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(®)( PREFACE

In an era in which the steps of change are accelerating to

catch up with development and the competition for
excellence and quality, towards a vision of a leader. a future
of a nation. and pinnacle dreams. towards progress,
prosperity and a new bright image of a homeland gathering
around a heart of one promising man who looks forward to
everything new and aspires to gear up and is ready to move
forward, leading the responsibility with professionalismand
determination to move from the stage of depending on
others to the stage of work and diligence, believing in the
importance of training, development and change. Bearing in
mind the interest of a nation and a vision of a goal, hoping
that Allah will bless and witness all the good efforts, along
with his Messenger and the believers, taking the
responsibility of the mission and realizing the value of trust:
the faithfulness of religion, the mission of the nation, and
sincerity of work.

Out of this vision and mission It is our pleasure to present a
bundle of training topics of importance and priority to the
needs of the labor market, hoping to everyone to take
advantage of and for the Institute to contribute to leave the
mark and make the difference towards a bright tomorrow.
Allah Bless you.

Dr.TAREQ SAEED MAHDI
General Manager
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Fundamentals of ngwlwi 6Jg> @
Maritime Navigation ayppull asloll

!
(TARG ET CATEGORY> T (a.olg.uu.o.l I cumJI)
i |
@® Maritime transport R cLbo o guolell @
workers e ' spdl Jaill
@® Sailors and maritime S0 puiallg 8jlbull @
technicians " ol
@® Ship management ylgall @lei o J5 @
personnel spenllg 64l
( CONTENTS ) (seball )
® Emergency response apll bila)l @
® Navigationalinstruments anloll Glgyll @
® Manoeuvres and operations Jbuoll Bubsi @
@® Nautical measurements pdlolwlsll e
® Nautical charts 5l6illg dollll @
e ]
® Safety and rescue Silobll awbiwll @
_ Ollosllg wljglic)l @
® Routeplanning
. Sl polodl geils @
® Mooring g
V- ~ -




@@ower Systems Course

aolol aatsi 5195 ) 4

( TARGET CATEGORY )

® Interested in the field
of energy systems

( CONTENTS )

@® Ability to calculate, design,
connectand installalltypes
and parts of solar systems

@® Identify and describe the
basic functions of solar
energy system components
and parts

@® Understanding the features
and applications of solar
energy systems

@® Describe the differences
between photovoltaic cell

technologies for solar panels

@® Identify the engineering
challenges during the
installationand operation
of a solar system

® l|dentifying the factors
that affect electricity
production from panels and
the effect of shadows on it

® Determine thetilt angle and
direction that provides
maximum power output
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@G{eal Estate Appraiser Course

( TARGET CATEGORY ) ~

interested in the field
of property appraisal

( CONTENTS )
Public education on the aAloodl augy ple o i6is
Kingdom's real estate vision augdl JUs go ayjlesll
through Vision 2030 02030
The importance of real estate )laoll ouoill a_uo@l
valuation in the real estate qléoll doghiall 6
system Syl puoil L;leuuh.ui
Real Estate Appraisal Basics auyellg adgall ulesll
Internationaland Arab Standards sjell puysill
for Real Estate Valuation Jc 8)38all Jolgell
Factorsaffecting land valuation SBhUl pusoj

Real estate valuation methods Syleoll pwsill Gib

S)léc pudo 6193)@




@Gourism and Hospitality || aslbunll g doluull 6]99@

CrArN\“
)

3 ( TARGET CATEGORY ) (abagiuall ajall )
? ® Tourismand | clbd S0 yglolell @
hospitality workers aolrnl g asluull
Q L !
é >3> (" CONTENTS ) (1eball )
? ® Introduction to the dclio Jbwo ;0 doxéo @
Hospitality Industry daolunll
Y, ® Administrative Services -0 bl Oloaall §)l] @
é Managementin Hospitality aolndl vlelauo
3 Facilities @Golall Jusaig 6]'3! ()
? o gotelTanagementand abaiall gflallitarts @
eration .
P cbo e laylg
N ® Hotel management T
companies and their impact aoitall Sleaiio)] @
on the hospitality sector &yl Sl

cb:

Floating resorts and cruises
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Professional Risk 1bbwll 6)lol 6595 @
Management Course auolpo Ul

( TARGET CATEGORY ) (abagiuall aiall )
® Project Managers 2]l cljpo @
@® Those interested in the™ 6Jlal Jbwoy (uoigoll @

field of risk management 1blall
( CONTENTS ) (soball )
@® At Is Risk Management bl )ls] pisi sl @
an Essential Skill? ¢ Lgic i€ U 8)lgo

® Learn Modern Tools That Sl @iyl Slgadll oloi @
Help You Preempt Risks " LQLULUJI Sle eaclwi

® OwtoManage RiskinAdaptive 1blall
Work Environments? bbwll 20 Joleli cat5 @

@® Eveloping Effective Plans to Saaisill Jooll Wl 6
Reduce Risk and Achieve Juloi) ddleo bbs pgbi @
Success oLl @180ig Jblaoll

@® Onitoring and Improving 150 <51 Wownig dublo @
Performance: Ensure the Joiwl eloyylie olai o

Continuous Success of
Your Projects.



@ Al Integration into L,,:ﬁub@”' cl83ll a0> 6)9> @
Real Life Course daueslgll 6Loll o Al

( TARGET CATEGORY ) (@bagiuall aiall )
® Thoseinterestedin Jbwuy ygoigoll @
the field of Ai Scibo Ul 53l

( CONTENTS ) (" soball )

® Fundamentals of wcliboll bl Obwlul @
Generative Ai s qill

@ Al productivity bl apli]l oleubi @
applications cliboll

@® Generating audio and o)l gl lisi @

cliboll 43l
sgiballg ignll adgi @

clibo Ul (b3l plasiwl
5]l plaaiwl guauall cLivl @

content using Ai

® CGenerating audio and
content using Ai

® Createvideos using Al




@ Real Estate and Property ol 8)la] 659> @
Management Course ajlé=ll Janlllg

( TARGET CATEGORY ) @ % (a03gimall atall )

® Property Manager \ 0 Oljles]l spro @
Occupants Association \ Glbbil spaog
Managers, and Owners lall 5kilg guelull
Association Managers LanLé-Q” Gllioall gpao @
@® Real Estate Manager 9l =2olJl Yol cljpo @
@® Managers of university GBpll grabooll g
housing or company 0 whleell cljpo @
employee housing ayjleoll S il
® Property managers inreal uayesll yaylivwll @
estate companies Sllasll 61ulbw @
@® Real Estate Consultants SLas)l 8ol s @
® Real estate brokers S5
@® Corporate Real Estate Qawill 5o cljpo @
Managers <lgollg
® Marketing center and mall
managers (JQIDJOJI )
(_CONTENTS ) Joolly ol o)) @
@® Real Estate and Property Management aasll
. | ailoll bybss ®
® Maintenance planning
_ davigoll aonllg dolluwll @
® Occupational Safety and Health
_ _ oWl abowbul @
® Leasing and Rental Management Basics Joulll &)llg
® Leasing and Rental Management Basics @olall 6jl>] @
@® Facilities Management Jan )5l @
® asset management bl 5] @
® Risk management " il clo] 5500) @
® Strategic Performance Model JUoill Slogliogl @

® Communication Strategies S5 sll bubaig



@ Real Estate Marketing Jleuollg @i1gumill 6)9> @
and Sales Course a)laell

( TARGET CATEGORY ) (@bagiuall atall )
@® Property managers, Jljleell Spao @
occupier associations, <ls il Spang

EJUall 5bilg e budl

homeowners associations

advertising campaigns

Real Estate Managers aylé=ll wlblionll gpoo @
Property managers in real 0 Uljleell cljao @
estate companies C aylasg)l olbl
Real Estate Consultants oo léell goyliwll @
Real estate brokers Sljleell 6pwlow @
Corporate Real Estate ljlaoll 6jla] S0 @
Managers OBl
Marketing Center and Gl %10 clino @
Mall Managers &8gollg
( CONTENTS ) (" seball )
Marketing from a Business Jlocill jghio (o @uguill @
and Real Estate Perspective Oljleellg
The role of marketing in real L 0 &gl jgo @
estate companies ayléoll
Specialized real estate terms ay)léell bolbooll @
- . . o e II
Real estate marketing mix L
Dt L detote font -0 6)56all Jolgoll @
n ate features . .
istinctive rea.es u <lsll |y 1|
Factors .";1f'fect|ng real cinmall el Gsflsalll O
tat
esta eprlcmg. | / syl powill Olulw @
Real estate pricing policies.
Real estate promotion Silasll 2,901 @
Planning real estate ayllcliol R @
Oljleell



Project Management . .
@(Program 2)Liuall 6ol mg:)@

( TARGET CATEGORY ) I ; S (@bagiuall aiall )

® Project Managers = )bl cljpo @
® Managerial Level ngb%” woliodl Gelw @

Staff Jlocdl 5lg; @
® VIP's o luiw ] @
® Consultants 6;I3£L4 asllc ) yo J5 @
® AlLPMP related 2,) Lol

(CONTENTS ) (Lsgoall )

ololl jlbul e wyoill ®

@® Storage concept &

Fundamentals eulinall8)l>]
® Fundamentals of O laypeillg ulbblbnoll pdei @
Warehousing function so-baJU anbll alulasllg
® Storing factors o120l
determine the location Gllosll ilegoao dwly @
of items bubaill : aslus Ul daoall
@® !dentifying p4aillg ClJ_LOJJlg u0iillg
transportation and GUcllg
handling equipment aoyeoll OUlaoll olei @
used WJolBil gjlinall 6)l51
@® Procedures of receiving Joaollg Joell @lhig
and distributing items aal4illg v sojll
aypinl 5jlgallg 633119
6Jlolg O Ulnillg

O bpuuallg b boll
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@(Service Advisors Course | | Jusiwll waigo 6199@

( TARGET CATEGORY ) 4

@® Service Advisor

@® Service Advisors

® \V/shop Controller - (Japiiqall) adjgll wsblo @
® QC (Quality Controller/Tester) 63g2Jl Lblo @

( CONTENTS ) (" seball )

® \Whois the customer and Grallg Juo=ll g oy wayyoill @

what is the difference il Juo=ll w
between the customer ¢ JUsiwll yuaigo g g0 @
and the client? Loy Sl Slogleall (o o @

® \Who s the Service Advisor? uuaigo sl 1ogii gl

@® \What knowledge should the ¢ Jbaiwdl
Service Advisor have? Lgiomlg doionll abbhs) @

® The moment of truth and its Jiaell (sal
importance to the Customer ~ °2% Log clloell lebdgi @

® Customer expectations and . Jiosll
what the customer wants d 023l clg il el @

ao)aiall

® Defining the types of Service
) L Nl AL AR S T N

RECEPTION S

-




@ Automotive Fault
Diagnostic Device Course

Uil Bjgol 6193]@
i

Syl Jlbe

( TARGET CATEGORY )

@® Technicians
® Mechanics

® Whoever willing
to learn FDD

( CONTENTS )

@ow |aiaJ|>

ool @

ouduilbuoll @

plei ;0 aucjal go @
il jlgs

( Jobwll >

® Introducing the most common st 6jgol clgil wayyeill @

and famous types of fault
diagnosis devices

® Learn how to connectit
and use it

@® Introducing the components
of'each device

® Definition of code types and
what they symbolize

J5 U alld! Jibel
6yguing 1Ll
alipgi duaihy il @

aoladriwlg

oy Sl Ologlesll o Lo @

‘uwaigo (s3J Jogii gl
¢ Jusiwll

ilg2 J5 wlighay wayeill @

log 55l glgily cayeill @

® Learn how to program the adl jop
key olianll daoy agyb Jc wieill @
@® Practical practicein 0 Lol Gubil @

using the device

jlgall planiwl




Automotive Mechanics 5uilbunli Cll.y.ul.:.ui 6Jg>
Basics Course <yl

( TARGET CATEGORY )

(aoagiuall &iall )

clbdy gunigoll @
4ui Buadlg <l |

@® Thoseinterestedin
the automotive and

mechanical sector

(_CONTENTS ) (soball )

® Auto Mechanics Basics Syl B b Glbuwlw! @
® Auto Body Basics Slbod! Jbus L:JL_x_whui °
® Car Engine Basics 85l o Sluwlel @
@® Gearbox Basics ouwbaall Sluwll @
@® Auto Electricity Basics Sl cbpgd Sluwlnl @
® Suspension, Steering and Auleill aoghio wai ®

Stability Basics ulillg aunaillg




@@/shop Management Course

aiboll j5lpo 6)lol 6]93)@

( TARGET CATEGORY )

® Service Manager

® Service Advisors

@® Reception Supervisor
@® \W/Shop Controller

( CONTENTS )

® \What does workshop
management mean?

@® Theimportance of after-
sales services in customer
satisfaction

® Doesthe maintenance
department have a tangible
commodity for sale?

® \Whatdoes the maintenance

department sell to customers?

® theavailable hours and the

number of working technicians
The possibility of accommodating

the workshop according to

® The number of cars and the

technician's ability to maintain

them per day.

@® Actual production days
per month

(osigdll) aygll islio @

( Jobwll )

Saw)gll 6l5] iz Iblo @

2l 22 bo iloas donl @
clloell loy (50

alndl puud 2 150 @
Ccllool)

anjgll wlewiwl ailbo] @
s liadl alelbud! oy
adolell (uuiall hacg

&lo goj buwgio @
0 620lgll 6Ll
~ aygall wbilnll

awilbwolg wljlwdl 5ac @
ool 5 lgilnl sl
2olgll

aplill als oLl @




@(Spare Parts Sales Course

1b2ll 2bs Sleuo 6193)@

(TARGET CATEGORY )

® Spareparts counter
salesperson
@® Spare Parts Supervisor

@® Spare Parts representative.

( CONTENTS )

® Understanding how to
receive customers

@® Methods of selling auto
parts

® Display car accessories
products

@® Register the required parts
that are not available on
daily bases.

@® Spare parts inventory
control

® Achieving sales target

® Preparing daily sales reports

=

bl jue 2bé 2u bl

(aoagiuall &all )

b2l 2bs 2L @
(piglddl)

1u2ll ghd Wpuo @

1Ll gbd gaio @

(1gball )
a0 Lo wyeill @
clo=l| Jusiwl

Slylouuus! Glbadin (pyc
<y o |

duglboll g bl i @
logy 6)0gio pcq

Ju2ll 2bd gjso awsdlo @
Slouoll wlhal Gos @

cuglbuall
awogull leuall pjléi slacl @




@Groduct Knowledge Course aiinll dlogleo 6]93)@

(TARGET CATEGORY ) (A (abagiuall aiall )
| e
® Salesman & = Oleilllg (ueailll @
Saleswoman bgainllg ugaioll @
@® Sales Rep awsilgll ilouall Joiuo @
® Tele Marketing Sales Agents  _1,9)l doad Sl JJoiwo @
® Sales Supervisors D)ol uopiio @
® Showroom Supervisors. Bjleall cljao @
® Showroom Managers ol Jgiuwo @
® Deliveryman Lo jugaill Wysio @
@® PDI supervisor Ml Juo
(_CONTENTS ) (" soball )
® Owner's manual and its quo@lg cUladl Jd> @
importance CLUQ_E)IQ ool dow @
® Engine capacity, its importance il aisllcg
and turbo related aiolcg ¢lyooll pjc @
@® Engine torque and how awilball 6528JL
related to horsepower ojludl ligbo @
® \ehicle safety features 6)ludl o aolludl Jilwe @
@® New cutting edge technology uo ayoall wblbll @

to the world of cars bl oJle




@Gppointment System Course uclgoll plbi 6]93)@

( TARGET CATEGORY ) (abagiuall atall )
® \V/shop Controller dwjall usblio @
@® Service Advisors (Japiiqall)

@® Team Leader Jusiw Ul uwaigo @
® \\V/shop Supervisors ayioll acgonnll ) @

daw)jgll LWpuo @

( CONTENTS ) (seball )

® The Appointment System Guuoldl jpall olbi pggoo @
Concept . SbUn Ul winig pubis @
® Organizing and classifying
repairs Clewll albol 220 @
@® Determine the possibility aujgl) ool
of daily capacity of the dagqlal| auwdl bl @
workshop SlUujlg gsylabdl UL
® Calculating the percentage aeoqgio pell

of workshop capacity for
unexpected visits




Professional Project
Management Course PMP

2)luall 6)9>

PMP ays1is L )@

(aoagiuall &iall )

2jluall cljpo @

@® Administrative position aJ.Jb%” woliodl Jlélw @

holders
@® Anyone involved in project
Mmanagement

( CONTENTS )

® Access the New Project
Management Guide
Project Cost Management

® CGCeneral framework for
project management

® Project Human Resources
Management

® Project time management

@® Project work and
organization cycle

® Project Risk Management

® Project Communications
Management

® Project Quality Management

@® Professional Ethics in Project
Management

® Project Risk Management

@® Project Integration
Management Definition

® Project Supply Management

® Sales Management

6)loL asllc al oo J5 @
2 buwoll

( Jobwoll )

6)la] Ju> Gl Js20 @
6Jll suaall Bilegpuoll
cgpunll callbi
6)bl pleoll jLbUl @
Slegpunall
aypudl oylg ol 6)lo]
£9puol]
copuall Cudg 6ylo|
copuoll auhiig Joc 69>
24) buwoll >0 bloll 6)ls]
cgpunll Gllloil 6)ls]
cgpunll 6593 6)lo]
cgpinall Joc Glbi 6)l5]
6>l auigoll Sl Us 1l
2 buoll
capiall Jol4i éylo] cayyei
G lojliwo agygi 6)lo]
cgpiall
Jleuall 6)l5] @
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@CCUSTOMER SERVICE COURSES







@(Call Center Course clo=lU Joill j510 6]93)@

( TARGET CATEGORY ) (abagiuall aiall )

Call Center In charge

Customer Service Jill j5)0
staff Gload 6)lb] (uabgo @
Marketing staff closll
Sales Staff Gqudll ulebgog guebgo @
Call enter Supervisors O leunll wlabgog (uabgo @

JWeill j540 ,opiso

(" CONTENTS ) (19ball )

Defining who the customer is oM Grollg Juoellayei @

and the difference between ol Juosll
the customer and the client aouenll abol il @
The moment of truth and its Jiaoll LSJJ 8 .I.g
. . cloell Uledql oyl @
importance to the client

o Juo=ll oup log
Defining customer I 5 Bla) sl @
expectations and what bLQJl o
the customer needs &0 Jo o @

...I... lIcII ll

Why Customer complains? Lol Jolsill &
LOJ JJ
How to handle different el &0 1
types of customer?
Telephone handling

skills and techniques
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