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*H TTwANonN gival gia TToAudidoTartn diadikaoia TTou TTEPIAAPPBAVEl TTEPICOOTEPA ATTO TNV ATTAR avTaAAayn
TTPOIOVTWV I UTTNPECIWY HE XPrMOTA. AVOQEPETAI OTNV KATAVONON TWV AVAYKWYV TWV TTEAATWYV, Tn dnuioupyia
agiag Kal TNV avATTTUEN HOKPOXPOVIWV OXECEWV PETACU TOU TTWANTHA KAl TOU ayopaoTh.

*H emmiTuxia otnv TTWANON dev PBacieTal ATTOKAEIOTIKA OTNV TTOIOTNTA TOU TTPOIOVTOG, AAAG OTNV IKAVOTNTA TOU
TTWANTA VA ETTIKOIVWVNOEI ATTOTEAECHATIKA TNV TTPOTAON agiag Kal va TTeioel Tov TTEAATN OTI N ayopd gival
ETTWPEANC.

[MpakTiké Mapadeiypa: Mia eTaipgia TToU TTPOCPEPEI AOYIOMIKO Yia TTIXEIPACEIC (SaaS) dev TTWAEI ATTAWG Jia
ouvOPONN, OAAG pIa UTTOOXOMEVN BEATIWON OTNV ATTOBOTIKOTNTA KAl PEiWON KOOTOUG VIa TNV ETAIPEIA-TTEAAT.
H éugaon divetal otn dnuioupyia agiag Kal 6xlI HOGVO OTO TTPOIOV.



*O POAOG TOU TTWANTHA £XEI METATOTTIOTEI OTTO TNV ATTAN TTPOWONOCN TTPOIOVTWY CE M1 CUMBOUAEUTIKA
TPOCEYYIOT, OTTOU N KATAVONON TWV QVAYKWY TOU TTEAATN €ival €CIOC0OU ONUAVTIKA ME TN YVWOT) ToU
TTPOIOVTOC. OI TTWANTEC TTAEOV AEITOUPYOUV WG OTPATNYIKOI CUVEPYATES TWV TTEAATWYV TOUG,
TTPOTEIVOVTAG AUCEIC TTOU BEATILOVOUV TNV ATTOOOTIKOTNTA KaI TNV KEPOOPOPIa TOUG.

*H ouyxpovn TTwANCN atraITei £EOIKEIWON ME TNV TEXVOAOYia, avdAuon OESOHEVWYV Kal KATAVONOT TNG
OUNTTEPIPOPAG TOU KaTavaAwTr. O1 TwANTES TTou Xpnoiuotrolouv CRM, predictive analytics kai digital
marketing epyaAgia £xouv onNPAvVTIKO AVTAYWVIOTIKO TTAEOVEKTNHA.

‘MpakTiké Napadeiypa: ‘Evag TwANTA¢ B2B 110U TTOUAGEI £€0TTAIOS £pyooTACiWY dEV TTPOWOEI ATTAWG
éva unxavnua, aAAd Trapouciddel avaAUoEIG VIO TRV EEOIKOVOUNON EVEPYEIQG, TN HEIWON TNG
aréoBeoNg KAl TRV AUENON TNG TTAPAYWYIKOTNTAG, KABIOTWVTAG TNV TTPOTAON AYOoPAS akaTapaxnTn yia
TOV TTEAATN.



*H diadikacia TTwAnong dev gival pia atTAr] akoAouBia evepyelwy aAAG Hia SUVAMIKE S1adIKaoia TTOU
TPOCAPMOlETAI OTIG AVAYKEG TOU KABE TrEAGTN. KABE 0TAdIO €ival KPIOIMO KAl CUVOEETAI AUECA UE TA UTTOAOITTA,
ONMIOUPYWVTAC HIO PO ETTIKOIVWVIOG KAl SIATTPAYMATEUONG.

*Ta Baoikd oTddia givai:

« Evromiopég utropn@iwy meAatwy (Prospecting): AvaAuon ayopdg Kai TTpoodloplioudg Teavwy
TeAaTWV. (Bupiocou STP)

* MposToipacia (Pre-approach): 2ulAoyr dedouEvwy (Yia Toug TTIBAvVOUG TTEAATEG) Kal OXEDIQOUOG
OTPATNYIKAG TTPOCEYYIONG.

* Mpooéyyion (Approach): H Tpwtn €1T0Q YE TOV TTEAATN KAl N dnuIoupyia BETIKAG EVTUTTWONC.

* Mapouciaon (Presentation): Napouciaon TG TTpOTACNC Aiag ME BACN TIC AVAYKEC TOU TTEAQTN.

» AoKIpaoTIKO KAgiolpo (Trial close): AZloAdynon TngG TpoBupiag Tou TTEAATN yia ayopd.

« Avrigetwtrion avtippinoewv (Meeting objections): Alaxcipion evoTAoewV Kal TTIOAVWY EUTTOdIWV.

« KAcgiolyo cupgwviag (Close): H opioTikotroinon tng ayopdg.

« Merémreita rapakoAouOnon (Follow-up): Aiatripnon TnG ox€éong Ye Tov TTEAATN PMETG TNV TTWANON.

[MpakTiké Mapadeiypa: ‘Evag TwAnTAG Aoyiouikou ERP 1rpoceyyilel eTaipgieg mTapaywyng, EPEUVA TIGC AVAYKEG
TOUG, TTPOETOIMACEI IO TTAPOUCIOOT TTOU ETTIKEVTPWVETAI OTN PEiWON AEITOUPYIKWY £E00WV, Kal dlaxelpileTal TIG
AVTIPPNOEIC TOUG e dedopéva Kal case studies TreAaTwy 1Tou £€xouv AON UIOBETAOEI TN AUOT.
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*O eVvTOTTIONOG TTEAATWYV €ival n BepeAIWONG BAon HIOG ETITUXNHEVNGS TTWANONG. XWPIG MIa KOAG OTOXEUMEVN
ANioTa UTTOWNA@IWV TTEAATWYV, AKOPA KAl 0 KAAUTEPOG TTWANTAG Ba ATTOTUXEI va KAEIOEI CUPQPWVIEG.

Q1 emmixeiproeig xpnoiuotroiouv CRM, dedopéva KATaVOAWTIKAG CUNTTEPIPOPAS Kal epyalAcia digital
marketing yia va gvrotrioouv duvnTIKOUC ayopaoTEC ue uwnAn TBavoTnTa ayopdc. O1 TTo aTTOTEAECUATIKEG
TEXVIKEC TTEPIAANBAVOUV:

«XpnAon social media yia otoxeuuevn etmkoivwvia (11.X. LinkedIn).
*AvaAuon cupuTtTEPIPOPAG XPNOTN HECW website tracking.
«Anuioupyia kautraviwy inbound marketing (call to action).

‘MpakTiké MNapadeiypa: ‘Evag mwAntig B2B software xpnoiuotrolei LinkedIn Sales Navigator yia va Bpel
decision-makers o€ €Taipgieg TTou WPAaxvouv AUCEIC cloud. 2Tn OuVEXEIQ, TOUG TTPOOEYYICEl NE ECATOUIKEUNEVQ
MNVUMaTa TToU OEiXVOUV TTWGE TO TTPOIOV TOU UTTOPEI va €TTIAUCEI TA TTPORBARUATA TOUG.



*O €VTOTTIONOG UTTOWNPIWYV TTEAATWY £ival TO TTI0 KPioIno BAMA TNG diadikaoiag TTwAnong, Kabwc kabopidel TN
BAon yia OAEG TIG ETTOPEVEG EVEPYEIEG. XWPIC KAAG ETTIAEYUEVOUC TTEAATEC, AKOUN KAl N TTI0 APTIO OTPATNYIKNA
TTWANONG PUTTOPEI VO ATTOTUXEL.

*O1 oUuyxpovol TTWANTEC XPNOIUOTTOIOUV TEXVIKEG avaAuong dedouévwy Kal ynelaka epyaAeia (Al-driven lead
scoring) yia va avayvwpioouv Toug TTEAATEG ME TN MEYOAUTEPN TTIBAVOTNTA AYyOPdAg KAl va ECTIACOUV TNV
TTPOCTTABEIG TOUG OTPATNYIKA.

MpakTiké MNapadeiypa: Mia staipgia B2B software xpnoiuyotroiei Texvntn vonuoouvn (Al) yia lead scoring,
AvVAAUOVTAG OTOIXEIO OTTWG ETTIOKEWEIG OTOV IOTOTOTTIO, engagement pe email campaigns kai aAANAETIOPACEIG OTA
social media, woTE va 1IEPAPXAOEI TOUG TTIO TTIBAVOUG QYOPAOTEG KAl VO ETTIKEVTPWOEI OTOUG TTI0 UTTOOXOMEVOUG
TTEAATEG.
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*O1 ouyxpovol TTwANTEC dev BaailovTtal uovo o€ TTapadOoCIaKEG HEOOOOUG, OTTWC TNAEPWVIKEC KANCEIC I
ekdOnNAwoeic networking. Xpnoipgotroiouv TTOAAATTAA KavdaAla yia va avakaAuyouv vVEoUS TTEAATEC Kal va
dnuIoupynoouv AioTEG duvNTIKWY AyopaoTwV.

*‘BaoikéG TTNYEG EVTOTTICMOU UTTOWPRPIWYV TTEAATWV:

v Wnoeiakda kavalia (Linkedin, Google Ads, Facebook Ads, SEO, Content Marketing)

v Networking kal cupueToxr o€ cuvédpla & eKBETEIC

v Inbound Marketing — Anuioupyia XprCIMOU TTEPIEXOUEVOU TTOU TTPOCEAKUEI EVOIAPEPOUEVOUC TTEAATEC
v' 2ZUCTACEIS aTTO UPIOTANEVOUG TTEAATEC KAl GUVEPYATEC

‘MpakTiké MNapadeiypa: Mia etaipeia cybersecurity CUUMETEXEI O€ TEXVOAOYIKA OUVEDPIA OTTOU TTAPOUCIALE! TIC
KQIVOTOUEG AUCEIG TNG, CUAAEYOVTAG OTOIXEIQ ETTIKOIVWVIAG ATTO evOIAPEPOUEVOUGC TTEAATEG. [TapAdAANAQ,
onuIoupyei ekTTaIdeuTIKA whitepapers (1r.X. newsletters) yia 10 TTwW¢ va atro@Uyouv KUBEPVOETTIOETEIC,
TTPpoCoEAKUOVTAG opyaviKa TTeAGTEC uEow SEO.



*To oTAdIO TNG TTPOETOINACIOC Eival TO BEPEAIO HIOG ETITUXNHEVNG TTWANONG. O TTWANTAC TTPETTEI VO CUAAEEEI
TTANPOYOPIEG YIA TOV TTEAATN, VA JEAETNOEI TOV KAAOO TOU KAl va TTPOCAPUOCEl TRV TTIPOCEYYIOT) TOU avaAoya.

*KUpia BApaATa TTPOETOINACIAG:

“Epeuva yia 116 avaykeg Tou TeAATN (avaiuon tng etaipgiag, SWOT analysis)

*AI0AOGYNON TIBAVWY aVTIPPHCEWYV KAl TPOTTWV AVTIMETWITIONG TOUG

*AldpuépPWON TTPOCWITOTTOINMEVNG TTPOTAONG adiag TTou Ba cuvdEel To TTPOIOV/UTTNPETIa YE Ta TTPOBARUATA TOU
TTEAQTN

MpakTiké NMNapadeiypa: ‘Evac TwANTAC ERP AoyiouikoU avaAuel OIKOVOUIKES EKOECEIG KAl TO ETAOIA reports piag
MEYAANG eTaIpEiag AIaVIKAG TTPIV ATTO TNV TTAPOUCIaCcH TOU, WOTE VA TTPOTEIVEI YIa AUCT TTou Ba JEIWOEI TA AEITOUPYIKA
KOOTN TNG KATA 15%.



EPQTHMA

OMAAA

Mwg n TexvoAoyia Kal Ta dedopéva €xouv aAAAEElI TOV TPOTTO TTOU YiVETAI TO
prospecting® oTIC TTWAACEIC;
*EvTommouog Ymowneiwy MeAatwyv

Mwg N TTPOETOINACTIA TOU TTWANTA TTPIV ATTO TNV TTPWTN ETTAQN ETTNPEACEI
TNV MOaVOTNTA ETTITUXIAC YIOG TTWANONG;

Molog gival o pdAOG Tou oUYXPOVOU TTWANTA Kal TTWG £XEl E€ENIXOEi O€
oXéon JE To TTapeABOV;

2udnTROoTE TTWCS 0 POAOC TOU TTWANTH EXEI HETALIOPQWOET atTd évav arrAd
«EKTEAETT auvaiAaywv» o€ évav aTparnyiko CUVEPYATN TwV TTEAQTWV.
Eécraore tn onuaacia tn¢ oUUBOUAEUTIKNG TTPOOEYYIONGS, TS XPNoNS
OO0UEVWV Kal TNG TEXVOAOYIAS OTIC OUYXPOVES TTWANOEIS.

MNaTi N dladikaoia TTWANONG TTPETTEI VO AKOAOUBET pia dOUNUEVN
TTPOCEYYIoN Kal Xl va YiveTal auBopunTa;

Eénynorte tn onuacia twv 8 oradiwv tn¢ TwAnonc¢ kai mws Kabe arddio
TTPOETOIUALEI TOV TTWANTH yIA TO ETTOLEVO.
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*H 1Tpwtn €11a@r) hE TOV TTEAATN €ival KABOPIOTIKA yia TNV €CEAICN TNS dladikaoiag TTwAnons. Mia aoToxn
TTPWTN EVTUTTWOT PTTOPEI VO 00NYNOEI O€ ATTOTUXIA, EVW MIA KOAG oXEDIOOUEVN TTPOCEYYION UTTOPEI VA AVOICEl
TOV OGO YIa HIa ETTITUXNMEVN CUVEPYATia.

*TEXVIKEG ATTOTEAECHATIKAG TTPOCEYYIONG:

*H TeXVIKA TNG epwTnoNnG: O TTWANTAG EEKIVA PE JIa EpWTNON TTOU avadeikvuel Eva TTPOBANUA TToU JTTOPE va
AUOEL.

*H pé00odog eicaywyng: O TTwANTAC QUTOCUCTAVETAI E TPOTTO TTOU KEVTPICEI TO EVOIQPEPOV.

*H TexvIKN TTapoxng agiag: AvTi va ETTIKEVTPWVETAI OTO TTPOIOV, TOVi(el T 0QEAN TTOU Ba ATTOKOMICEI O
TTEAATNG.

MpakTiké MNapadeiypa: ‘Evag TwANTAC Eekiva pia oulntnon Je évav CFO etaipeiag Aéyovtag: «[ vwpidere OT1 01
TTEPIOOOTEPEC ETAIPEIEC TOU KAGOOoU oa¢ xavouv 20% Tou £THOIOU TTPOUTTOAOYIOUOU TOUC AOYyW un arrodoTIKNG
dlaxeipiong 6edouévwy, H Auon uag urropei va oag BonBnoer va UEIWOETE AUTO TO TTOOOOTO. »



*H TTapouciacn Tou TTpoIiGvTOoC dEV TTPETTEI VA ETTIKEVTPWVETAI OTA XAPAKTNPIOTIKA TOU, GAAG OTa O@EAN TTOU
mpooPépel oTov TTEAATN. O1 emTUuXNUEVOI TTWANTEG €0TIAOUV OTN AUOT TTPORBANMATWY KAl OXI OTNV OTTAN
TTOPABECN XAPAKTNPIOTIKWV.

*‘Baoikég apX€G ATTOTEAECHATIKAG TTAPOUCIAONG:
‘[Ipocapupoyn TNG TTAPOUCIAONG OTIG AVAYKEG TOU TTEAATN
Xpnon dedopévwy, case studies kai storytelling
*2UMHETOXN TOU TTEAGTN OTN OU{ATNON HEOW EPWTHNOEWV

MpakTiké MNapadeiypa: ‘Evag TwANTAG software project management mapoucidalel To TTpoIGV Tou dEiXvovTag
TTPAYHATIKA TTApAdEiyHaTa ECOIKOVOUNONG XPOVOU Kal au¢nong TNG TTapaywyIikoTnTag Katd 35% o€ TaIPEiEG TOU
idlou KAGdOU.



*H a1roTEAECHATIKOTNTA HIOG TTOPOUCIAONG TTWARCEWYV £EAPTATAI ATTO TNV IKAVOTNTA TOU TTWANTH Va
UTTOOTNPISEI TOUG ICXUPIOHOUG TOU PE atrodeigelg. O1 TTeAATEC cival TTI0 TTIBave va TTEIoToUV €AV BAETTOUV
0edopéva, avaAuoeig Kal case studies TTou ammodeIkvUouV ThV Agia TOU TTPOIOVTOC ) TNG UTTNPECIOG.

*H xprion apiBuwyv Kal OTaTIOTIKWY OTOIXEIWY KAVEI JIa TTPOTACH TTI0 A§IOTTICTN KAl TTEICTIKI.

Mo TTapadelypa, avri va el évag TTwWANTAGS «To TTPOoIoV HaG BEATIWVEI TNV TTAPAYWYIKOTNTA», UTTOPEI va TTEl « TO
TTPOIOV HOG EXEI AUSNOEI TNV TTAPAYWYIKOTNTA TWV TTEAATWYV HAG KATA 32%, CUMPWVA ME AVESAPTNTN
EPEUVA.»

MpakTiké MNapadeiypa: Mia eTaipgia AOYICHIKOU TTOU TTPOCPEPEI AUCEIC AUTOUATOTTIOINONG ETTIXEIPNCIOKWYV
d1adikaolwv TTapoucialel Eva case study OTToU ia ETAIPEIA-TTEAATNG PEIWOE TOV XPOVO EKTEAEONG TTAPAYYEAILV
Katd 50% PETA TNV UIOBETNON TOU AOYICHIKOU.



*O1 avTIppROEIG Eival Eva QUOIKO NEPOG TNG Sl1adIKaoiag TTWANONG Kal dev TTPETTEl va BewpouvTal ETTodia
OAAd EUKAIPIEG VIO TTEPAITEPW TTEIOW.

O1 M0 CUXVEG avTIpPNOEIG TTEPIAGUBAvVOUV {NTHHATA KOOTOUG, EAAEIYPNG EUTTIOTOOUVNG, EAAEIYNG AVTIANTTITAG
avaykng i @opou yia Tnv aAAayn.

“Evac atmoTeAeopaTIKOG TTWANTAG TTPETTEI va TTPORBAEWEI TTIBAVEG AVTIPPACEIG KAl VA £XEI ETOINEC TEKUNPIWMUEVES
ATTAVTACEIG TTOU JEIWVOUV TIG AVNOUXIEC TOU TTEAATN.

H xprion Texvikwyv OTTwS N avayvwelion TnG avtippnong, n evouvaiodnon kai n avritrapaddeon pe dedopéva
MTTOpPEI va BonBnoel oTn dIaXEIPIoN QUTWYV TWV EUTTOdIWV.

[MpakTiké Mapadsiypa: ‘Evag meAatng mou Bewpei o011 €va Aoyiopikdé CRM egival akpifd PTTopEi va TTEIOTED v Tou
TTapouciaoTei pia avaAuon amédoong erévouong (ROI) tTou dcixvel 611 N autopaToTToinon Twv dIAdIKACIWY
TTWANOEWV PTTOPEI Va augnoel Ta €0o0da KaTtd 20% péoa o€ £€1 JVEC.



*H TexVvIKN TNG avayvwpiong Kal eTiBeBaiwong: O TTWANTAC dEV ATTOPPITITEI TNV AVTipPNON ToU TTEAATN, AAAG TN
avayvwpifel kol deiXvel Katavonon.

MNa Tapadeiypa: «KaraAaBaivw O11 n Tiun gival onuavrikog mapayovrag yia E0d¢. A¢ douue OUwS TTwWS TO TTPOIOV Uag
UTTOPEI va UEIWOEI Ta KOOTH 0A¢ UAKPOTTPOBsoua. »

*H TEXVIKN TNG METATPOTTNG TNG avTippnong o€ TTAeovEKTNHA: O TTWANTAG XPNOIMOTIOIET TV AVTiIPPNON WG
guKalpia va avadeEigel Eva TTAEOVEKTNUA TOU TTPOIOVTOG.

MNa TTapdadeiypa, av Evag TeEAATNG TTEl «AUTO TO TTPOIOV EXEI TTEPICTOTELA XAPAKTHPIOTIKA ATTO 00d XpEidloualy, o
TTWANTAG MTTOPEI va atmavTroel «Auto onuaiver 0TI To TPOIOV uag ival HeAAovTIKG eéeAiéiuo Kal Ba kaAuwer Kai TIC
HEAAOVTIKEC OAC AVAYKES. »



EPQTHMA

OMAAA

[MOIEC TEXVIKEC QVTIMETWTTIONG AVTIPPNOEWV BEWPEITE TTIO ATTOTEAECUATIKES
Kal yiaTi;

AvaQépete Kal avaAuaTe OIAQPOPETIKEC OTPATNYIKES dlaxEipIonS
avTIPPHOEWV.

Eival mo onuavTikd va TTIKEVTPWVETAI VOGS TTWANTAG OTA XAPAKTNPIOTIKA
 OTa OQEAN TOU TTPOIOVTOG; AIKAIOAOYNOTE TNV ATTAVTNON OAG.
Eénynote tn diapopd UeTaéU XaPAKTNPIOTIKWY KAl OPEAWVY O€ Ui TTWANON.

O1 TTeAaTEG oUXVA eKPPAlouv avTIppAOEIS KATA TN dladikaoia TTwANoNC.
[MaoTeveTe OTI 01 AVTIPPROEIG Eival onuAadl EAAEIYPNG evOIAPEPOVTOG 1) IO
EUKQIPIa yIa TOV TTWANTA;

[eprypQyre TIS TTI0 GUXVES AVTIPPNOEIS TWV TTEAATWV (TT.X. TIUN, TTOIOTHTA,
EMeIpn avaykng, aviaywviouog) Kai EENYNOTE TTWGS Evag ETITUXNUEVOS
TWANTAC UTTOPEI va TIC UETATPEWEI OE EUKAIPIA yia TTwWANON.

Mw¢ n ouvaioBnuarikr) vonuoouvn (emotional intelligence) utropei va
ETTNPEACEI TN dlIAXEIPION AVTIPPACEWY KAl TN GUVOAIKN ETTITUXIO MIOG
TTWANONG;

Awaore éva TTapadelyud 10 OTT0I0 va EXETE BIWTEI ETEIC.
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*To SOKINAOTIKO KAgioINO BonBd Tov TTWANTA va afloAoyrnoel av o TTEAATNG gival £TOINOG VA ayopdoel | av
XpPEeIadeTal eTITTAEOV TTANPOYPOPIEG.

Aev gival pia dueon TPooTTABEIa KAEITIUATOG, AAAG MIa OTPATNYIKI EPWTNGCT TTOU ATTOKAAUTITEI TIG TIPOBECEIC TOU
TTEAQTN.

[MapadeiyuaTa SOKINAOTIKWY EPWTHOEWV:

«lloio arrd 1a XapakTnPIOTIKA TOU TTPOIOVTOC Uag aag Qaiveral o XPNOIUO; »
«Av arropaacidare onueEa, molo HOVTEAO Ba ETTIAEyaTE; »

«lwc¢ vouidete 011 QUTO TO TTPOIOV Ba UTTOPOUCE va EVOWUATWOEI OTNV ETTIXEIPDNTH A »



*To KA€ioIuO TNG TTWANONG €ival TO TTIO KPiCIMO ONMEIo TNG SIadIKATIAg KAl ATTAITEI AUTOTTETTOIONON, OTPATNYIKNA KAl
TN OWOTA XPOVIKN OTIYMA. 'Evag emTuxnuEVOS TTWANTAG TTPETTEI VA SIABACEI TA CAMATA TOU TTEAATN KOl va ETTIAECE
TNV KATAAANAN TEXVIKI KAEICTUATOC.

*‘Baoikég TEXVIKEG KAEIOIMATOG:
*To dueoo KAgiolgo: O TTwANTAS ¢NTA TNV TTapayyeAia e auToTTETTOIONON.
«Oa BéAare va éekivnioouue Tn dladikacia rapayyeAiac onuepa; »

*To utroBeTIKS KAgioIHO: O TTWANTHC CUPTTEPIPEPETAI OAV N Ayopd va £xEl NON ATTOPACIOTEI.
«Oa BéAare va AaBete 1o TPOoIOV TNV eTOuEVn AsuTépa n Tpitn; »

*To KAgioIpJo pE TTEPIOPIOUEVN d1aBecipoTnTA: O TTWANTAG dNUIoUPYE aicBnon eTTEiyOVTOC.
«AUTN N TTPOCQPOPA ICXUEI UIOVO VIQ TIC ETTOUEVEC 48 WPEC. »



*H di1adikacia TTwAnong d&v TEAEIWVEI HE TO KAEICINO TNG CUMPWVIAG. AvTiOETa, N TTAPAKOAOUBNON TOU TTEAATH
META TNV TTWANnonN (follow-up) gival kpioiun yia TN dIATAPNOCN MIAS HOKPOXPOVIOC ETTAYYEAUATIKAG OXEONG KAl TNV
au¢non TNG TMIOTOTNTAG TWV TTEAATWV.

‘EmiTuxnuéveg oTpartnyikég follow-up repiAapfavouv:

v ATTooToAr} email | TNAEQWVIKA TTIKOIVWYVIa yia va d1ac@alioTei 0TI 0 TTEAATNG €ival IKAVOTTOINKEVOC [E TO TTPOIOV.
v Tapoxn eTTITTAéOV TTANPOQPOPIWY ] TEXVIKAG UTTOCTAPIENG YIA TN YEYIOTOTTOINGN TNG agiag Tou TTPoidvTOoC.

v Avixveuan vEwv avayKwVv TToOU YTTOPEI va odnyrioouv o€ HEANOVTIKEC TTWAAROEIC.

MpakTiké MNapadeiypa: Mia etaipegia TTou TTOUAAEI eTTayYEAPATIKA software tools eTTikoivwvei pe Toug TTeAdTEC TNG 30
NUEPES HETA TNV ayopd yia va alIOAOYNOEl TNV EUTTEIPIA XPHONG, VO TTPOCPEPEI DWPEAV EKTTAIOEUON KAl VA TTPOTEIVEI
TTPOCOETEC AcITOUPYiEC TTOU Ba BEATILOGOUV TNV TTAPAYWYIKOTNTA TOU TTEAATN.



*O1 TTI0 EMITUXNHEVOI TTWANTEG OEV ETTIKEVTPWVOVTAI OE HEMOVWHEVES TTWANOEIG, aAAG oTn dnuIoupyia
MAOKPOXPOVIWV OXECEWV HE TOUG TTEAATES TOUG. AUTO 0dnyei o€ eTTAVAAANBAVOUEVEC AYOPEC, CUOTACEIC Kal
au¢nuévn acia TeAdTn (Customer Lifetime Value - CLV).

*TpOTTOI EVioXUONG TNG OXEONG HE TOUG TTEAATEG:

v Egatopikeupévn emikoivwvia: O1 TTEAATEC TTPOTIHOUV va GUVEPYALOVTaI PE ETAIPEIEC TTOU BUPOUVTAI TIC AVAYKEG
TOUG.

v Mapoxn pooTifEuevNg agiag: AvTi va eTTIKEVTPWOEI udvo OTO TTPOIOV, O TTWANTAS TTPOCPEPEI CUMPBOUAEG,
EKTTAiOEUON KAl EVNHEPWOEIG YIA TIG TACEIG TS AYOPAG.

v Alaxeipion mpoodokiwyv Kal dia@aveia: H €INKPIVAC ETTIKOIVWVIA OXETIKA PE TIC dUVATAOTNTEC KOl TOUG
TTEPIOPIOPOUG TOU TTPOIOVTOG BEATILVEI TNV ACIOTTIOTIO TOU TTWANTH.

[MpakTiké Mapadsiypa: Mia etaipgia Aoyiopikou dnuioupyei Eva VIP loyalty mrpdypappa yia Toug TreEAATEG TTOU
XPNOIMOTTOIOUV TIG UTTNPECIES TNG YIA TTAVW AT1ré U0 Xpovid, TTapEXOVTAC ToOUuG dwpPedv avaBaduioels Kal
EKTTTWTIKA TTOKETA, AUEAVOVTOG £TOI TN JAKPOXPOVIA APOTiworn.



*H pétpnon Tng amédoong Twv TTWARCEWYV gival ATTAPAITATN YIA TH BEATIWON TWV CTPATNYIKWYV TTWANONG KAl
TNV avgnon Twv KePOWV. O1 TTWANTES Kal 01 BIEUBUVTEC TTWANCEWV XPNOINOTTOIOUV CUYKEKPIPMEVOUG OEIKTEG
atrodoong (KPIs) yia va aglohoynoouyv TIG €TTIOO0EIC TOUG.

‘Baoikoi Acikteg ATré6d0o0ong (KPIs) otig NMwARoeIg:

*Conversion Rate (lMocootdé Metatpotrig): 16001 ATTO TOUG UTTOWNQPIOUG TTEAATEG £yIvVAV TTPAYUATIKOI AyOpaOTEG.
*Average Deal Size (Méoo Mé&yeBog Zupowyviag): Ioon cival n yéon agia Twv TTWANCEWV.

Customer Retention Rate (lMMocoo1é Alatpnong MNMeAatwv): Acixvel TNV IKAVOTNTA WIAG €TAIPEIAC va dlaTnpeEi
TOUG TTEAATEG TNG.

*Sales Cycle Length (MAkog KukAou NMwARocewv): O Xxpovoc TToU ATTAITEITAI VIO VO JETATPATTEN £vag UTTOWRPIOG
TTEAATNG O€ TTPAYHATIKO TTEAQTN.

[MpakTiké NMNapadeiypa: ‘Evag dicubBuvTAc TTwANCEwV o€ pia eTaipeia avaAuel Ta dedopéva Tou CRM kai dIaTTIoTWVEI
OTI TO conversion rate gival xaunAd oTigc demo TTapouaciacels. BeATiwvel Tnv TTapouciaon pe case studies kai
TTOPAdEIYMATA ETTITUXNMEVWY TTEAATWY, AUCAVOVTAG TO conversion rate katad 15%.



EPQTHMA

OMAAA

MTTopei €vag TTwWANTAGS va aAAGEel TNV aTTdPacn evOg TTEAATN TTOU £XEI EKPPATEI EVTOVEC

QVTIPPAOEIG;
Av val, TTol01 TTapAayovTeS KaBopifouv TNV ETTITUXIO AQUTAG TNG TTPOCTTABEING;

Y1dpxel "owoTn" TEXVIKA KAEICINATOC MIag TTWANONG i €¢apTdTal aTTd TOoV TTEAATN Kal
TNV TTEPIOTAON;

MTTopEi Evag TTWANTAS va dNUIOUPYNROEl HOKPOXPOVIEC OXETEIC UE TTEAATEG XWPIC va EXEI
TTPOCWTTIKA AAANAETTIOpaON padi Toug;

Eival o onuavTiké va augnBei To TToocooTd diatipnong treAaTwy (customer retention
rate) ] va aug¢nBei To péco pEyeBog oupwviag (average deal size);

Eival duvatdv va augnbouv Tautdyxpova kai oI dUO auToi OEIKTES, | BEATIWON TOU VOGS
OUVETTAYETAI PEiWoN Tou AAAoU;

Awoe apIOuNTIKG TTAPAdEIYHA OTNV ATTAVTNON 0OU OTTOU TO KOOTOG ATTOKTNONG VEWV
TeAaTwV (Customer Acquisition Cost - CAC) eivai: 200€/treAarn.

*§ eco

CE



*H TeXvoAoyia £XEl METAMOPPUWCEI TOV TPOTTO TTOU TTPAYMATOTTOIOUVTAI O TTWARCEIG. ATTO T oUuCTANATA
CRM péxpr 1a epyaleia avdAuong 0edouEVwY, oI TTWANTEC XPNOIKMOTTOIOUV TTAEOV EEUTTVEG TEXVOAOYIEG YIa
OTOXEUMEVEG KOl OTTOTEAECUATIKEG OTPATNYIKEG TTWARCEWV.

*‘Baoikég TEXVOAOYiEG OTIG OCUYXPOVES TTWANCEIG:

*CRM (Customer Relationship Management): Aoyiouikad 6TTw¢ 1o Salesforce kal To HubSpot BeATiwwvouv TN
dlaxeipion TTEAATWV.

Artificial Intelligence (Al) & Predictive Analytics: EmitpétTouv Tnv avaAuon dedopévwy yia TTPORAEYEIS
QAYOPAOTIKAG CUMTTEPIPOPAC.

Chatbots & Marketing Automation: BeATilwvouv TNV ETTIKOIVWVIQ PE TOUG TTEAATEC KOl JEIWVOUV TO XPOVO
AVTATTOKPIONG.

MpakTiké MNapadsiypa: Mia eTaipgia e-commerce xpnoigotrolei machine learning aAyopiBoug yia va
TTPOTEIVEI TTPOIOVTA OTOUG TTEAATEG UE BAON TO I0TOPIKO ayopwv Toug, augavovtag To upselling katd 20%.



*H katavonon Tng YyuxoAoyiag Tou TTEAATN gival BACIKA yia TV €TITUXH TTWANRoN. O ayopaoTIKES
atro@AceIg eTTNEEAdoVTal ATTO CUVAICONUATIKOUG, KOIVWVIKOUG KOl YVWOTIKOUG TTAPAYOVTEC.

*Baoikoi TrTapdyovTeg TToU ETTNPEAJOUV TIG AYOPAOCTIKEG ATTOPACEIG:
* H AioBnon tou Etreiyovrog: O1 dvBpwrtrol gival 1o moavo va ayopAdoouv av TTIoTEUOUV OTI UTTAPXEI
TTEPIOPIOMEVN OIABECIUATNTA ) XPOVIKN TTPOBECIa.
* H Koivwvikn Arédeign (Social Proof): O1 TTeAdTEC TEIVOUV va EUTTIOTEUOVTAI TTPOIOVTA PE BETIKES
KPITIKEC ] OUCTACEIC ATTO AAAOUG.
* H ZuvaioBnuatiki Z0vdeon pe 1o Mpoidv: O1 emiTuxnuéEvol TTWANTES OEV TTwAOUV YbVOo TTPOIOVTA,
aAAG Kal EPTTEIPIEG.

MpakTiké Mapadeiypa: ‘Eva luxury brand poAoyiwv xpnoiyotroiei social proof marketing, avaBétovrag oe
d100NUOTNTES va GOPOUV Ta TTPOIOVTA TOU Kal Va Ta TTpowBouv oTa social media, dnuioupywvTag aicbnon
€MMOUNIag Kal KUPOUG.



*To yn@1akod trepIBaAAov £xel aAAdel pI{IKG TOV TPOTTO TTOU TTPAYHATOTTOIOUVTAI O TTWAROEIG. OI ETTIXEIPAOTEIC
TTAE0V PacidovTal TTEPICCOTEPO OTA YNPIAKA KAVAAIQ, OTIG AUTOHMATOTTOINMEVEG OIOBIKACIEG KAl OTN XPARON
0eOOUEVWV VIO OTOXEUMEVEG OTPATNYIKEG.

*‘Baoikég TAOEIG OTIG CUYXPOVESG TTWANCEIG:

*Social Selling: Xprion Twv social media (LinkedIn, Facebook, Instagram) yia avalitnon TTeAATwV Kai XTioIJo
OXETEWV.

Al & Machine Learning: NpoBAETTEl TIC AVAYKES TWV TTEAATWYV KAl AUTOPATOTTOIET DIODIKATIEC TTWANCEWV.
Omnichannel Strategy: O1 TwAACE€IC yivovTal TTAEOV HECW TTOAAQTTAWY KavaAiwy (QUOIKA KaTaoTAPATA, e-
commerce, TNAEQWVIKES TTWANOEIG, social media).

[MpakTiké NMNapadeiypa: ‘Evag TwAnTAG software xpnoipotroiei Linkedln Sales Navigator yia va evTotrioel
decision-makers o€ peyAAEG ETAIPEIEG KAI VA OTEIAEI ECATOMIKEUPEVA unvUpaTa, avTi va Bacifetal povo oe cold calls.



*H n0IkA gival évag amrd Toug onUAVTIKOTEPOUG TTAPAYOVTEG TTOU KaBopifouv Tn BIWCINOTNTA MIOG
gmyeipnong. O1 cUyXpovol KaTavaAWTES ATTAITOUV EIAIKPIVEIA, Sla@AVEIA KAl UTTEUBUVOTNTA ATTO TOUG TTWANTEG.

*KUpieg apxég NOIKAG OTIG TTWANCEIG:

*Alagaveia: EIANKPIVIAS TTANPOPOPNON OXETIKA KE TO TTPOIOV, XWPIG UTTEPBOAEG 1] ATTOKPpUWN APVNTIKWY OTOIXEIWV.
2eBaocudg Tpog Tov EAATN: O TTWANTAC OeV TTPETTEI VA AOKEI UTTEPPOAIKN TTiECN YIa ayopd.

*Y1reu0uvn xpRon dedopévwyv: OI eTTIXEIPACEIC TTPETTEI VA TTPOCTATEUOUV TA TTPOCWTTIKA OEQOUEVA TWV TTEAATWV
TOUG.

[MpakTiké Mapadeiypa: Mia eTaipgia QUTOKIVATWY TTPOWBEI Eva VEO NAEKTPIKO OXNUA XWEIC VO aTTOKPUTTTEI TA
MEIOVEKTAPATA (TT.X. MIKPOTEPN QUTOVOMIa 0€ oxEon WE Ta BevdivokivnTa), KEpdilovTag £TO1 TNV EUTTIOTOOUVN TWV
KATAVOAWTWV.



*O1 OUYKPOUOEIG OTIG TTWANCEIG Eival AVATTOQPEUKTEG, AAAA N cwoTh dlaXEipIor TOUG UTTOPEl va odnyrnoel o€
0eTIka atroteAéoparta. O TTWANTEC TTPETTEI va €ival APEMOI, ETTAYYEAMATIEG KAl VO TTPOCTTaB0UV Va Bpouv
AUOE€IG TTOU WPEAOUV Kal TIG dUO TTAEUPEG.

*TeXVIKEG O1AXEIPIONG OUYKPOUOCEWV:

*Akpéaon pe evouvaiodnon: O TTwANTAC TTPETTEI va O€IgEl KaTavOnaon Kal va ETTITPEWYEI OTOV TTEAATN VA EKPPATEI
TIG AVNOUXIEG TOU.

«AlaTpnon Yuxpaipgiag: Avti va UIOBETEI QUUVTIK OTAON, TTPETTEI VA ETTIKEVTPWVETAI 0TN AUON TOU TTPORARMATOC.
*EUpeon koivig Baong: Mia evaAAakTIKA) AUon | cUBIBACUOC UTTOPET va HETATPEWEI Evav DUCAPECTNHUEVO TTEAATN
o€ TOTO TTEAATN.

MpakTiké NMNapadeiypa: ‘Evag TeAdTnC TapatroviéTal yia kaBuoTtépnon Tapddoong evog TTpoidvToc. O TTWANTAC
avaAapBavel TNV euBUVN, TTPOCQPEPEI MIa EVOAAAKTIKI) Auon (TT.X. EKTTTwon o€ MEANOVTIKI) ayopd) Kal dlaTnpEi T
oxéon JE Tov TTEAATN.



*H avamrruén Twv TWARCEWYV ATTAITEI OTPATNYIKNA TTPOCEYYION KOl CUVEXH BEATIWON TWV HEBOOWYV TTWANONG.
O1 eTTIXEIPAOEIG TTPETTEI VA ETTEVOUOUV O€ EKTTAIOEUON TWV TTWANTWY, AVAAUCT OEOOUEVWYV Kl VEEG TEXVOAOYIEG.

*TpOTTOI AUENONG TWV TTWANCEWV:

*Upselling & Cross-selling: [1po1a0N CUUTTANPWHATIKWY TTPOIOVTWY TTOU QUEAVOUV TN GUVOAIKN agia TG ayopdc.
Anuioupyia loyalty programs: AvTauoIB£G yia TOUG UTTAPXOVTEG TTEAATEC, WOTE VA ETTIOTPEPOUV YIA VEEC QYOPEC.
*AvAAuon TNG ayopaOoTIKNG CUNTTEPIPOPAG: Xprion 0edouévwy Yia TN BEATIWON TG OTPATNYIKNS TTWANGCNC.

[MpakTIKO Mapadeiypa: Mia eTaipeia NAEKTPOVIKWYV €10WV TTPooPEPEl EKTITwon 10% yia Tnv eTréuevn ayopd o€
TTEAATEC TTOU ayopddouv €vav UTTOAOYIOTH, AuEAvovTag £TOI TIG ETTAVAAANBAVOUEVES AYOPEC.



*O1 TWAROEIG gival évag OUVAUIKOG TOMENG TTOU ATTAITEI OTPATNYIKN, EVEAISia Kal KaTavonon Tou TTeEAATN.
H emtuyxia ecapTtdral amrd TNV IKAVOTNTA TTPOCAPMOYNAG OTIG AVAYKES TG AYOPAS KOl TH XPHNON KAIVOTOHWYV
TEXVIKWYV TTWANONG.

*KUpia cuptrepdopata atrdé Tnv avaAuon tng diadikaciag TTwAnong:

*H katavoénon Tou TeAATN €ival To KA&ISi yia TV €mITUYiA.

*H xprion 6edopévwyv Kal TEXVoAoyiag HTTopEi va au§oEl ONHAVTIKA TNV Aa1tTodoon TwV TTWANCEWV.

*H dnuioupyia epuTTICTOOUVNG KAl NOIKAG OXE0NG ME TOUG TTEAATEG ODNYEI OE NOKPOXPOVIEGC OUVEPYOUTIEG.

MpakTiké Mapadeiypa: Mia etaipegia Tou epapudlel oTpatnyiki customer-centric sales, eoTIGloOVTAC OTIC AVAYKES
TOU TTEAATN Kal OXI JOVO OTNV TTWANCT, KATAQEPVEI VA aUugAOEl TV TTIOTOTNTA TWV TTEAATWYV TNG KAl VA PEIWOEI TO
churn rate.
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