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EIZATQrH

Key Account Management: Account Development Strategies

H @appoKeuTIK evnuépwaon Kal dlaxXeipion TTEAATWY OTNV QAPUAKEUTIKH Blounxavia Tapoucidlel onuepa
TTEPIOTOTEPEG TIPOKANTEIG KAl BUOKOAIEG aTTO TTOTE. O aVTayWVICUOG €ival TTI0 £VTOVOG KAl ETTIBETIKOG, OI TTEAGTEG
TTEPICTOTEPOI KAl TTI0 aTTaITnTIKOI. O1 d1adIKacieg aTToQAcEwWY £X0OUV Yivel TTI0 TTOAUTTAOKEG Kal XPOVOROPES, VWD
OUVEXWG OPEINOUE VA EVNUEPWVOPOOTE KAl VO OUMPBadIOUNE HE TIG TEXVOAOYIKEG KAIVOTOMIES Kal eEEAIEEIS. Ol
TTAPAYOVTEG AUTOI ETTIPEPOUV ETTAVACTACT OTOV TPOTTO AEITOUPYIOG TWV PAPHAKEUTIKWY ETAIPIWV. AUCKOAEUEOTE
TTEPIOCOOTEPO VA TTETUXETE TTWANCEIG, XPEIAZEOTE TTEPIOCOTEPO XPOVO KAl TTOPOUC KAl EXETE VA AVTIMETWTTIOETE
TTEPICTOTEPOUG AVTAYWVIOTEG.

Aev €xeTe AoITTOV TNV TTOAUTEAEIO va peiveTe OTIG i0IEG, EETTEPATUEVEG UEBODOUG PAPUAKOEVNUEPWONG KAl
dlaxeipiong TTeAATwy. ZAUEPA, TTEPICTOTEPO ATTO TTOTE, N ATTODOTIKOTNTA TWV TTWANCEWV £EAPTATAI ATTO THV
IKAVOTNTA 0ag va TTOPEXETE AEIOTTIOTN ETTIOTNUOVIKY EVNUEPWOTN KAl VA QVATITUCCETE OTABEPEGS, HAOKPOXPOVIEG
Kal apoIBaia wPEAINEG OXETEIG E TOUG ETTAYYEAMATIEG UYEiag Kal AAAOUG TTEAATES 0aG.

MNa va avtattokpIBEiTe OTIG OUYXPOVEG ATTAITACEIG TNG AYOPAS KAI TWV TTEAATWY OAG TTPETTEI VO AEITOUPYEITE WG
ApICTO KATAPTIOUEVOI KO EVNHEPWHEVOI ETTAYYEAUATIKOI GUMBOUAOI KAl VO TTAPEXETE ETTIOTNMOVIKI EVNHEPWOT
OTOUG YIOTPOUG, GAPHOKOTTOIOUG KI GAAOUG TTEAATEG GAG AVTATIOKPIVOUEVOI ATTOAUTA OTIG AVAYKESG TOUG.

Yi06eTwvTag pia oUyxXpovn GUPBOUAEUTIKN TTPOCEYYIon TTPOCBETETE agia oToug TTEAATEG Tag KePDI(oVTag TNV
EUTTIOTOOUVN KOl TN OE0PEUCT) TOUG.

ANOIXTO ZEMINAPIO

H EAANVIkA ETaipia apuakeuTikol MApKeTIvyK o€ ouvepyaaia pe Tnv AchieveGlobal dlopyavwvel éva SIAUEPO
avoixTé ogpivaplo pe Titho Key Account Management: Account Development Strategies.
28-29 ATrpiAiou 2009 / 7-8 Mdiou 2009
2uvedplako Kévrpo Capsis, Ndpvwvog 10, Mapouoi
2 nuépeg (9:001T.p.-17:00p..)
‘E@n XoAkiwTn, Senior Trainer Tng AchieveGlobal
700 €/ aropo

Znueiwon:
* To Mpoypauua ptropei va dnAwdei oto AAEK 0,45 Tou OAEA.
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NMAHPO®OPIEXZ ZEMINAPIOY

Key Account Management: Account Development Strategies

2TOXOZ NMNPOrPAMMATOZ

To Key Account Management: Account Development Strategies cival éva epyaoTnpiakd TTPOYPANMO
OXEOIOOPEVO YIa va avaTITUOOE! TIG IKOVOTNTEG TWV EUTTEIPWYV ETTIOTAPOVIKWY OTEAEXWYV, IOTPOPAPUAKEUTIKNG
evnuépwong (EmoTtnuovikoi ZuvepydTeg, MNpoiotduevol NMwAAoewy, YTreuBuvol Marketing) va diaxeipifovral
TQ TTPOIOVTA TOUG PE OTPATNYIKN. Toug £QOBIAdel pE TIG KATAAANAEG BECIOTNTEG VO avayvwpifouv, va avaAlouv
KQl VO aVTATTOKPIVOVTAI OTIG OUYKEKPIPMEVEG AVAYKEG TOU KABE TTEAATN TOUG EEXWPIOTA.

Mapéxel Ta epyalcia kai TIG uEBGdOUG TToU XPEIAdovTal yia va aAAGEoUV TOV TPOTTO E TOV OTTOI0 TOUG BAETTOUV OI
TTEAGTEG TOUG Kal yIa va ONUIOUPYACOUV HOKPOTTPOBETHES KAl TIPOCOB0POPEG OXETEIG ME AUTOUG WG EUTTIOTOI
KAl a&IOTTIOTOI ETTIOTNHOVIKOI GUPBOUAOL.

ATNEYOYNETAI ZE:

* EmoTtnpovika ZteAéxn

* [poioTauevoug NMwARoewv

* YmeuBuvoug Marketing

ME epTTEIpiO OTO XWPO TNG dlaxeipiong meAaTwy Tou Xpeldlovtal pdia otpaTnyiky dopnuévn diadikaoia
TTPOCEYYIONG TWV TTEAATWYV TOUG VIO UEYIOTOTTOINOT TWYV EUKAIPIWY KAl EVOUVANWON TWV OXECEWY O€ OIAPOPETIKA
emmiTeda.

ANOTEAEZMATA

2€ éva a0TOBEC OIKOVOUIKG KAIPA KAl hIa EEAIPETIKA AVTAYWVIOTIKI QAPPOKEUTIKA ayopd Ta OTEAEXN TTWAROEWY
Kol marketing Tmou uUI0BeTOUV pIa CUPPBOUAEUTIKN) TTPOCEYYION €vnUEPWONG Kal dlaxeipiong TTPoiovTwY,
OTPATNYIKA OoXedIaoHEVN, KEPDI(OUV TNV POKPOTTPOBECUN €UTTIOTOCUVN KOl TNV TTPAYUATIKA dE0PEUCN TWV
ETTAYYEAUATIWV UYEIQG YIO ouvTayoypd@naon TwV TTPOIOVTWY TOUG.

O1 oUyxpOoVoI Kal ATTOTEAECHUATIKOI ETTICTNOVIKOI CUUBOUAOI TWV ETTAYYEAUATIWV UYEIAG:

* XpnoIYOTToIouV OTPATNYIKO OXEBIAOUO YIa VA £EA0@AAI{OUV COTOUIKEUUEVN TTPOCEYYION OE KABE 1aTPO.

* Algpeuvouyv aTpaTNYIKA YIA TIG AVAYKEG TWV IATPWY KOl TWV A0BEVWV TTAPEXOVTAG ETTIOTNUOVIKA TEKUNPIWUEVES
BepatTeuTIKEG AUCEIG KOI CUUBOUAEG TTOU QVTATTOKPIVOVTOI ATTOAUTO O€ QUTEG.

* Mpocdidouv agia yia TNy TaIpia KAl Ta TTPOIOVTA TG OTA JATIO TWV TTEAATWYV UTTOOTNPICOVTAG Ta e KATAAANAEG
aTTOdEIEEIC KAl KAIVIKEG MEAETEG.

* 'Exouv Tov £AEyX0 TNG ETTIOKEWYNGS TOU KUKAOU TTWANCNG Kal agloTroloUv TIG EUKAIPIES TTPOG apoIfaio d@eAG.
* KaAAigpyouyv, diatnpolv Kal avaTiTUoOOOoUV TIG OXEOEIG WE TOUG TTEAATEG TOUG AUEAVOVTAG TIG E€UKAIPIEG
ouvTayoypdaenong OTTwgG Kal TNV aQooiwar auTwv.
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NMPOIrPAMMA ZEMINAPIOY

Key Account Management: Account Development Strategies

1n nuépa
09:00-09:30

09:30-10:30

10:30-10:45

12:15-12:30
12:30-14:00
14:00-14:45
14:45-16:15
16:15-16:30

16:30-17:00

2n npépa

09:00-09:30
09:30-10:30

10:30-10:45

12:15-12:30
12:30-14:00
14:00-14:45
14:45-16:15
16:15-16:30

16:30-17:00

‘Epn XaAkiwTtn,
Senior Trainer Tng AchieveGlobal

KaAwooépioua - Eicaywylkég ApaoTnpIioTnTEG

O Zuyxpovog PAAog Tou ETTIoTHHOVIKOU ZUvePYATN
ZupBouAeuTikAq MwAnon

AldAsippa - Kagég

Mpocdiopiou6g Avaykwyv Kal ZXECEWV
AidAgippa - Kagég

ZTparnyiki Aigpedvnon

AidgAgippa - Mevpa

ApaocTtnpiétnta- Avatrapaotdoeig POAwv
AldAgippa - Kagég

KAgiowpo 1ng Huépag

Avaokotnon 1ng nuépag - Eicaywyn 2ng nuépag
Aladikacia Zxedlaopou Eriokeyng

AldAgippa - Kagég

Xrioiyo Zxéoewv Epmioroolvng pe Tov latpd

AigAsippa - Kagég

2xedlaopég Tou MNMAdvou Apdong yia Zuykekpipévoug latpoug
AidAgippa - Mevpa

TeAikl ApaoTnpiéTnta Npooopoiwong Tou MNMAdvou Apdong
AidAgippa - Kagég

Avaokotrnon - KAgioipo Mpoypdupartog
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