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About a communication

Kenta Hiki (Micros software, Inc)

Summary :

It is ability the important ability understands a partner for communication with
the customer, and to analyze, and it is not a speech skill. Therefore a necessary
thing is that I understand what a customer demands and to be conscious of what you
can offer to the customer.

A purpose of this article is to clarify ability of the communication that it is
necessary to deepen a relationship of mutual trust with the customer by understanding
the structure of the approval of communication.
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