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40 Years Academic & Corporate Training

20 Academic 20 Corporate



20 Academic



Technical Knowledge

Soft Skills

Boniness Simulation

Game

Reflect Share Experience

Learning-Practice Cycle



Relentless Pursuit of Excellence

Would you trust a brain surgeon who 

passed his board exam with 89%?

I would not even trust a plumber who pa

ssed his vocational exam with 89%?



Why we use the normal curve to decide 

on students exam grades?

F    D   C- C   C+   B- B   B+   A- A    A+

Why there is always 

one top of the class?



Collapsing and shifting the curve



Learner decides when to stop? 

Compete against yourself



20 Corporate



Just-in-case 
education Just-in-time 

education

اللهم اني اعوذ بك من علم لا ينفع
O Allah, I seek refuge in you from the knowledge that does not benefit



Strat at the top



Be Selective







15

Mental Social

Spiritu

al

Physic

al

Our speakers come from:



Top Minds

Dr. Waleed Hegazy Prof. Philip Moscoso



DISC Assessment HBDI Assessment MBTI Assessment

Psychometric Assessments

Learning Styles Assessment



Executive Coaching Sessions



Knowctivation



Mental
Social

SpiritualPhysical



Networking



Strength Mirror



Sohba



Mental Social

SpiritualPhysical



Morning Exercise 



Medical Checkup



Nutrition Consultation 





Mental Social

Spiritual
Physical









Prophet Muhammad Leadership Style

Historical Islamic sightseeing



Madinah Historical Museum 



Umrah is Complimentary



Life-long Learning



MILE Video Content Production 



Live

Video

Power Point

MP3 Sound Track

Summery Article







Wharton

Stanford

LBS

Harvard

MILE



S

E

O

Search engine optimization

Harvard

MILE 

MILE 



 

 Target setting for 
Key Performance Indicators

Adrian Brudan 
Research Director, The KPI ute 

  

  

ng targets for Key 
Performance Indicators is 
on top of priority list of 

most of the companies. This is 
due to the fact that it has 
become one of the most 
important steps towards 
improving or l 
performance. However, it is a 
challenging and complex process 
to set the right KPI targets in the 

 place and then to achieve 
those targets completely or even 

 Adrian Brudan, 
Research Director of KPI I ute 
in the webinar “Target  for 
Key Performance Indicators” 
discusses how business owners 
around the globe can set re
KPI targets and ul ately 
achieve them by formula ng 
e e ve and result oriented 
strategies. 

Bene s of Setting KPI Targets: 

There are many be  of 
se g targets for KPI, most 
important for which are given 
below. 

Show the desired result 
levels for Key 
Performance Indicators.  

Represent the 
point in measuring and 
e  process 
(compared to 
actual/desired level). 

Impact the behaviours of 
the organi  and 
employees’ style of 
working. 

It increases the 
emphasize on new 
business gen  and 
customer . 

The Goals Setting Theory: 

Although, there are many 
theories informing target s ng 
such as Expectancy-value theory 
and Achieveme a
theory yet the most important of 
them is The Goal Se  Theory.  
This theory was introduced by 
Locke and Latham and it states 
that “spec , high (hard) goals 
lead to a higher level of task 
performance then do easy or 
vague, abstract goals such as the 
exhor n to do one’s best.”  

Principles of 
Goals Setting 
Theory: 

Following are some 
principles of Goal 
Se ng Theory. 

Goals 
should be 
challenging but 

inable. 

Rather than vague, 
goals should be 
clear and speci c. 

Managers should 
involve 
employees in the 
process of goals 

g. 

Goals should be 
measurable in terms 

of being clearly 
understood by the 
employees such as , 
cost, quan y and 
quality.  
 

Mechanism of Goal 
Setting Theory: 

The mechanism of Goal Se g 
Theory is explained in the 
following lines. 

Directive 
Functions: 

They direct a n
and e rts away 

from goal irrelevant 
s towards 

goal 
relevant 
ac v es.  
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MILE VALUEREADINGS
w w w . m i l e . o r g

Mile value Readings





Graduation Versus Transformation



ونَ كَان والوَْ لهَ مْ خَيْر  الْمَدِينةَ   " يعَْلمَ  "

Thank You


