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DTCN

The knowledge transfer becomes a problem in the enterprise by the intensification of manpower liquidity and the expert's retirement
today. Especially, the problem of this knowledge transfer was a longtime problem in the duty field of Sales. This research interprets
the process of the problem solving type sales business within the field of advanced technology. Esaki’s DTCN method is featured as
one example of a useful methodology in each selling process of sales process, and it consider how to use as useful thinking
technique and creation technique by through the comparison with the sales process, and the proposal of creating and sharing
knowledge in sales is also discussed.
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ハイライト表示
●入門編は
http://dtcn-wisdom.jp/00001-R3.pdf　で入手
●　詳細編は、下記でダウンロード可
http://dtcn-wisdom.jp/#J-topframe
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