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Industry knowledge
-Knowledge Utilization of Industry Common Applications
-Knowledge Utilization of Industry Specific Applications
-Industry Business Trends
-Technology Trends
-Understanding of Competition Status
) -Industry Terms
Analysis of -Understanding and Utilization of Relevant Regulations * % | % w || %
Cqstomer -Understanding and Utilization of Industry Specific
Environment Business Environment
-Understanding and Utilization of Industry Specific
Business Practice
-Understanding and Utilization of Industry Specific
Business Operations
Industry Competition Status
Analysis of -Understanding of Information on Competitors in the
Customer Industry * * * k| % * | *
Environment
Customer Business Contents
-History of Business Management
-Understanding of Customer Business Operations
Analysis of -Understanding of Customer Markets
Customer -Understanding of Separate Business Operations * * *
Environment -Corporate Governance
-Organizational Strategy
Customer Management Policy
Analysis of -Understanding of Customers Business Policy
Customer -Understanding of Customer IT Strategy * * * *
Environment
Financial Analysis
-Utilization of Knowledge for Financial Statements
Analysis of -Analysis and Understanding of Management Indices
Customer -Understanding and Utilization of Financial Analysis * * * *
Environment Techniques _ _ S
-Analysis and Understanding of Financial Situations
IT Environments
Analysis of -Understanding and Analysis of Customers' IT Environment
Customer * * * * * | *
Environment
Decision Processes
. -Understanding of Organizational Structure
Analysis of : L
Cust -Understanding of Decision Process * * *
ustomer -Evaluation Confirmation by Decision-makers
Environment
Industry Trends
-Understanding of Industrial Environment and Relevant
Analysis of Regulations
Customer -Understanding of Latest Industry Trends *
Environment -Understanding and Utilization of Industry Specific
Needs/Wants
Latest Technology Trends
-Understanding of Latest Hardware Technology Trends
-Understanding of Latest Middleware Technology Trends
Proposal of -Understanding of Latest Platform Technology Trends % * %
IT Solution -Understanding of Latest Network Technology Trends
-Understanding of Latest Database Technology Trends
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Latest Application Trends
-Understanding of Latest Industry Applications Trends
Proposal of . o7 * * * * *
. -Understanding of Latest Application Package Trends
IT Solution
Team Organization
-Acquisition of Sales Team
Proposal of b *
. -Action Plan Arrangement
IT Solution
Utilization of Consulting Techniques
-Hypothesis Generation
-Data Collection
-Interview
-Session Management
Proposal of -Data Analysis *
IT Solution -Verification
-Implementation of Communication and Negotiation
-Report Creation
Solutions Selection
-Solution Evaluation
-Criteria Clarification for Customers' Purchase and
Proposal of Evaluation of Solutions * | % * *
IT Solution -Selection of Proposal Solutions
Solutions Proposal
-Review of Proposed Contents
-Solution Design
-Proposal Creation
Proposal of -Conformity Assessment * | * * * *
IT Solution -Confirmation of Willingness to Purchase
-Definition of Follow-on Activities
Competitive Products Information
-Understanding of Information on Competitors in the
Proposal of *
IT Solution Industry
-Understanding of New Entrants
Industry Technology Trends
Proposal of -Understanding and Utilization of Industry Technology * * *
IT Solution Trends
Customer Satisfaction Management
-Understanding of Customer Satisfaction Concept
-Implementation of Customer Satisfaction Survey
Management -Analysis and Assessment of Survey Results * * *
of Customer -Formulation and Practice of Customer Satisfaction
Satisfaction Improvement Plan in accordance with Assessment Results
Contract Management
-Understanding of Contract Operations
-Confirmation and Agreement of Contract Conditions
Sales Office -Contragt Conclu.5|on
Work -Exception I—!andllng . . *
Management -Understand!ng of Outsourcmg and QEM Contract Affairs
-Understanding of and Compliance with Relevant
Regulations
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Order Management
-Understanding and Utilization of Knowledge on Order
) Acceptance Operations
Sales Office -Confirmation and Agreement of Delivery Conditions
Work -Arrangement of Order Acceptance Operations
Management -Arrangement for Logistics Operations
Payment Management, Collection Management
Sales Offi -Understanding and Utilization of Knowledge on Operations
a(\e/; klce of Accounts Payable and Accounts Receivable *
or -Practice of Collection of Accounts Receivable
Management
Profit and Loss Management
Sales Office -Understanding of Sales, Costs, and Profits and Losses
Work -Practice of Profit and Loss Management *
Management
Contract Negotiation
-Understanding of Customer Environment
-Review of Service Specifications and Service Levels
-Confirmation and Negotiation Related to Contract Articles
Sales Office -Preparation of Contract Documents
Work -Negotiation with Customers' Contracting Departments *
Management -Coordination with Relevant Incompany Departments
-Consensus Building on Contractual Coverage
Legal Affairs for Sales
-Credit Research
) -Understanding and Observance of Relevant Laws and
Sales Office Regulations (related to Contracts, Accounts Payable, * *
Work Accounts Receivable, Personal Information Protection Law,
Management Patent Law, Copyright Law, etc.)
Corporate Ethics
Sales Office -Compliance with Corporate Ethics Codes
Work *
Management
Sales Management
-Target Management
Sales Office -Market and Customer Information Management
Work -Budget Management *
Management -Personnel Management
Understanding of Customer Business Strategies
. -Understanding of Management Strategy
Business . . * * * *
-Understanding of Business Strategy
Strategy
Investigation and Analysis of Problems and Needs
-Investigation and Analysis of Current Problems
Business -Under;tanding c_>f l_J_ser_Needs * * * * *
Strategy -Analysis and Prioritization of Needs
Analysis of Disincentives
Business -Analysis of Disincentives to Business Solutions * * * * *
Strategy
Customer's IT Strategies
BUSINESS -Understanding of Customer's IT Strategy
-Understanding of IT Budget Status * *
Strategy
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Sales Strategies
-Discovery of Business Opportunities
-Clarification of Business Opportunities
Business -Prioritization of_Busmess_Opportunltles N % | % % * *
Strategy -Strategy _Plannmg _of Business Opportunities
-Formulation of Action Plan
Formulation of Marketing Strategies
-Understanding of Corporate Philosophy
-Understanding of Business Strategy (Management
Strategy, Business Strategy)
Business -Design of Bu_smess Portfqhos *
Strategy -Implementation of Marketing Management
-Implementation of Marketing Process
-Formulation of Marketing Strategy
Understanding of Customer Preference in IT Service
Transaction Forms
Business -Understanding of Customer's Preference in IT Service *
Strategy Transaction Forms
Understanding of Customer Preference in IT Service
Developmen|Transaction Forms
t of -Understanding of Customer's Preference in IT Service * * *
Customer |Transaction Forms
Relationship
Solutions Selection
N -Solutions Assessment
Specific |_cyiteria Clarification for Customers' Purchase and
Products, |gyaluation of Solutions *
Service | selection of Proposal Solutions
Technology
Demonstration
i -Creation of Demonstration Scenario for Specific Products
Spgm I lor Services
PSro ucts, |_pemonstration for Specific Products or Services *
EIVICE | |ntroduction of Case Examples
Technology
Product Service Technologies
Specific  |-Description of Service Technology for Specific Products
Products, *
Service
Technology
Sales Media
-Utilization and Practice of Customer Databases
iizati f-UtiIization and Practice of CRM Tools
gtlllzatlondg -Utilization and Practice of Telemarketing *
ales Media|_ygilization and Practice of E-mails for Sale
Campaign Management
Utilization of | -Utilization and Practice of Campaign Management *
Sales Media
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Analysis of
Business
Operations

Informatization and Management

-Information Strategy

-Corporate Accounting

-Management Engineering

-Utilization of Information Systems in Engineering System
Area and Business System Area

-Understanding and Compliance of Relevant Regulations

Software
Engineering

Security and Privacy

-Security Measures (Secret Preservation, Measures for
Prevention of Falsification, Intrusion Prevention, Computer
Virus, Integrity Measures, Availability Measures, Safety
Measures, Social Engineering)

-Privacy Protection

-Risk Management

-Guidelines and Relevant Regulations

Software
Engineering

System Audit

-System Audit Fundamentals

-System Audit Planning

-System Audit Implementation and Reporting

Software
Engineering

Standardization

-Standardization of Process for Development and Deals
-Standardization of Information System Infrastructure
-Data Standardization

-Design and Management of Standard Organizations

Technology

Computer System

-Hardware

-Operating Systems

-System Configuration and Methods
-Systems Application

Technology

Computer Science Fundamentals
-Fundamental Theory of Information
-Data Structure and Algorithm

Technology

System Development Environment

-Systems Development Methods

-Understanding and Utilization of Languages, Tools and
Software Packages

Technology

Database Technologies
-Database Models
-Database Languages
-Database Control

Technology

Understanding and Utilization of Network Technology
-Protocols and Transmission Control

-Encoding and Transmission

-Network Related Regulations

-Network Security

-Communications Equipment

-Internet

-Network Software

-Line-related Technology (ATM, Frame Relay, LAN, WAN,
etc.)
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Project
Management

Project Integration Management

-Develop Project Charter

-Develop Preliminary Project Scope Statement
-Develop Project Management Plan

-Direct and Manage Project Execution
-Monitor and Control Project Work

-Integrated Change Control

-Close Project

Project
Management

Project Scope Management
-Scope Planning

-Scope Definition

-Create WBS

-Scope Verification

-Scope Control

Project
Management

Project Time Management
-Activity Definition

-Activity Sequencing

-Activity Resource Estimating
-Activity Duration Estimating
-Schedule Development
-Schedule Control

Project
Management

Project Cost Management
-Cost Estimating

-Cost Budgeting

-Cost Control

Project
Management

Project Quality Management
-Quality Planning

-Perform Quality Assurance
-Perform Quality Control

Project
Management

Project Human Resource Management
-Human Resource Planning

-Acquire Project Team

-Develop Project Team

-Manage Project Team

Project
Management

Project Communications Management
-Communications Planning
-Information Distribution
-Performance Reporting

-Manage Stakeholders

Project
Management

Project Risk Management
-Risk Management Planning
-Risk Identification
-Qualitative Risk Analysis
-Quantitative Risk Analysis
-Risk Response Planning
-Risk Monitoring and Control

Training Course Group and Knowledge Item Matrix (Sales)
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Project Procurement Management
-Plan Purchases and Acquisitions
-Plan Contracting
. -Request Seller Responses
Project -Select Sellers *
Management -Contract Administration
-Contract Closure
Leadership
-Fundamentals and Principles of Leadership
-Teamwork and Communication
-Project Objectives Setting
-Project Promotion
-Project Execution
Leadership -Project Management * |k |*| *
-Collaboration Between Team Members
-Motivating Team Members and Provision for Feelings of
Accomplishment
2-Way Communication
-Dialogue and Interview
c o -Information Transfer
ommunicati -Utilization and Practice of Communication Techniques * | % * * *
on -Utilization and Practice of Effective Speaking and
Listening
Transmission of Information
-Utilization and Practice of Presentation Techniques
-Utilization and Practice of Creation of Official and Non-
o official Documents
Communicati -Technical Writing * * | % | % * *
on -Media Selection
-Utilization and Practice of Persuasion Techniques
Organization, Analysis and Retrieval of Information
-Development and Practice of Status Response
c o Capabilities to Understand Situations
ommunicati -Utilization and Practice of Capabilities to Understand * | * * * *
on Situations
-Utilization and Practice of Meeting Management
Techniques
Negotiation
-Utilization and Practice of Negotiation Process
-Utilization and Practice of Effective Negotiation
Techniques
-Establishment of Trust Relationship
Negotiation -Objectives Setting * *
-Common Interest
-Practice of Logical Thinking
-Utilization and Practice of Problem Solving Techniques
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