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Transtformation

' OMAVINGN 0TNY AVAYKN
T[(}.))\rIUr]C VIG V’G M Dde! Y10 GNUOVTIKEC KOl
T[pOO' Gpuo OTEl AMOPAITNTEG OAAQYEG TWV

, TIPAKTIKWV TIWAINCEWV UE
OTIC IJ.:STGBO)\SC GTOXO TNV TPOGAPHOYN OTIC
, aAAQyEC TToL cLUBaivouy
TOU TPOTIOV HE TOV TV TPATIO TIOU ayopalouv ol
’ r eNATeC. O1 OANOYEC OTIC
OTtolo O(yOpO(ZSI 0O a\;z)paoTnKéc loupn!plcp(z)géc

4 EU@AVIlovTal KUPIWC AOYW TWV
T[E)\O(mc OANOYWV OTIC GLVONKEC TNC ayopdq
OAAG KOl AOYyw TwV dLVOTOTATWY TTOU
TIOPEXOLV Ol VEEC TEXVOAOYIEC TOV TIEAATN.
O MeAATNC €ival EVNUEPWUEVOC, EEETALEL
TIEPIOOOTEPEC ETIIAOYEC KOl ATIOKTA 10XLPN)
OlaTPAYUOTEVTIKA dUVOUN. AKOUN Kal, O TIO IKOVO(
TIWANTIC OEV EiVaI TIAEOV XPHOIUOC €AV OEV UTIOPEI va
OKoAoLBr o€l Tov TTEAATN 0To Tagidl ayopdg Tou amo Ta
TIPWTO POAIC, BrjpaTtd Tov.
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Why change

AVALETO OTIC TTIO YVWOTEC QITIEC TTOL TTUPOAOTOVV TO HETOCXNMATIOUO TWV TTWANCEWV TIEPIAAMPBAVOVTaAL N
EUTOPELIATOTIOINGT TNE KUPIAC ETIXEIPNUOTIKIC SPOCTNPIOTNTAC KL N ELPAVICT) VEWV OVTOYWVIOTWY. H TTPwTN €XEL
0QV GUVETIEIO VO LEIWVETOL N KEPAOPOPia TOL KAABOUL Kal N deVTEPN VA

TAoe1g TToL KAB1oTOUY TNV aAAOYR avayKaia.

To @aIvVOEVO TOU
Customer
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TeAATN oo Toéid1 Tou

me.

OlATAPACOETAL N LOOPPOTIO GTNV LTIAPXOLCO KATACTOGON TNC AYOPAC.

Opiloupe METAOKNUOTIOUO TIWANGEWV TO GUVOAO TWV EVEPYEIWV TTIOU
gival avaykaieg yio va avamtuxBo0v IKavOTNTEC TTWARGEWY TIOL Va
KaB10ToLV SuVOTH TNV SIAXEIPION TWV EVKAIPIWVY TIANGNC GE OAO TO
€0POC TWV TUNUATWVY TNC ETaIpEiag. Etal Ba gival o€ B€an va
OVTOTIOKPIOEL 0TIC AANAYEG KOl VO TIETUXEL TOLC OTPOTHYIKOUG GTOX0UC

O YETOOXNMATIOUOC TWV TIWANCEWVY TPETEL VO KAAUTITEL TO TIAVTO ATIO

TN OTPATNYIKI TIWANCGEWVY KAl TO aXedI00U0, TN d10iknaon Tn¢ opddwyv
TIWANCEWVY, TIC O1AdIKATIEC TIWANTEWVY, TOUC AVOPWTOUC & TIG AEEIOTNTEC PEXPI TNV TEXVOAOYia & Ta epyaleia.

OAeC 01 KUPIEC ETUXEIPNUOTIKEG LOVADES TNC TIPWTNG YPAUMNG, T TUHUOTO LTTOOTAPIENG Kat N avwTatn dloiknon Ba
TIPETIEL VA CUUUETEXOUV OTNV EPYOTIO LETACYNUATIOUOU, TIPOKEIUEVOL VO LAOTIONBO0UV Ol ATIAPOITNTEC ETIXEIPNOIAKES
dLVATATNTEC KOl Ol TTOPAYOVTEG EVEPYOTIOINGNC, Y10 TOV LETACXNUOTIOUO TWV TWANTEWV.

®don 1
The multi Buying process
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2TOXOzZ:
O1 xapteg d1adpopng Eivot dloypAMHATa IOV
QmEIKOVI{oLV TIG TTPAEELS, TIG TKEWELG KOl TO
cLVOIGONATO TOU TEEAATN GTNV MOPEIX TOL
XPOVOU, KAOWC EPXETOI GE EMOPN LE TNV
Hdpka. Xpno1LOToI00}E TOUG XAPTEG VIOt
o Katavonaon kai d1dyvwan tng eRmelpiag
TOUL TIEAATN
o IXESIOOMO EUTEIPIGV VIO VA EMNPECTOUNE
OKEWEIC KO guvolodnata
(EmMavaoXESIOGHO TV LTIAPXOVIWY,
Snuiovpyia VEwv)
o AvOmAQICi)ON KOL EMAVEEETAOT TGV
EUMEIPLOV
o YMomoinon epunelplwv — Eyxepioia
odnyiwv
o Aflomoinon Twv XapTwv yio cOVOEDN,
ouvepyaaia kal EVBLYPANICT TWV
Opadwv
o Emowwvia (vbuypdppuan, ekmaideuon,
TIPOCAVATOAIGLO)
H AOMH TQN YMHPEZIQN
O1 unnpeaieg ekteivoval aToug €ENG GEOVEG:
1) Mapping the buying Process
e Workshop pe gUpHETOX] OAWVY TGV
EUMAEKOUEVWV TUNUATWY
2) Touchpoints & MOTs
e Workshop pe 0t6)0 Twv
TIPOOSIOPICHO TNG EUMEIPIAG IOV
BO£NoupE VO EXEL 0 TTEAATNG OTOV
£PXETAIL OE EMOQN |LE TNV ETAIPEID
(puaikd & Yn@IoKa).

®don 2

Sales process engineering

Alignment

2TOXOz:
To Bapog ¢ S1od1KGiag TwANCNG
HETA@EPETOL ATO TNV IKAVOTNTA
Slampaypateuong Ko KAEIGIHOTog oTnv
IKavaTNTa avadritnong utoWwn@iwv TEAXTHV
Kalt S10XEipIoNG HAKPOXPOVIWV GXECEWV.
Enavaoyediaopuog rj evBuypapupuan tou Sales
Process Oa TipEnel va yiver KAt amo Tig €4R1G
BaoiKE apxEC:
o XXeDIA{OUE Eva EMIXEIPNIOTIKO Process,
Kot 01 €éva aTOIKO process
o XLTOXEUOULLE O€ EYICTOMOINGT TOU GYKOU
o [poadiopiloupe TOUC MEPIOPIGHODE GTO
process
o O£toupe onuela pErpnong yla va
UTOPOULE VOl TO SIOXEIPICTOU|IE.
H AOMH TQN YMHPEZIQN
O1 unnpeoieg ekteivovton oToug €Erig GEOVES:
1) Pipeline & Sales Funnel mapping
e Xoptoypdenon Twv oTadiwy TV
E0WTEPIKWY AEITOVPYIWV TTOU
avTIoTOoLX0UV G dladpoun ayopds
TOUL TIEAQTN
2) KPIs & Dashboards
e MpoodlopIaHAG TV SEIKTGOV
an6doong / LETATPOTNG amd TO Eval
0TAd10 0T0 GAAO
3) Integrate functions
e BeAtiwon g d100LVSECILOTNTOG
peTatd mwAroewv, marketing ka
customer service - KATAPYNa™ TWV
SIOTUNHOTIKOVY CTEYAV@V.

®don 3
Sales content management
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2TOXOz:

XPrGILLO KOl EVNHEPWTIKO TIEPIEXOHEVO Bal
08nynoeL PnAd Ti¢ TWANCELS GOG KOl TV
eTaipeia oag. Xwpic éva anoTeAEGUATIKG
o0OOTNUA JIOXEIPIONG TIEPIEXOLEVOU
OTIOTAAATE TIOAUTIEG EVKAUPIEG Y10 AVATTTLEN.

H AOMH TQN YMHPEZIQN
O1 unnpeaieg ekteivovtal atoug €8¢ AEovec:
1) Message to market Generator

e Anpouvpyia oTpaTNYIKOV HNVURAT®V
TIWANGNG HE TNV EUTAOKT] OAWV TwV
TUNUATWY, HEAET TWV TAGEWV TG
ayopdc Kol Snpoupyia XxapTwv
oulNToEWV.

2) Demand generating tools:

e AvamtOGCOUHE LOPPEC TIEPIEXOLEVOL
(Infographics, E-books, Videos) o
EUTTAEKOLV TOUC TIEAGTEC OE SIGAOYO
Kot £Ta1 SNIIOVPYOLY I
OAANAETIIOPATTIKI) GXECT EYEIPOVTAG
EVOLOQPEPOV OXETIKO LE OTL {NTd O
TEAATNG

3) Sales enablement tools:

o TapéXoupE OTNV OLADN TIWANTEWY,
e Tnv BonBela TG TEXVOAOYIOG:
epyaleia emIKOWVWVIOG, EAEYXOU TWV
SLaSIKACIWY TIWANGNG, TIOPOXIG
YV®ONG Kal Tepiexopevou (Playbooks
& Storybooks) mou amoutoOvial otn
GUYKEKPIJEVN EMOQT] LE TOV TIEAATN
Y10 va gival omoTEAEGUOTIKOTEPN KOl
ToxOTEPN.




What are the bene

Eva TPOYPAUUO HETAOXNUOTIOUOU TIWAINCEWV TIOU LAOTIOIEITAL e CVOTNHA, EEAT@OAIlEL TNV avaTTUEN, TNV
KePOOPOPIa KAl TNV 0QOCiwan TwV TEATWVY. ETi TAE0V, 0 HETACXNUOTIOUOC TwV TTWARCGEWY 0dNYEi o€
BeATIEYVN O1OQAVELX KAl DIEVKOAVVEL TN O10iKNaoT (KLBEPYNOIUOTNTA) Kat T TIPORAEWN (TTPOPBAEYILOTNTA).
» O0 AVOKOAVWETE VEEC KO TIEPIOTOTEPEC EVKAIPIEC YIa BEATIWON TN TIAPAYWYIKOTNTOG
YTIGpXoLV avogloToiNTEC EVKAIPIEG YIO ALENON TNC OMOSOTIKATNTAC KA TN ATOTEAECUOTIKOTNTOG
TWV MTWANCEWV. H €MALGN BACIKWY OTPOTNYIKWY, ETIXEIPNCIOKWVY KAl OPYAVWTIKWVY {NTNUAETWY
TIWANOEWY, BonOd TIC EMIXEIPHTEIC VO EVOOKIPNCOLY 0€ SVOKON TIEPIBAANOVTO.

» Oa auENoETE TNV KEPOOPOPIa KAl TNV ATdd0a0T WV EMEVOVTEWY

O1 eTaIpEiEC EMEVOVOLY GNUAVTIKO HEPISIO TV 00wV OTIC TWANCEIC. H BeAtican g
OTIOTEAEGUATIKOTNTOC TWV TIWANCEWY HETAPPALETAL AECO OE TIPOCOETA, SlaBETIpA 00Dl
Emiong, eAeuBepwvel TOPOUC TTOL UTTOPOUV VA XPNCILOTIoINB0VVY yia TN dnuiovpyia o&iag ae AAAT

HEPN NG EMIXEipNANG.

» Oa BeATIOOETE TNV eVEAIEiO KOl TO XPOVO ATOd0CNC OTOV TIEAATN

H Asitoupyia TwANCEWY CLVOEETAL OTEVA E AANEC AEITOLPYIEC TNG ETAIPEINC, OTIWC TO
HAPKETIVYK KOl TV €EUTNPETNOT. O TIPAYUOTIKOC LETACYNHATIOUOC TWV TIWANCEWY aTAITEI
OAAQYEC CUUTIEPIPOPAC TWV TIPOICTAUEVWVY KOl TOU TIPOCWTIIKOU 0€ OIUTOVC TOUC TOEIC.

H peiwan tng TOALTAOKOTNTAC GE CAOKANPO TOV OPYAVICHO, 0dNYEi 0€ GNUAVTIKE avVATITUEN.

ddon 4
Sales automation tools
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2TOXOzZ:

To sales automation software ovoAapuBaveL va
KAVEL QUTOHOTO TIG XPOVOBOPES EVEPYEIEG
TIWANTWV Kal TToloTapévav, AveBAlel ata YN
TNV MapaywyIKOTNTa Kot BEATICVEL TNV OKPIBEIO
kat v tax0tnta Tov Sales process.

H AOMH TQN YMNHPEZIQN
Ot uTnpeaieg ekteivovton aToug &g GEOVEG:
1) Intelligent CRM

e [poypappa diaxeipiong leads,
opportunities/pipeline, ETaIPEIY,
EMOQPWV, EVEPYELWY, EKONADTEWY,
KOUTTOVIOG, TIPOTOVTWY, CUTNHATWY
gfumnpétnang.

o Emiong, mepapBavel Evowpdtwar Pe
GMeC e@appoyE, cloud based data,
mobile eQapLLOyEQ KATL.

2) Inbound marketing

e E@appoyég Tou mpoceAKO0LY TTEAGTES
TIPOGPEPOVTAG EVOLAPEPOV Kl XPHGILO
TIEPIEXOIEVO Kall TIPOCoHETOLY atia o€
OAQ TO TAdLA TG S10OPOIG AYOPA,
ekmaidevovTag Kal S10Qwtiloviag.

3) Business Analytics

o E@apuoyég mou divouv v duvatdtnta
VO KOTIYOPIOTIO|GOULIE TOUG TTEAGITEG,
va aVOKOAOYOULE VEX patterns Kot
OXEOEIG, VO KAVOUE TIPOPAEYEIG, VO
Kavoue avaAuon Kepdopopiag Kot
atiog kGBe mEAdT, TpocwmoNoinan,
KaBm¢ Kal va a&10A0YrCOULE TIG
UTINPEGIEC.

Tools

®don 5
Developing new talents

Competencies #@.

2TOXOz%:

Anpuovpyia cTpatnyik@v E0PEGG Kal
KOAAIEPYELOG TOAEVTWVY, XPNOT HOBNGCIOKMY
HoVTEA®@V yia TNV avamtuén de€lotiTwy mov Oa
uToaTNPIEoLY TNV AAAAYH, SNILIOUPYWVTOG
gveAEia, TaxOTNTa, Kal IGXUPATEPN
EVOWMATWOT TWV TUNUATWY.

H AOMH TQN YMHPEZIQON

Ot umnpeaieg ekteivovton aToug &G GEOVEG:
1) Selection & recruitment

o [poodiopiote T0 DNA TwV TIANTGV
VYNANRG amAd00NG KOl HETA
enavegeTdaTe 1O recruiting, To
retention kai tnv eKmoidevan.

e Melwote ToV XpOvo TIoL Ol VEOL
TMwANTEG Oa yivouv amodoTIKoi
SIEEAyOVTOG TIIO GTOXEVPEVO recruiting
KOl opxIKr] EKTiaideLon.

2) Ongoing training & e-learning
o AULEAVOUE TNV TTOPAYWVIKOTNTA JLE
QMOTEAECHATIKG KOl GUVEXEC coaching,
on the work flow learning kat
OTIOTEAECHOTIKI APXIKT] EKTIOHBEVAT).
3) Restructuring the bonus system
o Eubuypappiote Ta evOIOQEPOVIA TWV
epyalopEVwV GG LE TOLG CTOXOUG TNG
EMIXEIPNOTC, BWOTE AVIAYWVICTIKA
O@ENN, OVTOUEIPTE KATAAANAQ,
oUH@wVa e Ta KPI's TN véag
S1adIKaciag, 0dnNywvTog TIG VEEG
OLUTEPLPOPEC VA YiVOLY GUVIBEIEC.
o BEATIOOTE TO XPOVO MOPALOVIE TWV
TIWANTAV L€ CTOXEUEVEC EVEPYEIEG.

®don 6
Performance management
A

Management ﬁ%{)
ZTOXOZ: g

To performance management gival €vog TpOMOG
310iKnang TG ORASHE TIWANTEWY TIOU
dnpuovpyei éva epyaciokod MEPIBAANOY TTOU
TIOPAKIVEL TOUG AVOPWTOUE Vo OELOTTOLTOUY TO
KaAOTEPO SLVaIKO TouG. To performance
management ival éva cUOTNUA EpyOiag
TIPOCAPLOCHEVO TIANPWG 0TO SIKO 00 Sales
processs.

H AOMH TQN YMNHPEZIQN

O1 uTinpeaieg ekteivovTal oToug £EG GEOVEG:
1) Performance coaching
o O1c0pBovlol TG PPP aulntolv pE ta
MEAN TNG OuAdaC TWANCEWY Yia KABE
0Tdd10 aTNV J1ASIKAGIA TTWANTEWY,
Sales funnel/pipeline. AkoAouBwVTag
Tnv peBodoroyia Tou Performance
management Kavouv KaBe gulrjtron HE
£vav epya(OLLEVO EVKaIpia yio Ladnon
2) Sales manager coaching
e OLcOuBovAOL NG PPP ekmadelouvy Kal
KaBodnyouv T S10iKnon MWArGEWY val
KGvel To performance management
TpOTO d10iKNaNE TG OPAdAC.
3) Leading with Dashboards
e Hdl0iknon paBaivel va xpnoipomolEl
T0UG BeiKTEC aMAA00NG TOL sales
process ylo vor 0ToX00€eTel, va
TIOPAKOAOUVOEIL TNV TTPO030 Kol Vol
TIPOPAETEL TNV MEAAOVTIKK) AMGA00T TOU
TUNHOTOC,




OAoKANpwpévn MeBododoloyia E@appoyrg

To €pyo Sales Transformation akoAouBei peBodoAoyieg
Change Management y1a Tnv KAAUTEPN TIPOCAPOYT,

Mw¢ EeKva Eva €pyo...

Eva €pyo Sales Transformation Eekivd pe 600 KPIOIpEC

OQOUOIWaN Kal EQOPHOYT TwV OANAY®V 0TIV KaBnuepivi SPACTNPIOTNTEC:

epyaaia.

H opdda cuUBoLAWY paC

O1 gUUPOLAOI HOC UTTOPOLV VO GOC TIPOTPEPOLV
TIPOKTIKN| BorBegla.

Av LTTOPIALETTE OTI N TIPOCEYYION HOG KOl N peBodoroyia
dloxeipiong ¢ S1ad1KOGIaC TWANCEWY UMOPEL va
EEKAEIDWOEL ONUAVTIKEC dLVATOTNTEC OTOV OPYOVICUO
oag, agilel va eZeTA0ETE TN CLUUPBOAN TNE OUAdOG
OLUBOVAWVY HOC.

H opada pag eivar e€eidikeupévn ot diEEaywyn £pywv
avaoxeSIOOHOD dIOdIKOTIWY TWANTEWY. To €pyo Sales
Transformation givai éva TpooeKTIKA oxeSIOTUEVO EPYO
HE TIPOYPOARUOTIOUO KAl OTOXOUC, TTOPAKOAOLOEITAI OTEVA
€81 £00C EVWEN UNVEC WOTE VO PEPEL IO CUYKEKPILIEVN

1) Evnuépwan o€ uPnAo eminedo - Executive Workshop

H evnuépwan gival éva TpIrpEPO EPYACTpIO IOV
TIPAYUOTOTIOIEITAN YO TN 810iKNaN 00¢ OO €Vav Ao TOUC
EUmelpoug aupPBolAoUG pac. O aTox0C Tou Eival va
TIPOC@EPEL TN SIOIKNTIKI) OpAda 00¢ TNV TIPALN, TN
yvwan g pebodoAoyiag pog Kat, wg €K TOUTOU, TNV
eéao@aiion ¢ 6€apeLaNG o€ LPNAO mimedo.

... AUTO TO €pyaOTrPIO YivETAl PE SIKA pag £€0d0l.

2) Emixeipnuatikr) peAETN - Your Business Study

Anpoupyia HIog EMONUNG EMIXEIPNUOTIKAG LEAETNG VIO TO
€pyo Sales Transformation aTnv €taipeia oag mou €ivai 1o
OTIOTEAECHO EVOC CUVTOHOU TIPOKATAPKTIKOU
OULMPBOUVAEUTIKOD €pyou.

AUTA N ETUXEIPNHUOTIKY LEAETN TIEPIEXEL:

BETIKN amd300n TNC EMEVSUONE TO GUVTOHOTEPO SUVATH. o /\emTopEPn OVGAUON TC KaTAoTOONG
To Ba0IKG XOPOKTNPIOTIKO TOL AVOCXESIOOHOU €ival 0TI OL * AVGGKOM,G f TG TTAPXOLOTG 610@ IKOO10G nola)\nonc.
GOLBOUOI LLOC EPYATOVTQN TIPAKTIKG, GTTY ETIXEiPNaT) ° /\smousgsc ouquo TIPOBIAYPUPWV YO TIC BENTIOTEC
oac, O1EEAYOVTOC TIC OKOAOLOEC OpaaTNPIOTNTEC: g"’,‘g“‘o“"‘?“ nco)\noaAcov. , , sal
o 2XEQIOOHOG KO EQAPHOYH TUTIKWV JIOBIKOCIWY KOl ° TXE ;) uero;[_Saor]c (Avakornen Tov epyou Sales
NG TEXVOAQYIQC TTOL TO LTIOCTNPILEL. 'Eran Om?i |on).’ 5 V5
o MpocéAkuan, ekmaidgvaon Kat dlaxeipian Tou e EVOIOVTEAQ ATIOOOONG TG EMEVOUOTS.

BacoikoO TTPOCWTIKOV LTIOCTIPIENE TWV TIWANTEWV. ExTOC G?Té 10 011 00C ETITPETEL VO OFE'OAOVF'I"*:W m
o Coaching TeV TWANTGV Kat TC SI0IKNGNG ToV Blwowdtnta tou Sales Transformation Project, aut n

10670 0L B GUPBEAOLY TN BIABIKAGIa ST[l’)(SlpI’]UGTIKI"] 'us)\s'm o0 nape:xe:l s:vcx OAOKANPWUEVO
TOATEWV. OxEJ10 y1a m BeATion 5IIG5IKGGICX nwmqnc. v

o [pocappoyr], GXEDIOCHOC TOU €PYOU, WATE VO MpayuoTikotta, ot ,HSMTS,C KOG, egwpou'v v .
£AGXITOTIOMOE 0 XPOVOC LIBETNGNC TNC ETUXEIPNUOATIKN ue)\er'r] Al svoE‘no)\L’)’nuo‘:epyq Eruprlrlmc
O108IKOCI0C Kal N HeyIoTOToINGN TNE amAd0oNn( TN agioAdynanc e KGTCXGTCXC’II’]C ]pr ,Km HeTd (l:?enchrT]ark).
£MEVBUONC 00, ... H ETUXEIPNUOTIKI LEAETN YiveTal Pe dIKG oag €¢000l.

To eTtOMEVO Briua

Av eVOIOQEPETTE VO GLVEPYAOTEITE Hali HOg yia va EavacxedIOoeTe TN d1adIKAGIO TWANGEWY 0AC, TO ETOUEVO BAUO
oac Ba TPETEL VO €ival va TIPOYPOUUOTIOETE IO dWPEAV EVNUEPWAT GE LYNAO ETTEDO.

Me Tov TPOTIO TTOL GANALEL N GNUEPIVA ayopd, dEV LTIAPXEL ap@IBOAia yia TNV avdykn Tou Sales Transformation. Ot 1o
ETUTUXNUEVEC ETAIPEIEC YVWPIloLY OGO {WTIKNC onUaciog eival 0 EMOvVAcXeSIOUOC TwV S1OdIKOCIWV TIANGNC YIa TNV
a0&naon NG AMOTEAECUOTIKOTNTOC KAl TNV a0éNan Twv KEPAWV. Ot EMIXEIPNOELC TTOL EMEVODOULY 0T HOXAELON TWV
TIWARCEWY €X0UV TIPOYHATIKA TO TIAVW XEPL EVAVTIA GTOV AVTOYWVICHO. Kat 6Tav cuvepydleate e v PPP mou d1a6€Tel
25 XpOvIa eUTEIPIO OTIC TIWANCEIC KAl KLpiwg, KaTaAaBaivel T onuaivel mwAnan, 8a AaBete ) BorBeia mou Xpeldleate
Y10 VO EQOPHUOCETE [IA ETUTUXNHUEVN OTPOTNYIKN ETOVACXESIOOOU KOl EVBLYPAUUIONE TWV SIOBIKACIWV TIWANCNE TNE
eTalpeiag oag.

AoITtOV, TI TIEPIUEVETE; ZEKIVIOTE TNV AVOUOPPWOT TWV TTWANCTEWVY 00C!
KaAéate pag oto 210-803 4617 1y agrjoTe pog Eva e-mail oto info@ppplearn.com.
Oa xopoLHE TTOAD VO GUUUETAOXOULE GTOV OVOOXEDIOOUO TNE S1adIKOGIOG TWANGNE TNE ETO
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