We Challenge People to Think, to Feel, to Act.

MEeTA amo £Evav dpOUaTIKO aywva BeATiwoNC TG TOIOTITAC KAl TNE
o&loTIaTiOg TV TaPAYOUEVWY TIPOIOVTWY, Ol ETAIPEIEC TTPAPNKAY
OTIC UTINPEGIEC Y1 va dNIIOVPYRCOLY TIAPAYOVTEC O10QPOPOTIOINaNG.
Mopd TNV MPOCTIABEIA TOUC N EEATAWGN TN XPIONE TWV YNEIOKDY
MEOWV TNV TEAELTAIO deKOETION ExEl E€a0BEVIOEl TOGO TO TTPOTOV OGO
KOl TIC UTINPECIEC 0TN dNUIOVPYIC AVTAYWVIGTIKOU TIAEOVEKTIOTOC.
O1 eTaupeiec petagepouy Babuiaia 0A0 Kal TIEPICCOTEPO TNV TIPOCOXN
070 TO TPOIOV KOEENV UTINPECIO 0TV EUTEIPIA TN PAPKOC YIa TNV
'cr]c, WGC LIAC ATIOTEAETUATIKNAG
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£XEL AUEDN EMIOPACT TRV GUVOXIKN IKAVOTIOING TOU TTENATN.
/ O UTAPXOV OXEBIATHOG TT OTNUATWY ALOVIKAG KOl Twv sale

processes £Xel TIC PilEg TOL GE\AYOPACTIKEG CUTIEPIPOPEC

EEMEPATEVEC, KOI OE TIEIOHO TNE LEXPI TWPA ETITUXIOC TOL Ba TIPETEL

VO OVOTIPOCOPUOCTEL (WOTE VO OVAVEWBEL N EUTEIPia TTWANGNC.
—Hkevrpikn 10€a Tiow Ao TNV dnpioupyia TG EUMEIPIag gival 0TI N

N “Customers are no

|O Nn ge r b uyl ng p r()d ucts ETIXEipNON XPRAILOTIOIEL TO XWPO TOU KATOOTAKOTOC GV OKNVI, Ta
TIPOTGVTA 0av OKNVIKA O {LEVO Y10 VO EUTIAEEEL TOV TIEAATN OF

and SerViCGS I they are OUUHETOXN O€ OPATELC UE TETOIO TPOTIO

buy| ng experiences gumeIpia ov Ba BupATal.
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delivered via the : :
products and services.”
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gival kaBoplaTikn, yia va BonBroel Toug TeEAdTEC va

® | Em:n:nc: S OTOAQUCOULV A TIEPICCOTEPO OUASIKY, CUUUETOXIKNA
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TeNIKA, N GUVOAIKN EQTEIpia TNE HapKaG TTOL Ba
:u:-:l..'u uztm SIAOPPWAEL 0 TTEAATNC OTNPI(ETAN OTNV IKAVOTNT
= rm"m TOU TIWANTH VO SIOXEIPIOTEL TIC EMPEPOUC EUTEIPIES

Tou Ba Blwael 0 TEAATNG 0€ KABE oneio EMAPNC.




TO NMPOrPAMMA TOY EPTAXTHPIOY

H dopr Tou TpoyPAUUaTOC TEPIAAUBAVEL TIC TTAPAKATW

EVOTNTEC:

O Eioaywyn - BOOIKEC EVVOIEG

o Digitalization
o AMNOYEC OTIC OYOPOOTIKEG CUITIEPIPOPEC
e H owovopia tng epmelpio

ANMOayEC aTo Sales Process

1-H umdoyeon
2-H eumeipia
3-H nuéida
4-0O1 agieg
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aI vs Digital Touchpoints
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anaging Custome
1-On shop
2-Online
3-Atlomoinan mepIBAANOVTO
4- NE€C OEEIOTNTEC

Sales Performance

O cCase Study
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TA ODEAH

To gpyooTripl O€ AUTOV TOV TOPED UTIOPEL va BonBroel
OTEAEXN VED KOl EUTIEIPA VO AVOTITOEOUV IO CEIPA OTIO
ONUAVTIKEG OEEIOTNTEC VIO LI TIO EVENIKTI, KOl
TIEAOTOKEVTPIKN TIPOTEYYIaN, N oTtoia dlayelpileTal TNy
OMNAETIOPOCN HETAED QUOIKWY, PNPIOKWVY Kal
aVOPWTIVWY ONUEIWV EMAPAC LE OTOXO0 Va TIAPEL O
TEAATNG APAVAC LIIO TIPOCWTIOTIOINEV EUTIEIPIQL.
Metav autav Tepdappdvovrar:

e Na avarmtuouv OeEIOTNTEC YIO VO dNIOVPYITOUV
0TOV TEAATN TIEIOTIKEG EUTIEIPIEC E TNV HAPKA,
TETOIEC TTOU Vat TIG BUPATAI KAl TOTO 10XUPEG WOTE Vet

NG LAPKAC TTOL Ba SIAHOPPWOEL

OUVOAIKI) EUTIEIRI

o NorGxed1a{ouV TIC d1OBIKATIEG TIWANGNC KoL
e€LTINPETNONC JLE TETOLO0 TPOTIO TIOUL VA €ival
OUVETEIC e TNV BE0N TNC LAPKAC TNV ayopd Kt Vo
€EUTINPETOVY TNV EKTANPWAT TNG UTTOTXEGNC TNC
HApKag aTNV ayopd

TIOPOAANAQ LIE TO KOTAGTNUA WOTE VA
avalwoyovnoouy TIC TTWANCEIC Kat To marketing Toug
KO VO LETATPEWOUV TOUC TIEAGTEG HE YNQIOKN

g€ TIOTOUC LOKPOXPOVIOUC TIEAATEC

“There isn’t anything for free. The moment something is free, you are the

product.”

MPOAIATPADEZ NMPOIrPAMMATOX

TIPOKTIKO KOl &
yla véoug 1 €U

Mpotelvopevo Méyebog
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Ol TEXVIKEC U TIPOYPAUHOTOC AmOTEAOUV Eva TIOAD
KOO toolbox Tou €xel amodeIXTel TOAUTIHO
T¢ lpouc TIWA rsc Kaisales managers

Hottges, CEO of Deutsche Telekom

“Digital means flow: data
flow, information flow,
knowledge flow, and mind

flow.”
Pearl Zhu, Digital Master

onadwv workshop: 12 dtopa
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