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1. Knowledge Transfer
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nat means knowledge transfer?
ny knowledge transfer?

nen it is important and possible?
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nat is to be shared?
With whom it is to be shared?

How it is to be shared?
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1. Knowledge Transfer
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£ Successor

-g Mentoring, learn on the job
=

= Team / Implicit

Yellow Pages, Storytelling,
Community of practice, Culture

Expert / Manager

Knowledge Transfer Service,
Visualization, expert interview
Explicit

Documentation, DMS, Expert Systems,

Visualization, Knowledge Mapping
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2. Knowledge Transfer Service 1

Sources:

1. Knowledge relay (“"Wissensstafette”)

a) Capture expert knowledge from key employees and managers
who change their position or retire

b) Combination of structured interviews, moderated workshops
and documentation

2. Learning Organization (Credit Suisse Business School)

a) Assessment, Blended Learning, Learning Management



2. Knowledge Transfer Service

Sources:

1

Initiierung>

Wissensfluss

Integ ration>

Knowledge transfer process (v. Krogh/Kiihne, 1998)

Initializatior>

Analysis

Knowledg
Mapping

/

Prioritization

KT method>

Integration>

Performanc
review

/

Knowledge transfer service by iKnowledge

Knowledge Transfer Service in Practice
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3. Example: Credit Suisse

CREDIT SUISSE

Optimized Knowledge Transfer in
Credit Suisse

IT Private Banking, Strategy and Architecture / Methodologies
B.Ackermann




4. Example: Balanced Scorecard 1

Knowledge Transfer with Balanced Scorecard (BSC)

How much
are the
savings?

Vision
& g

Strategy

What business
processes must
we excel at?

How is the rela-
tionship to the
stakeholders?

How motivated
are the prede-
cessor and the
successor?
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Thank you!

Advisor — Trainer — Coach:

Joe Namesnik
iKnowledge GmbH
Schlierenstrasse 50
CH-8142 Uitikon Waldegg
Switzerland

Phone +41 (0)44 833 88 33
Mobile +41 (0)79 639 91 67
Email Joe.Namesnik@iKnowledge.ch

Web www.iKnowledge.ch
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