1.

’ ’ V] r V] ’
Eva £pyo eknaidsuong yia to omnoio eipaocte unepripavol:

Otav n Siemens A.E. anodaoloe va enevdUoeL 0 £va LEYAAOTIVOO TTPOYPAUUA EKTIAOEUONG
nwAnoewv oto mAaiclo Tou High Performance Training Program 2012, seméAe€e tnv ICAP kal
To Mpoypappa eknaibevonc “Account Strategy for Major Sales” tn¢ Huthwaite.

Madli pe tn Siemens A.E. oxedldoape kot uAomotoape ekmaldevoelg yio 12 ykpoung pe 165
OUVOALKA CUMUETEXOVTEG, OO 4 SLopOoPETIKOUC EMXELPNUATIKOUG TOUELG, o0 72 nUEPEC
ekmaideuong KL evw Tponyndnkav 28 nuépeg consulting pe otdxo to MANPEG customization
TOU TIPOYPALLATOC.

Pre-Training: O MNnwpyog Mapyapitng, Manager Delivery Services ICAP Group,
OUVTOVLOE 6EKABEG CUVOVTHOELG CUVEPYOTWY TOU KOl SLEUBUVTIKWY GTEAEXWV TNG
Siemens A.E. pe oto)o ToVv oXeSLAOMO £VOC curricula kal piag customized doknong
npocopoiwong ya KaBe éva arnd ta StadopeTikd ykpouTt / Emxelpnuotikols
Topeic ekmalSeVOUEVWV.

Training: ExnaldeuOnkav 165 oteAéxn MWANCEWV TwV omoiwv ot aLoAOYHOELS YL TO
npoypappa anedwoav M.O. - og kKAipaka 1 £wg 7 - 6.62 yLa To mpoypaupa, 6.75 ylo
Toug Elonyntég Kat 6.14 yio tn Suvatotnta epappoyng TNV EMOUEVN NUEPQL.

Y€ aUTO OUVELCEDEPE CNUOVTLKA N OPUOVLKN cuvepyaoia, To wdéAlpo feedback twv
oteAexwv tng Siemens A.E. kat n eueliéio mou emideifape MPoKeLUEVOU va
EVOWUATWOOUE TIG OVAYKEC TTou KABe popd avadelkvioviav.

TEAog, a€ilel va oNUELWOEL N oNUAVTIKA Kol TTOAUTLLN CUMUETOXI TWV OVWTEPWV
SleuBuvTikwv otehexwv tTng Siemens A.E. 0xL LOVO 0TO OXESLOOUO TWV AOKNOEWV
oAAQ KOl 0TV LAOTIOINGN TOUC KATA T SLAPKELD TOU TPOYPAUUATOC. H evepyn
CUMUETOXH TOUG £8Lve aio 0TO MPOYPApUO OTEAVOVTAS KABNEPLVA TO UvUpa “ To
TPOTIEKT AUTO elval MOAUTIUO YLa EUAC”.

Post-Training: AuTo eilvol To onpeio Mou pag KAvel eplocotepo umeprdavoug. Ot
ekmaldevopevol pag Epuyav e TTOAUTLUA KL TIPAKTIKA CUVALO EpyaAEia
(Campaign Overview, SPIN® Planner k.a.) Tou oiuepa, LAVEG LETA TO TEAOG TOU
£pyou, afLomoLoUV yLa VA TIPOETOLUOOTOUV, VoL OXESLACOUVY KOL VO OITOTUTIWOOUV [ia
KOUITAVLOL LEYAANG Kol UVOETNG MWANGCNG.

H Eipivn Kapoapavr, HR Manager, Siemens A.E., SAwoe:

“To ekmatbeUTIKO TPOypauua ¢ Huthwaite ntav akplBwc o,TL ypelalopootav ylo
Vo KLVNTOTOLNOOULE TO SUVAULKO MIWANCEWVY UAC KAL VX TO (PEPOULE OE EYPHYOPON
katd tn SUuokoAn otkovoulkn rtepiodo mou Stavuouue. To anotédeoua eivat SUokoAo
va moaootikortoindei o€ 0poug Onwe tlipo¢ KAl KEPSN OTAV UTELOEPYOVTOL TOOOL
aAot mapayovreg. Eivar B£Bato ouwg ot umapyet petprnown BeAtiwon o€
onuavtikec Se€iotnteg. Ta oTeAExn pac katavonoayv o Badoc ™ dtadikaocio Anyng
anmopacnc otn UeyaAn kot cuvdetn nwinon, éuadav va ypnowomnolouv to SPIN®
UOVTEAO UE TPOMO OTPATNYIKO, VO EVTOTI{oUV Kal va €E€MNPEX{OUV TIC QVAYKEG,
KpLTnpLa ayopac kol avnouyiec oAwv twv Key Players os gvav ueyalo Aoyapiacuo.
AUTO amodelkvUETaL TOOO OTN UEYAAN Aoknon mpooouolwonc mou OIETpeée TO
TIPOYPAULIO 000 KOL OTNV EQAPUOYI TNV EMOUEVN NUEPD”.

O Nwpyog MNavaywrtapdakog, Healthcare General Manager, Siemens A.E., sAAwos:



“E€aipetiko mpoypauua eknaibevonc! Ot ouuBoulol tne ICAP enébeléav onavio
EMAYYEAUATIOUO KL eVEOUOLAOUO, NTAV ATTOAUTA ECTLACUEVOL OTIC AVAYKEG UOG KAl
aplEpwoay TOAU xpovo yia vo katadaBouv tn Soulsia poag. Ot {wvtaveg,
customized OOKNOELG KaL OL YEUATOL EVEPYELX ELONYNTEG, LLAC TIPOCEPEPAYV NUEPEC
uadnonc ue ampoouevo Jetiko avriktumo. H epapuoyn thv emOUEVN NUEPX KUALOE
onwc¢ Jédaue kot to xpnotiko Sales Toolbox tng Huthwaite eivat nén upépoc tng
KoUAToUpaG uag kot ptAaue odot t idta yAwooa, mAgov”.



