Medical
Sales Acaclenmy

’ 0 XWPoG T
>0oTnua Uyﬁia‘z ¢ INne
EKTIAIOELONC vgiotatal

OOPWTIKEG
otnv , OAAOYEG. Ol
gEumnNpeTnon TIOTEVTEG
- Arlyouv n Hia

Kal Tnv
OA \Y,

e ’ﬂO’ﬂ, ot Ta yevoonua
opyavwon Kai €I0BAANOLVY

™n dlaxsiplo QUVOAMIKA 0TNV

N X, pton ayopda O1 apxec
TWV OXEOEWV ovamntuoooLV

HE TOULC €LPLTOTA HETPA VIO VO

HMETA TNV AAAN.

, TIEPIOPICOLV TO KOOTOC
Ylatpoug, 10 TWV CUCTNUATWVY LYEIAC.
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Medical Sales Academy (MSA

H avdmntuén tou Medical Sales Academy atnpiletal atouc €€A¢ Géovec:
H kavotnTa TOL laTpIKOU ETIGKETTN va SiVEl ypriyopd, KATAAANAEC
OTOVTAGCEIC KOt ADCEIC, GOU@WVO LE TNV TIONTIK KAl TNV EIKOVA TOU
PHASE “ ‘ FVETOI CUOTNUOTIKA TIPOCOPKOYNA KAl XPron SIEBVWOV TIPAKTIKWV KOt
epyoAeiwv amd TO XWPO TWV PAPHUOKEUTIKWY ETAIPEILV TO OTIOIO €ival
v. AUECO EQAPUOTILAL.
PHASE & - H avamTuEn IKAVOTATWY KAl YWOOEWY 8 PMOPEL Vo IEPIOPIOTET O€
OUYKEKPILEVA EKTIONOEVTIKA YEYOVOTO AN EIVAI IO GUVEXIG

Brand, amoteAei avtoywvIOTIKO TTAEOVEKTNLOL.
‘ Oladikaaia paenang, Katd tn AAPKEID TNE EMAYYEAUOTIKAG {WNAC.

PHASE £ To Medical Sales Academy givai T0 HOVO TTIOAVETITESO EKTAIBEVTIKO

TIPOYPOUMA Yia TOV KAGDO TOU PAPHAKOU KOl TWV TTPOTOVTWY LYEIag, TToU
avamnTt0oCEl TIC OTAPAITNTEC IKAVOTNTEG, €T O €va cUCTNUA TIOU
OKOAOUBEI TOV |0TPIKO ETIIOKETTN G€ OAN TNV EMAYYEALATIKI] KAPLEPA TOU.

Exoupe mpoadlopioel Tpia emimeda EEMENG TOU EMAYYEAUATIKOU pOAOL TOL laTPIKOV ETIIOKEMTTN, TTOL KABEVA XapoKTNPileTal amo
IKOVOTNTEC e ALEOVOLIEVO ETITIESO TTOAUTIAOKOTNTAC,

H PPP gUUBGANEL OTO VO YiVEL N EKTIOHOELAN €Val EPYANEID  AVTOYWVICTIKOTNTAC, TNG ETAIPEINC KAl TIAEL TTEPA ATIO TNV TIEPIOTATIOKN
OlELaywyr) EVOC OEUIVOPIOU, dNAASH, € OAOKANPWHEVEC DIOBIKATIEC AVATITUENE TOL AVOPMTIIVOL SUVAIKOU.

>0OTNUa Kot EpyoAeia

KaBe mpoypappa omoTeAel éva coTnua, pio pebodoloyia epyadiog mou Ynopei va mpocappoaotei, va d1daxBei, va mapakoAoubnei n
€QApOYN TNE Kol va avamTtuxBei. ZuvodeleTal amo pia oe1pd E0KOAN TTPOCAPHOCIUWY EPYOAEIWY TTOL KOBIGTOUV TV EQOPLOYI TOU
OUCTAKOTOC EQPIKTH KAl OUCIACTIKY. EpYOAEin TTOU OTIOTUTIOVOUY OTPOTNYIKEG, OTIWC :
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Mepikd amo Ta TOANATIAG OQEAN aTIO TNV EQOPHOYH TOU GUGTAOTOC
MSA givat 0TI o1 GUPETEXOVTEC Bar:

o BEATIOOOOULV TN OTPATNYIKI TWANTEWVY, XPNOILOTIOIWVTOG TTPOCEYYITEIQ
TIOU ETIIKEVTPWVOVTOI OE Processes Kol EpYoAeia AUETO EQAPUOTILA .

o MEIOGOLY T0 KOOTOG TWAIoEWY pe TNV amoteAeapatikr xprion Toov | RN [ pioduc = senice ! NSCHEnN

TOPWV KALTNY ENAXIOTOTOINGN TNG SIATPAYUATELONG TIUAG.

o EMEEEPYATTOLY OTPATNYIKEG TTWANTEWY GE OPYAVIGHOUCE LYEIOG TTOV
Ba evioybouv TNV AVTOYWVIOTIKA Toug B€an.

o Eival og B€on va pETAOXNUOTIOOUV TNV KAQGIKA TPOCEYYICH TIOU

TPOCavVATOAI(ETOl OTO TPOIOV O€ Hia mMpooeyylon  ToOUL | chpimaycacreps | vospraneps [
TIPOCAVOTOAIETON OE pio OAOKANPwHEVN AUGT, TIOU TPOa@EPEL adia. _ _ -
o Kotavorjgouv Tic aAay£g amd v TapadoaiaKn TpocEyyion KAAuWng
TWV 10TPWV G Uiot OAOKANPWHEVN TIPOTEYYIOT, HE €VO LOVIEAD LIE
TMOAATIAOUG «TEAATEG», TOU €MTAEKEL Account Management,
OlaYWVIGHOUC, AOQOAIOTIKG TOUEIQ, A0@AAIOTIKEC ETAIPEIEC KA KLUBEPVNTIKA GTEAEXN.

e BEATIOOOLV TO TTOCOGTO ViKNG 0€ dlaYyWVITHOUC TPOUNBEIwY, B CLVTOUEVGOLY TOV KOKAO TROANGNG KOl B0 LEI
obvong pn Kepdo@OPWY GUUPBACEWY TIOL ATIOPPOPOUY TTIOPOUE IE EVTAaN.




ddon 2 ddon 3

Hospital Rep Account Manager

H mpw1n @don mpoadlopilel H deUtepn (Ao ivol oxedINC
OUHBOUAEUTIKY) TTPOCEYYION OTNV IOTPIKK | avamTUEEL aTov laTPIKO EMIoKE
EVNUEPWON KOl OVOTITUOGEL TIC IKOVOTNTEG OTOPAITNTES YVWOEIG KOl OEEIO
TIOU ATIOITOUVTOL OE OAEG TIC PAGEIG TNG OVTOYWVICTIKI TPowOnon 6T
EMIOKEYNC OTIO TO “KAAWCOPICHO” TOU OPYOVWEVWV OOPWY TEEPIBOA
10TPOU, PEXPL KO TNV OAOKANPWAOT TG L0TPIKA KEVTPA, KAIVIKEG, VOOG

H tpitn @daon divel T duvoTc
eTaIpEio va avamtOEEL Ty 0
Account Management.

Key Account Manage
To KAM 8ivel amOVTHOEIC OT
o MOIEC €ival Ol VEEC OTIAITHO

EVNUEPWONG, OTO “EMOVEIDEIV™: i+ i ille

HEPLEiE . Competitive Selling Skill £MBGANOLY Of LAKPO-TAGE
Effective Selling Skills (ESS) Zr)UEPQ Ol YIOTPOI EiVall EVN o MOIEC €Vl 01 CUVETEIEC VI
AvamTOOEI TIC OmopaitnTeG SEIOTNTEC yiar | TOC CLYKPIVOUV LLE TOUG avToL TIWANOTEWV;
EMIOKEYEIC LYNANC ATTOd00NG: O latpikoc EmiokenTNG pobaiv: o 116 01 VEOI TIOHKTEC TIOU €

Avolypa. AVATITUEN TIPOCWTIIKAG GXEONG UE OlEPELVA my EMOQI TOUICES
TOV 10TPO Kal SIEPEVVNON TNG OTACNG TOU | OVTOAYWVIGLO KAl aVATTUOOEL

OTIOQACEIC AAAA{OLY TO TO
o T1 ONUOIVEL TTPAYUOTIKG; ¢

QTEVOVTI 00(G. OTPOTNYIKN SHIXEIPHH(}TO)\OVi VAOTIONNBEI |IE TOV KOAUTEP
AgpebvNaT. AVaKGALYN aVOYK®VY KOl Baaiceta o€ dLo KpITpIa: givan Ta epyaleia Tou;

EUKOIPIWVY, TIPOGOIOPIGHOC KIVITPWVY , e T GVTI)\ﬁUJElC KOl YVWOEIG o O YETOOXNUOTIOUOG OO TO
AOYWV OECELENC KOl OVOYVWPIAT TOUG. OXETIKA LIE TOV AVTAYWVICT “TIOMIY16V” 0TO UOVTEAO “O

YmootApIEn. H TEXVIKI TNE TEIOTIKAG e TO OVTIKEILEVIKA duvoTd dl0dIKATIES KOl TI EIOOUC &
TIAPOUCI0ONG OPEANUATWY KOl O GNUEID TOU OVTOYWVIOTH . OUVTOVIOUO OmaITEl LETOE
XEIPIOUOC TV AVTIPPITEWV. O laTpIKOg EMIOKETTNG Eival IKC To TipdypaLo £DXETOL OE B0
KAgio1po. H TEXVIKY omoamoonc KateLBUVEl TN Sladikaaior aU e Key Account Manageme

S£CUELONC OO TOV TTEAGTH. v OnOQaan EMAOYNG TOU 10T
Follow up.H diaxeipion kai n gvioxuon g Micromarketing (MMG)

"Xs‘?”“ HETG TOKEII, To Micromarketing TEPIEXEL T
Selling Through Interpersonal £PYOAEID Y10 TNV QVAAUOT HIK
Re|athn5h|05 (ST|R) ] TO OXESI0CUO, TNV 0PYAVWA,
Ot TWANCEIC EEUPTWVTON ATO TNV EVEPYEIQV TIPOWONONG, ME TO
IKOVOTNTO VOl dNUIOVPYOLVTON Kalt VOl LEGQ KAl GEIOAGYNOT TGV GO
31aTNPOUVTON OMOTEAEOHOTIKEG V10U TNV ETTEVEN TV TTOXGVY
HLOKPOXPOVIEC OXETEIG EUTIIOTOOUVNG ME 1 N g
TOUC Y1aTPOUC, TO 10TPIKO Kall VOonAELTIKO. Mia [IKpo-0yopa Elval pio op
TIPOCWTIIKO . oopr) TepiBaAWNG, OTWGE: 10TP
Mg 10 GUOTNHO OUTO Ol CUMETEXOVTECS KAIVIKEC, VOOOKOMEG.

uaealvquv : ] ! To oUOTNUO COG TTOPEXEL il O
e TOV TUTO KOWWVIKIG CUMTIEPIPOPAGTIOV ¢ ey, GTIcaC -

o1 id101 LI0BETOLV. To A )
e VO QVayVWPI{ouY TOV TOTO ¢ To AT
CUUTIEPIPOPAC TTIOL XPNCILOTIOIEL O XapTng ALVOUIKOTNTOG

[ ]
GUVOUIANTAG TOUG. e Forecast Funneling
® VO EQAPHOIOUY OTPOTNYIKEG e Pipelining Indexes
TIPOCAPLOYAG TG CULTIEPIPOPAC TOUG
OTOV TUTIO GUUTEPIPOPAG TOL GAMoY,  Direct Account Selling (
CIKOUC KOl KATW OO OUVBMAKES THEONG. 1" bas civon ict SopnpiEiig
ET01 S1EVKOAUVOULV TNV EMKOWVWVIB KAL TV, |, TPoBAEWILN HeBoBoAyia

KOAUTEPN OIKTOWAT), L€ OTIOTEAETLA . !

TIPOGEAKUGT TIEPIOTATEPWVY YIOTPWY, yla epiBaAov eviova aviay;
HeyaADTEPN SIEITOUAT TWV TTPOIOVIWY, OTIOU Ol GO GG A
avénan Kat EMOVOANWN TWAIGEWV. 0€ TIOAAG ETTIESA KOl EXOLV O

Efficient Area Management (EAM) EU::;T jéf)'\oym DAS BonBé 0
AZlOTIOINON TOL XPOVOL KAl TG EVEPVEIAS | ¢y endigouy TEPIOTOTEPES T
00G, 0PYAVWON TWV HECWV , ET01WOTEVD | o ;1607 gTal 06206 TN
€PXEOTE OE EMOQH LE 600 TO 6uvqTov GKOTOUC AVBPAMTIOUC, TV @
TEPIOOOTEPOUC 1ATPOUG KOl GUXVOTEPD pE | AVGTTTUEN OTOTEAEGOTIKG
O% onpa,v T'KO,TSPOUC' . , EKOTPOTEIEG TPOWBNONG T
Aemtopepriq OvVAALGT ETIUEPOUG es’uatw\) o METOQEPOVTOC TV TIPOTOY
TIov ouvez-:Tguv i CXT[OTE)\EGH(XTIKI‘]’KGI TOKTIKIC O {TALOTO OTp
OAOKANPWEVN O10IKNGN TNE TIEPIOXNG: MepauBavel Tic e CEGT
e AvdAuan MehatoAoyiou. « AEOAGyroN ECRORTR

e XXeOIAOUOC OVATITUENG TIEPIOXNC. - 006:/(;] 12 o Avicx w
o [poypapUOTIONOG EVEPYELQVY : 1 sz o lﬁ, HEs y

Ekmaidevaon, Evnuépwan, Aleéaywyn POTYESIE | I

OUYKEVTPWOEWVY, ETKOIVGVICL, KAT. ® 11p0adI0pIoHOG TV KOP
AVAAUON KOl EKTILINGT) OMOTEAEGUATGV o IX€d10 Evepyelcv TOKTIK

Ekdoaon ZTpatnyikng Mo
Sales Management Strat
e Key Account Manageme
EkO0GT TEXVIKWVY MWA
(Sales Techniques & Tool
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3. Key Account Manageme
o To po@iA Tou key acco
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o EowTEPIKN) avaBean epy
o ATIOTEAEGIOTIKI GUVEP
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OAokAnpwpEvn MeBododoAoyia Eqappoync

H Akadnpia TAQICIWVETAL ATIO GEIPA UTIOCTNPIKTIKWY
peB0d0AOYIWV VIO TNV KAADTEPN TIPOCAPUOY], APOUOIWaN
KOl EQAPOYN TWV TEXVIKWVY Kal EPYOAEIWY aTNV KaBnuepn
epyaaia:

Executive Engagement Session

H anog@aon piog eTaipeiag va epappocel Tnv MSA,
ONUOTOOOTEL it aAAayr Tipocgyyiong atnv dladikaoia 1 aTo
HoVTENO iwANnon¢. H ouvdvinon Executive Engagement
eéaa@alilel 6T OO Ta EMITEDD TOU OpyavVISUOD £XOLV Lia
KOV KOTovonan tng mpoBeong Kol Twv 0QEANUATWY TNG
€Qappoync ¢ MSA, kKaBw¢ kal piag euBuypAPUIoNE TNG
nyeciag mou amnalteital yio va emteuxbolv Ta embuuntd
OTOTEAETUOTO.

Business Context Configuration

H amodoyn Kabe gukalpiag yio pabnaon amo Try opada
TIWANOEWVY, EEAPTATOL OTIO TNV EMITUXT TIPOCEYYIOT KOl

Manager Preparation Session

Autn n diwpn auvavtnaon €E0IKEIOVEL TOUG TTPOTCTAUEVOUC
TIWANOEWV LE Ta KOPIA CTOIXEIN TOL TPOYPALUATOC KAl
TEPIYPAPEL TO POAO TOUG, TIPIV, KOTA KOl LETA TO
TPOYpappa MSA. Autr n guvavtnaon yivetal mepinouv 600
€BOOUAdEC TIPIV TO KUPIWE TIPOYPAHOL.

MSA Coaching Workshop

AuTN N Kpigiun cuvAvtnaon, JIGPKEING HICAE HEPQC,
TIPOCPEPEL GTOUC TIPOTICTOUEVOUC TIWANCEWY TO EPYOAEiT
TIOU OTIONTOUVTAI YIO VO KaB0odnyrjoouv evepyd Kal va
LTIOCTNPIEOLV TIC OUADEC TIWANTEWY GTNV EQAPHOYA TWV
EPYOAEIWV KOl TEXVIKWVY TOL CLOTAKATOC MSA. AuTA N
OLVAVTNON ETKEVTPWVETOL KUPIWE 0NV avAAUan g
OTPATNYIKNC TIWANTGEWY KAl TOU TPOTIOU TIOU Ol
TPOIOTAWEVOL UTTOPOUV VO EPYAGTOUV HE TOUC AUETT
UEIOTAPEVOUC TOUC VIO VO BEATIOCOUV TI GTPATNYIKEC
TIWANTEWV.

QVamapaywyr Tou TEPIRAANOVTOC TTIOL EPYALETAN UEGT OTNV
aiBouaoa. lNa va avomtuxBei pio onuavtikg cuvdeon PETOED
NG EQAPHOYNC TNE MSA Kl TWV GUYKEKPIUEVWY BEUATWY
TOKTIKAC Kal aTpatnyIKAg, N PPP Ba d1eédyel d1ayvwaTIKN
€peuva Kat Ba xpNOIUOTOINGEL TIC TANPOPOPIES YO VOl
TPOCOPUATEL TIC GUINTATEIS, TIC OOKATEIC, Ta case studies kalt
T0 UAIKO Ttopouaioong.

Evioxuon - Sales Performance Coaching

O1 OTPATNYIKEC TIOL ANUIOLVPYOUVTCL OTO TIPOYPOUUA
e@apuélovtal atnv ayopd cUVTOUO PETA TO TEAOG TOU
TPOYPAUUOTOC. Mo TNV e€ao@AEAIoN TNE EMITUXO0C
EQAPHOYNC TwV GTPOTNYIKWY, Ol EICNYNTEC Eival S1aBETIUOL
Y10 GUVEXT KOB0dynon Kot GUKBOUAEC.

OAoKANpwpEVN Abon

MopEXOLE TAAPN, TTPOCAPHOTHEVA KOl EEEISIKEVEVA TIPOYPALLOTA Yia S1dagkaAia aTny aiBouaa, on-the-job ekmaidevaon, follow-

up, 0T0 XWPO 0a¢, AAAG KOt S1IOOTKIAIN LLE TN XP 0N TWV VEWV TEXVOAOVIWV, e-learning.

TooUotnua Medical Sales Academy GUUTANPWVETAL OTIO Hid GEIP& AAAWVY UTIOGTNPIKTIKWV TIPOYPOLUATWV KAl UTINPECLWOV, OTIWC;

Executive Communication Suite (ECS)

O latpIkdg EMIOKETTNC o TTPETEL va val IKOVOC VO KAVEL TTAPOLCIATEIG KATW OO TTOIKIAGLOPPECC GLVONKEC , TETUXAIVOVTAG VA Eival
TAUTOXPOVO OTIOTEAECUATIKOG OTNY TTPOWONAGN TOU UNVOUOTOC GAAG KOl EVXAPIOTOC, EVAIOPEPWY YIa TNV gvioyuan Tng oxéonc. To
ocOotnua ECS avayel tnv latpik Evnuépwaon oe T€xvn ToU KOAUTITEL S1A@OPETIKA format cu{IMNoEwY, EMIKOIVWVIOKA OTUA,
OIEIGOUTIKI) ETUXEIPNUATOAOYIO KO KOAT XPr1aT OAWV TWV EPYAAEIWVY ETIIKOIVWVIOG TTOU ETIITPETOLV 0 XPOVOC KOl 01 GUVONKEC.

Managing Sales Performance (MSP)

O1TEPI00OTEPOI UTIEVBUVOI TIWANTEWY THELOVTAL TUVEXWC KO EVTOV, Y10 VO PEPOLY OTIOTEAETHOTA, Y10 VA TIETUXOLV GTAXOUC, KOl TOUG
HEVEL TTOAD Aiyog Xpdvog va GTAUOTAGOUY Kol Vo avoAoyloToly yupw omd Tov TPOTOo TIou S101KOUV Kal CLUTEPIPEPOVTAL. To cUGTNUA
oUTO divel oKPIB®WC auTA TNV dUVOTOTNTO VA GU{NTNOETE LIE EUTIEIPA OTEAEXN TTWANGEWV, VO OVTAAAGEETE ATIOYEIC Kl VO BPEITE AVCEIC
o€ BEpaTO IOV Ba 0OIC 0ONYNOOLY OTO VA ANUIOUPYNOETE IO OPASA TTWANCEWY UYNARG 0mddoonc To c0TNua oag BonBd dxi povo va
OTEAELOEPWTETE TO SUVAIKO TNC OUADOE TWV TIWANTEWY, OAAG KO VA TO AVOTITUEETE, VO TO LEYIGTOTIOINOETE.

Consulting

MopEXOLUE CUUBOUAEUTIKEG LTINPETIEC OE KABE Evav OTIO TOUC TAPOKATW TOUEIC:
- AvAmtugn Tou avBpWTIVOU SUVOIKOU
X100 O KAl DIEEY WY EPELVAV OYOPUG
Makpoypovia TIPOYPALUAT GUVTIPNONG Kal
UTIOCTAPIENG TNC AVATITUENC TTWANCEWY
Mpoypdppota a&loAoynaong Kal TPOYPAUUOTO KIVHTPWY
Mpoypdupoata Coaching
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