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Skill Area and Skill Proficiency
(2) Sales
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Skill Area
Job Category: Sales
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Skill Area of Sales

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Fields

Skill ltems

All Specialty Fields

Sway| |INS uowwon Aiobajed gor

e
eAnalysis of Customer Environments
Industry Knowledge, Industry Competition Status, Customer !
Business Contents, Customer Management Policy, Financial 1
Analysis, IT Environments, Decision Processes, Industry Trends |
eProposal of IT Solution
Latest Technology Trends, Latest Application Trends, Team
Organization, Utilization of Consulting Techniques, Solutions
Selection, Solutions Proposal, Competitive Products Information I
eManagement of Customer Satisfaction I
Customer Satisfaction Management .
eSales Office Work Management
Contract Management, Order Management, Payment
Management, Collection Management, Profit and Loss
Management, Contract Negotiation, Legal Affairs for Sales, '
Corporate Ethics, Sales Management |
eBusiness strategy I
Understanding of Customer Business Strategies, Investigation and |
Analysis of Problems and Needs, Analysis of Disincentives, :
Customer’s IT Strategies, Sales Strategies, Formulation of Marketing

S Strategies

- elLeadership

. eNegotiation

\

eProject Management
Project Integration Management, Project Scope Management, Project
Time Management, Project Cost Management, Project Quality
Management, Project Human Resource Management, Project
Communications Management, Project Risk Management, Project
Procurement Management

Leadership
eCommunication

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

Negotiation

Consulting Sales by
Visiting Customers

eDevelopment of Customer Relationship
Understanding of Customer Preference in IT Service Transaction Forms

Product Sales by
Visiting Customers

splel4 Ayeroads

eSpecific Products, Service Technology
Solutions Selection, Demonstration, Product Service Technologies

Sales via Media

swia)| (IMS ou0ads

eUtilization of Sales Media
Sales Media, Campaign Management

<Note> Important skills and knowledge for IT professionals are marked with "X in skill dictionary (corresponding table of ITEE) even if that skills and knowledge are not belonged to the specialty field in the

job category as Sales.

Skill Area and Skill Proficiency
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Skill Proficiency/Knowledge ltems

Job Category: Sales

Specialty Field: Consulting Sales by Visiting Customers
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Consulting Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]

I
| Able to analyze external and intemal environments of the market that form a
| base for business strategy planning of the whole industry, based on the

Skill Area and Skill Proficiency

.AnaIySIS of Customer Environments Level 7 | perspective of industry and technical trends, as a person responsible for sales in
[Know|edge |tems] ' whole of specific industry or equivalent market segments.
[}
-Industry Knowledge S T 7 - 7 77777777777777777777
-Industry Competition Status | ! Able to analyze extemnal and intemal environments of the market that form a
-Customer Business Contents ! , base for business strategy planning, based on the perspective of industry and
-Customer Management Policy ; Level 6 . technical trends, as a person responsible for sales in one company or more with
-Financial Analysis i ' 5000 employees or more, whole of specific sub-industry or equivalent market
-IT Environments : : segments.
-Decision Processes ! !
-Industry Trends Y .
| Able to analyze extemnal and intemal environments of the market that form a
: base for business strategy planning, as a person responsible for sales in three
Level 5 ' companies or more with 3000 employees or more, or equivalent market
| segments.
:
[ o S s S S
| 1
é | Able to analyze external and internal environments of the customer that form a
! ! base for business strategy planning in assigned market, as a person
E Level 4 : responsible for sales in one company or more with 1000 or more but less than
i 1 3000 employees, or equivalent market segments.
| :
T e —
} | Able to analyze external and intemnal environments of the customer that form a
é ' base for business strategy planning in assigned market, as a person
i Level 3 1 responsible for sales in one company or more with 300 or more but less than
i E 1000 employees, or equivalent market segments.
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Specialty Field:

Consulting Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill Area and Skill Proficiency

Skill tem and Knowledge ltems Skill Proficiency
[Job Category Common Skill ltems] | Able to propose advanced and strategic IT solutions that create new markets
. | and lead specific industry business, based on the perspective of industry and
OProposaI of IT Solution Level 7 ! technical trends, as a person responsible for sales in whole of specific industry,
[Know|edge |tems] ! or equivalent market segments.
-Latest Technology Trends A e _7 o 7 7777777777777777
-Latest Application Trends : ! Able to siggaEe advar?oed and strgteglc IT solutions that create new rnarkets
-Team Organization i , and lead specific sub-industry business, based on the perspective of industry
-Utilization of Consulting ; Level 6 . and technical trends, as a person responsible for sales in one company or more
Techpiques _ : ' with 5000 employees or more, whole of specific sub-industry, or equivalent
-Solutions Selection | | market segments.
-Solutions Proposal : !
-Competitive Products Information T -
| Able to propose IT solutions that satisfy customer needs, based on mid-long
: term business strategy, as a person responsible for sales in three companies or
Level 5 | more, with 3000 employees or more, or equivalent market segments.
I
I
I
e .
é . Able to propose IT solutions that satisfy customer needs, based on short-mid
! ! term business strategy, as a person responsible for sales in one company or
| Level 4 ' more with 1000 or more but less than 3000 employees, or equivalent market
i 1 segments.
| 1
| 1
N T T TTTTTTTTTTTTTTTTTT
} | Able to propose IT solutions that satisfy customer needs, based on short-mid
é ' term business strategy, as a person responsible for sales in one company or
| Level 3 1 more with 300 or more but less than 1000 employees, or equivalent market
i E segments.
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Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Consulting Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

Able to camry out mid-long term management for customer satisfaction
improvement, with the responsibility of all customer satisfaction in the assigned
market, as a person responsible for sales in whole of specific industry, or
equivalent market segments.

[Job Category Common Skill ltems]
eManagement of Customer Satisfaction Level 7
[Knowledge Items] i

-Customer Satisfaction Management ) o
Able to carry out mid-long term management for customer satisfaction

improvement, with the responsibility of all customer satisfaction in assigned
market, as a person responsible for sales in one company or more with 5000
employees or more, whole of specific sub-industry, or equivalent market
segments.

Able to carry out mid-long term management for customer satisfaction
improvement, with the responsibility of all customer satisfaction in assigned
market, as a person responsible for sales in three companies or more with 3000
employees or more, or equivalent market segments.

Able to carry out sales activity management for customer satisfaction
improvement, by performing analysis and assessment of customer satisfaction
in assigned market, as a person responsible for sales in one company or more
with 1000 or more but less than 3000 employees, or equivalent market
segments.

Able to carry out sales activity management for customer satisfaction
improvement, by performing analysis and assessment of customer satisfaction
in assigned market, as a person responsible for sales in one company or more
with 300 or more but less than 1000 employees, or equivalent market
segments.
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Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Consulting Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

Able to manage all office work in assigned market with responsibility, including
new contract formations for newly created markets and complex contract
matters with a lot of exceptional points, as a person responsible for sales in
whole of specific industry or equivalent market segments.

[Job Category Common Skill ltems]
eSales Office Work Management Level 7
[Knowledge Items] i

-Contract Management :

-Order Management | Able to manage all office work in assigned market with responsibility, including

-Payment Management, Collection | new contract formations for newly created markets and complex contract
Management ; Level| 6 . matters with a lot of exceptional points, as a person responsible for sales in one

-Profit and Loss Management | company or more with 5000 employees or more, whole of specific sub-industry

fgg;i\cftf;\ii%g?g;gs ! or equivalent market segments.

-Corporate Ethics L FTTTTTTT

-Sales Management Able to manage all office work in assigned market with responsibility, including
rocessing of contract matters with exceptional points, as a person responsible
or sales in three companies or more with 3000 employees or more, or

1
1
1
1
1
1
1
1
1
1
1
1
1
1
:
: equivalent market segments.
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1

o o

Able to perform all office work in assigned market including processing of
contract matters with exceptional points, as a person responsible for sales in
one company or more with 1000 or more but less than 3000 employees, or
equivalent market segments.

Able to perform all office work in assigned market including processing of
contract matters with exceptional points, as a person responsible for sales in
| one company or more with 300 or more but less than 1000 employees, or

1 equivalent market segments.
1
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Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Consulting Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency
[JOb Category Common Skill Items] | Able to carry out planning of mid-long term business strategy on whole of
. | specific industry, by analyzing problems and needs of industry, based on the
eBusiness Strategy Level 7 | perspective of industry and technical trends, as a person responsible for sales in
[Know|edge |tems] ' whole of specific industry or equivalent market segments.
-Understanding of Customer S : 77777777777777 _77777,7777777777_ 77777777 .7777,777
Business Strategies : ! Able to carry out plannlng of mid-long term business strategy in assigned
-Investigation and Analysis of i , market, by analyzing problems and needs of customers, based on the
Problems and Needs ; Level 6 . perspective of industry and technical trends, as a person responsible for sales in
-Analysis of Disincentives | ' one company or more with 5000 employees or more, whole of specific
:g::;tgrgt?;fegeitrategles : : sub-industry, or equivalent market segments.
-Formulation of Marketing Strateges | 7" 77777 .
| Able to carry out planning of mid-long term business strategy in assigned
:market, by analyzing problems and needs of customers, as a person
Level 5 | responsible for sales in three companies or more with 3000 employees or more,
1 or equivalent market segments.
I
I
N 1
é | Able to carry out planning of short-mid term business strategy in assigned
! :market, by analyzing problems and needs of customers, as a person
E Level 4 : responsible for sales in one company or more with 1000 or more but less than
i 1 3000 employees, or equivalent market segments.
| :
N T Tttt
} | Able to carry out planning of short-mid term business strategy in assigned
é ' market, by analyzing problems and needs of customers, as a person
i Level 3 1 responsible for sales in one company or more with 300 but less than 1000
i E employees, or equal market segments.
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Specialty Field:

Consulting Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill Area and Skill Proficiency

Skill tem and Knowledge ltems Skill Proficiency
[JOb Category Common Skill Items] | Able to carry out utilization of project management in strategy planning, sales
. , activities, and etc., as a person responsible for sales in whole of specific industry
OPrOjeCt Management Level 7 ! or equivalent market segments.
[Knowledge Items] i
-Project Integration Management : T
-Pro}ect Sco%e Managem%nt : E Able to carry out utilization of project management in strategy planning, sales
-Project Time Management | , activities, and etc., as a person responsible for sales in one company or more
-Project Cost Management ; Level 6 . with 5000 employees or more, whole of specific sub-industry, or equivalent
-Project Quality Management | ' market segments.
-Project Human Resource E :
Management | [
-Project Communications S -
Mgnaggment | Able to carry out utilization of project management in strategy planning, sales
-Project Risk Management ! activities, and etc., as a person responsible for sales in three companies or
-Project Procurement Management Level 5 ' more with 3000 employees or more, or equivalent market segments.
I
I
I
I
T S
i . Able to carry out utilization of project management in strategy planning, sales
! ! activities, and efc., as a person responsible for sales in one company or more
| Level 4 ' with 1000 or more but less than 3000 employees, or equivalent market
i 1 segments.
! 1
! 1
N T Tttt
i | Able to carry out utilization of project management in the strategy planning,
; ' sales activities, and etc., as a person responsible for sales in one company or
g Level 3 | more with 300 or more but less than 1000 employees, or equal market
i I segments.
| 1
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Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Consulting Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

Able to lead all sales activities by issuing instructions and orders to sales team
and other job categories, in order to establish competitive advantage of IT in
assigned market, as a person responsible for sales in whole of specific industry
or equivalent market segments.

[Job Category Common Skill ltems]
el eadership Level 7
[Knowledge Items] i

-Leadership L o )
Able to lead all sales activities by issuing instructions and orders to sales team

and other job categories, in order to establish competitive advantage of IT in
assigned market, as a person responsible for sales in one company or more
with 5000 employees or more, whole of specific sub-industry or equivalent
market segments.

1
1
1
1
1
1
1
1
:
| Able to lead all sales activities by issuing instructions and orders to sales team
: and other job categories, in order to establish competitive advantage of IT in
Level 5 : assigned market, as a person responsible for sales in three companies or more
1 with 3000 employees or more, or equal market segments.

I

|

|

|

|

|

|

|

|

|

|

|

Able to lead all sales activities by issuing instructions and orders to sales team,
in collaboration with other job categories, in order to establish competitive
advantage of IT in assigned market, as a person responsible for sales in one
company or more with 1000 or more but less than 3000 employees, or equal
market segments.

' Able to lead all sales activities by issuing instructions and orders to sales team,
 in collaboration with other job categories, in order to establish competitive
| advantage of IT in assigned market, as a person responsible for sales in one
, company or more with 300 or more but less than 1000 employees, or equal

Level 3
! | market segments.
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Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Consulting Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

Able to speak wide-ragingly with the person in charge on customer side, focusing on

[Job Category Common Skill ltems]
eCommunication Level 7
[Knowledge Items]

-2-Way Communication

-Transmission of Information

-Organization, Analysis, and
Retrieval of Information

corporate management and IT utilization, as a person responsible for sales in whole of
specific industry, or equivalent market segments. In addition, able to camry out proper
2-Way communication and transmission of information with sales team members, and
organization, analysis, and retrieval of information.

I

1

1

1

1

1

1

1

| Organization, analysis, and retrieval of information. ___________________
: Able to speak wide-ragingly with the person in charge on customer side, focusing on
: corporate management and IT utilization, as a person responsible for sales in one
I company or more with 5000 employees or more, whole of specific sub-industry, or
: equivalent market segments. In addition, able to carry out proper 2-\WWay communication
: and transmission of information with sales team members, and organization, analysis,
: and retrieval of information.

| Able to speak wide-ragingly with the person in charge on customer side, focusing on
: corporate strategy and IT utilization, as a person responsible for sales in three companies
Level 5 E or more with 3000 employees or more, or equivalent market segments. In addition, able
, fo camy out proper 2-Way communication and transmission of information with sales
1
[}

team members, and organization, analysis, and retrieval of information.

: Able to speak wide-ragingly with the person in charge on customer side, focusing on
I corporate strategy and IT utilization, as a person responsible for sales of one company or
: more with 1000 or more but less than 3000 employees, or equivalent market segments.

Level 4 : In addition, able to camy out proper 2-Way communication and transmission of
: information with sales team members, and organization, analysis, and retrieval of
| information.

Able to speak wide-ragingly with the person in charge on customer side, focusing on

1

1

: corporate strategy and IT utilization, as a person responsible for sales of one company or
: more with 300 or more but less than 1000 employees, or equivalent market segments. In
1
1
1
1

Level 3
addition, able to carry out proper 2-Way communication and transmission of information
with sales team members, and organization, analysis, and retrieval of information
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Specialty Field:

Consulting Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill tem and Knowledge ltems

Skill Proficiency

eNegotiation
[Knowledge Items]

-Negotiation

[Job Category Common Skill ltems]

Level 7

Level 3

| Able to set up goals and to make an agreement of corporate strategy and IT
: strategy on a logical basis with the person in charge on customer side, as a
| person responsible for sales in whole of specific industry, or equal market
| segments. In addition, able to establish complex and difficult contract
| negotiaton.
1 Able to set up goals and to make an agreement of corporate strategy and IT
: strategy on a logical basis with the person in charge on customer side, as a
' person responsible for sales in one company or more with 5000 employees or
more, whole of specific sub-industry, or equivalent market segments. In addition,

able to establish complex and difficult contract negotiation.

Able to set up goals and to make an agreement on business strategy and IT
strategy on a logical basis with the person in charge on customer side, as a
person responsible for sales in three companies or more with 3000 employees
or more, or equivalent market segments. In addition, able to establish complex
and difficult contract negotiation.

Able to set up goals and to make an agreement on department policy and IT
, policy on a logical basis with the person in charge on customer side, as a
| person responsible for sales in one company or more with 1000 or more but
| less than 3000 employees, or equivalent market segments. In addition, able to
| establish exceptional contract negotiation.

i Able to set up goals and to make an agreement on department policy and IT
: policy on a logical basis with the person in charge on customer side, as a
1 person responsible for sales in one company or more with 300 or more but less
i than 1000 employees, or equivalent market segments. In addition, able to

| establish exceptional contract negotiation.
1

Skill Area and Skill Proficiency

SALES-13
©2010 Ministry o

f Economy, Trade and Industry. INFORMATION-TECHNOLOGY PROMOTION AGENCY, JAPAN



Consulting Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Specialty Field Specific Skill ltems]

eDevelopment of Customer Relationship
[Knowledge Items]
-Understanding of Customer

Preference in IT Service
Transaction Forms

Level 5

Level 4

Able to camry out establishment of good long term relationship, in order to
perform smooth business with the person in charge on customer side, as a
person responsible for sales in whole of specific industry, or equivalent market
segments.

| person responsible for sales in one company or more with 5000 employees or

: more, whole of specific sub-industry, or equivalent market segments.

1
1
-_—
| Able to carry out establishment of good long term relationship, in order to
: perform smooth business with the person in charge on customer side, as a
1 person responsible for sales in three companies or more with 3000 employees

or more, or equivalent market segments.

Able to carry out establishment of good long term relationship, in order to
perform smooth business with the person in charge on customer side, as a
person responsible for sales in one company or more with 1000 or more but
less than 3000 employees, or equivalent market segments.

Able to carry out establishment of good long term relationship, in order to
perform smooth business with the person in charge on customer side, as a
person responsible for sales in one company or more with 300 or more but less
than 1000 employees, or equivalent market segment.

Skill Area and Skill Proficiency
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Skill Proficiency/Knowledge ltems
Job Category: Sales

Specialty Field: Product Sales by Visiting Customers
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Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]

Skill Area and Skill Proficiency

1
1
1
. . ,
eAnalysis of Customer Environments Level 7
[Knowledge Items] i
-Industry Knowledge S T S
-Industry Competition Status | ! Able to analyze extemnal and intemal environments of the market that form a
-Customer Business Contents | , base for planning of product business strategy of the whole industry, based on
-Customer Management Policy ; Level 6 . the perspective of the industry and technical trends, as a person responsible for
-Financial Analysis ! I sales in whole of specific industry or equivalent market segments.
-IT Environments : :
-Decision Processes ! !
-Industry Trends T -
| Able to analyze extemal and intemal environments of assigned market that form
'a base for planning of product business strategy, as a person responsible for
Level 5 ' salesin one company or more with 5000 employees or more, whole of specific
i sub-industry, or equivalent market segments.
I
N L
é . Able to analyze external and internal environments of assigned market that form
! 'a base for planning of product business strategy, as a person responsible for
E Level 4 : sales in three companies or more with 3000 employees or more, or equivalent
i 1 market segments.
| 1
| 1
N T Tttt
} | Able to analyze external and intemal environments of the assigned market that
é ' form a base for planning of product business strategy, as a person responsible
| Level 3 1 for sales in one company or more with less than 1000 employees or equivalent
i E market segments.
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Specialty Field:

Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill Area and Skill Proficiency

Skill tem and Knowledge ltems Skill Proficiency
[Job Category Common Skill ltems] :
1
eProposal of IT Solution |
P Level 7
[Knowledge Items] i
-Latest Technology Trends : __________ T 7 - 7 7777777777777777
-Latest Application Trends | ! Able to propose advanced and strategic IT solutions that create new product
-Team Organization i , markets and lead specific industry product business, based on the perspective
-UtiIizatio_n of Consulting ; Level 6 . of industry and technical trends, as a person responsible for sales in whole of
Techniques ! ' specific industry, or equivalent market segments.
-Solutions Selection ; :
-Solutions Proposal | [
-Competitive products Information T -
| Able to propose advanced and strategic IT solutions that create new product
: markets and lead specific sub-industry product business, as a person
Level 5  responsible for sales in one company or more with 5000 employees or more, or
. whole of specific sub-industry, or equivalent market segments.
:
S P
; . Able to propose complex IT solutions that satisfy customer needs, based on
é ! short-mid term product business strategy, as a person responsible for sales in
E Level 4 : three companies or more with 3000 employees or more, or equivalent market
i 1 segments
! 1
! 1
N T T TTTTTTTTTTTTTTTTTT
} | Able to propose standard IT solutions that satisfy customer needs, based on
é ' short-mid term product business strategy, as a person responsible for sales in
g Level 3 | one company or more with less than 1000 employees, or equivalent market
i I segments.
| 1
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Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Product Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

[Job Category Common Skill ltems]
eManagement of Customer Satisfaction

Level 7
[Knowledge Items]

-Customer Satisfaction Management | Able to carry out the mid-long term management for customer satisfaction

| improvement of specific product groups, with the responsibility of customer
Level 6 : satisfaction for specific products group in assigned market, as a person
1
1
1

responsible for sales in whole of specific industry, or equivalent market

Able to carry out the mid-long term management for customer satisfaction
improvement of specific products groups, with the responsibility of customer
satisfaction for specific product groups in assigned market, as a person
responsible for sales in one company or more with 5000 employees or more,
whole of specific sub-industry, or equivalent market segments.

1

1

1

1

1

1

1

I

. Able to carry out the sales activities management for customer satisfaction

. improvement by performing analysis and assessment for customer satisfaction
Level 4 : of specific product groups in assigned market, as a person responsible for sales

: in three companies or more with 3000 employees or more, or equivalent market

1 segments.

:

1

1

1

1

1

1

1

1

1

1

Able to carry out the sales activites management for customer satisfaction
improvement, by performing out analysis and assessment for customer
satisfaction of specific products group in assigned market, as a person
responsible for sales in one company or more with less than 1000 employees or
equivalent market segments.
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Specialty Field:

Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill Area and Skill Proficiency

Skill tem and Knowledge ltems Skill Proficiency
[Job Category Common Skill ltems] :
1
eSales Office Work Management '
9 Level 7
[Knowledge Items] i
-Contract Management I | Able to manage office work for product sales with the responsibility of office
-Srder ManMagement Coleci | \ work, including processing of complex contracts with a lot of exceptional points
) :/Iy::]:ntemzr;]?gement, olection : . in the assigned product business, as a person responsible for sales in the whole
-Profit ar?d Loss Management 5 Level 6 | specific industry or equivalent market segment.
-Contract Negotiation E :
-Legal Affairs for Sales : e
:gg{gfﬁgengttfnsem | Able to manage office work for product sales with the responsibility of office
9 | work including processing of complex contracts with exceptional points in the
L 15 | assigned product business, as a person responsible for sales in one company
eve 1 or more with 5000 employees or more, the specific sub-industries or equivalent
| market segment
I
E . Able to perform office work for product sales including processing of contracts
é ' with exceptional points in the assigned product business, as a person
g L | 4 : responsible for sales in three companies or more with 3000 employees or more,
i eve 1 or equivalent market segment.
; :
! 1
é | Able to perform standard office work for product sales in the assigned product
; | business, as a person responsible for sales of one company or more with less
g Level 3 : than 1000 employees or equal market segment.
i |
! 1
| 1
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Specialty field: Skill Proficiency/Knowledge ltems of Sales

Product Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

[Job Category Common Skill ltems]
eBusiness Strategy Level 7
[Knowledge Items]

-Understanding of Customer | Able to carry out planning of mid-long term product business strategy on the
Business Strategies : specific industry by analyzing problems and needs of industry, based on the

-Ingfosgﬁeiﬂggﬁg?\gg?g% of ; perspective of industry and technical trends, as a person responsible for sales in

-Analysis of Disincentives : Level 6 the specific industry or equivalent market segment.

-Customer’s IT Strategies ;

-Sales Strategies !

-Formulation of Marketing Strategies Able to carry out planning of mid-long term product business strategy in the

assigned market, by analyzing problems and needs of customer, as a person
responsible for sales in one company or more with 5000 employees or more,
the whole specific sub-industries, or equivalent market segment.

Able to carry out planning of short-mid term product business strategy in the
assigned market, by analyzing problems and needs of customer as a person
responsible for sales in three companies or more with 3000 employees or more,
or equivalent market segment.

Able to carry out planning of short-mid term product business strategy in the
assigned market, by analyzing problems and needs of customers, as a person
responsible for sales in one company or more with less than 1000 employees,
or equivalent market segment.
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Specialty field:

Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill tem and Knowledge ltems Skill Proficiency

eProject Management
[Knowledge Items]

-Project Integration Management

-Project Scope Management

-Project Time Management

-Project Cost Management

-Project Quality Management

-Project Human Resource
Management

-Project Communications
Management

-Project Risk Management

-Project Procurement Management

[Job Category Common Skill ltems]

I
1
:
1
Level 7
1
__________ i

\ Able to carry out utilization of project management in the strategic planning and

| sales activity, etc, as a person responsible for sales in the specific industry, or

| equivalent market segment.

Able to carry out utilization of project management in the strategy planning and
sales activity, etc, as a person responsible for sales in one company or more
with 5000 employees or more, the specific sub-industry, or equivalent market
segment.

Able to carry out utilization of project management in the strategy planning and
sales activity, etc, as a person responsible for sales in three companies or more
with 3000 employees or more, or equivalent market segment.

| Able to carry out utilization of project management in the strategy planning and

| sales activity, etc, as a person responsible for sales in one company or more
Level 3 1 from 1000 but less than 3000 employees, or equivalent market segment.

1

Skill Area and Skill Proficiency
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Specialty Field:

Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill tem and Knowledge ltems

Skill Proficiency

el_eadership

[Knowledge Items]
-Leadership

[Job Category Common Skill ltems]

Level 3

i Able to lead product sales activity by issuing instructions and orders to sales
1 team and other job categories, in order to establish competitive advantage of
| products in the assigned market, as a person responsible for sales in the
| specific industry or equivalent market segment.

1
1
I ..
| Able to lead all product sales activity by issuing instructions and orders to sales
. team and other job categories, in order to establish competitive advantage of
: products in the assigned market, as a person responsible for sales in one
' company or more with 5000 employees or more, the specific sub-industry or
1 equivalent market segment.

| Able to lead all product sales activity by issuing instructions and orders to sales
| team, in collaboration with other job categories, in order to establish competitive

in three companies or more with 3000 employees or more, or equivalent market
segment.

. Able to lead all product sales activity by issuing instructions and orders to sales
. team, in collaboration with other job categories, in order to establish competitive
| advantage of products in the assigned market, as a person responsible for sales
: in one company or more with less than 1000 employees or equivalent market
1 segment.

Skill Area and Skill Proficiency
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Specialty Field:

Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill tem and Knowledge ltems

Skill Proficiency

eCommunication
[Knowledge Items]

-2-Way Communication

-Transmission of Information

-Organization, Analysis, and Retrieval
of Information

[Job Category Common Skill ltems]

Able to speak about corporate management and IT strategy with the person in
charge on customer side, as a person responsible for sales in the specific industry or
equal market segment. In addition, able to carry out proper 2-way communication
and fransmission of information with sales team members, and organization,
analysis, and retrieval of information.

Able to speak about business strategy and IT strategy with the person in charge on
customer side, as a person responsible for sales in one company or more with 5000
employees or more, the specific sub-industries or equivalent market segment. In
addition, able to camy out proper 2-way communication and transmission of
information with sales team members, and organization, analysis, and retrieval of
information.

Able to speak about department strategy and IT utilization with the person in charge
on customer side, as a person responsible for sales in three companies or more with
3000 employees or more, or equivalent market segment. In addition, able to carry
out proper 2-way communication and transmission of information with sales team
members, and organization, analysis, and retrieval of information.

Able to speak about department strategy and IT utilization with the person in charge
on customer side, as a person responsible for sales in one company or more with
less than 1000 employees, or equivalent market segment. In addition, able to carry
out proper 2-way communication and transmission of information with sales team
members, and organization, analysis, and retrieval of information.

Skill Area and Skill Proficiency
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Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Product Sales by Visiting Customers

Skill tem and Knowledge ltems Skill Proficiency

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

Able to set up goals and make an agreement on corporate strategy, and IT strategy
on a logical basis with the person in charge on customer side, as a person
responsible for sales in the specific industry or equivalent market segment. In
addition, able to establish complex and difficult contract negotiations on specific
product groups.

-Negotiation

Able to set up goals and to make an agreement on corporate strategy, and IT
strategy on a logical basis with the person in charge on customer side, as a person
responsible for sales in one company or more with 5000 employees or more, or the
specific sub-industries or equivalent market segment. In addition, able to establish
complex and difficult contract negotiations on specific product groups.

Able to set up goals and to make an agreement on department strategy, and IT
utilization on a logical basis with the person in charge on customer side, as a person
responsible for sales in three companies or more with 3000 employees or more, or
equivalent market segment. In addition, able to establish complex and difficult
contract negotiations on specific product groups.

Able to set up goals and to make an agreement on department policy and IT
utilization based on a logical basis with the person in charge on customer side, as a
person responsible for sales in one company or more with less than 1000
employees, or equivalent market segment. In addition, able to establish standard
contract negotiations on specific product groups

—
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Product Sales by Visiting Customers

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Specialty Field Specific Skill ltems]
e Specific Products, Service Technology
[Knowledge Items]

-Solutions Selection
-Demonstration
-Product service technologies

Level 7

Level 3

Able to obtain understanding of the person in charge on customer side, on
contribution of technology advantage such as specific products, service groups and
solutions including them for the corporate strategy, as a person responsible for sales
in the whole of specific industry or equivalent market segment.

Able to obtain understanding of the person in charge on customer side, on
contribution of technology advantage such as specific products, service groups and
solutions including them for the business strategy, as a person responsible for sales
in one company or more with 5000 employees or more, specific sub-industry as a
whole, or equivalent market segment.

Able to obtain understanding of the person in charge on customer side, on
contribution of technology advantage such as specific product, service groups and
solutions including them for the business strategy, as a person responsible for sales
in three companies or more with 3000 employees or more, or equivalent market
segment.

Able to obtain understanding of the person in charge on customer side, on
contribution of technology advantage such as specific product, service groups and
solutions including them for the department strategy, as a person responsible for
sales in one company or more with less than 1000 employees or equivalent market
segment.

Skill Area and Skill Proficiency
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Skill Proficiency/Knowledge ltems
Job Category: Sales

Specialty Field: Sales via Media

SALES-26
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]
eAnalysis of Customer Environments

[Knowledge Items]

-Industry knowledge |
-Industry competition Status i
-Customer business contents |
-Customer management policy |
-Financial analysis E
-IT environments !
-Decision processes i
-Industry trends

| Able to analyze intemal and extemal environments in the market, that form a base
! for strategic planning of sales business via media in the assigned market, based
1 on professional knowledge of industry and technical trends, as a person responsible
| for sales in the whole of specific industry, the whole specific product groups or
| equivalent market segment.

1

: Able to analyze intemal and external environments in the assigned market, that form
' a base for strategic planning of sales business via media, as a person responsible
LeveI 4 | for sales in the specific sub-industry as a whole, whole specific products, or

1 equivalent market segment.
1

| Able to analyze intemal and exteral environments in the assigned market, that form
' a base for strategic planning of sales business via media, as a person responsible

Leve| 3 1 for sales in one part of specific sub-industry as a whole, one part of specific products,
1

1 or equivalent market segment.
1
1

Skill Area and Skill Proficiency
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]
eProposal of IT Solution
[Knowledge Items]

-Latest Technology Trends

-Latest Application Trends

-Team Organization

-Utilization of Consulting Techniques
-Solutions Selection

-Solutions Proposal

-Competitive Products Information

i Able to propose complex IT solutions that meet market needs through sales media,
I based on professional knowledge of industry and technical trends, outstanding sales
| tools and know-how, and communication skills, as a person responsible for sales in
| the whole of specific industry, whole specific product groups, or equivalent market
| segment.

: Able to propose complex IT solutions that meet market needs through sales media,
I based on sales tools and know-how, and communication skills, as a person
responsible for sales in the whole specific sub-industry, whole specific products or
equivalent market segment.

| Able to propose standard IT solutions that meet market needs through sales media,
: based on effective part of sales tools and know-how, and communication skills, as a
1 person responsible for sales in one part of specific sub-industry, one part of specific

: products or equivalent market segment
:
1

Skill Area and Skill Proficiency
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job category common skill items]
eManagement of Customer Satisfaction
[Knowledge Items]

-Customer Satisfaction Management

Level 3

! Able to camry out the mid-long term management for customer satisfaction
: improvement of sales business via media, with the responsibility of customer
1 satisfaction in the assigned market, as a person responsible for sales in the
: specific industry as whole, whole specific product groups, or equivalent market
E segment.

i Able to carry out the sales activity for customer satisfaction improvement by
| performing analysis and evaluation of customer satisfaction for sales business
: via media in the assigned market, as a person responsible for sales in the
I specific sub-industry as a whole, whole specific products or equivalent market
: segment.

i Able to carry out the sales activity for customer satisfaction improvement by
| performing analysis and evaluation of customer satisfaction for sales business
: via media in the assigned market, as a person responsible for sales in one part
| of specific sub-industry as a whole, one part of specific products or equivalent
' market segment.

Skill Area and Skill Proficiency
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]
eSales Office Work Management
[Knowledge Items]

-Contract Management

-Order Management

-Payments Management, Collection
Management

-Profit and Loss Management

-Contract Negotiation

-Legal Affairs for Sales

-Corporate Ethics

-Sales Management

| Able to manage office work for sales business via media with responsibility,

| including complex contract conditions in the assigned market, as a person
Level 5 ! responsible for sales in the whole of specific industry, whole specific product

1 groups or equivalent market segment.

I

I

| Able to perform office work for sales business via media, including complex

! contract conditions in the assigned market, as a person responsible for sales in

Level 4 the specific sub-industry as a whole, whole specific products or equivalent
market segment.

1

1

I

| Able to perform standard office work in the assigned business via media, as a
| person responsible for sales in one part of the specific sub-industry, one part of
1

1

1

1

1

>

specific products or equal market segment.

Skill Area and Skill Proficiency
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job Category Common Skill ltems]
eBusiness Strategy
[Knowledge Items]

-Understanding of Customer :

Business Strategies !
-Investigation and Analysis of |

Problems and Needs ;
-Analysis of Disincentives i
-Customer’s IT Strategies ;
-Sales Strategies .
-Formulation of Marketing Strategies '

Able to carry out strategy planning of mid-long term business via media in the
whole assigned market, by analyzing problems and needs of the industry based
on professional knowledge of industry and technology trends, as a person
responsible for sales in the whole of specific industry, whole specific product
groups or equivalent market segment.

Able to carry out strategy planning of short-mid term business via media in the
assigned market, by analyzing problems and needs of the market, as a person
responsible for sales in the specific sub-industry as a whole, whole specific
products or equivalent market segment.

Able to carry out strategy planning of short-mid term business via media in the
assigned market, by analyzing problems and needs of the market, as a person
responsible for sales in one part of specific sub-industry, one part of specific
products or equivalent market segment.

Skill Area and Skill Proficiency
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Specialty Field:
Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Skill Proficiency/Knowledge Items of Sales

Skill tem and Knowledge ltems

Skill Proficiency

eProject Management
[Knowledge Items]

-Project Integration Management
-Project Scope Management
-Project Time Management
-Project Cost Management
-Project Quality Management
-Project Human Resource

[Job Category Common Skill ltems]

Skill Area and Skill Proficiency

Management
-Pﬁjaeﬁégr;nemn?nlcatlons | Able to utilize project management in the strategic planning and sales activities,
-Project Risk Management | etc, as a person responsible for the sales of the whole of specific industry, whole
-Project Procurement Management Level 5 | specific product groups or equivalent market segment.
:
__________
| ' Able to utilize project management in the strategic planning and sales activities,
| 1
i 1 efc, as a person responsible for sales in the specific sub-industry as a whole,
| 1 . .
; whole specific products or equivalent market segment.
| Level 4
| 1
| 1
I B L
é : Able to utilize project management in the strategic planning and sales activities,
i 1 efc, as a person responsible for sales in one part of specific sub-industry as a
i Level 3 \ whole, one part of specific products or equivalent market segment.
| 1
| 1
| 1
| 1
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Job category common skill items]
el_eadership

[Knowledge Items]
-Leadership

Able to lead sales activities via media by issuing instructions and orders to the
sales team, business partners and other job categories, in order to establish
competitive advantage in IT in the assigned market, as a person responsible for
sales in the whole of specific industry, whole specific product groups, or
equivalent market segment.

Able to lead sales activities via media by issuing instructions and orders to the
sales team and business partners, in collaboration with other job categories, in
order to establish competitive advantage in IT in the assigned market, as a
person responsible for sales in the whole of specific sub-industry, whole specific
products, or equivalent market segment.

! Able to lead sales activities via media by issuing instructions and orders to the
1 sales team and business partners, in collaboration with other job categories, in
 order to establish competitive advantage in IT in the assigned market, as a
\ person responsible in sales for one part of the specific sub-industry, one part of

1
| specific products or equivalent market segment.
1
1

Skill Area and Skill Proficiency
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Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Sales via Media

Skill tem and Knowledge ltems Skill Proficiency

[Job Category Common Skill ltems]
eCommunication Level 7
[Knowledge Items]

-2-Way Communication

-Transmission of Information

-Organization, Analysis, and Retrieval
of Information

i Able to carry out proper 2-way communication and transmission of information
1 with the person in charge on customer side through sales media such as
: telephone, and organization, analysis, and retrieval of information by using
outstanding know-how on tools such as customer database, as a person
responsible for sales in the whole of specific industry, whole specific product
groups, or equivalent market segment.

Able to carry out proper 2-way communication and transmission of information
with the person in charge on customer side through sales media such as
telephone, and organization, analysis, and retrieval of information, by using
know-how on tools such as customer database, as a person responsible for
sales in the whole of specific sub-industry, whole specific products, or equivalent
market segment.

Able to carry out proper 2-way communication and transmission of information with
the person in charge on customer side through sales media such as telephone, and
organization, analysis, and retrieval of information by effectively using part of
know-how on tools such as customer database, as a person responsible for sales in
one part of the specific sub-industry, one part of specific products, or equivalent
market segment.

—
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

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

-Negotiation

Level 3

Able to set up goals and to make an agreement on business strategy and IT
strategy based on a logical basis with the person in charge on customer side
through sales media such as telephones, as a person responsible for sales in the
whole of specific industry, whole specific product groups, or equivalent market
segment. In addition, able to establish complex and difficult contract negotiations.

Able to set up goals and to make an agreement on department strategy and IT
utilization based on a logical basis with the person in charge on customer side
through sales media such as telephones,, as a person responsible for sales in the
whole of specific sub-industry, whole specific products, or equivalent market
segment. In addition, able to establish complex contract negotiations.

Able to set up goals and to make an agreement on department strategy and IT
utilization based on a logical basis with the person in charge on customer side
through sales media such as telephones, as a person in charge for sales in one part
of the specific sub-industry, one part of specific products, or equivalent market
segment. In addition, able to establish standard contract negotiations.

Skill Area and Skill Proficiency
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Sales via Media

Skill Standards for IT Professionals V3 2008 Release 1.0

Specialty Field: Skill Proficiency/Knowledge ltems of Sales

Skill tem and Knowledge ltems

Skill Proficiency

[Specialty Field Specific Skill ltems]
eUltilization of Sales Media
[Knowledge Items]

-Sales Media
-Campaign Management

Able to camy out formulation of utilization strategy of sales media, with
outstanding know-how on sales media including types of tools such as
customer database and CRM tools, as a person responsible for sales in the
whole of specific industry, whole specific products group or equivalent market
segment.

: Able to carry out utilization of sales media, with know-how on sales media

. including types of tools such as customer database and CRM tools, as a person
Level 4 , responsible for sales in the whole of specific sub-industry, whole specific

: products or equivalent market segment.

[}

\ Able to camry out utilization of sales media, with effective part of know-how on
| sales media including types of tools such as customer database and CRM

Level 3 | tools, as a person responsible for sales in one part of the specific sub-industry,
! one part of specific products or equivalent market segment.

Skill Area and Skill Proficiency
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