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Skill Area and Skill Proficiency
(1) Marketing
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Skill Area
Job Category: Marketing
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SKill Area of Marketing

Specialty Field

Skill ltems

All Specialty Fields

way| NS uowwo) Aiobajen qor

Vs N

eAssessment and Selection of Market Opportunities ; eProject Management
Discovery and Selection of Market Opportunities, Market Research Concept I Project Integration Management, Project Scope Management, Project Time
and Methodology, Market Analysis, Market Segmentation, Selection of = Management, Project Cost Management, Project Quality Management, Project
Target Market (Targeting), Positioning Applications, Product Portfolio | Human Resource Management, Project Communications Management, Project
Analysis, Industry Trends, Competitive Situation, Investigation and Analysis of | Risk Management, Project Procurement Management
Problems and Needs, Determination of Demands, Utilization of Quantitative -
Tools in Marketing (Analysis of Customer Purchasing Behavior Trends, | el eadership
Discovery of Potential Customers, etc) I Leadership

eMarketing Strategy . . i I eCommunication
Marketing Concepts and Methodology, Marketing Strategies Formulation, . 2.\yay Communication, Transmission of Information, Organization, Analysis and
Understanding and Utilization of Analysis Tools and Models, B2B Marketing 1 Retrieval of Information

Strategies Formulation, Formulation of Marketing Action Plans, Practice of
Marketing Activities, Brand Strategies Formulation, Product Strategies | eNegotiation
Formulation, Pricing Strategies Formulation, etc I Negotiation

eMarketing Environments Analysis I
Macro Environment Analysis, Interal Environment Analysis (Analysis of
Company's Strengths and Weaknesses), Customers Analysis

eCompliance
Knowledge of Relevant Regulations
\ |

Marketing

Management

eMarketing Integration
Marketing Management, Promotion Strategies Formulation, Understanding of Customer Purchasing Behavior, Sales Channel Strategies Formulation, Execution and
Evaluation of Marketing Strategies

Sales Channel

Strategy

eSales Channel Strategy
Formulation of Sales Channel Strategy, Application of Sales Channel Readiness Concept, Sales Channel Capacity Analysis and Establishment of Sales Support
Systems, Creation of Joint Plans with Partners, Contract Processing with Sales Channels, Sales Channel Design, Competition of Sales Channels, Legal and Ethical
Problems with Sales Channel Relationship, Role of Sales Channel

Market

wia)| [IMS ouoadg pleld Ajeneds

Communication

eMarket Communication Strategy
Formulation of Market Communication Strategies, Formulation of Market Communication Competitive Strategies, Campaign Management, Development of Market
Communications, Implementation of Market Communications

<Note> Important skills and knowledge for IT professionals are marked with ”X” in skill dictionary (coresponding table of ITEE) even if that skills and knowledge are not belonged to the
specialty field in the job category as Marketing.

Skill Area and Skill Proficiency
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Skill Proficiency/Knowledge Items
Job Category: Marketing

Specialty Field: Marketing Management
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

eAssessment and Selection of Market
Opportunities

[Knowledge Items]

-Discovery and Selection of Market
Opportunities

-Market Research Concept and
Methodology

-Market Analysis

-Market Segmentation

-Selection of Target Market
(Targeting)

-Positioning Applications

-Product Portfolios Analysis

-Industry Trends

-Competitive Situation

-Investigation and Analysis of
Problems and Needs

-Determination of Demands

-Utilization of Quantitative Tools in
Marketing
(Analysis of Customer Purchasing
Behavior Trends, Discovery of
Potential Customers, etc)

Level 7

Level 3

I

: Able to perform assessment and selection of market opportunities related to marketing on
: large-scale markets by carrying out market analysis of the whole industry based on
: methodology, as a person responsible for marketing management on products or service
: related to the whole industry. In addition, able to present the related subjects at academic
: societies, communities, and symposia.

1

Able to perform assessment and selection of market opportunities related to marketing on
mid-scale markets by carrying out market analysis based on methodology, as a person
responsible for marketing management on multiple product groups, services groups, or
specific customer segment scale.

Able to perform assessment and selection of market opportunities related to marketing on
small-scale markets by carrying out specific market analysis based on methodology, as a
person responsible for marketing management on specific products and services.

Skill Area and Skill Proficiency
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Specialty Field:
Marketing Management
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Skill Proficiency/Knowledge ltems of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

eMarketing Strategy
[Knowledge Items]

-Marketing Concepts and
Methodology

-Marketing Strategies Formulation

-Understanding and Utilization of
Analysis Tools and Models

-B2B Marketing Strategies
Formulation

-Formulation of Marketing Action
Plans

-Practice of Marketing Activities

-Brand Strategies Formulation

-Product Strategies Formulation

-Pricing Strategies Formulation

-Formulation of Marketing Strategies in
Service Businesses

-Formulation of Marketing Measures

-Criteria Setting and Evaluation of
Market Communication
Assessment

-Formulation and Implementation of
Business Plans

-Formulation of Product Strategies and
Service Strategies

[Job Category Common Skill ltem]

Level 7

Able to carry out formulation of marketing strategy related to marketing on large-scale
markets by utilizing analysis tools and models based on methodology, as a person
responsible for marketing management on products or service related to the whole
industry. In addition, able to make a presentation on the related subjects at academic
societies, communities, and symposia.

Able to carry out formulation of marketing strategy related to marketing on mid-scale
markets by utilizing analysis tools and models based on methodology, as a person
responsible for marketing management on multiple product groups, service groups or
specific customer segment scale.

Able to carry out formulation of marketing strategy related to marketing on small-scale
markets by utilizing analysis tools and models based on methodology, as a person
responsible for marketing management of specific products and services.

Skill Area and Skill Proficiency
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job category common skill item]
eMarketing Environment Analysis
[Knowledge Items]

-Macro Environment Analysis
-Intemal Environment Analysis
(Analysis of Company's Strengths
and Weaknesses)
-Customers Analysis

Level 7

Level 3

Able to carry out environment analysis and customer analysis related to marketing on
large-scale markets based on macro environments analysis, as a person responsible for
marketing management related to the whole industry. In addition, able to make a
presentation of the related subjects at academic societies, communities and symposia.

Able to carry out environment analysis and customer analysis related to marketing on
mid-scale markets based on macro environments analysis, as a person responsible for
marketing management of multiple products group, service groups or specific customer
segment scale.

Able to carry out environment analysis and customer analysis related to marketing on
small-scale markets based on macro environments analysis, as a person responsible for
marketing management of specific products and services.

Skill Area and Skill Proficiency
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Marketing Management

Skill ltem and Knowledge ltems Skill Proficiency
[JOb Category Common Skill Item] | Able to perform marketing activities on large-scale markets complying with relevant
. : regulations and accepted norms, as a person responsible for marketing management of
.Comp“ance Level 7 top market share products or service.

[Knowledge Items]

-Knowledge of Relevant Regulations
Able to perfom marketing activites on mid-scale markets complying with related

regulations and accepted norms, as a person responsible for marketing management of
multiple products group, services group or specific customer segment scale.

: Able to perform marketing activiies on small-scale markets complying with related
: regulations and accepted norms, as a person responsible for marketing management on
Level 5  specific products and services.

Level 3
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Able to camy out implementation and control of the project by utiizing project
management skills, as a person responsible for the marketing management related to the

Skill Area and Skill Proficiency

I
I
1
H 1
eProject Management Level 7 ' whole industry.
[Knowledge Items] :
I
-Project Integration Management : :
-Project Scope Management i i1 Able to camy out implementation and control of the project by utiizing project
-Project Time Management : : management skills, as a person responsible for the marketing management of multiple
-Project Cost Management | Level 6 | product groups, service groups or specific customer segment scale.
-Project Quality Management i I
-Project Human Resource Management :
-Project Communications i I
Management A A
-Project Risk Management : :Able to camy out implementation and control of the project by utilizing project
-Project Procurement Management | ' management skils, as a person responsible for marketing management of specific
| Level 5 ! products and services.
| :
| 1
L}
| I
i 1
i 1
| [}
| Level 4
; :
| [}
o e e e e e
|
i
|
| Level 3
|
i
i
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Marketing Management

Skill ltem and Knowledge ltems Skill Proficiency

Able to provide leadership in large-scale markets by leading industry, as a person
responsible for marketing management related to the whole industry.

[Job Category Common Skill ltem]
e|_eadership Level 7
[Knowledge Items]

-Leadership
Able to provide leadership to marketing management team on mid-scale markets, as a

person responsible for marketing management of multiple product groups, service groups
or specific customer segment scale.

Level 3
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Marketing Management

Skill ltem and Knowledge ltems Skill Proficiency

[Job Category Common Skill ltem]
e Communication Level 7
[Knowledge Items]

Able to lead business strategy by exchanging opinions related to marketing operations on
large-scale market with management executives, as a person responsible for marketing
management related to the whole industry.

-2-Way Communication
-Transmission of Information
-Organization, Analysis, and

Able to lead business strategy by exchanging opinions related to marketing operations on
mid-scale market with management executives or the person in charge of the company,

Retrieval of Information Leve| 6 as a person responsible for marketing management of multiple product groups, service
groups, or specific customer segment scale.
Able to camy out business strategy by exchanging opinions related to marketing
L | 5 operations on small-scale market with the person in charge of the company, as a person
eve

responsible for the marketing management on specific products or services.

Level 4
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Marketing Management

Skill ltem and Knowledge ltems Skill Proficiency

[Job Category Common Skill ltem]
eNegotiation Level 7
[Knowledge Items]

Able to carry out complicated negotiations with management related to marketing
strategy on large-scale market, as a person responsible for the marketing management
related to the whole industry.

Negotion L FTTTTTTTThe o
Able to make an agreement by carrying out negotiations with the management

executives or the person in charge at the company, related to marketing strategy on
mid-scale market, as a person responsible for the marketing management of multiple
product groups, service groups, or specific customer segment scale.

: Able to carry out negotiations with the person in charge at the company, related to
: marketing strategy on small-scale market, as a person responsible for marketing
Level 5 ' managementon specific products or services.

Level 3
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Marketing Management

Skill ltem and Knowledge ltems Skill Proficiency
[SpGClalty field Sp@ClﬁC skill |tem] 1 Able to perform general marketing operations in large-scale markets successfully by
1 - . . -
. . , consolidating marketing management, sales channel strategy, and marketing
o Marketlng Integ ration Level 7 | communication, as a person responsible for marketing management related to the whole
[Knowledge |tems] 'industry. In addition, able to present the related subjects at academic societies,
: communities, and symposia.
-Marketing Management Y e - S
-Promotion Strategies Formulation i 1 Able to perform general marketing operations in mid-scale markets successfully by
-Understanding of Customer’s : | consolidating marketing management, sales channel strategy, and marketing
Purchasing Behavior | Level 6 | communication, as a person responsible for marketing management on multiple product
-Sales Cha_nnel Strategies i I groups, services groups, or specific customer segment scale.
Formulation | :
-Execution and Evaluation of i I
Marketing Strategies Y e
5 : Able to perform general marketing operations in small-scale markets successfully, by
i 1 consolidating marketing management, sales channel strategy, and marketing
| 1
é Level 5 | communication, as a person responsible for marketing management on specific products
i , Or services.
| 1
| 1
| I
i 1
i 1
| [}
| Level 4
; :
| [}
e e e e e e e———
|
i
|
| Level 3
|
i
i
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Skill Proficiency/Knowledge ltems
Job Category: Marketing

Specialty Field: Sales Channel Strategy
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Specialty Field:
Sales Channel Strategy
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Skill Proficiency/Knowledge ltems of Marketing

Skill Area and Skill Proficiency

Skill ltem and Knowledge ltems Skill Proficiency
I
[Job Category Common Skill ltem] :
1
eAssessment and Selection of Market :
" Level 7
Opportunities i
1
[Knowledge Items] :
-Discovery and Selection of Market : ---------- :_""""""""""T ___________ _ __________

Opportunities ! : Able to perform assessment and selection of market opportunities related to sales
-Market Research Concept and i 1 channel strategy, by carrying out market analysis based on methodology, as a person

Methodology : Leve| 6 | responsible for sales channel strategy that consolidates multiple product groups, service
-Market Analysis _ : | groups, or specific customer segment scale
-Market Segmentation i |
-Selection of Target Market ! !

(Targeting) S e
-Positioning Application _ ; : Able to perform assessment and selection of market opportunities related to sales
-Fg)dlft ?CWS"O Analysis : ' channel strategy, by carrying out market analysis based on methodology, as a person
-Industry Trends | ible for sal | f specif -

-Competitive Situation g Level 5 ! responsible for sales channel strategy of specific products or services.
-Investigation and Analysis of E :

Problems and Needs : !

-Determination of Demands e -~~~ Tt TTTTTTTTTTTTTTTTTTTTTT
-Utilization of Quantitative Tools in ! | Able to perform assessment and selection of market opportunities related to sales

?A&r]\r;?/tslir;gof Customer Purchasing ! ! channel strategy, by carrying out market analysis based on methodology, as a leader of

Behavior Trends, Discovery of | Level 4 ! sales channel strategy related to specific products or services.

Potential Customers and etc.) i :

| 1
e I o o o e e e e L L L Ll
| [}
i :
! 1
| Level 3 |
| [}
| :
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Specialty Field:
Sales Channel Strategy
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Skill Proficiency/Knowledge ltems of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

eMarketing Strategy
[Knowledge Items]

-Marketing Concepts and Methodology

-Marketing Strategies Formulation

-Understanding and Utilization of
Analysis Tools and Models

- B2B Marketing Strategies Formulation

-Formulation of Marketing Action Plans

-Practice of Marketing Activities

-Brand Strategies Formulation

-Product Strategies Formulation

-Pricing Strategies Formulation

-Formulation of Marketing Strategies in
Service Businesses

-Formulation of Marketing Measures

-Criteria Setting and Assessment of
Market Communication Assessment

-Formulation and Implementation of
Business Plans

-Formulation of Product Strategies and
Service Strategies

[Job Category Common Skill ltem]

Level 7

Level 3

Able to camry out formulation of marketing strategy related to sales channel strategy by
utilizing analysis tools and models based on methodology, as a person responsible for
sales channel strategy that consolidates multiple product groups, service groups, or
specific customer segment scale

Able to camry out formulation of marketing strategy related to sales channel strategy by
utilizing analysis tools and models based on methodology, as a person responsible for
sales channel strategy of specific products or services.

Able to camry out formulation of marketing strategy related to sales channel strategy by
utilizing analysis tools and models based on methodology, as a leader of sales channel
strategy on specific products or services.

Skill Area and Skill Proficiency
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Skill Area and Skill Proficiency

I
I
1
eMarketing Environment Analysis Level 7
1
[Knowledge Items] :
-Macro Environment Analysis A e
-Internal Environment Analysis : : Able to carry out environment analysis and customer analysis related to sales channel
(Analysis of Company's Strengths : | strategy based on macro environments analysis, as a person responsible for sales
and Weaknesses) : Leve| 6 : channel strategy that consolidates multiple product groups, service groups or specific
-Customers Analysis | ! customer segment
i 1
| [}
A Tt
5 : Able to camry out environment analysis and customer analysis related to sales channel
é : strategy based on macro environments analysis, as a person responsible for sales
é Level 5 ! channel strategy of specific products or services.
; :
N S
| [}
E : Able to carry out environment analysis and customer analysis related to sales channel
é : strategy based on macro environments analysis, as a leader of sales channel strategy on
| Level 4 ! specific products or services.
; |
| [}
1 - - - - _ _ _ _ _ _ _ _ _ _ _
| I
i 1
i 1
| Level 3 |
; :
| 1
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Skill Area and Skill Proficiency

I
I
1
eCompliance '
Y Level 7
Knowledge It '
[Knowledge Items] i
-Knowledge of Relevant Y s
Regulations : | Able to perform formulation of sales channel strategy on mid-scale markets, complying
i : with relevant regulations and accepted norms, as a person responsible for sales channel
i Leve| 6 : strategy that consolidates multiple product groups, service groups, or specific customer
| : segment scale
i 1
| [}
T T T T T T
5 : Able to perform formulation of sales channel strategy on small-scale markets, complying
é : with relevant regulations and accepted norms, as a person responsible for sales channel
é Level 5 ! strategy of specific product or services.
; :
T S
| [}
5 : Able to perform formulation of sales channel strategy, complying with relevant regulations
é : and accepted norms, as a leader of sales channel strategy of specific products or
| Level 4 ! services.
; |
| [}
.- - _ - - - _ _ _ - e
| i
i 1
i 1
| Level 3 |
; :
| 1
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Skill Area and Skill Proficiency

I
I
1
eProject Management Level 7
1
[Knowledge Items] :
-Project Integration Management T s
-Project Scope Management : : Able to carry out implementation and control, by utilizing project management skills, as a
-Project Time Management : | person responsible for formulation of sales channel strategy in muttiple product groups,
-Project Cost Management | Level 6 | service groups or specific customer segment scale.
-Project Quality Management i I
-Project Human Resource } :
Management i I
-Project Communications i |
Management : : Able to carry out implementation and control, by utilizing project management skills, as a
-PrOJ_ect Risk Management : ! person responsible for formulation of sales channel strategy in specific products, service,
-Project Procurement Management | Level 5  orcustomer segment scale.
| 1
| :
I S
| [}
E : Able to carry out implementation and control, by utilizing project management skills, as a
é : leader for formulation of sales channel strategy in specific products, services, or customer
| Level 4 ! segment scale.
| :
| [}
1 - - - - _ _ _ _ _ _ _ _ _ _ _
| I
i 1
i 1
| Level 3 |
; :
| 1
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Specialty Field: Skill Proficiency/Knowledge ltems of Marketing
Sales Channel Strategy

Skill ltem and Knowledge ltems Skill Proficiency
I
[Job Category Common Skill ltem] :
1
eLeadershi |
Y Level 7
[Knowledge Items] :
I
-Leadership E :
i 1 Able to provide leadership to sales channel strategy team in mid-scale markets, as a
i : person responsible for sales channel strategy that consolidates multiple product groups,
i Leve| 6 : service groups, or specific customer segment scale
; |
! [}
| [}
T Tttt
5 : Able to provide leadership to sales channel strategy team in small-scale markets, as a
é : person responsible for sales channel strategy in specific products or services.
| Level 5
; :
| 1
T ST T T TTTTTTTTTTTTTTTTTTITTTTTTTTTTTOT
E : Able to provide leadership to sales channel strategy team, as a leader of sales channel
! I strategy in specific products or services.
! [}
| Level 4
; |
| [}
1 - _ _ _
; |
! 1
! 1
| Level 3 |
; |
| 1
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Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]
eCommunication

Skill Area and Skill Proficiency

I
1
:
1
Level 7
[Knowledge Items] :
-2-Way Communication Y e
-Transmission of Information : | Able to lead business strategy by exchanging opinions with the management executives
-Organization, Analysis, and : : or the person in charge of the company, on design and development of business
Retrieval of Information | L | | Operations related to sales channel strategy for mid-scale market, as a person
é eve 6 : responsible for sales channel strategy that consolidates multiple product groups, service
| I groups, or specific customer segment scale.
| [}
i 1
| [}
i | | o |
! 1 Able to camry out business strategy by exchanging opinions with the person in charge of
i : the company in marketing operations related to sales channel strategy for small-scale
E Level 5 : market, as a person responsible for sales channel strategy on specific products, or
5 | services.
i 1
T —
| 1
i 1 Able to carry out business operations on sales channel strategy by facilitating
| 1
i 1 communication with other members, as a leader of sales channel strategy on specific
| Level 4 | products and services.
| :
i 1
| 1
| e e
| :
i 1
| [}
| Level 3
i 1
| [}
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Specialty Field: Skill Proficiency/Knowledge ltems of Marketing
Sales Channel Strategy

Skill ltem and Knowledge ltems Skill Proficiency
I
[Job Category Common Skill ltem] :
1
eNegotiation Level 7
Knowledge It :
[Knowledge Items] i
-Negotiation A s
i : Able to make an agreement on sales channel strategy for mid-scale market by carrying
i : out negotiations with the management executives or the person in charge of the
E Leve| 6 : company, as a person responsible for sales channel strategy that consolidates multiple
é : product groups, service groups, or specific customer segment scale
i 1
| [}
T Tttt
5 : Able to carry out negotiations on sales channel strategy for small-scale market with the
é : person in charge of the company, as a person responsible for sales channel strategy on
| Level 5 ' specific products or services.
; :
T S
| [}
5 : Able to carry out negotiations with marketing team on sales channel strategy as a leader
é : of sales channel strategy on specific products or services.
| Level 4
; |
| [}
1 - _ _ _
| :
i 1
i 1
| Level 3 |
; |
| 1
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Specialty Field: Skill Proficiency/Knowledge ltems of Marketing
Sales Channel Strategy

Skill ltem and Knowledge ltems Skill Proficiency
I
[Specialty Field Specific Skill ltem] i
1
eSales Channel Strategy Level 7 |
1
[Knowledge Items] :
-Formulation of Sales Channel T L
Strategy ! : Able to lead Go-to Market strategy, implementation plan and formulation of channel
-Adaptation of Sales Channel i 1 marketing support program for sales channel strategy, as a person responsible for sales
Readiness Concept : Level 6 : channel strategy that consolidates multiple product groups, service groups, or specific
and Establishment of Sales i |
Support Structure Y e b e
_Clgeaarf[lr?grgf Joint Plans with : : Able to lead Go-to Market strategy, implementation plan, and formulation of channel
-Contract Processing with Sales : : marketing support program for sales channel strategy, as a person responsible for sales
Channels : L ev el 5 : channel strategy on specific products or services.
-Sales Channel Design | |
-Sales Channel Conflict | :
-Legal and Ethical Problems with ! !
Sales Channel Relationship N it iTT T T T T T T T T T T T T T T T T TS T T oo T oSS oo o oo oo —— oo
-Role of Sales Channel : : Able to carry out Go to Market strategy, implementation plan, and formulation of channel
: : marketing support program for sales channel strategy, as a leader of sales channel
' I strategy on specific products or services.
| Level 4 =y onspesion
| [}
| [}
| [}
| [}
| 1
| I
| 1
| Level 3 |
| 1
| 1
| I
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Skill Proficiency/Knowledge ltems
Job Category: Marketing

Specialty Field: Market Communication
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Skill Area and Skill Proficiency

©2008 Ministry of Economy, Trade and Industry.

Specialty Field: Skill Proficiency/Knowledge ltems of Marketing
Market Communication
Skill ltem and Knowledge ltems Skill Proficiency
I
[Job Category Common Skill ltem] :
1
eAssessment and Selection of Market :
" Level 7 !
Opportunities .
1
[Knowledge Items] :
-Discovery and Selection of Market : ---------- T T _ - _ __________ _ )

Opportunities : : Able to perform assessment and selection of market opportunities related to marketing
-Market Research Concept and | 1 communication for mid-scale markets by carrying out market analysis based on

Methodology : Leve| 6 : methodology, as a person responsible for market communication on multiple product
-Market Analysis _ : | groups, service groups, or specific customer segment scale
-Market Segmentation i |
-Selection of Target Market ! !

(Targeting) S e
-Positioning Application _ ; : Able to perform assessment and selection of market opportunities related to marketing
-Product Portfolio Analysis : ' communication for small-scale markets by carrying out specific market analysis based on
-Igg;%zd;li—\:eengifuation | Level 5 1 methodology, as a person responsible for market communication on specific operating
- 1 1 q
-Investigation and Analysis of : : departments, customer segments, products, or services

Problems and Needs : !

-Determination of Demands e .~~~ TS TTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTT
-Utilizatioo of Quantitative Tools in : | Able to perform assessment and selection of market opportunities on marketing

?A&r]\r;?/tslir;gof Customer Purchasing : : communication by carrying out market analysis based on methodology, as a leader for

Behavior Trends, Discovery of | Level 4 ' market communication on specific products or services

Potential Customers, and etc.) | :

| 1
e e
E : Able to work on assessment and selection of market opportunities on marketing
| : communication by carrying out market analysis based on methodology, as a member for
é Level 3 : market communication on specific products or services
i :
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Specialty Field:
Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Skill Proficiency/Knowledge ltems of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

eMarketing Strategy
[Knowledge Items]

-Marketing Concepts and
Methodology

-Marketing Strategies Formulation

-Understanding and Utilization of
Analysis Tools and Models

-B2B Marketing Strategies
Formulation

-Formulation of Marketing Action
Plans

-Practice of Marketing Activities

-Brand Strategies Formulation

-Product Strategies Formulation

-Pricing Strategies Formulation

-Formulation of Marketing Strategies
in Service Businesses

-Formulation of Marketing Measures

-Criteria Setting and Assessment of
Market Communication
Assessment

-Formulation and Implementation of
Business Plans

-Formulation of Product Strategies
and Service Strategies

[Job Category Common Skill ltem]

Level 7

Level 3

Able to carry out formulation of marketing strategy related to market communication by
utilizing analysis tools and models based on methodology, as a person responsible for
market communication on multiple product groups, service groups, or specific customer
segment scale

Able to camry out formulation of marketing strategy related to market communication by
utilizing analysis tools and models based on methodology, as a person responsible for
market communication on specific operating departments, customer segments, products
or services

Able to carry out formulation of marketing strategy related to market communication by
utilizing analysis tools and models based on methodology, as a leader for market
communication on specific products or services

Able to work on formulation of marketing strategy related to market communication by
utilizing analysis tools and models based on methodology, as a member of assigned area
for market communication on specific products or services.

Skill Area and Skill Proficiency
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Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Skill Area and Skill Proficiency

eMarketing Environments Analysis Level 7
[Knowledge Items]
-Macro Environment Analysis A o
-Internal Environment Analysis ; | Able to carry out environment analysis and customer analysis related to market
(Analysis of Company's Strengths ! : communication based on macro environments analysis, as a person responsible for
and Weaknesses) i Level 6 ' market communication on multiple product groups, service groups, or specific customer
-Customers Analysis ; | segment scale.
| I
[ L
I
: Able to carry out environment analysis and customer analysis related to market
: communication based on macro environments analysis, as a person responsible for
Leve| 5 : market communication on specific operating departments, customer segments, products
: or services.
I
__________ I____________________________________________
! 1
i : Able to carry out environment analysis and customer analysis related to market
i : communication based on macro environments analysis, as a person responsible for
| Level 4 | market communication on specific products or services
| I
i 1
T s o
| 1
i 1 Able to carry out environment analysis and customer analysis related to market
i : communication based on macro environments analysis, as a member of assigned area
E Level 3  for market communication on specific products or services.
| 1
| 1
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Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]
eCompliance
[Knowledge Items]

-Knowledge of Relevant
Regulations

Level 7

Level 3

Able to perform formulation of marketing strategy on mid-scale markets complying with
relevant regulations and accepted norms, as a person responsible for market
communication on multiple product groups, services groups, or specific customer
segment scale

Able to perform formulation of marketing strategy on small-scale markets, complying with
relevant regulations and accepted norms, as a person responsible for market
communication on specific operating departments, customer segments, products, and
services.

Able to perform formulation of marketing strategy, complying with relevant regulations and
accepted norms, as a leader for market communication on specific products and
services.

Able to work formulation of marketing strategy, complying with relevant regulations and
accepted norms, as a member for market communication on specific products and
services.

Skill Area and Skill Proficiency
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Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]

Skill Area and Skill Proficiency

I
I
1
eProject Management Level 7
1
[Knowledge Items] :
-Project Integration Management T T
-Project Scope Management : :Able to camy out implementaton and control of the project by utilizing project
-Project Time Management : : management skills, as a person responsible for the formulation of promotion strategy on
-Project Cost Management | Level 6 , multiple product groups, service groups or specific customer segment scale.
-Project Quality Management i I
-Project Human Resource } :
Management i I
-Project Communications i |
Management : :Able to camy out implementation and control of the project by utilizing project
-PrOJ_ect Risk Management : | management skills, as a person responsible for the formulation of promotion strategy on
-Project Procurement Management i Level 5  specific products, services and customer segment scale.
| 1
| :
I S
| [}
E :Able to camy out implementation and control of the project by utilizing project
é : management skills, as a leader of formulation of promotion strategy on specific products,
! Level 4 ' senices, and customer segment scale.
| [}
| :
I R
| 1
: :Able to camry out implementation and control of the project by utilizing project
é : management skills, as a member of formulation of promotion strategy on specific
i Level 3 1 products, services, and customer segment scale.
| 1
i 1
| 1
MK-29

©2008 Ministry of Economy, Trade and Industry. INFORMATION-TECHNOLOGY PROMOTION AGENCY, JAPAN



Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]
el eadership

[Knowledge Items]
-Leadership

Able to provide leadership to promotion strategy team on mid-scale markets, as a person

re.

I

: Able to provide leadership to promotion strategy team on small-scale markets, as a

: person responsible for market communication on specific operating departments,
Level 5 | customersegments, products, or services
I
I
I
I

1
1
:
1
Level 6  specificcustomer segment scale.
1
1
1
1
1

Able to provide leadership to promotion strategy team, as a leader for market
communication on specific products or services

sponsible for leadership communication on multiple product groups, service groups, or

Skill Area and Skill Proficiency

|
i
i
i
i
i
i
i
i
i
[ e
| 1
i 1 Able to work on formulation of promotion strategy, as a member for assigned area of
i : market communication on specific products or services.
| Level 3 !
i 1
| 1
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Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]
eCommunication

Skill Area and Skill Proficiency

I
1
:
1
Level 7
[Knowledge Items] :
-2-Way Communication Y S
-Transmission of Information :  Able fo lead promotion strategy by exchanging opinions related to marketing operation on
-Organization, Analysis, and : : mid-scale market with the management executives or the person in charge of the
Retrieval of Information | Level 6 | company, as a person responsible for market communication on multiple product groups,
é : service groups, or specific customer segment scale
i 1
| [}
T C T
5 : Able to lead promotion strategy by exchanging opinions related to marketing operation on
é : small-scale market with the person in charge at the company, as a person responsible for
i Level 5 ' market communication on specific operating departments, customer segments, products
i : or services
| 1
T S
| [}
5 : Able to camry out business operations on promotion strategy by facilitating communication
é : with other members, as a leader for market communication on specific products and
! Level 4 1 services.
| [}
; |
I R
| 1
: : Able to carry out business operations on promotion strategy, as a member of assigned
é : area for market communication on specific products and services.
| Level 3 |
; |
| 1
MK-31

©2008 Ministry of Economy, Trade and Industry. INFORMATION-TECHNOLOGY PROMOTION AGENCY, JAPAN



Market Communication

Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltem]
eNegotiation
[Knowledge Items]

-Negotiation

Level 7

Able to carry out negotiations related to promotion strategy on small-scale market with the
person in charge at the company, as a person responsible for market communication on

1
1
|
Level 5 | specificoperating de
|
1
1

: Able to obtain information and data required for the assigned promotion program
1 through negotiation, as a member of assigned area for market communication on specific
1

Level 3 1 products or services.

Able to make an agreement related to promotion strategy on mid-scale market by
carrying out negotiations with the management executives or the person in charge of the
company, as a person responsible for market communication on multiple product groups,
service groups, or specific customer segment scale

Able to carry out negotiations on promotion strategy with the marketing team as a leader
for market communication on specific products or services

partments, customer segments, products or services

Skill Area and Skill Proficiency
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Skill Standards for IT Professionals V3 English edition2.0

Specialty Field: Skill Proficiency/Knowledge Items of Marketing

Market Communication

Skill ltem and Knowledge ltems Skill Proficiency
I
[Specialty Field Specific Skill ltem] i
1
eMarket Communication Strategy Level 7
[Knowledge Items] :
I
-Formulation of Market E |
Communication Strategies i 1 Able to instruct and lead marketing communication strategy, as a person responsible for
-Formulation of Market : : market communication on multiple product groups, services groups, or specific customer
Communication Competitive | Level 6 | segment scale. In addition, able to camy out consultations on promotion strategy for
Strategles | I management executives or the person in charge of the company.
-Campaign Management | :
-Development of Market | !
Communications Y ;T T T T T T T T T T T T T T T
-Implementation of Market : ! Able to instruct and lead promotion strategy for the person in charge at the company, as a
Communication : ! person responsible for market communication on specific operating departments,
é Level 5 ! customer segments, products or services
| :
I S
| [}
E : Able to instruct and lead promotion strategy, as a leader for market communication on
| I specific products or services
! [}
| Level 4
| :
I A
| 1
: : Able to work on formulation and implementation of promotion strategy, as a member of
é : assigned area for market communication on specific products or services.
| Level 3 |
| :
| 1
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