“Amoyerovovtog”’ to Tunuo lMorceowv

2" Taverradikn ‘Epgova tov Epyastypiov Mapketivyk (A.LA.R.M.)
tov Owkovopikov IMavemotnpiov Anvov:

Sales Management Barometer®

[Iog Aettovpyodv ofuepo to EAAnvikd tunuota moiicewv; Ilown sivor to
YOPOUKTNPLOTIKA £VOG emTuynuévon devBuvt moAncemv; Tt kdvel opiopéva Tunuoto
noAocewv va Eeywpilovv amd ta vTorAoma; AVTEg elvol HEPIKES OO TIC EPWTNCELS
oT1G omoieg mpoondOnoe va pikel pwg N véa Epevva Tov Epyactnpiov Mdapketivyk
(A.LA.RM.) tov Owovopkov Ilavemompiov Abnvov. H épevva, v omoia
oyxedlace ko1 vAomoinoe o Aéktopag Mdpketivyk k. Nwkodroog ITavaydmovioc,
npaypatoromOnke peta&h Maptiov 2006 kor Iavovapiov 2007 kot otnpiydnke otig
anavinoels 170 devbuvtov moincewv mov dpactnplomolovvial o ayopés B2B kot
0€ OAOLG TOVG KAADOOVG TNG OTKOVOUING: KOTAVAAMTIKG TPOTOVTA TaXElog KuKAOPOPTog
(fmcg), dwpkn kotavorotikd mpoidvra (dcg), vanpeoies, Popnyavikd mpoidvo Kot

GLVTOYOYPOPOVLEVO PAPLLOKAL.

1. Owv mpokTiKéG TG dr0iKNoNg TOMGE®V oty EALGSQ

Onwg ¢aivetor otov Ilivako 1, ot wpoktikég NG O0IKNoNG TOANGE®V
dtapopomotovvtol HETAED TV KAAd®V. Metald tov eupnudtov mov tapovcsidlovion
otov [livaxa 1, Wdwitepa evdlapépovia ivar ta axkoiovBa onueio. [pdtov, avrtibeta
and Ott ocvinriétol onuepPa GTOVG KOUKAOLG TOV EMYEPNCE®V, 1 EUOACT OTNV
avamtuén Kot dTnpnon TV oyéoemv pe Tovg meldteg (relationship selling)
epoavifetar £viova 6e KAAOOLG OOV TO EMTAGGOVV TO YOPOKTNPLOTIKA TG 0yOpdg,
Omov ot meAdrteg eivor peydAeg oAvcideg AMOVIKNG Kol Ol OToieg £€xovv 1010iTEPES
amoTAoES and Tovg mpounbevtég toug (m.y., fmeg). Agvtepov, gldyiota TUNHOTA
TOAMOCEDV UTOPOVV VO XUPOKTNPGO0UV ¢ TehaToKeEVIPIKA (customer-centric),
EPOCOV T MEPLGCOTEPA AEIOAOYOVV Ko OvTAUEIPOUV TOVg TOANTEG TOVG 0T Pdion
sales-oriented kprmpiov (m.y., OYKOC TOANGE®V) KOl opyavdvovtol otn Pdorn tov
TpoidvIOV 1 ™G Yewypooias. Tpitov, o1 TeplocOTEPES EMYEIPT|OELS EMKEVIPDOVOVTAL
OTNV TOPOYN EKTOLOEVTIKAOV TPOYPOUUATOV GE «KAOCIKE» Bépata (m.y., yvdon Tov
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TPOIOVTOV, TEXVIKEG TOANGEWDV) VM TOAD Alyeg eival eKElvEG TOL TPOYWPOLV GE TLO
ovyypova Bépata ekraidevong (m.y., ypnon Tov cvotnudtov CRM, opadikn moAnon).
TéLoc, Ol QUPUOKEVTIKEG EMYEPNOEIS OATOTEAOVYV TOV KAAVTEPO €PYOOOTN Yo TOLG

TOANTES, EPOCOV TAPEYOVV, KOTA LEGO OPO, TN LEYAAVTEPT) GUVOAIKT] QLLOPN.
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2. O dpopog ywo TV emTVYid. ...

Telkd, TOC umopoOue Vo PEATIOGOVUE TNV ATOTEAEGUATIKOTITO TOV TUNUAT®OV
TOAMGCE®V; ZVoYeTILOVTag TV amrdd00 TOV TUNUATOV TOANGE®V G Hio. GEPA 19
TOGOTIKAOV KOl TOOTIKOV KPUMPIwV HE TIG TPOKTIKEG TOV SELOVVIOV TOANCEWDY, M
épeuva KatéAnEe ot akOAoVO GLUTEPAGLOTAL.

‘Eva PBacikd edpnua e €pevvog eivor 0Tt N emitevén vymAng anddoong Tov
TUMHOTOC TOANoE®VY dgv PacileTat og Evav povov mapdyovia, oAAd og pio TAn0opa
napayoévtov. Eivar pdidov amioixd va meppuévoovpe Pedtioon tng amddoong omAmg
Kol uovov emedn oAAdEape To TPOYPOUUO EKTOUOELONG 1 €MEWN avENGAUE TNV
apolpn tov tointdv. H enidpacn tov mpakTtikdv g o10iknong ToANcE®mY G6TovG
TOANTEG €ival GUVOETIKY Kol GLALOYIKY, Y0l TOV OTAOVGTATO AOYO OTL 01 TOANTEG O
BAémovv Eexmprlotd kot pio-pio TIg TPAKTIKES 0AAG ¢ €va eviaio chvolo/TAaiclo
péca oto omoio KaAovvtal va epyactovv. EE dArov, mowa eivor | a&io oto va pmopeig
VoL EKTOOEVELS KOAG TOVG TOANTEG GOV, €AV OEV €lG0L KOOGS GTO VO TPOGEAKVELS, VO
EMAEYELG KOl €V TEAEL VA «OEVEIG) TOVS KATAAANAOVS ovOpOTOVS PECH GTO TUMUQ
TOACEDV;

[Tapora avtd, oplopéveg amd TIG TPAKTIKES TNG O10IKNONE TV TOANCEDV POIVETOL
ot dwdpapatiCouv éva onuoavtikd poAo yuo T PEATIOON TOV OMOTEAECUATOV TOV
TUHOTOC TOANGE®Y. MeTa&d avtdv glvar kot 1 péBodog avrapopic. Xvykekpluéva,
ot emyelpnoelg Bo mpémet vo elvar 1daitepa TPOoETIKES dTav apeiPovy TOVG TOANTES
TOVG e €vo avaAOYIKd peyaAo mocootd mpoundeiac. Tovto 016t 1 apopn péow
mpopnelag ONUIOLPYEL TNV avAYKN Yoo TNV aOENGT TOV GYKOV TOANGE®V, 1 OToin
OU®G umopel vor £l APVNTIKEG GUVETEIEG OTY LAKPOYPOVIOL GYECT LE TOVG TEANTES
(.., avénuévn mieon otovg meAdTEG TPOKEWEVOL Vo yivel 11 TdAnon). Avtibeta, 1
Topoy”n bonus GTOVG TOANTEG TPOGPEPEL OTN dLOTKNON KOAVTEPO EAEYYO €Ml TOV
SPACTNPOTATOV TOV TOANTOV, 0ONYOVTOS TOVG £TGL GE KAAVTEPO ATOTEAEGLOTAL.

Inuovtikog elvarl kot 0 pOAOG TOV TPOYPUUUATOV EKTAIOEVONS KOl KPLTnpiov
APOSINYNG. ZvyKekpluéva, 1 Epeuva £0€1Ee OTL TPOYPAUUATO EKTOIOELONG TOL
ocvvoéovtor pe Vv PeAtioon (o) TV JeE10TNTOV GTNV OAYEIPION TOV CYECEDV UE
Tovg TEAATES, (B) TG YVOONG GYETIKA pE TOLG TeEAdTES Kol (V) TV 0e£10TNTMOV TOL
aQOPOVV TNV EMKOW®VIO PE TOVG MEAATES, GLVOEOVTAL PE avENCT TG AmOOOGNC.
Téhog, o€ oyéon pe ta KPUTHPLO. TPOGANYNG, EVILVTOGCIOKO Eival TO €0pnUo TOL

VTOOEIKVVEL OTL KPPl OGS TO GUAO, M MAIKia, TO €mimedo ekmaidevong kol M
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Tponyovpevn eumepic otov KAAdo de ocvvdéovtar pe v amddoon. Avrtibera,
KpuTnple Om®G 1 KovOTNTO OUHOOIKNG €PYOCING, 1 1KOVOTNTA TPOGOPUOYNG OF
SLAPOPEG KATAGTACELS KOl 1) TKOVOTNTO EKULAONONC VEOV TPAYUATOV 0oKOVV 1010iTEPN
peyOAN emidpacn otV avénon g anddocNS TOL TUNUATOS TOANGEMY Kot Ba Tpémet
va 0E10A0YoHVTAL 0mtd TOVG JIEVOVVTES TOANGEMV.

O mo Poaocwkdg maviwg mapdyoviag PeAtioong g omdOooNg TOL TUNUOTOG
noAocewv Ppioketor ota y€pla Tov devbuvtn mTowAncewv. Onwg £deiée 1 €pevval,
VILAPYOVV JV0 PaCIKEG OOGTAGELS TOV OPAGTNPLOTHTOV TOL SELOLVTY TOANGEWV, Ol
omoieg &xovv KATOAVTIKO pOAO GtV avENo TV anotelecpdtov. H mpmtn cuvdéeton
HE TOV TPOTO TTOV EMALYEL 1 SLOTKN O™ VO EAEYYEL TOLG TOANTES TNG KO 1) 0€VTEPN UE
TIC RYETIKES IKOVOTNTEG TOV O1ELOVLVTI TOAGEMV.

Ye oyéon pe TNV TPOTN OWICTOCT, TO OTOTEAECUATO VTOJEKVOOLV OTL OGO
TEPLOCOTEPO M eMyeipnon divel Eppacn oTov EAEYYO TOV TEMKOV ATOTEAECUATOV
TOV TOANTOV (.., 6YKOG TOAGEMV) TOGO AYOTEPO OMOTEAECUOTIKO Eivol TO TUNHO
noAoewv. Avtibeta, 000 meplocoOTEPO M EUeoom  €ivor OTOV  EAEYYO  TOV
OPACTNPLOTATOV KOl GUUTEPLPOPOV (TT.)., TOPOVGINCT] TOANCEWV, EMCKEYELS) TOV
AVOAAUBAVOLV Ol TOANTEG TPOKEUEVOD VO ETTVYOVV TOVG TOGOTIKOVS TOVG GTOHYOVG,
1060 peyohvtepn eivor m omdOOGN TOL TUNUATOS TOANGE®V. Me amAid Aoy, o
dtevBuvng toincemv Ba tpénel va mapakoAovdel, va a&loroyel Kot va avtapeipet Tig
OLUTEPIPOPEG EKEIVEG TOV TIOTEVEL OTL Bt 0dNYNGOLY TOVE TOANTEG OTNV EMiTEVEN
TOV GTOY®V Kot Oyl HOVOV Ta TEAIKA amoteAéopata. Ag unv Eeyvape Ot o TeEMKd
ATOTEAECUATO, OKOUN KL oV glval BETIKA, O GUVETAYOVTOL CVTOUATOC OTL O TOANTNG
gKave KoAd ™ S0VAELL TOV, AAAE UTOpEl OTAMG VO TPOEPYOVTOL OO [0 TTMCT| GTNV
anddoon TV aviayoviotdv. EEGAAOL, 1 amOKAEIGTIKY EUQOOCT) OTO TEAIKA
AmOTEAECUATO. UTOPEl VO OONYNOEL TOVG MOANTEG GE W10 LOVOUEPY €0TiOOM OF
«EVKOAOVCY TMEAATEC, Ol OTOI0lL TPOSPEPOLY TNV SLVATOHTNTA Yo VENGT TOV OYKOL
TOANCEWV. ZVVETMG, 0 dlevBuving TwANcemy Ba mTpénel va dtatnpel 6TEVH] EmOPT] Kot
va aokel kaBodnynon (coaching) 6Tovg TOANTEC TOV LE TO VO TOVG £ENYEL T KO TMG
npénet va yivel. H amopdvoon kot oamo&évaoon tov ToANT®V ard tov dievbuvin Toug
pHovVoV opvNTIKG OmOTEAECUATO €XEL, OMMOG KATAYPAPNKE Kol OO TNV £PEuvd.
AvtiBeta, n otevn emagn petabd devbuvin Kot TOANTOV dNUOVPYEL TO EQPOATHPLO

v v advénon Tov actnudtov 1Kavomoinone Kol opocimong oty eTolpeia, To
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omoio pe TN ogPd TOvg 0dNYoVV GE PEIMOT NG AMOYMPNONG TOV TOANTMOV KOl CE
BeAltimon T@V amoTEAEGUATOV.

Ye oyxéon pe TN Oe0TEPT O1AGTOON TOV JOPACTNPOTHTOV TOANCE®VY, 1N £PELVA
€0e1le OTL Ol MYETIKEG OCLUTEPIPOPES PeATIOVOLY TNV OmAS00T, TOL TUNHOTOS
noAcewv. Tt evwoobue OUMG OTOV AEUE MYETIKEG CLUUTEPLPOPES; TOUGMVO LE TO
OTOTEAECLLATO TNG EPEVVAG, OL KNYETIKOD) 01EVOVVTEG TOANGE®YV :

£ Anpovpyodv £va eEAKLOTIKO Kol TPOKANTIKO «OPOUE Y10 TO TUNLLO TOAHGEMY,

LE TO OMOl0 EUMVEOVY TOVG TOANTES TOVS VO TOVG OKOAOVONGOVY GTA TAGVOL
TOVG

£ Anpiovpyodv €vo Kahd TPOTLITO TPOC PiENGT Y10 TOVS TOANTEC TOVG, UE TO VL

delyvouv EUTTPOKTA TL EVVOOVV
+ KaAliepyoov éva khipo opadikdtntag, evhappivoviog t cuvepyosio petald
TOV TOANTOV

+ Oftovv VynAéc mpoodokieg amoddoonc, Eexabapifovtac OtL emuévovy TV
KOADTEPT duvaTth AmdOooN

£ Tlopéyovv eatopkevpévn vooThpiEn og kGde Evay omd Tovg TOANTEG TOLG,
Aoppévovtag vroYn To TPOCHOTIKA GO UATO TOV TEAEVTAI®V

+ TIpoxarodv Srovontikf diéyepon 6Tovg TOANTEC TOVE, LE TO VO TOVG KAVOLV
Vo GKEPTOVTOL TOALL TPOPANHaTe He VEOUG TPOTOVG Kot LE TO vo. BEtovv
EPMTNOELS TOL KAVOLV TOVS TOANTES VO ETAVEEETACOLV TNV €PYOGIO TOVG Kol

£ Avoyvopilovv kat exaivovy TV Kaky amddoon Tov TOAT®OV

[Tavimwg, Ba mpémet vo emonuavovpe OTL 11 GOKNGON MYETIKOV GUUTEPLPOPDV
eCaptdror kot omd TNV KovAtovpa TG eTonpeiag. 'E1ol, 060 Kot nyetikd «TaAévion va
elvar o devbuving moincewv, €dv otV €Toupeion emkpatel o KOLATOVPO OTOL
EULPaoT] O10ETOL LOVOV GTO AOTEAEGLATA KO OYL GTNV AVATTLEN TV avOpOT®V, TOTE
elvar paidov adbvatov va EetvAyBel 1 MyeTkn QLOLOYVORio TOv  dlevbuvni
TOANGE®V.

IMa va xotaddBovpe to 1660 onuavtikog ivat 0 pOAOG TOv 01EVBVVTY TOANGEDY
ag eavtactovue To akdAovBo cevapilo: Edv vmoBécovpe 6Tt £xovpe T dvvaTdTnTa VoL
npocidfovpe toug “top” TOANTEC amd kdbe eToupeion TOV KAAOOL HOG, TO OGTEPLL
oniadn g kdébe etopeiog, kKo va eTidEovpe avpro 10 mpwi pio véo etoupeio pe
avToHG TOVG TOANTES, B NUACTOV 01 KaAVTEPOL otV ayopd; H amdvinon ce avtd 1o

VIOBETIKO epOTNUA fvol LAAAOV 0L, Y10 TOV ATAOVGTATO AGYO OTL Ol EMLXEPNOELS OE
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Aertovpyohv 610 «KeVO», oAAG avtiBeta eivar {wvtavol opyavicpol amotelobpevol
and avOpdmovg pe WiatepdTTES, PLAod0Eiec, embBupieg, mpofAnuata Kot EexmPIoTES
npoocomkotTtes. H «paysion €ykertor vo UmopEGOVUE VoL EVOPYNOTPDOCOVUE TOVG
avBpdmovg pog, HEcH TG KATAAANANG ekmaidevong, vrokivong Kot Kafodynong
£T01L AGTE VO EMTVYOVV TOVS GTOYOVS TOVE. XTO GUYYPOVO OTOLTNTIKO TTEPIPAAAOV, O
dtevbuving moAnocewv dev apkel va  givor KoAOG manager, OlOKAOVTOG Kot
emPpafevovioc o AmOTEAEGUATO TOV TOANTOV Tov. Agv apkel va glvol KoAdg
TeQvokpaTNG kot va  owPdlet pdvov vobdpepa. Oa  mpémer mapdAAnio  va
ocvvewdntonomoel 0Tt dayepiletor avOpdmovg, va eivor oe Béom va S101KNGEL TIG
CYVYESD) TOV TOANTOV TOV, OvAPOVTOS KUPLOAEKTIKG «OTIE» oTIg emBLUIES KOl OTIG

@1000&1eg TOVG.
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