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The ICSC/MECSC Schools for Professional Development (Levels 1 & 2) are 5-day programs leading to an 
ICSC Management and Marketing Institute Certificate.

The programs cover a comprehensive, concentrated, rigorous course taught by prominent shopping centre 
industry experts from the USA, Europe and the Middle East who serve as faculty. It is designed to ensure that 
participants will learn how to develop, lease, market and operate a shopping centre successfully.

The program, scheduled over five days, provides powerful tools and what is learned in the classroom can
be applied immediately when participants return to their work. To encourage dynamic interaction amongst 
participants and between the faculty and participants, participants will complete small assignments in small 
group meetings, review materials, discuss business problems and solutions and exchange ideas.

Disciplines include Management, Marketing and Leasing. Specifically, participants will be taught the
fundamentals of operating a shopping centre more effectively as well as learn how the essential components 
fit, the basic principles of the art and science of merchandising, the economics and the leasing strategies
to effectively impact the income and retail productivity of their centre.

Offered only once a year in the Middle East, the 2008 ICSC/MECSC International School for Professional 
Development will be held in Dubai, United Arab Emirates. 

The ICSC/MECSC School for Professional Development offer participants the finest learning experience and
an unmatched exchange of industry experts and executives from around the region. Register early to secure 
your place. 

The program will be conducted in English.

2008 ICSC/MECSC International
School for Professional Development

ABOUT THE PROGRAM

This program is jointly brought to you by the International Council of Shopping Centers (ICSC) and the Middle 
East Council of Shopping Centres (MECSC). 

The ICSC is a global trade association of the shopping centre industry. Headquartered in New York, its 
75,000 members worldwide include shopping centre owners, developers, managers, marketing specialists, 
investors, lenders, retailers and other professionals as well as academics and public officials. The MECSC
is the regional affiliate of the ICSC. Headquartered in Dubai it has over 750 active members throughout the
Middle East.

The mission of the ICSC and the MECSC in bringing these programs to the region is to advance the development 
of the shopping centre industry and to establish the individual shopping center as a major institution in the 
community by offering industry training, educational programs, research and publications, networking and 
deal making opportunities through conventions and meetings  as well as certified accreditation programs to
promote the prestige and standing of shopping center professionals.

For further information, please contact the MECSC office on • Tel:+971 4 359 7909 • Fax: +971 4 355 8818
• Email: register@mecsc.org • Website: www.mecsc.org

2008 ICSC/MECSC International
School for Professional Development

ABOUT THE ORGANISERS
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NOTE: PROGRAM AND SPEAKERS ARE SUBJECT TO CHANGE WITHOUT PRIOR NOTICE. 

2008 ICSC/MECSC International
School for Professional Development

LEVEL II - SCHEDULE
8 JUNE 
Sunday

Registration 
Morning Coffee

Using Marketing and
Research in the Leasing 

Process
Ray Casey, SCSM

Break

Using Marketing and
Research in the Leasing 

Process
Ray Casey, SCSM

Lunch

Advanced Marketing & 
Other Strategic Planning 
for Optimum Productivity
Nancy Walters, SCMD

Break

Advanced Marketing & 
Other Strategic Planning 
for Optimum Productivity
Nancy Walters, SCMD

8.00 - 8.30

8.30 - 10.30

10.30 - 10.45

10.45 - 12.00

12.00 - 1.30

1.30 - 3.30

3.30 - 3.45

3.45 - 5.00

9 JUNE 
Monday

Morning Coffee

The Business Plan: 
Creating Maximum Value

Hal Cottingham, CSM

Break

The Business Plan: 
Creating Maximum Value

Hal Cottingham, CSM

Lunch

Redevelopment & 
Refurbishment Priorities 

& Techniques
David Robinson

Break

Redevelopment & 
Refurbishment Priorities 

& Techniques
David Robinson

Delegates Dinner

10 JUNE 
Tuesday

Morning Coffee

Design: The Center &
Retailer 

Walter Kleinschmit

Break

Design: The Center &
Retailer

Walter Kleinschmit

Lunch

Advanced Leasing 
Strategies

Ray Casey, SCSM

Break

Advanced Leasing 
Strategies

Ray Casey, SCSM

11 JUNE 
Wednesday

Morning Coffee

Sponsorship and 
Alternative Revenue

Nancy Walters, SCMD

Break

Sponsorship and 
Alternative Revenue

Nancy Walters, SCMD

Lunch

Shopping Center 
Finance

Ray Casey, SCSM

Break

Shopping Center 
Finance

Ray Casey, SCSM
 

12 JUNE 
Thursday

Morning Coffee

The Team Approach to
Asset Management

Hal Cottingham, CSM

Break

The Team Approach to
Asset Management

Hal Cottingham, CSM

Lunch

Redevelopment 
Analysis

Hal Cottingham, CSM 
Pam Bryson, SCMD

Break

Program Concludes 

8 JUNE
Sunday

Registration 
Morning Coffee

Shopping Centres:
A Worldwide Overview

Gregg McCort, SCMD

Break 

Shopping Centres:
A Worldwide Overview

Gregg McCort, SCMD

Lunch

Market Research

Pam Bryson, SCMD

Break 

Market Research

Pam Bryson, SCMD

8.00 - 8.30

8.30 - 10.30

10.30 - 10.45 

10.45 - 12.00

12.00 - 1.30

1.30 - 3.30

3.30 - 3.45 

3.45 - 5.00

9 JUNE
Monday

Morning Coffee

Basics of Leasing and 
The Lease Language

Ray Casey, SCSM

Break 

Basics of Leasing and 
The Lease Language

Ray Casey, SCSM

Lunch

Marketing Plan

Nancy Walters, SCMD

Break 

Marketing Plan

Nancy Walters, SCMD

Delegates Dinner

10 JUNE
Tuesday

Morning Coffee

Operations:
Maintenace, Security
& Risk Management
Hal Cottingham, CSM

Break 

Operations:
Maintenace, Security
& Risk Management
Hal Cottingham, CSM

Lunch

Consumer Marketing: 
Advertising, Sales 

Promotions, Community 
& Public Relations 
Pam Bryson, SCMD

Break 

Consumer Marketing: 
Advertising, Sales 

Promotions, Community 
& Public Relations 
Pam Bryson, SCMD

11 JUNE
Wednesday

Morning Coffee

Accounting Budgets & 
Lease Administration

Hal Cottingham, CSM

Break 

Accounting Budgets & 
Lease Administration

Hal Cottingham, CSM

Lunch

Retailing Basics & 
Principles 

Walter Kleinschmit

Break 

Retailing Basics & 
Principles 

Walter Kleinschmit

12 JUNE
Thursday

Morning Coffee

Center Merchandising 
& Tenant Mix

Walter Kleinschmit

Break 

Center Merchandising 
& Tenant Mix

Walter Kleinschmit

Lunch

Shopping Center 
Analysis

Ray Casey, SCSM 
Nancy Walters, SCMD

Break 

Program Concludes

2008 ICSC/MECSC International
School for Professional Development

LEVEL I - SCHEDULE
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• Shopping centre managers, assistant managers and operations managers  
 with three or less years of industry experience.
• Individuals whose responsibilities are primarily in community centres or 
 regional malls and who want to learn about other types of shopping centres. 
• Leasing & Marketing directors considering expanding their responsibilities.
• Development officers, human resources directors, asset managers, 
 investors, accountants and others in related disciplines, who are seeking  
 general basic knowledge of shopping centre management. 
• Every shopping centre professional who needs practical techniques for 
 developing strategies that work.
• Retail real estate brokers and tenant representatives.
• Asset managers or chief financial officers, who are seeking practical  
 techniques for developing strategies that not only enhance income but also  
 have long-term benefits. 

This program is designed for individuals with less than three years of industry 
experience.

Who Should Attend

• Gain a solid foundation to assist you in your day-to-day responsibilities. 
• Achieve confidence in your ability to increase your centre’s productivity.
• Build relationships within your peer group of management, marketing  
 and leasing professionals. 
• Discover ways to apply your own management techniques, knowledge and 
 other related skills to the disciplines of leasing, marketing and managing   
 shopping centres. 
• Network with the shopping centre industry’s leading professionals and 
 share their knowledge and experience.

How You Will Benefit

2008 ICSC/MECSC International
School for Professional Development

LEVEL I

    The training programme was very informative and useful; the 
case studies gave insights into the management of shopping centres 
and also their role in mixed use developments. The sessions were 
interactive and the faculty was more than helpful in sharing their 
experiences, I look forward to more programmes like this.

    The training programme was very informative and useful; the 

Nahla Naanaa 
Sales & Leasing Manager, Sama Dubai
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LEVEL I - Curriculum

A brief classroom discussion will focus on analysis of a major area shopping centre toured 
by the class. Discussion will include an analysis of the tenant mix, visual merchandising 
and temporary tenants, including RMU’s and kiosks as well as the centre’s physical layout 
and any market issues that may be determined. 

This course focuses on promotion as the ultimate marketing tool. You’ll see how advertising 
working together with public relations, community relations and sales promotions can 
and does make a difference in influencing where people shop and what they buy when
they get there.  This course will also demonstrate the importance of media advertising 
and how it is purchased as a means to maximize consumer patronage.

An overview explaining the basic structure and format of the marketing plan as a tool 
to define and work towards specific goals. A typical five-step marketing plan is 
reviewed, emphasising marketing's role in maximising centre value. Strategic plans will 
also be discussed to provide new ideas.

Learn the fundamental components of accounting and lease administration in the 
shopping centre industry with focus on determining minimum base rent and percentage 
or average rent.  Pass-through costs such as common area maintenance, real estate 
taxes, insurance and utilities are discussed at length.  Besides basic budgeting, 
alternative income sources and billing examples are revealed as well as a section dealing 
specifically with collections and defaults.

Before a centre is built and deals signed, there has to be a plan.  This course will show 
you how to formulate a successful tenant mix through setting goals, accumulating 
research, determining market needs and fully understanding what it means to 
merchandise a centre.  You’ll analyse the process from a new centre perspective as 
well as from a redevelopment view. Terminology; pre-planning techniques, retail 
classification analysis to determine needs; reasons to re-merchandise as well as
future directions and trends for retailing and shopping centres will be discussed.

Cost control and minimizing risk are keys to increasing net operating income in both 
growing and mature shopping centre markets.  Here’s where you’ll learn the basics of 
centre maintenance and what to look for when making crucial decisions on whether 
to repair or replace.  An overview of insurance and risk management issues are also 
included along with a look at shopping centre security.  Ways to develop and manage 
a security force; public relations tactics; assessing security and preparing a security 
manual are discussed in this essential course.

The role and techniques of marketing research are analyzed including best methods 
of obtaining primary and secondary research, understanding data and applying 
research in the strategic plan. Topics discussed include centre/competitive data, 
consumer data, market data, and benchmark tools and their applications.

A review of the leasing process and the shopping centre lease, explaining both the 
language and the importance of the various provisions in this complex contract that 
dictates the relationships among property owners and retail tenants. Specific subjects
include lease terms, minimum rent and percentage rent, performance requirements, 
construction allowances, key money, common area maintenance (CAM) /service 
charges, and what is typically required in lease negotiations.

Understanding the retailing business is a critical element to succeeding in the shopping 
centre business.  Here is where you’ll learn how retailing works right down to the 
formulas that determine how much a product can sell for and how many times that 
item has to sell or "turnover" in order for the store to pay its obligations to the landlord 
and still make a profit. Communication strategies between landlord and retailer are also
discussed in full.

An introduction to the history of shopping centres, types of centres around the world and 
the role and responsibilities of shopping centre managers, marketing directors and leasing 
specialists in increasing property value. Students will learn what today’s shopping centre 
management must know to succeed in today’s fast changing, competitive environment.

Shopping Centres:
A Worldwide 

Overview

Retailing Basics & 
Principles

Basics of Leasing 
and the Lease 

Language

Market Research

Operations: 
Maintenance, 

Security and Risk 
Management

Centre 
Merchandising and 

Tenant Mix

Accounting 
Budgets & Lease 
Administration

The Marketing Plan 

Consumer Marketing: 
Advertising,Sales 

Promotion,Community 
and Public Relations

Shopping Centre 
Analysis
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This program builds upon the material taught in the first level, geared 
for individuals with three or more years of industry experience seeking to 
achieve a higher level of excellence.

• Seasoned shopping centre managers, marketing directors or leasing 
 agents considering the redevelopment or re-merchandising of a centre. 
• Corporate and regional management and marketing executives. 
• Representatives of advertising agencies, promotion companies, 
 consultants and other purveyors of shopping centre marketing campaigns  
 and services. 
• Brokers with three or more years of experience negotiating space as  
 agents in shopping centres for owners or tenants. 
• Experienced retailers with substantial responsibility for overseeing the  
 real estate function of the company or active in negotiating leases with  
 landlord representatives.

Who Should Attend

How You Will Benefit

• Discover strategies that increase productivity and efficiency. 
• Acquire skills needed to maximize net operating income and centre value for  
 the owner. 
• Develop fresh insights into what the future holds. 
• Improve your ability to lead a team toward achieving maximum effectiveness. 
• Share your own experience of what works and what doesn’t work with other  
 participants. 
• Network with the shopping centre industry’s leading professionals and share 
 their knowledge and experience.  

2008 ICSC/MECSC International
School for Professional Development

LEVEL II

Abdul Rahman Al Sharfa 
Assistant General Manager, Al-Injazat Real Estate.

     I have attended previous editions of the School and I find that I learn new things every time. 
On the whole, I find the annual school very informative and I would strongly recommend it to my 
colleagues in the industry. 

     I have attended previous editions of the School and I find that I learn new things every time. 
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You’ll have the opportunity to take a real world shopping centre scenario & plan a 
redevelopment project. You will visit a local property with a worksheet that you will 
complete onsite to help you analyse re-development opportunities as a learning exercise. 
This interactive class allows you the creativity to take a property and make it better within 
the confines of market and budget limitations.

Redevelopment
Analysis

See how leasing, specialty leasing, marketing & property management teams can work 
together to increase productivity. Strategies, collaborative & cooperative methods are 
reviewed to focus discussion on relationships among owners/developers, management, 
tenants, lenders & customers. You will participate in exciting workshops that review 
effective teamwork techniques employed to improve a centres competitive position and 
enhance its net operating income, resulting in increased value.

The Team
Approach to Asset

Management

Master the concepts of shopping centre value; time value of money; net operating income; 
capitalization rates; cost of working capital; & internal rate of return & payback of lease deals 
(particularly those with substantial capital requirements). The emphasis of this course is on 
return on investments, increasing funds from operations (FFO) & shopping centre valuation. 
Tools covered include monthly financial statements, proformas, annual budgets & forecasts.
A major theme is how time complicates basic assumptions about future conditions & value.

Shopping Finance

Actual case studies highlight this focused course on revenue generation through sponsorship 
and budget maximization through partnerships. The difference is crucial. You’ll discuss the 
pure form of sponsorship, where money is paid to the property owner in exchange for product 
exposure. You’ll learn the do’s and don’ts of proposal preparation and how to properly value 
your property’s worth to a sponsor. You’ll see what’s working. And you’ll see what isn’t. Also, 
learn the delicate balancing act of partnership marketing, where a mutual benefit is derived by
both property and third party, without direct financial consideration.

Sponsorship and 
Alternative Revenue

Will your centre require a complete redevelopment of the property or a refurbishment to 
brighten the look of your centre and increase traffic to it? These significant aspects of the
shopping centre industry are crucial for long-term growth and to recoup the financial investment
for the ownership and development team. This class examines trends in redevelopment & 
refurbishment; what do customers want & need to see in today’s modern centres; how to 
perform a realistic & complete property analysis; what are various design trends & elements you 
must evaluate in order to prepare the redevelopment plan; what anchors & traffic generators
do centres need today to remain competitive; & how to calculate the income potential & the 
risk/return analysis necessary to justify a redevelopment or a refurbishment.

Redevelopment &
Refurbishment

Priorities &
Techniques

The principal elements of centre & store design are examined, with emphasis on 
ways to enhance the aesthetic attraction of the shopping environment. Topics include 
signage, floor plans, lighting, entrances, displays, vacant spaces, temporary tenants,
& point of purchase advertising.

Design: The Centre 
& Retailer 

Learn more about the types of marketing actions that provide the most cost-effective & efficient
results affecting financial performance of shopping centres. Discussion is focused on selling 
the property as a product, implementing the marketing plan, & integrating marketing into the 
management & leasing disciplines.  The course concentrates in-depth on new innovations in 
marketing, specifically tourist & sponsorship driven initiatives that are driving both customers
& producing owner revenue at centres all over the world.  You’ll also receive tips on assessing 
marketing success by analysing key components of the operating statement.

Advanced
Marketing & Other
Strategic Planning

for Optimum
Productivity 

You will take an in-depth look at the retail environment, which includes a discussion of the 
importance of leasing to a shopping centres fiscal soundness & a detailed examination
of the multiple components of the lease document. This course emphasizes tenant mix 
& analyses how to devise leasing strategies to select & pursue tenants that maximize 
the centres total productivity. Specific subjects include negotiation strategies; isolating
redevelopment opportunities; & structuring a deal.  Above all, you’ll discover the dynamics 
of negotiating a lease that’s a winning proposition for both landlord & retailer. 

You'll better understand the many roles the business plan will play to maximize 
operational efficiencies, net operating income & enhance long-term center value. The
basic components of effective business planning will be discussed including leasing plan, 
marketing plan, capital plan & budget detail. Operational topics include supervision of 
contractors & in-house labor assigned to the physical plant (including maintenance & 
security); fiscal direction & control; other vital operational responsibilities such as specialty
retail/permanent space leasing; relations with tenants, owners, lenders & community.

No successful leasing plan happens without thorough research before & expert marketing 
after. This course will show you how it all comes together.  You’ll see where research, done 
properly, can determine not only what tenants to consider in a project but if the project 
even happens at all. Discover how the marketing plan is really the leasing professional’s best 
weapon in making critical decisions that can make or break a centre.

Using Marketing &
Research in the
Leasing Process

LEVEL II - Curriculum

The Business Plan: 
Creating Maximum 

Value

Advanced Leasing
Strategies
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èeÉfÈdG øY áëŸ

 IQGOÓd ICSC  ó¡©e  IOÉ¡°T íæÃ êqnƒàoJ  ΩÉjCG  5  IóŸ áØãµe èeGôH (ÊÉãdGh  ∫h’G iƒà°ùŸG) »æ¡ŸG ôjƒ£à∏d ICSC/MECSC IQhO Ωó≤J

.≥jƒ°ùàdGh

IóëàŸG äÉj’ƒdG øe ¿ƒeOÉb ¥ƒ°ùàdG õcGôe áYÉæ°U ∫É› ‘ Úbƒeôe AGÈN É¡eó≤j áØãµeh Iõcôeh á∏eÉ°T É°ShQO èeGÈdG øª°†àJ

ôjƒ£J á«Ø«c ÚcQÉ°ûŸG º∏©J ¿Éª°†d èeGÈdG √òg º«ª°üJ ”h .¢ùjQóàdG áÄ«g ¿ƒ∏µ°û«°S å«M §°ShC’G ¥öûdGh ÉHhQhGh á«µjôeC’G

.ìÉéæH ¥ƒ°ùàdG õcôe IQGOGh ≥jƒ°ùJh ÒLCÉJh

 .º¡dÉªYG ¤EG ÚcQÉ°ûŸG IOƒY Qƒa IQhódG ‘ ¬ª∏©J ºàj Ée ≥«Ñ£J øµÁh ájƒb º∏©J πFÉ°Shh äGhOG ΩÉjCG 5 ióe ≈∏Y óàªŸG èeÉfÈdG Ωó≤j

‘ IÒ¨°U ΩÉ¡eh ¢Vhôa RÉ‚G ÚcQÉ°ûŸG ≈∏Y Ú©àj ,ÚcQÉ°ûŸGh ¢ùjQóàdG áÄ«g ÚHh º¡°ùØfG ÚcQÉ°ûŸG ÚH …ƒ«◊G πYÉØàdG ™«é°ûàdh

.QÉµaC’G ∫OÉÑJh É¡dƒ∏Mh ∫ÉªYC’G πcÉ°ûe á°ûbÉæeh ègÉæŸG á©LGôeh IÒ¨°U πªY ¥ôa QÉWG

ióe Gòch ÈcCG á«dÉ©ØH ¥ƒ°ùàdG õcôe π«¨°ûJ ÇOÉÑe k Gójó– ÚcQÉ°ûŸG º«∏©J ºàj PEG ÒLCÉàdGh ≥jƒ°ùàdGh IQGOE’G èeÉfÈdG OGƒe øª°†àJ

ÈcCG á«LÉàfGh ôahCG πNO ≥«≤ëàd ÒLCÉàdG äÉ«é«JGÎ°SGh OÉ°üàb’Gh ≥jƒ°ùàdG º∏Yh øØd ájóYÉ≤dG ÇOÉÑŸGh  á«°SÉ°SC’G äÉfƒµŸG áeAÓe

.…QÉéàdG ºgõcôe ‘ áFõéàdG IQÉéàd

 äGQÉeE’G ,»HO ø°†àëà°Sh §°ShC’G ¥öûdG á≤£æe ‘ áæ°ùdG ‘ §≤a IóMGh Iôe º qn¶æoJ »æ¡ŸG ôjƒ£à∏d á«dhódG  ICSC/MECSC IQhO ¿EG

.2008 ΩÉ©dG IQhO ,IóëàŸG á«Hô©dG

õcGôe áYÉæ°U ∫É› ‘ Újò«ØæJ øjôjóeh AGÈN ™e AGQB’G ∫OÉÑàH º¡d íª°ùJh ÒjÉ©ŸG ≈bQCÉH á«ª«∏©J IÈN ÚcQÉ°ûª∏d IQhódG √òg Ωó≤J

.ájõ«∏‚’G á¨∏dÉH ¿ƒµ«°S ¢ShQódG Ëó≤J ¿CG kÉª∏Y ,ºµæcÉeCG õéëH GhQOÉH .á≤£æŸÉH ¥ƒ°ùàdG

Úª¶æŸG øY áëŸ

.(MECSC) §°ShC’G ¥öûdG ¥ƒ°ùJ õcGôe ¢ù∏›h (ICSC) ¥ƒ°ùàdG õcGôŸ »ŸÉ©dG ¢ù∏éŸG ÚH ∑GÎ°T’ÉH èeÉfÈdG Gòg Ωó≤j

∞dCÉàjh ∑Qƒjƒ«f ‘ √ô≤e ™≤j .¥ƒ°ùàdG õcGôe áYÉæ°üd á«ŸÉY ájQÉŒ á«©ªL øY IQÉÑY ƒg (ICSC) ¥ƒ°ùàdG  õcGôŸ »ŸÉ©dG ¢ù∏éŸG ¿EG

 øjOQƒeh Ú«ÁOÉcGh áFõŒ »©FÉHh Ú°Vô≤eh øjôªãà°ùeh ≥jƒ°ùJ AGÈNh øjôjóeh øjQƒ£eh ∑Óe øe ƒ°†Y 75^000 ºgOóY ≠dÉÑdG √DhÉ°†YCG

™≤jh (ICSC) ¥ƒ°ùàdG õcGôŸ »ŸÉ©dG ¢ù∏éª∏d kÉ«ª«∏bG kÉYôa (MECSC) §°ShC’G ¥öûdG ¥ƒ°ùJ õcGôe ¢ù∏› Èà©jh .Ú«eƒµM ÚdhDƒ°ùeh

.§°ShC’G ¥öûdG AÉLQG πc ÈY AÉ£°ûædG AÉ°†YC’G øe 750 º°†jh »HO ‘ √ô≤e

¥ƒ°ùàdG õcôe ï«°SôJh ¥ƒ°ùàdG õcGôe áYÉæ°U ôjƒ£J ¤EG §°Sh’G ¥öûdG á≤£æe ‘ IQhódG √òg º«¶æJ ∫ÓN øe ¿É°ù∏éŸG ¿Gòg ±ó¡jh

øe äÉ≤Ø°üdG ΩGôHG ¢Uôah äÉµÑ°ûdGh öûædGh çÉëH’Gh á«ª«∏©àdG èeGÈdGh ÖjQóàdG ÒaƒJ ∫ÓN øe ™ªàéŸG ‘ iÈc á°ù°SDƒªc …OôØdG

.¥ƒ°ùàdG õcGôe »«æ¡e á©ª°Sh á«©°Vh á«bÎd äGOÉ¡°ûH á≤Kƒeh Ióªà©e èeGôH Gòch äÉYÉªàL’Gh äGAÉ≤∏dG ∫ÓN

+971 4 355 8818 :¢ùcÉa  •  +971 4 359 7909 :∞JÉg • ≈∏Y (MECSC) `H ∫É°üJ’G ≈Lôj ,äGQÉ°ùØà°S’G hCG äÉeƒ∏©ŸG øe ójõª∏d

www.mecsc.org :ÊhÎµdE’G ™bƒŸG • register@mecsc.org :ÊhÎµdE’G ójÈdG •

ICSC/MECSC IQhO

 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG

ICSC/MECSC IQhO

 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG
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ICSC/MECSC IQhO

 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG

يـونـيــو ٨
الأحـد

يـونـيــو ٩
الأثنـين

يـونـيــو ١٠
الثـلاثــاء

يـونـيــو ١١
الأربـعــاء

يـونـيــو ١٢
الخميس

8:30 - 8:00ìÉÑ°üdG Iƒ¡b π«é°ùàdGìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡b

10:30 - 8:30:¥ƒ°ùàdG õcGôe

á∏eÉ°T á«ŸÉY Iô¶f

Gregg McCort, SCMD

ÒLCÉàdG á¨dh ÒLCÉàdG ¢ù°SG

Ray Casey, SCSM

äÉ«∏ª©dG

ôWÉîŸG IQGOGh øe’G ,áfÉ«°üdG 

Hal Cottingham, CSM

áÑ°SÉëŸG IQGOG

ÒLCÉàdGh á«fGõ«ŸGh

Hal Cottingham, CSM

™jƒæJh ¥ƒ°ùàdG õcGôe IQÉŒ

áFõéàdG äÓfi

Walter Kleinschmit

10:45 - 10:30áMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SG

12:00 - 10:45Iô¶f :¥ƒ°ùàdG õcGôe

á∏eÉ°T á«ŸÉY

Gregg McCort, SCMD

ÒLCÉàdG á¨dh ÒLCÉàdG ¢ù°SG

Ray Casey, SCSM

äÉ«∏ª©dG

ôWÉîŸG IQGOGh øe’G ,áfÉ«°üdG

Hal Cottingham, CSM

á«fGõ«ŸGh áÑ°SÉëŸG IQGOG

ÒLCÉàdGh

Hal Cottingham, CSM

™jƒæJh ¥ƒ°ùàdG õcGôe IQÉŒ

áFõéàdG äÓfi

Walter Kleinschmit

1:30 - 12:00AGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SG

3:30 - 1:30¥ƒ°ùdG çÉëHCG

Pam Bryson, SCMD

≥jƒ°ùàdG §£N

Nancy Walters, SCMD

:∂∏¡à°ùŸG iód ≥jƒ°ùàdG

á«éjhÎdG äÓª◊G ,äÉfÓY’G

™ªàéŸG äÉbÓY ,äÉ©«Ñª∏d

áeÉ©dG äÉbÓ©dGh

Pam Bryson, SCMD

áFõéàdG IQÉŒ ÇOÉÑeh ¢ù°SG

Walter Kleinschmit

¥ƒ°ùàdG õcôe π«∏–

Ray Casey, SCSM

Nancy Walters, SCMD

3:45 - 3:30áMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SG

5:15 - 3:45¥ƒ°ùdG çÉëHCG

Pam Bryson, SCMD

≥jƒ°ùàdG §£N

Nancy Walters, SCMD

:∂∏¡à°ùŸG iód ≥jƒ°ùàdG

á«éjhÎdG äÓª◊G ,äÉfÓY’G

™ªàéŸG äÉbÓY ,äÉ©«Ñª∏d

áeÉ©dG äÉbÓ©dGh

Pam Bryson, SCMD

áFõéàdG IQÉŒ ÇOÉÑeh ¢ù°SG

Walter Kleinschmit

èeÉfÈdG ájÉ¡f

AÉ°ûY πØM

 ICSC/MECSC IQhO

 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG

∫hC’G iƒ`à```°ùŸG

يـونـيــو ١٠
الأحـد

يـونـيــو ١١
الأثنـين

يـونـيــو ١٢
الثـلاثــاء

يـونـيــو ١٣
الأربـعــاء

يـونـيــو ١٤
الخميس

8:30 - 8:00ìÉÑ°üdG Iƒ¡b π«é°ùàdGìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡bìÉÑ°üdG Iƒ¡b

10:30 - 8:30≥jƒ°ùàdG ΩGóîà°SG

ÒLCÉàdG á«∏ªY ‘ çÉëH’Gh

Ray Casey, SCSM

ÒLCÉàdG äÉ«é«JGÎ°SG

áeó≤àŸG

Hal Cottingham, CSM

:º«ª°üàdG

áFõéàdG äÓfih õcôŸG

Walter Kleinschmit

GOGôj’Gh ¬∏jóÑdG ¬jÉYôdG

Nancy Walters, SCMD

IQGO’ πª©dG ≥jôa Qƒ°üJ

∫ƒ°UC’G

Hal Cottingham, CSM

10:45 - 10:30áMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SG

12:00 - 10:45≥jƒ°ùàdG ΩGóîà°SG

ÒLCÉàdG á«∏ªY ‘ çÉëH’Gh

Ray Casey, SCSM

ÒLCÉàdG äÉ«é«JGÎ°SG

áeó≤àŸG

Hal Cottingham, CSM

:º«ª°üàdG

áFõéàdG äÓfih õcôŸG

Walter Kleinschmit

GOGôj’Gh ¬∏jóÑdG ¬jÉYôdG

Nancy Walters, SCMD

IQGO’ πª©dG ≥jôa Qƒ°üJ

∫ƒ°UC’G

Hal Cottingham, CSM

1:30 - 12:00AGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SGAGó¨dG áMGÎ°SG

3:30 - 1:30§«£îàdGh Ωó≤àŸG ≥jƒ°ùàdG

êÉàf’G IOÉjõd »é«JGÎ°S’G

Nancy Walters, SCMD

Ö«dÉ°SGh äÉjƒdhCG

ójóéàdGh ôjƒ£àdG IOÉYG

David Robinson

ÒLÉàdG äÉ«é«JGÎ°S

áeó≤àŸG

Ray Casey, SCSM

¥ƒ°ùàdG õcôe πjƒ“

Ray Casey, SCSM

ôjƒ£àdG IOÉYG π«∏–

Hal Cottingham, CSM

Pam Bryson, SCMD

3:45 - 3:30áMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SGáMGÎ°SG

5:15 - 3:45§«£îàdGh Ωó≤àŸG ≥jƒ°ùàdG

êÉàf’G IOÉjõd »é«JGÎ°S’G

Nancy Walters, SCMD

Ö«dÉ°SGh äÉjƒdhCG

ójóéàdGh ôjƒ£àdG IOÉYG

David Robinson

ÒLÉàdG äÉ«é«JGÎ°S

áeó≤àŸG

Ray Casey, SCSM

¥ƒ°ùàdG õcôe πjƒ“

Ray Casey, SCSM

èeÉfÈdG ájÉ¡f

AÉ°ûY πØM

ÊÉ`ãdG iƒà`°ùŸG
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 â≤ªY ó≤a á«°SGQódG ä’É◊G ÉeG ,äÉeƒ∏©ŸÉH É«æZh Gó«Øe ÖjQóàdG èeÉfôH ¿Éc         

 âfÉch .äÉeGóîà°S’G IOó©àe ™jQÉ°ûŸG ‘ É°†jG ÉgQhOh ¥ƒ°ùàdG õcGôe IQGO’ Éæª¡a

 ™∏£JG »æfG .á«ëjQG πμH É¡HQÉŒ Éæd âeób á«ÑjQóàdG áÄ«¡dGh á«∏YÉØJ äÉ°ù∏÷G

èeGÈdG √òg πãe ÌcG èeGôH ‘ ácQÉ°ûª∏d

 â≤ªY ó≤a á«°SGQódG ä’É◊G ÉeG ,äÉeƒ∏©ŸÉH É«æZh Gó«Øe ÖjQóàdG èeÉfôH ¿Éc          â≤ªY ó≤a á«°SGQódG ä’É◊G ÉeG ,äÉeƒ∏©ŸÉH É«æZh Gó«Øe ÖjQóàdG èeÉfôH ¿Éc         

™`æ©`f á`∏¡`f

»HO Éª°S ,ÒLCÉàdGh äÉ©«ÑŸG Iôjóe

 ∫hC’G iƒ````à```°ùŸG

?¿ƒaó¡à°ùŸG ºg øe

 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG ICSC/MECSC IQhO

.¥ƒ°ùàdG õcGôe ∫É› ‘ äGƒæ°S 3 øY π≤J IÈN …hP ¢UÉî°TC’ ºª°üe èeÉfÈdG Gòg

.∫ÉéŸG Gòg ‘ äGƒæ°S 3 øY π≤J IÈN …hP äÉ«∏ª©dG hôjóeh øjôjóŸG hóYÉ°ùeh ,¥ƒ°ùàdG õcGôe hôjóe  •

 á«ª«∏b’G hCG á«∏ëŸG ¥ƒ°ùàdG õcGôe äÉWÉ°ûæH É°SÉ°SG á£ÑJôe äÉ«dhDƒ°ùe ¿ƒdƒàj øjòdG ¢UÉî°TC’G  •

.¥ƒ°ùàdG õcGôe øe iôNG ´GƒfG ∫ƒM IÈN ÜÉ°ùàcG ‘ ¿ƒÑZôjh

 .º¡JÉ«dhDƒ°ùe ôjƒ£Jh º¡eÉ¡e á©°SƒJ ¤EG ¿ƒ©∏£àj øjòdG ≥jƒ°ùàdGh ÒLCÉàdG hôjóe  •

 ä’ÉéŸG ‘ ºgÒZh ¿ƒÑ°SÉëŸGh ¿hôªãà°ùŸGh ∫ƒ°UC’G hôjóeh ájöûÑdG OQGƒŸG hôjóeh ôjƒ£àdG hôjóe  •

.¥ƒ°ùàdG õcGôe IQGOG ∫ƒM áeÉY áaô©e ÜÉ°ùàcG ¤EG ¿ƒ©∏£àjh ,á∏°üdG äGP

.ádÉ©a äÉ«é«JGÎ°SG ôjƒ£àd á«∏ªY Ö«dÉ°SG ¤EG êÉàëjh ¥ƒ°ùJ õcôe ‘ πª©j »æ¡e …CG  •

.øjôLCÉà°ùŸG ƒ∏ã‡h äGQÉ≤©dG AÉ£°Sh  •

 ôjƒ£àd  á«∏ªY  Ö«dÉ°SG  ÜÉ°ùàcG  ¤EG  ¿ƒ©∏£àj  øjòdG  Ú«dÉŸG  ÚdhDƒ°ùŸG  QÉÑc  hCG  ∫ƒ°UC’G  hôjóe  •

.É°†jG ó«©ÑdG ióŸG ≈∏Y ÉMÉHQG QóJ πH §≤a πNódG QóJ ’ äÉ«é«JGÎ°SG

.á«eƒ«dG ºµJÉ«dhDƒ°ùÃ ´Ó£°V’G ≈∏Y ºcóYÉ°ùJ áæ«àe IóYÉb ÜÉ°ùàcG  •

.…QÉéàdG ºcõcôe êÉàfG IOÉjR ≈∏Y ºµJQób ‘ á≤ãdG õjõ©J  •

 ≥jƒ°ùJh ÒLCÉJ •É°ûf ≈∏Y ºµJGQÉ¡eh ºµaQÉ©eh á°UÉÿG ájQGO’G ºµÑ«dÉ°SCG ≥«Ñ£àd ¥ôW ±É°ûàcG  •

.¥ƒ°ùàdG õcGôe IQGOEGh

.¥ƒ°ùàdG õcGôe ÒLCÉJh ≥jƒ°ùJh IQGOG »«æ¡e øe áæ¡ŸG AÓeR ™e äÉbÓ©dG AÉ°SQEG  •

.º¡©e ±QÉ©ŸGh äGÈÿG ∫OÉÑJh ¥ƒ°ùàdG õcGôe áYÉæ°U ‘ Ú«æ¡ŸG QÉÑµH ºµ£HôJ áµÑ°T áeÉbEG  •

?¿hó«Øà°ùà°S GPÉ```e
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»°SGQódG Qô≤ŸG ‐ ∫hC’G iƒà°ùŸG

Iô¶f : ¥ƒ°ùàdG õcGôe

á∏eÉ°T á«ŸÉY

¥ƒ°ùdG çÉëHCG

á«≤jƒ°ùàdG á£ÿG

™jƒæJh õcôŸG ≥jƒ°ùJ

øjôLCÉà°ùŸG

á¨dh ÒLCÉàdG ¢ù°SCG

ÒLCÉàdG

IQÉŒ ÇOÉÑeh ¢ù°SCG

áFõéàdG

áÑ°SÉëŸG IQGOG

ÒLCÉàdGh á«fGõ«ŸGh

õcGôŸG …ôjóe äÉ«dhDƒ°ùeh QhOh ⁄É©dG ∫ƒM É¡dÉµ°TCGh É¡YGƒfGh ¥ƒ°ùàdG õcGôe ïjQÉJ ¤EG πNóe øY IQÉÑY

¬àaô©e ¥ƒ°ùàdG õcôe IQGOG ≈∏Y Öéj Ée ÜÓ£dG º∏©à«°Sh .É¡àª«b õjõ©J ‘ ÒLCÉàdG AGÈNh ≥jƒ°ùàdG …ôjóeh

.á©jöS äGÒ¨J ó¡°ûJ á«°ùaÉæJ áÄ«H º°†N ‘ ìÉéædG ≥«≤ëàd Ωƒ«dG

åëH ≈∏Y ∫ƒ°üë∏d ¥ô£dG π°†aCG ∂dP ‘ ÉÃ É¡∏«∏– ºàj »àdG »≤jƒ°ùàdG åëÑdG Ö«dÉ°SCGh QhO ¤EG ¥ô£àJ

åëÑdG QGóe ™«°VGƒŸG πã“h .á«é«JGÎ°SG á£N øª°V åëÑdG ≥«Ñ£Jh äÉfÉ«ÑdG º¡ah …ƒfÉK åëHh »°ù«FQ

.É¡JÉ≤«Ñ£Jh á«°SÉ°S’G äGhO’Gh ¥ƒ°ùdG äÉfÉ«Hh ∂∏¡à°ùŸG äÉfÉ«Hh á°ùaÉæŸG äÉfÉ«H á°ûbÉæŸGh

πª©dGh ±GógC’G ójóëàd IGOCÉc á«≤jƒ°ùàdG á£î∏d »LPƒªædG πµ°ûdGh …óYÉ≤dG πµ«¡dG ìöûJ á∏eÉ°T Iô¶f

áª«b õjõ©J ‘ ≥jƒ°ùàdG QhO ≈∏Y õcôJ πMGôe ¢ùªN øe á«LPƒ‰ ≥jƒ°ùJ á£N á©LGôe ºàJh .É¡≤«≤– ≈∏Y

.IójóL QÉµaCG ìô£d á«é«JGÎ°SG §£N á°ûbÉæe ºàà°S Éªc .…QÉéàdG õcôŸG

π«µ°ûJ á«Ø«c IQhódG √òg ∫ÓN ¿ƒaô©à°Sh .á£N ∑Éæg ¿ƒµJ ¿G Öéj ,äÉ≤Ø°üdG ΩGôHGh ¥ƒ°ùàdG õcôe AÉæH πÑb

º¡ØdGh ¥ƒ°ùdG äÉLÉ«àMG ójó–h  çÉëH’G AGôLEGh ±GógC’G ™°Vh ∫ÓN øe  øjôLCÉà°ùŸG øe íLÉf ´ƒæàe §«∏N

IOÉY’  IójóL  Iô¶f øe Gòch õcôª∏d ójóL Qƒ¶æe øe  á«∏ª©dG ¿ƒ∏∏ëà°S .…QÉŒ õcôe ≥jƒ°ùJ ≈æ©Ÿ  πeÉµdG

IQÉŒ ∞«æ°üJh π«∏–h §«£îàdG πÑb Ée πMGôeh äÉë∏£°üŸG É¡æe ™«°VGƒe IóY á°ûbÉæe  ºàà°Sh  .ôjƒ£àdG

.¥ƒ°ùàdG õcGôeh áFõéàdG IQÉéàd á«∏Ñ≤à°ùŸG äÉ¡LƒàdG ójó–h ≥jƒ°ùàdG IOÉYG ÜÉÑ°SGh äÉLÉ«àM’G áaô©Ÿ áFõéàdG

¢Uƒ°üædG á«ªgCGh á¨d ìöT ™e ¥ƒ°ùàdG õcôe ÒLCÉJ á«Ø«ch ÒLCÉàdG á«∏ªY ≈∏Y á∏eÉ°T Iô¶f øY IQÉÑY

.áFõéàdG QÉŒ øe øjôLCÉà°ùŸGh QÉ≤©dG ∑Óe ÚH äÉbÓ©dG »∏“ »àdG Ió≤©ŸG ÒLCÉàdG Oƒ≤Y ‘ Iójó©dG ΩÉµMC’Gh

QGó≤eh AÉæÑdG ¢ü«NGôJh AGOC’G äÉÑ∏£àeh ,¬àÑ°ùfh QÉéj’G áª«b ≈fOCGh ÒLCÉàdG •höT IOóëŸG ™«°VGƒŸG πª°ûJh

.ÒLCÉàdG äÉ°VhÉØe ‘ kIOÉY Üƒ∏£e ƒg Éeh áeóÿG Ωƒ°SQh ácÎ°ûŸG ≥WÉæŸG áfÉ«°Uh ¿ƒHô©dG

¿G ∞«c ¿ƒª∏©àJ Éægh .¥ƒ°ùàdG õcôe ∫ÉªYCG ‘ ìÉéæ∏d º°SÉMh »°SÉ°SCG öüæY áFõéàdG IQÉŒ ∫ÉªYG º¡a ¿G

hCG ™«Ñ∏d ¬°VôY Öéj Iôe ºc hCG èàæe ™«H á«fÉµeG ióe Qô≤J »àdG á¨«°üdG ójó– ≈∏Y πª©J áFõéàdG IQÉŒ

»æL ‘ QGôªà°S’G ™e ∂dÉª∏d QÉéj’G ™aO øe ¬æµÁ ÉÃ áFõéàdÉH ™«ÑdG πfi ¬≤≤ëj …òdG “ácô◊G ‹ÉªLG”

.áFõéàdG ™FÉHh ∂dÉŸG ÚH π°UGƒàdG äÉ«é«JGÎ°SG ¢†«Øà°ùe πµ°ûH ¢ûbÉææ°Sh .ìÉHQ’G

≈fOCG ójó– ≈∏Y õ«cÎdG ™e ¥ƒ°ùàdG õcGôe ∫É› ‘ ÒLCÉàdGh áÑ°SÉëŸG IQGO’ á«°SÉ°S’G äÉfƒµŸG ºqo∏©J »g

áfÉ«°U ∞«dÉµJ πãe ájÌædG ∞«dÉµàdG ∫ƒM ∫ƒ£e ¢TÉ≤f AGôLG ºàj .QÉéj’G §°Sƒàe hCG ¬àÑ°ùfh QÉéj’G áª«b

∞°ûc ºà«°S ,á«°SÉ°S’G á«fGõ«ŸG ÖfÉL ¤Gh .áeÉ©dG ≥aGôŸGh ÚeCÉàdGh ájQÉ≤©dG Ωƒ°SôdGh ácÎ°ûŸG ≥WÉæŸG

∞∏îàdG ä’ÉM ™e πeÉ©àdGh ∫Gƒe’G π«°ü– á≤jôW ∂dòch ÒJGƒØdG OGóYEG øY á∏ãeCGh á∏jóÑdG πNódG QOÉ°üe

.Égójó°ùJ øY

Éægh .áÁó≤dG ΩCG áãjó◊G ¥ƒ°ùàdG õcGôe ‘ AGƒ°S ‘É°üdG »∏«¨°ûàdG πNódG IOÉjR ìÉàØe ôWÉîŸG π«∏≤Jh ∞«dÉµàdG ‘ ºµëàdG Èà©oj

.∫GóÑà°S’G hCG áfÉ«°üdG AGôLG Öéj ¿Éc GPG ÉªY hCG áª°SÉM äGQGôb QGó°UG óæY ¬æY åëÑdG Öéj Éeh õcôŸG áfÉ«°U ¢ù°SG ¿ƒª∏©àJ

Ö«dÉ°SGh á«æeCG Iƒb IQGOEGh ôjƒ£J ¥ôW á°ûbÉæe ºàà°Sh .¥ƒ°ùàdG õcôe øeCG Gòch ôWÉîŸG IQGOGh ÚeCÉàdG ≈∏Y á∏eÉ°T Iô¶f Ëó≤J ºàjh

.»æeCG π«dO OGóYEGh øe’G õjõ©Jh áeÉ©dG äÉbÓ©dG

äÉbÓ©dGh ™ªàéŸG äÉbÓYh ≥jƒ°ùàdG öUÉæY ¿G ∞«c ¿hÎ°Sh .á«FÉ¡ædG ≥jƒ°ùàdG IGOCG ≈∏Y ´ƒ°VƒŸG Gòg õcôj

¤EG º¡¡«LƒJh Qƒ¡ª÷G ≈∏Y ÒKCÉàdG ‘ ¥QÉa ≥«≤– ,kÉ©e πª©dG ∫ÓN øe ,É¡æµÁ äÉ©«ÑŸG èjhôJh áeÉ©dG

∞«ch ΩÓY’G πFÉ°Sh ÈY ¿ÓY’G á«ªgG ¢SQódG Gòg ÚÑj Éªc .¿hÎ°ûj ≈àeh ¿hÎ°ûj GPÉe ¤Gh ¥ƒ°ùàdG ¿Éµe

.∂∏¡à°ùŸG äGQÉ«àNG ‘ óM ≈°übCG ¤EG ôKDƒj

¢TÉ≤ædG πª°û«°Sh .ÜÓ£dG √Qhõj ÒÑc ¥ƒ°ùJ õcôe π«∏– ≈∏Y õcôJ Iõ«Lh á«YÉªL á°ûbÉæe AGôLG ºà«°S

äÓëŸG º¡«a ÉÃ ÚàbDƒŸG øjôLCÉà°ùŸGh äÓëŸG πNGO ™FÉ°†ÑdG ¢VôY Ö«dÉ°SCGh øjôLCÉà°ùª∏d ´ƒæàŸG §«∏ÿG

.Égójó– øµÁ ¥ƒ°ùdÉH á°UÉN πFÉ°ùe …CGh õcôª∏d ôgÉ¶dG §£îŸG ≈∏Y ´ÓW’G Gòch IÒ¨°üdG ∑É°ûc’Gh

áfÉ«°üdG IQGOEG : äÉ«∏ª©dG

ôWÉîŸGh øeC’Gh

:∂∏¡à°ùŸG iód ≥jƒ°ùàdG

á«éjhÎdG äÓª◊G ,äÉfÓY’G

™ªàéŸG äÉbÓY ,äÉ©«Ñª∏d

áeÉ©dG äÉbÓ©dGh

¥ƒ°ùàdG õcôe π«∏–
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ÉaöûdG øªMôdG óÑY

 ájQÉ≤©dG äGRÉ‚’G ,óYÉ°ùŸG ΩÉ©dG ôjóŸG

 ¿G OhGh äÉeƒ∏©ŸÉH á«æZ ájƒæ°ùdG IQhódG ¿G iQG ,ÉeƒªYh .IójóL GQƒeG º∏©JG Iôe πc ‘h ,ó¡©ŸG ‘ á≤HÉ°S äGQhO ‘ âcQÉ°T        

É¡«a ácQÉ°ûŸG Iƒ≤H ´É£≤dG ‘ »FÓeR »°UhG

 ¿G OhGh äÉeƒ∏©ŸÉH á«æZ ájƒæ°ùdG IQhódG ¿G iQG ,ÉeƒªYh .IójóL GQƒeG º∏©JG Iôe πc ‘h ,ó¡©ŸG ‘ á≤HÉ°S äGQhO ‘ âcQÉ°T         ¿G OhGh äÉeƒ∏©ŸÉH á«æZ ájƒæ°ùdG IQhódG ¿G iQG ,ÉeƒªYh .IójóL GQƒeG º∏©JG Iôe πc ‘h ,ó¡©ŸG ‘ á≤HÉ°S äGQhO ‘ âcQÉ°T        

ÊÉ```ãdG iƒ````à```°ùŸG
 2008 ΩÉ©d »æ¡ŸG ôjƒ£à∏d á«dhódG ICSC/MECSC IQhO

?¿ƒaó¡à°ùŸG ºg øe

?¿hó«Øà°ùà°S GPÉ```e

 ójõJ IÈN …hP ¢UÉî°T’G ±ó¡à°ùj ƒgh ∫hC’G iƒà°ùŸG ‘ É¡°ùjQóJ ” »àdG OGƒŸG ≈∏Y èeÉfÈdG Gòg õµJôj

.º¡dÉªYCG ‘ õ«ªàdG äÉjƒà°ùe ≈∏YCG ≥«≤– ¤EG ¿ƒ©∏£àjh ¥ƒ°ùàdG õcGôe ∫É› ‘ äGƒæ°S 3 øY

 hCG ôjƒ£J IOÉYEG ¤EG ¿ƒ©∏£àj øjòdG ÒLCÉàdG AÓch hCG ≥jƒ°ùàdG hôjóe ,¿ƒ°SôªàŸG ¥ƒ°ùàdG õcGôe hôjóe  •

.ájQÉéàdG ºgõcGôe ≥jƒ°ùJ IOÉYEG

.≥jƒ°ùàdG hôjóeh ¿ƒ«ª«∏bE’G AGQóŸGh äÉcöûdG hôjóe  •

 äÓª◊Gh äÉfÓY’G äÉeóN ƒeó≤eh ¿ƒjQÉ°ûà°S’Gh á«éjhÎdG äÉcöûdGh ¿ÓY’Gh ájÉYódG ä’Éch ƒ∏ã‡  •

.ájQÉéàdG õcGôª∏d á«éjhÎdG

.øjôLCÉà°ùŸG hCG ∑Óª∏d ¥ƒ°ùàdG õcGôe ‘ AÓcƒc ¢VhÉØàdG ‘ ÌcCG hCG IÈN äGƒæ°S 3 hhP AÉ£°SƒdG  •

 AGôLEG hCG ácöûdG äGQÉ≤Y πªY Ò°S ≈∏Y ±GöTÓd á«°SÉ°SCG ΩÉ¡Ã ¿ƒ©∏£°†jh IÈN hhP áFõŒ ƒ©FÉH  •

.∂dÉŸG »∏ã‡ ™e ÒLCÉàdG äÉ°VhÉØe

.IAÉØµdGh êÉàf’G IOÉjõd IójóL äÉ«é«JGÎ°SG ±É°ûàcG  •

 ídÉ°üd áLQO ≈°übCG ¤EG …QÉéàdG õcôŸG áª«b ™aQh »∏«¨°ûàdG πNódG õjõ©àd áHƒ∏£ŸG äGQÉ¡ŸG ÜÉ°ùàcG  •

.∂dÉŸG

.á«∏Ñ≤à°ùŸG ™jQÉ°ûŸG ∫ƒM IójóL äGQƒ°üJ ôjƒ£J  •

.iƒ°üb á«dÉ©a ≥«≤– ƒëf ≥jôa IOÉ«b ≈∏Y ºµJQób Ú°ù–  •

.áëLÉædG ÒZh áëLÉædG QÉµaC’G ∫ƒM øjôNB’G ÚcQÉ°ûŸG ™e ºµJGÈN ∫OÉÑJ  •

. º¡JGÈNh º¡aQÉ©e øe IOÉØà°S’Gh ¥ƒ°ùàdG õcGôe áYÉæ°U ‘ Ú«æ¡e ™e π°UGƒJ áµÑ°T áeÉbEG  •
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»°SGQódG Qô≤ŸG ‐ ÊÉ```ãdG iƒà°ùŸG

AÉ°ûfEG : ∫ÉªYC’G á£N

iƒ°üb áª«b

Ωó≤àŸG ≥jƒ°ùàdG

»é«JGÎ°S’G §«£îàdGh

êÉàf’G IOÉjõd

¥ƒ°ùàdG õcôe πjƒ“

™e äÉbÓ©dG IQGOEG

IOó©àe áHQÉ≤e – π«ª©dG

äÉjƒà°ùŸG

≥jƒ°ùàdG ΩGóîà°SG

á«∏ªY ‘ çÉëH’Gh

ÒLCÉàdG

äÓh õcôŸG : º«ª°üàdG

áFõéàdG

πNódG ‘É°U IOÉjRh áLQO ≈°übCG ¤EG π«¨°ûàdG IAÉØc ™aôd ∫ÉªYC’G á£N É¡Ñ©∏J »àdG Iójó©dG QGhOC’G π°†aCG πµ°ûH ¿ƒª¡Øà°S

∂dP ‘ ÉÃ ∫ÉªYCÓd ∫É©ØdG §«£îà∏d á«°SÉ°S’G äÉfƒµŸG á°ûbÉæe ºàà°S .ó«©ÑdG ióŸG ≈∏Y õcôŸG áª«b õjõ©Jh »∏«¨°ûàdG

∫Éª©dGh ÚdhÉ≤ŸG ≈∏Y ±GöT’G :á«≤«Ñ£àdG ™«°VGƒŸG πª°ûJh .á«fGõ«ŸG π«°UÉØJh ∫ÉŸG ¢SCGQ á£Nh ≥jƒ°ùàdG á£Nh ÒLCÉàdG á£N

áFõéàdG IQÉŒ πãe iôNG ájƒ«M á«∏«¨°ûJ ΩÉ¡eh äÉ«dhDƒ°ùe ,É¡àÑbGôeh ÖFGö†dG IQGOG ,øe’Gh áfÉ«°üdG ΩÉ¡e ‹ƒàd Úæ«©ŸG

.™ªàéŸGh Ú°Vô≤oŸGh ∑ÓŸGh øjôLCÉà°ùŸG ÚH äÉbÓ©dG ,ºFGódG ÒLCÉàdG /á°ü°üîàŸG

.¥ƒ°ùàdG õcôŸ ‹ÉŸG AGO’G ≈∏Y ôKDƒJ »àdGh á«dÉ©ØdGh áØ∏µàdG å«M øe èFÉàædG π°†aG ≥≤– »àdG ≥jƒ°ùàdG äÉ«∏ªY ´GƒfG ÌcG ¿ƒaô©à°S

≈∏Y ≥ªYCG πµ°ûH IQhódG õcÎ°Sh .ÒLCÉàdGh IQGO’G ‘ ≥jƒ°ùàdG ∫ÉNOGh á«≤jƒ°ùàdG á£ÿG ò«ØæJh èàæªc QÉ≤©dG ™«H ≈∏Y ¢TÉ≤ædG õµJÒ°Sh

äGóFÉY øe √QóJ Éeh øFÉHõdGh á«YGôdG äÉcöûdGh ìÉ«°ùdG ÜòàŒ »àdG ™jQÉ°ûŸG É°Uƒ°üNh ≥jƒ°ùàdG ¥ôW ‘ Iójó÷G á«YGóHE’G Ö«dÉ°SC’G

.π«¨°ûàdG äÉfÉ«Ñd á«°ù«FôdG äÉfƒµŸG π«∏– ∫ÓN øe ≥jƒ°ùàdG ìÉ‚ º««≤àH É°†jG Ωƒ≤æ°Sh .⁄É©dG ÈY IöûàæŸG õcGôŸG ‘ ∑ÓŸG ídÉ°üd

,πeÉ©dG ∫ÉŸG ¢SCGQ áØ∏µJ ,∫ÉŸG ¢SCGQ Ö°ùf ,‘É°üdG »∏«¨°ûàdG πNódG ,∫Éª∏d á«æeõdG áª«≤dG ,¥ƒ°ùàdG õcôe áª«b º«gÉØe ¿ƒcQóà°S

QÉªãà°S’G óFGƒY ≈∏Y IQhódG √òg õµJÎ°Sh .(áeÉ¡dG á«dÉª°SCGôdG äÉÑ∏£àŸG äGP Gójó–) QÉéj’G Oƒ≤Y OGOÎ°SGh äGOGôjÓd »∏NGódG ∫ó©ŸG

á«dh’G ÒJGƒØdGh ájô¡°ûdG á«dÉŸG äÉaƒ°ûµdG áeóîà°ùŸG äGhO’G πª°ûJh .¥ƒ°ùàdG õcôe áª«b ôjó≤Jh äÉ«∏ª©dG øe áŒÉædG ∫Gƒe’G IOÉjRh

±hô¶dG ∫ƒM á«dhC’G äÉ°VGÎa’G ≈∏Y âbƒdG πeÉY ÒKCÉJ á«Ø«c ∫ƒM »°ù«FQ ´ƒ°Vƒe ìôW ºà«°Sh .äÉ©bƒàdGh ájƒæ°ùdG äÉ«fGõ«ŸGh

.á«∏Ñ≤à°ùŸG áª«≤dGh á«∏Ñ≤à°ùŸG

AÓªY ™e ¿ƒ∏eÉ©àJ ºµfEÉa ,õcôe áFÉe hCG GóMGh Gõcôe ¿hôjóJ hCG ¿ƒµ∏“ hCG ¢ü°üM á∏ªM ΩÉeCG ’hDƒ°ùe hCG á°UÉN ácöT ºàæc kAGƒ°S

ºµd ΩÉg ´ƒ°Vƒªc ºµæ«YCG Ö°üf AÓª©dG ™e äÉbÓ©dG ™°†«°S ÒãŸG ¢SQódG Gògh äÉjƒà°ùŸG áaÉc ≈∏Yh ∫Éµ°T’G áaÉc øe øFÉHRh

ºµd √QÉéjG ™aój …òdG ™FÉÑdGh ºcõcôe ‘ ¥ƒ°ùàj …òdG ¢üî°ûdG ∫ÓN øe ÉeÉ“ áØ∏àfl á≤jô£H π«ª©dG ¤EG ¿hô¶æà°S .ºµàcöûdh

AÓª©dG ™e äÉbÓ©dG É°†jG ¢SQóæ°Sh .ÉgDhÉ°VQG Öéj »àdG á«eƒµ◊G äÉÄ«¡dGh á«fóŸG äÉYƒªéŸGh ¬JGOGôjG Ö∏£j …òdG ¢ü°ü◊G πeÉMh

.øjôNB’G ÚØXƒŸG QÉÑch IQGO’G ≥jôah ÒLCÉàdG π«ch Qƒ¶æe øe Ú«∏NGódG

Éª«a á£ÑJôe QƒeC’G √òg ¿G ∞«c IQhódG √òg ºµd ÚÑà°Sh .Égó©H á«≤jƒ°ùJ IÈNh É¡∏Ñb á∏eÉ°T çÉëHG AGôLG ¿hóH ÒLCÉàdG §£N ìÉ‚ øµÁ ’

.¬MÉ‚h ´höûŸG ∂dP ≥«≤– á«fÉµeG É°†jG πH ´höûe øª°V øjôLCÉà°ùŸG QÉ«àNG §≤a Oó– ’ í«ë°U πµ°ûH IõéæŸG çÉëH’G ¿G ∞«c ¿hÎ°S .É¡æ«H

.¬ª£– hCG õcôŸG ó› ™æ°üJ »àdG áª°SÉ◊G äGQGô≤dG PÉîJG ‘ ÒLCÉàdG »«æ¡e iód π°†ØŸG ìÓ°ùdG »g á«≤jƒ°ùàdG á£ÿG ¿G ¿ƒØ°ûàµà°S

á«dÉª÷G öUÉæ©dG õjõ©J ¥ôW ≈∏Y õ«cÎdG ™e …QÉéàdG πëŸGh õcôŸG º«ª°üàd á«°ù«FôdG öUÉæ©dG ¢üëa ºà«°S

¢Vô©dG äÉ°üæeh πNGóŸGh IQÉf’Gh ≥HGƒ£dG äÉ££flh äÉàaÓdG á°ShQóŸG ™«°VGƒŸG º°†à°Sh .¥ƒ°ùàdG áÄ«Ñd

.AGöûdG õjõ©àd äÉéàæŸG äÉfÓYGh ÚàbDƒŸG øjôLCÉà°ùŸGh IôZÉ°ûdG äÉMÉ°ùŸGh

á°SGQOh ¥ƒ°ùàdG õcôŸ á«dÉŸG áeÓ°ùdGh IAÓŸG ≈∏Y ÒLCÉàdG á«ªgG á°ûbÉæe øª°†àJ »àdG áFõéàdÉH ™«ÑdG áÄ«H ≈∏Y á≤«ªY Iô¶f ¿ƒ≤∏à°S

øjòdG øjôLCÉà°ùŸG á©HÉàeh QÉ«àN’ ÒLCÉàdG äÉ«é«JGÎ°SG π«∏–h øjôLCÉà°ùŸG ´ƒæJ ≈∏Y IQhódG õcÎ°Sh .ÒLCÉàdG ó≤Y äÉfƒµe ∞∏àîŸ á«∏«°üØJ

πÑbh .äÉ≤Ø°üdG áZÉ«°Uh ôjƒ£àdG IOÉY’ ∫õ©dG ¢Uôah ¢VhÉØàdG äÉ«é«JGÎ°SG IOóëŸG ™«°VGƒŸG øª°†àJh .á«dÉªL’G õcôŸG á«LÉàfG øe ¿hójõj

.áFõéàdG ™FÉHh ∂dÉŸG øe πµd íHôe ¢VôY É¡æY èàæj »àdGh ÒLCÉàdG Oƒ≤Y ≈∏Y ¢VhÉØà∏d ájƒ«◊G äÉ«dB’G ¿ƒØ°ûàµà°S ,∂dP πc

õ«cÎd ¿hÉ©àdG ¥ôWh äÉ«é«JGÎ°S’G ¢üëa ºà«°Sh . á«LÉàf’G ™aôd É©e QÉ≤©dG IQGOGh ≥jƒ°ùàdGh »°UÉ°üàN’G ÒLCÉàdGh ÒLCÉàdG ¥ôa πª©J ∞«c ¿hÎ°S

ádÉ©ØdG Ö«dÉ°S’G á©LGôÃ Ωƒ≤J IÒãe πªY ¢TQh ‘ ¿ƒcQÉ°ûà°Sh .AÓª©dGh Ú°Vô≤ŸG ,øjôLCÉà°ùŸG ,IQGO’G ,øjQƒ£ŸG / ∑ÓŸG ÚH äÉbÓ©dG ∫ƒM ¢TÉ≤ædG

.ÈcCG áª«b ≥«≤– ¤EG …ODƒj É‡ ‘É°üdG »∏«¨°ûàdG πNódG õjõ©Jh ¥ƒ°ùàdG õcôŸ »°ùaÉæàdG ™°VƒdG Ú°ùëàd πª©dG ≥jôa É¡≤Ñ£j »àdG

√OÉ«JQG IÒJh ™aQh ºcõcôŸ »LQÉÿG ô¡¶ŸG ≈∏Y ≥jôH AÉØ°VE’ ójóŒ á«∏ªY hCG QÉ≤©∏d á∏eÉ°T ôjƒ£J IOÉYEG á«∏ªY …QÉéàdG ºcõcôe Ö∏£àj πg

‹ÉŸG QÉªãà°S’G øe AõL IOÉ©à°S’h ióŸG ó«©H ƒªæ∏d áª°SÉM Èà©J ¥ƒ°ùàdG õcGôe áYÉæ°U øe áeÉ¡dG ÖfGƒ÷G √òg ¿EG ?Qƒª¡÷G πÑb øe

¥ƒ°ùàdG õcGôe ‘ ¬àjDhQ ¤EG ¿ƒLÉàëj …òdG Éeh AÓª©dG ójôj GPÉe :ójóéàdGh ôjƒ£àdG IOÉYEG äÉ¡LƒJ ¢SQóæ°Sh .ôjƒ£àdG ≥jôah ∂dÉŸG ídÉ°üd

É¡ª««≤J ºµ«∏Y Öéj »àdG öUÉæ©dG »g Éeh áØ∏àîŸG º«ª°üàdG äÉ¡LƒJ »g Ée ?QÉ≤©∏d ÓeÉch É«©bGh Ó«∏– …ô‚ ∞«c ?Ωƒ«dG ájöü©dG

¢ùaÉæàdG ìhQ ≈∏Y AÉ≤H’Gh ájQÉéàdG õcGôŸG OÉ«JQG ≈∏Y ¢SÉædG å◊ Ωƒ«dG áHƒ∏£ŸG ájõ«ØëàdG ™aGhódG »g Ée ?ôjƒ£àdG IOÉYEG á£N OGóYEG ¢Vô¨H

.?ójóŒ hCG ôjƒ£J IOÉYEG á«∏ªY AGôLEG IQhöV ôjÈàd äGóFÉ©dGh ôWÉîŸG π∏ëfh πNódG äÉ©bƒJ Qó≤f ∞«ch õcGôŸG ÚH

πªY ábQh ™e É«∏fi Gõcôe ¿hQhõà°S .√ôjƒ£J IOÉYEG ´höûe §«£îJh »ŸÉY ¥ƒ°ùJ õcôŸ »©bGh ƒjQÉæ«°S áHôŒ á°Uôa ºµjód ¿ƒµà°S

ìhQ RGôH’ á°Uôa »∏YÉØàdG ¢SQódG Gòg ºµëæª«°Sh .»ª«∏©J øjôªàc ôjƒ£àdG IOÉYEG ¢Uôa π«∏– ≈∏Y ºµJóYÉ°ùŸ ™bƒŸG ‘ É¡fhõéæà°S

.á«fGõ«ŸG OhóM øª°Vh ¥ƒ°ùdG äÉÑ∏£àe Ö°ùM QÉ≤©dG ôjƒ£J á«∏ªY Qƒ°üJ ∫ÓN øe ºµjód ´GóH’G

ÒLCÉàdG äÉ«é«JGÎ°SEG

áeó≤àŸG

IQGO’ πª©dG ≥jôa Qƒ°üJ

∫ƒ°UC’G

IOÉYEG Ö«dÉ°SCGh äÉjƒdhCG

ójóéàdGh ôjƒ£àdG

ôjƒ£àdG IOÉYEG π«∏–
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2008 ICSC/MECSC International
School for Professional Development

REGISTRATION FORM

8 - 12 June 2008 • Dubai, UAE

IMPORTANT : Please indicate that the telegraphic transfer is for the Dubai 
SFPD with the applicants name. A copy of the transfer receipt MUST be 
attached with the Registration Form for processing. Payment by TT should be 
made nett of all bank charges & commissions.

NOTE:  PROGRAM AND SPEAKERS ARE SUBJECT TO CHANGE WITHOUT PRIOR NOTICE 
Please complete the membership form and send along with the registration form for processing your membership request.

First Name

Family Name

Job Title

Mr./Ms./Mrs.

Company

Address

City Post Code

Country

Phone

Fax

Email

Mobile

Website

Business Activity

MECSC/ICSC Membership No.

How did you hear about the event?

REGISTER TODAY 
By Mail: MECSC, PO Box 43972, Dubai, UAE 
By Fax: +971 4 355 8818 
By Phone: +971 4 359 7909 
By Email: register@mecsc.org 
Website: www.mecsc.org 

Please submit one form for each delegate, even if paying for a 
group. Photocopied forms may be used for additional delegates. 
Please complete all sections using BLOCK LETTERS.

Confirmation
Within one week of receipt of your registration form and proof of 
payment, MECSC will send you a confirmation notice by email. If you 
do not receive confirmation within this time, please contact 
register@mecsc.org.

Cancellation Policy 
Cancellation and substitutions must be in writing. A full refund will 
apply if cancellation is received by 18 May. From 19 May - 1 June, 
cancellations will be subject to a 25% cancellation fee. We regret 
that for cancellations received after 1 June, no refunds are possible. 

Visas 
Participants requiring visas are advised to apply for visas well in 
advance. MECSC will not take any responsibility to issuance of visas. 
Cancellations received due to the participants’ inability to get visas 
will be treated as per standard cancellation policy applicable, without 
any expectations.

Team Discount 
We recognize the value of learning in teams. We offer a discount of 
$100 per delegate off the applicable registration fee when two or 
more delegates register at the same time from the same 
organization and of the same billing source.

PROGRAM REGISTRATION FEES
The Registration fee includes tuition, all lunches, official delegate’s 
dinner, coffee breaks and an easy-to-use handbook. The fees do 
not include delegate’s hotel accommodation, visa or travel costs. 

If you wish to become a member to take advantage of the member 
discount, please tick the box below. “Please register me as a 
member” and complete the membership form and send along with 
the registration form. Please contact our Membership Depart-
ment for further assistance.

Option 2 – Telegraphic Transfer (in UAE Dirhams only)
To: Mashreq Bank, Burjuman Centre 
 Dubai, United Arab Emirates 
 Account: Middle East Council of Shopping Centres 
 Account No: 0690 387 476    SWIFT: BOMLAEAD

Option 3 (for Local UAE companies only) 
Cheque / Bank Draft in UAE Dirhams made payable to 
Middle East Council of Shopping Centres.

Charge my Visa Mastercard Amex

Total AED (US$)

Name (please print)

Card Number

Expiry Date

Signature

Option 1 – Credit Card

PAYMENT OPTIONS (PLEASE TICK YOUR CHOICE)

PLEASE REGISTER ME AS FOLLOWS:

LEVEL Level 1 Level 2 

MECSC/ICSC Members
Early Bird
(Before 8 May 2008) AED 5,690 (US$ 1,550)
Regular
(After 8 May 2008) AED 6,425 (US$ 1,750)

Non-Members 
Early Bird
(Before 8 May 2008) AED 6,790 (US$ 1,850)
Regular
(After 8 May 2008) AED 7,525 (US$ 2,050)

PLEASE REGISTER ME AS A MEMBER

Annual Membership Fee AED 735 (US$200)
(ICSC/MECSC)

TOTAL AED

Please complete the membership form (Page 8) and send along with the 
registration form for processing your membership request.

Hotel Reservations 
 Yes, I am interested to book my accommodation. 
 Please send me further details.
 No, I will make my own arrangements. 
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Middle East Council of Shopping Centres 
P.O.Box 43972, Dubai, United Arab Emirates • Tel:+971 4 359 7909 • Fax: +971 4 355 8818 • Email: register@mecsc.org • Website: www.mecsc.org

CONFIDENTIALITY CLAUSE
As a member of MECSC you will have access to the information on the MECSC website. The ‘Members Only’ area on www.mecsc.org contains 
information from the Middle East Council of Shopping Centres (MECSC) which may be confidential, proprietory, privileged or otherwise protected 
from disclosure. The information is intended to be used solely by the recipient authorized by MECSC to join into this area. Please be aware that 
any review, disclosure, copying of this material is prohibited. Signing the form confirms your agreement to this clause. Misuse of this information 
will entitle MECSC to cancel individual membership and remove access from this area.
I hereby accept the terms and conditions of membership and the confidentiality clause as stated above.

Signature: _____________________________________________________

MEMBERSHIP APPLICATION FORMJOIN MECSC

Please note the membership is in the Individual's name, not in Company Name. All fields are required except where noted optional (*).

° Shopping Centre Mgmt/Developer ° Professional Services ° Architecture/Design/Engineering/Construction
° Real Estate/Property Mgmt ° Furnishing/Equipment /Supplies/Services ° Maintenance/Security/Facilities Management   
° Media/Publications/Publishers ° Advertising/Marketing/PR ° Other _______________________________________
° Financial Services ° Consulting/Market Research/Consumer    
° Retailer ° IT/Software Services/Visitor Analysis 

MEMBER PROFILE

® Telegraphic Transfer         ® Credit Card         ® Cash         ® Cheque (UAE Companies only)

PAYMENT METHOD

Bank Transfers: Please mention Member Name and Member ID in your remittance details.
 Account Name: Middle East Council of Shopping Centres
 Institution: Mashreq Bank, BurJuman Centre, Bur Dubai, Dubai, UAE
  A/C no.: 0690387476    Swift Code: BOMLAEAD
 Kindly add US$ 50 as bank transfer charges for outside UAE & AED50 within UAE. 

For Credit Card Payments:

Card Holders Name:  

Card Number:  

Expiry Date:  

Card Holders Signature:

MEMBERSHIP TYPE
® MECSC & ICSC Affiliate Membership AED 735 (US$200)
® MECSC Membership Only AED 367 (US$100) – Applicable for ICSC members only

ICSC NO. _____________________________    Expiry Date: ____________________________ 
Please send us a copy of your valid ICSC ID by fax or email.

THROUGH S
TH UGH SCHOOL

GH SCH
UGH S

REGISTRATION
GISTRA

REGI
ONNON

MEMBERSHIP APPLICANT DETAILS

Title:   ® Mr.     ® Ms.     ® Mrs.

First Name:                                   Last Name: 

Company: 

Designation: 

Postal Address: 

City:                                                  Postal Code:                                  Country:

Business Phone (Country Code): (Area Code) Tel. #:

Business Fax (Country Code): (Area Code) Fax #: 

Mobile (Country Code):            Mobile #: 

Email (work):              Email (personal):  

Website:                                                                                    Language of Communication:  ° English    ° Arabic

How did you hear about us: 

Photograph* Please send file to membership@mecsc.org (Format in JPG or GIF, white/light colour background)




