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Development of a mobile leraning for promoting reflection to support the acquisition of sales
skills

2 F

In the human resources services company that I belong, you are deploying the dispatch business
of mobile phone sales representative. Although it to increase the sales performance in the shop
is their mission, especially for newcomers, from the fact that the lack of proposed skill that
works to actual customers, contributing to performance is not who is often enough. For training
the newcomer, but first carrying out the introduction training before assignment, where often
become packed knowledge. In addition, OJT as a follow after assignment, it is group training.
However, the point is the lack of manpower of administrator for the former, also points difficult
and schedule adjustment learners are dispersed in each store for the latter, is not sufficient
implementation of the follow-up from reasons such as.

In view of such a situation, inmy own company to introduce amobile learning than 2013, was carried
out follow for salespeople after assigned by delivering content to learn the proposed technique
of the product. However, unlike the respective actual customer characteristics to face learner
individual ly, the learned proposed technique is often not work as it was revealed by the student
after the questionnaire and interviews. In order to assist the learning of the proposed techniques
salesperson each can adapt to the situation and customer characteristics of the scene, it is
considered that it is necessary to approach facilitates empirical study, know-how for the
accumulation is not, the also could not find even previous research on it.

This study aims to extract the reflection promotion point of for increasing the performance is
rookie mobi le phone sales staff, as an activity for its, content to support the learning of mobile
phone sales staff onmobile learning, and for the reflection is a form implementation was performed
trial and evaluation. For reflection, awareness of the weak part in the proposed technique,
discussion of the improvement method, was also devised to al low no burden on the mobile immediately
after them in business and business end. Through evaluation and analysis to facilitate reflection
mobile learning, points to support the product proposals learning skills of the mobile phone
salesperson is extracted.



