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YNMHPEZIEZ ENMIAOINHz - AZSIOAOINHzZHZ - ANANTY=H2
TOY ANOPQITINOY AYNAMIKOY NQAHZEQN &
EEYMHPETHZHZ NEAATQN

H Excellence Management Consultants Slapopdwoe pia oAokAnpwpévn npdtacn afloAdynong Kot
avantuéng ywa tn PeAtiwon amdédoong twv MWANTWv, mou ocuvdudlel CUMPBOUAEUTIKEG Kal
EKTIALOEVTIKEG UTINPEOLEG.

EMIAOTH

Mapéxoupe umnpeoie¢ eUpeonG Kal EMAOYNAC TPOOWTILKOU. XPNOLUOTOOUUE T €pyaleia
afloAdynong tng Extended DISC yia va e€aodalicovpe uPnAa enineda enituvyiag. Eotialoupe otnv
ETILTUXN QVTLOTOIXLON TWV KWVATPWV KOL OTNV ETILTUXH AVTUTAPABOAN TWV EUTELPLWV Kol Se€loTATWY
LE TIC QVAYKEG KoL TIG duvatotnteg tng Béong mou B£Aoupe va kKaAUPoupe. NapEXoue EMUMALOV
UTINPECLA EYYUNONG KAL QVILKOTAOTOONG.

AZIONOIHZH
H afloAdynon twv S€LoTATWY TWV OTEAEXWV TWV TUNUATWY TTWANCEWVY pog Sivel pla kabapr) elkova
TNG UMAPXOUCAC KATAOTAONG, TwV SUVATWY CNUEIWV TWV MWANTWY oTa omoia pmopel n emniyeipnon
Va OTNPLYTEL KL TWV ONUELWY TTOU UMOPOUE va eMEUBOUE KAl VO BEATLWOOUE.
XpnotwuomotoUpe ta akdAouBa epyaleia kot TG peBddouc mou pag Bonboulv oTNV AVTLKELUEVLIKOTNTA
™G agloAdynong

e Strategy Leakages Survey

e Epelva Ikavomoinong Mehatwv

e AfloAdynon IkavotAtwy PE TV Xpron Twv epyaleiwv tng Extended DISC

e Assessment Centers

ANANTYZH/EKNAIAEYZH

Mapéxoupe €va oUVOAO EKTTALSEUTIKWY TIPOYPAUUATWY OTOUG TOUELG
e Hyeolag
e [wAnoswv
e Efumnpétnong MNeAatwy

Ta MPOYPAUMOTA oG TTAPEXOVTOL
e Ao Zwong
e Atadiktuakad (online)
e AoUyxpovn Eknaibeuon
e Blended learning (cuvbuaopog Sta {wong & acUyxpovng ekmaidsuonc)

H vlomoinon tng eknaideuong umootnpiletal amod pia dSuvatr opdda CuVeEPYOTWY, HE CNUAVTLKA
EPYOOLOKN EUMELPIO WG OTEAEXN EMUTUXNUEVWY EAANVIKWVY Kol TIOAUEBVIKWY EMXELPHOEWY KOl HE
mAoUoL0 EUTELPLO 08 CUPBOUAEUTIKEG KOl EKTTOLOEUTIKEG UTINPECLEC OTOV TOUED TOU MAPKETIVYK Kol
Twv NwAnoswv.
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EKINMAIAEYTIKEZ YNHPEZIEZ ANATITY=HZ
ANOPQIMINOY AYNAMIKOY

Ixedialoupe Ko e§elSIkeUOUME pall pe tnv Sloiknon Tng emxeipnong Kot Pe BAon TLg avayKkeg TNG.

Ta 4 Bpata tng Mpoo£yylong Hag otny mhoyn Kol TipocopUoyr) Tou KatdAAnAou avamtuélakol
TPOYPAULATOC Elval:

A. Xaproypapnon Ynapyovoag Kataoctaong
Kataypddoue Ta TLOTEV W, TG OTPATNYLKEG KAl TLG SLadIKACIEG HETW
e  Juvavtioewv pe Atoiknon kot tov AteuBuvtn NMwAnoewv
e  MiviEpeuva EuBuypdppiong
e ‘Epeuva Ztdong MeAatwv (MPoaLpeTLKo)
e Sales Audit (mpoatpetikd)

B. Xaptoypapnon twv Aséiotntwy twv MwAntwv Kot YrieuSovwv
A&loloyoU e S£ELOTNTEG KOL OTAOELG TWV MWANTWV KoL TIPOIOTOUEVWV
e Julntnoslg pe MNpoiotapévoug
e Juvtaéldeloelg pe toug NMwAnTEg
e [apatfipnon - On the Job Observation
e Online FinxS® Sales Capacity Assessment

I. Zxedlaouog Stoxwv tne¢ Eknatdevtikng Stadikaoiac kat twv Me3odwv os cuvepyaoia e
tnv Aloiknon
e MNoleg 6e€loTNTEC O avamtuEoupe
e Nwg Ba mapakivriooupe TNV opada; Molog o pOAOC TOU TIPOICTOUEVOU;
e [lola PETPAOLLA ATIOTEAECATO TIEPLUEVOUE (Y ab€non VEwV teAaTwy, avénon
nwAnBéviwyv ava katnyopia mpoidviwy, crosselling k.a.)

A. YAonoinon kot Epapuoyn
e [owa ekmatdevtikn peBodoloyia Ba ebapuocoupe (my Sta Lwong ekmaidevon,
online ekmaideuon, on the job training)
e Tiepyaleio Ba 50600v;
e [NwgBa Staodpalicoupe tnv epapuoyn Kot To LEANOVTIKA AmOTEAETATA;
(Follow up, Coaching, Ecwteplkdg EkmalSeuTrC)
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H OMAAA 2YMBOYAQN & EKIMAIAEYTQN

KwoTtog Boutowvag

Zekivnoe TNV KapLEPa TOU OE EUTIOPLKA TUAUOTA TwV TIoAUeBVIKWY etalpelwv Johnson & Johnson kat
Wella Hellas 6mou é\afe poioug NwAntn, Key Account Manager kat Mpoiotapévou NMwAnoswy.

3TN ouvéxela otpddnke otnv avamtuén tou avBpwriivou Suvapikol. Mo mavw and 12 xpovia
€pyAoTnKe oav ocUUPoUAOC MWANCEWY Kal elonyntig otnv Mercuri Int’l, Achieve Global Hellas kot
Bluepoint Leadership Development. Emtiong gpydotnke kot w¢ AteuBuvtng Tunuatog Ekmaidsuong
KOTAQOTNUATWY yla Thy etatpeia Feppavog - Cosmote. Exel ouvepyaotel pe €va peyalo aplBud
ETALPLWYV TOOO OTNV WP LA 000 Kol O EUPWTALKA project oTtnv aVATTUEN LKAVOTATWY TWANCEWV,
Slolknong mMwANocewv KaBwg Kol €pya avamtuéng nyeTikwv oteAdexwy. Exel emiong avoAdpel poloug
AteuBuvt AvBpwritvou AuvapikoU kal AteuBuvovtog ZupBoUAou.

‘Exel omoudaoel Owovoulkad oto KamoSlotplakd Mavemiotnlo, €XeL LETOMTUXLAKO Titho otn «EE
Amnootdosw¢ Ekmaidevong» amd to Avowtd MNavemotiplo tng MNATpaG Kol HETAMTUXLOKO TitAo
«Master in Business Administration» amndé to MNavemnotrpLo Vrije Tou Belyiou.

Itépylog BAayomouAog

‘Exel meplogotepa and 30 xpOvio EUTELPLOG OTOV XWPO TWV ETIXELPHOEWV. XTO TAPEABOV KATELXE TIG
Boslc tou Trade Marketing Manager, Sales Manager, Sales and Operations Manager kol Tou
Commercial Manager oe etatlpeieg cupmnepilapBavopévwy twv Warner-Lambert/ Mondelez, Lipogen
kot Bingo SA.

O Ztépylog eival mruxlovxog MAnpodoplakwy TucTnUATwy Kal Mpoypaupatiopou, sival Extended
DISC International System Certified Trainer kat Certified HeartMath Coach. Ané to 2005, o ZTépyLog
BAayomoulog eival Managing Partner oto EAMANvikO Franchise tng Extended DISC International. H
gotiaon tTou eival kupiwg otnv AfLloAoynon, Avarmrtuén kat Ekmaideuvon avBpwnwv.

MEOGOAOI EKMNAIAEYZHz

o AlaAE€eLg, e Ala Zwong Eknaideuon

e AvaAnuin poAou (role playing) e Online Eknaibevon

e AVaAucon mpayLOTLKWY e AcUyxpovn Exmaibeuon/ E-
TEPUTTWOEWV Learning

e On the job training ¢ Blended Learning (Zuvéuoopog

e Projects based training MeBoswv)

v2 5
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TA BAZIKA EKMNAIAEYTIKA NMPOrPAMMATA

1. Awoiknon NwAnocswv

Sales Management | & Il

Sales Coaching Toolkit

Active Coaching (Cases based)

Team Leadership

Avarticooovtag tnv Enppor| otoug AANAouG
ATIOTEAEOUOTIKEG ZUVEVTEUEELG

2. Texvikég NMwAoswv

Professional Selling Skills

Essential Selling Skills

Advance Selling Skills

Workshop otig Texvikég Alampaypateloswy
Key Account Management

Selling Through Technical Services

Strategic Sales Workshop

XelpLopog Avtippioewy Kot ApvnTikwy Mehatwyv
NwAnon Evavtt Avtaywviopou

Problem Solving Sales

Teleselling

3. Atavikn) MwAnon

Avartuén Andédoong otn Awavikn NwAnon
Retail Sales Coaching

Selling through Service

Ta 7 Bhpata otn Atavikn NMwAnon

Xtilovtag To Movtélo MwAnong
AnoteAeopatikdtnta otnv Emwkowvwvia | & Il

4. E§unnpétnon Nelatwv

AkoAouBel N avaAUTLKI) TOPOUGCLOON TWV EKTIOLEEUTLKWY TIPOYPOUUATWV.

v2

Hyeola E€umtnpétnong

Service Excellence

ATOKOTAOTAON ZXECEWV LLE TOUG MeAdTeg
Generate Customer Experience Toolkit
Edappoouévo Merchandising
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Sales Management I

Zkonés |l ocuarohoyic

Na evioxUoel Ta AleuBUVTIKA OTEAEXN
NwANoewv oTov Zxedlaouo, Tnv Aloiknan
kal Tnv Opydvwaon Tou TUNHATOG
NwARoewv kKabBwg kai TRV Aloiknon Twv
MNwANTOWV TNG 0uaAdag Toug.

O@EAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e 'ExOuv pIa OUVOAIKN €IKOVA TWV
appodIOTATWV TOUG KAl va CUVOEOUV TO
TEAIKO ANOTEAECHA HE TOUG apyIkoug
OTOXOUG KAl va KATdAfyouv o€
ouunepacuarTa

e E@apuooouv kpITrpla kal OEIKTEG
a&loAoynong Tng anodoaong Tou
THAMATOG OUVOAIKA Kal va
€vepyonolouvTal aAPeca npog Tnv
ENITEVEN TWV OTOXWV

e [lapakoAouBoUv pe cagnveia To
OUVOAO TWV EVEPYEIWV TOU THAMATOG
Kal va eneppaivouv énou XpelaoTei

e AvanTUOOOUV TOUG UPIOTAPEVOUC TOUG
ME TPOMo nou va diacpaAilouv Ta
MEAAOVTIKA anoTeAéoparta

€ NOIOUC aneuBUveTal

o AlguBuvTég MwARoswyv

¢ T[poioTapévoucg NMwARoswv
o EniBewpnTéc MwARoswyv

e Key Accounts Managers

v2

1.

O1 Baoikeg appodiotTnTeg kai POAol Tou
>TeAEXOUG MNwARoewv

¢ O1 3 AppodI0TNTEG & 01 5 POAoI

e AuToa€loAoynaon

e To MovTEAO Aloiknong

>Xxed1aopoC

¢ 'Opapa

e ETaipikoi & Epnopikoi ZToXO!

e ANO TNV ZTpartnyikn otn MoAiTikr MwAnoewv

e 3TOXOI XapTopuAakiou/nepioxncg

e YAonoinon Twv ZToxwVv: MNpoBAtyeig - Pipeline
management -ApaoTnpidTnTeG NWANTWV

Aloiknon & Opydavwon NwAnoswv

e AlayvwoTikd EpwTnuatoAdylo Kataotaong
TUAMATOG MNwARoEWY

e JUO0TNMA Aloiknong & AeikTeg

e JUOTNMaA Aloiknong

ZuoTtnua Aioiknong AvBpwnivou AuvapikouU

e Ta TéoOepa gpyaleia dioiknoNg NWANTWV:
SuUPBOUAEgUTIKN — Enikpion-Evduvapwon -
Coaching

e UV BeIc AvTippnosig NMwANTOV

e [Mapakivnon

Sales Performance Coaching
e Marti Coaching

e To MovTeho M.MN.M.

e Case study
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Sales Management 11

3konés Wl ocuarohoyic

Na evioyxUoel Ta AlEUBUVTIKA OTEAEXN
MNwAnoewv oTov Zxediaoguod, Tnv Aloiknon
kal Tnv Opydavwon Tou TUAKATOG
NwAnoewv kabwg kai Tnv Aloiknon Twv
NwAnTwV TNG ouddac Toug.

O@EAn

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e JUVOEOUV TO TEAIKO ANOTEAEOUA MHE
TOUG apxXIKoUG OTOXOUC Kdl vda
KATaAfyouv o€ oupdnepAcpaTa

e Na avanTiuooouv TNV KataAAnAn
OoTPATNYIKN KAl TWPA Ja yia Tnv oyada
TOUG

e AvanTuooouv €va NAAvo NwWARCEWV
Baoiopevo ag 0pBOAOYIKEG avaAUgTEeIg
KAl 0€ PEAAIOTIKEG NPOBAEYEIG

e AvanTUOOOUV TOUG UPIOTANEVOUC TOUG
ME TpOMno nou va diacpaiilouv Ta
MEAAOVTIKA anoTeAéoparta

e AlaxeipifovTal Kal va napakivouv Tnv
opada Toug

e Opyavwvouv OWOTEC Kal
anoTEAECHATIKEG OUVAVTAOEIG Kal Ba
punopoUV va KaTeubuvouv Kal va
KivnTonoloUv Ta PMEAN TNG oPaAdaAg Toug

€ NOIOUC aneuBUveTal

e AlguBuvTéc MwAROEWV

¢ T[poioTapévoug NwANRcewv
e EmBewpnTéc NwANRoswv

o Key Accounts Managers

v2

1.

Eiocaywyn
e O POAog Tou AlguBuvTh MNwAncewv
e IkavoTnTeg NWANTA

Alaxeipion MwARoEwV

e ZTpATNyIKNn Kal TakTIKA

e [oloi gival ol Kpioipol MapayovTeg
EmiTuyxiag

e AvdaAuon SWOT kai PESTLE

MpoBAewn NwAnoswyv

e Tieival n NpoBAeyn;

e Aladikacia Teoodpwv Bnuatwyv yia Tn
Anuioupyia MpoBAewnc NwANoCewy

2xediaopocg NMwAnoswv

e XTOIXEIO EVOC ZXEDiOU MNMWANCEWY

e EpwTNOEIG NOU NpENEl va anavTtnoel To
>x€010 MwARoEWV

e BéeATIOTEG MpakTikéG MpoypappaTiopou
MNwAnocwv

Alaxeipion Andédoong NwAnoswv

e Kabopiopog SToxwv NwAnoswv

e AZioloyron Anddoong NMwARoswv

e XeIpIoHOG NWANTA XaunAng Anodoong

Mapakivnon Tng Ouadag NMwARoswv 2ag
e Ti pag Napakivei;

e [vwpiCovrag Tnv Opdda oag

e To MepiBaAiov nou Mapakivei

AleEaywyr) ANOTEAECUATIKWV ZUVAVTHOEWYV
NwARcEwv

e SuvavTtnoslg NwANcswv e ANOTEAECUA
e Aiota EAéyxou Zuvavrtnong

MNAavo Epappoyng

10
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Sales Coaching Toolkit

MpokKeITal £&va pyacTnpIiako Npoypauua
To Onoio dieEayeTal Navw oTIG
NPAayuaTIKEG OUVONKEG TNG ENIXEipnoNng
Kal oTOXEUEI OTNV AvanTuén Twv
de&loTATWV coaching kal kabodrynong
TWV OTEAEXWV NWANCEWV.

O1 oupMeTEXOVTEG Ba pnopoUv va :

e BeATi®oOOUV TIG 1KAVOTNTEG TOUG OTN
dlaxeipion TOV avlpwnwv ot
NPAayUaTIKEC GUVONKEG

e BeATI®OOUV TIG IKAVOTNTEG TOUG OTNV
anoTEAEGHATIKN KaTeubuvaon TV
nwANToV TNG opddac Toug Pe Bacon Ta
npayuarikd dedopeva

o AlgEdyouv  ANOTEAEOMUATIKOTEPA  TIG
MNVIaiec ouvavTnoel§ PE Ta HMEAN TNG
opadag Toug

e [poTeivouv & kaTteubBuvouv  TOUG
NnWANTEG yia TIC OpacTnplOTNTEG TOU
EMOMEVOU WNvVa HE epyaleia NwARoEwvY
kal 8a ano@aacifouv yid eVEPYEIEG MOU
8a uAonoinBouv oTnv ayopd

€ Noloug ansuvBuveTal

o AlguBuvTég MwARoEwV

¢ T[poioTapévoug NwAncewv
o EmBewpnTéc NWANoewvV

o Key Accounts Managers

O1 Baoikéc appodioTnTeg €vog MpoioTapévou

NwAnoswyv

¢ AsiToupyieg Tou MwANRoswyY

e EEaogaAifovTag Tnv pakpoxpovia avanTuén

¢ KaBodnynaon Opadag NwAnoswy

e JUoTNUa Aloiknong Tng Anddoong NwAnoswv

e KaBodnynon - ZupBouAeuTikn —Eknaideuan -
Coaching - Enikpion

Case Study

o H enixeipnon GoodsFlex

¢ MAnpo@opieg Ayopdg & NMwAnoswv
o KaTaypaon Evepyeimv

o Mpo@iA opadag

e AEIoAOYNON ouadag

e [MAGvo Evepyeiwv

Zuvavtnon e MwANTEG

e MpoeToipyaacia ouvavtnong pe NwAnTég
e Suvavtnon e MwANTEG

e AvaTtpo@odoTnaon uvavtnong

¢ [IAGvo Evépyeiwv

To npoypaupa dIEEAYETal EiTE YE TNV HOPPN
npoypaupartog eite ye Tnv yopen Coach the Coach

v2
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Active Coaching (Cases based Coaching)

MPOKEITAl YIa EVIOXUWEVO EpYACTNPIaKO
npoypappa nou avantUuoosTal JEoa ano
NPOCOUOIWCEIC MEPINTWOEWY HE OTOXO va
EVEPYONOINOEl TIC dEEIOTNTEC TWV
OTEAEXWV YIA AMNOTEAECHUATIKOTEPN
dlaxeipion Twv aTOMWV TNG OpAdag Toug.

OPEAN

O1 OUpMETEXOVTEG Ba pnopoUlv va :

e BeATiwoouv TNV auToyvwaia Toug e
oTOXO0 TNV €nIAoyn TNG
anoTeEAETHATIKOTEPNG CUMNEPIPOPAG

e AIQyVWOOUV TNV KATACGTACN TOU
UQIOTAPEVOU Kal va enIAEEOUV TO
KaTtaAAnAo oTuA nyeaiag

e AlaxeipioToUV AnoTeEAECUATIKOTEPA TA
MEAN TNG opadag

e AlaxeIploTOUV ANOTEAECUATIKOTEPA
duokoAeg oulnThoeIg coaching kai va
EMNAVAKTNOOUV TNV EUNICTOCUVN TWV
MEA®V TNG ouddacg Toug

¢ KaBodnyoUv anoTeAeouaTIKOTEPA TA
MEAN TNG opadag pe okonod Tnv
dlac@daAion TNG €NiTEUENG TWV OTOXWV

Z€ NOIOUG aneuOUVveTal

e AlguBuvTéc MwARoEwV

¢ T[poioTapévoug NwANRoewv
e EmBewpnTéc NwANRoswv

o 3TeAEXN Enixeiproswv

3konés Wl ocuarohoyia

1. To Mpoowniko Jou STUA
¢ OI SUNNEPIPOPEC Mou UE diakpivouv oav
ny&Tn. AutoagloAoynaon
¢ To Mpoownikd PHou OTUA coaching

2. Ailayvwon Tng Yndpxouoag Kataotaong
¢ KaTa nepinTwaon nyeoia
e AvaAuon MepinTwoewV - MPoonUEIVTEIG
NEPINTWOEWY

3. MpoeToipacia & Opydvwon Tng MNpoaceyyiong
o H Mupapida TNG ANoTEAECHATIKOTNTAG
e To MovTEAo MMM
e EpyaAgio A&loAdynong ApaoTnpioTATwV &
IkavoThTwVv
e ZulnTRoEIC AvanTuéng
- Ti €ival ka1 ndTe epappoleTal
- Ta Tpia oradia Tng oulnTnong
avanTu&ng

4. YMAonoinon Tng Zulntnong AvanTtugng &

EnoikodounTikn Avatpo@odoTnan

e AnpioupynoTe €va MAaiolo ZulATnong Kai
TonoBeTndeite

o AnuioupynoTe Evepyn ZulnTnon

¢ TonoBetrioTe MpoTEPAIOTNTEG

o AVAKEPAAAIWOTE KAl SUPPWVNOTE 0TA
Enoueva BruaTta

5. Xelpiopog AUokoAwv Zulntnocwv Coaching
¢ Baoikeg TEXVIKEG
¢ BripaTa Xeipiopgou dUokoAwv oulnTHoswv

v2
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Team Leadership

3konés |l ocuarohoyia

To Team Leadership sival éva workshop
Nnou aTOoXEUEl va eVIOXUOEI TA OTEAEXN TNG
gNIXeipnong oTnv diaxeipion kai avanTtugn
TNC opadaAg Toug KabwG Kal TwV HEAWV
TNG ouadag Touc.

OPEAN

O1 OUpMETEXOVTEG Ba pnopoUlv va :

e EEaokouUv nyeoia XxpnoigonoiwvTac €va
anAd kai NPakTikd HOVTEAO

o AEloAoyoUv Tnv oudada Toug Kai Ta PEAN
TNG ohadag kai va Kkataypayouv noia
onueia Ba npEnel va BeATIwOOUV

e AZIOAOYNOOUV TOV €0UTO TOUG O€
oevapla npogopoiwaong diaxeipiong
UQIOTAPEVWV

e E@apudoouv npakTika epyaleia kal 6a
eEaoknBouv oTnVv diaxeipion
avBpwnivou duvapikou

e Alaxwpilouv Tov TPONo avanTu&ng Tng
opadag Toug anod Tov TPOMNo avanTugng
TWV MEAWV Kal va npoPoulv o€
NPAKTIKEG EVEPYEIEG

e BeATi®WOOUV Ta anoTeAéopaTa Tou
TUAMATOG HEoa and Tnv
anoTeAeopaTikn diaxeipion TNG opadag

Z€ NOIOUG aneuOUVveTAl

e AlcUuBUVTEC MNMWANOEWVY
e [IpoioTapévouc NwARoewv
o >TeAEXN Enixeipnoswv

v2

MovTéAo Hyeaiag

e Elcaywyn

e O anoTeAeouaTIkOG HYETNG

o AUTODIOYVWOTIKO EPpWTNHATOAOYIO Blake &
Mouton

¢ Hyeoia npooavaToAioyevn oTtnv Apdon

e [poownIKO OTUA nyeaiag

¢ EpyaAegio AEiloAoynon Opadag

e EpyaAeio AEloAoynon ATopou

. Alaxeipion avBpwnivou Auvapikou

e Ta NévTe Baoika Epyaleia Enipporg Tou
HyeTn
- Enikpion
- Evduvaupwon
- ZUMPBOUAEUTIKN
- Coaching
- Eknaideuon
e Coaching: O1 @daoeig TnG aAAayng
e To pyovTeAo GROW
o MeTaBipaon ApuodIioTATWYV
e Napakivnon

. Ta epyaAeia AvanTtugng Tng Opadag

e AvanTu&n Opdadac , Mapakivnon & 'EAgyX0G
¢ Anuioupyia Opauarog

o ANOTEAECUATIKEG ZUOKEWEIG

e ZUvVEpyaoia

o MeTaBipaon ApuodIioTATWYV

e Napakivnon

13
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AvantUooovTtag Tnv Enippon orouc AAAoOUG

3konés |l osuarohoyia

To npoypappa oToxeUel va BonBrosl Toug

OUMMETEXOVTEC VA KATAVOROOUV NWG 1. AuBevTikoTNTa

gUavidovTal aTouc AAAOUC Kal NMC eTa '50V|KC'| pou

MnopoUv va BEATIWOOOUV TO OTUA EMIPPONG » H napouaia pou

TOUG e AuT0dIayVWOTIKO EpwTnuaToAoyio

e To ZTUA Enippong pou
e STPOYYUAEUOVTAG TIG YWVIEG

O(PEAH 2. XTtiovTag AuvaTeg IXETEIG

e Ta TEooepa BruaTa
O1 oupMeTEXOVTEG Ba pnopoUv va : ¢ O1 AUOKOAEC ZulNTAOEIC
e EvepynTikr Akpdaaon

e AvanTU&ouv TNV auToyvwaia Toug
avTiAapBavopevol nwg epgavidovral
oTOUG AAAOUG

e KaTavoroouv Ta duvaTd Toug onyeia
Kal va XTioouv o€ auTa

e Mabouv nolio gival To NPoownIKO TOUg
oTUA Enippong, nwg gnopouv va To
XPNoIgonoInoouve KaAuTepa

e AvantUooouv Hia duvarr oxéon
EKMETAAAEUONEVOI Ta dUvVATA TOUG
onueia oTnv diIanpoownikr NIKoIvVwvia

e BeATI®OOUV TNV €NIPPON TOUG
OnNUIoUpYWVTAC €va duvaTo Pnvupa

Z€ NOIOUG aneuOUVveTAl

o AlguBuvTég MwARoswyv
o [lpoioTapévouc MwAnRoswv
o >TeAEXN Enixeipnocwv

3. Mia duvath dwvn
¢ Ai01000&ia

e AuTonenoidnon
e Mia AuvaTh IoTopia
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ANOTEAECHATIKEC ZUVEVTEUEEIC

Zkonés |l osuarohoyia

To npoypaupa oToxeUel va BonBroel Toug
OUMMETEXOVTEG VA AMOKTHOOUV TIG YVWOEIG
Kal KUpiwg va avantu&ouv TiG Oe€IOTNTEG
nou xpelafovTail yia va gnopouv va
€MIAEYOUV Ta KATaAANAa atoua yia Tnv
avTioToixn 6&on.

OPEAN

O1 guppeTéXovTEG Ba pnopolv va :

e Xpnaoiyonoiouv €va Koivo doUnNHUEVO
ouoTnua PeBOdwv epyaaciag kal
EPYAAEiwWV NMOU TOUG EMITPENEI va
€MIAEYOUV CUVEIDNTA TOUG UNMOWNRQIoUG
nou Taipialouv OTIG ANaITACEIG TIG
Beong

e MnopouUv va TonoBeToUV Ta oTeEAEXN HE
Ta KaTaAAnAOTEpa npoadvTa oTIG
KATaAANAeg B€aeig

e AvanTtU&ouv nou gomidlovTal o€
OUYKEKPIMEVEG NAPEABOVTIKEG
OUMNEPIPOPEC Ol OMOIEC anoTeAOUV ToV
KaAUTEpPO JeikTN NPOBAEWNG
MEAAOVTIKWV CUHNEPIPOPOV

e EmTUXOUV peiwpEvVn diappon
npoownikoU AOYw KAKNG avTioToIxng
KIVATPWV Kal anaiTnoswyv 8€ong

€ NOIOUG aneuBUveTal

o AIEUBUVTIKA ZTEAEXN
e [IpoioTapévoug, YnelBuvoug Touea
e >TeAExNn AvBpwnivou Auvauikou

Eioaywyn

Eniokonnon Tng Aladikaciag EnAoyng
e Mpo@i\ ©¢ong; IkavdTNTEG KAl OPICHOI
e EpyaAeia kai péBodol enihoyng

. Ta ZuvnBeoTtepa AGON Twv ZuvevTeUEEWY

Baoikég EpwTriosic ©€ong
e N'vwoeIg & TEXVIKEG

e Ap0dIOTNTEG

e MaAaioTepeg Epnelpieg

EpwTnoeig Ynokivnaong
e H eniAoyég

e Ta duvaTta onueia

e AZloAOYNON

EpwTnoeIC SUPnepIpopwV
e TUNoI EpwTioswv

e SUAAoyn MAnpo@opiwv
e JUoTNUa KEA

EpwTnoeig Epyaaiakng Katdaoraong
e [10TE XpnoipgonoloUPe gevapia
e TexVIKR Xwviou

Nopikd ¢nTrAuaTa
e [evikn Evnuépwon enavw og vouika {NTHuaTa

Epappoyn / MpakTikr) EEGoknon ZuvevTeUEswy

* 0dnyoG Epappoyng

e EEGOKNON O€ dOUNUEVEG OUVEVTEUEEIC

e EEGOKNON 0 NPOCOUOIWOEIC NPAYHATIKOV
ouvevTeUEEWV.
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MANAGEMENT CONSULTANTS

Professional Selling Skills

3konés Wl ocuarohoyic

To Mpoypaupa «Essential Selling Skills»
gival éva d1adpaaTikO KNAIDEUTIKO
npoypauua nou BonBasl Toug
OUMMETEXOVTEG Va BEATIWOOUV TIC TEXVIKEG
Kal Tov TpOMNo NPogEyyIoNG GTOV MEAATN
ME aTOXO0 TNV €NITEVEN UWNAOTEPWV
NWANCEWV.

OPEAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e EnIA&youv oUVEIDNTA CUUNEPIPOPEG
npPoc Tov NeAATN nou odnyouv oTnv
avanTugn Twv NWANCEWV Kai TNV
IOXUpPONO0IiNON TWV OXECEWV

e AvadeikvUouV TOV OUMBOUAEUTIKO
XAPAKTNPA TWV NWANTOV

e KaTavoouv BaBuTepa Tnv KatdoTacon
TOU NMEAATN

e AlgpeuvolV AnNOTEAECHATIKOTEPA TIG
avaykec Tou

e MeyioTonoloUv Ta anoTeAéopaTta ava
eniokewn PEoa anod TNV owaoTn Kal
OAokAnpwpévn MpoeTolyaaia

e MeyioTonoloUv Ta anoTeAéopaTa
avd eniokeywn péoa ano Tnv
napouagiaon Tng a&iag Twv
NPOoIdVTWYV Kal UNNPECIV

o AlaxelpiCovTal anoTEAECUATIKA TIG
avTIPPAOEIG TWV NEAATWV TOUG

€ NOIOUC aneuBUveTal

o TWANTEG & EunopikoUc AVTINPOOWNOUG
¢ T[poioTapévoucg MwAnRoswv
o EmBewpnTEC NWARCEWYV

MNMpooavaToAiopog aTov MeAdTn

¢ O1 Auo AlagTdaoeic Tng Mpoagyyiong NwAnong
¢ O KUkAocg Ayopdcg

e KivnTpa kai AvTikivnTpa MeAdaTn

e H Awida Tng ZuvopiAiag

. Tunol Zupnepipopwv MwAnTn & MeAaTn

e TUNoOI Zupnepipopdc MwAnTH

e TUNOI Zupnepipopdg MeAdTn

o X€IPIONOG TWV OIAPOPETIKWV TUNWV TWV
NeEAATWV

O1 ddaoeig Tng ZulnTnong NwAnaong
e ®don MpoeTolpaaiag
- Ti oupnepiAauBavel n MpoeTolyacia
- 'EvTtuno MposTolyaaiag
e ®don Enaeng
- MNwg va &kivaTe yia ouvavrnon
- Anpioupyia evog nAaigiou oulnTnong
e ®don XapToypapnong Avaykwv
- MNwg KAvoulue XapToypapnaon avaykwv
- H Texvikn Twv EpwThocwyv
e H ®aon Tng YnooTnpigng
- MNwg Ynoornpifouue
- H Mé€Bodo K.A.M.A.
e H ®aon Tng Andégaong
- Texvikeg KAeioipaTtog

XeIpIoPOG AvTippHoEWV

o XeIpIOHOG AVTIpPROEWY

e H M&Bodog A.K.A.T.A.

o XeIpIoPOC AvTipprioewV TIKNAG
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Essential Selling Skills

3konés Wl ocuarohoyic

To Mpoypaupa «Professional Selling
Skills» €ival €éva d1adpaacTIKO €KNAIBEUTIKO
npoypayuua nou Bondasl Toug
OUMMETEXOVTEG Va BEATIWOOUV TIC TEXVIKEG
Kal Tov TpOMNo NPooEyyIoNG OTOV MEAATN
JE aTOXO0 TNV €NITEVEN uWNAOTEPWV
NWANCEWV.

OPEAN

O1 OUpMETEXOVTEG Ba pnopoUlv va :

e EnNIAEyouv OUVEIDNTA CUUNEPIPOPEG
npoc Tov NeAATn nou odnyolv aTnV
avanTuén Twv NWANCEWV Kai TV
IOXUPOMOoIiNoN TWV OXECEWV

e EMIAEYOUV VOOTPOMIEG MOU KAVOUV TOUG
10i0UG ENITUXNMEVOUC MWANTEG

¢ MnopoUv va npocapuooouV Tn NwAnon
OTO OTUA CUMNEPIPOPAG TOU NEAATN
dnuIoupywvTag Jia €vrovn aiobnon
NPOoWIKNG oUVOEDNG

e AIEpEUVOUV ANOTEAECUATIKOTEPA TIG
avaykeg Tou

e MeyioTonoloUv Ta anoTeAéopaTa ava
eniokewn péoa anod TNV owaoTn Kal
OAokAnpwpévn MpoeToliyaaia

e MeyioTonoloUV Ta anoTeAéopaTa
ava eniokewn P€oa ano Tnv
napouciaon Tng a&iag Twv
NpoidVTWYV KAl UNnPECINV

€ NOIOUG aneuBuUveTal

o TWANTEG & EunopikoUc AvTINpOOWNoUG
¢ T[poioTapévoucg MwAnRoswv
o EniBewpnTéc MwARoswv

1.

Eiocaywyn oTi¢ EnayyeApaTtikec MwARoeIg

o TI €ival n enayyeAPaTikn nwAnon;

¢ O POAOG Kal n vooTponia Tou €NITUXNUEVOU
nwANTH

O1 BaoikoTepeg Ae€10TNTEG NWANCGEWY

¢ 'EAEYX0G GUVOMIAIQg

e Xpnaigonolwvtag Tn dUvaun TwV EpWTHOEWY
e H TeXVIKN NWANONG AVOIKTWV

¢ H onuaocia TnG akpdaong

EnixeipnuaTtoAoyia

e AKOUOTE TIG AVAYKEG TOU MEAATN

e XapakTnpIoTikd, NAEOVEKTANATA KAl OPEAN
o TEXVIKEG €NIXEIpnUAToAoyiag

Texvikég KAgioipaTog

e EVvEa TEXVIKEG KAEIGIUATOG

e Cross-selling kai up-selling

e MeTd TNV NwANon kai napakoAoudnon (After
Sales & Follow up)

XeIpIoPOG AVTIpPHOEWV

e To MOVTEAO XEIPIOHOU aVTIPPHOEWY
o XeIpIopOG AvTipproewVY TIUAG

e XeIplopog Adlagopiag

EnayyeApaTiki Z1don (Mindset)

¢ H owoTn WuxIkn katdoTraon yia va nouAngoeig
¢ OpapuaTIoTEITE TNV NWANCH 04g

o MABeTe TOV NEAATN KAl TI KMOUAATE»

2TUA NpoownIKOTNTAG

e [Mol0 €ival To OTUA TNG NPoowNIKOTNTAG 0ag;

¢ [Mo10 TO OTUA Tou NeAdTNC oag; Nwg To
avayvwpileTal;

¢ MMwANON o< diapopeTikoUC TUNOUC ayopacT®wy
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Advance Selling Skills

Zkonés Wl ocuarohoyic

MpoOKeITAl YIa €&va £pyacTnpIako

npOypappa nou otoxelel va Pondnaoel 1. ZuvaiodnuaTikr Nonuoouvn kai Napouaia
TOUG GUUPETEXOVTEC VA EVOUVAUMOOUV » O1 Teooepeig Topeig Tng Ioxupng Mapouaiag
TNV Napouagia Toug, TNV Nippon Toug Kal e JuvaligdnuarTikn Nonuoaouvn -

TIG OXEOEIC TOUC UE TOUC NEAATEG. AuToa&loAdynaon

¢ XapakTnpIoTIKa TNG NpoownikoTnTag Mou
e AuTodiaxeipion
¢ 01 10 ZuvnhbBeiec Tou EnayyeApaTia NwANTA

O(PéAI‘] e AnpIoupywvTag AuvaTeG ZUVOECDEIG

Ol OUMPETEXOVTEG Ba pnopolv va : 2. Enippon kai Meibo
¢ O1 5 Topeic Enippong
e EniA&youv ouveldnTa CUPNEPIPOPEG o AUTOAEIOAOYNON
nou va odnyouv oTnv avantug§n Twv e Ta Auvata pou =nueia
NWANCEWV Kal TV IGXUPONoinon Twv o AAAGZovVTacC STUuM Emipponc
OXEOEWV
e Evduvapwoouv Ta XapakTnpioTiKa 3. Mia Auvath ®wvh
ekeiva nou Ba dnuioupynoouv pia « Mpoownikn SUvSeon
duvaTn €IkOva OTOV MEAATN « 'Eva SuvapnaoTikd MéAov
e Anpioupyouv BabIEg NPOOWMIKEG o AiCI080Eja
Gxéosls ' « Storytelling
e Ennpealouv Toug NeAATEG « O1 10 KAaoikég IoTopiec
XPNOoIJonoInvTag Ta 1oxupa
XapakTNPIOTIKA TOUG 4. TAavo Evepyeiwv
e Anpioupyouv duvaTta pynvuparta yia e H MNapoucia Mou
TOUG NEAATEG JE OTOXO va « Enippon kai Meibw
€vOUVAPWOOUV Kal va ENEKTEIVOUV TAV ¢'Eva AuvaTto Mnvuua
ouvepyaaia
e BeATiwoouv aiobnTd TIG OXETEIG
TOU PE AueTa anoTeAEOUATA OTIC
NWARCEIG

€ NOIOUC aneuBUveTal

e AleubuvTég Kkal MpoioTapévoug
NwAnocewv

o EniBewpnTéc MwARoswv

o MwANTEC & EpnopikoUc AVTINPOo®NOUG
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Workshop oTic TEXVIKEC AlIaNPAYHATEUCEWV

MpOKeITAl YIa €&va EpyacTnpIako

npOypPAua Nou ol CUMKETEXOVTEG HEOT 1. H Aianpayparteuon

anod GuUVeXEiC avanapaoTdceic poAwv Ba e AianpaypdTeuon kai NoAnon
BEATIOOOUV TIG dIANPAYUATEUTIKEG TOUG e Win - win dianpaypaTeuoeig
IKavOTNTEG PE OTOXO va NETUXAIVOUV

anodoTIKOTEPEC CUMPWVIEC. 2. H NpoeToiyacia

¢ EpyaAeio MpoeToiyaaciag Tng ZulfATnong

. Alanpaypdrteuo
OpEAn payp ng

3. ®don KAipaTtog kar daon Alepeuvnong
¢ O1 4 ®doeic TG AlanpaypdaTeuong

O1 OUpMETEXOVTEG Ba pnopoUlv va :

e AVTIAN®BOUV TI NPAKTIKA ONPaivel win * To AianpaypaTeuTiko pou Mpopik

- win dianpaypdTteuon e H MAwooa Tou ZwpaTtog oTnv dlanpaypdaTeuon
e MdaBouv va npoeToIpalovTal owoTd » TakTikeg MapanAavnong

XPNOILoNoIWVTAg EpyaAcia
e TVwPioouV TIC PATEIC TNG 4. ®aon Agiohoynong kai ®aon Anyng

Ano@aocswv

o Mwg ene&epyaldpaocTe TIG NANPOPOPIES Kal
AauBdavoupe anoQagceig

o AVTIHETWNIOVTAG QVTINAPAYWYIKEG
OUMNEPIPOPEG

dlanpayuaTteuong

e Mdabouv T0 31kd TOUG NPOIA.

e XelpioToUv KaTdAAnAa Tig
OUMMEPIPOPEG TWV GUVOUIANTWYV TOUG

e EEaoknBouv oTnv e@apuoyn Twv
TEXVIKOV NapanAavnong Kai

SIanNpaypATEUONC TILAC 5. ZTpatnyikn AianpaypaTeEucewy

' ' ® ZTPATNYIKN
e AvanTu&ouv TIG BEEIOTNTEG TOUG o TexVIKEC AIANpaypaTeUOEDV
MEoa anod OUVEXEIG

¢ OA , .
avanapacTacelc poAwy 6. Aianpayuarteuon TIMAG

e TexVIKEG MalapEpaTog

» EQappoyn

) e EQapuoyn o€ NpaypaTiko oevapio TnG
2€ noloug ansuvbuveTai EMIXEIPNONG

o AlguBuvTég MwARoswyv

o [IpoioTapévoug NwARoEwY
o STeAExn Enixeiproswv

e Key Accounts Managers
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Key Account Management

3konés [l ocuarohoyic

To «Key Account Management» €ivail yia
€va €pyaoTnpiako npoypapua Ye aueon
£(Papuoyn Nou NapeXEl oTouG
OUMMETEXOVTEG HEBOJOAOYIEG Kal epyaleia
yla va avanTtUu&ouv aTpaTnyika Toug
MEYAAoug NeAATEG.

OpEAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e Opyavwvouv anoTeAECUATIKA TIG
01adikacieg kal Tnv ouada Toug

e AZiohoyoUv Tnv ox€on PE TOV NEAATN,
TNV OUVEPYAOTia Kal TIG AVAYKEG TOU
neAdTn

e AvaAuUouv TIG eukalpieg kal Ba
npoeToigalovTal KaTaAAnAa yia Tnv
ENITEVEN TWV OTOXWV

e AvanTUooouv €va OxEDIO EVEPYEIDV HE
oTOXO0UG BpaxUxpovoug Kal
MakpoxXpOVvIoug

e E@apupdoouv aueoa TIC TEXVIKEG Kal
peBodoAoyieg nou Epabav

2 € NoIouUG AaTTeuduveTal

¢ Key Account Managers
e [poioTapévoug NwARoewv
o TMWANTEC

. Opyavwon

e Mpo@iA IkavoTnTWV

e Tpdneda MAnpoPopI®V
e IkavoTnTEG OpPAdag

o [Mpo@iA MeAaTtn

e Mpo@i\ KivATpwv

ZTpaTtnyikn AvaAuon

e AZIoAOYNON ZXE0EWYV

e Aladikaaia Anwng Anogpaong

e AvaAuon AvTaywviguou

e AvaAuon Avaykwv

e Ynapyxouaoa KaTtaoraon kai AvaAuon Eukaipiov
e AEloAOYNON Zuvepyaaoiag

MAavo K.A.M.

e AvanTu&n Zxediou

e AlauOpPwWaon pOAwV ouadag

e MpoypappaTiopds Bpaxuxpoviwy Kal
HaKkpoxXpOVIwV EVEPYEIWV

e Enava&ioAoynon
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Selling Through Technical Service

3konés |l ocuarohoyia

To npoypapua eoTialeral og
epyalOPEVOUG MOU NAPEXOUV TEXVIKI
gEunnp&Tnon. SToxevel va dWOoEl TIG
anapaiTnTeg de€IOTNTEG OTOUG
OUMMETEXOVTEG £TOI WOTE va Pnopouv va
nouAoUv KaTta Tnv diadikacia Tng
TEXVIKNG UnooTnpIENG oTov NEAATN.

OpEAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e EvTonioouv kal va evOUvApuwoouv
NapaywyIkeG OUUNEPIPOPEG
NPOCAPHOCHEVEC OTOV POAO TOUG MoU
TougG BonBouv va eAéyxouv Kai va
kabodnyouv anoTeAeoHATIKA TIG
oulnTNOEIG HE TOUG NEAATEG

e Na enIAéyouv Kal va Xpnoigonoiouyv
OUVEIONTA €IDIKEG TEXVIKEG NWANOEWV
napaAAnAa pe Tnv 81adikaagia TEXVIKNG
unoaTAPIENG

e Evduvauwoouv Tov pOAO TOUG
anévavTi oTov NeEAdTn

e Aug&noouv TIG NWARCEIC NPOG TOV
neAdTn aPeoa f dSnNUIOUPYWVTAG TIG
anapaitTnTeg ouvelnkes nou npowdouv
TNV NWANON

2 € NoIoUG AaTreuduveTal

e TexvikoUg EEunnpeTnong
e After Sales Service
e [IpoioTapévoug TeEXVIKOV THNHATOV

. O1 Auo AilaoTtdoeic TnG EEunnpétnong

¢ O1 duUo d1a0TACEIG
» O pOAOG TNG UMOCTAPIENG

H MNpwTn Enaen
e Elcaywyn otn oulntnon
e AEI0AOYNON TOU KaTAdoTaong Tou NeEAATn

Eninedo Enikolvwviag

e SUYKEVTPWON NANPOPOPIWV
e Mapoxn nAnpo@opiwv

e AvaAnyn MpwToBouAi®v

Eninedo =x&ong

e Aci&Te OTI kaTaAaBaiveTe
e EEnyeioTe TI KAVETE

e EvioxUoTe TNV =x€on

EvioxUoTe TNV anogaon
e TEXVIKEG KAEIOIATOG
e XeIpIopoG Epnodiwy - Alekdiknon
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Strategic Sales Workshop

3konés |l ocuarohoyic

To NpOYpANNA ENIKEVTPWVETAI OTNV
oTPATNYIKN avaAuon Tou nNeAdTn kKai otnv
OTPATNYIKN NPOCEYYIONG NAPEXOVTAG
HEBODOAOYIEC KAl TEXVIKEG NOU wBoUvV
oTnv anoteAeopaTikn dieiocduon oTov
NeAATN KAl TNV €NITEUEN TWV OTOXWV.

OpEAN

O1 guppeTéXovTEG Ba pnopolv va :

e AvaAUouv oTpaTtnyika kal oAIGTIKA TOV
neAaTn

e AvakaAunTouv kai va eniBeRaimvouyv
EUKAIPIEG

e AlgpeuvoUlvV yia eukalpiec y€oa anod Tnv
Auon npoBAnuaTwv

e AnuioupyoUvV avTaywvioTika
NAEOVEKTNHATA

e [apoucidlouv Pe OTPATNYIKO TPOMO
TNV AUon €101 woTe dilagpaAifouv Tnv
ENiTEVEN TwWV OTOXWV

2 € NoIoUG AaTTeuduveTal

e AlgubuvTec MwANRoswv
¢ T[poioTapévoucg NwAnoewv
o NMwANTEG

. ZTpatnyikn Avaiuaon

e AvaAuaon AvTaywviguou

e Enixeipnoiakég AnaiThoelg kal AVAyKeg Tou
MeAaTn

e XapToypdapnon Enippong ornv diadikaaia
ANYNG ANopacewy

e AvakdAuyn Eukaipiov

e EMAoyn ZTpaTtnyikng

. AvaAuon Mpoogyyiong

e [TAGVO ZuvavTnoewyv

e Algpelivnon €UKAIPIOV KAl NPORANUATWY

¢ EpwTnosig Alcioduong

e Mapouciaon Auong

e 3TAOTE Nayideg kAl anopUYETE Nayideg

e Anuioupyia AvTaywvioTikoU MAEOVEKTAATOG
e SUvOeon AEiag kal ANOTEAECUATWV

MAavo Evepyeiwv
e EniAoyn Evepyeiwv

e MpOYpPANNATIOHOG
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Xe1pIoHoG AvTippnioewv & ApvnTikwv NMeAaTtwv

R
= EXCELLENCE

MANAGEMENT CONSULTANTS

3konés |l ocuarohoyic

TO OUYKEKPIUEVO €KNAIDEUTIKO NPpOypaAppa
oToxeUel va €EoNAIgel Toug
OUMMETEXOVTEG ME NPAKTIKEC TEXVIKEG NMOU
va JUnopouv va avTINeETwNifouv Toug
dUOKOAOUG Kal apvnTIKoUG NEAATEG, TNV
adlapopia Twv NEAATWV KAbwg Kai Tig
avTIppnoeIG Kal evdolaguoug TouG.

OpEAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e AlaxelpiovTal He wuxpaipia Toug
apvnTikoUG NEAATEG KAl va €MIAEYOUV
TEXVIKEC nou Ba odnyouv o€
AVTIMETWNION TWV EPNOdiwv

e YnepBaivouv Tnv adiapopia Twv
neEAATWV TOUG KAl va avakaAUnTouV TIG
€UKaIpieg

e KaTavoouv Toucg d1apopouc TUNOUG
avTippAOEWV Kdl vad ToUG
avTigeTwNifouv KAaTaAAnAa

e E@apuooouv aueosa oca éuadav

2 € NoIoUG AaTreuduveTal

e MwANTEC & EpnopikoUg AvTINpOo®MNOUG
o T[poioTapévoucg NwAnoewv

. Tunoi MeAaTn

e TUMOI SUpnePIPOPAc MNeAdaTn
e Backup ouunepipopa
e XEIPIGUOC CUHUNEPRIPOPWV

. Xelpiopog Adiagopiag

o Mwg epgavileral
e Mwg diaxeipilopaoTe TNV adiagopia

. XeIpIoHOG AVTIpPNOEWYV

e KaTnyopieg AvTipproswyv

e H M&Bodog A.K.A.T.A.

o XeIpIOHOG AVTIpPROEWY

e XeIpIopodg AvTipprioswy TIUAG

Epappoyn
e Avaiuon MpoidvTwv

e AvaAuon MeAdTn
e Tpanela AvTippHoEwy
e XeIpIopdG AVTIpprRoEwY
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NMwAnon €évavrti AVTaywvioHoU

3konés Wl ocuarohoyia

To Mpdypappa €€onAilel Toug

OUMHETEXOVTEC He HeBodoAoyiec Kal 1. H AvrayovioTikn MdAnon

TEXVIKEG nou Ba Toug Bonbroouv va * O MeAdTng '

unepBouv ToV avTaywviouo Kai va * O AvTaywviopog

KepBioOUV TNV N®ANON. e AvaAuon AuvaTtwv kal ASUVAPwV onueEiony

e [TAnpo@opieg

y - Tiyvwpilw
O(PEAI'I - Ti xpeialopal va pabw

O1 ouppeTEXOVTEG Ba pnopoUlv va :

2. AvTigeTwnion Adiagopiag

o AvaAUoouV OTpaTnyIkda Ta e TexVIKEG AvTIUETONIONG Adlagopiag
NAEOVEKTAUATA KAl VA YEIOVEKTAUATA ' '
TOU QVTAYWVIOTA Kal va eMIAEE0UV TNV 3. H Zugnmnon NwAnong
e Algpelivnon

KaTtaAAnAn oTpaTtnyikn Npooeyyiong

e AvTigeTwniCouv TNV adlagopia Kai TIg
avTIpPNOEIC TWV NEAATWV
anoTeAeopaTika

e AlgpeuvoUlv og BaBog kal va
XpnoigonoioUv TNV NAnpo@opnon yia
va xTiouv a&ia aTnv dIKn Toug
npoTacn

e AlgpeuvoUv og BaBocg kal va ouvdEouv
TIG AVAYKEG ME MAEOVEKTNHATA TNG
ENIXEipNoNg

¢ MabBouv va TonoBeToUv nayideg yia Tov
avTaywviouo

e MdBouv va xTiouv afia oTtnv npdTaon
TOUG

e MabBouv va kepdifouv Pepidio ano Tov
avTaywviaTn Toug

- T xpeialeral va yvwpilw

- AigioduTikEG EpwTnoEig
e MNapouciaon - XTigovtag Tnv A&ia
e AVTIUET®NION AVTIPPNOEWY Tou MeAATn
e KAgigipo

4. Mayideg
¢ MG va ano@eUyeTe Nayideg
e MG va avTIgeTWNIZETE NAyideg

€ Noloug ansuvBuveTal

e AlgubuvTec MwANoswvV
¢ T[poioTapévoucg NwANRcewv
o TMWANTEG
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Problem Solving Sales

Zconés [l ocuarohovia

MpOKEITAl yIa €va EpyacTnpIaKO
npoypauua nou napéxel TIGC anapaiTnTeg
TEXVIKEG Kal peBodoAoyieg oToug
OUMMETEXOVTEG Yia va diaxeipiovTal
anoTEAECHATIKA KATAOTACEIG MWANGNG
nou eunepiEXouv AUon NPoBARUATOC.

OpEAN

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e AvTiIAauBavovTal noia €ival n KAaooikr
nwAnon Kai TI ENiNA€ov anaiTei n
nwAnon Auong

e Xpnaiyonolouv veeg ueBOOoUG
avaAuong Tou NpoBAANATOG

e AnoTunwoouv Tnv undpyouaoa
kaTdoTaaon oAIOTIKA Kal JE €0TiAon
OoTOV MEAATN

e AnuioupyoUV avTaywVvIioTIKA
NAEOVEKTNHATA

e EnmiA&youv Tov Babud kai Tnv
dladikaoia nponwAnong Kal Ta BrAuaTa
TNG napouciaong

e EniAéyouv TNV KAaTaAANAOTEPN
NPOCEYYIoN Yia va eniTUXOUV TOUG
OTOXOUC TOUG

2 € NoIouUG AaTreuduveTal

o AlguBuvTég MwARoEwV
¢ T[poioTapévoug NwANRcewv
o TMWANTEC

. Alayvwon

e AIGyvwon Tou NpoBARKaATog
- Avayvopion Tou kevoU & Auon
e Alayvwon Tou Mpo@iA Tng Kataoraong
- Auon MpoBAfRuaTtog kai MwAnon
- Eninedo Zuvepyaoiag pe MNeAaTn
- Aiadikacia Afwng anogaong

EniAoyn ZTpaTtnyikng Mpoogyyiong
e MponwAnaon
e H Napouaciaon

MeAETn MepinTwong

v2
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Teleselling

3xonés Wl ocuarohoyic

To Mpoypaupa NapeXel TEXVIKEG EIDIKEG

NPOCAPUOCUEVEG VIA TNV TNAEPWVIKT) 1. EI5IK'E"_Q Tsxleéq TnAapqovmﬁq Enikoivwviag
ENIKOIVWVIa Kal TNV NWANON Kal eninA&ov * EAgyxovTag 1o TnAepwvnpa

BonBdagl Toug £pyaloPEVOUG Va o NMwg pIAape: H dwvn

BeATIOOOUV TOV £QUTO TOUG.  Ti akoUpE

e EvepynTikn Akpdaon

: e ToviCovTag Tnv BeTikn MAgupa
O@peAn

2. H ZugnTtnon

O1 guppeTéXovTEeG Ba pnopolv va : ¢ 'Evap&n enikoivwviag

e AvTipeTwnifovtag Tnv adiagopia

e Algpelivnon

e [Mapouaiaon

e AvTIET@OMION ApVNTIK®WYV ZTACEWV MeAaTwv
e KAgiolgo ZuvopiAiag

e KaTavorjoouv TIC d1apopEG HETAEU
OUVOMIAIaG Kal TNAEPWVIKAG
ENIKOIVWVIAG

e EAEyxouv Tnv gnikoivwvia oTo
TNAEPWVO Kal va divouv Tov KataAAnAo
pubuo

e AvTigeTwniCouv Toug adla@opoug
neAdTeg Pe Yuxpaipia kar pebodoAoyia

e AlgpeuvouUv kal va napoucialouv Pe
TPOMNO ANOTEAECHATIKO

3. AuTo-Aiaxeipion
e EpyaAgio npoypappaTiopou
e AVTIJET®MION AYyXOUG
e AuToa&loAoynon kai BeATiwon

* AiaxeipiCovTal UokoAouG NEAGTEG 4, AvTigeTwnifovtag AUCKOAEG KaTaoTaoeig
 Tpoypappartigouv TIG pyacieg Toug Kal o AMOQOpPTIOTE TNV €vTaon
va diaxeipiCovral To ayxog e OI 5 TEXVIKEC anoPOpTIONG
e XPNOILOMOIOUV TEXVIKEG UE OUVEIBNTO « MpoxwproTe TNV diadikacia & AGOTE pia
TpOMNO YE ANWTEPO OKOMNO TNV €NITEUEN duvauikn Auaon
TWV OTOXWV

2 € NoIoUG AaTTeuduveTal

e YneuBuvoug TNAepwVikwV MNwARoewv
o [poioTapévoug TNAEPWVIK®OV
NwARocewv
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Avantuén Anodoong otn Alavikn MwAnon

Na uIoBETAOOUY Ta NYETIKA OTEAEXN MoOU
avnkouv atov KAado Tng Alavikng €va
oAoKANpwMEVO ZUoTnua Aloiknong TnG
Anodoong kal va e§acknBouv oTIg
TEXVIKEC Kal peBodoAoyiec aTnv Aloiknon
MpoownikoU.

OpEAn

O1 oUpMETEXOVTEG Ba pnopoUlv va :

e Kabodnynoouv Tn BeATiwon TNg
EMIXEIPNOIAKNG KAl ATOMIKNG anddoong
He O€ikTeG HETPNONG

e KivnTonoinoouv kai va e§ac@alicouv
Tn d€opeuon Twv avBpwnwy yia Tnv
ENITEVEN TwV OTOXWV

e EvTonifouv kal avadelkvuouVv 1Kavoug
avlpwnoug — JEANOVTIKA OTEAEXN

e E@apuolouv Tn oTpartnyikn otn
kabnuepivn epyacia

e KaAAlgpyoUv KoUATOUpa anodoaong

e Juvdéouv Tnv a&loAdynaon HE TO
ouoTnua apolBwv kai eniBpdpeuong

€ NOIOUG aneuBUveTal

e [poioTapyevoug TUNHATOG
EEunnpeTnong & Tapeiwv

e [poioTapévoug KataoTnuaTtwy

e Area Managers

1.

Alaxeipion TnG Anddoong
e H diadikacia Tng diaxeipiong TnG anoddoong
¢ H oToX00£TNON

o [pOYPANPATIONOG
o TEXVIKEG €NiAUONC NPOoBANNATWV

KaBodnynon kai AvanTtuén

e H avaykaidétnTa Tng kabodnynong

¢ AivovTag BeTikO feedback, evronioudc
MelwPEVNC anddoonc, diopbwTiko feedback,

e Aleveépyela KABNUEPIVOV Kal Pnviaiwv
ouvavtnoewv yia feedback

¢ EVTONIOUOG aTOPWV PE XAKNARN KAl UWnAn
anodoon.

A&loAdynon
¢ H eTrola a&loAdynon, dieveépyeia ouvavTnong

a&lohoynong
e [MAGvo AvanTtuéng

Avayvwpion

e ZuoTNHATa eniBpapeucng (OIKOVOMIKA, HN-
OIKOVOWIKA),

o KIVATpWV Yia avanTu&n kouAToUpag anddoaong

EpyaAeia

o MM¢ AsiIToupyoUv Ta epyaAsia AEioAdynong,
AvaAuong IkavoTtnTwy, ®dpua Mpoownikig
SuvavTtnong, Check List AieubuvTh K.q.

v2
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Retail Sales Coaching

To npoypaupa eoTialeral oTnv avanTuén 1. Eicaywyn oTo Sales Coaching.

TOV 5€§'IOTI"]TO.)V - Coaching Twv l"]YETIKO'.)V « MapaThpnon TN diadikaciac NMANGNC KAl TNC
OTEAEX®WV TNG ENIXEIPNONG HE ANWTEPO ayopaoTikncg diadikaciag (KPIs).
okond oTnv avantugn Twv IKAvoTATwWV « Napaxivnon

TOV NWANTOV.  Avantugiakd feedback

2. AvanTtu&n Tng opddac
OCPéArI eTa 0'rf'16|0 avanTtuéng TI‘]Q opadag
e AlaXEipIoN TWV CUYKPOUTEWV

¢ [MAGvo avanTu&ng opdadac KaTaoTnUATog

O1 guppeTéXovTEeG Ba pnopolv va :

3. H Aiadikacia Tou Coaching:
e Ta BApaTa Tou Coaching

e To pyovTteAo GROW

e BeATiwvouv Tnv anddoaon Tng opadag
Kal Td anoTEAECUATA TOU KABE aTOHOU
EexwpioTd.

e AvanTU&ouv TIG IKAVOTNTEG TOU KABE
NwANTA o€ OAEG TIG PACEIG TNG
diadikaoiag NwAnaong

e Tvwpilouv Nwg va napatnpouv, va
napakivouv kai va divouv feedback

e [vwpilouv noio aTtuh Coaching va
Xpnoigonoiouv oTIC JIAPOPEG
KATAOTACEIG

e AZioAoyoUv TnVv 1kavoTnTd TOUG WG
Coach xpnoipgonoiwvTag deikTeG
METpNong Coach

e XpnoiponoloUv Ta epyaAeia Coaching

4. Anuioupyia Zxediou Apaong
e [a To aTOHO
e @ TNV opada
¢ Xpovodiaypapua kai KPI's.

e [poioTapyevoug TUNHATOG
EEunnpeTnong & Tapeiwv

e [poioTapévoug KataoTnuaTtwy

e Area Managers
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Selling Through Service

Na pnopoUv Ol CUUHETEXOVTEC va ) '
KaTAvoroouV TIC dIACTACEIC TNG 1. E&unnpeTwvTag Tov MeAatn
€EUNNPETNONG Kal va eniAéyouv ouveidnTa * 2TIYHEG aAnBeIag '
OUMNEPIPOPEC NOU 03NYOUV OF e Mpoadokiec kal Epneipiec Tou NeAdTn
IKaVOMoINUEVOUC NEAATEC HE UWPNAOTEPEG e Ta Enineda E§unnpeTnong

NWAROCEIG.

2. H ZuvaAAayn

C e YNnodéxopal Tov NeAdTn
O(PEMI e KaTavow kai Avtanokpivoual

e ANOXAIPETW TOV NMEAATN

O1 oupMeTEXOVTEG Ba pnopoUv va :
3. Tunoi NeAaTwv

e AvTiIAapBavovrai TIG 31a0TACEIG TNG « O1 Téooepeig TUNOI Twv MeAATOV
gEUNNPETNONG Kal TOV POAO TV e Mpoogyyion Twv MNeAaTov
oTeAexwV €EUNNPETNONG.

e Na gvTonifouv kal va evOuvapwvouv 4. Alaxeipion avTipproswy
TIG CUMNEPIPOPEG NOU ENNPEAlOUV TOV e OI KATNYOPIEG TWV AVTIPPNOEWV
neaarn. e TeEXVIKEG XEIPIOPOU AVTIPPAOEWV

e Na uynopouUv va avantugouv
ENIKOIVWVia ouveldnTa emAeydévn Kal
HME OTOXO TNV €EUNNPETNON TOU NEAATN.

e Na €goikelwBoUV OTNV XProN TEXVIK®OV
nou avanTUuooouV TIG OXECEIG E TOUG
neAdTec.

o Na BeATI®WOOUV TIG IKAVOTNTEG TOUG
OTOV XEIPIOKO TWV NApPAnovwy Tou
neaarn.

€ NoIoug ansuvBuveTal

e YneuBuvoug EEunnpéTnong
o T[poioTapévoucg TUAUATOG
EEunnpETnong
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Ta 7 Bapara otn Ailavikn NMwAnon

Na uIoBET 00UV Ol GUHMNETEXOVTEG
pneBodoAoyiec nou Toug BonBoUv va
NETUXOUV UWNAOTEPEG NWANCEIG HE TPONO
enayyeAuaTikd kai dnuioupywvTag navra
IKAOVOMOINUEVOUG NEAATEC.

OpEAn

O1 ouppeTEXOVTEG Ba pnopoUlv va :

e EvTonifouv kal va evouvapwvouv
NapaywyikeG CUUNEPIPOPEG
NPOCAPHOCHEVEC OTOV POAO TOUC MOU
Toug BonBouv va eAéyxouv Kai va
kabodnyouv anoTeAECHATIKA TIG
oulnTNOEIG ME TOUG NEAATEC

e EniAéyouv kai va xpnaigonoiouv
ouveIdnTd TIGC TEXVIKEG NWANOCEWV O€
KaOe paon Tng d1adikagiag NWANoNG

e EmTuyxavouv uwnAOTEPEG NWANCEIC
KAl CUMNANPWHATIKEG NWANCEIC

o XeIpiCovTal enidEEIa TIG AVTIPPNOEIG TWV
neAaTwv

e EEaoknBouv oTnVv e@apuoyn Twv
TEXVIKOV NWANONG

Z€ NOIOUG aneuOUVveTAl

e MwANTEG
e [lpoioTapévoucg KaTtaoTnuatwy
e Area Managers

1.

MpocToipaacia

e [lpoggAeuon

e Evnuépwon

e Enikoivwvia Opadag

XalpeTiopog MeAdTn
e KaAwoopiopa Tou neAdTn
e Anpioupyia QIAIKOU Kal OIKEIOU KAIATOG

Algpeuvnon Avaykwv
e Texvikn EpwTroswv
e AkpOaon

e AvTanokpion

Mapouaiaon MpdTaong
e OPEAN
e ZUvOean e AVAYKEG

ZupnAnpwpuaTikh NoAnon
e JUVOeOn
e SUMNANpWHATIKA NwANGN

. XeIpiopodg AvTipprioEwY

e MaTi avTigeTwnifoupe AVTIpPAOEIG
e TEXVIKEG AVTIPPNOEWV

v2
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XTilovTag To MovréAo MwAnong

MpokeiTal yia éva workshop kai
TauTOXpOVa HIA EPEUVNTIKN NPOCEYYION
NMou OTOXEUEI vd NAPEXEl OTOUG
OUMMETEXOVTEG Mia peBodoAoyia
avanTtu&ng evog povadikoU PovTEAOU
EEunnpeTnong kai MwAnong.

OpEAN

e [1po0dIOPICHOG TNG «NEAATOKEVTPIKNAG»
npooeyyiong Kal Twv Aglav
E§unnpeTnong Tng enixeipnong

e Avantu&n evog MovTteAou MwAnong nou
Ba odnyei og UYPNAOTEPEG NWANCEIG OTO
KaTtaoTnua

e [1poadIOpPIOPOG TWV ENINPOCOETWY
IKAVOTATWV Kal OEEIOTATWY Nou
anairoUvTal yia TNV €niTeUEN UWNANG
anodoong

e Anuioupyia evOg oUOTAHATOG
eknaideuong, napakoAoluBnong Kai
Coaching pe oTOX0 TNV OUVEXH
avanTtuin TV NWANCEWV

€ NOIOUG aneuBUveTal

e [evikdc AleuBUVTNG
e AlguBuvTng AIKTUOU
e AlguBuvTéC KaTaoTnudatwyv

v2

1.

Anuioupyia OpduaTog

e To ‘Opapa Tng Enixeipnong

o TI Mpoo@Epel 0TOUC NEAATEG

¢ O1 AZigc Tng Enmixeipnong kai o1 Agigg
E€unnpETnong

e STOIYXEIO MoloTikAG EEunnpéTnong (RAITER)

MovTeAo MNMwAnoewy

¢ 'Epeuva MNeAatwv

e TUNol MwAfoewVv

e AvanTtuén MovTéAou
e xe01a0HOGC TwV KPI's

2xed1aopuog MovTélou Zuvexoug

AvanTtugng

e SUYKEVTPWON NANPOPOPIWV

e AZloAoynon IkavotATwv NwANTOV

e MMpo0dIopIoPOG TwV eNINAEOV JEEIOTATWV

e xe01Qa0UOG EVOC HAKPOXPOVIOU Kal
noAueninedou nAdvou AvanTtuéng As€ioThTwv

e >xe01a0HOC TwV Retail Leadership Standards

. Coaching

e Baoikeg Texvikég Coaching
e AvanTuén EpyaAeiwv MapakoAouBnong,
A&loAbynong kal Eknaideuong
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AnoTteAeopaTikoTnTa oTnV ENikoivwvia I

To npoypapua napoucidalel Tig diaoTACEIG 1. AuTtoaioAdynon

Kal Ta MoIoTIKG OTOIXEIa TNG o Aidyvwon Tou eninédou EEunnpéTnong &
EEunnpeTnong. EoTialovTag o€ auTa divel Enikoivaviag

TEXVIKEC EMNIKOIVWVIAC Kal XEIPIOPOU TWV

OIA@POPETIKWV TUNWV NEAATWV HE ANWTEPO 2. Mootk EEunnpérnon

OoTOXO Va gvanTUEal TIG 5€EI(:)TI’]TEC « STIYHEC aARBEIaC

ENIKOIVWVIAG TWV OUPHETEXOVTWV. « Ta Enineda EEunnpétnonc

e XapakTnpioTikd MoloTikNG EEunnpeTnong
Ocpé)\n (RAITER)

O1 guppeTéXovTEG Ba pnopolv va : 3. O NeAdtng
¢ O1 MNpoadokiec Twv MeAaTwv
e AvTIAauBavovTai TI¢ d1a0TAoEIC TNG e TUROI MeAaThdV
€EUNNPETNONG Kal va EMIAEYOUV e Mw¢ TOuG NapakivoUpe
OUMNEPIPOPEC NMou ennpealouv BeTIKA
TOV MEAATN 4. ToviCovTag To BETIKO
e Na pnopouv va avantugouv e OpiAia
ENIKOIVWVia OUVEIBNTA EMAEYHEVN Kal e Mn AekTIkA Enikoivwvia
ME OTOXO TNV €EUNNPETNON TOU NEAATN.
» Na ggoikelwBoUV OTNV XPrON TEXVIKWV 5. AvTigeTonion Mehatmdv
nou avanTtUuooouV TIG OXECEIG JE TOUG e XeIpIonOC KAQoIKwV Supnepipopwv MeAatwyv
neAATeg o Xelplopdg AucapeoTnuevwy MeAaTwmv
e Na BeATI®OOOUV TIG IKAVOTNTEG PAG OTOV o XeIpIopdg AUCKOAWV MePINTWOEWY
XEIPIOWO OIAMOPETIKWYV CUUMEPIPOPDV
neAATwV 6. Autoafiohoynon & MAdvo Apdaong
e 3>xedIA0OOUV &va NMPoowniko NAdvo
avanTuéng

€ Noloug ansuvBuveTal

e YneUBuvoucg EEunnpETnong
o TWANTEG
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AnoteAeopaTikoTnTa oTnVv Enikoivwvia 11

To NpOypappa NAapEXEl EIDIKEG TEXVIKEG
Kal napouaialel CUPNEPIPOPES NOU
BonBouv Toug NWANTEG va dnuIoupynoouv
MIa EMNIKOIVWViA OUCIAaTIKN Kal
anoTEAECUATIKN ME TOUG NEAATEC

OpEAN

O1 guppeTéXovTEG Ba pnopolv va :

e ENIAéyouv Kal va evOuvauwaoouV TIG
NapaywylkeG CUUNEPIPOPEG NMOU TOUG
BonBoUv va eAeyxouv Kal va
Kabodnyouv anoTEAECUATIKA TIG
oulnNTNOEIG ME TOUG NEAATEC

e Na eniAéyouv Kkai va xpnaigonoiouv
OUVEIDNTA €I0IKEG TEXVIKEG EMNIKOIVWVIAG
OXeQIQOMEVEG YIA UWYNAOU gningdou
g€EunnpéTnaon

e EMIAEYOUV CUUNEPIPOPEC KAl TEXVIKEG
nou odnyouv TNV €nikoivwvia
NWANCEWV 0€ &va uynAdTepO eninedo
evw napaAAnAa xTifouv Tnv oxEon HE
Tov neAdTn

e EvOuvapwoouv Tov pOoAo ToOUG
an€vavTl gTov NeAATn

€ Noloug ansuvBuveTal

e 'Epneipoucg MwANTEG kal YneuBuvoug

EEunnpETnong
e T[poioTapévoug TUNUATOG

EEunnpeTnong

v2

4.

E€aopaAifovtac Tnv Tlpoooxn Kkai ToO
EvoiapEpov

¢ 'EEunvn Elcaywyn

o \ekTIKG Kal OnTika EpebiopaTa

¢ TAWOOA TOU ZWHATOG

MNapaywyikeg EpwTnoeig

¢ TUNoI EpwTrocwv

¢ MapadeiypaTta Epwthocwy

e KpatwvTtag Tnv MNpwToBoulia otnv ZulhATnon

EvepynTikn Akpdaon & Avtandkpion
e EvepynTikn Akpoaon

e Eunddia Akpoaaong

o Weudoakpodaaon

o TEXVIKEG akpdAoNG

e Enavadiatunwon

e Mapappaon

e AvTavdakAaon

Algkdiknon

o MMadnTIkn Zupnepipopd / eNIBETIKN
Zupnepipopa

o AIEKOIKNTIKA SUPNEPIPOPA

¢ Mapadeiyyata ZUPnepPIPOP®Y

e Eunodia otnv Aiekdiknon

e ®OBoI, To Maupo Kouri
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EEunnpeTnong

OepartoAoyia

To epyaoTtnpiakd npoypaupa Hyeoia
EEunnpeTnong oToxeuel oTNV avanTuén
ToU KaBodnynTikoU pOAOU TwV
OleuBUVTWV Kal NPOICTAPEVWY OTNV
dladikaoia TnG eEunnpETNONG TWV
NEAATWV.

Ol GUPHETEXOVTEC Ba pnopouv va :

e AvVTIAN®OOUV Ta KATOVOUACOUV Ta
onueia TNg 01adpPOoUNG ToUu NEAATN nou
XTiCOUV TNV euneipia eEunnpETNONG OTO
O0lkd TOUuG KATaoTnUa

e E@apuooouv Ta epyaleia kai Tig
TEXVIKEG Nou d1IdAXTNKav yla Tnv
evOUVANWON TWV EUNEIPI®V TOU NEAATN
OTO KATAOTNMA TOUG

e EnIAéyouv kal va avantuooouv owoTd
TNV ouada Toug

e Anuioupyrioouv €va 6papa yia To
KaTAoTnUa Toug nou 8a napakivei Kai
Ba kepdilel TNV OECPEUON TWV HEADV
™G

e Anuioupynoouv pia KouAToupa

eEunnpeTnong nou Ba nnyadel yéoa ano

Toug epyalOhevoug

e T[poioTapévoug TURUATOG
EEunnpéTnong

e AlguBuvTéc KaTaoTnudatwyv

e Area Managers

To nepiexdpevo npooapudleTal TNV oTPATNYIKA
OTIC avayKec Tou opyaviopou. 'Eva Baoiko
(PACNa NEPIEXOUEVWYV Eival TO aKOAOUBO:

1.

To «Ta&idl Twv Euneipiov» Tou NEAATN

e KaTtaypa®n Twv EPNEIPIOV TWV MEAATN

e Ta 5 BApaTa TNG avaAuong TwV EPNEIPIOV TOU
neAaTn

¢ [poTAoeIc BeATiwONG TNG EUNEIpiag Tou
neAaTn.

XTiCovTacg yia Auvatn opada EEunnpéTnong
e To Mpo®iA Tou «uneuBuUvouU €EunnpETNONG»
e N'vwoelg, IkavdTnTEG KAl ZTAON

e EniAoyn Twv uneuBuvwy €EunnpETNONG

¢ Eknaideuon & AvanTtuén

e Coaching

AnuioupyeioTe €va AuvaTto ‘Opaua
¢'Opapa & A&iec Tou opyaviguou

¢ To 'Opapa Tou dikoU 0ag KaTaoTAUATOC
¢ XTiOTE éva duvaTo PAVUUA

o Xapd&te pia diadpopn yia To JEAAOV

v2
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Service Excellence

OsparoAoyia

KATavornoouv TIC dIaoTACEIG TNG
€EUNNPETNONG KAl va enIAEyouv GuveldnTa
OUMMEPIPOPEC NMOU 0dnyouv oTnVv
IKavonoinan Tou NeAATn kai avantuogoouv

e STIYMEG aAnBeiag
e [Mpoodokieg kal Epnelpieg Tou neAdTn
e Ta Enineda EEunnpETnong

TNV aQoaiwor Tou. 2. Anpioupyia ZxX€ocwv
¢ O1 Baoikég apXxEC avanTu&ng oxXEoEWV PE TOUG
NeEAATECG
e EoTialopal oTov neAdTn
O1 guppeTéXovTeG Ba pnopoulv va : e ENIKOIVWV® AMOTEAEOUATIKA HE TOV NEAATN
e AvTiIAapBavovTai TiG 8100TACEIG TNG 3. EI3IkEG NEPINTMOEIG NEAATOV

€EUNNPETNONG KAl TOV pOAO TWV
oTeEAEXWV €EUNNPETNONG

e Na evTonifouv kai va evOuvapwvouv
TIC CUMNEPIPOPEC Nou ennpealouv Tov
neAdaTn

e Na pnopouv va avanTtu&ouv
EMNIKOIVWVia OUVEIBNTA EMIAEYUEVN Kal
ME OTOXO TNV £EUNNPETNON TOU NeAATN.

e Na €€oikeiwBolV aTnV Xpnon TEXVIKWV
nou avanTtUuooouV TIG OXECEIG JE TOUG
NeAATEG

e Na BeATI®OOUV TIG IKAVOTNTEG TOUG
OTOV XEIPIOWO TWV Napandévwy Tou
neAdTn

4. Alaxeipion napandévwv
e AOYOI Unap&ng napanovwyv
e TEXVIKEG XEIPIOKWOU Nnapandovwy
e MnVv gopTifeoTe Pe apvnTikd cuvaicbnuara

e YneUBuvoucg EEunnpETnong

o >TeAExNn EEunnpéTnong

e T[poioTapévoug TUNUATOG
E€unnpeTnong
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Anokaraoraon ZXECEwWV HE TOUG MeAaTec

OepaTtoAoyia

Na UI0BETAOOUV Ol GUUHETEXOVTEG 1. EnavagépovTag Tn ZulnTnon
HEBODOAOYIEC KAl MPOCEYYIOEIC MOU TOUG e Texvikég Enavagopdg
BonBouUv va xeipifovtal dUOKOAEG e O1 JIKEC 0AC NEPINTWOEIC
KaTaoTAoeIC EEuNNPETNONG NEAGTWV HE

TEAIKO OTOXO TNV ANOKATAOTACN TNG 2. AveniBupnTec MANPoQOpIeC

OXE0NG KAl TNV evOUVAPWON TNG

! L e TexvikéG Mapoxnc AvenibuunTwy
agoainong TWV NEAATWV.

MAnpo@opinv
e O1 0IKEG 0AG NEPINTWOEIG

3. AnokaTaoTaon TNG ZX&€oNG UE Toug MeAdTeg

e AKOUOTE Kal ANogopTIOTE TNV £vTacn

OI GUPHETEXOVTEC Ba pnopouv va : e Mapaywyikec Ekpaoceic
' ' e O1 5 TEXVIKEC ANOPOPTIONG
e EvTonicouv kai va evOuvapuwvouyv TIG « MpoxwproTe TNV dladikacia eEunnpéTnonc &

Napaywylkeg GUUNEPIPOPEG KAl TOV
NEAATOKEVTPIKO XAPAKTNAPA TNG
€EuNNpPETNONG

e Na €foikeiwBoUV OTNV XPNon TEXVIKWOV
nou anokadioTouV TIG OXECEIC UE TOUG
neAATEC 0TO €NinNedo TNG eEUNNPETNONG

e Na BeATIOOOUV TIG IKAVOTNTEG TWV
oTeEAEXWV €EUNNPETNONG OTNV
diaxeipion dUOKOAWV KaTaoTACEWV
eEunnpETnong

A®OTE Pia duvapikn Auon
 EQappoyn

e YneUBuvoug EEunnpETnong
e [lpoioTapévoug TURHATOG
EEunnpETnong

v2 39



R
= EXCELLENCE

MANAGEMENT CONSULTANTS

Generate Customer Experience Toolkit

OepartoAoyia

To Generate Customer Experience Toolkit
gival éva epyaleio eknaideuong
NPOCAPHOCHEVO NMANPWG OTIG AVAYKES TWV
KATaoTnNATwyv Alavikng nwAnong.
MpokelTal yia yia oAioTikr diadikacia
€KNaideuonc UE TNV CUPHETOXN OAWV TWV
gUNAeKoPEVWY aTnVv diadikaaia
ggunnpernong. O oTdxocg Tou €ivail n
«ApioTeia» oTnv EEunnpETnon kai n
evOuVapwon Twv JeEI0TATWV TWV
epyalopEvwV.

e Eival NpoocapuoOPEVO OTNV aVAYKEG
TOU 0pyaviopoUu Kdl TNV GTPaTnyIkn
TOU

e EvepyonoloUvTal 6Aol oI EUNAEKOHEVOI
oTnv diadikacia e§unnpeTnong Kal
IKavonoinong Tou NeAATn

e [lpooappoleTal OTIC NPAYHATIKEG
avAyKEeG TOU KATACOTANATOG

e Eival npakTikd kal eUkoAo

e Anuioupyei yia 1oxupr] KouAToUpa
EEunnpETnong kai NMwAnong

e EvOuvapwvel Tnv Epneipia Tou MeAdatn

e Au&davel TIC NWANOCEIG

e YneuBuvoucg EEunnpETnong

e T[poioTapévoug TUNUATOG
E€unnpétnong

e AlguBuvTéG KaTaoTnudtwv

e Area Managers

v2

To nepiexdpevo npooapudleTal oTn oTPATNYIKN
Kal TIC AVAYKEC ToU opyaviopou. 'Eva Baoikd
(PACHA NEPIEXOUEVWYV Eival T akoAouba:

1.

. Service Excellence/ApioTn EEunnpéTnon

. Accelerate Sales/EniTaxuvaon NwAnoewv

. Creating Relations/ Anuioupyia Zxéocwv

. Management Review/Alaxeipion

Speeding Phase/®aon Ekkivnong
o [1poKeITal Yia BaoIkEG oculNTAOEIC OMou
OlaPopPWVETAl N €vvolad TNG EEUNNPETNONC.

¢ EoTialeTal og B€uaTa nou agopolv Tnv
€EUNNPETNON OE EMNIYEPOUG TOMEIG PE EUPaann
oTnNV cupnepipopd

o AQOopa KUPIWG TEXVIKEC NMou OIEUKOAUVOUV TN
dladikacia TNG NwAnNong ano Toug unaAAfAoug
€EunnpETnong.

e EoTIAleTal OE TEXVIKEC ENIKOIVWVIAG JE OTOXO
TNV dnuioupyia evoc katadAAnAou KAigaTog kai
nAaiciou €niKoIVWViag 6rnou Ynopei va
avanTtuxBei pye emiTuxia n oxéon unaAAfAou
€EunnpETnong kail NeAaTn.

AvBpwnivou Auvapikou

o [poKeITal yia epyaAeia nou BonBolv Tov
uneuBuvo oTtnv diaxeipion Twv epyalopévwv
OTO KATAoTNUa.
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Eqpappoopevo Merchandising

To NpOypaAuua GTOXEVUEI va £PpodIATEl TOUG
OUMMETEXOVTEG ME TIC BACIKEG APXEC Kal
pHeBodoAoyiec Tou merchandising kabwg
kal va eEaoknoel TIG 0e€16TNTEG oUlNTNONG
& enixeipnuaToAoyiac.

OepaTtoAoyia

Epapuooouv aueoa TIG apXEC Tou

merchandising oTnv nNpagn

e [lpocToipalovTal owoTd npiv TNV
ENiOKEWN OoTOV NEAATN

e Epyalovral peBodoAoyika kal anodoTika

e EnixeipnuaTtoAoynoouv Pe Tov NEAATN

yla B€uaTta nou a@opouv Tov

merchandising

e YneuBuvouc Merchandising
e MwANTEG

Merchandising

¢ O poAocg Tou Merchandising

¢ O1 oToxol Tou Merchandising

e Ta nevte “MPEMNEI” Tou Merchandising

. To Epapuoguévo Merchandising

e KaTnyopiec ayopwv Y€oa OTO KATAOTNMA
¢ O1 Baoikoi oTOXO0! TWV UNEUBUVWV TWV
Supermarket
e Baoika onueia Tou EQapPoopEVoU
Merchandising
- H pon Twv katavaAwTwv
- ©@¢on oTa pagia
- Xwpog ota pdagia
- MpoPoAEc

MoloTika ZToIXEia — Aoun TNG Eniokewng
e Ta npogovTa Tou 1davikou merchandiser
e [pocToiyaacia

e H guvoAikn Aoun Tng Eniokewng

Xelplopodc AvTippnoswyv

v2
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40 eKNAIBEUTIKEG EVOTNTEG YiIa BeATIiooN eNIHEPOUG JEEIOTATWOV
NoAnToV

OL wAROoELS elval Eva eTAyyeALa TTOU amaltel Eéva eupl paopa SEELOTATWY OV TIPETEL VAl
ouvdualovtal pe WoLaitepa XapAKTNPLOTLKA TNG TIPOCWTILKOTNTOG TOU TWANTH.
o To oKOTtO AUTO £XoU e Slapopdwoel 40 ekMoLSEUTIKEG eVOTNTEG TOU CUMPBAAAOUV otnv BeAtiwon

ETUHEPOUC SEELOTNTWV.

O1 40 Ogpatoloyieg

KaBodnywvTag péoa ano Tnv AvakaAuyn
Avaykwv

Mpooapuoyn oto Mpo®i\ Tou Ayopaaorr
Xelplopodc AvTippnoswy Kal Anokataoraon
>XECEWV

XTiOIJO ZXE0EWV

XTiCovTag EpynioToouvn

TnAenwANoeIg

Virtual Selling

AnuioupywvTtag Auvatd MnvuuaTta
KavovTtag Auvapikeg Napouoidaoeig
. EA€yxovTag Tic ZulnTnosIg
.MAwooa ZwpaTtog oTIic NwANOoEIC
. EvepynTikn Akpdaon
.4 + 1 TEXVIKEG ENIKOIVWVIAG NWANCEWV
. AvakaAuyn «KpUPHEVWYV AVayK®V»
. Alaxeipion Adiagopiag
. Enikoivwvia Mg Ala@opeTikoUg TUnoug
MeAaTwv
MeioTikn Napouciaon
Mapouciaon EniITuxnuévayv MepIinTwoswy
(Cases)
Sales Playbook

Others Centered Sales

v2
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32.
33.
34.
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37.
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39.
40.

. H ZuvaiobnuaTikr Nonuoaouvn oTIG
MNwARoEeIg

AcokwvTac Enippon kai Meibw

Personal Branding for sales success
Upselling & Cross Selling

Alaxeipion Mayidwv Tou AvTaywviouou
>TPATNYIKOG 2x£01a0POG MWANONG
MNwAnon Méow Texvikng EEunnpeTnong
MNwAnon 'EvavT Avraywvigpou
Problem Solving Sales

AVTIMETONION TWV TAKTIKOV TOV
AyopaoTwv

O PoAol kal AppodidoTnTeg MpoioTapévou
NwAnoswv

TonoBeTwvTag ZTOXOUG

Coach as a Leader

Enimuxnpévn ZuvevTeugn

XTiCovTag Ynepngpdvela otnv Opdda
Anuioupyia Opadwv YwnAng Anodoaong
XTiCovTag Zxéoelg e C-suite

MNwAnon oe C —suite

Storytelling

Sales Project Management
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MNa neplocotepeg MANPOPopPLeG OXETIKA HE TG CUBOUAEUTIKEG KL EKTTOLLOEUTIKEG
pog urtnpeoieg otov Topéa twv NWANCEWV UIOPELTE VA ETILKOLVWVNOETE Mol oG
ota:

210-48.38.714, 712 & 706 | sales@excellence.gr
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