has been chgsen a% 5 f discussion. The thrust has been

instructed by the na@he ping out the strategies and execution

activities in t e unive s}}’s @S‘a’{eglc plan. This is also in line with the

Minister’s rform nce Ind Q@PI) for year 2019 as outlined in the 2" Thrust

of th er’s (KP wﬁ'lch\‘é/'(éted that, “all public universities need to find
5

t atives resources for 1nc}1e generation”. (Minister of Higher Education KPI,
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There are three parts in a Strategic Plan. The first is the mission statement that
sets the long-term goals. The second is the listing of the initiatives that the orga
will carry out as part of its fulfilment of the goal, and third is the mplen@ and
the impact of the initiatives on the resources. Amrollahi and R s, (2017)
recommended rules for strategic planning to prevent from fallmvthe trap of
focusing on internal matric and not the external customer. One rules is to keep
the strategy simple by focusing on what will attract cust r‘r.ate]gic Planning as
defined by Mohamed et al. (2014) is a process practi in th o‘?ga@on which
enables the organisation to identify the direct path t jeve its long- r'n @Ctives

as guided by the vision and mission statemen is¥sets ag’ i an,T what the

organisation inspires to be. Figure 6.2 in tes e se i strat@management

process. For USIM to stay relevant, t 7& :nvamonal fth@‘ng might be slow

and thus require a transformation. novatl an @vstrategles need to be

created to make the competltlo&nt (le ub% , 2005).

Establishment of Formulation of Implementation Strategic
Strategic Intent |  Strategies of Strategies Evaluation

Source: Mohamed et al., (2014)

0 Figure 6.2: Phases in Strategic Management Process
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USIM has developed specific strategic alternatives for its strategic plan. The aim
for it is to ensure sustainable growth and development, and for USIM to move Td
as an institution which pioneers the virtues of revealed and acquired knov\@low,
is the need for the implementation part on how to implement and the new
planning. Stated in USIM’s vision statement: To be an advancedylslamic Higher
Education Institution for universal well-being. \/

Firstly, for any execution of strategies, the university K:ir]to consideration
in whatever strategy to be carried out, is to identify is the best_strategy to be

‘X

se, the university s to
L
s are! P stakeholders as

up ch n%zi‘rect interest
in the organisations as well as ar@d in econemic l@éhctions with the

organisation’. In this context, USIV\@jhe ed@\%ﬁov' , the main stakeholders
are the students who would Iikxﬂ%.le th(.ffr hig aedu(cgpn'?. On the other hand, the
secondary stake holders ar rhh or hﬁé:ho@not engaged in a direct way
or in the economic co@tar}lbm}grhm@t%y and general public.

Initially, befor%geneia fon, ectio@ execution of any strategy can take
place, a comp@e nt nalysis must be carried out by any

implemented to execute those strategies. For this

identify who are the primary and secondary st

=

!
¢
organisation f arious pers ctﬁesc%aely, the external and internal environments,

%v NN
resources a location needed toi@lement those strategies are in place and finally

con@tor to ensure the p@r’ measures and actions had been taken accordingly.

\r all, the most vital part is to strategize and to achieve competitive advantage

6 gh being different.
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The Top Management must be concerned with integrating university activities
and allocating resources, so that present strategies can be met. In the process of p?ﬂq
the strategies, it is important to appreciate that decisions are not taken in a@l but
that any action taken in organisation is likely to be met by a reaction from*e affected
who are the competitors, customers, labour force or suppliers (Moham al., 2014).

In order to accomplish these goals, USIM needs to be aggreMnd the message

needs to be well communicated among the entire communi uni\'ersity. This new

strategic planning involves a transformation process t equir sWorts from

an should cqn@nted

ul. \4'
|c ea mpo@g of strategic
management for an organisation. They&c@ oversha by@»aﬂonal tasks that

arise from everyday business practl@d fallela' ‘t_c_z V th ‘;{%Fs eye view to see the

goals and challenges in a br ntexf‘ over, d&(@/ are often not able or

every level of staff in USIM. A comprehensive strategi

with an implementation component for it to be

=

Many managers often do not realize

>

oncluded t tthe@ a positive relationship between
4

strategic planning {@rpora‘ \rfgr @e goal of having strategic plans in

organisations is,to bli ive ej\i-{mque capabilities to gain competitive

!
advantage in t%rket acet ug'h ferj lating and implementing effective strategic

plans. b g u): §

&ra factors were takan}fﬁto consideration, comprising both the internal and

competent to carry out necegea\Ma er- ageme.‘@analyses (White etal., 2016).

However, several stud

e factors of the university especially the general environment factors, the
:ec omic situation of the country, demographic changes, changes in the government
gulation and changes in current technology. All of the above has led to the
establishment of the 5™ thrusts of the strategic planning of USIM which is to achieve

sustainability.
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6.2.2 Problem ldentification

Based on the information obtained from the Bursar Department otgw,: the
Management budget for the Operational Expenditure (OE) received am rom the

government for four consecutive years (2016-2019) are as stated in 1?'!.2.

6.3  Analysis of Issues z '

Through the years, it is clearly stated that the expenditure OM than the

Y
budget received. From the statement of income in t four; co uﬁvg{yaars as
shown in Table 6.2, a deficit amount of moneyvportﬁ icit iqggates that

hg,am

with the current financial status and scen

not able to self-sustain its expenditu@j‘uis clear\h'e!bi‘;
%ce % i

dget #eceived from the

t

&
fror@ue government are
{{%é government support

would no longer be adequate iversities in full. As a result, the
university needs to use th%l I rces oIIe§ from tuition fees and other
source of income fro ilitres ren uJ)}Apéla'te for this financial shortage. It
indicates that the'@sity @ geneg:}r,evenues for its operations and is
limited
¢

struggling! Due\ fu Yed f@&he government, several projects planned

earlier by t niversity/had.to e{ut@‘?old. For instance, the building construction
Y

of new % al coll stuoI‘i% and teaching hospitals for medical students are

am affected projects. @’

6& Criticality of Issues

By looking at those scenario as specified in section 6.2, various efforts need to be
done to generate an alternative income for USIM. This is in line with the Ministry's

Blueprint plan under the Malaysian Education Blueprint 2015-2025 (Higher Education)
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whereby financial sustainability has been highlighted as one of the principles. Today,
with rising costs, Higher Education Institutions needs to redouble their efforts t
that the survival of the university is not affected. In other words, HEIs arec ged

to generate their own income through various resources in orderm&i e their

dependency on the government funding. Y'

In fact, if the trend in Table 6.2 continues, what can hap emhing is done? It
is hoped, with this case research, it will provide as one of ; tl\‘es in generating

revenue which may compensate for this financial sho and m red for its

: N
operations. % | _{—)
An important issue pertaining to USIM's viewas raised % the Vice

Chancellor during a special meeting with all, USIM’s

15, 2019. The Vice Chancellor has r&afor the

plan which is ‘Empowering Inco neration

gl @Sustalnablhty to be

addressed as an important issue %pa ﬂs substantial e financial sustainability

&
of the university. For this r on, Flll t hasb%iér chosen as the focal point for
this case study researc { 0’
s $ &
N | \ %(J
6.3.2 Case$S jecti 4(/

The CE:g@rch d th b}gctl&ejcgn this area need to be generic in nature as it

needs toflo om Perspe%/e To answer the research questions as stated

abo ectl 1.2.2, the objec(ﬁ;’s are stated as follows and derived from the direction
OE . Out of the six strategic thrusts, thrust number five (5) had been selected to
the case requirement as well as to confine within the time constraints faced.

@ Thus, the objectives of this case research would be:

a. To explore and identify possible new sources of revenues generating strategies
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in order to realise USIM’s 5 Thrust specifically on ‘Empowering Financial

Sustainability T
b. To evaluate the top few strategies that are of high potential an M to

prioritise them and to recommend serious action plan to make a reality.

c. To chart a blueprint for its execution. ?

In order to achieve the strategic plan that has been ou?ﬂ'by the university,

n Qe\lax;)ged as new
*s50 T . Fhe'seope
N
_ B J ;“) _
of generating revenues is not limited to program e form of research, ulting,
infrastructure management or training alone. EWIQ f W nd res@‘ées can be

creatively and innovatively redesigned fo Wpo e. &

In fact, there are top few strategies that arPoQ’li ote& ources of income

specifically in the Fifth thrust, various initiatives and str

sources of revenue generating strategies in order to realise

and be able to prioritise in achlew i tr(]‘r nqﬁ;éstrategles are through:
i.  Expansion of USIM’s ac p to in se students’ enrolment.
ii. Rental of venuquacmtl and qulp,@a by organizing sports events for
_ s .'

the public. | g %
iii.  Increase Mdf M@qf) Ca@.endowment fund through potential
_ !

e importance of conducting this applied research is to define and align with the
eglc planning of the university in the right context and approach as well as examine
he present issues on the ability and capability of the university in achieving success in

its strategic planning. Therefore, it will contribute ideas on the execution of the

404



strategies that may contribute in achieving what has been outlined in the strategic

planning of USIM. Y.

The outcome of this study is expected to generate ideas, strateg@ and

strengthen the university's income generation activities. Through this search, it
is hoped that it is not only contributing ideas for generate income but Will bring benefit

to betterment of the nation, local community and provide opportunitiésto improve skills

and career enhancement through education. T l
Q N
6.4 Literature Review ? ' :\Q}T
6.4.1 Introduction b 4 \,‘T
This section covers the conceptual 'tiY:o
critical evaluation of the current theori %ategic
also cover the recent empirical res% oneﬁ%n‘x
factors that lead to the suc%im ementatioh @trategic planning of an
N ;\9 A

%Y.\‘Ii“j"&

6.4.2 Strategic Plﬁqing an

=2
D

The Iitera&&in is fie l of d@nct but complementary strategic planning
Vv

concepts. Qte&' planni vol @a variety of specific processes aimed at
W-Z'tua

establisw i
rategic plans in organisation already know a great deal about what would go

do it. Nevertheless, the preparation also helps explain the organisation’s goals and
guarantees that all key members are fully aware that several strategy plan phases are
much more relevant than the strategic plan document. Strategic planning starts with an

evaluation of the current environment, analysing factors beyond the company that may
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influence the success of the company. According to Tapera (2016), a strategic plan is

a tool for defining the organisational direction and therefore determines the ob]?o!s

and goals of the organisation that are as realistic as possible. Further, he m that
strategic planning would result in innovation and creative ideas whichWen be the
base for the organisations future. A good strategic plan should there be innovative

and based on creative ideas. \,

Pitt et al., (2017) has clarified strategic planning in o oCtab ish and maintain

———

continuity with the priorities and resources of the nisati nw evolving
®

opportunities. He suggested that strategic planning to identi arp _@d an
approach that will contribute to positive inc grovvtﬁ. egy is'a specific

framework for how companies succeed and% rat

goals for success. Strategic managemm Iora by ana

weaknesses of an organisation, taki advanta\(%s | opportunities and

N
mitigating its external threats Iemg‘ (Shafriiz, ('?shfski, 2018). Strategic

~N N
planning is all about achigvin d’ i ov@ efficiency and returns and
Ch

e entife task of a@’ganisation, by defining what the
4 ¢ &

com réﬁénsive plans to execute policies and

i requi@“x achieve the
thg the @‘mal strengths and

strategic management

business is all about4Anso et.a
This wo include
o e
strategies to organisational goa{s:J d strategic objectives. In the same way,
Y

Papulov, azova (2016), see pl&ning as a deliberate and structured process in

AN - L S . o
whi ision-making is tak{n}dn the priorities and activities of an individual, a
@qity, a work unit or an organisation. This provides individuals and work groups
:w a map for their potential jobs. In supporting this claim, Papke-Shields and Boyer-
right, (2017) describe strategic planning as an organisational activity that is organized

and well-defined to clearly identify the company strategy and delegate executive

responsibilities. From these diverse opinions, the overall and basic definition of
406



strategic planning be a mechanism for determining organisational goals and policy,

defining the strategies required to accomplish goals in line with the objecti
defining methodologies needed to ensure implementation of policies a@ams.
Bagheri (2016) states that the strategic planning process consist ree main
components that help to make the vision or purpose of an organisatiog” concrete. That
include the strategic review, strategic option and strategic ream. The strategic

analysis involves setting the course of the company in t ZVisirn, purpose and
0

objectives. It also means articulating the strategic goal o rgamisation@nd focusing
®

efforts to consider the market climate. Strategic choic ude the cre orj, @ment

and selection of the most suitable strategy. ge of st imgllgﬁentation

consists of implementing the appropriate pelicie andw‘e& ing mgé;;ms to help

turn the strategies chosen into actiona@. 6

DS

: . N
6.4.3 Strategic Decision Pro % )
\S &
The strategic planni rocess cln ers, the %v\@'e range of decision-making
activities and the chall%iing by @an or, 3{1‘5@. The strategic planning process
s

&
is as critical as the Qa\lstratei; ecuti ickols, 2016). Nickols, (2016) also
proposed sever &gic i lphasaﬁfrhcluding the strategy creation process,
¢
which discu % design sta ofa scr_%?egic planning exercise, and which would fix

Y
problems” suchwas wjio_wi Pe res@sible for what? The next step is the step of

T
formulation. The following pr@s’es in the formulation of plans were highlighted.

3
N
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According to Bryson (2018):

a. Environmental Analysis: The environment in strategic planning emp isg the

need for organisation to establish a link between their interna!a%xternal

environments.
b. Resource Analysis: This is an inevitable means of identi%Ze strength and

weaknesses of a firm over its competitors.

c. Determination of the Extent to which Strategy Ch IStreq |rld This is a top-
level management decision on whether to modify the existing,s ateg@f its
implementation. -\

0 4

Y'
n how i t@t’o be done.

d. Decision-Making: This bothers on what tegy

e. Implementation: This requires the tic

implemented through a process aII{tiog
organisational structure to q(t@ strah%v
e%at

_ “« Qs
for carrying out the ch\ eg%}
f. Control: this is to e that plefentati being achieved in line with
( : [
objectives and In nfor h.'thg/ chosen strategy. This may be

accomplis}Q stab sh n plan unit or forming a review committee

made fM level ma gerls C—)O

chOﬂt strategy. It is
res@es adapting the
A

rea &an appropriate climate

>

é‘

c%

C‘

e a?n W| @he most difficult aspect of strategic planning
conmst& ecuting what is Q@X ed and alarmingly when there is a strong better

f success than the |n|t|al plan, and then modifying it according to specific

changing circumstances (Papke-Shields, 2017). The final stage is the evaluation and
v

iew process. This process includes the monitoring, assessment, and review of the

plans. This is important to ensure alignment between implementation and the strategic
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guidelines described. In the strategic planning process, the internal and external factors
influencing the organisation will be continually focussed. In the assessment proo?ﬁe
conditions within and outside the organisation must be constantly assesseo('}

The need to consider adjusting to the short-term business pl eturn the
company to the path set by the Strategic plan and the scorecard signify'major changes

in terms of terms or results. Any changes to the annual shor -terNsiness plan will

also comply with the long-term strategic plan criteria. ituationsy where changes

onsid ra\’ren\idkely to be
"X

needed for improvements to the strategic plan. In cenarig, re ti']g .@ of a

cannot be accommodated in the short-term business pla

strategic planning cycle helps to return busin gc@ sati\/ onsumer
needs (Ramirez & Selsky, 2016). \, o\ é\‘r

6.4.4 Strategic Planning in Higher Educati \hq([T.lti rﬁHEIS)

i education (IHEs) to adopt a more

there has been a lﬁ\ [
"'strategic thinkéo glvettj%’strategic planning process a whole new
meaning. T Q!s}wtial

conductinginternal an fal

nmental scans, determining strategic priorities,

d@ i tion pl @fﬁ tant parts of thi (Hinton, 2012). It
an ping an action plan Important parts o IS Process inton, .
N

requires HEIs leaders to assess and integrate information supplied by all stakeholders,
imple

Qvans, 2007). In other terms, it was considered a means for HEIs to articulate a

compelling mission and vision to prioritise available resources around its vicinity.

menting a strategic thinking strategy is more sensory and stakeholder driven
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Stakeholders were able to collaborate on the HEIs' future path as a result of the
approach. The planning process was deemed inadequate due to a lack of de?m
implementation of the plans generated (Hinton, 2012). HEIs were and c@% 0 be
expected to demonstrate how well they are carrying out their objective.
According to Williams (2021), strategic planning in HEIs, is the prmy which “a
department or university will define its distinctive niche focu itsNrces on a small
number of strategic efforts, discarding tasks that could, s er'art being done by

others.” \d
@

Williams (2021) defined strategic planning in allows le rq t()_\%mine

existing concerns and future trends, as well as t

tutic@?ébility to

rativ@gr:ner. It aids

achieve its objective, in a systematic, st

leaders in forming a vision of what twa i

effectively in a new environment. It&sengag

important. % Aj
6.5 Models and Formu ezsed ’ I 0.
’ ’ &
There are %sm@w ing and models across the strategic
management diw hi gnectrj%'felp organisations to develop their action
¢

plan in ordefwieve heir ale'. TQ/ me a few, the Balance Scorecard Strategy
IS

=

Map, w isual’tool ijgned@early communicate a strategic plan and achieve
the organisation’s goals, the V@'Framework which relates more to the organisation’s
\% \tatement rather than the overall strategy, Porter’s Five Forces, the execution

ramework that brings impact and profitability of an industry, SPACE matric model,

hich focus on strategy formulation for organisation, the Boston Consulting Group

Model (BCG), which stressed on gaining competitive advantages over others and many
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other models. However, for this case research, the SWOT Analysis and the Blue

Ocean Strategy (BOS) are seen as the most appropriate models to be used d

principles to overcome the existing scenario by comprehensively ide@ and
analysing the capability of organisation. By using the SWOP*ysis, the
organisation may identify areas that they are doing well and in \w areas needs
improvement. On the other hand, the BOS is for the org nw to develop in
‘uncontested market space’ (blue ocean) instead of a eZSpa(ie that is either
developed or saturated (red ocean). Further, thesetwo m serv aWdeline and
o
principles that guide organisations through the for ion and e ufo&f%"their

strategy in a systematic risk minimizing and o maximizi mar1Qe§{~

.y

6.5.1 SWOT Analysis Model \(f)

Strengths Weaknesses

Threats

Q T <Source: Humphrey (2005)
\ i 4:1s iz lysis Model
|ur.:V&éIJnaS|s ode

(f) ’ s ’

O

d

plannina S an acronym foragu ngths, weaknesses, opportunities, and threats” as

L@at the beginning of any organisations strategic
S Nn Figure 6.4. The model was introduced in 1960s by Albert Humphrey, a
gement consultant at the Stanford Research Institute. It is a framework for

alysing the organisation's strengths and weaknesses besides opportunities and threats

that the organisation could overcome. It helps the organisation to identify its strengths,
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minimize threats and take the greatest possible advantage of opportunities available.
Strengths and weaknesses are considered as the internal and controllable awﬁts
performed. Meanwhile, ‘opportunities’ are the favourable external envi ntal
factors that can assist the organisation achieve its strategic objectives. Mreats’ are
the factors that can prevent the organisation from achieving its objectives.

In today’s scenario of Higher Education Institutions, the emendous amount
of competition in search of a sustained and profitable gro Xz

y. |SWOT analysis

will involve the identification of an organisation’s stren weakne ortunities

and threats. % J | _\c}‘r
b 4 \,Y‘

6.5.2 Blue Ocean Strategy (BOS) Mod\’ Q\> %\

How to Create Uncontested Market Space
and Make the Competition Irrelevant

W. CHAN KIM | RENEE MAUBORGNE

Source: Kim & Mauborgne (2005)

s’
O
% ? ure G@Iue Ocean Strategy
Y.
lue Ocean Strategx@sS) is a strategic planning model that developed in a

bo the same title in 2005, titled “Blue Ocean Strategy: How to Create Uncontested

et Space and Make Competition Irrelevant” as shown in Figure 6.5. It was written

y two prominent scholars, Kim and Mauborgne (2005).

412



The Blue Ocean Strategy will be the best model to be applied to this scenario
particularly when it comes to discuss and meets USIM’s strategic planningw
focusing on the 5" Thrust. q

BOS model highlights the principles that every organisation can cessfully

to formulate and execute blue ocean strategy. The six principles are: ?

a. Reconstruct market boundaries. T
b. Focus on the big picture. '
c. Reach beyond existing demand. .\dv
| | |
d. Get the strategic sequence right. -
0 4
<

e. Overcome organisational hurdles. Y' \

f. Build execution in strategy. (\/: W &

The first four principles aim togminimise t M th Wlation process while
N

the remaining two principles @e the risk thgigiecution process. These
principals will guide the Management i nowv\\hxlch are the possible risks that
will be encountered by th %anisatiln. st Q@ conventional strategies would

:
focus on customers which

Blue Ocean Str@ wil at th&?y-%up of customers but rather at the non-

customer grow
in Blue %&trategy, he ided is @nvert non-customers to become customers.
and

¢ . .
he comm IIleiJe een the non-customers. In a simple word,

I

& Mauborgne (2005),described the Red Ocean as industries that suffer
N

crowded market space. The number of competitors and the intensity of

etition increases price competition and reduces product differentiation. Red

C
ceans are areas of intense competition that are analogous to blood-stained shark-
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infested water. On contrary, Blue Oceans are areas free which free from competitors.
They are market spaces created by companies to avoid competitors. They OTE
possibility of profits and success and great customer satisfaction and thu@b new
demands by changing the basis of competition. To do so, organ&& must be
innovative and the heart of the Blue Ocean approach as in markWnd product
development, is customer knowledge. Thus, the key to avoid disastreds competition is
to leapfrog over the competition to serve customers in ne S. '

The Blue Ocean strategy is "a consistent pattern ategi tWehind the

9y
eated father thah i@ht for
08). Th , the\,me Ocean

creation of new market and industries where deman

and the rule of competition is irrelevant” (Kim
strategy provides organisations with guidelines” on n‘o esca@r.om intense

competition over the same market SR ;/va}e there mit@ﬁastomers with an

increasing number of competitors @seatmg n\ﬂ%ke S where there is less

competition. Figure 6.6 show twee ocean and blue ocean

strategy. \

Red Ocean Strategy Blue Ocean Strategy

Compete In existing market space, Create uncontested market space,
|
Beat the competition. Make the competition Irrelevant.

Exploit existing demand. Create and capture new demand.

Make the value-cost trade-off, Break the value-cost trade-off,

Align the whole system of a firm’s activities with its strategic choice | Align the whole system of a firm's activities in pursuit of
of differentiation or low cost. differentiation and low cost.

Source: Kim & Mauborgne (2005)

Figure 6.6: Comparison Red Ocean vs Blue Ocean
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In Blue Ocean Strategy, it will be observed from the industry’s perspective, at the

buyer’s perspective and at the non- customer’s perspective. When the 1ntegr f

those perspectives, a strategy which unlocks our non-customers and mam@ size

6.5.2.1 Value Innovation V

Value Innovation is the strategic logic underpinnin eCear" strategy. Value

of the blue ocean will turn out.

innovation is the simultaneous pursuit of differentiationsand lo Mocuses on
L ]
making the competition irrelevant by creating a lea alue for b rs’ a@r the

organisation, thereby open up new and unconte ket spﬁc \‘F

Value innovation is achieved only vww Who‘e system of,@:{, price and

cost is aligned. It includes tools such y canva r a@frameworks, Six

path, buyer experience cycle and b t|||ty e f a %m/orks are designed to
be visual in order to not only ef mlath ectiv: <;?‘?sdom of the organisation
but also to effectively exe OS ﬂ%z‘ strategy formulation and strategy
execution. % :’;j‘-l

"4 c‘jf

6.5.2.2 Strate as Q &%
) O
Strate Q)v i a C trﬁ ({9 ostic tool and an action framework that

graphically captures, jh pple p\r&Jre the current strategic landscape and the future

pro or an organlsatlon \C}/

x
N
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High
Blue Ocean Strategic Move

° o Wy

Industry Value Curve
Te -

~  Offering Level

ow

Competing Factors

© Chan Kim & Renée Mauborgne. All rights reserved.

SourcelKinm& M?uborgne (2005)

Figure 6.7: Strategy Cal ‘\d

The horizontal axis on the strategy canvas@n in Figur, 7'ca.p‘@?es the
4 h W

range of factors that an industry competes onwves n, e the\certlcal axis

captures the offering level that buyers rectwss all key csgpetlng factors.

A value curve or strategic profile isN hic depic ion of Q}mpany s relative

performance across its industry’s fc 10 ' -"?rategy canvas allows
organisation to see in one si icture %ﬁct‘érs ndustry competes on and
invests in, what buyers rece wrt th tegi files of the major players are
as shown in Figure 6. 8% '. :l

It exposes J 51m11*r th 0 pet1 strategles look to buyers and reveals

<o _ .
how they drl%l d stry tha%@ ocean. Most importantly, it creates a
commonly aseline fof c nge&_;

T gy cah ryes t@rposes
&

It captures the current state of play in the known market space, which allows

0‘% users to clearly see the factors that an industry competes on and invests in, what

buyers receive, and what the strategic profiles of the major players are.
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ii. It propels users to action by reorienting their focus from competitors to

alternatives and from customers to noncustomers of the industry and?ws

organisation to visualize how a blue ocean strategic move breaks awa the
existing red ocean reality. A
N A:

Head-to-Head Competition Blue Ocean Creation

Industry Focuses on rivals within its industry Looks across alternative industries

Strategic Group Focuses on competitive position within strategic Looks across strategic groups within industry

group

Buyer Group Focuses on better serving the buyer group Redefines the industry buyer group

Scope of Product or Focuses on maximizing the value of product and Looks across to complementary product and

Service Offering service offerings within the bounds of its industry service offerings

Functional-emotional Focuses on improving the price performance within | Rethinks the functional-emotional orientation of its

Orientation the functional-emotional orientation of its industry industry

Time Focuses on adapting to external trends as they Participates in shaping external trends over time

occur

© Chan Kim & Renée Mauborgne. All rights reserved.

W AN

|
‘ ! ' Seurce: Kim & Mauborgne (2005)
d ‘u-/ &

tegy Canvas
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6.5.2.3 The Buyer Experience Cycle (BEC)

The Six Stages of Buyer Experience Cycle z

|  Purchase Delivery Use s - Disp

Simplicity

Convenience ‘

Risk

Fun and
Image

Environmental
Friendliness

Customer
Productivity

The Six Utility Levers

@ Current Industry Focus @ Blue Ocean Offering

® Chan Kim & Renée Mauborgne. All rights reserved.

rce: Ki
Figure 6.9: The Buyer Ex nce Cycle

The Buyer Experience Cycle (BEC)

usually be broken into a cycle of six@
purchase to disposal. c
Cutting across the stages%:uye

carries the meaning; the ways in Which

unIo@tility for their customers. By

locating a new oﬁerin% of the ]pace of thé%yer utility map, companies can
hether

s 2
clearly see how, andsKt , ea cg‘té’ a different utility proposition from
existing offerings'b or S big@t’blocks to utility that stand in the way of

I
converting n%tom S E:%cfstoéjﬁ%. Th

NS

emergin%%ries, w Dr_cg'ere i ty of room for improving a company’s utility

prow. ut in many exiswmdustries, this approach is unlikely to produce a
\

ghaping blue ocean strategy.

is approach may be reasonable in
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6.5.2.4 Three Tiers of Non-Customers

The next stage of the BOS framework is the Visual Exploration. KWd
Mauborgne (2005) created the three tiers of non-customers. Figure 6.10 @s the
three tiers of customer. Ideally, in order to grow their market share, companies strive to

retain and expand their existing customer base.

I Customers of your industry.

“Soon-to-be” noncustomers who are on Current TIER1 TIER 2 TIER3

-

Market “Soon-to-be”  “Refusing”

I} the edge of your market waiting to jump
ship.

"Refusing” noncustomers who
consciously choose against your market.

"Unexplored” noncustomers who are in
markets distant from yours.

© Chan Kim & Renée Mauborgne. All rights reserved.

o
. e a S : Kim & Mauborgne (2005)
0 '

e Tigfs of B@Customer
P 4 b
N

l
tI”‘ @ d and tool used to look across the six

>
conven% hods*af ¢ Petitio& systematically reconstruct market expectations
to ;Anew market space@ looking across alternative industries instead of

@ng in the same industry; looking across strategic groups within industries
:En ad of a company confining itself to established strategic groups; looking across the
ain of buyers instead of focusing on the same buyer group; looking across
complementary products and services instead of limiting itself to the scope of an
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industry’s products and services; looking across functional or emotional appeal to
buyers instead of accepting an industry's functional or emotional orientation;
across time instead of focusing on the same point in time as the rest of the @%\/ By
looking across these conventional boundaries, companies gain inm&,nto what
factors they should eliminate, reduce, raise or create in their offering to reconstruct
market boundaries to unlock a blue ocean of new market space. \/

Six Paths Framework has been developed as the YIZO across the six

conventional boundaries of competition to systematically jrecens

assumptions to create new market space. It enab ganisations to ‘su&ée}fully

identify opportunity across alternative industrieY ' 4 .\,T
NV o < ¥
6.5.2.6 EIiminate-Reduce-Raise-C@Rc CFi 6(

Further, BOS have four basic @SQies; an ?re ,c’lj‘rninate (those that are
N
es'b

considered as very low value f
x &
would love to get rid of), toxedu (thT atare of@vely low value but which the

industry would still w , to rai

g a‘(Q

ue t&u&tomers if offered but which are non-

e (f tors @are valued by customers) and to
I

create (new factors lha%re gin i
éean i

the uppo e%(o be the blue ocean factor) as shown in

existent at the
r\ é '
Figure 6.11 orc:lijl at!Bnit-‘é?ystematically pursue differentiation and low
NN

cost by Qe/ g theffallo Pg que@ns based on noncustomers insights gained using
th Qwh F k N
e s Framework.
e

S

i te: Which of the factors that the industry takes for granted should be eliminated?

oduce: Which factors should be reduced well below the industry’s standard?

Raise: Which factors should be raised well above the industry’s standard?
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Create: Which factors should be created that the industry has never offered?

This allows the filtering done by the organisation to pursue differﬁm and

low costs which resulted for a new value curved. A

v

FOUR ACTIONS FRAMEWORK

Raise

Which factors should be raised
well above the industry's standard? F.

A V.
-

Create

Eliminate

Which factors that the industry has New Value Curve Which factors should be created
that the industry has never

offered?

long competed on should be

eliminated ?

Reduce

Which factors should be reduced

well below the industry's standard?

© Chan Kim & Renée Mauborgne. All rights reserved.

i - -
urce: Kim & Mauborgne (2005)
(o igure y'Fo(bSl\Jctions Framework

&
? >
6.5.2. : Hurdles S&at@Execution

C.)
WSed on Blue Ocean Stafegy framework, once a company has developed a blue

ﬂﬁan strategy with a profitable business model, the next challenge is the strategy

ecution. The challenge of execution exists, of course, for any strategy. Companies,

like individuals, often have a tough time translating thought into action whether in red
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or blue oceans. But, compared with red ocean strategy, this can be especially difficult
for blue ocean strategy as it represents a significant departure from the status qv

To varying degrees, companies may face four types of hurdles(mﬁ\ltegy
execution. Knowing how to triumph over these organisational h is key to
successful strategy execution. For this matter, Kim and Mauborgne ) identified

four key hurdles to strategy execution, namely as Cognitive HurdleNResource Hurdle,

o

Motivational Hurdle and Political Hurdle as shown in Fig

Coghnitive

An organization wedded to

the status quo

Resource Political

Limited Resources Opposition from powerful

vested interests

Motivational

Unmotivated Staff

© Chan Kim & Renée Mauborgne. All rights reserxed.

h‘ T J T “Sdurce: Kim & Mauborgne. (2005)
& o
\Hurdleséidrategy Execution
&

Y
6.5.28 R &Dead s for x&u@cn’)

s
T low the ekecuti r‘vmet@s in Blue Ocean Strategy, is a process by which

%

the h&f an organisation e&@%ns its future and develops the necessary procedures

@raﬁons to achieve that future. Execution is the major job of the leader and
[

N,

execution happen through a deep personal involvement in the substance (people,

res a comprehensive understanding of the organisation. The leader can make

environment) and even work out the details of the execution.
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However, to achieve any strategy, organisation always faces numerous challenges
during execution. These challenges as addressed in the four categories of hu?cs
described above. To address these hurdles for effective strategy execution, @ghional

wisdom needs to be challenged with tipping point leadership. .\

Tipping Point Leadership is a critical component for ig the rtrategy happen.

It aligns and drives staff actions towards achieving thetew st tWed on the
oo o

entional wis ortlc_{%sthat

t% an@forts are

irec‘uore ourc@a long-time
frame. \) 6‘”

On the other hand, the tippingeg's Ieaders\s%di a;é\a*to CONServe resources

S
and reduce the execution time %ing &1 the xtlerrzgcﬁéople, acts and activities
that exercise a disproportio@erfﬁejﬁ@ce and then leveraging those
i a

6.5.2.9 Tipping Point Leadership

theory as stated in Blue Ocean Strategy, the theory on

a change in organisation is dependent on tran

«

focused on moving the mass and therefore

factors of disproportio% ence infan o ;rhss@h to achieve strategic thrust, fast
s

and at low cost amed b¥ i Ma@e (2005) in Figure 6.13.
N
N oS O
2.9
[ 53¢
DA

(/,l%?
S,
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Conventional Wisdom vs Tipping Point Leadership

The theory of organizational change rests on transforming the mass and these efforts
require steep resources and long timeframes.

Mass of Employees
Company

To achieve a strategic shift at low cost, focus on the extremes — the people,
acts, and activities that exert a disproportionate influence on performance

| 4

Disproportionate Disproportionate
Influence Factors Influence Factors

2 v 7 T\ 7

ﬁjrce: I?'ml& ﬁuborv%ae (2005)
N

Figure 6.13: Tipping Poi%gaders '\Msdel ! X

&

6.5.2.10 Fair Process \ O

11 3
Fair process is a concept de d by Kim a@rgne (2005) that builds
q

execution into strategy by cr& people’ -in q&?ont. When fair process is
N

exercised in the strategCorm)n pf#se, qle hat a level playing field exists,

inspiring voluntary cooper nd% xe£ 10N phase.

There are&}nut '1Iy nfort& elements that define fair process:
engagement, @‘ioz a@}} 0 ectation. Kim and Mauborgne (2005) call

rinciples ir Rrocess as describe in Figure 6.14.

theR@P o / QY
%\ ~
S

o

1
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Engagement means involving
individuals in the strategic decisions
that affect them by soliciting their
input and allowing them to refute the
merits of one another’s ideas and
assumptions. Engagement
communicates management’s respect
for individuals and their point of view.
better strategic

management  and

The result is
decisions by
genuine commitment from everyone

involved in execution.

Explanation means that everyone
affected  should

understand why final strategic

involved and

decisions are made. An explanation
of rationale engenders confidence
among employees that managers
have considered their opinions and
have made decisions impartially in
the overall interest of the company,
even if their own ideas have been
rejected. It also serves as a powerful

feedback loop to enhance learning.

Expectation clarity requires that after
a strategy is set, managers clearly
state the new rules of the game.
Although the expectations may be
demanding, employees know up

front the standards by which their

work will be judged and the
consequences of failure. When
people clearly understand

expectations, political jockeying and
favoritism are minimized, and people

can focus on executing the strategy

rapidly.

@ Chan Kim & Renée Mauborgne. All rights reserved.

Figure 6.14: Fair Process in B

It should be noted that any subset of the t%e i

collectively lead to judgment of fair pr C%V

By placing sustainability as thtdrivin fo N)e\h'

and mission, USIM needs to deci change progess th@ well defined based on

q
the framework proposed by\ ue O rategg*(JSIM needs to strategize
N

creatively and innovatiyely t@ becomeas a ntre \s@ademic excellence through its

unique academic program c mpé thg@universities.
A &

6.6 Resear Mho % ',' c,)b

), O - o

the st ies and meets the objectives of this applied

b4

researﬁ thevdata obtained from cg\r?ﬁary and secondary data. Primary data refers to the

\

i ation obtained first-hand on the interest for the specific purposes of the case

y. Secondary data refers to the information collected from the sources that already
Ost (Bougie, 2013).
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For this purpose, a group of twenty (20) individuals who involved directly in the
administrative and operations of the university have been selected. The indwds
consisted of senior officers from various departments in USIM. Among the@g{) ants,
were from Department of Centre for Global Open Access Learnifignlmmersive
Technology & Quality Assurance (GOAL-ITQAN), Centre for Quality Assurance,
Policy and Academic Excellence (QAPEX) Bursar Department, Division of Academic
Management, Human Resource Department, Registrar’s X:nd' Department of
Strategic Communication. These people have been se d du twignificant

.y
involvement and authorities in managing the oper@ the universi a]md _@e also

involved in the implementation of the strategi ng @ i ersij;@'?hey had

order,é\zg:ess on the
der@%ﬂrograms in order

ionnaires have been

been gathered for a session to construct @,guestion

capability assessment survey for the ew)aof USI

to increase the students’ enrolme%USlM.

developed, the exercise for the‘% AnaqS/sis [ be(;\/ emented and the results

will be generated to classi marelt strengths knesses, opportunities, and

threats for USIM towa% pleme
s

tatiof of th@’rategy.
b o
Discussions USIM’s|

&
ncellg&_weputy Vice Chancellor Academic &

International, Regist nd

¢
who are respog@ as the secr

to discu% e digectionsand exsémion plan in order to execute the 5th thrust of
) \,Y.

s'Strategic Planning. \c,)

e\acondly, a set of questionnaires has been developed and distributed among the
commu

f Str@(c Communication Department of USIM

l

riﬁ f({(B'JgIM’s Strategic Planning has been organized
o

USI

Q nities around Nilai, Negeri Sembilan in order to get their feedbacks whether the
emand of offering academic programmes available in USIM would be of their interest

or not. On the other hand, the secondary data has been obtained from the relevant
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departments in USIM such as the Bursar Office of USIM, Division of Academic
Management of USIM, Department of Development and Facilities, Mada t
Department and Strategic Communication Centre and from other sour@\ju as
blueprints, reports and articles from Ministry of Higher Education s@k students’

admission data, MEB (Higher Education), newspapers, articles andyUSIM’s annual

report. \,
6.6.1 Data Collection ‘\d
' X

With the availability of resources such as learni ilities,\well egu [@door

and outdoor infrastructures, and the presence ng staff ac@ics, itis

another advantage for USIM to create an W e WGY forsits reveée?s.ource. With

all these potentials, this case researc\ us on th ate@ expand USIM’s

academic programs to increase stud@’benrolme I %Ii g'\PheSth thrust.
N

One way for USIM to ge%n aIteQnativ imcorr<r§9by targeting on the high

number of admission appli }kcei omystude ho are interested to enrol in
USIM. By referring to q&:ﬁx Io3 B N@‘Iast three (3) years, the statistical
report from the @ of Ii|
overwhelming Q fro 'er Megyéia for the admission of undergraduate
programmes % l?" (j’)

H%gUSIM, k .[her universities has a limited number of places to offer to

Y.
the ﬂ&ts. This indicates @bportunity for USIM to explore and strategize a

c \&\ensive action plan that could make use of the high number of applications

& ived.

3~

ucati Q.,has shown that USIM received an
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As the education provider, besides offering a knowledge sharing and knowledge
expansion strategy, this is among the high potential strategy among other StT
which can be prioritised. Thus, this case research serves as an opportunity fo in
generating alternatives revenues. One of the strategies can be explored™ offering
existing USIM’s academic programs to the public, thus increme students’
enrolment. This strategy would open up the chances for the p blmndertake formal
courses of USIM including the undergraduate and postgra LYUTSE.S and also non-
formal courses such as certificate programmes, withottyunder 0| entrallsed
intake by the Ministry of Higher Education, nor w it interfere |ti‘ t&e’%ﬂrrent
undergoing programs in USIM. This would be mhoﬁs me@ocess

In order to realise USIM’s 5" Thru nd beeﬁ) ke th@ reality is by
expanding USIM’s academic program@ase stude ro@%ﬁ as a new source
of revenue for USIM. The capab Ity,,0f USI %c i e strategy must be
measured. Therefore, a SWOT ee to begformul fore a comprehensive

&

plan in executing the strategi s carvbe T Fmall;é: chart of the blueprint for the

execution can be prod% uj“l
N, l (J
AddltlonK Gat rvey.étnong the Community

¢
In ord asur the defmafd {‘;?pansmn for USIM’s academic programmes,

on 2”d to &”udyary 3&0 a set of questionnaires has been distributed

throm&nlme survey towards) e nearby population of USIM in Nilai, Negeri

that consists of residential areas namely, Desa Jati, Desa Anggerik, Desa

& j and Desa Arcacia. The survey has been distributed using various channel; via the
a

iling list in USIM’s formal email called INFO PRO and through the Residential

Community Committee.
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6.7.1 Research Instrument

Selection of instrumentation is important that drives a desire result aI@
ation

the objective of this applied research. According to Creswell (2012), the ins&jp
selection is important process that resembles the reality aspects that turns specific
numbers and values that can be interpreted accordingly. Li et, al. (Z(R;pported the
statement by emphasize the accurate instrumentation will lea irical values that
will indicate the right form of the statistic. '

The researcher had to review past researchers that Ire ng research

. o N
in order to construct the questionnaires. T ore, researc s‘ru tation
(questionnaires) has been adopted from previ dy»&ﬁ'd by K&per and
| | _ .
Cropley (2000) which related to the im tation Lifelong | ng in Higher
&

P
Education, research by Kassim et alm on ‘Nee f L@)ng Learning For
=\

d\&hallenges’ and by Hee
e,

gs aq(@,ug Adult Learners via Goal

-

=
%9

Professionalisation Of Industrial : Oppo

€

etal. (2019) on ‘Exploring Life i
\y Sel
c A,

Orientation and InformatiorYg
The justification S instr'g ent 1gns ection is due to several reasons

&
such as: '&\ l \ 9

g

&
i. The Mal eonstiuctéd (dépicted the definite idea that has been
F.%
@,

di previousl NN
’ Jg) <
ii. estionnai corﬁtr%ﬁa is fit with the objective of this research.

ii e questionnaire conﬁﬂcted can be use generally that has not developed by

N

focusing on specific organisation or institution.
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According to the justification listed, the instrumentation chosen is appropriately
in the study since it has not bind with any specific related industries. The questlw
is practically used a specific language that can be understood by |nd|vu@\)hrther
action has been taken to coordinate the entire instrument chosen mt&&demgn of
questionnaire. The questionnaire developed incorporated with differegt segments that
could ease the process of data collection for the next process. \,

The survey has been divided into two sections 10 A | to explore on

respondents’ demographic specifically the gender, ag d jo Meanwhlle
Section B is the area pertaining the demand to ex@ s acade that
consist of five (5) questions comprises of Prefer e of Stli efe@?~ Learning

Method, Preferred Level of Studies, Subjeetof | tresﬁ\an teresl,éw in pursuing

academic programs in USIM. The res entswill nee os@‘best answer from
the given description by ticking the(g;serence T &
The questionnaire constr n English 1 guagecé:.%cordlng to “The Role of

&

English in Present Day H1 -Khak&Ol?) English language has

become an importa ge ’any éct S such as banking, education,
.‘

manufacturing, serviees an mr Ap (j‘}/m that, back-to-back translation of

Malay Ianguag n glls avoiae-g\{n designing a questionnaire that might

l
jeo ardlze the nt. '
JEop (_/

N
:,4\
T

67% Xa ity (_};

I|d|ty refers to the degree to which the instruments can quantify the differences

& een individuals on the construct, one seeks to measure. In this study, content
alidity was determined by an in-depth literature review and the usage of validated

survey instruments from previous research. Besides that, an in-depth literature

review was
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conducted to guarantee that the instruments covered the concepts intended for this
study. The instruments were examined and approved by the Panels of Supervi?&r
Strategic Management Module Committee, Faculty of Economics an@alat,

USIM in order to ensure the content and face validity. A

Their comments were provided below: ?

i.  Language: Panels have suggested that the language u?’ﬂthe questionnaire

should be proofread in a way to capture respondent’s, unders r‘ding.

ii. Font: In the beginning, the researcher used Arial font an points~for
X
o . : | &
questionnaire instruments that resulted in S in pages an sychohglcally,
4 \,Y'

it will affect the respondent’s mood of aan W onnailQ.
se

Thus, the panels have recommen@e font sheuld'be c@@ed to Times New
[ P)etespondent to answer.

. N
t al. 7), Times New Roman

Roman and 12 points for question
Q@ to relax while reading all

According to (Aggarwal & Vaj%

with 12 points in size will h;t

questions. ( z I §
i

. o s
I. Set of questlow usit M t number to help the researcher to

analyse info ion a avoixﬁdoy repetitions of the same respondent.

!
( @ ? C.)
Onc@i' truments=ha beé_)validated, the necessary amendment to the
ru

inst made'b of the@mmendaﬁon given by the Panels of Supervisors
for ic Management Moé@e Committee. The corrections to the instrument are

nt to avoid any issues and misunderstanding about the questionnaire in

@dwork. The researcher conducted a pilot study prior to fieldwork.
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6.7.3 Pilot Study

Before the process of collecting data taken place, researcher conducteth
study. A pilot study refers to the mini version of a full-scale study or a tri ﬁu)\wduct
in planning of the whole study. It is also known as a ‘feasibility’ of t@%y. Gay et
al., (2011) stated that, a pilot study has been conducted to ensure t&;'%archers are
able to interpret valuable data. The measuring instruments u y)llect those data
must be both valid and reliable. In addition, it also ser %

pI:'tform to verify

appropriate instrument in collecting data for the actua dy.'A p gdy is an

N
approach that has been implemented in this case@ by utilizi cﬁe&&&maire
instrument (In, 2017). For this case research, 1 ndeq@ Iected3r~nong the

\ o

surrounding community to be involved W ot s?&(dy. Ithough*it was a small
ta’

quantity, it has same preferences in acM

was useful to help the researcher to Gd’stand th\t:g;‘; «©onducting a survey well

0 N

(Becker & Mikan, 2017; Heat itten, 201 Johns@- Cash, 2017; Pedder et
al., 2016). N \A
Further, all infor talne‘g ro gp B(_, study is analysed using the IBM

SPSS 23 to identi&.wliabillty\he %es@#aire. Data obtained by using internal
ilit i

&
consistency reIin,K of c
efficiency. ,According t ij

Y
reliable% st resUltd r O.@thhermore, a pilot study may lead to additional

Ioolnme consistent quality@’he instrument. Cronbach's Alpha was additionally

atic ice of pilot study
AN

D
(7]

(2'00{)_,} the instrument is internally consistent and

pe\ed to test the consistent quality and consistency of the more significant part of

@e easurements, which will be gained from an exploratory element examination.
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The result of the pilot test as shown in Table 6.3 provided helpful information on
the questionnaire design, wording, and measurement scales. Thus, it gives

picture to plan and execute on fieldwork based on the time obtained. ('}

Table 6.3: Reliability Analysis of the Dimension

Variable Cronbach’s V\%C

Alpha

Lifelong Learning 0.778 T

The validity and reliability test were necessary t ure th thent used
®

were fully examined and consistent with the alloca ime (Lee & o’n@&.

Validity is a vital venture at the present examination,paying Jittl 'dt(@btherthe
K 0 \

exploration is qualitative or quantitative (Creswelly2

Creswell (2008) stated that, reli@the que uarﬁes a quality when
the scores from an instrument are gteady and \ablgw
(2016) characterized dependabili e cOnsist of cores obtained and how

&
predictable they are for every hnder i in the)tesearch.

S
6.7.4 Sample Siz %Yl.\“Dj‘.L?

Based on Mtist'
Perbandaran '¥01 ,tﬂer

commut&‘?n th‘a ou ’g

Y
(761), Desa Kolej (4@./ esa Arcacia (298) (MPN, 2019). Thus, from that
N

!
sé tat-}%nwmber of 2,420 total population from the

are@urround USIM, namely, Desa Jati (885), Desa

AngA

Non number of the community, a sample size could be calculated and determined
h

at number in order to conduct a survey. The method of distributing the

b
estionnaires was via an online survey. The non-probability sampling approaches for

an online survey (convenience sampling) has been used to select the sample.
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For this study, the population size has been determined by using the sample size
formula based on desired accuracy with confidence level of 95% by Gill etw
in (Taherdoost, 2017). The description of minimum amount of sample siz
population displayed as in Table 6.4.

Table 6.4: Sample Size Based on Desired Accuracy with Confidence (evel of 95%

Variance of the population P=50%
Confidence level=95% Confidence level=99%
Margin of error Margin of error

Population Size 5 3 1 5 3 1
50 44 48 50 46 49 50
75 63 70 74 67 72 75
100 79 91 99 87 85 89
150 108 132 148 122 139 149
200 132 168 196 154 180 198
250 151 203 244 181 220 246
300 168 234 291 206 258 295
400 196 291 384 248 328 391
500 217 340 475 285 393 485
600 234 384 565 314 452 579
700 248 423 652 340 507 672
800 260 457 738 362 857 763
1000 278 516 906 398 647 943
1500 306 624 1297 459 825 1375
2000 322 696 1655 497 957 1784
3000 341 787 2286 541 1138 2539
5000 387 879 3288 583 1342 3838

} ' \u (} Source: (Taherdoost, 2017)
Based o Nabl for S

95% as displayed 1 Tab th S|2\6Lpopulatlon respondents between 2000 to 3,000

e|su&@espondents with the confidence level of

respo e |deafs le"sizevis-in the range of 322 to 341 respondents. However,
\,

of respondents fo study was 550 respondents.
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6.7.5 Data Analysis

Within three weeks of data collection, the respondents involved in this stuw
voluntarily in order to have genuine answer regarding the expansio IM s
academic programs. The researcher glance through the completed questi@nnaires to
ensure there are no missing information or unanswered question. Thm, 550 out of
2,420 completed questionnaires have been returned and usab@)rocessed in the

!

Based on the sample size of the respondents that ha n derive the Table

next stage.

for sample size of respondents as stated in th size In Ie’6._£’)t was
recommended the ideal sample size of this s 61 e of\§'2 to 341
respondents. However, in this study a tota J&iﬁ? res nden@hta among the
communities has been collected for thi 5

By using descriptive data, allcﬁxgs Were pth regarding the data

gathered. It includes the descri %aﬂ ics an hést@c s inferential. Descriptive
statistics are used to calcul T e de |Isc med in the graph, diagram or
tables. This also inc e fact ‘9 J ‘,staﬁad deviation which covers the
demographic dat&t&ludw er, a b status, preferred mode of studies,
preferred learni Ievel@‘s udies, subject of interest and the interest
level. Infor t|0 ata IS ag'dl(ged into descriptive statistics. The information

data wa ed’into ah ysed \Aﬂ%the IBM SPSS 23 by Einspruch (2005).

mformatlon data okfamed are analysed by using descriptive statistic. The

de?g on of the following research objective was described below. In achieving the
C

tives of the study, the calculation used percentage, frequency, mean and standard
eviation as representative of the descriptive data analysis. According to Kim et al.

(2017), in conducting a descriptive analysis, the information that has been obtained need
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to be in a set of data. Meanwhile, according to Devlieger et al., (2016), mean used to

analyse each score in the distribution. The standard deviation was conducted to r?uve

the data dispersion (Boley & Vreeken, 2017). q

6.7.6  Findings Derived from the Survey Y‘

In achieving the objectives of this case research, the descriptive'analysis was used

to generate a description of the data obtained from the st afine' the demand on

offering the programs USIM was explained by the nu of respo (N), mean
(3

and standard deviation. This section was to identify r dent’s/de ra‘)h@ﬁles

who are the participants in this study. Y' \4' \Y

. SZ'
6.7.6.1 Demographic Profile of Re@s 6
Table 6.5 shows the demog@% profi e\\:%po d@\[’s collected from the

N
survey. Subjects’ characteristi%ck rgund f@rmzﬂt?c? such as gender, and age

were collected from total \Qof I = resp§§nts that participated in this

survey. % P wj :' S
&
The gender :Q?femam‘ e, igheﬁﬂcentage with 58.5% (N=322) while

male respondents are 441.5%

35 years ol %high st wi 4450@.5 =256) and the lowest was the respondents
% Y
above 4% Id wit ?(Nzl‘&i\

Arespondent’s job s{ Y 34.4% (N=189) of the total respondent work as

g \ment servant, 25.3% (N=139) are the students, 21.1% (N=116) of respondent

@ in private sector, 10.9% (N=60) of them are the pensioner or housewife and self-
m

ployed recorded the least with 8.4% (N=46). The mean recorded is 2.45 (SD=1.256).
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Table 6.5: Demographic Profile of Respondents

Description N=550 Percentage %
Gender Female 322 58.5 \z
Male 228 415 (ﬁ
Age Below 18 years old 0 0 s
19-25 years old 102 185

26-35 years old 256
36-45 years old 174 31.
Above 45 years old 18 v

Job Status  Students 139 Y-!s.s
Government Servant 189 34
Private Sector 1 11
Self-Employed 46 w‘
Pensioner/Housewife & 109 , ,\Y
S Uy
s \,‘Z*

6.7.6.2 Demand of Offering USIM’s Acad<rr5 Prog \‘t&the Publit
%rvey. W h refﬁd Mode of Study,

Table 6.6 shows the findings frx
most of the respondents chose to pfue forth W %Lme mode with 85.1%

ithf14.9% (.‘ =82 Qth the total mean is 1.15
(SD=.357). Meanwhile, for PN d i eth@%ﬁe highest percentage with
hod jlearni

'@ﬂch consist of both online and

. S .
face to face with t&ota me \% :.@. For Preferred Level of Studies,

undergraduate Ieé%as the“highest leve studies has been chosen with 42.5%

\ . | O :
(N=234), foll% y erfifi Jev(eﬁ‘@asm/Advance) consist of 18.4% N=101,

Postgrad &a; 1\? Mi
4

Graduﬁ Diploma program wqggfag lowest with 11.6% (N=64), with the total mean

N
M=1.185).
: Next, for Subject of Interest, the highest subject chosen is in Education with

2% (N=122) followed by Economic and Islamic Finance with 21.6% (N=119),

(N=468) rather than the full-time m

67.5% (N=371) obtaingd for mixed m

1,@%, N=98, PhD with 9.6% (N=53) and the Post

Islamic Studies with 18.7% (N=103), Linguistic with 17.6% (N=97), Business and
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Entrepreneurship recorded total percentage of 19% (N=105) and lastly Information
Technology was 5.1% (N=28) with the total mean is 3.76 (SD=1.707).

Finally, for the Level of Interest, the respondents that involved i@!tudy
responded that they were very interested with 59.6% (N=328). Apart MNat, 30.9%
(N=170) were recorded to pursue Lifelong Learning Program and CWS% (N=52)

were uncertain with the total mean of 1.50 (SD =.663).

Table 6.6: Demand on Offering USIM’s Academic Pkogram rg 'he Pi;_nlic
Descriptive Statistics ¢

¢

N Minimum M

Gender 550 1 2
Age 550 2
Job Status 550 1 E 5 \;
Preferred Mode of Studies 550 ‘w 20‘ N
Preferred Learning Method 550 ‘S\|
Preferred Level of Studies 550 5
Subject of Interest 550 1 "'o\ 6
Level of Interest 550 1 -%\3
Valid N (listwise) 5 K. ~ u

&

N, S
Description ' \ 4 ) g .S"’ N=550 Percentage %
[

Preferred Mode of ull ti | Q\ 82 14.9
Studies arttime _ & ¢ & 468 85.1

Preferred Learning Online ! \ Q/ 149 27.1
fac

Method & e toface (c sroon@hod 30 5.5
\ omb Iine@sace to face 371 67.5
(classroo ryjho&—)

Preferred i of) PhD (J 53 9.6
Studies ast
’ r

N 08 17.8

% gradu 234 42,5

.\. Post Gra Diploma 64 11.6

\ Certificate, (Basic/Advance Level) 101 18.4
%t of Interest Islamic Studies 103 18.7
Information Technology 28 51

Education 122 22.2

Linguistic 97 17.6

Economic and Islamic Finance 119 21.6

Business and Entrepreneurship 81 14.7
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Description N=550 Percentage %
Level of Interest Very interested 328 59.6
Interested 170 30.

Uncertain 52 C\
6.7.7 Discussion on the Findings Y.

The findings deduced from the survey were based on 550 feWs received from

the respondents. From the survey, it can be concluded, m ityzf the respondents are

more than willing to take up the programs for the bett of li W economy
factor. Positive feedbacks were received, and ma@the responde ts'ha_:/\@;&;wn
interest to join such program. This is a good implication and a“gr op&qrunity for
USIM to offer an alternative way of Iearnirgtoy&e' gg\n i i

interested. Thus, to be
the main player in the education industry, IM

d%&ify its academic

programs by having a variety of methods of |t3§ er ﬁs‘
The survey has indicated ajority of.respon s preferred to take this

o

opportunity. Majority of theNond onediﬁéf this method of offering
jbest Iter

USIM’s academic programs will be th

:
this program will con ctei Eﬁ{q n fulléﬁ/part time basis and using various
&

ative for them to gain knowledge as

methods of learni cess

An |mptcu) tcame fromt the anﬁ%ls of findings for this applied research case,

it aIIows% S an}sbqﬂi S \Ive the rising problems, subsequently fulfilling
4

the resﬁch bjectives. In ordeat’qgr.ealise USIM’s 5th thrust, the university is able to
\ - -

c;\; new source of revenue by expansion of USIM’s academic programs to public.

highly potential idea requires the management’s serious action plans for it to be

arted as the university’s blueprint and to turn it into a reality.
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6.8 Analysis on External Environmental

Organisations do not conduct their business in a vacuum. Organisation SOWW
operate in an external environment that is rapidly changing, complex a \ The
external environment in which the organisation operates in may someti provide

businesses with conditions that can either help the organisation |mprov§ts performance

or hinder its performance
An external environmental analysis is the process o ;g a'd evaluating an

organisation’s general environment. The purpose of an e | enviro al arl%Lyms

ding of olgm tion’s

is to provide The Management with a better
opportunities and threats. An opportunity is an en% factq[,mhich can
help the organisation improve its perfor achiéve itS)strategi jectlves On
the other hand, threat is an extern&%nmental or @ can hinder an
organisation’s performance and pr%‘[he o@\syﬁ& oﬁéchlevmg its strategic

@
objectives. To determine the e ctors that i Itjen e organisation, PESTEL

analysis will be undertaken% a ym, gd the letters stand for political,
economy, social cultu ology‘, nvir, n‘;ner?@'and legal. These external forces
are helpful to th Mlsatl(ln

opportunities a |n BV? ihe i@%’t of external threats.
2 9
Q;. &
6.9 A@&s’ on Igtern nV|r ent

hievin (rt's objectives, which referred to as

ersely internal enva.@ument analysis is the analysis of information obtained

WI e organisation. It identifies and evaluates the strengths and weaknesses of the
nisation. Strength is defined as anything internal to the organisation that may lead

0 an advantage relative to its competitors and a benefit relative to customer. A

weakness is defined as anything internal that may lead to a disadvantage relative to
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competitors and customers. The internal strengths and weaknesses are typically located

in functional areas of the organisation, such as management, marketing, finan?ud

operations (Mohamed et al., 2014)

A2

First in the list, Management is the main component and involyes a coordination

mechanism comprising five activities (planning, anizing, directing,

motivating and controlling). It begins with the IaWﬂ,’coordination and

encouragement of human resources and shows @wi eINays 0 manage
7.

and track resources. \ ¢
| | | &
The marketing aspect is second. Once the has been developed, ‘g\aods and

4 X~
services must be provided by marketingWh

W arketi@éhannels to
customers. This role involves prochon

blis rﬁ delivery and
promotions, assisted by comprehensive marketi

Third, Finance is impor ;'lb eve%n
0 U
university’s strengths QK 'tation%th; relaﬁékﬁnances, management and
marketing, producti trics and €ash flo at assess the current activity
'S
concern.

Finally, ir}@ﬁons @Jdes t@ycle of input/ resources transformation
N
into g M se vige?oerhtic&%ahd facilities are important as they produce
t

4
pr reve y
(% J b4
r

isati as it determines the

orﬁkaﬁon.

is e Were 60 questions gpﬁax;ucted by a group of selected people in USIM and

N

e N by the Management of USIM led by the Vice Chancellor to measure the

C

bility of the university in implementing the strategy. Next, the questionnaires have

en distributed among twenty individuals who involved in USIM’s strategic planning.
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The method of the survey was using a score scale format. To determine the
importance of each factor, a score between 1 (Least important) to 10 (Most Im )
are attached to each factor. Then the score and a weighted score is calcul e\%n the
tables below whereby the findings can be obtained. From here the ﬁity of the
university can be measured to implement the strategies. Subsequently, the same process

ratings of between 1 and 10 (Column C). To attain at link importance and

is repeated by assessing the capability of the university in facing those factors, with
ol
the capability, the weighted score is calculated by multiplying C UWE Column
C to arrive at the results on Column D. Next, to identi largest op tubi&%"g:the
university, the top five factors, measured by th ith the hi wejq/md scores
QQJ‘,,\ N 43"
g

on Column D are chosen.
realé‘bthis case, the top

A similar approach is repeated to% en: tia the big
%ti ,@I»umn C from Column

five (5) factors with the highest scores.arrived b

N
A will make into the list. Finall fact&s wil gaﬂ(‘g"eﬁ to extract all the factors
accordingly by sequence. \A

All the factors t%zbute hJ;.yin |is@to the analysis. By applying the
'3
esw ted

TOWS Matrix tech

&
i bé(wohamed et al. (2014), the factors and

capable aspectsgOf theyuni 'imp t the strategies will be identified. By
¢
listing them o% common tale a'ndeaj of the strategies then be grouped into some
NN
rationale’criteria andsthos ategi@vill be consolidated and condensed into one to
ensm all the strategies w@d have the same direction. The result deduced from
N
t \!ysis will be as a guide to the university in implementing strategies which has
eem outlined in the Strategic Planning process, considering all the factors and

apabilities of the university based on the score obtained and what are the main priorities

need to be considered before implementing any strategies.
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6.10 Conducting SWOT Analysis

There are certain factors must be considered in the process of conductin a
analysis. The factors are known as an external environmental analysi %swts
of political, economy, social cultural, technology, environmental ancﬂ\& elements
(PESTEL). On the other hand, the internal factor analysis which sisted of four

functional areas as stated above, is to identify the strengthv\iéaknesses of an

organisation.

The analysis will be classified and grouped accordi as W .

l _\"}
i.  The external environmental factor anaIyS| own |}T ble 6.7. T
ii.  The external environmental factor ana Sis ( r O nltles and

1 <<

iili.  The internal factor analy3|s orte r trth WiQesses) is shown in

Threats) is shown in Table 6. 8

JZ

Table 6.9. 0
Next, the analysis WI|| te for ur fa Strengths Weaknesses,
-y . \
Opportunities and Thr plcte Ta @ finally is the outcomes of the
SWOT Analysis Findings ns | e T¢ Matrix are depicted in Table 6.11.

—

\_ >

'al Er&}&fnmental Factor Analysis
" (; ‘(@ (b) (©) (d)
~o” Impact Weightage Capability Weighted
.é\ Score =al185 Score 1-10 Capability
’ 1-10 = (b*c)
Changes in@ship 7 0.038 5 0.189
and political'situation
\ 1-Pol Changes in education 7 0.038 5 0.189
policy
3  1-Pol Policy on academic 9 0.049 3 0.146

0 program accreditation
4 4  1-Pol Changes in government 7 0.038 5 0.189

policy on immigration
requirement
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No. Seq Aspect

Factor

(a) (b) (©) (d)
Impact Weightage Capability Weighted

Score =a/185 Score 1-10 Ca
1-10 =
5 5 1-Pol Country's aspiration to 8 0.043 5
increase international
students' enrolment
6 6 2-Econ Changes to economic 6
climate
7 7 2-Econ Reducing budget by the 9
government
8 8 2-Econ Government aspiration 8
to become high-income
and high-tech nation
efforts
9 9 2-Econ Currency exchange 9 .
rates
10 10 2-Econ Economic collaboration 8 0.043
(Invitation for further
investment from abroad
institution)
11 11 3-Soc Technology addiction V
12 12 3-Soc Demographic chan %
and language barrier
13 13 3-Soc Attitude towards 6 \ 0
institution's brandi
14 14 3-Soc Attitude tow %10
contributingyto Building
the nation (N ing
Malaysia
gengfation ia | 0,
edu : :
15 15 3-Soc [tural differ Géj/ 0.032 6 0.195
16 16 4-Tech e in techndtegy % 0.027 5 0.135
17 17 4-Te on Q&B 0.027 5 0.135
18 18 4- Mssfnqing C,SJg 0.049 5 0.243
vailability fi
technolog -&J
19 19/ 4-Tech Ayailabi ofn@é\ 5 0.027 5 0.135
products T
20, 25 4-Tech Emergence 9 0.049 9 0.438
(Internet of Things)
\1 5-Env Increase in 5 0.027 5 0.135
environmental
awareness policy
22 5-Env  Awareness on power 4 0.022 5 0.108
consumption
23 23 5-Env Attitude towards green 4 0.022 6 0.130

technology
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(a) (b) () (d)

No. Seq Aspect Factor Impact Weightage Capability Welgh_tt_ad

Score =a/185 Score 1-10 Ca
1-10 =
24 24 5-Env Attitude to support for 3 0.016 5
renewable and energy
saving
25 25 5-Env Environment friendly 4 0.022 0.130
and recycle product
26 26 6-Legl Restriction on 3 0.016 5 0.081
immigration act V
27 27 6-Legl Restriction on student 4 0.022 6 0.130
bond policy
28 28 6-Legl Restriction on 4 0.130
Employment laws ‘\d
29 29 6-Legl Privacy and data 3 0.01 5 ‘O\D?'I
protection laws , )
30 30 6-Legl Financial provider rules 3 0.016 -\0.097
and regulation 4 i
Total 185 N %

w

Pol=Political %

Econ=Economical \

Soc=Sociological

Tech = Technological C!) \$ ,'\'\

Env= Environmental ": y N
% (] % )

Legl=Legal
e R e
Outcome from the (e?ﬂ factar) envir nme@' analysis approach above will
be used to determine twrtunkﬁqjﬁ:@ed to the university as shown in
Table 6.8. &\ ' éj

N
\ 1 O
%I 6.8 The tinséo%ﬁ/ironmental Factor Analysis

o?d r Opportunities and Threats)
L

No. S wct “Fagtor S ) (b) (© (d) (€)
Impact Weightage Capability Weighted Threats

\C')Score =a/185 Score  Capability = (a-c)
1-10 1-10 = (b*c)

1 3-Soc  Attitude 10 0.054 9 0.486 Opp 1
towards
contributing to
building the
nation

(Nurturing
Malaysia's

e
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No. Seq Aspect Factor (a) (b) (c) (d) e)
Impact Weightage Capability Weighted Threats
Score  =al/185 Score  Capability =
1-10 1-10 = (b*c)
future
generation via %
education) A

20 20 4-Tech Emergence of 9 0.049 9 0.438 Opp 2
IOT (Internet of
Things)

11 11 3-Soc Technology 9 0.049 8 0. Opp 3
addiction

10 10 2-Econ Economic 8 0.043 .346 Opp 4
collaboration
(Invitation for l
further ‘\d
investment from ®
abroad ' C—}T
institution) Y

9 9 2-Econ Currency 9 0.049 7 2 41 Y~Opp5
exchange rates NV

7 7 2-Econ Reducing 9 o.o4q \ 0.0977" 7
budget by the V 0\ 3\ (Threat 1)
government

3 3 1-Pol Policy on 9\ 49 éfme 6
academic (Threat 2)
program \? A,
accreditation <\

8 8 2-Econ Government (0.043 A &(‘) 0.130 5
aspiration to 40 (Threat 3)
become high-\ AN
income an ‘é\
high-teeh nation [ 0’
effor

18 18 4-Tech Less fund':a ] 0!66, 5 0.243 4
a ility for \ (Threat 4)

hnolagy l %

5 5 1-Pol , ‘Colhiry's {6043 5 0.216 3

Nrati to | (J (Threat 5)
(facreas 5 o)
internationa \(/
Q’stu nts' ~é\
% enrol E ¢

1 1-Rol  Changes in \3.7 0.038 5 0.189 2
leadership and{)

\ political
situation

1-Pol  Changes in 7 0.038 5 0.189 2
education
policy

4 4 1-Pol Changesin 7 0.038 5 0.189 2
government
policy on
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No. Seq Aspect Factor (a) (b) (c) (d) (e)
Impact Weightage Capability Weighted Threats

Score  =al/185 Score  Capability =
1-10 1-10 = (b*c)
immigration

requirement

6 6 2-Econ Changesto 6 0.032
economic
climate

12 12 3-Soc Demographic 6 0.032
changes and
language barrier

13 13 3-Soc Attitude 6 0.032
towards
institution's
branding

15 15 3-Soc Cultural 6 0.032
differences

16 16 4-Tech Advancein 5 0.027 5
technology

17 17 4-Tech Costson 5 0.
technology q

19 19 4-Tech Availability of 5

new products

21 21 5-Env Increase in \Lo)ﬂ

environmental
awareness
policy c)
22 22 5-Env  Awareness on (0.022
power
consumption\
23 23 5-Env Attitude Y. 4 ' . .
towargs gre
techn ' 0’
24 24 5Env Attitude t e 0!6&4, 5 0.081 2
S t for \
ewable a dl
en savi

N
25 25 5-E ironmept 4 (_0.022 6 0.130 -2
’Hendl and b C’)

26 0.016 0.081 -2
5

27 gl Restriction on N 0.022 6 0.130 -2
student bond \f-')

\ policy

% 6-Legl Restriction on 4 0.022 6 0.130 -2
Employment
laws

29 6-Legl Privacy and 3 0.016 5 0.081 -2

data protection
laws
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No. Seq Aspect Factor (a) (b) (c) (d) (e)
Impact Weightage Capability Weighted Threats
Score  =al/185 Score  Capability =
1-10 1-10 = (b*c)
30 30 6-Legl Financial 3 0.016 6 0.097
provider rules (ﬁ
and regulation .k
Total 185 1.000

Pol=Political
Econ=Economical
Soc=Sociological
Tech= Technological
Env= Environmental

Source: Developed for

\

rrent Study

Legl=Legal

On the other hand, the internal environmen@sis ‘gs 0

N
in lraég) 6.9, is
X~

to identify the strengths and weaknesses of the leersi \NL S not o@' serve as a
guidance to the Management in terms of @}!bili ies| cko ﬁkauniversity but

useful in determining if the universitE

ith t Qecution strategy.

N

mytow

N
Table 6.9: nterfial Fagtar, An
(Sort rengt d Weak S)
i a
No. Seq Aspect Factor (@) )' ) (d) (e)
( Impact Weighta ability Weighted Weaknesses
21 Score Capability =(a-c)
(if/ 1-10 = (b*c) sorted
1 13 Mkig Hi md for] 004+ 10 0.476 s1
a ion to &
W : 1 O
2 12 Mkt&ﬂe aget © P 20 o047 9 0.429 )
audience amo (_}
igious scho é\\
% PM/ f 4
leavers \‘}'
3 gt The onlypubliO\") 9 0.042 9 0.386 s3
Islamic university
fully funded by
government
47 2 Oprt University has 10 0.047 8 0.381 S4
experts in
specialization
areas
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No. Seq Aspect Factor

(a) (b) (©) (d) (e)
Impact Weightage Capability Weighted Weaknesses
Score =a/213 Score  Capability =

1-10 1-10 = (b*c) rt

5 3

6 24

10 25

11 26

Oprt Have adequate 9 0.042 8 0.343

facilities and %
logistics
Ol%i W1(6)

Oprt Commitment of 10
Y.'ﬁl

0.047 4
Faculties in
implementing the
programs

Mktg Not aggressive in 9
marketing the
university’s
product

Mgt Require 8
significant
budgets and
allocation for
marketing and
promotional

activities program
Oprt Lack of human 8
resource \

(administration
staff) to
implement the
program

Internal \
bureaucracy in
university wh

relates t@ the bj | 0.
financia s > %

emen
Mgt Autonomy,in

0.042 4 W2(5)

0.038 3

Mgt W5(4)

0.057 4

0.057 4

Y
Q€/§C

Set up entity to 0.086 3

manage the non\"')
mainstream
admission

program

Not having strong 6
relationships with
industries

0.028 3 0.086 3
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No. Seq Aspect Factor (a) (b) (©) (d) (e)
Impact Weightage Capability Weighted Weaknesses
Score =a/213 Score Capability =
1-10 1-10 = (b*c) rt
15 30 Mgt Not gaining good 6 0.028 4 0.114
reputations with
other institutions *
16 4 Oprt HavegoodIT 7 0.033 6 0.2 1
infrastructure %'
17 5 Oprt Good relationship 6 0.028 5 .143 1
with abroad HEIs
18 1 Oprt University's 7 0.033 7 233 0
location
19 7 Mgt Dedicated to 6 0.028 0. 1' 0
candidates who ]Kd
possessed Arabic ¢
language and ? J' C}T
Islamic studies —\
qualification for
admission to UG Yw \‘. \)T
programs Y'
20 8 Mgt Have good 5 M W‘S 0.11% 0
relationship with % &
industries \
21 9 Mgt Autonomy in .02 0.119 0
managing C) \T /‘\&
governance issue & (.}
22 10 Mgt Economic .028 “ Q@k 0.143 1
collaboration \ A
(Invitation f N
further i est&t ' ‘%
from a [ Q’
institution P 4 g &)
23 11 Mkig HWHQ@ o.g./ 5 0.167 2
aceemmaodate 40
re ent SN
Nent 0 ' Co)(J
24 14 Mkig"Betand from 4 %6 ¢, oo 6 0.171 0
industries and s
broagv .é\
winstitutioﬁ— 4 ?
25 @kg Provide (_}IQ 0.042 7 0.300 2
opportunities to ™,
continue studies
at higher level
(Nurturing
Malaysia's future
generation via
education)
26 16 Fin Have full control 6 0.028 5 0.143 1
on budget
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No. Seq Aspect Factor €)) (b) (©) (d) (e)
Impact Weightage Capability Weighted Weaknesses
Score =a/213 Score Capability =
1-10 1-10 = (b*c) rt

allocation and
distribution
0.11

27 17 Fin Have full control 5 0.023 0

to determine the
student’s fees Y.

28 18 Fin Autonomy on 6 0.028 5 14 1
financial

management
29 19 Fin Facilities to get 6 0.028 4 .114| 2

loans from
outsource
(financial
provider/ private
sectors/GLC)

30 20 Fin Good relationship 5
with financial
provider

Total 213

Mgt= Management
Oprt= Operations %
Mktg= Marketing
Fin= Finance \
N
Finally, the findi s&rﬁhis aly qre@nted in the TOWS Matrix as

shown in Table 6.10, whi ivided& tirf.gt} factors into quadrants and will be

listed in Top @ f lev qua@ (Strengths, Weaknesses, Threats,

N

Opportunities@s r with'th rglt!gi&%{ action to be taken by the university for the
oy Belosrrs s fogids

expansio s“a demic pr

(6]

O@ﬂs to increase students’ enrolment.
b4

A\/ ‘S’r

6.1& OT Analysis Fina'rngs by Constructing the TOWS Matrix

§ he SWOT analysis has deliberated on the details of internal and external analysis

d for this section the model assumes that the list of the possible strengths and

weaknesses as well as the opportunities and threats have been finalized as shown in
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Table 6.10. The university will be able to identify its strengths, weaknesses
opportunities and threats. The models needed to match the external (opportuni

threats) with the internal (strengths and weaknesses) factors to generate th@riate
strategies for USIM to strategized as illustrated in Table 6.11 on constr e TOWS
Matrix. The TOWS Matrix proposes to merely to match the external W&rnal factors
that are compatible to generate a strategic option. Top five (5) facWIl be considered

for each of the four groups. l
The rationale for considering only five top facto r ea wur groups
"X
number of mdre @ five
A Y

at the'l p o@ strategic

us,ci‘)cu' on tbém 5 factors is

wise and having numbers does not bri% :yaivantage ex@e (Mohammed et

(SWOT) perhaps can be appreciated at this junctur

could lead to a bigger number of combinations

analysis process which is implementation

al, 2014).
IS
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Table 6.10: SWOT Analysis Findings (Sorted for All Four Factors: Strengths,
Weaknesses, Opportunities and Threats)

X

STRENGTHS 1. High demand for admission to Undergraduate
programs
2. Have target audience among religious scho I(q
SPM/STPM leavers
3. The only public Islamic university fullwud by
government
4. University has experts in specializa eas
5. Have adequate facilities and logi
WEAKNESSES 1. Commitment of Faculties in nting the
programs
2. Not aggressive in marketin un eMgdu&tg
3. Require _significant bu _ and_al_l atio f? c}
marketing and pro al activities piogram-\,

I

(62}

Lack of human resourcéadministrati
implement the p%ﬁ \ X~
Internal burea@gcz n urﬁ?/% whid@ates to the

ent N

OPPORTUNITIES

financial
. Attitude ar
(nurturing a

. Eme
. Technol

contributing to b mg the nation
}% e ng@tlon via education)
of 10T (tnt Xet fAhings)
iction >

y ad &
ic callaboratioh (Initation for further
M ent fr oad institution)
encj exchange rate§~

- =

THREATS

.

emiQBrogram accreditation

t aspi QﬂOn to become high-income and
gh-tech nation-efforts

g ava('Bbllity for technology
try's zfs‘n'ration to increase international students'

' e oInL&]y

Source: Developed for the Current Study
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Table 6.11: Constructing the TOWS Matrix 3")

SWOT MATRIX STRENGTHS (S) Y‘ WEAKNESSES (W)
(List 5 Top Strengths) N (List 5 Top Weaknesses)
S1 High demand for admission to UG progra W1 Commitment of Faculties in implementing the
programs
S2 Have target audience among religio ot aggressive in marketing the university’s
school SPM/STPM leavers products
S3  The only public Islamic universi I ('('i’ulre significant budgets and allocation for

S4

S5

funded by government P 4 marketing and promotional activities program
University has experts in specializatio bt W4 ¥ Lack of human resource (administration staff)

areas \/ to implement the program
Have adequate facilities&{@wtlcs

5 Internal bureaucracy in university which
A relates to the financial management

OPPORTUNITIES
(List 5 Top opportunities)

SOs %@es\"\? Q§ WO Strategies

01

02

03

Attitude towards contributing to
building the nation (nurturing
Malaysia's future generation via
education)

Emergence of 10T (Internet of Things)

Technology addiction

SEE

Top Management function in directing

a. Offer part/ [ time dm‘ﬁl'on %ﬁugh f.
direct imtak non—rFain re % nnel and drive the faculties to give full
via Ml% ‘s seLe i .prQ/ SS commitment in executing the programs

U &\3 <Z>> (W1)

b. ?{'9{5 f )Q\bo?;ﬂn Iearmng and g. Allocation for marketing and
%m@ :

s for all level of promotional activities (S4, W2)
«Ol@ 03, 04, 05, T5)

Having inter. \I'onal collaboration for h. Increase the number of staff and

undergraduate/ postgraduate
programs/ set up branches abroad (S4,
04, 05, T5)

instructors for new entity to manage the
programs and teaching process (W3)

N
S



LSy

N

¢
04 Economic collaboration (Invitation for d. Expand the programs to public, _&'i? The establishment of an entity that
further investment from abroad accessible via online manage and conduct the program (W5)
institution) (S1, 03, S5, W3, 05) Y‘
O5 Currency exchange rates e. Fully utilize the facilities to conduct \; j. The new entity will be independent and
the programs (S1, S5) T manage its own financial management
Ny (Ws)
THREATS (T) ST strategies ‘< v WT strategies
(5 Top Threats) l 9 LN
T1 Reducing budget by the government k. Academic programs offer ill"be U | Aﬁ" Promote to Islamic religious schools as
targeting at niche market se & \,‘Z‘ USIM is the only university that requires
who possess Arabic Iang&a N \& Arabic language and Islamic studies as
Islamic studies cour We SI’M {\ the admission requirement for
level for admissio{@ é< undergraduate programs
undergraduate level) N i (S3, T1, W2)
(01,S1,S3, T ;K &
T2 Policy on academic program I.  Offer academi grafns h g. Management roles to expedite the
accreditation obtained MQ% creditati &*’ accreditation process from MQA (T2)
(01, T2, ) L N
T3 Government aspiration to become m. Offer ¢ ive study, eésQ r.  Tie up good relationship with industries
high-income and high-tech nation compared«to clpti é&' and financial provider (W3, T3, T4)
efforts uni %si.t' aysia—>
(.ésu ¥
T4 Less funding availability for n. iti j(')aﬁs%rom outsource s.  Offers programs which have been fully
technology inancial proyid rivate accredited by MQA (T4, T5)
ector P) (T4, W3)
T5 Country's aspiration to increase Collaboratioprwith other institutions t.  Joint venture with private, GLC sectors

international students' enrolment

within the country to offer this

(T1, T4)

\ program
0"& (S3, 01, T1, T4, S5, 02)

Source: Developed for the Current Study



6.10.2 Findings and Analysis from TOWS Analysis

The analysis from TOWS Analysis will be deliberated as follows: q

I. SO Strategies j

a. Offer Part/Full Time Admission Through Direc ke (Non-
Mainstream Channel Via Ministry’s Selection Proc$.i

Every year since its inception in 2000, USIM recei ew student enrolment

from applicants processed through the Ministry o er Ed atlo entrallsed

selection. There were demands from the public to pursue their studies ased

on the statistical report obtained from the Ministry igher. J ysia (as

candi ‘fé" that chose

shown in Appendix 32 to Appendix 34) o&the} plica

@D
>
[%2]
c
=2
<
(ECD
QD
=
U)
—~
N
o
s
@
l\)
o
[y
(e
~

USIM for admission at undergraduatele\ rthr

There were more than 20,000 appl ations for

&
MOHE. P
By having limitation in s f nu ntak&';OSIM will eventually have
stagnant yearly enrol ts isisa gio |qato a great opportunity for USIM
to offer an alternative wa f I g thos (g’dnumely interested. Thus, to be the
main player in th&a on t l uUSlI S eds to diversify its academic programs
by havmg a v m hdds |p uﬁey(fjoperations.

ff S Flefl Letangé~ earning and Executive Programs for All Level

f Studies ‘-}’

widening access made to the society, it is hoped this program would benefit
e ociety to gain knowledge. By offering this type of program, which called as a
hfelong learning program’, USIM would have the opportunity for the expansion of its

academic programs by offering the undergraduate/ postgraduate program in the mode
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that may access by the society. This is also in line with the country’s mission that
knowledge can be accessible by everyone as indicated in the Thrust No. 3 in M&Tﬁn
Education Blueprint (Higher Education), be able to provide life-long learni the
public. The argumentation was also supported by the survey on the of having
Life-Long Learning programs which has been conducted and it is proveg that there were
demands for the programs from the communities. \/

USIM is expected to be among the players in the R:in ustry since the
advantages that USIM has on its academic programs! 0 rWExecutive

"X
programs, such as Distance Learning in flexit%*, this fwill trpct_\@king
ither f

personnel in industries to pursue higher educati er for ¢hei eer {dyancement

tcat rogra,@%élM has the

capability and capacity of offering t programs w@te interested. By

having the expertise in religious cou@jinguisu%msss, @ and pastries courses,
N
it is believed that these types collld be of re%g{.t’he public. Besides being

an institution, which offers e}hstre[ rogkams, t@e kinds of courses will attract

or for self-satisfaction. The next step is to offer the'certi

a different sector of st%&s who are keen to p@ue this method of learning.
4

g &)
C. Havmw tlonlall Co aboritzl% for Undergraduate/ Postgraduate

Pro NSe UpB }Hes&)@ad

As 19, a high dema s&rém international academic institutions to sign

'

the M %‘um of Unlderstandi oU)/ Memorandum of Agreement (MOA) with
N

U indicates their high inte?b(R in USIM’s academic programs and curriculum to be

%t their respective institutions.
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The needs for collaborations with international institutions to offer this program
abroad is possible as there are demands from respective institutions abro

therefore, USIM will have the opportunity to set up branches abroad. ('}

d. Expand the Programs to Public, Accessible via Online
With the emergence of 10T in this millennial era, publi%zsities need to

Iders. The recent
ic ti‘g with lecturers
across the world in their classroom with the help gf technolo ili\igle\ et,
Microsoft Teams, Skype and so on. Therefor!&/l n"ee t adz!pt-\cv?th the

D'ng their@ﬂngstyles
by using technologies to providethestuths i betebr\ed ion ﬁ[unities.

In this millennial era, the Z generationgtend.to be T sx@generation and are

addicted to the usage of electronic g@ argj S @obile phones, iPad and
]
other electronic devices. The agcessibility isqust theirﬁ%ertips. This indicates that
\ \A
the accessible or the way t knof/led iII&%necessarily gain by physically
!
attendance or face by &thoq at(LtE}M needs to think innovatively and
creatively to enha,@&'r wa)‘s of semir@ knowledge to the new generation of

N
millennials. { @
\ B P C.)
The ify wa m?a in online and web-based approach need to be
enhan Wr than t coﬁvenn’pnal ways of teaching. On top of that, an online
N
pI@/ould be the best solution for this program to be organized especially when

‘%\icipation and involvement of working adults.

diversify their teaching structure to meet the demands of the

era is technology based. The students are now capable of

technological changes. On top of that, the IecturWd
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e. Fully Utilize the Facilities to Conduct the Programs

With the availability of resources such as learning facilities, well equippeo?ﬂur
and outdoor infrastructures and the presence of teaching staff among aca@g%&, it is
another advantage for USIM to create an alternative way for its revenu!&e.

As of June 2019, USIM can only cater maximum of 12,000 SW at its main
campus in Nilai, Negeri Sembilan. The projection was supposed to e 20,000 students
by 2020. But, due to the economic downturn factor, the g mc?uld not proceed

with the development project. However, this program ot be sWadditional

@

Yw
physical facilities from the university as it will % the existi r$o_|{e\9s and
iaon

facilities since the classes will be conducted eit Iine{ 0 f@t during

ic uni@g;s, USIM is

weekends and after office hours. Being onesgf the'newer p

fully equipped with modern and up %ainfrastruc tha@‘ows a conducive

environment to study. Facilities su the lec \haVS ;@al rooms, library and
N

others are available for usage%.lrin weekgdays ar(i}@/eekends. The proposed

i latel @' making use of the existing

program upon approval co m start
facility and infrastruct% IM atIsch (iylea@ling that does not interfere with
the ongoing mainstrwoursef. \‘. %é}(/

Informati@etri ' USE\?{ Development & Facilities Department

[ ]
and Division demic Man eﬁen{,&l% facilities such as classes, laboratories, halls
o

are not (%;s currently, all ths-\h’asses are only conducted during the weekdays.

The xenues were not being utili\z@!/during weekends. This scenario also called as “cold

S \based on what have been described in the Blue Ocean Strategy which carries the
G ing of “activities that have high resource inputs but low performance impacts’’.

Hence, one way to avoid this wastage is to redistribute the resources from cold

spots (low impact) to hot spot (high impacts)”. Table 6.12 shows the total numbers of
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venues that can be utilised by USIM to cater the needs of having such programs at USIM
during weekends or evening. Besides that, USIM may not only offer program?ﬂe

classroom but, it can also be offered via online and distance learning. (q\

Table 6.12: Total Number of Teaching & Learning Venues (C‘{Essrooﬁs)

No. Total Number of Teaching and Learning Venues 3 Total
1 Main Central Hall N 2
2 Main Hall T 2
3 Faculty’s Main Hall l 7
4 Medium Hall 19
5 Rooms for classes (medium size) 10
6 Classes (small size) ' 1 Y-
7 Tutorial Rooms 102
8 Laboratories P ¢ NB5
. NV
9 Studios - o~ 4

Soutge: Develo ‘Facij,%s‘Department,
Divisi demi eme& USIM (2019)
Being in a positive and condu 'hro ?/s r]{hportant factor for any
. . _ _ N _
Higher Educational Institution is §urrou by@eral housing areas and
residence from various lifestyle acT | gro

Learfing @ms would get a good respond
.‘I :
i

L&, o
‘abs\ addition;"in terms of accessibility (location),

It is believed that the Life-Long

from the public, esp@y ell
USIM is locate 'at(wery
Putrajaya (thgﬂvernm n tlco'ﬂ), Cyberjaya and just few miles to Kuala

NN
Lumpur International Airpost (KLI
f\vz?. -
i NS 2
ii. Strategies N

@ Top Management Function in Directing and Drive the Faculties to Give
0 Full Commitment in Executing the Programs

This is where the Top Management involvement gets very crucial. A clear

Iace.t&w'rs located within the golden triangle of

—
L)
o

direction needs to come from the Top Management to drive the faculties to give full
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commitment in the implementation and operationalization of the programs. The

direction given to the faculties who owned the academic programs must be clww

g. Allocation for Marketing and Promotional Activities
Obviously, marketing and promotion activities need for certain amount of budget

and allocation to be invested. Even though, the operational b eceived from the

government is far behind the expenditure incurred, U tl invest for the

marketing and promotional activities for this program. This*is where is Iaqk on
S

this part and this what has been practised by o ublic univers ‘h%éh USIM

should pay attention on and invested in. Y . Y},

The revenue generates from the @vg whi
imposed for the programs will contrimegenﬂer

will somehow reduce the burde t %s%n tivesincome resource for the
%(pe i

9
university. To make things \\ re will i&‘&se every year but as the

revenue from enrolments aWam, net iCiS@. begin to show on the coming
( : [

year’s financial report.” Tr nsfo% edd(zjl}o be done in USIM, from the

conventional wa;@bre i@ and @ssive approach.

o)

\u 7 ! .

h. Inc%t e Numb ﬂStzli%d Instructors for New Entity to Manage
th%ogra}m and T Ny

(9 b4
re

E ruitment for the p@gx;lel to operationalise this program must be carried
N

>

her with the appointment of instructors for this program to be conducted in an

6%0priate way and up to the standard.
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i. The Establishment of An Entity That Manage and Conduct the Program

The needs for a dedicated entity which focuses on marketing of this pro?‘o
increase the awareness and attract the stakeholders among the public ar@ty to

enrol to this program. The Management need to set up a new entity ocuses on

conducting the program at USIM. Y'

J. The New Entity Will Be Independent and ManT(s Own Financial

Management

’1 N
have a dedicated entity or department who admimistéred and manageéd t e-g;;’o)grams

Public universities who implemented this prog!am at'their sMnive?ities

which is not offered through the mainstream ch%l.' \ &
All activities concerning offering a@gﬁ)ro rams either fo msxl\or non-formal

academic programs has been centralisem one dedica ent_it\)(}his entity has been

given autonomy which allows th to e/ governance aspect such as in
0 e,
bl

(7]
offering academic programs t

ic and finapcial gement.
In other words, by giwmmn

y togth tem.@s he bureaucracy factor can be
!

5

avoided and not involv central ipistpation. With the capability and resources

o O

that the entity ow& etw@rkln an be <;}o%blished with other counterparts, either
N

with educatio Mtio |‘p legan Glher parties locally and internationally.
L) ’ 4
s u) &
iii. STpStrategies
Qé poty
A

& demic Program fered Will Be Targeting at Niche Market (To
N

E\ Those Who Possess Arabic Language and Islamic Studies Course at the

SPM Level for Admission to the Undergraduate Level)

0 The uniqueness of the admission requirement to USIM, will be entries from the

Islamic religious based school leavers. The compulsory requirement for admission to
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the undergraduate program requires the candidate to possess a minimum credit in the
Arabic two other Islamic studies subjects. Therefore, this is a great opportuw

USIM to target on the niche market to get more students’ enrolment. ('}

I.  Offer Academic Programs Which Have Obtained MQA Accreditation
The accreditation of the undergraduate and postgraduat% mmes by the
authority; from the Ministry of Higher Education | ( and Malaysian

to'expl rl new,market of
getting the students especially at an international level. ¢ X~
o 1 od | &
In fact, all universities in Malaysia need to | accreditatio tatus‘t}b.fore the
’ N~
TVSK d dec@*’on which
re iw{mdergraduate

sfitQ from Malaysian

Qualifications Agency (MQA) will be the barrier for

programs can be offered abroad. USIM new a

programme should be offered first. As quo

programmes that had received the ac@?

Qualifications Agency (MQA). T %c}, g%b
c

U
creditation)statu @Id be offered first while

| IR
accredi atlon@atus.
=

plbg@nmes. USIM has the capability and

et aﬁ'he programmes which

have received and obtained t

waiting for other programs wﬁts

fu
The next step is to offefthe certif

capacity of oﬁerw prog*amm to tt@mterested. By having the expertise in

N
religious cour Muis ic courses, bakeémnd pastries courses etc, it is believed that

these type es could be offere he public. Besides being an institution, which
VA

offers stream progr meghese kinds of courses will attract a different sector
V
of&

Iders who are keen ursue this kind of knowledge.

—
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m. Offer Competitive Study Fees Compared to Public/ Private Universities
in Malaysia

USIM would not be the first to offer the Life-Long Learning @ls in
Malaysia, nor is it the only one doing so. Hence, in order to be compe he tuition
fees of offering this program at USIM should be reasonable with the W market and
competitive with other universities that offer the same module of learming methods.

It is advisable for USIM to offer a slightly lower tuiti g;mfared with other
universities This will give the potential clients more options tojconsi n order to

®
pursue their higher education in USIM since the stake rs have the tipn@tetting

T
ial & ider/ Private
O

better alternatives at other universities. Y’ \4' \y

n. Facilities to Get Loans froncwurc

Sectors/ Government Linkmp ies (% Y
Public universities received Egﬂige}‘ fA’g ver &Ent particularly for ICT

[/}
infrastructure. Therefore, as NK”‘ anM IOUK‘Q slamic university is fully
owned and funded by the Wian (’
from the financial pm%, or_any

Companies (GLC)@ﬁp US'M wi nece@ requirement to enhance the capability
N
of the infrastrfwhi rghti?t‘g lhe&%h’nology aspect.

\@eally, USIM hopes to conduct the Life-Long Learning programs at various

0 ions throughout Malaysia. By doing so, it is hoped that the programs would benefit
I

arger pool of target audience. However, at the current time, USIM has no other

branches throughout the region, hence, efforts need to be carried out by the Management
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to have collaborations with respective institutions to allow the sharing of various venues

that can accommodate the needs of having Life-Long Learning programs. Yv

iv. WT Strategies
p. Promote to Islamic Religious Schools as USIM is the O Un%rsny that
Requires Arabic Language and Islamic Studie\;,‘x'Admission
Requirement for Undergraduate Programs
As a newbie, USIM will have to compete with seve Initlll\tl? in getting

enrolments for the equivalent Lifelong learning programs.

Competition also exists from other universi at is not lamic bas%eé\such as
‘gﬁaQ e, Sucl'%’bachelor’s
degree in Qiraat, which similar to the p% of agael I

Sunnah Studies. A stronger branding p05| Ing portra

UKM and ITUM may also serve a:%t f?‘r%n s@f quality recognition of

o
its programmes and scholars. \ ¥ SS*'
USIM will face a toqupe i ' . vg \rder to stand out of the crowd,
(' : [
USIM has one unique

criterion whic daBthg,wsh them from the others, as being

UPSI which is now offering a similar Islamic academ c

outlined in the an &‘trate USI<Q an create a new market of student
admission wi p ting with other, (wiersmes
The ess Oy §‘4quwement to USIM, will be entries from the
Islami us based chdol I rs. The mandatory requirement for admission,
<-3

rew{ e candidate to poss minimum credit in the Arabic subject, together with

%ln two other Islamic studies. USIM is the only public university which imposed

Q:h criteria as the entry requirement besides other subjects in SPM or STPM

equivalent.
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g. Management Roles to Expedite the Accreditation Process from MQA

The involvement from the Top Management is crucial for negotiations wit

to expedite the recognition process of USIM’s academic programs. ('}

r. Tie Up Good Relationship with Industries and Financial Provider
Despite having a tight policy on academic policy, the goverm rges all public
universities to increase their students’ enrolment. Y~

This creates dilemma to public HEIs as the poli t

becomes a barrier for HEIs in getting more students. As an alternative Mn\ to
work closely with other institutions or industries er to get tudentssto enrol
0 4

s

to its academic programs. ? . \ &
The recent education market in Mal@WIec S MajQryi sues&@ding funding,

employability, and value for money.mnan%'
Malaysian educational market. T %rn’]gs b

(7]
so the country is experiencing®€co iC progeess. her(ﬁ%-universities are in a stable

economic situation. But for?ﬁatmrf.l st tsgkiet\fudents from certain countries
|

such as Indonesia and %they f qﬂlem/as the course fees of the Malaysian

N O

universities is co mw hibh compared t&he local universities in their country.

ion ier competitive in

eo % country is increasing,

N
This is N the cha i? ra‘tg%.!of currency. This situation affects the
internatio ts to Studyrin Malaysia’s public HEISs as the students rely on funding
s
offere Is. Therefore, the avai ability of funding such as scholarship and loans
N
co e arranged by the urTI&@rsity and resulted for the students to self-funding their

. As a public HEI, a good relationship with the financial provider will be value

ojed for USIM as USIM could get benefits by applying for loans to be offered to the

students who unable to self-funding for their higher education.
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s. Offers Programs Which Have Been Fully Accredited By MQA

Public Higher Education Institutions in Malaysia needs to follow ru
regulation as stipulated in the policy by the policy maker such as MOHE and

All academic programs offered to the students need to undergo a!&rehensive
accreditation process conduct by MOHE and MQA. As itis a long pr&?public HEIs
needs to wait for the accreditation before any program can b (M to the students
using other than mainstream channel. Therefore, for a star ?\7

iset)le for USIM to

offer those programs which have been fully accredited byaMQA.

X

N
t. Joint Venture with Private, Gover t Linked C pa’n‘igg?GLC)
0 4
Sectors \ ‘?3’

eived less budget from

Due to economic downturn in the c@ubl'

the government for its operational exp |ture{he

government funding for HEls, H :Wli, haxe-éyl pn come streams. As an
(7]

ely Mriv@ors and partnership with

Government Linked Comp GLC) to ore@dents to enrol to its academic
| O

programs, especially when the partigipati dhd@volvement of working and career

students. &\ l

6.10.3 BIQ' Strategy (BOS).Analysis
s\
S gher Ed atloﬁ Inmtlon, its most important function is to create
: k >4
kn% and ultimately to r&% the knowledge accessible, available, affordable and

‘%riate to all people. To achieve this, the application of the Blue Ocean Strategy is

Ovant at each stage of knowledge creation and the management of the knowledge

output. However, most management process and procedures for these purposes have

e, K@decreasing direct

alternative, USIM needs to wi

e
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now become conventional as defined and charted by the authority who set the rules and
regulations. This means, knowledge should not only be for the primary stake?bs
who are mainly the students after completed their tertiary education. Bu@ﬂedge
should also be able to be assessed to those people as the secondary sta rs.
Secondary stakeholders here referred to the non-market stakeh(ﬁws,' which is the
individuals and groups who are not engaged in a direct economic transaction with the
institution but are affected by its actions. Therefore, the sec Kt:k holders can also

become as the primary stakeholders. This is the main on w ywnagement

@

must consider the interests and needs of their organisatiou;s and gccountablle @broad

range of stakeholders when formulating the org

’s strafegi ailu@‘consider
the stakeholders’ needs and preferences ca@ in digﬁc or fa@;n executing

the organisation’s strategy. Conventi |y, ay strateg pl@h‘c in organisation

will be the directive from the To@gnageme\or\Yu I)Q\vords, strategies are
N
executed top-down. However, i Oce% Strategy, t ique feature of it is by

&
looking into components th mit ar -up stra@ (Kim & Mauborgne, 2005).
i S

In USIM’s context, \%z USIM
P 4

D it'on@ itself in the higher education
_ & o
landscape? What is wyer’sla - ustogos perspective opinion about USIM?
For this p@in 0 muI@%e strategies, a focus group consisted of
¢

'3
!
twenty (20) i\%uals ho i ole'edc'lb SIM’s Strategic Plan and were among the
%v "
implementors e disgl }he B@Ocean framework and proposed ideas for the
expansion of USIM’s acadenu%v’programs to increase students’ enrolment. It is
N
i \Mt to understand and unlock the non-customers and capture the blue ocean. As

ult, a collective consensus on the outcome of the discussion has been gathered

ased on the Blue Ocean Strategy framework.
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In the context to increase students’ enrolment to USIM, besides putting in top ten
most importance factors from the TOWS analysis findings in the strategy canv
classified in the ERRC framework, it will also be compared strategy canv ther
public universities in Malaysia which offers their academic programs ‘H&
conventional channel via the centralised selection process conducted by‘the Ministry of
Higher Education. This step produced strategy canvases that reveMperfectlons not
only internally or in-house factors but also between U factors which

differentiate USIM with other universities. \d

Since USIM is a newbie in this method of pro which inte did@pand

at thedeginning st@;( and does
not exist yet, the ‘As-Is’ and ‘To Be’ strat

S fﬂr t urren},émxation will be
shown. \L>

The ‘As-Is’ strategy canvas d from t ?bll Ks%’ore deduced from the
\
SWOT Analysis score while %Be” Qtrate canv from the respondents’

expected score based on thﬁr~ of HT e that espondents’ felt on USIM’s
strategy for the expans% academic pr gré t be accessed by more people in a

:

its academic programs to get more students’ en

wider scale. The c@qison un| |es that conducted this method of
programs whic @ ea program will also be projected to see

what are the fg@ that SIM e éctc'tl‘?compared to them.
\
T%hy canvas aII 1@%ctors (with the highest importance score) were

extrﬁrom the TOWS ana@ﬁndings and the additional questions has been raised

t spondents An interesting question would be, “In comparison to other
Q ersities, which university is able to offer a wholesome experience to the
udents and possibly make them a better holistic person”?
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The feedback given by the respondents was “The unique element and advantage

that needs to be highlighted by USIM compared to other universities is the eleT
I its

integrating the revealed knowledge (Nagli) and acquired knowledge (A@

academic programs. The second question asked was “In the curren rio, what
is USIM lacking in order to increase the students’ enrolment”? ?

As a result, a creation of two factors which were charac;erM the customer’s

value from the respondent’s feedbacks and views were inclading the 'creation of new

factors that are given high value by the respondents if of but whi n-existent
(3

at the moment. [ L}
=

These factors were: b 4 \,Y*
I.  To offer a direct intake admissio(:MM’ Lmde dua‘a grams in part

and full-time mode. \
ii.  To offer flexible educat@
The admission for this prog \

In

controlled by MOHE. %odes Wj open to @ as well as candidates who have
not been selected}@gadmis{sim\JSlM.@%ﬁgh the mainstream selection process
i igl}f‘) ucation.

4

anvas illustrated eﬁ_oware:

<

The e
oo nd
I. 0 factors with the high%'s)%'portance score (see Figure 6.15) and an additional

creation of two factors which were characterised as the customer’s value from

the respondent’s feedbacks.
O. Comparison with other public universities which offer the Lifelong Learning

programs (see Figure 6.16)
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Figure 6.16: Strategy Canvas on Top 10 Factors with the Highest Importance Score
Compared with Other Local Universities

All ten (10) factors are condensed together as shown in Figure 6.16. It shows the
factors which comprised of ten (10) highest impact score compared with other local
universities in Malaysia, which offered this method of program and called as the
Lifelong Learning program. Based on the feedbacks and responses from the individuals,

consisted of twenty individuals who involved in USIM’ s Strategic Plan
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concluded that the highest impact factors (blue lines), the capability scores (orange
lines) which has been sorted from the TOWS Matrix analysis on the implement?!ﬂ
these programs in USIM and ‘To-Be’ factors scores (beyond the vertical re@w

based on the expectation and observation made by the respondent?&her local
universities including the creation of new two factors that are givenW/alue by the
respondents if offered but which are non-existent at the mom% eby the latter is

to be the Blue Ocean factor. From the canvas, it has ha‘, from USIM’s

capabilities score, it indicates that USIM should improwe on the capablhty
factors in order to achieve its strategy compared with local univer, |t|',=s B%ed on
the theoretical literature on the BOS Model, the certam’a wh@?ave been

analysed and will be deliberated as below: \, o\

» 5«

a.  The Buyer Experience Cycle (BE

It is noted that, the appli t r ua@ograms for USIM is
controlled by the Ministry of &li Educ it is ﬁtrallsed selection process
for all public universities. S no’othe I erna@e channel of admission for the

candidates to enrol 1ntc%’s und p{Qgrams

Hence, USQ&E to &eate new of admission which is more flexible

(convenience 4an p icity) that lNlIL%Mact a larger pool of stakeholders and

/

subseque ase th revenues f x&éumversny Eligible candidates may apply for
'

a dire |on to U &Ithd?l‘ aving to go through the rigid selection process.

U Id need to rewew%ga evaluate the academic programs that will be made

‘éle to the public. The content coverage and quality of the academic programs

ojuld be relevant to the current requirement of the industries. Industrial linkages and

partnerships with industries are very essential to ensure employability.
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In short, at these buyer experience stages for offering the program at USIM, the
university can unlock exceptional utility for buyers by solving the pain pmwnd
enhancing customer satisfaction. Enrolling into programs or courses that {g}vam
to the industries or not job related can be another pain point for the stuG!\So, based

on buyer experience cycle/ buyer utility map, it is obvious that USIV\Wd eliminate

irrelevant academic programs, reduce the bureaucracy, a d the academic
programs according to the current market needs and dema us‘omer is looking
for programs that not only can cater for their needs, but IS‘€é@nveni to pursue
easily accessible for them and without jeopardising a their future u'l i _k@on or

eligibility in terms of career enhancement.

__.ﬂ

(<

b.  Three Tiers of Non-Customers c
ent tomers will be the

In USIM’s context as describes m\re 6&
existing undergraduate students urr e%i ng %SIM At a later stage,
ificate

they may decide to enrol for |IfIC ﬁ&to enhance and diversify

their skills or they may proc furt}"e @ate studies in USIM.
[
Tier 1 non- custo ‘Soon re‘t candidates who failed to get selected
for admission int U fo he u ergra Ievel via the mainstream selection

N
the Minis olel%l(erJEducatlon Malaysia.

e sarme undergra u&dcourses either in part time or full-time mode,
4

process condug

476



Tier 2 non-customers (“’Refusing customer”) for this program at USIM will
consist of both the current students who studied at USIM and students fro
institutions. If there are other alternatives or better options, this is the gr@ will

move to the competitor. The programs conducted by USIM, would b ble to the
undergraduate students who have completed their studies from USI to any local
or foreign university students. These students may have choseNlM for several
reasons: (i) they would prefer to study in the state of Nege R;n,'(ii) They would

like to be close to home or (iii) they are interested In rses aw available
®

Y
O
However, if there is any reason for them%& e % ing {[‘PWSIM and

is,0ff

there is at the same time another university that USI@;fering, they

would be the first to leave. They only\%s)\/l as ion to @‘N their immediate
short-term needs but are not interes@;senrol \he eto r factors such as the
m%. o Yecon

elsewhere. ’

er

QD
W g2

availability of immediate inco ediate recognition, hands on experience

opportunity, more erxibiIi% %horr gra@tainable elsewhere that are

more attractive to therr%

S
Therefore, if e non-

o
after graduation@ ha

cougm’n practical experience immediately
@ ! C?
decide to purs ir higher e can'onﬁljs where, they may leave USIM.
NN

T%h-cu.wo e !“Une@ored customer”) would be the working adults,
Yv

dto e:s?dn immediate source of income or if they

including, the staffs, local com@ies, senior citizens, pensioners, housewives or even

I%ﬁhfrom abroad.
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As working career adults, time is an essence and as such, they are not able to leave
their workplace to commit and attend classes as in the mainstream schedulT
require a more flexible programs that are responsive to the needs of thei ing
condition, which do not compel them to be physically present in the d!kity. They
are the farthest down our market continuum and USIM has never tw of them as
potential customers who might enrol for any program and stud NIM. It is due to
the assumption that this group of people might have differ L‘me

1 in life and may

not be interested to further their studies or engage in any learning iWey are not
L ]

considered as potential customers of USIM. For@p, this pro niw@is as
flexible as in the case of working adults n?& e deve and\,l%'de more
convenient to the needs of this group. V -a\ \ év

Once the non-customer analysiwn eted, loo 0SS @hﬂonalities of the
three tiers to understand their need@s’nnova |\0ur$ro q@*services or process to

N\
meet the customer’s requirem%e unﬂfersi wiII% ble to unlock the non-
customers group. \ ¥ \A

Ny

7
E
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Students from Other Institutions/ USIM

Those Have Not Been Selected Via

(MOE) Admission Selection Process Working Adults/ Staff

Communities, Senior Citizensb

Existing Undergraduate
Students

Current
Market

. .
veIo{ed&' dhe %&:,nt Study
U\'s Acz@&c Programs
)

C. Six Paths Framework

1. Path 1: Consider and

By identifying alternativ:

opportunities to the public

unlock the non-custor%

acquire knowled&\to flixi Hhi
knowledge and%or ation:

¢
academic ications./Th e,"a 'g_gcial entry requirement should be prepared by
VZ;; at g‘q\work experience rather than certificates or degree

&

into these industries does not require

X

eanwhile, for the g;@fates who have completed their studies, the soft skills

@is-on experience are required to enter the job market in any industries.
Q Therefore, by offering any relevant courses whether through face to face or online,
hich is more flexible can enhance the skills of the graduates and easily enter the job

market.
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2. Path 2: Looking Across Strategic Groups within Organisation

The non-customers of this program at USIM were unlocked via Pat
considering the significant advantages of the three strategic groups, namelu\shdited
universities, private universities or colleges and online courses aﬂ&@ by non-
accredited institutions. The leverage used by higher education institutions includes their

reputation, quality, facilities, industrial recognition and progr mwditations.

Those non-accredited institutions have flexibili ntr)' requirements,

registration time and the programs. In other words, th crédited Institutions

ups posingia flexible

ith bégqecognition,

S r@‘responsive to the

needs of the non-customers as de{rjsd in th%e i ;(\non-customers which
N

targeting customer or people ac‘%er th% ed on(ié@try such as in the public

or government sectors, statqiihbdf iesl a ectors?\kranufacturing industries.

s %j ( §
3. Path 3: The Chain of Buygr. b o
"t (3/

In the educas@@ﬂmr@ nts \@d be the user. Their parents, employers
N - . :
Me rchaser, and tlzgggdvernment (Ministry of Higher Education
I

education through physical and ‘online ible "pro

improved facilities and IT system. Th@ke the pr

=
@D
(%2}
—
@D

or the sponso

’ 4
(MOHE), media and peers w th uencer.
4
W, the int cnfteria‘qnd programs offered are based on the rigid criteria

N
anticip by the governmﬁ%&7 (MOHE) and the university. Its strategy often

%ﬁizes on the benefits of the programs through media or alumni. This needs to

Onge whereby, USIM needs to focus on the influencer rather than the purchaser. In

focusing on the purchaser, USIM needs to propose to offer programs that are relevant
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to the industries and sharpen the skills of the students. Therefore, the programs should

be the market demand’s prospect and should be attractive. T
By doing so, the student’s competence will be synchronized with the@f the
industries, thus encouraging the industries to provide sponsorship to t ents. This

will subsequently reduce the burden of the parents in educating their chren for higher
degree programs and ensuring their children’s career are secured for'the future. In fact,

such a strategy will also reduce the inconvenience caused b zver'tlonal education

system which is relatively rigid and requires a long ation pe short, by
thrusting the long-standing focus of the organisa from i uqnc;(;’o the
purchaser, USIM will be able to unlock the no ers T

K S
4. Path 4: The Scope of Product eri ebépff gs &

From the observation, the applltmmoc Ss in postgraduate programs at
=
gr

Qo‘)@*e level, the admission

process all was controlled by e nlstry was'a a| experlenced countered by

the customers/ stakeholders nts) ’r her ! the@‘mlssmn process must be made
‘ : [

easier and convenient to the stome pti phase can be reduced by providing

a help desk W|th camm cat|o|1 sup rt wh| erates during the application process.

USIM was a bit hassle. On th eo

’)Cui

\
y havipg a gra whic Jl'llbecr’gareflexmletothecustomers, it will not only

ease the b the ¢ jr int of the bureaucracy process, but it may create
im

;|ICI'[ the students as they will have options to take any

a sens:o ging an
pr ffered at their conVecaent time (flexible) and at the same time, upon their

‘%\mn USIM will also propose to provide soft skill courses, career guidance. to

Glch the students career path. The competent skills possessed by the students as
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required by the industries should reduce the pain points about job hunting after

graduation. T

5. Path 5: Looking across the Functional or Emotional Appe 'S@yers
There are too many options available to the public to choose a u ver5|ty to further
their higher education studies. An interesting question would be,&whi zunlversny can

offer them a wholesome experience and possibly make them W‘ holistic person?”

This unique element is an advantage and needs to be hi IM. USIM has

by
positioned itself to be the leader in integrating theevealed knowle I\Ia({Q-end
acquired knowledge (Aqgli) in its academic prograé ’
a d

This would position USIM in a niche a e ne of factors to

cked with the

encourage and persuade its customers. TGNUS or‘:\\ars

value of the knowledge that USIM is try| o d semi on@meir students in all

£
its academic programs. S
% ) « &
&
6. Path 6: Looking Ah ime A

USIM needs to b( i tly mn?vatl in 0@) stay relevant in the education
by makin

’ 3 & o . .
ducts @9 demic programs) easily accessible

-~

gan c@)ne learning method.

industry. One way i

anywhere. Thls@ ne

This mn%ve d |very eﬁo%ﬁ'ﬂds to resolve almost all constraints in the

educatlo(g,%ry T?e ev t| n oghe smartphones and internet of things has enabled
Y.

the users,to access the mternet Qy)en when they are on the move. Everyone can acquire
k

; ge, no matter Wherever they are.
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d. Eliminate-Reduce-Raise-Create (ERRC Framework)

For practical purposes, the ERRC Framework is the final output. To simp

processes, any organisation that wanted to explore into a new product or s@at is

of blue ocean character should determine the characteristics that cust& value (to
qualify a create and raise factor) and does not value (for reduce and elwna'tion). Those
that are low value and yet costly are candidates for elimination, while®those that are high

value, not yet available and yet affordable (benefit-cost th) a'e potentials for

creation. ‘\d
™

6.10.4 Findings and Analysis from ERRC_Grid“ramework Iue&éan
Strategy) \3 o\\ g’
The application of ERRC Grid Formulae a%ri/ d ‘i&ge Ocean Strategy
n

Model can be constructed based o ccaquagm%vo Ln;}able 6.13. It was found

q
that from the ERRC Grid Forr\% nly the*Raisg'and %?gfactors could be applied.
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Table 6.13: Eliminate, Raise, Reduce, Create (ERRC) Grid

ELIMINATE RAISE
e Commitment of Faculties in \

implementing the programs
e Good reputations with otheék institttions
¢ International collaborati

Institution of Higher ning abroad
e Require significant btﬁ%nd

allocation for marketing and

promotional activwgrams

e Lack of human e (administration
staff) to i ment the program
elatignship with

: $ O~
[ ge on.non-
sion pregram
on fihancial"management

bor (invitation for
further inyestment abroad

tuti A&
% o %xct ntake admission to USIM’s
unde radua@rograms in part and full-
% ﬁ mod%&-
\ er fle education program to
ublics

u@veloped for the Current Study

REDUCE

2§

2

/s
“—.O-

i Commitment acu

The ex@ of USI
respectiv, %ﬂes in for
RO 1]
to'a

progra different methoegxd target market. As of June 2019, none of the
$duate programs are a\?ilable through different method (which being indicated

w in the strategy canvas) except for the certificate level programs. Therefore, the
Qulties must increase (raise) the total number of academic programs particularly for

the undergraduate level to be offered.

a. Strategy Can&(
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ii.  Good Reputations with Other Institutions
This program will also look at opportunities which also can be explored WiTtr

public or private universities. These collaborations need to be strengthen@t the

same time earn good reputation. A
iii.  International Collaboration with Institution of Higher I%; Abroad

Isc?’ﬁe explored across
uf@?ndustries,
statutory bodies, agencies and private sectors industrigs. Therefore, the Ia‘oorwions
| _ | &
need to be strengthened either locally or internati . Y:\
0 4
T \ N
iv.  Require Significant Budgets and Allocation fo eting @’omotional
Activities Program \% Cs(
As for the marketing issues, tre budget al i Wor ting and promotional
activities is very limited. Henc%effoﬂs are-peeded rder to further raise the
&
budget. A\

\ S
With the launching o tgacaderr‘c pragra ‘%eoffered to non-mainstream, it
_ s d -
will be a guaranteret l ‘er ent @}fe (ROI) made by the university.
e

Obviously, mark acti\&i;@sv need for certain amount of budget and

allocation to (’}vest .
govern r&gr bgh' d

marketﬁ and promotional activities for this program. This is where USIM is lack on
N

This program will also look at opportunities which

other alternatives industries, such as public service sect

n

o

!
thou ﬁ,”the operational budget received from the
O

Ev

xp@ture incurred, USIM needs to invest for the

o ¥

Q

t N and this what has been practised by other public universities which USIM

6 Id pay attention on and invested in.
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The revenue generates from the programs which came from the tuition fees
imposed for the programs will contribute and generate revenues for the universi i
will somehow reduce the burden and act as an alternative income resc{r%\r the
university. To make things worse, expenditure will increase every mut as the
revenue from enrolments are stagnant, a nett deficit will begin to shWthe coming

year’s financial report. Transformation needs to be done NIM, from the

v.  Lack of Human Resource (Administration Staff) to"Impleme eProqr-am
N | &
The needs for a dedicated entity which foc n marketing of this ram t
ublic

P 4
@' society to
N

conventional way to a more innovative and aggressive app

o

increase the awareness and attract the stakethm W
enrol to this program. (\’: 0\ &

The Management need to set um enLtywi focis@on conducting the
p

program at USIM. Moreover, th %rubme(r:t-k’ &ei to operationalise this
(7]
program must be carried ou&%er withythe ppoﬁ&nt of instructors for this

N

program to be conducted in ropriate nd the standard.
'S
:
vi.  NotHaving Sw a’ii aship ithI%
In order qu i (St(uing)’ a good relationship across other

alternatives in%es should P ﬁ'ﬂese groups serve as the Tier 3 non-customers

@

“unexp%Sktomer” M i OS model would be the working career adults.
. X

As WorNg areer adults, time @n essence and as such, they are not able to leave their
N

Me to commit and attend classes as in the mainstream schedule. They require a

flexible programs that are responsive to the needs of their working condition,
h

ich do not compel them to be physically present in the university. They are the

5%

tries

=

@D
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farthest down our market continuum and USIM has never thought of them as potential

As

i.  Provide Opportunities to Continue Studies at Higher l‘evel (Nurturing

customers who might enrol for any program and study at USIM.

b.  Strategy Canvas (Create)

Malaysia's Future Generation via Education)

In line with the country’s vision to produce knowledge ociety in order to

achieve a developing country status. Therefore, the ac for, education by the

nation should be cultivated at any ages and acquire for education is on e'effsgis to
% | &

achieve the vision. As of June 2019, in the ‘As-Is> ion, USIM islackin ‘eh certain
’ s

BﬁQ eds tc@fprove and
opp ﬁies across the

aspects when it comes to the implementation e, th

improvise to be the player in the educ tiocn y b

boundaries and alternative industries on&ung
It is hoped by widening ac gfn}ie g)éy'e
o
the society to gain knowledge&%ferin IS type mﬁ&ram, which so called as a
‘lifelong learning program’w wo*d ha e5. rtunity for the expansion of its
!
academic programs by%g the un dﬂa@/postgraduate program in the mode
that may access b miet l %
N
USIM igmqed be a n'g the&)@ers if those factors can be solved since the

D
o
=

o
; t&)g rogram would benefit

advantage Sl as on Jits emic programs. By offering the Executive
’ 4
progr:%h as Distance’ Leav;(r'mg in flexible mode, this will attract working
n

N
pe& in industries to purs“ucaﬂgher education either for their career advancement
‘%elf-satisfaction. The next step is to offer the certificates programmes.
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Presently, USIM has the capability and capacity of offering those programmes to
those who are interested. By having the expertise in religious courses, Iinguistic3!@,
bakery and pastries courses etc, it is believed that these types of courses cou@s ered
to the public. Besides being an institution, which offers the mainstr gramme,

these kinds of courses will attract a different sector of stake holders'who are keen to

pursue this method of learning. \/

N

ii.  Set Up Entity to Manage on Non-Mainstream A S PW

The needs for a dedicated entity which focuses on marketing of pm@ to
] % | &

increase the awareness and attract the stakehol ong the pu and ‘s\mety to

0 4

\emke ity wh@?ocuses on
conducting the program at USIM. Mor. Ne eghjit t fo {personnel to
carfi

operationalise this program must be ou@% wi_Kth appointment of
instructors for this program to bé;on}uctgd%ya proggL e way and up to the

(7]
standard. \
iii.  Autonomy on Fi(ans":amanagjmen I
0 ec

B i . -
At present, US{d l BN-Q |ge§ﬁty that coordinates and administers
this sort of proﬁ\ ther .0niversities that are offering the Lifelong
!
learning prog not fly‘d ey hi\é’i separate dedicated entity that manages the

Drogram&bq%ey alfo Da\/l}‘;e er.infrastructure, facilities, quality of staff, reputation,
n

flexﬁll e learning facilitie&;ag(; most importantly having their own autonomy in
N
t \demic governance and financial. It will be managed systematically and

efficiently thus resulting in an increase of availability of undergraduate programs and
r

tificate programs.

enrol to this program. The Management need to'sét up

F

488



Public universities who implemented this program at their respected universities
have a dedicated entity or department who administered and managed the pr
which is not offered through the mainstream channel. All activities concerr@ering
academic programs either formal or non-formal academic pro has been
centralised under one dedicated entity. This entity has been given agtonomy which
allows the entity to manage the governance aspect such sNering academic
programs to the public and financial management. In othe m iving autonomy
to that entity the bureaucracy factor can be avoide not 'nWe (gn'tral
ed, th¢ n&ﬁ@rking
can be established with other counterparts, eithv’h ducation,i utio@zﬁldustries

and other parties locally and internationall u\ g
This will be supported with the@npeting rs (é%) to describe on

how USIM should move forward b ing ate qor ,@mpete under the same
N

set of Key Competing Factors itthe c tit(Q n the implementation of
these programs in USIM. \ Ay‘ N\

administration. With the capability and resources tha ntity own

As of Mw, a hig erilar@') m international institutions to sign the
Memoran@znde tanding (

; 4
USIM ws their high interest SIM’s academic programs and curriculum to be

N
ta eir respective instif’éu"t')ns. USIM needs to grab this opportunity by expand

N

demic programs abroad.
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vi.  Offer Direct Intake Admission to USIM’s Undergraduate Programs in Part
and Full-Time Mode Yv

The admission for this program will not have to go through the ri(%\ction
process via the Ministry of Higher Education. Both modes open to pﬂ)vs well as
candidates who have not been selected into the admission via the mWam (UPL),
Ministry of Higher Education selection process. The basic_idea™ef a conventional
programs is to provide education, to educate the students &ke' sure they study
hard to get good grades. Therefore, the need to chal the xi‘?ﬁqﬁategies to

@
ethod Of prografhs &-USIM.

achieve the blue ocean effect is essential for having t

It is an opportunity for the university to he strat in %mving the
5™ Thrust of USIM’s strategic planning, by €xpanding the u grad@ograms into
a full-time mode and part-time mod g@e who h ot té‘bselected via the

mainstream selection process throu nlstry 0 %E p@bn.

n QC}
vii.  Offer Flexible Educatl ram 40
It will certainly creat |nno ativ the university which is in line

‘ : l
with the university’s strategic plangi hﬂ‘ ources of the academic programs

offered will be SI&\th t@g pro@s offered to the mainstream intake. It
N
may only di Ner %n aéléx?ble learning mode and being offered at

different v. y having

to tho:Would like a'dld‘qo have the opportunity to pursue higher education

pr due to various reasb(l;? including the requirement to attend classes that has

e of programs, the aim is to give opportunities

%lmlng and would interfere with their daily work routine and commitments

Oards family.
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6.11 Findings and Discussion

The various strategies generated from the TOWS Matrix and BOS modelw
have approached the process of generation of strategies from different pers@, but

the fact remains that they were all meant for the same organisation, in tﬁntext is to

USIM. VY'

6.11.1 Consolidation and Condensation of Strategies z '

The TOWS analysis alone would be able to generat strategie gthe Blue
Ocean Strategy (BOS) would be able to generate 2 strategi hl’:h_ﬁfbtal of
32 strategies as shown in Table 6.14. By Iistln out on tslx' each of

T
the strategies can then be grouped into rati Wlterla nd ac ordmg@he functional
% &

activities. However, there will be strattN

N\ )<
Table 6.14: Llstmg 0 gleﬁ fr \she Models
No. tegles\j L\"Qﬁ Model Group
1 Offers part/full- tlme run er r u e lev _‘Bgram SWOT G
through direct i n-mainsfream a ne inistry’s
selection proce

2 Offers flexible, dist am\ exéztfjw programs for all SWOT G

level of stu %
3 Having i tional callaboration for SWOT F

underg uate/postgr (igran'(-{) branches abroad
lic, actesgible via online SWOT A

4 Expa ogr ms'to
5 F I the CI|I conc@) the programs SWOT A
6 nage i in ting and drive the faculties SWOT E
d artm ffull mitment in executing the
Iocatlon for marketmg(@d promotional activities SWOT B

\ Increase the number of staff and instructors for new entity to SWOT I
manage the programs and teaching process

0% The establishment of an entity that manage and conduct the SWOT E

program

The new entity will be independent and manage its own SWOT E
financial management

491



No. Strategies Model Group

11 Academic programs offered will be targeting at niche market SWOT C

(to those who possess Arabic language and Islamic studies
course at the SPM level for admission to the undergraduate \
level) (')
12 Offer programs which have obtained MQA accreditation &% G
13 Offering competitive study fees compared to public/ private SwW H
universities in Malaysia
14 Facilities to get loans from outsource (financial provider/ oT H
private sectors/GLC)

15  Collaboration with other institutions within the country to SWOT D
this program

16  Promote to Islamic religious schools as USIM is the o #WOT C
university that requires Arabic language and Isla ies as
the admission requirement for undergraduate progral .

17 Management roles to expedite the accreditation ess from ?T \‘E
MQA _{'3

18  Tie up good relationship with industries and fi ial prorld r WO?—

19  Offers programs which have been fully ac b

20 Joint venture with private, GLC secto
21  Raise: Commitment of Faculties in i Ntin th

22  Raise: Require significant budg nd allocation fo
and promotional activities program

23  Raise: Lack of human resour@sninistratl\$m1$ ,<\ BOS |
implement the program 5 A

24 Raise: Not having stron ionship VOith industries <§-) BOS D

25  Raise: Not gaining gooM tions wit r insiLt\iﬁtSns BOS E

26  Raise: International ation'with Ins tutio@FHigher BOS F

Learning abroa (
27  Create: Provid ities t? onti ggst%%lu at higher level  BOS A
(Nurturing r\%i 'sfut re~:,1£‘I on vis cation)

28  Create: Setup entity to rﬁana oh non- stream admission BOS E

program &)
29 Creat 'WOm or:l I Ilma @nent
30  Creates nomig colla ratisr;@/' ation for further BOS
i from @broad institui
31 reateyOffer nder, e%uat@@gramsin Part/ Full-Time Mode ~ BOS G
32 :% Offer FI dgcé'fl'c')n Learning Program BOS G

\03" Source: Developed for the Current Study
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Group
Innovative approach to widening access for education (3)

Increase marketing expansion through marketing and promotion (1) Y'
Seek and identify niche market (2) \
Partnership and joint venture cooperation (5)

Strengthening the Management roles and functions (8)
Seek new overseas market (3)

Income generation program (5) Y'
Increase financial resources (3) V
Incentives to ensure enough personnel (2)

Source: Dev, othhe Current Study

6.11.2 Prioritizing the Consolidated Strategies .\;(‘ \Y'
L)
The 9 strategies (A to 1) as labelled in Tableﬁl th?n 0 to'the ne%t.\phase of
NV

the implementation process. Implementing the Qgrategl

condensed number is too large, but if e% ity ji
the best. Normally, organisations weuld identi ‘lithOY e strategies for their Top
&a A
Management to decide and approv aned et al. 01@, prioritizing them now
o

becomes a necessity. There arM swa oriti he condensed strategies.

X 3 S

Table Labelling a ;lorfd)'sing of Strategies
¢ &

b ’

— IO TmMMmMmOoOOwW>

ost i ssible as the

m ement@bem all would be

No. )\ Strategies ™ % From Group

4 Expand the ams to public, essible{@_ online SWOT A Innovative

5. Fuuyutinz&@e\f]a lities t the(pipgrams SWOT A app_goaC_h to
_ . i & . . widening

27. Create: de Opp tufn:u o.tontﬁm studies at higher BOS A access for

—

ure generation via .
education

g Malaysia's
educa
7. A%w for mgr ifig &nd tional activities SWOT B  Increase
‘\. marketing

\C}/ expansion
through
marketing and
promotion
167 Promote to Islamic religious schools as USIM isthe only SWOT C  Seek and
university that requires Arabic language and Islamic identify niche
studies as the admission requirement for undergraduate market

programs
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No. Strategies From Group

11. Academic programs offered will be targeting at niche SWOT C
market (to those who possess Arabic language and
Islamic studies course at the SPM level for admission to \
the undergraduate level) (Q(

15. Collaboration with other institutions within the country to SWOT D %Partnership
offer this program d joint

18. Tie up good relationship with industries and financial SWOT venture
provider ooperation

20. Joint venture with private, GLC sectors S\/\w

24. Raise: Not having strong relationship with industries

30. Create: Economic collaboration (invitation for further S D
investment from abroad institution)

6. Top Management function in directing and drive the SWOT Strengthening
faculties and department to give full commitment in the
executing the programs Management

9. The establishment of an entity that manage and c SWOT ’ro_l%m
the program nctions

10. The new entity will be independent and mana wn £ E
financial management \ X~

17. Management roles to expedite the accr Wroce%‘ oT
from MQA Q.

21. Raise: Commitment of Faculties inm ting the BC@ E
programs \ -

25. Raise: Not gaining good reput Mth ot% ’\{BOS E
institutions 0 )

28. Create: Set up entity to manage,on non-mainstr " (3' BOS E
admission program K X

29. Create: Autonomy on fifianeial managem %\ BOS E

3. Having international collaboration for | g SWOT F  Seek new
undergraduate/pos te progr gncgleg road overseas

12. Offers programs,which avie M accg@g by SWOT F  market
MQA *

26. Raise: Internati coll tioR*with Irxﬁwtion of BOS F
Higher Learning abr ad‘ (_)

1. Offersp time mode

ufderé]rz ate level SWOT G Income
admission (non- generation
tr&l—!igher Education program

prog hrotigh direct i
mains cha?e via Mi
process ( 4

S
2. ers flexible, distance Ieaq'g;nd executive programs  SWOT G

| level of studies N

. fer programs which have obtained MQA accreditation  SWOT G
reate: Offer Undergraduate Programs in Part and Full- BOS G
T

N

ime Mode
Create: Offer Flexible Education Learning Program BOS G
Offering competitive study fees compared to SWOT H

public/private universities in Malaysia
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No. Strategies From Group

14. Facilities to get loans from outsource (financial provider/ SWOT H  Increase
private sectors/GLC) finank'

22. Raise: Require significant budgets and allocation for BOS H  reseur
marketing and promotional activities program (?/

8. Increase the number of staff and instructors for new entity SWOT | centives to
to manage the programs and teaching process ensure enough

23. Raise: Lack of human resource (administration staff) to BOS ersonnel
implement the program

Source: Develope the Current Study

Prioritizing the 9 strategies (A-1) also need to K sysrematically and

rationally. A rationale model is suggested to be the priofitised t tW&msidered
| | . N
include the high Return on Investment (ROI), short aken, risk tdfi‘b any
others. \4' \,‘T

Table 6.16 proposes a model that wow;t in 'making,the e@ggsimple and
meets the required objectives. The ni@tegies we

bje@to some selected
criteria and each criterion will hav imum S\?\Igl

m@é'its importance to the
selection criteria. All the criteri%waveg simi recorélg\ge of 1-10 (1 means low
while 10 is high. The nine hgie ﬂ%ﬁr@ based on the total score and
where the top four (4) q*;n nolv be ati!)n‘a®'listed.

' s

QG

&
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Table 6.16: Prioritizing the Strategies

Selection Criteria Y.
1-1
High 0 \

| " (where 1=Low Capability
No Strategies n;{pcz)alc and 10= High capability 4 otal
(Max10) Low S_hort Low E d

Compat

risk investment
taken
A Innovative approach 10 8 8 8 42 (3)

to widening access

for education
B Increase marketing 10 7 6 6 35 (5)
expansion through l
marketing and
promotion ®

C Seek and identify 9 7 5 4 ' Q) @)
niche market Y

D Partnership and joint 10 5 3 32 4 Y* 25 (8)
venture cooperation Y

E Strengthening the 1 {QY. 48 (1)
Management roles
and functions

F  Seek new overseas 2 22 (9)
market

G Income generation 8 46 (2)
program

H Increase financial 7 41 (4)
resources

I Incentives to ensure 5 31 (6)

enough personnelc
By listings @rateg@xown able 6.15 in a common table, based on

&
their scores a@j\lng nd g p‘eé thfem into some rationale criteria will assist the

Top Mzw%&ﬁtopri riti;t e s}@egies. From all 9 strategies listed, there will be
t

strateg could be condensed.into one as they seemed complementary to each other

XS
a Mld be classified in the same domain and cluster but would have the same
éct

S

>

ion.
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For instance, strategies (A), (C) and (D) can be condensed and clustered into the
same criteria and labelled as, Innovation Strategy. Meanwhile, strategies (B), (Fw
condensed as Marketing Strategy. Further, Strategy (E), () as Man@ and
Personnel Strategy and lastly strategies (G) and (H) can be condensed ﬂNJStered as
Income Generation Strategy. As a result, after condensation, there will be only four

strategies to be implemented as in Table 6.17.

Table 6.17: Condensed Strategies b

No. Strategies Condgnsed

A. Innovative approach to widening (1) Inno Strate
access for education

C.  Seek and identify niche market
D. Partnership and joint venture i \
cooperation

B. Increase marketing expansion \dark “nil Strategy (( E
through marketing and promotio\
F.  Seek new overseas market SeeE I \1 A&

and identify niche market A
E.  Strengthening the Managem ent&’\Personnel Strategy

roles and functions “« Q-
l. Incentives to ensure eno& ¥ A%
personnel N
G.  Income generati pro%m ’ ) Hn@eneraﬂon Strategy
H. Increase financi% s o j Py
o Souree: Developed for the Current Study

end&% 2 §

ally, there might b@e adjustment to the list could happen or the ranking
co?;\ange as the higher authorities also have their own prerogative and possibly
lege information that might have some influence on the prioritization process. If

q
is does not occur normally, the information is passed back to the strategic planning
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committee to review the process and the prioritizing list. After review by the Top

Management, the strategies could be endorsed for implementation. Yv

by

In the execution step of USIM’s Strategic Plan, which concentrates on the 5th

6.12 Potential Impact and Recommend Solution to the Organisati

Thrust, this case research will recommend a course of action to erWe strategies can
be accomplished. Once a solid strategic plan is in place and% Zbee cascaded from
the corporate level to the operational and individual egy, hg\‘gﬁon of the

strategic plan implementation will begin, and an acti n will be d I(*)@»_d&)

5
f s@(‘gic plans did not

6.12.1 Implementing the Strategies

Generally, according to Mohaw@l@, 70-

meet the intended objectives as th nisation g "\k’to certain important
\

components such as budgetln on, e9np|o ance s to strategy and create

awareness among the work rgjv ont anlsatlonal strategy.

Generally, the fa% e implemen tldn e in the strategy implementation
were due to mp@ple% Ians. s, the implementation phase of the
process is vital gand aveé/%( ajor impact on the strategy. The major

setback abo:; e mpI e ta n‘T &;?more often than not the staff that did the

strategi nd the i mem&? are not the same. Problem raised such as

@

Yv

mism&andmg and low co ment in realization the strategy to be implemented

s uIIy is always an issue.

: Thus, successful implementation requires certain sequence of activities that need

be done to give this process a higher chance of success. It is proposed that the

following steps to be adopted:
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a. Convert the strategy to strategic objective and that is specific, measurable,

achievable, realistic and targeted within a specific time (SMART). T

b. Build the strategic action plan. (’}

c. Develop the strategic annual action plan.

d. Look at the soft components of strategic implementation. ?

Therefore, based on the analysis, USIM should analyse w'!act accordingly on

those four strategies to ensure that strategies laid are no ed.,| orde to ensure

successful planning and implementation, organisations should ut i

c,)
measures. According to Mohammed (2014); anlsatlon ulc’ ke into

Y—-

d tshou@fe linked to

strategic process to ensure adequate finaficingwfor s at giggactivitie nderstand the

consideration the financial aspect, whereby the s for

tor iQI not influence the

global dynamics in industry enwronmm at x ern3
strategic implementation, create a ness a t mo, ﬂ%lon among the staff on
organisation strategic goals t %to Ilza@l organisational strategic

goals and identify precise st sto Be im ent
! 0
F &
6.12.2 Strategyt ateglci) jectt s %(J
&

For the se f |II fhecv’)rl us types in implementing a strategy, the
prioritized s in Table 645 W|Q_be extracted. As a result, four strategies have
been idehtifiedto ber ghted hown in Table 6.16. The ways strategies are not
me e implemented easw;t'So the first step is to convert the strategy to strategic

obi? e. Thus, converting the strategy to something measurable requires that it is

Oned into a strategic objective statement. An objective statement in the context of

strategic management requires that it fulfils the specific, measurable, achievable,

realistic and targeted within a specific time (SMART).
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6.12.3 Strategic Annual Action Plan (SAAP)

The SAAP is the detailed content of the first year of Strategic Action W
detailed report to the main committee on the preparation and execution t@f the
strategic action plan (tactical objectives plan) are required on an annual Eﬁxom every
department which includes the faculties, Division of Academic MMr'nent (BPA),
Bursar Department, Registrar’s Department, Marketing and Admission Department, 1T
Department as well as the Development Department. The f ?ﬁ'he'SAAP as shown
in Table 6.18 to Table 6.21 respectively. ‘ Y'
The format of the proposed SAAP has be ucted bas n’thg\ tlined

strategies. The annual target needs to be broken rq rl% ectwe&é months

T
period) and for each of the quarter a meas Eﬁv uced Q\hat by the end

of the year the tactical objective will be\

most important point is that they a measura\_[zLjn e eki\column is the tactical
@
actions. These are actions th 0 he tak 0 achieve the quarterly

objectives. \

For each of th%l al acti tl%sj‘q determined when it should be
completed (third W the pu f res s needed must be stated (both non-
financial-fourth Iu Ial fifth~Column), followed by the personnel or

responmbleﬁparaﬁent |ve?t ték Uerform the action (sixth column) and finally

é‘

the sev mn th ‘ptles ﬂ%personnel to be accountable for the action. The

SA |Ied out only for th\@%’f year thus the acronym SAAP. The second and third

ye? d not be as detailed, and an overall annual target is sufficient. Under the rate
a

ge of the current environment, it has been consistently discovered and validated

at detailing the activities for the second and third year is more often a waste of time
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20S

and effort as the new external factors after one year are usually quite different and not
predicted a year ago. T

Thus, a detail first year is good enough and as the end of the first-y{% s in,
the next year SAAP can then be prepared, and this was found to be moAgctive. The
seven-column format will be utilised, and its acceptability has beenw to be quite

startling. The fact that it was created based on the objective of Ming the reason

why plans failed probably played a significant role and in g S acreptability.

\d

However, according to Mohammed (2014), the§flure of strategy [’)Ier'rgjiﬁfion

has been researched into and the major reasons it failspl ere/attri _\ to the

following factors: Y' \ Yv
1P s
a. Miscommunication \ ®

b. Lack of commitment \ é

(.)
c. Short of needed resourr% f 9 <§:}
d. Does not know thes xsibii $
e. Notsureofthe%iﬁl :,uj‘-l 0’
f. Notsurevkﬂ;\do @ %é},
g. Changew ana‘ 'rson @%fandling the plan
h. Une g@cha eint e‘vi@mentwhichwas not predictable

Q& S

’ < |
§ can be e nde'd further but the above eight reasons were the common
m

-9

N
on\ oned by more than 35% of the respondents for the failure (Mohamed, 2014).

% for the last one (eighth) the others are quite controllable and after a few

Q}Iications to various organisations. The eight causes, however, is something that is

not controllable and will have to be tackled in a different form (contingency or

preventive). It also incorporates features that will help reduce the eight reasons why
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strategic plans failed 70% of the time. The proposed SAAP format is made up of seven

columns. The tactical objective (for one year) is used as the initial basis for filw

columns. \
If the six reasons are recalled and as shown below, the SAAP cql.kns zat take

care of them can be placed appropriately as shown in Table 6.22. Th P as shown
could also be used as monitoring and evaluation tool when Nategy is being
implemented. The Vice Chancellor being the overall pers eEt'is accountable will
need to monitor the strategic activities and SAAP is a@ 0 }q!t\tv that. The

®

monthly activities as in the tactical action colum%be used as a orit and

control tool since the activities, date line, who are onsibp d counlgble could
N

\ganis ions scheduled

be cross checked regularly. This also fits '% Wiﬂl\

monthly meetings where a permanent @n strategi ageggts issue could be
reportedand discussed. c \?

A
A
" N

Ca)
Table 6.22: Pairing of Reas %HUW Ap@ﬁate Columns of SAAP
N\

— -
Reasons Why Plan?ibd ‘ SAAP Columns That Helps

1. Lack of Commitmg’é olum@ & 7 identify personnel

2. Short of needed resourc b ¢ ns 4 & 5 identify needed resources
\ for(Top Management approval

3. Does not kno@! res@w @Jmns 6&7

4. Not sure ofﬁgti line ! olumn 3

5. Not sure \&aj do ‘? ) o (') Columns 1, 2 and 3 are clear

6. Chan g7y martagement pers nnel\(/ Uncontrollable but SAAP is a good

hanglin pla 7 IV starting point
% 4 Y: Source: Developed for the Current Study
N\ S

N
\‘needs to be reminded that the SAAP is just a document which also referred to

“plan to implement” document and prepared in the office. In most cases, nothing
S

started and as the time indicated it will only start at the beginning of the year.

Occasionally, it could be starts anytime in a year (the real implementation phase).
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Successful Implementation Phase
6.12.4

The findings and analysis derived from the TOWS analysis and BOS ?Qy
section have been identified and elaborated in detail which shows that USI ssed

the internal strengths to expand its academic programs to increase stu enrolment

j,

by implementing a Lifelong Learning program in USIM. However, cw:omponents

are lacking and these needs to be present as they play an impo?‘ e for the strategy

implementation to be successful.

These components include policies and procedu all awr‘esources,

N
instillation of organisational culture, leader cofpor, tulﬁfé and
accountability and tying rewards and |ncent|v am 5 : vem&ﬁ a well-

prepared and structured strategy, the suE&v the ?’\“rlple ntatle&f the chosen

strategy is still not guaranteed. O

\T A
_ A
i.  Policies and Procedures o c}

“« Q-
t

itate th lementation of a strategy.

Policies and procedures%\ Is that

? N o
These set as the gLiE and adminjstr t|@act|ces for the organisation

implementors to dlrect the CISI t|€ r the strategy implementation. By
standardizing th outl e elzlsm the icies and procedures will promote
coordination d |st Cy acr } |sat|onal departments.

oped

ﬁ policies should be infused into the
5 A
imple n system to facilitaie s strategic plan implementation and to ensure

QL
. O
Wy and effectiveness.
05 Allocation of Resources

Allocation of resources is an important component as most action requires

‘K;

resources. Only upon confirmation of its availability, will the implementation process

be smooth.
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iii.  Instillation of Organisational Culture

A successful strategy implementation requires the support from, a Qong

organisational culture instilled within the organisation. q

This organisational culture would reflect the organisation’s iden{!té and'it conveys
to every workforce personnel on how things are done within the (wa\ni; ion. Itis made

up of organisational values, norms and beliefs that guide the Tﬁs of organisational

community.
NY.

iv.  Leadership Role N
Strategy implementation requires a strong leader. Thg® l[eadership \r,&'e IS very

y\trate%gr;\anagement

crucial in many aspects of manageme,x\pa, icul

(Mohamed, 2014). A good Ieadership@, as the“tead detcﬁﬂnes the direction

of the organisation and aligns the staff in accor M t @anisational vision.
) N

decision-making process is very

On top of that, in strategi ing p

crucial for leaders. In other WWaI nd r@t decision is very importance

especially when it involves investment rlw@ capitals towards organisation
4 2

M hen @tﬂers are making the decision for

nge nment.

planning. Perhaps it is re

organisation in @0 f e
Q‘)‘ gﬂwe

Therefo S str vcﬁ]'@ of leadership in strategic planning. Figure

6.18 indi M%ﬁavagﬁ DleZee Ie@ship elements and strategic planning.

<
\ Leadership Styles

Leadership Decision Making Strategic Planning

—h

Leadership Change Flexibility

Source: Developed for the Current Study
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Figure 6.18: Relevancy Between Leadership Elements and Strategic Planning
v.  Corporate Culture and Accountability T

This component related to the human factor. Culture is a way o(m the
organisation and can be embedded strongly in it. In order to ensure t cess of the
strategy as addressed in the university’s strategic plan, all parties 1 ed must be

engaged at the beginning of the project. The Top Management M ministrators/
academician), faculties are among the members who sh d and given
details of the needs for a strategy thrust. They must 6&% nWs about to
change once the ‘Knowledge for All’ is implemer@under and t 61’ ro Shih the
implementation.

Everyone involved will be encouraged to centri \lcmg %\3;6”’ concern
and communicate to build collective v@d a sens voléﬁnt in the strategy

thrust. Upon, understanding the rolg”of each m

i @e ns and opinion will
N,

be co-opted into the implemen @the pﬁ‘oject. en @mal strategic decision is
&
achieved, explanation on strm\b mI oQ\nowledge for all should be

conducted for the parti% e parties invalved @yt be convinced that their opinion
4

is counted, and the d@)n mr
that their con%ﬁ

is set, t Ies are st |s ed@ everyone needs to know their respective roles

wh| h must eclearlyexplamqur;em.
N

ewards and Incentives

olvezqéﬁme implementation should be committed

ave eent enfi ntat?nsmeratlon Finally, when the new strategy

In a matrix organisation like a university, which consisted of various departments,
centres, faculties, the implementation of strategic plan are not the normal routines or

even not stated in the job description. Therefore, as a token of appreciation, the reward
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could be in many forms, but something appreciated and valued if the strategic plans are
successfully implemented. Coupling rewards and incentives to the orgam?ml
strategy will help with the implementation success rate. Rewards and v(g\sbs are

known to improve the employee’s commitment as well as behaviour ¢ cy.

In addition, according to BOS Strategy, there were f Eﬁles 'n implementing

6.12.5 Four Hurdles to Strategy Execution in BOS Strategy

the strategy execution. Those hurdles are the CognitivejsResourgee, tlonal and
"
Political Hurdle. _f)

f % §
. Cognitive Hurdle ? '
Q%\nt of the new

Cognitive hurdles can be a crucial @ée t mplish

strategy. It is obvious that our admlnlstr : a dem?h hQ/Ilnlstry of Higher

Education and accreditation bod f nrt

and believe that the current erve h he %tlon well with the good

e u’r}ent education programs

l
They are more like yt e3|st any pA‘t affect their comfort zone and prefer

grades obtained by the stude d h’/ nee@to ch @he education system?

J‘

to continue With e o0 and lonve |onal e gy. It will be the daunting tasks to
convince thes of egple at fne of conventlonal academic programs mode

does not e reacyn us rs and therefore USIM need to strategize. To
st

con , USIM n{ake EQ'em see and experience the need to change.

of the best ways '[B:?o S0 is to subject them to the pain points of non-

éers They should be listening to the constraints presented by working adults,

Oﬂs, pensioners, housewives and the others in pursuing the current existing programs.

In fact, at this point, the Top Management of the university can play the role of a tipping
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point leader in overcoming the cognitive hurdles. The leader should be convinced that

there is a need to change the conventional programs. Once this is achieved, th

should explain to the others in the faculties/ university the importanw@ new
strategy to “unlock” the non-customers. ‘\

In the planning of executing the new method of delivering Ws academic

program through the Lifelong Learning program, the universi reallze that the
X

current education programs offered are very rigid an ible for the non-
customers. It is strictly controlled and administered by egul io.m.dee Ministry
of Higher Education and the accreditation boards (M ' _\C—}

The challenge for a Blue Ocean Strategy n forethi grarlf)z~ USIM is

gr\sto og@:ghlch enable

v@mg adults, staffs,

&

N
They need for a conven%i fleKible ti as@l as experienced based

programmes for successful entre neu’s er region of the countries.

ii. Resource Hurh
It is assum tha e @e thrwegh strategy, the greater the resources it

N
requires for e c o;h?\zi‘dr @e to the execution is limited resources. A

big numb ources is frequire the changes in a new strategy are greater.

how to change or redesign the conventlonal r|c m
the non-customers to access and conw r comm

pensioner and housewives.

Resou 0 |mpor tte ensugethe successful of a new strategy. In the proposed
ex u§ strategy for this %ss.?e research, the resources like human resources,

%ucture and financial ability are the major resource constraints which the leader

Qy encounter.

507



Ii. Motivational Hurdle
Motivational hurdles are another important factor in deciding the sucw
implementing this program in USIM. It is suggested that the Vice Chanc@d the
Deputy Vice Chancellors should act as the project kingpins to motiva ncourage
the staffs and students to support the execution of new customised acagemic programs.
In addition, besides having the new entity who will e caretakers on

implementation of this program. With the presence and iZatior from the Top
0

Management, it will drive the staff to achieve the at goal. IWanner, the

oy
strategy used can be shared by others. Each entity@@pende tly rl{a@ self-
Y-

accountable for its actions and delivery of the Iv be @ NV
T
iv. Political Hurdle V q\ s

(<

Political hurdles are some of the m ifficult h to o@come. The role of
\ k
to

kingpins (Vice Chancellor and D ;9 chn()hkvr @ﬁer with the Ministry of
U
éther romote &&ﬁorts of the university in

Higher Education should joi

transforming the conventiorwdﬁcatiolal p ns.@mtomised on online programs
[
in USIM. c’ , B < ¢ &

—
@D

6.13 Executi W;\ p‘ ’pd leSton
Inor. ieve'the objegtiv (e#'this case research, the details strategies which
AR
have (Wlighted inthe pfevidtzs'section serves as a blueprint and sets as a direction
: § N
foK 0 get a clearer pictu\(?ln the short and long-term phase for the execution of

%gram. The final stage will be the implementation part. Figure 6.19 summarizes

0 steps for execution of the program.
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First, the market potential of the program will be evaluated. An economic and
finance module or the income projection will enable the university to |dent|f)wnm
academic programs are in high demand. Further, the current infrastru [ I be
evaluated to identify the strengths and weaknesses. Next, is to defmeﬂ&ocess and
time frame for executing new strategies. Consequently, the econo and financial

model will be fine-tuned. Once the financial model is accomplished, the human resource
;ed

for execution will be recruited. Further, the programs wi c'ut domestically

and internationally.

%N '\I/:aékeltzpolte”t'gl 2.1dentification of cono
il Be Evaluated  psssssd Required Academic nance WIII Be

ProgramN
i S.Effering cadefmi

: D-ﬁ:rr:ee E:gr%eess ) _ ; Wr& Capabilities

l mi‘? (Infrastructure)

7. Fine Tune \ 'Staff R * 9.Pilot Test
Economic Model N
(—) BN

" ’ 10.Rollout

Rl (44, .

\ | = urce: Developed for the Current Study
e
\ g re e Eég_t) ion Roadmap Phase

|ck start th pr g@gffwe details of the roadmap and milestone phase
E&gs“"'

4, Analyse

for t S are pr ected a{fﬁ' able 6.23 respectively for the strategic objective

p Mhe duration of 1 to 5 yea s’ time.

S
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&es

Meanwhile, for the financial forecast (revenue projection in five years duration)
is projected in Table 6.24. Meanwhile, the projection by year-to-year basis dewwg

on the accreditation of the academic programs for undergraduate programs @ﬁected

in Table 6.25. A
6.14 Evaluation of the Strategic Plan \}:

Finally, is the evaluation part. The strategic plan evaluationypart i's the final phase
of the strategic planning process. The evaluation % meff eness or
successful the strategic plan is, and what else nee%&done {d w \rog\l@)b the
focus in this evaluation phase. A strategic plan unless¥peing successfully imRtemented,

is considered as useless hence it requires a % luati
e t%ﬁme vision for the

The leaders of an organisation a a%taff sh
direction of their organisation. Thiscill encommgfve '(B@QJ a high-performance
organisational culture. At the sa@ an ificreas qfina@' autonomy will increase

the flexibility and ability che Ij ffecti-\ilg implement creative and

N
innovative strategies. icxponse ;ﬁch : edbacks from the ground will
enhance the monito@va ‘aﬂgQ ase vent and limit the strategy failure.
Organisations shme cu lh!tbwente
strategy formﬁaﬁ,w\an infpl W!ltio
around @Enisa;i Mr ng \and take advantage of opportunities while

overcoh’ng r mitigating again Yweaknesses and threats facing the organisation. It
N

S Me noted that having a strategic plan does not always guarantee success, but a

4,

e

stay competitive and to create proper

An effective strategic plan should be built

iy

-crafted, innovative and creative plan that is well executed will guarantee success.

6.15 Conclusion

In higher education industry, it is almost impossible for a comparatively new
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university to compete with the established universities and break into the stranglehold
of their dominance in the world stage. Hence, there is a need to create a new de r
niche in uncontested higher education markets and avoid direct competiti WX:;
well-established universities. This calls for a new direction, a new apprm@ niche

section of the higher education system which can be best explored through the Blue
Ocean Strategy model. In addition, the expansion and diversi Negy need to be
strategized by the university in order to become a major e ith'n the education
industry.

Y
It is about time that public universities i@ia, USIM i Iuﬂe&‘%kes a
of

proactive approach in securing alternative inC nd @Uce their

o,

dependency on the yearly budget allocati iven’ by tﬂe governme e education
business in Malaysia, especially tl\ ;ertary educati se@‘*is projected to
f @university to bein a

continuously grow in the coming 5@5and it |\uc'
;3‘57 N

positive financial state in order %uﬁwmts m(iﬁ'ﬂeaching activities and to

fund other related activities_that triJu 0 achieving the University’s mission and
t

vision. There is variou%e f action that ur‘i\n@‘ty could explore as an alternative
" 4

’ &
\reh oncgates on one of the possible sources by

B

source of income a is case[

offering the Lifw rni
This is &)1

line with the fhi@(@’d) Thrust in Malaysia Education Blueprint

s to,inCrease students’ enrolment.

_ N . . .
2015 - her 'Jp), Tm& Number 3: Nation of Life-Long learners which

was Jaunehed on April 7, 2015@aysia should have holistic human capital capable of

‘@gcurrent challenges and demands.
Education plays a significant role which enables the nation to meet the skills

anging needs of a high-income economy and maximises the individual’s potential
that are presently outside the education landscape through reskilling and up skilling

opportunities which enables the development of individual’s interests and talents for a
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better life.

Malaysia inspires to be the educational hub of the region. It is already knovmat
Malaysia universities offers an affordable tuition fee, and another great re@tudy
in Malaysia is the relatively low cost of living as compared to other ies. These
two criteria attract increasing interest among the mternatlonal students to study in
Malaysia.

The case research has managed to meet the objectiv gn:refsing number of
student enrolment would bring an increase in revenue to%he uni rw‘r forward

se resgarc ro‘e@;ing

by the increasing demand for a flexible education, t

regarded as a very potential long-term prej

d with ~proper p@ﬁng and

ooﬂ the 1versié;€nage as the

implementation, this project could help to w

ideal choice of place to study among the,students, domesti @nernationally.
Despite conservative attltud negati % at efforts to pursue
income-generating activities | e mi'setting like uQ‘EEIM would compromise

&
the quality of education, a paradi sh'I t@eurshlp should be cultivated
WO fdr

among the university’% ent a
o o

generate own inco eeds to io ed %I(e,teachmg and learning themes should
be translated into i S |n

and services in order to increase the

positive attitude on the needs to

!
relevance of t%lvers y’s a d&ntjr?grams Potential projects such as this case

researc% elp t6 showCase U&m to the world, as the leader in the integration of

a Aqll knowledge. The @alls outcome, overall benefit gained and contribution

case research towards the organisation will be presented in Chapter 7

0
0§ctlvely
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APPENDICES

Appendix 25: Survey (A): Survey on the Capability Assessment of t&z

University on Expansion of USIM’s Academic Programs to IncSase ,

%

CAPABILITY ASSESSMENT SURVEY: EXPANSION OF USIM’s
ACADEMIC PROGRAMS TO INCREASE STUDENTS’ ENROLMENT

Students’ Enrolment

The survey is intended in getting inputs from your good in realizi e,planning

of USIM in achieving the University's Strategic and further l:ipor g the

Government's aspirations as outlined in the Malaysi cation, Bl i -2025

(Higher Education) to offer the university’s academ ograms evelagf-studies.
? Y

To measure the capabilities of USIM in offering the pro \n extensiVe assessment

needs to be carried on the capabilities of Wrsity‘%y vol e external and

e

internal analysis. The external analysis Ident

political, economic, social, technologicalyenvironmental
ersity’ ievi

be threats or opportunities to the uni n h%
internal analysis is to identify %uatehﬁ

the external factors such as

dle actors which may
mission. Conversely, the
sis.nd weaknesses of the

wn
D
(=]

university.
y & 4 4?
In order to operationalize theN i0 ic p@fams in USIM towards the

formulated before th iSe, e n of the programs can be done.

- To deterrrMe imp eac % or, a score between 1 (being the worst)

to 10 ( atta qeacr(_fﬁ tor.
- Ona
WO

execution of Lifelong Iear%o'ogr in USIM, e measurements of the Four

Major Factors should be analysed priof to implem ion. Hence, these analyses can

identify the internal fa% tre‘rllgz an }%}w es of the university which can be
exer implementa

ity

1-10, 1 ( least fmportant) and 10 (the most important), how

@ ate each of t sta@ents.
49 poty
Your cOgperation is highly appr&&ed.
N

<
N

o17



9€s

g
External Factor Analysis _{')

No. Aspect Factor 1 10
1 | 1-Political Changes in leadership and political situation \S I
2 | 1-Political Changes in education policy % \d.
3 | 1-Political Policy on academic program accreditation { LD}) | _xc}‘
4 | 1-Political Changes in government policy on immigration reguiremen \,‘Z‘
5 | 1-Political Country's aspiration to increase mternatlonal tu nts;@r@}me@\\T
6 | 2-Economical Changes to economic climate \ : (5
7 | 2-Economical Reducing budget by the government Cn \?
8 | 2-Economical Government aspiration to become h@o@fg “tech nation
efforts N N
9 | 2-Economical Currency exchange rates > v~v i 3‘1 \.\L\
10 | 2-Economical Economic collaboration (Inwt&@?or furﬁ],e( m@sfment from abroad
institution) AL ,\\ L
11 | 3-Social Technology addiction (\ \f @
12 | 3-Social Demographic changes a&ljangﬁag\e@arrlgr <l
13 | 3-Social Attitude towards mg}m s Mr(g Q\
14 | 3-Social Attitude towards c % uting to bUI g the nation (Nurturing
Malaysia's futum%e eration via edlkatlon)
15 | 3-Social Cultural diff
16 | 4-Technological Advance.in te ﬁology




LES

&
No. Aspect Factor 10
17 | 4-Technological Costs on technology \,\
18 | 4-Technological Less funding availability for technology Y"Y
19 | 4-Technological Availability of new products é |
20 | 4-Technological Emergence of IOT (Internet of Things) N A;id'[\y
21 | 5-Environmental Increase in environmental awareness policy ‘<‘ , ] . v-_\')
22 | 5-Environmental Awareness on power consumption ) Y‘ ‘\\'V k\"
23 | 5-Environmental Attitude towards green technology N C‘}/ \uﬁ P 45‘
24 | 5-Environmental Attitude to support for renewable and enM\‘/" ng _\O‘
25 | 5-Environmental Environment friendly and recycle produet) R );] L\&\
26 | 6-Legal Restriction on immigration act ‘e < J &
27 | 6-Legal Restriction on student bond policyv\:' 'ﬁj\\i}‘
28 | 6-Legal Restriction on Employment Ia&e)‘ _ ‘.1,/ ,-'433
29 | 6-Legal Privacy and data protectiok@w ‘ |\\' /.\i"
30 | 6-Legal Financial provider rules ;ﬂ;d\kgpl' tan”, CAGV




8€S

g
Internal Factor Analysis ‘_{’)

No. Aspect Factor 1123 10
1 Operations University's location Q\;( .
2 Operations University has experts in specialization areas (‘ Q
3 Operations Have adequate facilities and logistics k % &R
4 Operations Have good IT infrastructure =" qy | O
5 Marketing Good relationship with abroad HEIs o Jovf &
6 Management | The only public Islamic university fully funde ve(n ent ,_l\‘
|
; Operations Dedicated to candidates who possessed Ar |§=@1gua§ﬁ sa
Islamic studies qualification for admlssmg AL
8 Management | Have good relationship with industries K e
9 Management | Autonomy in management and gover ﬁ% \} ) \48\'
10 Management Economic collaboration (Invitation %rthfr"“ ’kstng from
abroad institution) (O
11 | Management | Have capability to accommodate mofe s@:ﬁf e@alment
12 | Management | Have target audience among&\oq‘&c@l SLE@TIeavers
13 | Management | Not gaining good reputatignS'with otheripstitiitions
14 | Operations Demand from industrie %broﬁd institutions
15 Operations Prowde_ opportunlt_lels&mtjeydrdlesz&i hlgher_level
(Nurturing Malays ure generationsvia education)
16 | Management | Have full control.ghpudget allocation and distribution
17 Management | Have full co o%ﬂetermine the student fees
18 Management | Autonomy @ncial management




6€S

No. Aspect Factor 1] 2 10
Facilities to get loans from outsource (financial provider/ A\S
19 Management private sectors/GLC) \,V
20 Management | Good relationship with financial provider A\ ,
21 Marketing Require significant budgets and allocation for marken@d i 1’ ‘
promotional activities program I L&
22 | Marketing Not aggressive in marketing the university’s productsy, - e
23 Marketing Lack of human resource (administration staff) to |@1Er'n\D ¥
the program «—l\
24 Finance Demand from industries and abroad |nst|tu *
o5 Finance Internal bureaucracy in university which Iates t%lra g{&]
management RAFKS
26 | Finance Autonomy in management and govern{% &
27 | Finance Do not get full support from the Uniggrsity’ W@ﬂage@nt
28 | Finance Set up for entity to manage on n&ojw\alnsg%glgdnhé%lon
program ;(*-’
29 | Management | Not having strong relatlonshm\llth{n@nes\“
30 | Management | Not gaining good reputatigns,with othepinStitutions
31 Additional 1) In comparison to ot |ver§iti s, whith university is able to offer a wholesome experience to the students
Question and possibly ma &g'n a Better holisti person?
32 Additional 2) Inthe current su&io, what is USEM lacking in order to increase the students’ enrolment?
Question

N
S




Appendix 27: Result Findings Strategic Management Case Study (CASE 5)

Reliability Statistics

Lifelong Learning

T
R
O
N3

Cronbach's Alpha | N of Items
.893 8
Frequency
Statistics
Gender | Age Job | Preferred | Learning | Choic |eldc" Level of interest
Status Mode Method m Stl’dK do pursue
Study l!ifelaqg.
|
ation
. ¥
Valid 550 0 N 550
N
Missing "0 !‘? 0

522

Male
Valid  Female
Total
D Frequogi erc né’v Valid Percent Cumulative
\ { % Percent
19-25 Ye @ @ .@9 185 185
26-35 ;x b 756! (55 465 65.1
valid  36-4Bwyears Qld 74" \( ) 316 316 96.7
ovi Years?d 18 [ 33 3.3 100.0
s 5507 100.0 100.0
é &’




Job Status

Frequency Percent Valid Percent CumulativeT
Perce
Students 139 253 253 3
Government Servant 189 34.4 344 &
Private Sector 116 211 21.1 7
Valid
Self Employed 46 8.4 8.4 89.1
Pensioner/Housewife 60 10.9 10.9 100.0
Total 550 100.0
Preferred Mode of Studies . l
Frequency Percent Valid P ICUMLCEMY“
Part-time 468 85.1 %’ , 85.1
Valid  Full-Time 82 14.9 Y- . 100903Z~
Total 550 100.N \2-.
Preferred Lea% tho ((
Frequenc ) Cumulative
% Percent
Fully Online 4 27.1
Face to Face 30 325
Valid  Mixed Mode (Online and Face 371 = 100.0
to Face)
Total 5
Pie%q_ el of \u €es
T e _ .
‘_‘ Frequéncy &ent Valid Percent Cumulative
) # Percent
PhD % ??3 (_J 9.6 9.6 9.6
& og 178 17.8 275
%aduates ‘. $ 425 425 70.0
Vald
st Graduate Diploma (,}/64 11.6 11.6 81.6
\Certificate 101 184 18.4 100.0
Total 550 100.0 100.0

Nj
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Subject of Interest

Frequency Percent Valid Percent Cumulative
Percer‘ *
Islamic Studies 103 18.7 18.7 1%
Information Technology 28 5.1 5.1 .&
Business and 81 14.7 14.7 38.5
Entrepreneurship
Valid  Economic and Islamic 119 216 21.6 60.2
Finance
Education 122 22.2
Linguistic 97 17.6
Total 550 100.0
Level of interest
Frequency |  Percent
Very interested
Interested
Valid
Uncertain
Total
Descriptive
mum Mean Std. Deviation
Gender 2 1.59 493
Age ,\ 2 5 3.20 772
Job Status & 50 1 QJ 5 2.45 1.256
Preferred Mode ofsSt O 2 1.15 .357
Preferred Learnin%ld 0 s Teq 3 2.40 .885
Preferred Le 'ies ’ )55’ \\\J 1 5 3.11 1.185
Subject est : *b- ‘!550 L»‘ 1 6 3.76 1.707
Level of Tnteres 5&%\} 1 3 1.50 .663
550

Vg’ N (listwise)

N
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Appendix 28 : Table for Determining Sample Size based on Desired

Accuracy with Confidence Level of 95% Yw
e

Variance of the population P=50%
Confidence level=95% Confidence level=39%
Margin of error Margin of error
Population Size 5 3 1 5 3 1
50 44 48 50 46 49 50
15 63 10 74 67 12 15
100 79 91 99 87 95 99
160 108 132 148 122 139 149
200 132 168 196 154 180 198
250 151 203 244 181 220 246
300 168 234 291 206 258 295
400 196 291 384 249 328 391
500 217 340 475 285 393 485
600 234 384 565 314 452 579
700 248 423 652 340 507 672
800 260 457 738 362 557 763
1000 218 516 906 398 647 943
1500 306 624 1297 459 825 1378
2000 322 696 1666 497 957 1784
3000 341 787 2286 541 1138 2539
5000 357 879 3288 583 1342 3838
~ | W %"’ Source: (Taherdoost, 2017)
K7 S
@)
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CHAPTER 7

CONSOLIDATION OF THE FIVE (5) CASES AND HOW THEIR

SOLUTIONS HAVE CONTRIBUTED TO THE ORGANISATI(&:

7.1 Consolidation of The Cases and How Their Solutions Ha ributed to
The Organisation \,
All the five (5) case studies presented in this thesis nitiafed in sequence

from December 2017 to July 2019. The issues high ed cMgs i%the

researcher’s organisation. Each of the identified i in'the five different ateas were

) 4

conducted within a duration of 3 to 4 mont tipulated e In‘d«E;rial PhD

programme structure guidelines. c\, °'\
7.2 Outcomes of the Case Resefg) \? ,<\
N
0 e,
This study has contribut\ provenand te ed‘resg?/th outcomes and results to
&
the university. The universT expten ever sitive outcomes as the result
I

of the problem identifi% d imp'ke tﬁan& any improved processes.

The outcom&}&ch @y are s%nows:

o)
\ . ! - -
a. Case SIG;!)n Marketing- Ii'hhaifang Visibility for Sustainability

T% !ok of t?is ca;“ as @nhance USIM’s visibility among international

student
&’

O/C‘
“

e

a result, there was an increased in the number of international students’

0 enrolment (undergraduate level), particularly from the target group of Singaporean

students, was observed. The usage of social media as a marketing tool and the

application of the Segmentation, Targeting, and Positioning (STP) Model was
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applied and proven to be more effective in increasing USIM’s presence and

visibility among this target group.
ii. Table 7.1 illustrates the total number of international students’ enr ﬁ:n

Singapore to USIM for the undergraduate programmes. Three ( %s from
Singapore enrolled in USIM in 2015, eight (8) students enrolle 6, and four
(4) students enrolled in 2017. The number increased to eleve students in the
academic session intake for 2018/2019 and, recent M:academlc session
intake for 2019/2020, with another seven t in the

undergraduate programmes in USIM.

iii. The results of the case study propose blg& of a\new entity,

, o

particularly focusing on marketing cn ent °r§cr itmhent, approved by
n M

018. Kiddly see Appendix

A

USIM’s Board of Management (J
A

35 (i) on the Board of Mana r% de CI \? N
L 2
iv. Social media platforms, edium te Uf{&was utilised aggressively
as shown in Appendix ‘é\
S

v. An increase in re\%;or u
international&hg will pe S in S@fn 7.3.

Ny &)
b. Case S% arlag e,n! ﬁ))vards Sustainable Human Resource in

O
u &' \3\\
2&; d b')
S ond case gave meggrs on the solution in reducing turnover among the
N
:\Q‘f personnel under the Management and Professional Scheme.

S

e
th u‘gh the*tuition fees collected from more

D
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The findings of the second case suggested that, to enhance managerial skills and

leadership qualities, such as the role of Heads of Departments, a s

workshops and courses were organised for USIM’s administrative a@emic
staff who has been selected as the Heads of Departments, Deans; irectors.

The iQalbu course was organised to create awareness andf clarity on the

importance and accountability of the different roles and mibilities among

nCd p'ogrammes.

USIM’s workforce. Table 7.2 summarises USIM’s

. i @
Table 7.2: Courses Organised by USIM o ipland i u \Y'
No. Programmes Organised _ , Date™
- B Y- v N
1. University Management Certificate Level \ 10-2 )erl 2018
(Sijil Pentadbiran Universiti Tahap 1\, “\
2. University Management Certifiw I 5-10 August 2018
(Sijil Pentadbiran Universiti Ta I
3. Qalbu-Guided Leadership Caourse Level \g -9 September 2018
(Kursus Kepimpinan Berp %Qal&io ) \’\
4. 12 5 14-16 December 2018

Qalbu-Guided Leadershi

hap 21

: H@n Resource Division (2018)

Bpendix36 (ii).
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Table 7.3: Courses on Academic Leadership Development Programme (ALDP)
Conducted by USIM For Heads of Departments/ Deans/ Directors

Dates Name of Programmes \z

8-9 December 2018 Academic Leadership Programme Seﬁs 1)
erie

25-26 February 2018 Academic Leadership Programme S
25-26 July 2019 Academic Leadership ProgrammT 3
30-31 October 2019 Academic Leadership Progra% ies 4

Source: Deputy Vice Chan ellwﬂ'ﬁce, (2018-2019)

iv.  The Effective Communication Skills for Lea Course (ECl#2019) was

®
organised nationwide by AKEPT in coIIab@ith USIM, a otlgme\;ze:]ior
S h

officers and academicians holding positi t % S D@ments in
S to:i:nh e COn@:q:ation skills
&

among leaders in the context S. (See Appendix’'3 (@

v.  The Human Resource Divi@slso imp % t ,@ommended strategies
. 2 .

from the 2" case stu ff recruit : @op Management (Vice

Chancellor) was inv, IX th M Wi@he Civil Service Department

ve %
(JPA) for staﬁi%‘ts, pa

y fo&@ninistrative positions.
vi.  Flexible working hour s‘
C

universities. The programme’s obj

(op}

:
ade zﬁ&fable by USIM to the administrative

staff for convenien nin @ﬁfséndix 36 (iv).
) N < | o
vii. Ane e called t ecruitment Plan without Pension (Skim Tetap Tanpa

viii.&e training was co@tted to enhance administrative skills for new
N

N

ppointments or current staff as shown in Appendix 36 (V).
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c. Case Study on Operations Management: Innovation in Administrative
Procedures: Registration Process for New Student Intake T

I.  The case recommended that the efficiency of the registration prc@?& new
students to be given attention because of negative com from the
stakeholders consisted of students and parents in previous years@nd specifically

on the time and monetary wastage as well as the high oEera al costs.

The case study’s outcomes and results were tested Ven to Je ffective and it

was approved by the Board of Management (JKPUY) as on 7Qﬂnd
Appendix 35 (iv), and will be implemented during W studen str!tm\process
for the undergraduate programme on Septembe 18. Yb’

The university and students (stakethe ience era@lve outcomes
from the problem identifications and |Mnta ons o* i

ny i ved processes.
These outcomes included: 0
‘% X
&
Reduction in waitin tm ‘Q\
S

A
&
(,)
ii. Improvementncerw quallt
:
iii. Improveme in studen s t |onp%Q§§s

iv. Reduct1 t (c c1est the new students’ registration process,

!
as U educ d th ost &‘Ea'ndlture of approximately RM 64,640.00

m per J.e str |o foé’rew student intakes from the financial aspect, as
N in Table 7.4. T

~
\“7

h
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Table 7.4: Cost Expenditure and Cost Saving to the University

Expenditure (Cost) And Expenses Incurred Expenditure (Cost) Saving t
University

Postage cost RM 6.00 per student ,

(2,600 prospective students x RM 6.00) RM 15,60
e Preparing hardcopy files
(2,600 students x RM 5.50 per file) RM 14,3W
e Rental of laptops (100 pcs) M
(100 pcs x RM 150.00) RM 15,0600.00
o Staffs overtime during weekends T
(100 staffs involved x RM 12.80 per hour x 8 0,24').00
hours)
e Refreshments for staffs on duties ‘\d
(100 staffs x RM 15.00 per pax) RM/1,500000° * \Y'
e Transportation rental (buses) ' _{')
(20 buses x RM 400.00) F 8,000.00 e
Tyw )
Total ‘B “=.__RM 64,640,00 per-year
@ urs'ﬁT Departmentof USIM (2018)
v.  Asmooth and efficient regis ho%? &3\
vi.  Shortened duration of time theyregistration pré@ss (proven result shown

“« Q-
in Table 7.5). The comM ont ion Qﬁtﬁ'ﬁe taken indicated a drastic
improvement bﬂeeahe year 2017,and Z@UHng the registration day after
f thedeTasj

ﬂ\i cJ.r@?‘ed to the duration of time taken by

the utilisation o

the new i@en 'd ring the reggaltion day for the 2018/2019 Academic
N, &)

Sessio% Appentlix gvl) )

Q- &

% ’ b.), <>

L 9
A\ S
N

7

[%2]
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Table 7.5: Comparison of Time Duration to Complete the Registration Process by
USIM Students between the Year 2017 (Conventional Method) and the Usage

of the eTasjil System on the Registration Day for Academic Session
2018/2019 in the Year 2018

COMPARISON DURATION OF TIME TAKEN TO COMPLET %
REGISTRATION PROCESS

Previous Registration Process New Registratior%gs
Year 2017 Year 201
(Academic Session 2017/2018) (Academic Sessign 2018/2019)
Total Number of Students = 2,406 Total Number of S s=2,429
Time Duration Total Number of Time Duration Vﬂal Number of
Students Students
i

1- 30 Minutes 0% 1 - 30 Minute 2402=98.8%
31 - 40 Minutes 28=1% 31 - 40 Minutes
41 — 60 Minutes 380=15.79% 41 -60 Mi
60 Minutes & 1998=83.04% 60 Minu
above

d. Case Study on Finance: TowardN

abo
. o
inan

cial Sustai

1 A
Based on the extensive seri cussi rvc')@fhat were conducted on
gl

Y. .
residenti K&Ieges to the premium type

the proposal for upgr e existi

to be offered to the S as 'ne 0 po@e income generating channels

I

that could con% to USIM’s tmt@or revenues, the proposal was

approved&mw/l’s B[) \\/Ianzbagénent on April 16, 2019 to upgrade the
residegwle es_t |Praﬁ)ﬁm accommodation (known as ‘USIM

’ 4
‘a&eﬁts, was officially launched by USIM’s Vice

or infernatio
‘@ lor ar(d ed operations in January 2020 (See Appendix 36 (vii) and

—
wn

%
Apendix 36 (vii).
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e.  Case Study on Strategic Management: Towards Sustainable Growth of
USIM
I.  Comprehensive and extensive research was carried out in find@b best
strategies to be implemented for the success of USIM’s strﬂ&planning,
particularly in achieving the 5" Thrust of USIM’s strategic pw.

ii.  Consequently, the proposal was tabled in the USIM’ s Board’of Management

(JKPU) meeting on June 25, 2019 and was appro on July 4, 2019
(See Section 7.4). Thus, a new entity was a as b n d for the
organisation and coordination of all the life earning USI r mes

from August 1, 2019, as shown in App (V| di Wvu)
Therefore, USIM would commen er| ﬂof se life g Iearnlng by
offering a direct intake to the undergradu ro mm QJ” -time) mode for
individuals who did not have a OR |n m by applying in the
mainstream channel through sit iS UPU) under MOHE and

offering certificate courses pub'c by ll@ (the Holding company of
USIM) as shown in Append’ 36 % pE 36 ().

Financi Mtrl tion |
’
cial ?tl et dy’s implementation successfully generated

’ 4
incom IM The follo m&}&ﬁount in Ringgit Malaysia (RM) was successfully

ge;%te y the university baﬁon the sequence of the implemented case studies.
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I. Marketing: Enhancing Visibility for Sustainability

An increase was detected in the new enrolments of international s ,
specifically in the number of Singaporean students, from 3 students in 20@?& new
students for the 2018/2019 academic session (admission in 2018) andﬂNditional 7
students in 2019 for the 2019/2020 academic session. For exampw number of

Singaporean students totalled up to 33 students, thus contributinsN largest number

As such, USIM’s income was successfully genetated fr m\&(dlection of

@
ia as a marketi g‘o&l{@‘g the

Segmentation, Targeting and Positioning (STP as % in bIe.Z\,.‘a~
V 4 T'

ii. Management: Towards Sustaina uman Re§ ceinQIM

of international students from one country in USIM.

international students’ tuition fee, the usage of social

A

The university successfull %Dednw%o s cruitment from JPA,
Sde

] {g
of Officersfrom dministrative (N) scheme
to permanent positions Wiwnoct(?f orgr%\enal expenditure to cover the
< j [

emoluments for contract Sta P o b o &

\

iii. Operation% ge Ant: nov@\n in Administrative Procedures:

resulting in USIM’s successfi

/

Registr i\broc ss#for. y'St t Intake
@,

Th Qnity ;x rience su@bntial financial savings with the new registration
proce %ergradua stuﬁe@rough the online registration method. As such, the

c:we within a year of im?ﬂémenting the online registration of new undergraduate

ts are detailed in Table 7.7.

Q Enhancing USIM’s Income Generation: Towards Financial Sustainability
Through the innovative creation a high-end and premium residential college,

USIM managed to collect RM 350.00 per room from 30 residential colleges.
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V. Strategic Management: Towards Sustainable Growth of USIM

The lifelong learning programmes in USIM were successfully implement?'oh
the offerings of programmes at the certificate and at the Undergraduat@s 0 be
implemented with approval from the authorities, such as Malaysia ifications
Agency (MQA), for the accreditation of part or full-time programme‘admissions to be

offered via direct intake without through the UPU, MOHE applim.

7.5 Contribution to the Organisation z '
This study has made several contributions in terms ofimpro in.g\khedlglarg\tal

: - : N
operations of a HEI as well as providing alternatl\@ches ta co r‘h&ﬁ‘hanmal

problems arising from the budgetary cut dow th% : Nevsgt}gless, the
T
ability to generate alternative revenues wa w nl ‘H‘:hie ent ﬁ@ning from this
5 3
study. \ O

improved and enhanced whic
students, guardians, and CY}y T ers. Hen@SIM experienced numerous
positive outcomes th% e se‘rj %j ‘gzgsegroblem identification and the
&
implementation of@gg@ﬂon a%%proved processes, as stated in the
outcome of the@ sear (]n. F(é\%rmore, the most striking point of this
¢ z C—)
programmed ndustrial § PhD) \is tI“QJabiIity to observe the outcome of the

As mentioned earlier, several%ms and\hagn racedures for USIM was
@5 0o S

Y
implemehtatiof’ of rés ‘aecor%. ndations in real life. This served to be much
mor. able than merely g@g results from literature review studies, as actual
pr s were analysed with the application of solutions to handle the existing

d) ing condition.
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76 Contribution to Industrial and Applied Knowledge

This study is significant to the education industry, specifically for HEISs,
application of the research findings aimed to solve the issues encountére the

institution, consequently turning the findings into practical applicatio such, th

D

}j&z

study findings were relevant in terms of application and value to the nisation. This

'ﬂ

study contributed to the theory, methodology, policy, practlces aworganlsatlon

7.6.1 Benefit to Organisation

The university experienced numerous positive are It, o@blem

identification and the implementation of impr cessec’

not only provide positive learning outcomes, fro thedﬁ i proc%xat the study

also provided opportunities, exposure, @ble kno e fr@heoretlcal aspects

and the application of the studied t 0 \? ,‘\"\
In other words, th e I BhD ramqe produced observable,
implementable, and prove esu as I e, @{heorles being practised and

proven to be implemer%x ctual scenarigs, Iﬁenbl eading to beneficial and positive
s
contributions to the % orgar %Q/
S
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7.6.2  Benefit for Knowledge

On the contrary, the significance of this research mostly acted as an ex@
ich are

the body of knowledge covering the five core areas of managemenM

marketing, management, operations management, finance, and stratem%magement

from the academic perspective. i

The theoretical parts and literature reviews gained from C resources, such
as books and academic journals, provided knowledge and ho‘/ the theory and
knowledge gained could be applied to benefit the organis and'ser Jeference

source for future studies, besides suggesting area@’e research. ' _\c‘}
0 4
7.7  Limitations of the Study and Sugg% or Ia‘rt Reseaéh

All the five case studies presenteyi als thesis
ended in July 2019. The issues focu actual c\énmze

time. Each of the identified iss five differ t‘are@ere researched into within

n in@cember 2017 and

n@l.current scenarios at the

ec }v‘ve identified as problematic issues to

&)

ions @st be acknowledged Firstly, the current

3to 4 months as stipulated i dusjia PhD'progr e structure and written in the

form of a case study m | theﬁj
be diagnosed and& endalio
However 4a, few"study™hni
\ o C.)
investigati%d e generalisa 'Iif;/ @e study was limited as it was restricted to the

universi ) only: o‘ndlyvﬂil}short time frame was the main constraint in fully
exeeution, all the recommend@}rﬁs made for each case and enabling respondents,
co\twg of students, staff and community members, to participate in the study.

& ertheless, despite the obstacles encountered, all the five cases successfully
ighlighted the importance of implementing and executing innovative ideas by the
university.
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Most importantly, this study contributed and produced positive outcomes and

impact on USIM. The outcomes and the results from the case studies were te&Yﬂd
ugh

proven to be successful, as USIM experienced several positive outcor&N g

problem identification and the implementation of many improved proﬁ% om the

operational and policy making perspective.

The idiographic case explanation provided a detailed and th view of the

various stakeholders, such as students, staff, and comgslt; members Also, the

research findings could be further explored by using a | hort of\gtherdniversities,

consequently providing more insights and contnb@s than focus g'on Viﬁgle

institution.
N S5 év
The objectives outlined for all }e@&wes %.mdeed been achieved
n

\

7.8 Conclusion

as shown by the successful outco theinnovative sol s implemented to solve
the raised issues, all for the imp u%zmt USIM. This thesis presented
all the cases in the fivegmajor areas in IM iths ic conclusions for each of them.

Firstly, from t mar t|n it Was@ven from the research analysis that

the usage of n \M&@ pat ar oualén%a as the marketing tool could have a

significant m% intérnatio sl‘udeﬁ‘@ decision in choosing a university.

WQ{) ese sby n W@g capabilities, social media sites are great
forUSIM to share a DQ%QE; educational experience with prospective students

platforﬁ
e use of the stored mformatlon in social media sites to target other users from
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abroad with the USIM brand. As such, social media should be regarded as an integral
part of an organisation’s marketing strategy and should not be taken lightly. Y~

The second aspect involved the management and is focused on the s@over
in USIM. The case study indicated the existence of several factors‘%buting to
unsatisfactory staff turnover rate in USIM, such as lack of motivation to work,
inadequate working benefits, lack of relevant training and deant programmes
and a cold working relationship with superiors.

Based on the results from the analysis findingS%and lit awews, it is

X
suggested that the university narrowed down on some Human Res ur‘:efxst\gndard
Operating Procedures (SOP) and current practi e I@ ur@fvision to
avoid the shortcomings associated witha%r- ppreiiat and ivated staff

significantly reduce the turnover rates@. &

The university must also be a@sof the c\as%c' @ith staff retention, as
N
the staff are important investm%the Ghiversi T%Q in the staff, USIM must

invest in training and devglo t pl es an@ffer attractive benefits with
To dlaf

opportunities for care% ement. gesbtent, all Muslims, including the
4 2

members of an Islawiversit \uekL S Usgﬁhould incorporate Islamic values in
every aspect of @age atio <%(nd teaching activities.
|
#

As state e Haly Quran a'nd(H/a ith, the one appointed as a leader (Head of

% Y
Depart% ad of* Divi ?n Di@or, and Dean) in the respective Departments,

Divisions, Centres, and Faculti\e%ﬁeeded to adopt the principles of Islamic leadership

b N the Holy Quran and Hadith. Therefore, this case study on management

G ificantly contributed to the discipline of Human Resource management to bridge
e

knowledge gap with empirical evidence in this field and the incorporation of Islamic

values into every regulation and procedure in USIM.
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Thirdly, from the perspective of operations management, the case study identified
several areas of waste in the registration process of new students. The fe?ﬁs
obtained from the surveys led to the restructuring of the entire registra@g\shcess.
From the administrative perspective, weaknesses and redundancies ntified in
the registration flow, waste of time, discrepancies in managing the Wch, waste of
a space or area, and waste of expenditure. The focal point of this*ease study was to

reduce waste in the organisational administrative processe aglyirf} the concept of
unda

lean principles which was designed to identify waste 0 iWe cost and

@

develop an efficient process for the new students%ion. on t ipe@ation
of waste and other disrupted flows in the curren es%, leando te@ues were

applied from the administrative context. Coﬁwztly, ess a the relevant

tools and techniques to reduce and elimi a:fe Daste for

student intake. (') \T

N
The case research identifi Stnﬂm Mapping <§§M) which was often used

in a lean-oriented environ MSUT ethod{% analyse and design process
I

flows at the system le 08s multiple pr, ce§secb\/ith the symbolic representation
’ ’ &

of items and proc:%' \?hp( ductié as intended through the creation of

leaner operatior;c\

g wéﬂénd quality issues easier to be identified.

d et allocation to public universities and the subsequent needs for these universities

seek for independent resources in support cost expenditures led to the possible

solution in budget constraints. This proposal may ease part of the university’s burden
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for finding an alternative income. As such, one of the alternatives to be explored by
USIM is by offering an upgraded accommodation to international students, kn vns
the Premium Residential Colleges, named as ‘USIM Lodge’. The incorrej\shated
from the rental charges from the international students could be used'%mpensate
insufficient funds. It was also noticed that there were 14.5% mc&egin USIM’s
residential colleges with vacant and under-utilised apartment mence, the case
research proposed these apartments units to be upgraded Tfaflhtles to attract
the international students.

This proposal served as an alternative for the u ity to enhanc a.\d @e the

existing resources and properties for ?g geneét n Herkélz~ student
ative b

uilne to U@* Despite the

accommodation is seen as a potentiallyw

conservative attitudes and negative eptions that or@‘ pursue income-
generating activities in an academi tlng, su QSI Vbauld compromise the
quality of education, a paradig tovﬂrds t eprer(zQ:TrEhlp should be cultivated

independent income n e developed) ! 0’
o‘ 2 %

Finally, the flﬁ\%e stu e str. IC management aspect was deduced

among the university’s ma m anL ce.P e attitudes in generating the
pe

from the SWOT odeband atlo e Blue Ocean Strategy Model based on
the universit bilitles. T fm'dn@J ere presented along with recommendations
allowin %'agem tt 'gentlfy@d evaluate the external and internal environment
fact hICh includes the op@dnmes threats, strengths and weaknesses of USIM.
ifying and analysing those factors, the university’s management could evaluate

xternal and internal factors affecting the university’s stability and growth and

tabhsh a detailed plan which sets as a blueprint to achieve the university’s strategic

planning. Thus, with these findings, USIM needed to plan and manage the strategies
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based on the analysis and the recommendations to be made for the university in realising
and achieving the Strategic Plan, as outlined in 5th thrust of the Strategic Plan.

In the higher education system, it is almost impossible for a compa@s new
university to compete with established educational institutions a etrate the
stranglehold of dominance globally. Hence, there is a need to createyfiew demand or
niche in uncontested higher education markets and avoid direct Wition with other
well-established universities. This calls for a new direc Xroa':h, and a niche
section of the higher education system which can be explo ew the Blue

@

ificationistrategieg n&é%‘zt; be

Ocean Strategy method. Besides, the expansion of di

strategized by the university to become a majorsi playe'r in t edu@n sector.

All Malaysian public universities, includin shouﬂd take a pro@x.approach in
securing alternative sources of incom reduce the dep ncy <ﬁhe annual budget
allocation allocated by the Ministr@bHigher &m. 'I;@\Malaysian education
N
ect

i predi&bd to continuously grow
&

business, especially in the terti atiorf‘s
bQ\ a positive financial state to

continue the support O%\ i ti\,‘iti@nd fund other relevant activities

contributing to the a&@ameni

of action could be explered

in the coming years. Therefore,

>
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¢
case study fot% on one of the p’os ible sources involving the offering of USIM’s

gty e s
I|felong% progr “to me@e students’ enrolment.

The increasing number @(udents’ enrolment would bring an increase in the
A N
a Ekevenue of the university. With the increasing demand for a versatile education,

G ase research is regarded as a potential long-term project and with proper planning
n

d implementation, it could help to further boost the university’s image as the ideal

choice of place to study among the students, domestically and internationally. In fact,
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the five-case research are not only complementary to one another but also synergistic
as each has a role to play towards halting the downward trend.

Thus, as a final note for this thesis, an important outcome from% lied
research is that innovation could assist an organisation to effectivel together
diverge points of view, producing high performing workforce th ould help to
improve the outcome of the organisation, thus, ensuring its tainability and
profitability. Finally, it is hoped that with all the projects ggt:j)‘ comprising the
five key areas are implemented well, USIM cou the jco fhowcase
internationally, contribute to the society (ummah) %& to USIM's e o.!s@‘zr;ing
a prestigious Islamic Science University and a% in the'l ion.%maqli and
Agli knowledge. V \ %Y.

—X
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Appendix 35: Publications & Conferences

JOURNALS/ ARTICLES \?

e Hammad Farhi Mohd Saudi, Jamal Abdul Nasir, 2019, ‘Imple g‘q Lean
Principles in Administrative Procedures: Registration Process fm%v tudent
Intake in Universiti Sains Islam Malaysia (USIM)’, Malaysian Journalof Applied
Sciences 2019, elSSN 0127-9246, Vol. 4, (1): 60-72. V

Generation

e Hammad Farhi Mohd Saudi, 2019, ‘Enhancing Univer5|

Alternative Revenue Resources for The University: A y in Universiti
Sains Islam Malaysia’, Journal of Human Developmentan unlcatlon ISSN:

2289-2702, Volume 8, 2019: (67-82).

¢ Hammad Farhi Mohd Saudi, Education, Higher %hancmg
University Income Generation Alternative Revenue R rces for
A Case Study in Universiti Sains Islam Malays USIM) amh 1 onal
Symposium 2019 (Teds 2019): Proceedings T ducatl na sﬂL 2019.
Negeri Sembilan. ISBN 978-967-440-662- 2 \'g
\,
CONFERENCES/ SEMINARS o\ Q\
e Presented paper titled ‘Enhancm Qersny In atlon Alternative
Revenue Resources for The U r5|ty #d -\niversiti Sains Islam
n nt 2019 (ISUM 2019)

Malaysia’ at International S Uni
at Bangkok, Thailand on 3 tobﬂ 201 rga by Universiti Malaysia
Perlis. 40

e Presented paper tltled x

niversity me Generation Alternative
Revenue Resource niversity: a udy in Universiti Sains Islam
Malaysia’ at Tam atlonil.l Sy (:_s u EdS 2019) on 29 July 2019 at

Universiti Sains Islam Malaysia.

e Presented papxzsg Lear)%nuples in Administrative Procedures:
r

Registration in Universiti Sains Islam Malaysia

t
(USIM)’ ﬁ%lnd stry nggj 27 April 2019, at Admiral Cove Hotel,
Port Dick geri Sembi ia.
. Presen%er titled 7En a@ﬁ/ University Income Generation Alternative
ourgeé e University: A Case Study in Universiti Sains Islam
Malaysia? at PhD. Indust mposium on 27 April 2019, at Admiral Cove Hotel,
Bé&lckson Negeri SemK , Malaysia.

%E nted paper titled ‘Enhancing University Income Generation Alternative

(@)

enue Resources for The University: A Case Study in Universiti Sains Islam

alaysia’ in Top Executive Programme: Building Leadership Pipeline: Project
Management Colloquium on 2" December 2019, at Higher Education Leadership

Academy (AKEPT), Ministry of Higher Education.
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