Driving Strategic Sales Excellence through

KEY ACCOUNT

MANAGEMENT

Ta epyadeia tou Key Account Management mou 0ényouv otn
ueytotonoinon twv nwinoswyv — A Specialised Toolbox
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TO CONCEPT

O MEAATOKEVTIPLOUOC WE amaitnon TNG ayopags EXEL ETUKPATHOEL TTAEOV Kal otnv Epodlactikr) AAucida, e amotéAeopa va xpelaleTal
€EQATOULKEU LEVN TIPOCEYYLON TWV OVAYKWY KABE TIEAATN, TOOW HAAAOV TWV UEYAAWY KAL ONUAVTIKWY. AUTA N CUAAOYLOTIKY adopd
0TOUG UTtELBUVOUC MWANCEwWY, customer service kal Logistics T000 Twv etalpelwv 3PL Kol LETADOPIKWY ETALPELWY OCO KAL TWV
EUMOPLKWYV KAl BLOUNXAVIKWY ETIXELPNOEWV UE in house i kal outsourced To cuotnua Logistics.

Ol peydAol eAATEC oL omolot ETIBUUOUE VOL LA AVTILETWTIIOUV WE «OTPATNYIKOUC GUVEPYATEG» TIEPLLLEVOUV Ao EUAC afloTiLoTia,
owaoTn Kal éykalpn mAnpodopnaon, opbn kabobdrynon otnv e€eldikevon T KABNEPLVAG CUVEPYATLAG, TAKTIKO reporting Kat
Business Intelligence kat mavw o’ GAa T(POGAPROGTIKOTN TR L EVEALELT TO [1eyGAO OTOIXNIO £VKELTOL 0T SLATAPNON TS KXPUOHC
LoOPPOTIACH UETALY ad’ VOGS TNG EEUTINPETNONG OTO TMAALCLO TWV cuubwvNBEvVTwy Service Level Agreements oto cupBoAato xwpic t
SnuLoupyla eMUTAEOV KOOTOUG (KpUdOU TIG TEPLOCOTEPES POPEC) KAl ad’ ETEPOU TNG EVEALELQC TTOU TIEPLUEVEL O TIEAATNG YL TNV
QVTATIOKPLON O€ EKTAKTEG Kal LOLATEPEG AVAYKEG TTOU -ELOLKA LEOQ 0TO TIEPLBAANOV TNG Kplong- elvat mo mBavo va mpokuPouv art’ o,TL
OTO TIOPEABOV.

Ot umevBuvol Key Account kaAouvtal, yla mapadelyua, va mpoodEpouv AUCELG customized kal umtnpeoteg LPNANG TTPOOTIBEUEVNG

a&lag TToU TIPOKUTITOUV ATIO VEEG AVAYKEG OTIWE EVOELIKTIKA:

m Hmapoyn mAnpodopiag o€ mpayuaTiko xpovo

B NEEG KAUMAVIEG KOL CUXVEG TIPOWBNTIKEG EVEPYELEC TTOU GAAALOUV TN PO TOU cuoTHEATOC Logistics kal amaltouV MPOTACELG
OUYKEKPLUEVWVY AUCEWV CUOKEUAOLAG KL avVOoUOKeUao(ag
H avaykn €€UMNPETNONG EKTAKTWY TTAPAYYEALWV N EVOC VEOU €PYOU TIOU TIPOEKUIE

B Hmapoxr oxt Lovo TakTikwy avadopwy oAAA kal n emetepyaoia kal avaAuon oTolelwv WG Pog TNV anddoon CUYKEKPLUEVWY
KWOIKWY, YEWYPADIKWVY TIEPLOXWV K.ATL., YEYOVOG TIOU QTIOTEAEL BACN ETUYELPNUATIKWY KAL SLOIKNTIKWY OmoPpACEWV

B H avdaykn napoyng unnpeotwv uPnAng mpooTiBeuevng aiag omwe n Staxeiplon Twy amoBeudTwy Kol POTAoELS avatpododoaiag

B H nponyuévn Slaxeiplon cuotnpatwy MIS

K.QL.

Ta mopanmavw «aveBAlouv Tov TXN» TWV YWWOEWV Kal TwV OeEloTATwY Tou AvBpwTivou AuvaplkoU Ttou SlaxelplleTal Toug LEYAAOUG
KOl ONPAVTIKOUG TIEAATEG, OL OTtoloL OUV TOLG AANOLG XpeldleTal va €xouy Ta amapaitnta Soft Skills kat kuplwg Tnv AvBekTikOTNTA
(Resilience) kat tn ZuvaloBnuatik Nonpoouvn yla tn cwoTr Slaxelplon Twv TEAATWV.

O®EAH ANO THN ENIZXYZH TQN AEZIOTHTQN ZTH AIAXEIPIZH
NEAATQN KEY ACCOUNT

m 2TEVOTEPN TapPaKkoAoUBNnon Kal EAeyX0C TNG MOPELAC TNG CUVEPYACLAG UE TOUG LEYAAOUG TIEAATEG
B KaAUtepog €EAeyx0C TOU AELTOUPYLKOU KOOTOUG
Amoduyr evepyomoinong pnTpwy amo Tn Un ebapuoyr 6ocwv akplBwe poBAénovtal oto ouppoAralo
B BeAtiwon tou cuvoAikou Seiktn kavomoinong tou meAdTn
B AVEnon twv mBavotATWY EMEKTACNG TNG CUVEPYAOLAG

MAnpodopicg kat ANAWOCELS SURRETOXNG
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ANAAYTIKO MPOrPAMMA

OI'NQZEIZ A TON ZHMANTIKO NEAATH

B O peydAog Kal gnUaAvTIKOG TTEAATNG:
- H TautotnTa KOl N @IAoco@ia Tou
- H mpokAnan NG auvepyaaiag
- Molog givai TeEAIKA;

B H guAAoyr TG TTANPOQPOPIaG TTOU aPopd aTOV
ONMAvTIKO TTEAATN
H opydvwan Tng KapTéEAag Tou

B To MIS Tou peydAou TTEAATN: TTWG Ba ETTIKOIVWVOULE
KOAUTEPQ PETQ QTTO TO GUATHHATA TOU

B H AemrTopepEIak avaAuan ToU TTPOQIA Tou

O PONOZ TOY KEY ACCOUNT
B H 6¢on Tou Key Account atnv E@odiaaTikr) AAugida
O1 yvwaelg Tou ato Marketing kai tn Aloiknan MNMwAngewv
B O yvwaelg Tou ato Supply Chain
B OeTIKOTNTA KOl ETTITEUEN TTOXWV
B H avdmTuén Twyv NYETIKWY TOU IKAVOTATWY

TO NAAIZIO THXZ ZYNEPTAZIAZ ME TOYZ MEFANOYZ
MENATEZ
Mola n oTpaTnyIKN TOU
B [loio TO QVTIKEINEVO guveEPYaaiag padi pag
B SLAs Kkal KpITHpIa YETPNONG arodoang
B TpOTTOl XPEWTEWV
Bonus / Malus
B Opadeg Epyaaiag
K.QL.
BAZIKEZ MAPAMETPOI XTHN EEYNHPETHZH TQN
MEFAAQN MEAATQN
m Credit Control
B Aloxeipian TOTWTIKWY TINOAOYiwV
XpOvol EKTEAETNG TTapayyeAIWV
B [loioTnTa TTapadoTEwy
B Emimedo epappoyng TeExvoloyiwv aTig Trapadoaelg (POD,

IOD) kai diaxeipian dla@opwV KATA TN GAan TNG TTapaAaBng

B JupTtTEPIPOPA TIPOTWITIKOU JIAVOUNG
ETiTredo YETAQOPIKWY PETWV

B Emiedo povadwyv ouokeuaaiag

XpOVvoI aTTOKPITNG € AITHPATA KOl TTAPATTOVO

Emikoivwvia rapayyeAloAnyiag

Alaxeipian eAAEIYewV Kal TTIPOTATEIG EVOAAAKTIKWY
TTPOIOVTWY

B Alaxeipion mMOTPOPWYV
K.QL.
Ol ANAITHZEIZ TQN ZHMANTIKQN NENATQN

B Timpoagdokouv ol TreAates VIBE (Very Important Business
Executives)

B [lwg avayvwpifoulue Pia KaTaaTaan «KIvoUvouy;
Ta Ad6n mou guvnBwg yivovTal
B H mpoaggopd TnG Kaivotopiag

NQZ TKE®TONTAI Ol METANOI MENATEZ
B [lwg eTMAEYOUV GUVEPYATEG
B [lolol gival o1 peyaAuTepol TTpoBANUATIOUOI
TI gkETTTOVTAI HETA TNV TTAPOUTIACN TTOU TOUG KAVOULE
B >nueia TTou eTnpedadouv TNV Kpion Twv MeydAwv MeAatwv

TO PROJECT MANAGEMENT THZ EEYNTHPETHZHZ
TOY METAAOY MENATH

B Action Plan & Time Plan

B 2uxvoTnTa GUVOVTATEWV
TpPOTTOI ETTIKOIVWVIOG ATTOTEAETUATWYV

Follow up yia TNV €ykaipn UAOTTOINGN EVEPYEIWV
TpOTT0I GUVEXOUG ETTIKOIVWVIOG

Templates yia Reporting

H emkoivwvia kal guvepyaaia Tou Key Account pe
EUTTAEKOMEVA TUAUOTA OTO ETWTEPIKO TNG ETAIPEIAG
(ATT0BNKN, AoyiaTipIo, Tufua MeTa@opwy K.ATT.)
H AZIONOMHZH THZ IXEZHXZ ME TON ZHMANTIKO
MEAATH

B ApvoupaaTe PIa ETTITTAEOV UTTNPETIQ OTOV TTEAATN; € TTOIEG
TIEPITTITWOEIG KAl JE TTOIOUG TPOTTOUG DIAXEIPIONG;

B O1 dI0QOPEG KATNYOPIEG OPIOBETNTNG TNG OXEANG
B Ta epyaAgia afloAdynang
Mwg agloAoyeital N ToIOTNTA TNG CUVEPYATIAG
Mwg TNV agioAoyei o TTEAATNG;

H kepdogopia TNG ouvepyaagiog

To KOOTOG TNG AVATITUENG TOU TTEAATN
H amodoan 1ng emévduang

H ENAYNAMQZH TQN MEAAONTIKQN MPOONTIKQN

B TpOTol KATAYPAPNG TWV TTPOTOOKIWY TWV JEYAAWY TTEAATWV
KOl QVTOTTOKPIONG HOG

B SWOT Analysis Twv GnNUAVTIKWV TTEAATWYV

B H peyoAuTepn avatrtuén Tng ouvepyaaiog
H emirAéov agia TTou PITTOPOUE VO TTIPOTPEPOUE
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TO ZEMINAPIO, MEZA AO MPAKTIKA NAPAAEIITMATA,
ZTOXEYEI ZTHN ANABAOMIZH:

m Tou TTPoYiA epyaadiag Twv UTTEUBUVWY TTWANTEWY, aTeEAEXwV customer service Kal Logistics
TToU agxoAouvtal e MeAateg Key Account

B Tng avtiAnwng Tou TTPO@IA Tou peyaAou TTEAATN Kai TNG CNTOUMEVNG TTOIOTNTAG
Tng amdédoaong TNG EUTTOPIKNG TUUPWVIAG TTOU E£XEI TTPONYNOEI XWPIG ONUAVTIKEG TTAPEKKAITEIG
B Tng d€gI0TNTOG OTNV ETTIAUCN EKTAKTWY Kal SUTKOAWV BgPATWV
®m Tng ouvoAIKAG Bewpnaong Twv AITNPATwV Tou MeAATn pE To «BAEPPA ATTO TO EANIKOTITEPOY
B Tng avakAAuwng ouVEXWYV TTAEOVEKTNHATWY aTNV ETTIKOIVWVia padi Tou
Tng dnuioupyiag Kal UAOTTOINONG EVOG GUYKEKPIPEVOU TTPOYPANMATOS dpdang

Kata mn diapKeia Tou TTPOYPANKATOS Ba 0pIaTOUV Ol TEXVIKEG OIKOBOUNONG QUTHG TNG OXE0NG Kal Ba TOTTO0E-
TNOoLV Ta KpITApPIa (KPIS) WIag apigToTEXVIKAG atrod0oang aTnyV epyaadia TG EEUTTNPETNONG TWV TNUAVTIKWY
TTEAQTWV.

NMPOrPAMMA ZE NOIOYZ
08.30-09.00 TMpocéAeuon - eyypadés ANEYOYNETAI
09.00-10.30 EvétnTaA’ TO ZEMINAPIO

O1 yvwaelg yia Tov ueyaAo TTeAATN, o1 aTTaITrgEIS Tou, 0 pOAOG Tou Key Account|  Ze OAa Ta GTEAEXN EUTTOPIKWY

10.30 - 10.45 AwdAsippa ETTIXEIPATEWY, BIOUNXAVIWY,
etaipeiwv 3rd Party Logistics,

10.45-12.15 EvotntaB’ ETQIPEIDY BIVOLIHY,

To TAQigIo TG ouvepyaaiag & ol BATIKEG TTAPAPETPOI HETAQOPIKGV ETTIXEIPATEWY K.ATT.
12.15-13.00 AwGAsippa TToU dlaxelpifovTal TTEAQTEIOKN
13.00-14.30 Evotntal’ Bdaan Kai €Xouv TTPOTWTTIKA

ETTOQI ME TOUG EKTTPOTWITTOUG TWV

To Project Management Tng auvepyaaiag Kai TNG EEUTTNEETNANG TTEAGTUIY TOUC

14.30 - 14.45 AwGAsippa

14.45-16.15 Evotnta A’
H afloAoynan TnG ox£ang Kai n evOUVAUWAOT MEANOVTIKWY TTPOOTITIKWYV

O EKNAIAEYTHZ

O k. lwane MmoupAag eival OikovopoAoyog (MavemmaTiuio ABnvwv) kai £xel MeTatrTuxiaka og Aioiknon Emixeipioswy
(MBA) atnv AyyAia até 1o MNavemaTtruio Aston ato Birmingham. Exel epyaatei og MwAnaoeig, Marketing, Eptropikn kai
levikr) AiebBuvan, og PeyaAeg TTOAUEBVIKEG Kal EAANVIKEG eTTIxeIpraelg (ELI-LILLY, ALCON LABORATORIES YOPLAIT,
MAKRO CASH & CARRY, SPAR BEPOINOYAOZ, CALL CENTER HELLAS - TOP MANAGEMENT). AgxoAcital pe Tnv
avaTTugn-ektraideuan atehexwyv ato 1o 1985 gav deutepn atmraagxoAnan. Ao 1o 2002 gival aTToKAEITTIKA GUUBOUAOG
ETTIXEIPNTEWY O€ BEPaTa avAaTITUENG Kal EKTTAIGEUTNG avBpWTTIVOU dUVAUIKOU Kal IBI0KTATNG TNG TMS Business Training.
Méxp1 anuepa £xel ekraideuael replogoTepa atro 40.000 atopa.
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