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Ap. 'EAeva XatlonouAou



O1 TTWANOoE€IC atToTeEAOUV HiIa TTOAUdIACTATH OI1AdIKACIA TTOU EVOWMNATWVEI TRV AvayvweIon, TNV ETTIKOIVWVIA Kal
TNV KAAUWYN TWV AVOYKWYV TOU TTEAATN UEOW TTPOIOVTIWY ) UTTNPECIWV.

O1 TTWANOEIC KaBIEpWVOVTAl WS KATAAUTNG avAueoa aTn oTpaTtnyiky marketing kai Tnv TeAIKA attégaon ayopdc,
ONMIoUPYWVTAG agia Kal EYTTICTOCUVN.

H diadikaoia Twv TTWANCEWYV ATTAITEl CUVEXN TTAOPAKOAOUONON TOU ayopaoTIKOU TACIdIOU, WOTE VA TTPOCAPMOCETal
OTIG METOABAAAOHEVES AVAYKES TNG ayopdAgs. ETTITTALOV, N OnMIoUpYia OXECEWYV EUTTIOTOOUVNG ATTOTEAEI
TTPOoUTTO0e0N yia BIwoiun avaTrTuén Tou TTEAATOAOYIOU.

Mapadeiypa: H Nike evowpartwvel pia oupBouAeuTiki TTpooéyyion oTa flagship kataotApaTtd NG, TTpooPEpovTag
TTpoowTroTToINUEVEG TTPoTAOEIS e TO Nike Fit, evioxuovtag €101 To brand loyalty.



O poAog Tou TTwANTH uttEPPaivel TN JIEKTTEPAIWON CUVAAAQYWV Kal AEITOUPYEI WG KPIOIMOG CUVOECHOG HETASU TNG
ETIXEIPNONG KAl TOU TTEAATN.

O TTwANTAG peTaépel To feedback atrd Tnv ayopd oTo ECWTEPIKO TNG ETAIPEIAG WOTE VA EVNUEPWVOVTAI Ol
oTpaTnyikéEC marketing.

MEOW TNG ETTIKOIVWVIAC TOU AEITOUPYEI WG KEUTTEIPIKOG METAPPAOTHC» TWV INVUPATWY Tou brand, trpocapudlovtag
TO OTNV TTPAYUATIKOTNTA TOU TTEAATN.

H avOpwTrivn £Ta@ni TrTapapével KAOOPIOTIKE yia Tn dnuioupyida pIag S1a@OPOTTOINMEVNG EMTTEIPIAG.

Mapadeiypa: H Salesforce ekmraidevel Toug TTWANTEC TNG OX1 UOVO OTIC TEXVIKEC TTANPOQOPIEC TWV TTPOIOVTWY OAAG
Kal oTi¢ soft skills Tou active listening, TTPOOQEPOVTAC TTPOCAPHOOUEVEG AUCEIGC OTOUG TTeEAATEC B2B.




O1 TwANoeIg dev_aTToTEAOUV €va ATTOUOVWUEVO KOUUATI TNG ETTIXEIPNUATIKAC 0pa0TNPIOTNTAC, AAAG €ival opyavika
EVTIAYUEVEC OTIC EUPUTEPEC EUTTOPIKEC OTPATNVIKEG.

H euBuypdpuion petacu marketing, product management kai CRM «kaBiotarar kpioiyn otn  dnuioupyia
EVOTTOINUEVWY TTPOTACEWYV agiac. H diaouvdeon auTr) EMITPETTEI TOOO TNV AVTATTIOKPION OTIC TPEXOUOEG AVAYKEG TWV
TTEAATWY OCO0 KAl TNV EVEPYN OUV-ONUIoupyia AUCEWV.

O1 TTwWANTEG Traifouv evepyd PpOAO OTIG TIMOAOYIOKES TTOAITIKEG KOl OTNV gvioxuon Tou brand positioning.

Napadeiypa: 21nv Amazon Web Services (AWS), ol account executives ouvepyalovral ye marketers yia 1n
dnuioupyia TTPOCAPPOCHEVWY cloud AUCEWY TTOU AVTATTIOKPIVOVTAI OTIC AVAYKEC TOU TTEAATN.



H 1exvoloyia €xel PETANOPPWOEl PICIKA TO TTEdI0 TWV TTWANCEWV HME TNV OUTOMATOTIOINOTN, TA AVAAUTIKA
OedopéEVa OE TTPAYMATIKO XPOVO KAl TNV EVIOXUON TNG EMTTEIPIOG TOU TTEAGTN.

H uio8éTnon cuotnudatwyv CRM, predictive analytics kail Al chatbots avadsikvuegl Tnv acia Tnc data-driven TwAnonc.

O1 emxeIpAOEIC UTTOPOUV TIAéOV va TIPOCAPHOlOUV TNV TIPOTACH TOUG Of KABe TreAdTn SeXwpioTd,
MEYIOTOTTOIWVTAG £TO1 TV ATTOTEAECUATIKOTATA TG OTPATNYIKNS TOUG.

H yn@lotroinon PETaTPETTEI TOV TTAPADOOCIOKO POAO TOU TTWANTKR O€ évav oTpaTnyIiké cUuBouAo, odnywvtag o€
TTIO OTOXEUMEVEG EVEPYEIEG.

Napadeiypa: H HubSpot xpnoiyotroiei predictive lead scoring woTe ol TTWANTEC va ETTIKEVTPWVYOVTAI OTOUG TTIO
mMOavoUug TTEAATEG, PEATILOVOVTAC TNV ATTOJOTIKOTNTA TWV TTWANCEWV.



Mapd TNV TeEXVOAOYIKN TTPO0d0, N avlpwtrivy aAAnAsmTidopaon Trapapével BACIKR yiO TRV ETITUXIO TWV
TTWARCEWYV, €I0IKA O€ TTEPIBAAAOVTA UWNAWY aTTAITAOEWYV Kal aBeaiotTnTac.

H 1kavétnTta gvouvaiodnong kal n dnuioupyia OETIKWY OXECEWV EMTTICTOOUVNG 00NYyoUV O€ MOKPOXPOVIEG
OUVEPYOOIEG. 2TOIXEIO ONUAVTIKO IDIAITEPA YIa TTEPITITWOEIS B2B.

H mTpoowtikl Trpootyyion Ponbd oTtnv evioxuon TnNG TTEAATEIOKAG OAQOCIWONG KAl OTnNV AtroKTnon Tou
erTovopadopevou “trust capital”.

O1 ouvaioBnuaTtikég ouvdéoelg dnuioupyouv BeTIKO brand image kai evioXUouv TV avTaywvIoTIKOTNTA TNG
ETTIXEIPNONG.

Mapddeiypa: 210V TOPEQ TNG TTOAUTEAOUC wpoAoyoTroliag, OTTwe N Rolex, ol TTwANTEC €TTEVOUOUV XPOVO OTN
YVWPIMIa TwV TTEAATWYV, ONUIOUPYWVTAC JIa EUTTEIPIA ayopds uWnARG ocuvaioBnuaTIKNG agiac.



Ta&ivopnon MNwAnTwv
kata McMurray
(HMNA, 1961)




O Robert McMurray aveTTTu¢e €va atro Ta TTPWTA OEWPNTIKA HOVTEAO KATNYOPIOTTOINONG TWV TTWANTWYV BAcel
TwWV 0pACTNPIOTATWY TOUG KAI TNG ETTIPPONG TOUG 01N d1adikagia TTwANoNG.

H 1Tpoofyyion autr) O1aKPivel TUTTOUG TTWANTWYV, ONUEILWVOVTAG OTI OEV_AOKOUV _OAOI TIC iDIEC AEITOUPYIEC OUTE
QVTIMETWTTICOUV TIC iDIEC TTPOKANTEIC.

H tagivopnon Baciletal otnv diagopoTtroinon pOAwyv, mTpETTOVIOC TNV €CEIOIKEUON OTNV EKTTAIOEUTN KAl
OIOXEIPION TWV_TTPOCWTTIKWY OECIOTATWY. AUTH N avaAuon €XeEl ONMAVTIKEG EQOAPMOYES OTNV OPYyAvwon TNG
EMTTOPIKAG ONadag (TTpoaywyEG KATT.) Kal oTn diaxeipion amrédoong (bonus system, KATT.).

Moapddeiypa: Mia 1ToAueBvIK ) OTTwS N Nestlé avaBétel dia@opeTikoug TUTTOUC TTwANTWY (atmd order takers o€
OOUTTEPUAPKET €W technical sellers o€ €I0IKEC ETTIXEIPNMUATIKEG JOVADEC) BEATILOVOVTAG TNV ATTOTEAECMUATIKOTNTA TWV
TTWANCEWV.



O 1eparéoTOA0G TTWANTAG Oev aOXOAtgiTal AMeEcA ME T AQWN TrapayyeAIwy, OANQ ETTIKEVTPWVETAlI OTNV
EKTTAIOEUOT KAl TNV EVNHEPWON TWV TTEAATWYV YIA TA TTPOIOVTA / UTTNPECIEG.

H dpdon Tou oTOXEUEI OTO XTICIMO MOKPOTTPOBECHWY OXECEWYV KOl OTNV EVioXuon TNG €IKOVAG Tou brand otnv
ayopda.

H 1Tpocéyyion Tou Baciletal oTn dnMIoupYia EYTTIOCTOCUVNG HECW OUVEXOUG TTANPOPOPNONG KAl TTOPOUCIiaoNS
oPEAWYV, XWPIc va eIOIWKEI APETA oUVaAAayN.

EmitrAéov, auTr n néEBodocg gival ID1IaITEPWC XPNolIun o€ KAGdouC e uWnAoUC KAvovIOUOoUG ] JAaKPOXPOVOUS KUKAOUG
ayopdac.

NMapadeiypa: O1 eEKTTPOCWTTOI PAPPAKEUTIKWY TTPOIOVTWY TNG Pfizer TOKETTTOVTAI YIATPOUC VIO EVNUEPWON OXETIKA
ME VEQ @APUOKA, ETTNPEACOVTAC TIC CUVTAYOYPOAPIKES ATTOPACEIG XWPIG VA TTPAYHATOTIOIOUV APECN TTWANON.



O "order taker" TrepIOpIlETal KUPIWG OTNV KATAYPOA®P TWV TTOAPAYYEAIWV XWPEIG va eTTNPeAlel evepyd Tnv
ayopd, ASITOUPYWVTAG WS YPOPEIOKPATIKOC dlauecoAaBnTAC.

Avtifeta, o "delivery seller" Odiaxeipietal TN @UOIKAR OlOVOMN TWV TTPOIOVIWY, €VIOXUOVTAG TNV _TAXEIQ
€CUTTNPETNON.

Kair o1 duo poAor gival Kpioigol yia 1n dlathpnon TG PONG €00dwv Kal TNV gUgAI§ia TNG £QODIACTIKNG
aAucidag.

H oTevl cuveEpyaoia TOUC UE TOUC TTEAATEC CUVEIOQEPEI OTN OTABEPOTNTA TWV KABIEPWUEVWYV OXECEWV.

Napadeiypa: O TwAnTEC TNG Coca-Cola emoKETTTOVTAI JIKPA KATAOTANATA VIO VA TTAPAdWOo0ouUV Ta TTPOIOVTA KAl VA

dlao@aAioouv TNV OPAAN EUPAVIOT TOUC OTa PAQIa, AEITOUPYWVTAC aTTOTEAEOMATIKA w¢ order takers kai delivery
sellers.



O TeEXVIKOG TTWANTAG OI100£TEl £CEIDIKEUMEVEG YVWOEIS TTOU TOU ETTITPETTOUV VA TTAPEXEI OUUBOUAEUTIKEC AUCEIC
BAOEI TWV TEXVIKWYV AVAYKWY TOU TTEAQTN.

H AciToupyia TOUu evowuaTwvel TN YETAQEPOAON CUVOETWY TEXVOAOYIKWY XOPAKTNPIOTIKWY OE TTPAKTIKA O@EAN Kal
Auocic. Méow Tng ouvepyaoiag Tou pE OopAdeg €peguvag Kal avatrTuéng (R&D), ocuuBAAAsl ouolaoTIKG OTn
JIaUOPPWON TTPOIOVTWY TTOU AVTATTIOKPIVOVTAI OTIC ATTAITATEIC TNC ayopdc.

H TTapoucia Tou evioXUEl TNV EIKOVA TNG ETAIPEING WG ASIOTTIOTOU ETAIPOU YIA TEXVOAOYIKEG AUCEIG.

MNapadeiypa: Oi1 technical sellers TN¢ Siemens Trapéxouv EMMTOTTIA UTTOOTAPIEN KOl €COTOMIKEUMEVEC AUOEIC
Blounxavikng autoparotroinong, Bonbwvrtac KABe epyooTdolo va BEATIOTOTTIOINOEI TIC AEITOUPYiEC Tou PNEOw data-
driven avaAuoewv.



O Onuioupyds CNTNONG OEV_AVIATIOKPIVETAI OTTAWC O€ UTTAPXOUOEC aVAYKEC, OAAG gpyddeTal evepyd yia Th
OnUIoUpPYia VEWYV ayopaOTIKWYV EUKAIPIWY OTNV OYOPd.

H 1rpooéyyion Tou xapakTtnpiletalr atmd duvauikd storytelling, evromiopyo latent needs™ kai TTPWTOTTOPINKEG
TTPOWONTIKEG EVEPYEIEG.

Méow TnNG KaivoTopiag OnMIOUPYEI VEEG TAOEIG KAl TTOPOKIVEI TNV ayopd va avaAdBer dpdan, TTpowdwvtag
OUCIAOTIKA €EVa VEO TTPOIOV I UTTNPETIQ.

H iIkavéTtnTd TOoUu Vva petatpérrel Tnv aBeaidotnra o€ {RTnon cival KaBopIoTIKN yia TNV avatTu¢n TnG ayopdc.

Mapdadeiypa: Otav n Apple Advoape 1o TTpwTo iPad, ol dnuioupyoi {rTnong pyacTnKav yia va TTaPOUCIACOUV TO
TTPOIOV WG ATTAPAITNTO EPYAAEIO, DIAUOPPUVOVTAC HIa VEQ ayopd TTou OV €ixe TTpoavapePBEi.

Ta latent needs (Kpu@ég avaykeg) apopouV aVAYKEC TWV KATAVOAWTWY TTOU gV €XOUV dIaTuTTwOEI pNTA 1} TTOU Ol

id101 oI KATAVAAWTEC BEV EXOUV _OKOUN OUVEIDNTOTIOINTEIL. AUTEG Ol AVAYKES OEV AVTAVAKAOUV TIC AUECEC ATTAITACEIG
TTOU eK@palovTal oc €PEUVEC AYOPAsC, AAAd MTTOPOUV va TTPOKUWOUV OTAV HIO KAIVOTOMO TTPOOCEyyIion R
TEXVOAOYiO TTAPOUCIAETAI KOl OVOiYEl VEEG OUVATOTNTEG. 2€ TTOANEC TTEPITITWOEIC, Ol KATAVOAWTEG OEV {EPOUV
OTI Xperalovral KATI HEXPI VO TOUG TTPOooPEPOEi ia Auon 1Tou aAAACel evTEAWC TNV KABNUEPIVA TOUC EUTTEIRIA 1
OIEUKOAUVEI ONUAVTIKA TN {wn TOUG
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Avartrtuén oegvapiou!
XWwPIOTEITE 0 OHADES TWV 4-5 ATOHWV!

KaBe oudda TTpETTEl va ETOINAOEL:
‘Mepiypaen Tng Etaipeiag & Tou Mpoidvrog/Ymnpeoiag, 1o target Koivo Kal TO CUYKEKPIMEVO TTPOIOV 1
UTTNPEECIA TTOU TTPOKEITAI VO AQVOAPIOTEI.
2 xed100u6 Aladikacoiag NMwAnong: 2xediAoTe TO customer journey OTToU KABE POAOC gival KPioIUOG:
» O Missionary Seller 8a avaAaBel Tnv evnUEPWAON Kal TNV EKTTAIOEUCN TOU TTEAATEIOKOU KOIVOU PE OTOXO
TN dNUIoUpYyia EUTTIOTOOUVNG.
» O1 Order Taker & Delivery Sellers Ba diaxeipiotTouv TIG KABNUEPIVEC TTAPAYYEAIEC KaI TN dlavoun,
dlaocpaAilovtag TNV OPaAr por TWV TTPOIOVTWV.
» O Technical Seller 8a evowpatwoel TRV TEXVIKI YVWON, HETATPETTOVTAG AEITOUPYIKA XOPOAKTNPIOTIKA O€
TTPOKTIKA OPEAN.
» O Creator of Demand Ba TTpoTEivel TIPWTOTTOPIAKES TTPOWONTIKEC EVEPYEIEC YIA TO AQVOAPIOUA VEWV
TTPOIOVTWYV I UTTNPECIWV.
> Y1euOuvog/Y1eluvol yia Tnv avadein VEwWV ayopwyV Kal TTEAATEIOKWY OHAdWV.
2uvepyaTiKEG Aladikaoieg kal KouBévTa yia MNMpokARoelg: 2ulnNTroTe TTWG O1 DIAPOPETIKES TTPOCEYYIOEIC
MTTOpOUV va oupBadilouv, kaBwc Kal Ta TBava onueia ouykpouong TTou Ba TTPETTEI VA AVTIMETWITIOTOUV.



H Oswpnon Tou Newton yia tn
NMwAnon




O Derek Newton gioryaye pia Tagivopunon TTou €0TIACEl OTIC ATTAPAITNTES IKAVOTNTEG KAl TO TTEPIBAAAOV TG
BiounxavikiAg TTwAnong.

H 1rpocéyyion autr) BacileTal OTIG ATTAITHOEIS TOU KAOE KAADdouU, Aaupavovtag utréoywn Tn @UOT TWV TTPOIOVTWYV
KOl TNV avAYKN Yid TEXVIKA UTTOCTAPISN.

To poviéAo Tou Newton OleukpiIvifel TOUG POAOUG TwWV TTWANTWYV Ot £va TTEPIBAANOV OTTOU N OTPATNYIKA
OUVEPYAOia Kal N TEXVIKI £EEIDIKEUON €ival KPIOIUES YIO TNV ETTITUXIQ.

H BewpnTik autl TTpoofyyion TTPOC@EPEI oa@ry €IKOVA yia TOV KABOPIONO Twv aTTaITACEWV atrédoons Kal
AVTATTOKPIONG OTIG OVAYKEG TWV TTEAATWV.

Mapddeiypa: 21N Bloynxavia XNUIKWY GpWPATWY, ol TTEAATEC auxva xpeiddovTal €I0IKEC AUOEIC TTOU OXETICOVTAl JE
TN oUvBeon, TNV EQAPUOYN A TIG ETTITITWOEIG EVOC TTPOIOVTOG.

[a Tapdadeiyua, évag TTWANTAG BIOKNXAVIKWY XNHIKWY APWHATIKWY OUCIWYV TTOU TTPOTEIVEI £éva VEO dpwpa
YIO KEPIA OOYIaG TTPETTEI OXI MOVO VA €CNYNOEI TA XAPAKTNEIOTIKA TOU TTIPOIOVTOC, OAAG KAl VO KATAVONOEI TIC
OUVONKEC epyaaiac Tou TTeEAATN, va die€ayayel dOKIYEC, Kal va ouvepyaoTtei ye TRV opdada R&D (Epeuva kal
AvAaTtrTuén) via moavéC TTPOCAPUOYEC.

H emTuxia tnG TmwAnong Baoiletar otn Babid TeXVIKA yvwon Kal oTnv IKavoTnTa OIAXEIPIONG OXETEWV, OTTWG
aKPIBWC TTPOoTEIVEI TO HOVTEAO TOU Newton.




H eutrOopIK TTWANON OTOXEUEI OTNV AUENON TWV TTOPAYYEAIWV HECW TWV_ UQIOTAUEVWY OIKTUWYV dIavounc,
eoTialovrag oTn dlaxeipion HakpotrpoBeouwy oxéoewv (B2B).

O TTWANTAG OUVOUAClEl TEXVIKES TTWANCEWYV HE UTTNPECIES TTOU TTPOCOBETOUV agia, OTTWG N UTTOOTAPISN TOU
merchandising. H umooTtipicn Tou merchandising HeTa@PAlETAlI OTN OnUIoOUPYIa OTTTIKA EAKUOTIKOU
TEPIBAAAOVTOG, KATI TTOU EVIOYUEI TNV AVAYVWPICINOTNTA TWV TTPOIOVTWV.

H oTtpatnyikr auTr] atraiTeli CuveXEi dIATTPAYHATEUCEIS KAl TNV IKAVOTNTA dIATAPNONG OXECEWV PE O1EBVA Kal
TOTTIKA KavaAia d1avounG.

H owotl O1axXEipIion Twv EUTTOPIKWY OXECEWV EVIOXUEI TNV OVTAYWVIOTIKOTNTA OE €va YVWOTO Kal
KaBiepwpévo TrepIBAAAov (red ocean strategy).

Napadeiypa: O1 trade sellers Tn¢ Procter & Gamble gpyalovTal o€ ouvepyaoia Pe HEYAAEC AAUTIOEC KATAOTNUATWY
oTTw¢ 0 AB kai Tta Lidl, diac@aAilovrtag Ot Ta TTPOIOVTA Toug AauBAvouv Tnv atrapaitnTn TTEOROAN Kal UTTooThPIEN.
T.X. " YWOC pa@Iou, TTAvTa YEUNATA pa@Ia JE Ta TTpoiovTa TNG Procter & Gamble.



O missionary seller Bdoel Tou Newton divel éu@acn oTn SIANOPPWON EUTTICTOOUVNG HECW TNG TTAPOXNS
TTANPOPOPNONG KAl ETTINOPPWONG TWV ETTNPEACTWYV TNG ayopdg (influencers).

H tmrpooéyyior) Tou otoxeuel otnv aAAayn TG avTiAnwng tou TTeEAATN Kal 0Tn dnMIoupyia HAKPOTTPOBEoHWY
OXECEWV XWPIC AUETO KAEIOIUO TTapayyeAiac.

H emdiwgr Tou cival va eKTTaideuoel Kal va evnuepwoel Toug key influencers kal decision makers, va Toug
OWOoel Ta EPYUAEIA YyIO VO KATAVONOOUV KOAUTEPO TA TTAEOVEKTAMATA KOI TIG KOAIVOTOMIES TTOU TTPOCYEPEI N
eTaIPEia, XWEIic Ouwc va mECE! Via AueEan atrdépaon ayopdc.

2.€ TTEPIBAANOVTA OTTOU OI ATTOPACEIC ayOoPAS TTAipVouV UTTOWn 1600 0pBOAOYIKOUG 6C0 KOl OUVAICONMATIKOUG
TTapayovteg (cognitive & emotional), auty n oTpatnyik) cupBAAAEl oTn dnUIoupyia BACINWY OXECEWYV TTOU
a1rodidouv KapTToug o€ BaBog xpovou.

Mapadeiypa: 21ov KAGOO TwV 1aTPIKWYV €COTTAIOCMWY, oI missionary sellers Tn¢ Johnson & Johnson opyavwvouv
EVNUEPWTIKA CEUIVAPIA VIO OUADEC IATPWYV, ETTNPEALOVTAG TIC ETTIAOYEC TOUG O€ BABOC Xpovou.



2TV TEXVIKA TIwAnon Paoifopyevoc oto PoviéAo Tou Newton, o TTwWANTAG €0TIAEl OTnN METATPOTTH TWV
TEXVOAOYIKWYV XOPOKTNPIOTIKWY CE€ AUCEIG TTOU AVTAOTTOKPIVOVTAI OTIG TTOAUTTAOKEG OAVAYKESG TOU TTEAATN.

O poéAo¢ Tou TTWANTH OEV TTEPIOPICETOI HOVO OTNV TTAPOUCIACT TWV TTPOIOVTWY, OAAA ETTEKTEIVETAI OE MIA
O1adIkacia £PEUVNTIKAS AVAAUONG, TEKMNPIWMEVNG TTOPOUCIaOoNS KAl OTPATNYIKOU OIaAOyou HE TOUG
meAATEG. H gutrelpia Tou €o0Tidlel oTn OIEPEUVNON TWV TTOAUTTAOKWY AVAYKWY KAl OTNV TTAPOXN EUTTEQIOTATWUEVWV
OUOTAOEWY WOTE va BEATIWOEI N euTTEIpia TOU TTEAATN.

H oTpartnyikl TOU ATTAITEI OCUVEPYOOIO ME TEXVIKOUG EMTTEIPOYVWHOVES KOl CUVEXEIC EVNMHEPWOEIS YIA TIG
KOIVOTOMIEG TNG AYOpPdS.

O technical seller d1a0€te1 BaBId yvwon TG TEXVOAOYiIaG eV, 0 POAOG TOU LEKIVA ME HIO AETTTOMEP aVAAUOT
TWV TTOAUTTAOKWYV aVAYKWYV ToU TTEAATN. AuTO onuaivel 0TI diEpeuva OX1 JOVO TIC TRPEXOUOEC ATTAITACEIC, AAAG KAl
TIC_EANOVTIKEG TTPOKANCEIC TTOU UTTOPEI VO TTPOKUWOUV, TIPOKEIMEVOU VA TIPOTEIVEI AUCEIC TTOU MTTOPOUV VA
BEATILOOOUV OUCIACTIKA TIG ETTIXEIPNOIAKEG dIAdIKATIEC TOU TTEAATN.

Mapddeiypa...



NMapadeiypa: O1 technical sellers Tng Oracle cuvepyddlovtal oteva pe CIOs kar CTOs yia va TTpOoTEIiVOUV [ia
TTpooapuoouévn AUon cloud pTTOPEI va TTapouciaoTel WG BeATIWHEVN dlaxeipion OeOONEVWYV KAl AUENUEVN
a1TOdO0TIKOTNTA TTOU 00Nnyei o€ kaAuTepo ROI (: atrédoon emEvouong).

Autry n Oladikaoia TrEpIAAPBAvEl avAAuon TTEPITTTWOEWV (case studies) kal Trapouciaon OeDdOPEVWY  TTOU
TEKNNPIWVOUV TNV ATTOTEAECHATIKOTATA TS AUONC.

ENMNE=HMHZH OPQN:

H Oracle Corporation gival yvwaoTh KUpiwg yia TIG AUCEIC TNG OTOV TOMEQ TwV PACEwV OEOONEVWY, TOU AOYIOUIKOU
yia ETTIXEIPAOEIC Kal Tou cloud computing.

H Oracle avarmtuocoel tmpoiovia 1ou BonBouv emmixeiprioels va dlaxelpidovral dedouéva, va AuTOPATOTTOIOUV
OIa0IKACIEG KAl VA EVOWNATWVYOUV OUYXPOVEG TEXVOAOYIKEG AUCEIG TTOU €VIOXUOUV TNV ATTOTEAECUATIKOTNTA KAl TNV
AVTAYWVIOTIKOTNTA TOUG.

ClOs (Chief Information Officers) eivai o1 kopugaiol utteEUBUVOI TTANPOPOPIKNAG MIaG eTalpeiag. O pOAog Toug e0TIACE!
aTn OTPATNYIKNA JIAXEIPION TWV TTANPOPOPIAKWY CUOTNUATWY KAl TNG TEXVOAOYIAG HECA OTNV ETTIXEIPNON.

CTOs (Chief Technology Officers) eival utreuBuvol yia TNV TEXVOAOYIKI OTPATNYIKI TNG £TAIPEIAG YE EUPAc OTNV
KAIVOTOMIQ Kl TNV aVATITUSN VEWV TEXVOAOYIKWY AUCEWV.




O TTWANTAC VEWV TTEAATWY CUPPWVA PE TNV Tagivopnon Tou Newton €TTIKEVTPWVETAI OTN OlEicduon O€ ayopEC TTOU
BpiokovTal akOua o€ avaTrTu§Iakd oTAdIo.

H atmooToAr Tou gival n avalATnon Kal atrOKTNon VEWV AOYApPIaO WY, ATTAITWVTAS UPnAn IKavoTnTa prospecting
Kal OIaTTPayUATEUCNG.

O poho¢ Tou BacileTal oTn OnUIoUpyia OETIKAG TTPWTNG EVTUTTWONG KOl TNV EVEPYN ETTIKOIVWVIA VIO TNV
KivnTpa ayopdc.

MEoa a1rdé cuUCTNPATIKEG TTAPOUCIACEIC KOl targeted campaigns, TTpoweiTal N avamTuén Tou PePIdiou ayopdag.

Mapdadeiypa: Or1 inbound sales reps ™n¢ HubSpot aciotroiouv digital channels kai content marketing yia va
TTPOCEAKUOOUV VEOUG TTEAATEG TTOU EKONAWVOUV £vOIAPEPOV YIaA TIG AUCEIG TOUG.



Ac napakoAouOnNOToUHE TI AEVE Ol EI0IKOI...

https://www.youtube.com/watch?v=xxI05kF3U U

AP. XATZONOYAOY

21


https://www.youtube.com/watch?v=xxl05kF3U_U

KaTnyopionoinon NwAnocewv
Baoel Ayopag




H diagpopoTtroinon Twv TTWAACEWV YivETAl BACEI TWV TPIWV PACIKWY TOMEWV:
B2C (karavoAwrTikég), B2B (Biounxavikég/etrayyeApatikég) kai B2G/I (governmental — onuéocio /
institutional - 1I0pUMATIKO).

KaBe karnyopia atraitei povadiknl TTPOOCEYYION, TTPOCOUPHUOOCHEVN OTPATNYIKA Kal OI0MOPETIKA OldpKEIa
KUKAoOU ARYng atro@acewyv. O1 KATAVOAWTIKEC TTPETTEI VA Eival TTIO TAXEIC. ..

H karavonon Ttwv OJOla@opwy autwyv onBd otnv avatmTug¢n OTOXEUMEVWY OTPATAYIKWY TIWANCEWV TTOU
QVTATTIOKPIVOVTAI OTIC dIAPOPOTIOINMEVEC AVAYKEC.

ETitTAéoV, N EVOWPATWON QUTWYV TWV YVWOEWV BEATIWVEI TAV ATTOOOTIKOTNTA TOU TTPOCWTTIKOU KOl TWV UTTOOONWYV
CRM.

Mapdadeiypa: H Bosch £xel diapop@waoel EEXWPIOTEC OUADEG YIA TA OIKIOKA TTPOIOVTA, Ta BIOPNXAVIKA epyaAgia Kal
TIG ONUOOIEC oUPBaoElg, Tpoocappolovrag Ta KPIs kal Ti¢ d1adikaaie avaAoywc.



Ol KAaTavaAWTIKEG TTWANOCEIC OTOXEUOUV OTOV TEAIKO KATAVOAWTH MECO ATTO ETTIKOIVWVIA KOl €AKUOCTIKI
TTOPOUCiaoT TTPOIOVTWV/UTTNPECIWV.

H ammé@aon ayopdcg Baaciletal cuxXva O€ OTIVUIQIEG EVTUTTWOEIC, aloBNTNPIaKA epeBiouaTa Kal EUTTEIPIA TTEAATN.
H oTtpaTtnyik €MIKEVIPWVETAI CTNV ypRyopn avrtamokpion Kal oTnv TTapoxf £CATOUIKEUUEVWY TTPOTACEWV,

ONMIOUPYWVTAC «OVODIKEG EMTTEIPIEG AYOPAG».
Personalisation is a trend!

H aglotroinon visual merchandising (1r.X. oTrTIkr €AEn: H TTapouciaon Twv TTPOIOVIWY, EAKUCTIKEC PBITPIVES Kal
TTPOCEYMEVA OTITIKA OTOIXEIQ TTOU TPABOUV TNV TTPOCOXI TOU KATAVAAWTH)) Kal

storytelling (1.x. xwpa TTPoEAEUONC YIA TPOPIUO/KAAAUVTIKA)

gival Kpiolung onuaaciag oe autov ToV TOMEQ.

Mapddeiypa...



Moapddeiypa: 210 Apple Store, o1 “Specialists” TTapéxouv TTPOCWTTOTTOINMEVEC TTAPOUCIACEIC TTPOIOVTWY, EVW
TAQUTOXPOVA €EKTTAIOEUOUV TOV KATAVOAWTA YIia T OQEAN TwV VEWV TEXVOAOYIWYV, €viOXUovTag Tnv aiocBnon

EMTTIOTOOUVNG.

Apple Vision Pro 2024 trial @ Apple Store, London, UK
i \,,-
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Mepi€ypawe pia EPTTEIPIA COU WG KATAVOAWTAG!
Awaoe €va TTapAdEIyUa TTOU 00U EYIVE MIA EAKUCTIKN TTApOoUdiaon eVOG TTPOIOVTOC N MIAG UTTNPETIAC.

H amré@aon autic TNG ayopdc va BacileTal o€ OTIYPIAIEG EVTUTTWOEIC, AloONTNPIoKA gpeBiouaTa Kal
BETIKN EUTTEIPIO WC TTEAATIOON / TTEAATNG.

Na 1oxUel TOouAdxioTov £va aTTo Ta akOAouBa:

» H oTtpartnyikn TToU €QAapPOCTNKE va dNUIOUPYEI « JOVADIKI EMTTEIPIA AYOPAGCY.
» Agjomroinon visual merchandising (11.x. OTITIKA €A¢N)

= Storytelling (11.X. xwpa TTPOEAEUCNC YIA TPOPINA/KOAAUVTIKA)



O1 BlopgnxavikéC TTWANOEIC atreEVBUVOVTAl O ETTIXEIPACEIG KAl ATTAITOUV AETTTOMEPH AVAAUOT AVAYKWYV, TEXVIKN
TEKMNPIWOoN KAl HOKPA JSIaTTpayHATEUCT).

H diadikacia Aappaver uttown TNV opBoAoyikil agloAdynorn, Ta OIKOVOMIKA O@EAN KAl TNV E€TTiAuon
TTOAUTTAOKWYV AEITOUPYIKWYV TTPORANMATWY.

O poéAo¢ Tou TTWANT WG OUPPOUAOG AUcewv eival KOBOPIOTIKOG, OeOOMEVOU TOU QTTOKAEIOTIKA TEXVIKOU Kal
ETTIXEIPNOIOKOU TTEPIBAANOVTOC. H KOAR ouvepyacia pe Ta TUAMaTa R&D kKol engineering evioxuel T1a
QTTOTEAECHATA TWV TTWANCEWV.
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YAotroinon OAokAnpwuévwy ERP/SCM Auocewv oe MeydAn Biounxaviki Etixeipnon

Mia eTaipgia TTapoxNG AOYIOUIKOU TTPOTEIVEI I OAOKANPWUEVN AUCN
ERP (Enterprise Resource Planning) kai SCM (Supply Chain Management) o€ pia yeyaAn Biopunxavikn

ETTIXEIPNON TTOU ETTIOIWKEI TNV OAOKANPWHEVN DIAXEIPION TWV £QODIACTIKWY AAUCIdWYV KAl TNV Evioxuon
TNG ETTIXEIPNOIAKAG TOU ATTOOO0TIKOTNTAG.

[MpocToipace Kal TTapouciaoe (TTEPIYPAPIKA):

Tnv AETTTOMEPN AVAAUC TWV AVAYKWYV
Tnv TEXVIKN TEKPUNPIWON Kal TTapouaiacn
Tic MBavEC dlATTPAYUATEUCEIG

Ta o@EAN yia TN BlounNxavikn €TTIXEipnon



O1 TTwAACEIC 0€ KUBEPVNTIKOUG KAl IDPUMPATIKOUC TTEAATEG ATTAITOUV CUHMHOP@WON HE AUOTNPA VOMIKA TTAdiCIa
Kal O1aYyWVIOTIKES OIADIKACIEG, EVW N TEKUNPIWON TG Agiag yiveTal JE ATTOAUTN AETTTOMEPEIQ.

H avdAuon Twv avaykwyv TrepIAapBAavel didgpopa eTTiTreda £YyKPIONG KAl TN OUuvEPYAoia PE TTOAAATTAG THAMOTA
o€ KAOe opyaviouo.

H di1adikacia xapaktnpeietal ardé XaunAn cuxvortnta aAAd upnAo péyeboc cuvaldaywy, Evw n dla@Aaveia Kai
n aglomioTia gival WTIKAG onMACiag.

H 1Tpooéyyion auth atraiTei ECATOMIKEUMEVES AUCEIC KAl ETTiIHOVN DIAXEipPION OXETEWV.

Napadeiypa: H SAP oupuetéxel o€ dnuodaiouc diaywvIoUoUuC Wn@Iakou PeTaoxnuartioyou, rapouacidloviac ERP
QUOTAUATA TTOU CUUKOPQUVOVTAI JE EUPWTTAIKEC PUBUICEIC KAl ATTAITAOEIC.
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NMpwoopoiwon dnuéciov diaywVviIoHoU YIa YNPIOKO METOAOXNHATIONO

KaBe opada Ba trpetrel va avaldpel 1o poAo evog rpounBeuTth (11.X. eTaipgia ERP TTou cuppop@wveTal ye eupwTTaikéEC puBUIoEIQ)
Kal 6a TTPOETOINACEI pIa TTARPN, TEKUNPIWHEVN TTPOTACN.

Karta 1n didpkeia TnG d0paocTnPIOTNTAG, Ol OMAdEC Ba TTPETTEI VA AVTATIOKPIOOUV O€ CUYKEKPIMEVA KPITIPIA TTOU APOPOUV:

*Nouik Zuppépewon: lNapouciaon Twv OTOIXEIWV TTOU ATTOOEIKVUOUV OTI TO TTPOIOV ) N AUoN TTANPOI TIC ATTAPAITATEC VOUIKES KAl
KAVOVIOMIKEG QTTAITACEIG.

*AvaAuon Avaykwyv: EVTOTTIONOC Kal avaAuon Twv TTOANATTAWY ETTITTEOWYV £YKPIONG KAl ATTAITACEWY TOU OpyaviouoU.
*Tekpnpiwon tng Adiag: MNapouaiaon Twv olkovouikwy o@eAwv, Tou ROI kal GAwv KPIs pe AeTTTopEP TEKUNPIWON.
*ESaTtopikeuon kal ZTpartnyiki Emikoivwvia: Avadei¢n tng povadikdTntag TnG TpoTtaons HEOW €CATOPIKEUMEVWY AUCEWV KAl
storytelling.

Aiadikaoia:

1.Eicaywyn kai Aiavoury POAwv: Katavour poAwv evidg TnNG ouddag (T1.X. TTwANTAG-OUNBOUAOG, UTTEUBUVOG TEXVIKNG
TEKUNPIWONG, UTTEUBUVOG YIa VOUIKA BEuaTa).

2.2Zuykportnon MNMpdéraong: O1 opadeg £xouv Evav TTPOKABOPICUEVO XPOVO (30 AETTTA) yia va €TOINACOUY TNV TTPOTACT| TOUG.
3.Mapouciaon kail AvriTrapadeon: Kabe oudda Tapouaidlel Tnv TTpOTACT TS EVW £yw Ba agloAoyow Tn CUPPOPPWOrn, TNV
TEKUNPIWON Kal TNV OAOKANPWPEVN OTPATNYIKNA ETTIKOIVWVIAG TNG TTPOTACNG.

4.2unTnon kai Avarpo@oddétnon: AkoAouBei culATnon yia Ta duvaTd onueia Kal Ta TTEPIBwpPIa BEATIWONG, E0TIAJOVTAG OTN
onuacia TG dIAPAvVEIAG, TNG ACIOTTIOTIOG KAl TNG TTPOCAPUOCHEVNG TTPOCEYYIONG OTIC TTWANOEIC TOU ANUOOCIoU TopEQ.



H oAlOoTIKN 0100TAON TOV NWANCE®WV




2 UYXPOVEG ETTIXEIPNOEIC avTIAauBavovTal TIC TTWARCEIG WG HEPOG EVOG EVIAIOU OUCTHMATOG TTOU EVOWUATWVEI TO
marketing, TNV €CUTTNPEETNON TTEAQTWY KAl TNV QVATITUCN TTPOIOVTWV.

H TARpNG¢ aAANAETTiIOpaOoN PETACU OAWV TWV TUNUATWY EVIOXUEI TNV _EUTTEIQIA TOU TTEAATN KAl ONUIOUPYEI OTPATNYIKA
OUVETTEIQ.

O1 opyaviopoi uloBeTouV TNV TTPOCEyyIoN “everyone sells”, 6TTou KAOe onuEio Ta@NG ME TOV TTEAATN BewpeiTtal
EUKAIPIia YIO EYTTOPIKA agia.

AuTr n oNIOTIK Bewpnan emTPETTEI TNV oUVEXN BEATIWON TG oxXéong METAEU TOU brand Kal Tou KoIvou.
Napadeiypa: COSMOTE
KdBe Etrapn wg Eukaipia: ATTO TO QUOIKO KATACTAMA MEXPI TO TNAEQPWVIKO KEVTPO Kal Tnv online TTUAn, kd&Be

onMeio eTTaenc ival yia eukaipia TTwAnong kal ouAAoync feedback. O1 ekTTPOCWTTON TNG ETAIPEINC EXOUV EKTTAIOEUTEI
va eVTOTTICOUV TIC AVAYKEC TOU TTEAATN KaI VA PMETARIBAZOUV TIC TTAPATNPNOEIC AUTEC OTA OXETIKA TUNMATA.

2uvepyaoia METOEU TuNMATWY: Ta TURUATa AvATITUENG TTPOIOVTWY ouvepyalovTal oTeva e TO marketing Kal Tnv
ecuttnpéTNOoN TTEAaTWY. Méow Twv TTaparnprocwy Kal Tou feedback, n Cosmote gvrotridel TAOEIC KAl avayKaIdTNTEC
TNG ayopPdAc YIa va avaTrTUgEl Kal va TTPOCAPUOOEl TIC UTTNPETIEC TNC.



O1 Biounxavikés (B2B) mmwAnoeic xapaktnpidovial ammd HOKpOXpoveg £revoUoelg, TTOAAATTAG etTiTreda AQYnNg
ATTOPACEWYV KOl QUOTNPA TEXVIKA KPITAPIA, evw O KaTavaAwTikéG (B2C) mTtwAnoeic PBaciovral Kupiwg o€
ouUVvaIoONMATIKA KivnTPpa KAl AJECH ATTOKPION.

O KAGBe TUTTOC ATTAITEI OIAPOPETIKEG OTPATNYIKEG, TEXVIKEG TTEIBOUG KAl TPOTTOUG TTAPOUCiaonG.

H karavonon kai o JIaXWPIONOC QUTWV TwV XAPAKTNPIOTIKWY OIEUKOAUVEI TNV KOTOOKEUR OTOXEUMEVWYV
TTWANCIOKWY TTPOCEYYIOEWV.

EmittAéov, o1 HETPAOEIG ETTITUXIOG KAl O KPIS S1a@EPOUV ONUAVTIKA METASU TWV OUO KATNYOPIWV.

MNapadeiypa: H IBM diammpaypatevetal JeyaAng didpkelag £pya wnelakou petaoxnuatiopou (B2B), evw n Zara
ETTIOIWKEI YPAYOPEC AYOPACTIKEC ATTOPACEIC yia Evduan (B2C).



B2C

O1 katavaAwTéc ato B2C mrepifaAlov Aaudavouv atropdaoels ayopds BAacel ouvaioonuartikwy, aiocdntnpiakwy Kai
KOIVWVIKWYV TTAPAYOVTWV.

H avTiAnpn Tou 1TpoidvToC eTTnpeddeTal atrd 1o packaging, 1o storytelling kai Tnv aioBnon Tou “need now”.

O pOAoC Tou TTWANTH €ival va eKPETAAAEUTEI QUTA TA OTOIXEIQ yIA va ONUIOUPYAOCEl MIA agEXAOTN EUTTEIPIA AyopPAC
TTOU ATTOOEIKVUEI TO OPEAN TOU TTPOIOVTOG.

Méow oTpartnyikwy OTTwS n dnuioupyia aicBnong EAAEIYNG Kal N XPAON KOIVWVIKAG atTtodeIEnG, €VIOXUETAI N
aTToépaon ayopdag Pe Bacn to cuvaiodnua.

B2B

O B2B 1reAATNC agloAoyei TIC TTpOoTACEIC ayopdc Baoel opBoAoyikwyv KpITnpiwyv, OTTwe To ROI Kal TO CUVOAIKO KOOTOG
1I010KTNCIAG.

O1 atmropaoccig Tou otTnpifovTal o OEDOPEVA, TTEPITITWOIOAOYIKEC MEAETEC KAl TEKMNPIWMEVES AVAAUCEIC, KOl ATTAITOUV
TEXVIKI UTTOOTHPIEN KOl ETTAYYEAUATIKEC TTAPOUCIACEIC.

O1 TwANTéEC TTPETTEl va ouvdudalouv OedOUEVA KAl ETTIXEIPNMUATIKA O@EAN WOTE VA TTAPOUCIACOUV MIO TTEIOTIKNA
TTPOTACN agiac.

AUTN N AoYIKN TTPOCEYYION ATTAITEI CUCTNMATIKY) OUAAOYI OTOIXEIWY KAl TTOAUETTITTEDN TTOPOUCIiacn Tou TTPOIOVTOC.



NMwANnTAG = ETTayyeApariag ETippong
O ouyxpovoG TWANTAG TIPETTEl va ouvdudalel ouvalioOnNUATIK)) VONHOOUVN ME TEXVIKEG ETTIKOIVWVIAG,
AEITOUPYWVTAG WG ETTAYYEAMATIOG ETTIPPONG OTNV ayopd.

H 1kavoTnTd TOU Vva TTPocapHodel TO MAVUMA TOU OTOV TTEAATN Kal va OIEUKOAUVEI TV AyOopPaOTIKE atrdé@acn
TOU TTEAATN KaBioTaTal KpioIun yia TNV ammoTeEAEoUATIKA dlaxEiplon TS TTwAnonc.

H mTpotaon Tou TTPoiovrog evioxueTal OXI MOVO ATTO Ta AeyOuEva AAAG KAl a1rd TOV TPOTTO TTAPAdOCNHS TOU,
OnUIoUpywVTAG £va BETIKO a@riynua yupw atrd 1o brand.
‘ETo1, 0 pOAOC TOU TTWANTA EKONAWVETAI WC KAEIDI VIO TNV EUTTIOTOOUVN KOI TRV TTICTOTNTA TOU TTEAQTN.

H gytmmiotoouvn atmoteAei BepéAlo yia KABe emmituxnuévn TTWANGCN, KOBWG HEIWVEI TOV AVTIANTITO KivOuvo Kal
EVIOXUEI TN OEoEUO TOU TTEAATN OTO TTPOIdV.

H ouveidntotroinon O11 0 TTEAATNG ETTEVOUEI TOGO OIKOVOMIKA 6000 KOl ouvaloOnuaTIKd, kaBioTd atrapaitntn 1NV
gvioyxuon Tou “trust capital”.

Méoa arrdé OTOXEUMEVEG e£VvEPYEIEG marketing Kal TTOIOTIKF) UTTOOTAPIEN, TO brand METAMOPYPWVETAlI OE
oUMBOAO agloTTioTiag KAl TTOIOTNTAG.

MNapadeiypa: To tpoypappa Amazon Prime Paciletal o€ ACIOAOYNOEIC, €YYUNOEIC ETTIOTPOPNG KAl OUVEXN
ecutTnPETNON, dNUIoupywvTtac uwnAd Customer Lifetime Value (CLV).



H nBik otnv TTwANnoN €ival akpoywviaio CTOIXEIO yia TN dlIATAPNON MIOG MAKPOTTPOBEoUNG Kal BIWCIMNG
ayopdg, OTTou o1 TTIXEIPNOEIC dpouv e dlagpavela Kal oeaaud TTPOC TOUC TTEAATEC.

H BiwoipdtnTa KAl n KOIVWVIKE €uluvn £viAOOOVTIAl OTIC OTPATNVIKEC TTWANCEWY, €Ca0@aAi(oviac OTI KABe
ouvaAAayn BaoileTal o€ NBIKES TTPAKTIKESG KOI MAKPOTTPOBEC N TTPOOTTTIKN.

O1 TTWANTEG TTOU EVOWMNATWYVYOUV AUTEG TIG apXES oUMBAAAouv oTtnv dnuioupyia BeTikou brand image, evw
TOUTOXPOVO TIPOOCTATEUOUV TO TTEPIBAAAOV Kal TNV Kolvwvia. H gpappoynl kKwdikwv deovroAoyiag Kal
OTPATNYIKWY TTPACIVWYV TTPAKTIKWY KaBioTatal X1 atTAWG AVTOYWVICTIKO TTAEOVEKTNMA OAAG KOl KOIVWVIKA

UtTOXpPEWON.

NMapadeiypa: H Patagonia, yvwaoTh yia TIC BIWOIMES TTPAKTIKEC TNG, EVOwMaTWVEI To ethical selling oTIc oTpaTnyIKES
NG, €vBappuvovTtag TOug TTWANTEC TG va TTPOWOOUV TTPOIOVTA HUE OUCIAOTIKN TTEPIBAAAOVTIKA] KAl KOIVWVIKN
dEoueuon.
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H oupBouAeuTik) TTWOANCN TOTTOBeTEI TOV TTWANTA WG €101K6 CUMPBOUAO TTOU KATAVONOE O€ BABOG TIG AVAYKEG
TOU TTEAATN KOl TTAPEXEI TTIPOCAPUOCHEVES AUCEIG.

H 1rpoofyyion autry Xapaktnpiletal aird evepyn akpoaon, avaAuon Twv TTPoBAnuATWY Kol TTapouciach
TTOAUTTAEUPWYV AUCEWV TTOU oUUBA&AAOUV OTNV avATITUEN agiac.

Emdiwkel TN ouv-Onuioupyia AUCEWV O OUVEPYAOia PE TOV TTEAATN, KOABICTWVTAG TOV OUVEPYATN OTN AQYN
ATTOPACEWV.

O1 TTWANTEC TTOU UIOBETOUV QUTH) TN OTPATNYIKA BEATIWVOUV TA TTOCOCTA ETTITUXIOG TOUG MEOW TNG EvioXUuong
TOU TrEAATEIOKOU engagement.

NMapadsiypa: Oi relationship managers 1n¢ Deloitte ouAAéyouv dedopEva YECW TTPOKATAPKTIKWY OUVAVTNOEWY Kal
TTPOTEIVOUV ECATOUIKEUPEVEC OTPATNVYIKES, OONYWVTAG O€ £pYa UWNANG TTPOOTIBEUEVNG A&iaC VIO TOUG TTEAATEC TOUC.




H teilBw atroteAei avatrooTtaoTo €pyaAEio oTIC TTWANOEIG, ouvdudalovTag oToIXEia AOYIKAG, ouvaioOnua Kai
agIOTTIOTIOG OE NI OAOKANPWHEVN TTOpOUCTiaoT.

MEow TNG ATTOTEAEOUATIKAGC PNTOPIKAS KAl TG XPAONG TEKUNPIACHEVWY OEOONEVWY, O TTWANTNAC ETTIOIWKEI VA
METABIBACEI TNV aia TNG TTPOTACNG TOU HE CAPRVEIQ.

H duvapik aut otnpiletal oTnVv IKAVOTNTA VA TTPOCAPHOLEl TO MAVUHA OTIC OVAYKEG TOU OKPOOATNPIOU Kal Va
onuIoupyEi cuvaiodOnuaTtikd cuvdeoo.

H emTuxnc mmeibw odnyei o€ HETATPOTTH) TWV AVTIPPNOCEWYV OE EUKAIPIES AVATITUENG OXECEWYV KOl KAEICIHATOG
CUH@WVIWV.



H atroteAeopaTikh €TTIXEIPNMATOAOYIO OTNPICETAI OTNV KATAVONOT TWV BACIKWY KIVATPWY TOU TTEAATN KAl OTN
XPAON TEKMNPIWHEVWY ATTOOEIKTIKWY CTOIXEIWYV VIO TNV UTTOOTHPICN TNG TTPOTACNC aciac.

O TWANTAG KOTAOKEUGAlel £va TIAAVO HE COa@  EMIXEIPAMATA, AVTIMETWTTI(OVTAC TTPOKOBOPICHEVEG
AVTIPPAOEIG KAl TTAPOUCIAOVTOC OUYKPITIKEG AVAAUOCEIG.

H trpoctoiyacia trepIAauBAveEl TNV TTPOCAPMOYH TOU MNVUMOTOG CUM@WVA ME TIG OVAYKES KAOE TreAATN,
EVIOXUOVTAG TNV QVTIKEIJEVIKOTNTA TNG TTPOCEYYIONG.

2TOXO0G €ival va dnuioupynOEi pIa CUVEKTIKN) a@niynon tmou ouvduddel TEXVIKA OedoHEva KAl CUYXPOVWG
ouvaiocOnuaTiki amrékpion.

Mapdaderypa: O1 TwANTéC TNG Adobe TTpogToipuddouv custom demos 1Tou TTapoucidlouv ouykekpiyéva ROI metrics
KAl SUCCess stories, EVEPYOTTOIWVTAG TNV EUTTIOTOCUVN MECW TEXVIKWY ATTOOELICEWV Kal storytelling.



Aloiknon & Hyeoia
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H atmoreAeoparikr) dioiknon opadwv TwANcewv Pacietal 0T CWOTAH OPYAvVWON, KATAVOUR TTOpWV Kal
TTapAKOAOUONoN aA1TOd00NG EVOG OAICTIKOU TTWANCIOKOU TTAAICiOU.

O poAoc TOUu OleuBuvth TrEPIANAPBAvVEl TRV €VOUVAMWON TnNG opadag pEow coaching, mentoring Kai
KaBodnynong o oToXouG.

H aglomroinon Twv VEWV TEXVOAOYIKWYV £PYOAEiwV DIEUKOAUVEI TNV ETTIKOIVWVIA, TN dlaxEipion TTAnpo@opiag
KOl TOV €AEYXO TWV KABNUEPIVWYV d100IKATIWV.

AuTr n dlaxeipion eviIOXUEl TO OPAdIKO TIVEUUA KAl TN OUVOAIKN atTodOoTIKOTNTA, 0dNYWVTAC O OUVEXN BEATIWON TNG
aATOd00NC TWV TTWANTWV.

MNapadeiypa: Mia etaipeia Omwe n Oracle xpnoiyotrolei €10IKEC TTAATPOPPEC collaboration kal €Bdouadiaieg
ouvedpiec avaTpoPodOTNOoNG YIa va eVIOXUOEI T OUVOXN KAl TV A1TOd00N TNG OPAdAC TTWANCEWY TNG.



Ta KivnTpa KAl n nyecia atmroTeAouv Kpioipya epyaAsia yia tnv evlappuvon tng amédoong kail 1n dnuioupyia
EVOG KAINOTOG APICTEIOG OTOV TOMEN TWV TTWARCEWV.

H avAatrtu¢n SOoMNHEVWY TTPOYPAMMATWY KIVATPWY, OTTWG bonus Kal avayvwplian €moogewy, ouvOouaddleTal JE
NYETIKEG OECIOTNTEG TTOU EUTTVEOUV TN OECHEUOT KAl THV AVATITUSN TTPOCWITIKOU.

H nyeoia oTo TUNUA TWV TTWANCEWV ATTOITEI OTPATNYIKI) OKETTTOMEVN, OCUVEXN ETTIKOIVWYVIA KAl Tn dnUioupyia
TEPIBAAAOVTOG VIO ONMIOUPYIKE KAIVOTOUIA.

MEow TNG oTaBepnG KaBodriynong, ol TTWANTES evBappuUvovTal va CETTEPVOUV TA OpIa TOUG KAl va £§EAicovTal.
MNapadeiypa: H Cisco avarmTuooel TTPOYypPANUATA KIVATPWY ME TTpoypdupata avayvwpiong "Sales Excellence

Awards" o€ ouvOuaoud TOKTIKWY MNVUMATWY nyeoiag armd 1n dloiknon, €vioXuovtag TNV OMadIKh Kal OTOMIKN
atmrédoon.
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