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ZUVOTTLKN tapoucioon

H Excellence & Lean Management Consultants givat etatpia cupBOUAWV EMLXELPACEWV LIE TTAPOUTLA
30+ XpOVWV IOV TIOPEXEL OAOKANPWHEVEG AUCELG ETIXELPNOLOKAG avadLopyAvwaong Kal OpyavwTLKAG
avantuéng yla tn BeAtiwon anddoong Twv eMXELPNOEWY, ELSIKA SLAUOPPWHEVEC KAL TIPOCOPUOCUEVEG
OTIC AVAYKEG TOU TTEAATN HOG, LECA OO CUUPBOUAEUTIKEG KOl EKTTOULOEVTIKEG UTINPECILEC.

Topeig e€eldikevong otnv Opyavwon Ko ALoiknon Twv EMLXELPNOEWV

e SO - zuotAhpata Ataxeipiong

e Emyepnolakn Avadiopyavwon & Opyavwtikiy Avantuén
e Itpatnywn — Marketing — Opyavwon NwARoswv

e  Xpnuatoowkovouik Opydvwon

e Logistics — Supply Chain

e Cyber Security & GDPR

e HR Management

e Avamtuén lkavotAtwv — Training & Coaching

e Emloyn Npoocwrikou

H duvarn opdda senior consultants

I18L0iTEPO AVTAYWVIOTIKO oG TTAEOVEKTNLA amtoTeAEL, N duvartr) opdda senior consultants mou:

e Amnoteleital and KOToELWHEVA OTEAEXN, LE ONUAVTIKEG EUMELPlEG O PeEYAAEG EAANVIKEC Kall
TIOAUEBVIKEC ETXELPNOELG, TTOU KAAUTITOUV £va eUpU pAoHA aVTIKELLEVWY SpaoTnplotnToc.

o AlaBETeL IKAVOTNTA TTOPOXN S OAOKANPWHEVNG TIPOCEYYLONG OTOV KUKAO: «SLAyvwaon — LEAETN —
edpappoyn — eknaideuon — coaching» yla tnv epopuoyn Kal EMITEVEN ATTOTEAECUATWV.

o Aflomolel ouyypoveg peBdSoug Kal cuoTAUata amd TV SLebvr| eumelplol TWV EMITUXNUEVWY
ETILYELPNOEWV.

e ‘ExeL mpooavatoAlopo mpog thn BeAtiwon amoddoong Kol Th HElwWon KOOTOUG.

H anootoAn pag

Xti{oUpE OXECELG OTPATNYLKAG CUVEPYOLOLOG LE TOUG TTEAATEG JLOLG KOl CUBAAAOULE 0TV avartuéLloKkn
TOUG mopeia, aflomoLwvtag Kal mPocapuolovtag oTiC LSLAITEPEG AVAYKEG TOUC, CUYXPOVEG LeBOSOUG
Kol SLeBVEelg TTPAKTLKEG TNG ayopAc otnVv SLoikNon TWV ETMLXELPICEWV.

30+ xpovia aglomiotng napouciog — 2.500 LKAVOTTOLNEVOL TTEAATES

Ta 30+ Xxpovia agLomoTng mopouoiag, e TTavw aro 2.500 LKAVOTIOLNUEVOUG TTEAATEG, N LAKPOXPOVLA
KOl ETUTUXNMEVN OuVepyaoia POG OTOUG TOUELC TTOU SpacTNPLOTIOLOUMAOTE, OAAA KoL N opdda Twv
EUNELPWY CUVEPYOTWVY HOG, AMOTEAOUV €yyUnon yla pia apolBaia enwdeAn cuvepyaoia.

A .
H cuvdedepévn etaupia Vo G e AR

H Active Safety mapéxel unnpeoieg Yyeiag kat AodpdAelag tng Epyaociag kat eivat adslodotnuévn wg
EE.Y.N.MN amnd 1o Ynoupyeio Epyaociag. Eival pélog otov NAZYMEN, to emionuo 6pyavo tou KAddou Kot
eKAeYUEVO HENOG OTO A TOU cuvbéopou. MNa meplocdtepe; MANPodOpPLEC CUG TAPATIEUTOUUE OTO
www.active-safety.gr.
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H OPTANQZzH TQN NQAHZEQN

H opydvwon pag emixeipnong cuvollkd 1 emi HEPOUC AELTOUPYLWV TNG, Elval SUVAULKO GALVOLEVO
KaBw¢ mpémel va akoAouBel tnv g€EAEN NG {wNg TNG emLXelpnong Kol amaltel Thv MepLOSIKN Kal
OUOTNUATLKI aVAOKOTNGN TNE.

H avgnon N n dwatipnon tou VLYPoug Twv NwANRcewyv, anotelel KaBoploTIKO MapAyovTa yLo Thv
avantuén tng entxeipnong.

O anavtroelg mou adopouv oTo EPWTHLATAL:

- oto nwc¢ Ba dtatnpnBouv ) Ba auénBouv ol TWANOCELC,

- OTLG OUTLEG TWV LELWHEVWY TIWARCEWY KOL OTNV QVTLLETWTILON TOUG,

- OTO TIOLEG MWANCELG KAL EUKALPLEG XAVOVTAL KL YLOTL,

- 0Tn Helwon Tou adavoulg KOGTOUC Ao TNV OVEMAPKI OPYAVWaON TWV TIWANCEWVY,
- otn BeAtiwon TNG amoSOTIKOTNTAC TOU TUAMOTOC TwV MwANCEWY,
6¢ev eival eUKOAEG OUTE LOVOCHLAVTEG.

Amnattouv «agovikn topoypadia», SnA. cuotnuatiky aloAdynon kot avabewpnon o OAo Tov KUKAO
EVEPYELWY, ITpaTnylkn, 2xedloouo, Mpoypappatiopo, Opyavwon, Aloiknon, Apdon kat Avaluon
ATOTEAEOUATWY, TIPOKELLEVOU VA YIVOUV OL avayKaieg evépyeleg BeAtiwong

H BeAtiwon Anodoong twv NwANRcswv

‘OAeg oL eTalpleg €40UV MWANTEC KL KATIOLO MAQLOLO AgLTOUpYLag TWV MIWANCEWV.
TL elval auTo ToU PMopel va KAvel Tnv dladopd LETALY aVIAYWVLOTIKWY ETILXELPIOEWVY;
‘Exete avahoylotel mold Ba Atav To anmoTéEAECUA Yo TNV ETILXEIPNON oag av:

- 0 &ciktng NwAnoelg / Ap. EmokéPewv BeAtiwvotav katd 10%, 20%;

- 0 &¢ciktng Agia Ayopadg / Ayopaoth BeAtiwvotav 10%, 20%;

H emiteuén Tétolwv oToXwV Sev yiveTal e eUXEC. ATOUTEL:

1. ‘Eva oAokAnpwpévo ZUotnua Opyavwong & Awoiknong twv NMwAncewv, mou npoinobétel otL
AewtoupyoUv oe Loopportia, ol 5 Kpiowot Mapdyovteg Amodoong, ta 5CPF, 0nw¢ avaluetal otnv
OUVEXELQL.

2. Z0otnpa afloAoynong kat BeAtiwong de€lotrtwy Kat andédoong Twv NWANTWwv
To avOpwnivo SUVAMLKO TwV MTWANRCEWY, €lval auTto ou XTileL TN oXEon KUE TOV TEAATN Kol Uopel
va KAVeL TNV Ladopa 0TOV AVIAYWVLOUO.
Elval o moépog tng emixeipnong, mou e UIKPR EMEVOUON O QUTOV (OTAON, YVWOEL SeELOTNTEG,
oupmneplpopeg) pmopel va odnynoel dupeca otn PeAtiwon anodoong kal kepdodopiag tng
eMeipnong.
To clotnuo afloAdynong KAVOTATWY UE CKOTO TOV eVTOTILOUO TwV Suvatwy Se€loTATWY Kol Twv
Se€lotAtwy yla BeAtiwon, kaBwg kat ot evépyeleg BeAtiwonc péow ekmaideuvon f / coaching yia tnv
avantuén tou Suvaplkol Twv MWANCEWY, AMOTEAEL TO AQVOYKALO CUUMARPWO TOU 0PYyaVWTIKOU
mAatoiov.

H Excellence & Lean Management Consultants &nuoUpynoe pia ohokAnpwuévn Abon BeAtiwong
anddoong otig NwARcelg, to 5CPFC Sales B2B Management System mou meplypddpetal oTnv GUVEXELAL.
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5CPF® Sales B2B Management System
To oAoKAnpwWHEVO oUOTNA 0PYAVWONG KoL S10iKNoNG TWV MWANCEWV
¢ Excellence & Lean Management Consultants

H mpooéyylon 5CPF® Model (Critical Performance Factors - Kpiowpot Napdyovieg Anddoong) mou
avantuéape, amoteAel pia OAOKANPwWUEVN MPOCEyylon, ywa th BeAtiwon tng Amodoong twv
ETL{ELPAOEWYV, CUVOALKA ] ETULUEPOUG TUNUATWY TOUG.

Ekdpalel tnv avtiAndn ot n BeAtiwon tng anodoong PLag enyelpnong r evog TUAUATOC TG, amaltel
TNV EVOPHUOVLON KL LOOPPOTIia TwV 5 Kpioluwv napayoviwv andédoong 5CPF.

H npocéyyion 5CPF® Sales B2B Management System sivaw n €§e18ikeuon yia T0 TUARA TWARCEWV
Kol mepAapBavet:
1. Opapa — AnootoAn Kat Afieg Tou TuRpatog NMwAnoswv
2. Itpatnywkn & EuBuypappon (Alignment).
3. Aopn & IuotAuata
A. Opyavwon NwAncewv
B. Zxediaopnog Aladikaoiog MwAnong & Atopkng Opyavwong NMwAntn
4. AvBpwrnivo Auvapiko — To Zuotnua HR otig MwAnoelg
5. Hyeola otig MwARoe

The 5CPF© Model

MpoumdBeon yia

anoteAsopatikoTnTA:

H woopponia twv 5
FTpOTIyIRY nopPaAyovVIwv

AvBpumvo

Avvapko

Aopn &
ZuoTijpoTa

ZKomAG: H aplotn e€unnpétnon tou MeAdTn e TAUTOXPOVN EMITEVEN TWV OTOXWV TNG EMLXElpPnONC.
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O Kplolpol TapAyovteG AVAaAUTIKOTEPOL

1. Opapa — AntootoAn kat Agieg tou Tunpatog NwAncewv
E€e16lkeuon Tou 0pANATOG, TNG ATIOOTOANG Kal TwV BepeAlwdwy aflwv TNG €TALPLOG, OTO TUHUO
NwAnocswv

2. Ztpatnywkn & EuBuypappion (Alignment) tng alvoidag:
- Emxepnpatikot otdyol (Tu)
- Emyxepnpotikn otpatnykn (Mwg)
- ZtoxolL marketing (ETUXELPNUATIKEG TOKTLKEG)
- Ztpatnywkn Marketing
- MpoPAedn kat Xtoxol TwAnoswv (Taktikég marketing)
- 2TpATNYLKA TIWANCEWVY
- TOKTIKEG TWARCEWY

3. Aopn & Zuothpata
A. Opydavwon NwArncswv
- Opyavwrtikn Aopn Kot Tunpatomnoinon Aveng NMwAncewv
- Avdluon gpyaoiag kat Neplypadéc Ocoswy pyaoiag.
- KaBoplopodc poptou epyaciag kot Avvapng MwAntwy
- KaBoplopdcg e€ouaoiag kal e€EouclodoTroewv oTNV LepopXla TWV MWANCEWV.
- IXe6100UOG TOHEWY — TIEPLOXWV TTwANnong / e€umnpétnong
- MpoodLoplopog MNywv EVIOTILOUOU VEWV TIEAOTWV.
- Ztoxol kat Seikteg anddoong KPIs
- Yxedloopog Reporting kot AEloAoynong NwAncswyv
- Zuotuata CRM (Customer Relationship Management)
- Opyavwon tng ypappateiag ( sales administration) twv MwAncswv
- Opydvwon customer service

B. Zxeblaopndg Awadikaoiog MwAnong & Atoutkrg Opydvwong NwAnth
- H dadikaotia tng MwAnong, ava tumo NMwAnong (EUMOPLKOC, TEXVIKOG, LEPATIOOTOAOG)
- AvdBeon nelatoloyiou avd mwAntA.
- IXebLaopog emioke NG MWANTH - TLTIPETIEL VAL KAVEL KOLL TIWGE — TIPLV, KATA KOLL LETA TNV eMioken.
- «Epyaleio urtootiplEng» mwAntn (meplypadn npoidviwy, otolxeio Marketing, kAm).
- Yxeblaopog mapouciaong otov meAdTn
- Texvikég mwAnong
- IXe6LAOUOG XELPLOPOU aVTIPPHOEWY TIEAATN.

4. AvBpwriivo Auvapiko — To Zuotnua HR otig MwARoELg
- Anotunwon KavotATwy (competencies) ava B€on epyaciog.
- MpocéAkuon-emhoy KatdAAnAou mpoowrikol / STeEAexwV
- JUotnua Eknaidevong kat Avantuén AvBpwriivou SuvaplkoU MwARcEwY
- Avabdeln kat Staxeiplon «taAévtwvy . Ecwteptko mAavo dtadoxng
- ZuoTAUOTA KL TIOALTIKEG aoLBWVY (ULoBAC, TIPLY, [N XPNUOTLKEG AVTOUOLBEG).
- AtaSikaoleg , TIOALTIKEG Kal olkovoLkr Staxeiplon AvBpwrivou Kedahaiou
- YUotnua AfloAoynong kat Alaxeiplong Antédoong (Performance Management)
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5. Hyeoia otig NwARosLg
A. Xaptng Se€lotiitwy - Competency Matrix
ATOTUTIWON TWV NYETIKWVY KOVOTATWYV (competencies) mou givatl cUUPWVEC e TNV KOUATOUpQ
TOU opyaviouoU.
B. AvAntuén NyETIKWV LKavothtwy Avtwy - EmBswpntwv
- ZTUA nyeoiag kal aglomoinor toug avaloya e Tnv MepimTwon
- Ikavotnta ‘avadeong’
- Ikavotnta Feed back
- IkavoTtnTa atopLkoUl Katl opadikou coaching
l. Executive Coaching
- NMapoyn €€ATOUIKEUUEVWY UTINPECLWY yla TNV PBeAtiwon twv Se€lotAtwy Kal NG amodoong
OTEAEXWV KOLL TNV TIPOCAPHOYI) TOUG 0TO KATAANAO oTUA nyeoiag
A. Team Coaching
- BeAtlwon tng Aettoupyiag ouykekpluévwy opdadwv-Team coaching (my Awowkntiky Ouada,
Opada nwAncswv)
- Opyavwon Kot Uulomoinon amnoteAsopatikwy UpPBouliwv (meetings) (ouvtoviopol —
amoAoylopoU — kaBodrynong mwAntwv)

OL Yninpeoieg Opyavwong & Awoiknong twv NwARoswv
TuneplAappavel

A) To Stayvwotikd epyaleio - SCPF® SALES B2B — diagnosis mou Sivel tnv SuvatotnTo amotinwong
™¢ “afovikng topoypadiag” tng Opydavwong kal Asttoupyilag Twv NwAnoswy, dlepeuvwvtag Ta
«duvata onueio» kKaBwg kol ta «onueia yo BeAtiwon».

B) ZUBOUAEUTIKEG YIINpEOLE
Adopa otnv cupPouleutikn TapéuBacn yla tThv avabewpnaon tg Asltoupyiag Twv MWANCEWVY
(opyavoypoppa, appodlotnteg, Sladlkaoieg)

I Ynnpeoieg Avantuéng & BeAtiwong Anodoong AvBpwrivou Auvapikot NwARcswv — Top
Performing Sellers (BA oxetikd €vtumo)

A) Eknadevutika MNpoypappata — Top Performing Sales Training.
Adopd og opada ekMALSEUTIKWY TIPOYPOUUATWY YLa TNV avantuén de€lothtwv:
- AlevBuvtwv — MNpoiotapévwy - EmBewpntwy
- NwAntwv

Ta Od£An yia tnv emixeipnon pe to S5CPFC Sales B2B Management System

Ta opéAn adopouv otn BeAtiwon TG anddoong Twv NWARCEWV TNG EMIXELPNONG, LECA ATO:
* BeAtiwon g anotedeopatikotntag Twv NwAncswv
* Melwon Tou kooToug Asttoupyiag Twv MwAnoswy
*  OUOTNMOTLKN KaL TEKUNPLWHEVN AELTOUpYia TWV MWANCEWVY
*  BeAtiwon anodoong NWAnTwy
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Top Performing Sales Training

OL Eknmawdeutikeg Yninpeoieg yla BeAtiwon Agflotntwv NwAntwv

Ta eKMOLSEUTIKA TIPOYPALATA €XOUV WG OKOTIO TNV BEATIWON TWV YVWOEWV KAl TWV LKOVOTATWVY/SefloThTwY Twv
nwAntwv. To 2Uotnua Top Performing Sellers umootnpiletol amd ekmAlSeUTIKA Tpoypdaupata yla Aloiknon
NwAnoewv, NwANTég B2B, Alavikég MwAnoelg kat NMpoowrikd EEumnpétnong Mehatwy.

To ekmabEUTIKA TIpoypappaTa SlakplvovTal os:
- 28 OAOKANPWHEVA EKTTOULSEUTIKA TTPOYPALLOTOL
- 40 eKMOUSEVUTIKEG EVOTNTEG yLa BEATIWON EMLUEPOUG LKOVOTHTWV

Ixedraloupe Kot EELSIKEVOUE TA EKTIOLOEUTLKA TIPOYPAUUATA, Holi LLE TNV EMXELPNON, e BAON TG LOLALTEPOTNTEG
NG KOl T QVAYKEG TWV avBpwnwyv Twv TMwARCEwv. Ta MOPOKATW TPOYPAUMOTA eKMaldeuong Kol avamtuéng
de€lotAtwy NMwAnoswv. AvaAoya LE TIG LOLOLTEPOTNTEC YIVOVTOL OL AVOYKALEG TIPOCAPUOYES Kol EEELOIKEVCELC.

BOOLKAL EKTTOLOEVUTLKA TTPOYPALHOTOL

1. Aoiknon NwARocswv
e Sales Management
Sales Coaching Toolkit
Active Coaching (Cases based)
Team Leadership
Avantuooovtag tnv Emppon otoug AANoug
ATIOTEAEOUOTIKEG ZUVEVTEVEELG

2. Texvikég MwAnoswv

Professional Selling Skills

Essential Selling Skills

Advance Selling Skills

Workshop otig Texvikég Alampaypateloswy
Key Account Management

Selling Through Technical Services

Strategic Sales Workshop

XelpLopog Avtipprioewy Kot ApvnTikwyv MeAhatwy
MwAnon Evavtt Avtoywviopou

Problem Solving Sales

Teleselling

3. Awavikr) MwAnon

Avarntuén Anodoong otn Atavikn NMwAnon
Retail Sales Coaching

Selling through Service

Ta 7 Bhpata otn Atavikn NMwAnon

Xtilovtag To Movtélo MwAnong
AmoteAeopotikotnta otnv Emkowwvia | & I

4. E§unnpétnon Nelatwv

e Hyeoia E€umtnpétnong
Service Excellence
Amokataotaon XXEoewv e Toug Mehdteg
Generate Customer Experience Toolkit
Edappoopévo Merchandising
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40 KOS EVTIKEG EVOTNTES YLa BeAtiwon empépoug de§lotitwv MwAntwy

Ol MwANoeL¢ elval éva emayyeApo Tou anattel éva eupl Gpaopa Se€lOTATWY TToU TIPETEL va cuvSUATOVTaL e

dlaitepa YO paKTNPLOTIKA TNC TIPOCWTTIKOTNTAG TOU TWANTH.

o To OKOTIO AUTO £XoU e Slapopdwoel 40 ekMALSEUTIKEG EVOTNTEC TOU GUUPBAAAOUV otnVv BeAtiwon emLpépoug
detlotATwv.

O1 40 Ogpatoloyieg

-

© o NE oo kD

,\JAAAAAAAAAA
L ® NGO ODN=2O

Edappoyn otnv npaén ko BeAtiwon péow Coaching

Ka8odnywvtac Héoa amod Tnv Avakaiuvn Avaykwy
Mpoocappoyn oto MpogiA tou Ayopaotn

XeLpLoPOC AVTLpprCEWYV KAl ATIOKATACTACH ZXE0EWV
XTiolpo Zxeoswyv

Xtifovtag Epmiotoouvn

THAETIWARCELG

Virtual Selling

Anpioupywvtag Auvatda Mnvoparta

Kdvovtac Auvapikéce Mapouoldoelg

EAéyxovtag g ZuZnTrioslg

Mwood Zwpatoc otig NwARoeL

Evepyntikn Akpoacn

4+ 1 TEXVIKEG ETUKOVWVIAC TIWARCEWV

AvakdAudn «<kpUHPEVWY Avaykuv»

Alaxeiplon Adladopiacg

Emtikowvwvia Me Aladopetikotg ToTtouc MeAatwv
MelotikA Mapouaoiacn

Mapovuoiacn Emtuxnuévwy MNepuntwoewy (Cases)
Sales Playbook

Others Centered Sales

21.
22.
23.
24.
25.
26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.

H ZuvaioBnuatikr Nonpoaouvn otic MNwAnoeLg
Aokwvtag Emippon kal MetBw

Personal Branding for sales success
Upselling & Cross Selling

Alaxeiplon Mayidwy Tou Avtaywviopou
ZTPATNYIKOC ZXed1aopéc MNMwAnong

MwAnon Méow Texvikng EEuTtnpgTnong
MuwAnon Evavtl AviaywvicHou

Problem Solving Sales

AvTipgeTwion Twy TAKTLIKWY Twy Ayopactuwyv
O PéAoL kal Appodlotntec Mpoiotauévou MwARcewv
TomtoBeTWVTAC ZTOXOUC

Coach as a Leader

Emituxnpévn Zuvevteuén

XtiZovtag Ynepnddvela otnv Opada
Anploupyia Opdadwy YlnArfig Atodoong
XtiZovtac Zxéoelc pe C-suite

MwAnon oe C —suite

Storytelling

Sales Project Management

MNa va Staopaiicoupe TNV cwoth edbappoyn cuvepyalOUAoTE Le ToV UTeUBUVO Tou TUAHOTOC NMWARCEWV Kot
npoxwpape os Spaocelc. OL cuvnBéotepeg eival

Vi

On the Job Training
Eknaideuon twv nwAntwv oto nedio.
Coaching NwAntwv

EBSopadlaieg cuvavtroelg Tou MwANTH Ke Tov cUBoUAo 6Tou culnToUVTOL N OTPATNYLKI TIPOCEYYLON TWV
nieAatwy, n dtadkaoia MWANoNG, oL TEXVIKEG ouTHTNONG, O XELPLOUOC SUOKOAWY KOTOOTACEWV KAl O

TIPOYPOULUATIOUOG VLA TNV ETIOPEVO XPOVLKO SLACTNUA

Coaching MNpoiotapévwv

Elvat pa popdn Coach the Coach. O oUuBoulog tng Excellence & Lean (Performance Coach) untootnpilet ta
oTeAEXN MWANCEWV va avayvwpilouv TI¢ TPOKANRTELG, va Snploupyolv oxedla SpAaong Kal va EMLTUYXAVOUY
oTtoXoUG e Epdacn otnv KaAuTtepn amddoaon KoL TopoywyLKOTNTA.

Competencies Path Journey

Elvat évag cuvSuoopdg KPS SLAPKELOG EKTOLEEUTLKWY EVOTATWY (microlearning) ta omoia otoxelouv otnv
QVATTUEN TWV SELOTATWY TWV OTEAEXWV MIWANCEWV KAl TWV TwANTWV Kal cuvdudalovtat pe Coaching
gotialovtog otnv Stachaiion NG eMiteuéng TwV oTOXWV.
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H Opada ZupBouvAwv & Eknatdevtwv

Mia éunelpn ko duvatr opdda senior consultants, e onUAVTIK £pyaoLakr] EUTELplOt WG OTEAEXN ETUTUXNMEVWV
EAANVIKWV KOl TTOAUEBVIKWV ETILXELPNOEWVY Kal e TTAOUCLA. EUTELPL. CUUPBOUAEUTIKWY KOl EKTIALSEUTIKWY UTTNPECLWY
otov Topéa tou Marketing, Twv MwAnoswv B2B, Retail kat tng Mototikng EEunnpétnong Mehatwy.

KwoTtog Boutowvag

O K. Boutowvag &gkivnoe TNV KAPLEPO TOU O EUTIOPLKA TUAMOTA TWV MOAUEBVIKWY eTalpelwv Johnson & Johnson kait
Wella Hellas 6mou €hafe podoug NwAntr, Key Account Manager kat MNpoilotapévou MwAncswv.

TNV ouvéxela otpddnke otnv avamtuén tou avBpwrivou Sduvaplkou. MNa mavw and 12 xpdvia epyActnke cov
oUpBoulog mwANcewy Kal elonyntng otnv Mercuri Int’l, Achieve Global Hellas kat Bluepoint Leadership Development.
Eniong epydotnke kot wg AteuBuvtng Tunuatog Ekmaibeuong Kataotnuatwy yla tnv etatpeia Neppavog - Cosmote.
‘EXEL OUVEPYQOTEL LE £va LEYAAO apLOUO ETALPLWV TOGO OTNV XWPO LG OCO0 KOl O EUPWIALIKA project otnv avamtuén
LKOWVOTATWYV MWANRCEWV, S1oiknong MWANCewV KaBwg Kal £pyo AVATITUENG NYETLKWV OTEAEXWV.

‘ExeL emiong avaAdpel poAoug AleuBuvtr AvBpwrivou Auvapikou kat AleuBuvovtog Zupoulou.

O Kwotag €xel omoudaocst Owovoulkd oto Kamodlotplakd MAVEMIOTAULO, €XEL UETATTUXLOKO Titho otn «EE
Anootdoswg Ekmaidsuong» amnod to Avolytod MavemiothiuLo tTng NATpag Ko LETAMTUXLAKO TitAo «Master in Business
Administration» amnoé to Navemnotiuo Vrije tou Belyiou.

Itépylog BAayomouAog

O 3. BAayomoulocg £xeL meplocotepa amd 30 xpovia EUMELPLAC OTOV XWPO TWV ETILXELPNOEWV. ITO MapeABOV Katelxe
11§ B€0eLg Tou Trade Marketing Manager, Sales Manager, Sales and Operations Manager kot tou Commercial Manager
ot etalpeieg ouunephapBavouévwy twv Warner-Lambert/ Mondelez, Lipogen kat Bingo SA.

Elval mruylovxog NAnpodoplakwy Tuotnudtwy Kal Mpoypappatiopou, sival Extended DISC International System
Certified Trainer kot Certified HeartMath Coach. Ao to 2005, o Stépylog BAaxomoulog eivat Managing Partner oto
EAANVKO Franchise tng Extended DISC International. H eotioion tou eival kuplwg otnv A€loAdynon, Avamtuén kat
Ekmaidevon avBpwnwv.

Emikowvwviote poli pog

Elpaote otnv 61aBeocn cog mMepLoootepeC TANPOPOPIEG OXETIKA HUE TIG CUUPBOUAEUTIKEG KL
EKTIALOEVUTIKEG OIC UTINPECLEG oTOV TopEa TwV NWANCEWY OTO TOPOKATW OTOLXELD ETLKOWVWVLIAG:

21048 38 706, 712 & 714 | sales@excellence-lean.gr
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