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

Key Account Management

{ TTWANGON OTO CNUEPLVO AVTAYWVLOTLIKO TIEPLBAAAOV OVTLUETWTTICEL TIOAAEG
TiPOoKANoELL.

OL nspL OTEPEC €TALPELEC AVTIUETWITI{OUV EVTELVOLEVO QVIAYWVLOUO,
peva)\ apLOUO MPOIOVTWY, LEYAAITEPOUG KaL TTEPLOCOTEPO CUVOETOUG
) G nw)\n ofs Y QVOLEVEG analtnoelq TWV TIEAATWV.
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MOKPOXPOVIOUG ETILKEPOELG 6scuouq.
“The more you To KAM - Ztpatnyikég Alaxeipiong MeyaAwy
NeAatwv eival €va cUOTNUO OXESLACUEVD yLa VOl
= engage with QVATITUOOEL TG LKAVOTNTEG TWV BTEAEXWY TIWANCEWV
customers the clearer va nwhotv pe orpatnyikh. ToUc ehoSIATeL He TG
things become and kataAAnAeg e§lotnteg va aveyvwpilouv, va avaAlouv Kot va
the easier it is to OVTOTIOKPLVOVTOL OTLG CUYKEKPLUEVES Katk- CUVOETEC AVAYKEC KABE TeAdTn
. EXWPLOTA SNpLoUPYWVTAC OAOKANPWUEVEG AVCELC.

determine what you . . , > .

) O kupLog oroxoc, Tou KAM - Ztpatnyikég Ataxeiptong MeyaAwv Mehatwv
should be doing.” z-:ivou auwoauq LKAVOTNTES TWV ote; 4‘-' Aoswv va
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John Russell,

President, nouw suykekpyéva
Harley Davidson.» otehéxn nwArioewv tg T
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No avaAUouv Toug mapayo \‘ C TTOU UTIOPOUV VA EMNPEACOULV TO

anmotéAeopa pag mwAnong:

5 3
[ J [ ] [ ] Q g
Q
~
2 3 c
2285253
P »
< m
~ ~ Q =
= .
=]
. (e}
R e
- ®

Na avantiooouV ETMLKEPSELG OTPATNYLKESG TIEAATWVY KOl
OUYKEKPLUEVA OXESLO SpAong.

Na cuvepydlovtal e OAa Ta OTEAEXN TNG ETALPLAC TOUG yLa val
ETUTUXOUV TOUG OTOXOUG TIWANCEWV.

Na avanticoouv Kal va mapouolalouv oAoKANPWHEVEG AUOELG
OTOUG TIEAGTEC.

Sales Academy
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H ayopaaotikn andodaon tou mehdtn ennpedletal o€ HeyOAo BaBud amo tnv LkavotnTa Tou TwAnt va Seiéel

OTOV MEAAT

N WE ToLo TPOTo N AUaon mou tpoodEpel Ba Snuovpyroet afia otnv etalpeia Tou. Méoa amo To

TPOYPAUUA OL CUPUETEXOVTEG Ba pdBouv va to edhappolouV AUECO OTOUG TTEAATEG TOUG.

Molo cuykeKkpLpéva Ta odpEAn Ba sivat:
e lataoteAéxn nwARCEWV:
o Aufavetal n avtonemnoid
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Mapakivnon yLa To EUMELPA OTE

AyopaocTtiki] Zupnepipopd

GT) TOUG VOl T(POOEYYLOOUV [LO TIWANOH L€ CUYKEKPLUEVN OTPOTNYLK).
YOAUTEPOG EAeYXOCTWY CUVOETWV KUKAWV MWANCEWV

yoAUtepn anmodoTikdtnta ot ‘a/ GVO KOl O€ QIMOTEAECHATO TWV UTIOPXOVTWV KaL TWV VEWV TIEAATWV
éx ] VO BEATLWOOUV TN OTPATNYLKI TWV MWANCEWV TOUG,.

¢ MEAATEG OOG:

XS epapHOYNG CUUITANPWVOVTOL OTO TEAOG KABE evOTRTAG, yia va BonBnBel n dueon edappoyn
0V TOU GUCTHHOTOG 6TV KAONLEPLV TPAKTLKT).

PIOY j B “Get closer than ever to your
pLhag £ customers. So close that you tell
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Steve Jobs

MMETEXONTEZ
To oot UIOopEL va XpnoLpomntotnBel armd véa kal

OpYaVOYP OO QVOAYKWV
ZTpatnylkn Emiokey
Case Study #2

E(6n ayopaoTtiknG ouumepLdopag
I'Iapdvteq EMLPPONG

NEPAITEPSQ/AENTOMEPEIEZ

STPATNYLKEG MWANOEW

» To olotnua anoteAeitat anod 4 TETPAWPEG EVOTNTEG
(2 nuépecg), mou pnmopolv va mpayuatonolnbouv
avegAPTNTO N KL Ao TNV GAAN, OVAAOYA LE TLG
QVAYKEG TNC €TALPELOG

AVTLLETWTILON TOU QVTAYWVLOOU
Case Study\#

Anpwpévn NMpoodopad

Atadboporoindn - Anfuoupyia agiac » Hdwdwkaoia eknaidevong mephapBavel

) ) napouaciaon TEXVIKWY, AOKACELG Kal role plays pe
OAokAnpwpevn flpoodopd TIPOYHOTIKEG KATAOTACELG KOL BLVTEOOKOTINGN
Business Case-&

Case Study #4

‘alue proposition » O aplOpog TwV CUMHUETEXOVTWY KUHAVETOL
amod 8 éwg 15.

www.ppplearn.com Avdarrtugn AvBpwTrivou Auvapikou
E-mail: info@ppplearn.com KiAkig 14, T.©. 820, Aikovn 19009 , TnA: 210-8034617, Fax: 210-8032460
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