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H evnuepwtikr] €kdoon g Secret Key

Editorial

/

Ael&te dUvapun Kal arnopacloTkOotTa

peyaAutepn eleubepia otn {wh €ival n duvatdtnta

eniAoyng. Auth pag xapidel to Swpo tng avefdptning

oKEYNG Kal Spdong. H eAeuBepia apxilel tn otuypn
nou ouveidntonoloUpe 6t {oUpe Nay1deupévol o €va Sixtu
Kal avayvwpifoupe 0TI uUNopoUHE Va NPOXwPNCOUME NPOG
pia dAAn kateubuvon.

QuunBeite, Nw¢ eueig or iS1o1 eiyaote uneUBuvoI yia TO OXxedIAoud
NG {wng pag. O1 eMAOYEC pag anoteAoly To xAPTn Tou §pOLIoU Moy
akohouBoUpe. ANwWOTe kal o Stephen Covey SnAwvel oto BiBAIo
Tou The 7 Habits of Highly Effective People: “Avdueca oto epé-
Bioua Kal oTNV avianokpion o AvOpwog xel TNV eUkaipia va dia-
AEEEI Y€ auTV TNV eAeUBEpia avAKOLV Kal o1 ELPUTEG I810TNTEG TOU
avBpwnou- N autoyvwaoia, N paviacia, n cuveidnon Kai n ave-
Edptntn B€Anon. O1 NeploodTepOl
ano £pac unvopatouue kad’ dAn
S1dpKkela TG {wng pag. O npayuati-
KOG £QUTOC UAG EXEI AMOKOIUNDEI.

H Jwn anaitei avtiSpaon ota dyxn
Kal otn oupBatikdinta. O okonog
NG {WNG €ival va avakaAUnToupE Kal
va énuioupyoUpe kal Oxi anid va
nepvdue an’autny. KaAliepywviag
Kal evioxuoviag 1o 6dppog pag ane-
AeuBepivoupe Tn dUvaun tng eniho-
YNG, E€KPPAJOUHE TN yVWUN pAg,
BéToupe Ta OpIa PaAg Kal unepaocnifo-
Laote Ta niotelw pag.

Mepiexopeva

Point of view
To Field News pwtd CEOs
Kal HR ZteAéxn

JeA

EvSiagpépovta épya
Krafts’ Master Chef Session
Proton Bank
MINEPBA Sales Academy

Oépata
H KouAtoUpa E€unnptnong MeAatwv
otn Aloiknon twv Tevosoxeiwy

Alaxelpioteite 1o STRESS yia va
QUENOETE TN MapaywYIKOTNTA 0ag
oG MWANCEIG

USA News
How custom sales training optimizes
results (english edition)

Europe News
Néa ano m Spdon tng Secret Key
otnv Eupconn
H Secret Key otn Aiota twv KaAUtepwv
“International Customer Service Trainers”

\
\Business Tips

[1wG Va aPNOETe €va ATOTEAECUATIKO
Mrvupa otov TnAEpwvnTA

H Alexandra Stoddard ypdoer oto Living the Life You Want to
Lead: «Av €ipaote €10101 va ndpoupe SUCKOAEG AnoPATEIC MOU Ka-
BopiCouv T0 XaPAKTNEA Pag, anoPAcEl JEoa anod TNV kapdid Pag, Kal
€iaote NPOoEToIPaouEvol va avahdBoupe Ty euBuvn Twv NPAcewy
Hag, tote Ba avakaAUWoupe 6T ol ENIAOYEC UAg £ival aUTEG Mou odn-
yOoUV OTO MEMPWUEVOY.

To Bdppog tng Ekppaong pag xapilel aubevukotnta. Otav Aoyo-
KPIVOULE TOV £QUTO Hag yivopaote adUvapol. AvtiBeta, otav Aépe auto
MouU OKEPTOPAOTE, KePSICoupe Neploodtepn SUvapn. ‘Otav euni-
oteleoal In pwvn oou diatnpeic tnv aflonpéneia gou. Otav
£XOULE ano(acioer w¢ NPog TI MPOTERAIOTNTEG AG TOTE €ival N pad
NG OUVEISNTAG EMIAOYNG. XU wva Je T Sandra Ford Walston npd-
Kemal JAAoV yia TNV IKavotnta va evepyoUls napd va
uplotdueba ta anoteA€ouata ano TG EVEQYEIES TwWV
AMwvy. Autd , BERala, NpoUNoBETEl NWG EXOULE OU-
veidnon Tou 181aitepou, MpoawnikoU pag otdxou. Otav
propoupe va doupe kabapd 1o okonod g (wNG Uag,
TOTE €X0UE EvOpaan, € (oUUE aTnv TUXN.

AG avakaAUWOULE TOUG £QUTOUG UAG, Ag BAAOULE TN
{wn pag o€ BeTIkO 5pOH0,T0 PO TOU MPOCWIKOU
pag okorou. 0oo SUoKoAN Kkal av efval n {wn OAd
£€aptwvIal anod oUVEIBNTEG EMIAOVEC, apkel va Baoi-
dovtal OToV MPAayuatikd pag eautd kal OxI OTd npo-
owneia nou popdue!

¥ sccretkey

Sales & Service Experts
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MNowd eivai 1 secret key;

H Secret Key cival n anéAuta £€e18ikeupévn ZupBou-

AeuTIKn €taipia otoug topei§ Twv NMwAnoewy Kai tng EEu-

nnpétnong MeAatwv. Méoa and eknaideuon, afioAdynon,
audits kai €peuveg BonBd Toug MEATEG TG:

\/Nu avantu§ouv tnv Mapaywyikotnta
twV MwAnoswv

/ \/Nu gvioxUagouv tnv Moiotikn ESunnpétnon nou
napéxouv ta oTeAEXn Toug

H Secret Key éxel ouvayel otpatn-

YIKN OUUQWVIA AMOKAEIOTIKNG €K-
npoownnong Tou UAIkoU tng Porter Henry & Co ot 8
xwpes (BaAkavia, Kinpog & Toupkia). H Porter Henry &
Company (BpaBeupévn wg a top sales training company) €ixe
Kail €xel and 1o 1945 pia povadikn anootoAn — tn BeAtivon
NG Napaywylkotntag otg MwAnoeig. Me €6pa t Néa Yopkn
Kal napoucia oe Kavadd, Kiva , Auatpalia, Néa ZnAavsia,
Iv8ia kai ItaAia petpd 65 €tn enituxnpévng epnelpiag otn BeA-
TiWwoN TG ANOTEAECHATIKOTNTAG TwV OUASwWV NWANCEwWY &
e€unnpétnong. Exel world-class, ektevin 818aktéa UAn (nepio-
odtepa and 35 npoypdppata) kai epneipia otnv avanmtuén
AKadnpIV MwANCEWV, £XOVTAG CUVEPYAOTE( PE NEPICOOTE-
poug and 137 opyaviopoug tou Fortune 500. |
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To Field News pw1td CEOs..

To Field News pwtd HR ZteAéxn..

Mg BAEneTe va s€eAicoovtal ol NWANCEIG MG SiapopPwvovtal ol EKNAISEUTIKEG aVAYKEG

TO00 TWV ENWVUPWY 000 Kal Twv Private
Label npoidviwv oto péAov;

01 tdoeI¢ TNG EMOXAG
pag otov kKéopo twv FMCG's
opifouv 6u 600 nio §ekd-
Oapn civalr n €KOva £vog

npoIovTog otnv ayopd t6co
‘ . nio mBavh €ival n enituxia
B> tou. Ta private label anoteAolv
onPAavTikO UepdS NG ayopdg Kal To Wévo aiyoupo
eival &1l ta endpeva xpovia To PepiSio Toug Ba au-
€avetal, kal autd yiat n tonob£tnon Toug otnv
ayopd Baacidetal otnv XaunAGTEPN TIUA MANV eAaxi-
oTWV €€aIp€aewy Ornou NPOCBETOUY Kal agia oTig
KaTNYOPIEG TOUG. T HEPIA Twv Branded items
0a unapéer oiyoupa pid néAwon Petall Twv
brands nou npoa®épouv agia kai Siapopo-
noinon, rnou Ba £xouv PEANOV kal avdanTtuen, Pe ta
brands nou 6a npoonabnoouy va eival cost com-
petitive akoAouBwvtag pia “mee too” Npooeyyion
¢ Npog to offering mou paAov Ba avtipetwnicouy
SUOKOAIEG.

ldvvng MnoUpag
Managing Director Minerva
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Sales & Service Experts

Advanced Strategic
Training

NMPOrPAMMATA
AccountAbility
Strategic Business
Development (KAM)
Strategic Multi-Level Selling
Team Selling
Value-Driven Selling
Strategic Selling

Consultative
Selling Skills

NMPOrPAMMATA

Sales Ability
Meeting the Challenges in
Today's Competitive Market
Place
Achieving a Competitive Edge
Managing the Territory
Implementing Account
Strategies
Prospecting for New Business
Presenting Value-Added
Benefits
Selling to Multi-Level Decision
Makers

www.secretkey.gr

Sales Manager
Development

NMPOrPAMMATA
ManageAbility
Field Coaching Program
Managing Sales Performance
Motivational Sales Meetings
Recruiting & Selecting Stars
The Ultimate Sales Manager
Simulation
Counseling for Improved
Performance
Distance Sales Coaching
Managing the Plateaued
Sales Rep
Enhanced Presentation Skills
Managing Priorities and Time

Customer Service
Skills

NMPOrPAMMATA
ServiceAbility
Becoming a Customer
Service Star
Active Listening Skills
Professional Telephone
Etiquette

Re-energising & Re-motivating

yourself in service
Dealing with angry customers

TWV NWANTWV ONPEPQ;

Mia and TIG ENIKPATECTEPEG AVTIANWEIG OTOV EUMOPIKO
kOopo eival 0T of NwANoeIg Sev onoudadovial aAAd kata-
b KTVTAI JEOA and Ty epneipia. YuvnBwg of NaAaIOTEROI Nw-
’ ANTEG Kal M0 €pnelpol BewpoUv 6T Ta yvwpiZouv OAa kal dev
! , €X0UV Va anoKkopioouy Tinota véo and eknaibeloEels N T ou-
(N VavaotpoPn pe GAAOUG EUNEIPOUG CUVASEAPOUG. H enikpa-
10000 VEQ TAON OTOV XWPO TWV NWANCEWY WOTO00 £PXETAI VA TOUG SIAYeUOE!.
O1 Kataotdoelg AAAAZOUV, Of OIKOVOUIKEG OUVONKEG AAAGZOUY Kal WG EK TOUTOU
Kal ol MWANCEIG aAadouv aveEdptnta and to av BEAOULE va To NapadextoUue N
Ox1. H peyaAUtepn aAayn ouvowidetal otnv ¢pdon "autéd nou Atav anoteAe-
opatiké x0gg Sev pag Siaogalilel tinota ot Oa sival anoteAeopatiko
onpepa”. AnotéAeopa Twv aAAaYWV ival va gupavidovial VEEG KaTAVAAWTIKES
QVAYKEG, VEEG ENIXEIPNPIATIKEG AVAYKEG, VEA MPOIOVIA GTOV QVIAYWVIOUO, VEEG OU-
VNOEIEC, VEEC MPAKTIKEG KAl VEEC SUVALIKEG.

0 oUyxpovog anoteAecpatikdg NWANTAG Ba Npénel va gival tTautdxpova
KAAOG aKPOATAG, S1aNpayHateuTng, YUxoAdyog, EUNOPOG, KATAaVaAWTAG,
NpeoBeuTng, SINAWHATNG, manager NPOKEIUEVOU Va AEITOUPYET MPOANMTIKG,
va evionidel npoBANnuarta, va eatidlel otic AUCEIG Kal va enev8UEl 0Tn GXEon
apoiBaiou 6peAoug e Tov neAdtn Tou. To Napadofo eivarl otl UEXpl oNUEPa
TOUAGXIOTOV S€V UNAPXE! MAVENIOTAKIO Nou va SISACKE! SIanpayudteuon, evep-
yNTIKN akpdaon kal evouvaiobnon. Ta otoixeia autd avantiooovial ano Tov KAbe
€NnayyeAUAtia Je NpPoownikd JEPAKI KAl OUVEXN NPoonddela. H kUpia eknalSeu-
TIKN avAYKN TWV MWANTWY ival va Pnop€oouy va avanuxBouv wg Npog Ti¢ na-
pandvw SeEIGTNTEC NPOKEIUEVOU e QUTEG VA OUPNANPWOOUVY TO ENAYYEAUATIKO
TOUG MPO®IA MG Kal va eEeAIE0UV TNV MPOCWNIKATNTA TOUG 0av Avepwnol, yo-
veig, ouduyol kar gidol. Mia kateUbuvon eknaibeuong Nou PNopeil va KaAUEl
QUTEG TIG avdyKeg ival n ouvalobnuatikn vonpooUvn, N onoia avapepetal oty
IkavoTNTa va avoAapBAveaal, va eAEYXEIC kal va ekPpEACEIG Ta 0uvaloBNPATa ooU
KaBwG Kal va ennPedCeIg Toug GAAOUG.

OI e1alpeieg Mou NEWIOOTAToUV OTIG £EEAIEEIC £Xx0UV NEN MPOVONOE! YIA TOV OXE-
S1aopo Kal UAonoinon ekNaISEUTIKWY MPOYPAULATWY OUVAICBNUATIKAG VONLIO-
oUvng, Ta oroia PAAIoTa eVIAOOOUV OTO YeVIKOTERO MAQIOIO ASITOUPYIag ETaIPIKAG
AKadNPIag MPOKEIUEVOU 01 SECIOTNTEG QUTEG Va OUVEEBOUV E VEEG TEXVIKEG MNwW-
AogwV Kal va aglonoinBoulv eoTiaopgva otov enayyeAuatikod otiBo. Méoa and
TNV AEITOUPYIA EVIATIKWY CUOTNATIKWY EKNAISEUTIKWV MEOYPAUUATWY Of EUro-
PIKEC EMIXEIPNOEIG UMOPOUV VA AVIIUETWNIOOUV e 0B£vog T oUyxpovn SUOKOAN
OIKOVOUIKN MPAYLCTIKOTNTA KAl Va aTevioouv Je aiolodogia To PEANOV Toug ave-
€dptnta ano TI OUYKUPIEG.

raAavdkng MixdaAng, PhD

Opyavwtikog WuxoAdyog HR Manager, EATEKA AE

_ Ta teheutaia xpovia n ayopd vivetar OAo kai nio avia-
% Nestle YWVIOTIKN. “ETO1 01 dvBpwnol Twv NWANCEWY NPENE! Siap-
KWG Va BEATICLOVOULV TIG SEEIOTNTEC KA TIG IKAVOTNTEG TOUG OF
TOHEIG Nou Sev Atav NAVIOTE AuTovONTOI, WOTOCO LNOPOUV Va EVIOXUCGOWV KI
AANEC MTUXEC TG MPOCWNIKOTNTAG TOUG.
H nepartépw enévduon and NAeupdg NG eTalpeiag yia v eveuvduwon tng
51anpaypateEUTIKAG TOUG IKavOTNTAG, TNG OPASIKNG OUVEPYACIAG Kal TG €Ni-
Kolvwviag otnv opdda twv nwAncewyv Ba éxel oiyoupa BeTIKG avtiktuno
otnv enixeipnon, aAAd Kal otV NPoownikn avdntuén Tou kABe éva and au-
T0UG.

Mapidvva KaAoyidvvn
Learning & Training Manager, Nestle Hellas SA




Me apopun T CUVEVWON TwV £Tal-
piwv Kraft Foods & Cadbury, n
Secret Key Bononoe 1600 otn bie-
PeUVNON KAl 0TNV anotunwon Twv
XAPAKTNPIOTIKWY TNG KoUuAToUupag
MwANoewv atoug SUo opyaviouoUs
Kal KUpiw¢ Mpog TNV kateubuvon
NG APUOVIKAG oUVUNAPENG Tou Av-
Bpwnivou AuvapikoU Toug.

Y1a nAaiola autd Bonbnoe otny Op-
yAvwon tou Zuvedpiou MwAnoewy
¢ Kraft Foods, 1o onoio npaypato-
noINBnke oto Aoutpdki Tov Anpilio
tou 201 1 kal otnv uAonoinon evog
161aitepa ladpactikol Team Build-
ing MPOYPAUMATOG E CUUUETEXOV-
TEC 10 OTEAEXN MWANCEWY Kal TV
Avtatn Aloiknon NG véag eTalpiag.

OUR fieldnews

; “Master Chef Session”
yiamv Kraft Foods ue guest tov ZtéAo MNaphdpo

TuykeKpIpéva n Secret Key Siopydvwoe yia tn
Kraft Foods éva «Master Chef Session» pe €i-
81k0 guest facilitator , tov kata§iwpévo {axa-
ponAdotn ZtéAio MapAidpo.

O1 opddeg ng Kraft Foods embobrkav o€ projects
OHadIKOTNTAG HEOW {axaponAdOTIKAG Epyaciag, Snpi-
OUPYWVIAG TOUPTEG E TA UAIKA Twv SU0 ETaIPIWY
(Kraft Foods & Cadbury). Méow autng g 18iaitepa
51a5pA0TIKNG APOPUNG TA OTEAEXN MWANTEWY TWV SUO
0PYQAVIOHWV YVWPIoTNKAV KAAUTEPQ PETAEY TOUG, CUVEPYAOTAKAY MPOG
£va KoIvO OTOX0, avEMuUEaV SUVAUIKEG OpaSIKOTNTAG, PUXAywyNnOnkav
Kal agloAoYNBNKav wg¢ MPogG TO YEUOTIKO ANOTEAECHA anod KPITIKN M-
TponN . MEPaV ToU PavelpikoU XapaKtNEa, N OUYKEKPIUEVN Spactnpidtnta
Atav kupiwg éva “Master Teamwork Session” kaBwg enIAeyPEVOI
napatnpntég dwoave feedback otov 1pdMo nou aAAnAenidpdoave ol
oudSeg (apxeg Asitoupyiag, avdBeon pdAwy, avddein ny£tn, uhoroinon
KOITNPIWY UYEIVAG, BaBUOg SnUIoUPYIKOTNTAG KAM.). Htav pia agéxaotn
eunelpia yia i Secret Key! EuxapiotoUpe v Kraft Foods yia Tig euxd-
PIOTEG QVAUVNTEIC! |

/ PROTONBANK §Aw1u8w)nl'éovmq TIC TTPOKANCEIG TNG OUYXPOVNG AYOPAQ

Me enituxia oAokAnpwBnkav o1 5U0 Npwtol eknaideutikofl KUkAol “SalesAbility” oty Proton Bank ano i Secret Key. O1 ZUuBouol TwAnoswy
g PROTON BANK cuppeTeixav og SINpiepn ekNaideuon we Npog T AVTILETWNION TNG AVIAYWVIOTIKOTNTASG OTN oUyXpovn ayopd, eVIoXUovTag TiG Se-
E10TNTEG NWANCNG Kal €UNNPETNONG. Méaa ano Self-Assessment npiv v eknaiSeucn os 80 kpioipa Competencies twv MwAnoewv 0 ki
Y UpBoUAOG MWANONG aVEMTUEE €va MPOoownIKO MAAVO avAnTueNg SEEI0TATWY, TO 0Moio CuVeXIiCel va NapakoAoubei péoa and to NPdypapa ouvVTh-
PNONG TOU EKNAISEUTIKOU ANOTEAEOIATOG, TO 0Moio €xel eniueANBel n Secret Key e v texvoyvwaoia nou xel AdBel anod tnv Porter Henry & Co, Inc.

H MINEPBA, pia and tig peyaAUtepeg EAANVIKEG ETAIPIEG OTO XWPO TWV TPOPIUWY, ano@daoloe va EEKIVATE! TO
2011 m dnuioupyia Etaipikng Akadnuiag MwAnoswy, 10 “MINEPVA SALES ACADEMY™. a th Snpioupyia
¢ Etaipikng Akadnuiag MwAnoewv, n MINEPBA gunioteUOnKe tnv etaipia ZupBoUAwyv Secret Key e
uneuBuvo €pyou Tov Managing Partner tng Secret Key, Mdvvn Ztan.

'OnwW¢ XapakINEIoTIKG UNootnpilel o kog Mdvvng MkoAEung, A/ving MwAnoewv g MINEPBA, «otéxoc eivai va
EVIOXUOEI 10 winning spirit twv nwAntwv péoa and xpAoiles yia to poAo tous eknaibeuTIkES napepBdoeis . OAol
0l OUVTEAEDTECG TwV MWAACEWV XPEIGJETal va anoKIHoouV KoV avtiAnyn o€ BacikoUs NUAKWVES , and thy k-
(QPACN AMOTEAECHATIKWY CUUMEPIPOPV LEXPI TNV EVCTOXN EPAPUOYH EEEISIKEVUEVWVY aPIBUOSEIKTLOV.»

‘Exel nén oAokANpwBEl Lie enituxia To oTadIo TG Aldyvwong Twv EXNalSEUTIKWY AVayKwV Kal 0 OXESIAOUOE TOU €K-
NaISeUTIKoU MAAVOU avd eninedo OTEAExwY Kal €ival o€ eEEAIEN N andAUTa NapatponoINUEVN avantuén Tou exknal-

SeutikoU UAIKoU ota npotuna anddoong tng MINEPBA.

LIFE in action

I A PR LTS

H Secret Key enekteivel TIG UNNPETieg TG eunAoutioviag ta npo-
YoduUaTa TIG Pe TG eBodoAoyies kal ta epyaleia mou mpooepel n LIFE
in action. H Life in Action 15pUBnke and  Aouida Fpnyopdkou, £u-
neipn Epyaoiakn Wuxohdyo kal Miotonoinuévn CB Coach Psychologist
Kal MPOOPEPE! XULBOUAEUTIKEG HR unnpeoieg (Behavioral Assessment,
Talent Identification,Performance Management Systems) EpeUVNTIKEG
npooeyyioelg, Executive Coaching kai Career Advise Programs.

¢ Méoa ano tnv nictonoinon oto Occupational testing & Personality
Assessment (BPS UK) n LIFE in Action €xer avamtUger yia tn Secret
Key 10 “Sales Occupational Indicator”(SOI), uia épguva yia oV
EVIONIOUO Kal TN SIAxeipion Twv mnywv Ayxoug yid Tov MANBUCHIO
TV MWANGEWV.

e TMapdAMnAa pgoa and i cuvepyacia toug Ba BonBolv toug Opyavi-
ouoUg oto oxediaopo Custom-Designed epeuvav yia v Ikavo-
noinon twv [MeAatwv Kal v Agociwon twv Epyalopévwy
(Engagement and Attidute Surveys).

¢ EMnpooBetws Ba napéxouv otnv ayopd eCeISIKEURIEVA screening
tools yia Tov evioniopd Twv TAAQVIOUXWY OTEAEXWY OTIG MWANCEIG
Kal otnv E€unnpétnon MeAatwyv o€ OAa Ta 1epapxikd enineda tou
Opvaviopou. (Personality & Behavioral Questionnaires, Sales &
Customer Service Assessment Centers).

e TéAog, Ba ouvepyddovtal padi otnv uhonoinon npoypauudtwy Ka-
Bodnynong wg Mpog v avdmmuén g ENIXEIpNUATIKOTNTAG OTd Vea
oteAéxn (Coaching for New Entrepreneurs).

B v



OUR fieldnews

SIS\ A6 Tov MGvo Matadkn

EEurpgmong lMNeAatwy

otn Alolknon Twv =evodoXelwv

P

LoVadIkOG NapdyovTag Mou UNoPE! va KataoTNoEe! EEXwPITO
O olG pépeg uag éva Eevodoxelo eival n KouAtoUpa
E€unnpétnong NeAatwv (Customer Service Culture)
rnou S1aB€tel. AvAAoya LE Ta aoTEPIa Tou, T KABe Eevodoxeio npo-
oPEPEI Aiyo N MOAU TIG 181G OTAVIAPVT UNNPECIEG e OTI MPOOPEPE]
Kal 0 AVIAYWVIOUOG TOU.
H KoUATOUPa £EUNNPETNONG MEATWV eV €ival ppoU-ppoU Kal apw-
parta onwg noAAoi vopiZouy, aAAd eivar o BETIKOG TPOMOG OKEPEWS
LIE TOV 0roio 6a UNopECOULIE Va MPOCPEPOULE LI LIOVASIKN €ATO-
HIKEUPEVN UNNPECIT 0TOUG MEACTEG TOU EeVOSOXEIOU UaG. EKaTouuU-
pla €upw £odelovtal yia TNV AVEYEPON, OTNOIUO Kal yid Tov
€€0MAIOHO £vOG Eevodoxeio kal MoAU Afya yia va othBel pia owoth
KOUATOUPA £EUMNPETNONG TWV MEAATWY TOU, AduBdvovtag undyiv g
MEAYPATIKEG AVAYKEG TOU MEAATN.

O povadikdg napdywy ENITUXIAs kal KepSopopiag oty EEVOSOXEIaKN
Biounxavia givar n Siagpoponoinon nou 6a o€ Kavel va EexwpICeig
ano Toug avIaywVIOTEG 0oU. EMOPIEVWG, 0 OTOXOG eival n Siapopo-
noinon evog Eevodoxeiou va NANCIAdel Ndpa NoAU oty JovVasdIko-
nta. H SuckoAia eival 6Tl n govadikdtnta Sev PTIAXVEIAI AAAAG
kepdIZeTal e MoAU okANPN Kal cuvexn eniBAewn. Q¢ ENIKEPAANG EVOG
Eevodoxeiou eioal o uNeUBUVOC yIa TNV KOUATOUPA TNG EUNMNPETN-
0NG NG NeAateiag Tou. ©a NPEnel va xapdEeig TNV NOAITIKA Tou EEVo-
Soxeiou and tn oTIyUN Mou évag NeAdtng Ba unel oto Eevodoxeio,
£¢ OTOU Va MANPWOEI TOV AOYapIacpd TOU Kal VA AVAXwENOEI, EA-
nidovtag uxapIoTNUEVOC.

‘Eva Aentd onpeio mou Tig NepIoodTEPES POPEG NapaBAEnsTal, eival
10 avBpwnivo duvauiko. O epyalduevol eivar dtoua e SIaPopeTi-
KOUG OTOXOUG Kal aVAYKEG, Kal w¢ €K TOUTOU SeV MPENel va Bew-
pouVTal TO 810 pe dAAoUG BaaikoUg NOPOUG TOU EeVOSOXEIOU OMwE
1a Swudtia, eE0nAIoUOGS KAM. Exel anodeixBei &t ol pyaldpevol eni-
Bupouv va oupBdalouy Napaywyikd otny eNtUxia Tg enixeipnong,
Kar 61l Ta KUpla egnddia yia v Npoondbela Toug eival n EAAEIPN
YVWOEWV, N QVENAPKNG KNaieucn, aAAd NoAU MePIOOOTEPO OI ano-

H naykoopionoinon Kai N eUKOAID TwV agPOMoPIKWV N GAAWY CUYKOIVWVIWY

€xouv aAdGEel Tov TPoMo Asitoupyiag tng Eevodoxelakng Brounxaviag. Ta Eevodoxeia

> £IT€ AVNKOUV O€ PEYAAEC aAUOISEG ite evepyoUv eAelBepa npoonabouy va
napouaidadouv S1aPoPOMoINTIKAG LOPPNG UNNPEGCIES YIa va EEa0(AAioouV TNV
avTaywvIoTIkOTNTd Toug. H texvoAoyia pnopei va €xel Snuioupynaoel ovadikd
NPOIOVTa/UNnPEcieg, aAAG UMOPEN, Kal GUXVA OXI IOVO Va avilypd@ovidl ano Toug
avVIaywVvIOoTEG ToU KABe Eevodoxeiou aAAd kal va avaBaduidovial heyevBuvovtag Tov aviaywviouo.

TUXIEG NoU anoppeouy and Ty EAAEIPN Siadikaoiwv. Autd oupBai-
Vel OTav 1a oTeAEXN epyddovial ota TUPAG Kal 16iwg étav Sev yvwpi-
Jouv TNV deovioloyia kal Sev kaBodnyoUvtal OTOUG OTOXOUG TNG
enixeipnong.

MoAU ouZAhtnon yivetal yia Toug BaoikoUg SEIKTEG MapaywyIKOTNTAg
Kal KEPSOUG. Katd T yvoun ou ol Seikteg autol bev onuaivouy kal
MoAG and pévol Touc. O1 SEIKTEC NAPAYWYIKOTNTAG Kal KEP-
Soug sival napdywya evog KAAOOTNUEVOU Kal KAAG HEAETN-
pévou npoinoAoyiopoU. Mnv Eexvdpie 0Tl TO MOCOO0TO KEPSOUG
elvar u€pog Tou MPoUnoAoyIopoy, £4v €xouv eAsyxBel 0watd OAd Ta
£€o6a. ' autd o npoUnoAoyiopdg NPENel va NnapakoAoubeital ka-
BnuepIvd, Bdopadlaia kal e To KAEIoIUo ToU KABe Pnva kal va ava-
AUovtal Ta anoteAéoparta.

H B€Atiotn xpnon tng yvwong gival n npagn. Katd t 8idp-
KEIa TwV oapdvta §Uo xpévwv tng otadiodpopiag pou, ixa
OUVEXEIG EUKAIPIEG YIa va pabaivw, va napatnpw, va €k-
naideUopal kai va §18dokopuarl ané €181koug, aAAd ndvw an
'0Ad, AHouV o€ B€on va pHETaPEPw TO CUVOAO AQUTAG TNG
YVWONG Kal EUMEIPIAg oTnv £pyacia pou.

Twpa, €Gv pou CNTNCETE va NepIypdPw TNV onpepIvA Alofknon
Tevodoxeiwv pe Aiya Aoyia, Ba oag éAeya Ot €ival To Nio €viovo
Kal anaitntikd endyyeAua otnv Siaxeipion avBpwnwy. H Aloiknon
NPENEI Va IKavonoINoel Toug MeAdTe, EMOKENTEG, I810KTNTEG Kal
Epyadduevoug evog evodoxeiou, mou ival S1apopeTIKd Atoud
e SIAPOPETIKEG AVAYKEG KAl MPOOSOKIEG. AUTEG TIG YVWOEIG Kal
NV NPOOWNIKNA TEXVOYVWaia eival autd nou BEAwW va S1oXeTelow
otV EAANVIKA TOUPIOTIKA Blopnxavia peow S1aBouleloswy Pe
TOUG OUVASEAPOUG OTO XWPO TwWV EEVOSOXEIWV Kal va Toug Bon-
Bnow va evionidouv VEEG EUKAIPIEC HAPKETIVYK UE LOVASIKES Kal
£CATOUIKEUUEVEG UNNPETieg Nou Ba Toug Siapoponoinaouy and
TOUG aVIAYWVIOTEG TOUG. |

0 Mdvog Matodung Letpa 43 11 euneipiag oto Xwpo twv EevoSoxeiwv. H kapiépa tou Eexivnoe to 1963 ato Athens Hilton kai andto 1973
ouvexiotke pe v Hilton International éwg to 2002. Katd thv nopeia g eEEAIENG Tou  SIETEAETE € SIAPOpPOoUS pOAOUG Ewg TV BEan
0V F®-B Manager, ouvexioe otn B¢an tou HR Manager, tou Resident Manager kai and to 1985 htav General Manager o€ técogpa Sie-
6vn Eevodoxeia tng Hilton. Ektég tng Hilton, SictéAeae General Manager oto Sheraton Sofia Hotel Balkan kai oto Hyatt Regency ot ©go-
oaAovikn. MioteVel akpddavta 6t n enituxia yia kdbe Eevosoxeio eivar n piovadikdtnta tou oto Excellent and Personalized Customer Service.

/secretkey

Mdvo¢ Matodkng
Senior Consultant ® Hospitality Expert, Secret Key

Sales & Service Experts

www.secretkey.gr




©EMA Ané v Nouila Mpnyopdkou v OUR fieldnews

AIOXEIOIOTELTE TO

STRESS

VIO VO QUENOETE ™
TTAPAYWYIKOTNTA OAC
ot [NwAoeIg

\ KOUUE OUXVA YIO OTPECAPIOHEVOUG avOPWoUG, Nou “To Ayxog TouG £Xel TPpeAAvE”.
| AYX0G OTNV £pyaocia, To onitl, TI§ OXEOEIC, TNV Kivhon otoug §pdopoug!
YUppwva pe €peuveg Tou International Labour Organisation (ILO), éva nepinou 4% tou Akabdpiotou
Eyxwpiou Mpoidviog danavdtal kabe xpovo o NpoBANUAta NVEUPATIKAG Uyeiag otnv Eupwndikn
‘Evwon. Kal autde eival peydAog apiBudg! Eva €va noooatd g Téeng tou 109 twv epyalopévawy na-
POUOIAZoUV KatdBAIPn kai UPNAS Ayxog O€ XWPEG Onwg N AyyAia kai n Meppaviakdanoior anod toug Ad-
P YoUG Mou €xel avayvwpioel o ILO, w¢ artieg Tou epyaciakou dyxoug apopolv apxikd otn
= GUppiKvwoN TwV opyaviopwV, He anotéAeopa Aiydtepa dtopa va KaAUNTouy NePIoedTePN £p-
\: yaoia, ue aveéPIKTEG OUXVA NPoBEeCIEG.

Eniong, n véa texvoloyia, £xel B€on otn AMioTa Twv armiwy, Se50UEVOU AP’ eVOG NG NANBWEAG 550~
LEVWV MOU Jag Napexel Apeaa Kal ota onoia kaAoUuaote va aviarnokplBoUpe (ag BupnBoupe OAol Tf AauBdvoule kabnuepiva peow e-mail)
Kal A’ ETEPOU AOYW TWV VEWV SEEI0TNTWY NOU aNdITeTal va anoKINOOUE YIa va TN SIaxelpioToUde 0wotd. MapdAANAa o1 MOANEG WPEC
gpyaociag, kal n SBOUAEIA Mou Naipvoupe cuxvd onitl, yia Ty ornoia ouvhBwG Sev UNAPXEI OIKOVOUIKO avTiKpIopd, KAl N Naykoouionoinon
TEAOG anoteAoUV eNINAEOV MNYEG NIEONG.
Qot600, o€ pia etaipia, €va TNUa, N Kal pia opdda dev Bicovouv OAol 1o 810 dyxog anévavtl o€ Kolva epebiopata. SUupwva e 1o
YVWOTIKO POVIEAO TOU OTPEG ONUAVTIKN NMAPARETPO ANoTEAE! TO NWG avUIAAPBAvOLAoTe TIG MNYEG NiEoNG Kal To €AV PNopoUpe va aviano-
KpIBoUpE o€ autec. To orolo epediopa aviiAauBAvetal o kabevag pag wg nieon Snploupyel Aueon evepyorioinoh pag o€ eninedo (pUOIoAo-
yiag, oupnepIpopwV Kal PuxoAoyiag. ‘Evag kahdg oplopdG Tou OTPEG eival 0 £EAG: “TO OTPEC NPOoKaAgital 6tav n avuAauBavouevn nieon
€enepva v Ikavotnta va avianegEAeig” (S. Palmer).

H S1axeipion Tou otpeg 1000 o€ atopikd eninedo 000 Kal o eNiNeSo opyaviopoU NPEME! va AVTIPETWNIOTE] w¢ éva oUoTnya nou
va pnopei va evtoniCel kai va agloAoyei TG GUVENEIEG TNG NMIEGNG W CUVAPTNON TwWV MNYWV NIECNG IE TA MPOCWIIKA XAPAKINPIOTIKA
TOU atdpou, To Babud Pirodotiag Tou Kai to kEvipo eAgyxou (locus of control) nou €xel.

Ma T Slaxeipion Tou epyaciakoU OTPES xpnoihonoloUpe Ty €peuva “Managing Occupational Stress” pia eunepiotatwpévn Kal Yuxo-
LETPIKA dptia S1adikacia rmou afloAoyel Ue anoteAEOUATIKOTNTA TIG AITIEG KAl TA ANOTEAECHIATA TOU EPYACIAKOU OTPEG O€ ATOA KAl €pYaAoIa-
KEG OPIASEC. ME0W Iag OEIPAG £pWTNKATOAOYIWY - HETAEU Twv onoiwv kai to Sales Occupational Indicator (SOI) - anoktoUpe €va eUpog
MANPOPOPNONG YId TO MWCE Of €pyaldUeVol AVIIAAUBAVETAl TOV 0pyavIopd Kal Mold €ival T anoTteAEoATa TE Nieong oe autoUg. 1o ouyKe-
KpIEva, CUAEYOVIAl MANPOPOPIES YIa TIG KATWO! TPEIC EUPUTEPEG EVOTNTEG:

EPTAYIAKOY POAOX

OPOX QMIKA XAPAKTHPIZ TIKA & MPOZ QMIKH MIEXH

2 TPATHIIKEY. AIAXEIPIZHY TTIEXH>

Y€ OUVEXEID TNG £PELVAG, KAl KAMOIWY NPOCWIIKWY OUVAVINOEWY, E0TIAJOUE OF OTOXEUPEVEG EVEPYEIEG, MOU APOPOUV NMAPAANAC O€ OU-
OTAPIATA KAl 81a8IKACIEG yia TOV 0pYavIoUO KAl O avAnTuén SeEI0TATWY Kal OTPATNYIKWY YId TOUG £pyalouEvoud

H Aovica (Msc C.Psychol., CBC Dip) eivai éuneipn Epyaciaxty WuxoAdyog kai Miotoroinuévn CB Coach Psychologist. Katd tn Sidpkeia g
1 561006 MOPEIAg 1 0To XWPO TwV EMIXEIPACEWY AVEMTUEE Kal SIEKNEPaiwae cuatnuatd kai Siadikacies OD, 6nwg MoviéAa ISiottwy, Aia-
xelpion TaAéviwv, Epeuves KouAtoupag, ASioAdynon 360°, Suotiuata Aiaxeipiong Anosoong. MapdAnia éxei e€eibikeutel atnv agloAd-
ynon kai S1axeipion Tou XTpeg o€ dToud Kai opades. EmnAéov, SouAeUel wg mpoowrikog coach kai group facilitator pe axord va eunvevoel
Kaiva evéLVauWael ta ATopd WS MpPog TV ENTEVEN TwWV MPOCWITIKWY TOUG OTOXWV.

(95)
ANovida pnyopdkou L IFEi
CB Coach Psychologist, Life in Action —_
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AWHITEPAPER FROM PORTER HENRY & CO., INC.

HOW CUSTOM SALES
TRAINING OPTIMIZES
RESULTS!

By Warren Kurzrock, CEO, Porter Henry & Co. Inc. | &,

Custom-designed training (designing a program from ground zero) is dying a slow, nat-
ural death. Years ago, before the advent of “off-the-shelf” sales training, custom-design
was the only option. It meant building your training in-house or finding a vendor that could
design it and create it from the bottom up to meet your objectives and expectations. Due
to cost, time, talent required, and new availability of key sales skills training topics in
ready format, custom-designed sales training has shifted gears to more cost effective
methods.

While there are clients who insist on custom-design for reasons of ownership or because
they have traditionally expected every word, skill, process, to reflect their sales unique-
ness, they are an endangered species. In simple terms, there are better and more cost-

THREE LEVELS OF SEPARATION

FOR CUSTOM SALES TRAINING

Basically, there are three types of customiza-

tion that can be applied to off-the-shelf training

materials with varying results:

e Cosmetic customization is buying off-the-
shelf training and simply putting your com-
pany name or logo on the binders or cover
page, changing titles or headers. Naive
trainers think this makes the program rele-
vant to their company and gains the buy-in
from salespeople who take the course. The
trainer adds verbal customization based on
his or her personal sales experience.

Standard customization usually includes
cosmetics, but goes to the next level and in-
cludes case studies, some word or jargon
changes (“We don't call our sales people
sales reps and need to change the name to
Sales Associates”.) Standard customization
helps get sales people to identify and accept
the training better, and the role plays or sit-
uations add to the content enable effective
role play and other applications to real-life
situations.

Total customization is the ultimate way
to go because it reflects every nuance of
your operations and provides the exact
sales process, required skills and strate-
gies to achieve top performance. In some
instances, it may involve integrating content
from one or more existing programs and
then adding customization. The end result is
equivalent to a custom-designed sales train-
ing program - only better if it contains world-
class or proven content in the foundation.

PorterHenry

www.secretkey.gr

effective ways to get the job of customization done.

HOW TO GET CUSTOMIZATION
ACCOMPLISHED

With over 60 years of custom-design and cus-
tomizing experience, the process we have
evolved for both custom-designed programs
(built from ground zero) or any level of cus-
tomization, follows:

1.Needs Analysis/Research. It's essential
to gain input on salesforce needs and/or the
content required to build into the course. This
can take a number of formats including online
research, focus groups or interviews with
salespeople and managers.

2. Treatment Outline. A good treatment out-
line should include a “big picture” of what the
training will look like and the outline should in-
clude objectives, content timing, exercises,
and projected powerpoints. This will give your
internal clients another opportunity for input
and changes.

3. Development. During this stage, all ma-
terials are designed or integrated into a draft
model of the ultimate program. You can com-
bine or integrate existing material that's avail-
able from other vendors or content that you
have developed previously and own.

4. Revise and pilot the program. Continu-
ous involvement by your internal client(s) is a
must so you can make ongoing upgrades and
get continuous “buy-in”. It's also a good idea
to pilot the program before you launch it.

Keep inmind that true customization includes
designing a program from the ground up, in-
tegrating content from different sources, mak-
ing changes in verbiage or format, adding new
content or modules. Below are examples of
application-driven sales training projects to il-
lustrate some of the values in true cus-
tomization.

¢ Consultative selling. Most companies de-
fine consultative selling differently so cus-
tomization is needed to focus on your
precise methods and expectations.

Selling to and through channel partners.
Do you sell to dealers, distributors, retailers,
agents? Customization zeros helps you add
exact tactics that get maximum resullts.

National sales meeting. Customization
enables trainers to select the right content,
customize and reshape it to fit group needs,
timing, and format - in main tent, breakouts,
or condensed sessions.

New product launch. The product is “king",
but the sales team is short-changed without
a “how to sell” segment including selected
selling skills and tactics customized to fit the
launch.

Strategic and solution selling is different
for every company so no one strategy will
really fit without customization, particularly if
you want to sell “top guns”, negotiate, build
customer relationships, solve problems, and
sell value.

Beyond these examples, true customization
enables you to work magic with content. You
can add your favorite exercises and applica-
tions, combine and integrate content from a
number of programs, add testing, pre- and
post-workshop assignments. And if you own
the content, or your vendor provides permis-
sion, you can repurpose it seamlessly into
other formats: e-learning, webinars, manuals,
and so on.

The key wordin every case is being able to cus-
tomize and taking the initiative to capitalize on
all the benefits of truly customized training. |
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Secret Key in the finalists of “Customer Service Training Awards 2011”

International Trainer Category - London PN
The Customer Service Training Network is a Elena Mitsibona, Managing Partner of Secret Key has participated

self administered membership body formed in in the Customer Service Training Awards 2011 in the “International

2007 to enable those involved in customer Trainer Category” and has managed to enter the Shortlist of Best 4

international Customer Service Trainers.

service training and associated acfivities to: The shortlist of the finalists for this year’s Customer Service

» meet on a reqular basis and share ideas Training Awards 201 1 includes the following trainers :
e listen to great presentations Paul Scott - Silah Contact Centre, Bahrain
. Sarah Green - RM Education, Harvard Business Review Editor
* keep up to date with latest developments Elena Mitsibona — Secret Key Training, Greece
e develop a network of colleagues in various Dave Gumbrell - RBS International, Gibraltar, Jersey, Guernsey
organisations to call upon when necessary and Isle of Man

According to Don Hales, Founder of Awards International Ltd ® Organ-

The association is open to everyone who has iser of the UK Customer Experience ® Customer Service Training Award:

an interest in customer service training pro-

vided they respect the aims of the membership. k€ Elena was a worthy finalist in the International category in the UK

Customer Experience ® Customer Service Training Awards 201 1. The
International category is reserved for entries outside the UK. The judges
reported that her entry was the outstanding entry from the
training sector in this category. They were impressed by her range of
experience in coaching, training and development in all areas affecting
the customer from service through to selling. Understanding customer
needs, recognising behaviour patterns and embracing new ways of delivering training and
using leading-edge techniques were all areas that impressed the judges. In addition to all
i this, Elena has a charming personality that puts trainees immediately at ease and
meetings. | helps her to win business. Elena clearly ranks amongst the highest echelon of customer man-
agement trainers in Europe. b

Best practice in customer service, leading
edge training techniques, service excellence,
staff retention and satisfaction are all key is-
sues for members as are customer reten-
tion, customer satisfaction and the effect of
customer service on the bottom-line. All of
these issues feature on the agenda at CSTN

Secret Key participated in the Global Project
Team of Porter Henry & Microstrategy
with trainers in Germany, France & UK

Secret Key participated in the European Training Project representing Porter Henry
& Coin Germany, France & UK . You can see below the CV profiles of Secret Key's Central
Europe Trainers as well as an indicative photo gallery from the workshops in London,
Cologne, Frankfurt & Paris.

k& Porter Henry has just completed a global launch of a custom-designed strategic Training Worksiiggin France
selling course for MicroStrategy, a leader in mobile intelligence software. Over 500 )
salespeople in 25 locations in U.S. and Europe have successfully completed the initial
round of workshops and are utilizing their selling skills to win new business. 93
Jeff Westerberg, VP, Porter Henry & Co., Inc.

Paul Archer
Secret Key’s Training
Partner in UK

Speaker - Sales Trainer -

. . Coach
Martina Dietrich F D
Secret Key'’s Training > Paul Archer is amaster in selling, sales coaching
and customer engagement and has worked with

Founding Manager of PR2F hundreds of corporatlons across the wor[d tohelp
them increase their sales revenue. He is an ac-

Consulting and PROXISCOOT complished speaker, workshop leader and sales

> With Various Sales Executive roles in France & Europe, > Martina Dietrich is located in Cologne and con-  €oach; continuously ahead of the curve, Paul en-
Pierre brings with him a long and successful experience  tributes to the sustainable development of companies  sures the latest tools are used in helping clients in-
with international negotiations and a passion for driving by away of systematic and strategic HR and organi-  Crease their sales revenue.

multi-cultural teams and projects. He has worked as Sales sational development. She is a self-employed consullt-
Development Director at Pernod Ricard and Gillette ant for HR and organisational development with
France, Customer Development Director at Gillette, VP comprehensive professional experience gained from
Sales Europe for Mattel and Unilever. He is the Founder various Senior HR positions (eg. HR Development Man-
Manager of PR2F Consulting and is expert in Sales Per- ager at GKN, HR Development Manager at T-Mobil).
formance Consulting and in Sales Training and also the Martina holds a Master of Science (MSc) in Strategic
Founder of PROXISCOQT, a company that offers opera- International Human Resource Management from
tional solutions to develop Sales in convenience stores Cranfield University (UK) and a Diploma (graduate
for all sorts of customers, e.g. Ferrero, Danone, Sara Lee, degree) in education from University of Cologne.
Groupe Casino etc.

Pierre Rudloff

Secret Key’s

Training Partner in France Partner in Germany
A HR ® Organizational

Development Consultant




EUNSIINSSKRISY And my Eonepia ToaykaponoUAou

G va aprioeTe eva ATIOTEAEOHATIKO
Mrvupa otov TnAepwvnmM)

Oa apNnoete £va MAVUMA oToV TNAE@wvNTn h anAd
Oa KAciogTE 10 TNA£PWVO;

Ivovtal Kal Ta §U0, GMG JE TNV UNnPECia avayvapions KANoswy, 1o Autd eival 1a 3 onpeia nou npoteivel
an\d KAEIOIO TOU TNAEPVOU, avayvwpidetal AoV and tov nibavo

neAdtn 0ag kai pnopei va Souléwel evavtiov oag. Mpoteivaw va xpn- 1 2
OILOMOINOETE TNV KAAN 0AC (PWVN JUE UAEO0TRIA OTO PWVNTIKO UAvUa
[WeilVeReiisloiarRinvanlseeliniteRanllaiolelolslahioTRigYINAY s Weite]dl Kepdiote o agiomiotia, W EEAYTe tv nepiEpyeld KAeiote pe oiyoupid,

OE TOVO 100TNTag PE
TOV duvnTIKO oag
neAdn, kai Ox1 Gnwg
Ba ékave £vac
OUVNBIGEVOG NWANTAG
rou Xpeldletal anAd

va ndpel KAt anm’autov.

0QC KAl Va aVaSEIEETE TOV £QUTO 0AC GAV KANOIOV MOU 0 MIBAVAC 0aC  [RaziaraeelSo] Toug Sivovtag éupacn
EAGTNG Ba NBEAE va AAoE! Jadi Tou. To va aproete pia TAnBWpa ARG Keup AR CEVISEN

avandvintwy KAACEWY NIBavETata Sev Ba SIeyeipel MOIOTIKA T0 ev- | i Il (value proposition) an6
6|O<pépov T0UVa U|)\h0€| UGZI: oac ayopa twv SuvntiKwv HEPOUC 0ag, n o€ Ostka

o . , . . neAatwV oag. anoteAéopata nou eni-
Mnv anoyonteuteite edv ev AapBdvete niow KANCEIG. EAv TAe- & H

. AUGOXOAG , BaVE , PEpate o€ kAnolov
(PWVEITE 0€ MOAUGOXOAA dtoua, Xpelddeote MBavotata nepicoote- R e)im icoa and

0EC ano PIa KANOEIG yIa va Toug Bpeite 0to TNAEPuVO. EGv To pnvupd I cuvepyaoia oac.
oag dianvéel afloniotia, e€AnTel TNV NePIEPYEIA Kal KAiVel Je au-
Tonenoibnon, Ba deite Tn Slapopa.

H Jill Konrath ouyypagéag tou BiRAou “Selling to Big Companies  To teAeutaio pou Tip fval va €XETE i OUYKEKPIEVN OTRATNYIKN OTaV aPrveTe
and SNAP Selling” 81a6¢ter €va noAU kahd oUvtopo Bivieo, otny  ENAVAAGUBAVOPEVA UNVUPATA OE £vVav SUVNTIKO MEAdTN.

ioT00AI6a www.sellingtobigcompanies.com. EGv akoAoudhnoste  © MPOETOINAOTE MEPICOOTEPO TO MPWTO 0AG HAVUA.

N GUUROUAN TNC Kal Ta NApadElypata rnou npoteivel, 8a npoxwpn-  ® AlaopaAiote Ot Neplexetal agia kal olveEaN HETAgY Twv PNVUHATWY 0ag
OETE O€ NEPIOOOTENA KAEITTATA PAVIEROU P SUVNTIKOUC MEAGTEG 00, © KPATNoTe ONUEICEIS YIa kaBgva and autd. |

H Eonepia ToaykaporioUAou otny rnopeia mg 25 £10U¢ KapIEpag e EXel METUXel aSIooNUEIwTa anoteAéouara nwANoewv Kai OIKOVOUIKG, Eoa aro
1V uAoroinon VEwv atpatnyikwv. Exel LgydAn eungipia ot nwAnoeis Héow Avinpoownwv kai Key Accounts, otny Aioiknon Kataotnudtwv Aia-
VIKNG aAAd kai otn Aloiknon AIGTunuatiKav opdswy MwANCEwWY Kal napoxng LMNPEOIC)Y, SIPOPETIKIAG YEwypapias. EXel oxeSIAoel kal UAOMOINTE!
PWTONopIaKd npoypduuiara EEurnpetong MeAatwv, dnws npoypduuata Motdmrag kai Aiatipnong neAatwv, pe otéxo v avénon lkavorioinong
tou [NeAdtn Kai TG MOTOTNTAE TOL OTN LIdpKa. EXel LigydAn uneipia atny Aioiknon AEToUpyEILdY, LAOMOIWOVTAE MPAKTIKEG CUVEXOUS BEATIwoNS we
1pOG TNV AroteEAETUATIKOTNTA Kal KEPSOPOPIa TwV EMiXEPAoEWV. Htav pgdog tou Advisory Board tng TOYOTA Motor Europe, kai pydotnke yia Ao-
yapiaouo g o€ noAAd Projects lNaveupwnaikoU xapaktipa. H Eonepia ToaykaporoUAou éxel muxio Xnuimol MnxavikoU and to NMoAutexveio g
[dtpag, Metarruxiakd titho Msc otn Aoty Ermiotripn ano to Oikovopikd MNaveniotipio ABVv, eV EXEl pyaoTel w¢ EPEVVNTAG LIE LMOTPOPIa
oToV TopEd Tov AutopatiopioV kai BiotexvoAoyiag tou Ivotitoutou EIXHMY® tou Maveriompiov MNatpv. And tov Anpiio tou 201 1 ouvepydletar
e  Secret Key, wg Sales Management Consultant kai miotornoinuévn eionyntpia g Porter Henry @ Co 0TI BeLIAUKES EVOTNTES MOU aPopoly
otnv Epnopikn Aioiknon (n.x. Value-Added Negotiations, Managing Sales Performance, Sales Leadership, Strategic Multi-Level Selling.

Eonepia ToaykaporoUAou o tk
Sales Management Consultant, Secret Key ssggsge Expgy

[;w(oj T ST ..

To Field News €ival to Newsletter tng Secret Key, 1o ornoio 6a kukhopopei
avd e€aunvo kail Ba pIAoEeve:

\/ Tdoeig, vEa Kal SUVAUIKEG WG MPOG TNV avartuén Tou AvBpwnivou
AuvapikoU otig MNMwANCEIG & otnv EEunnpéton MeAatwv

\/ Evslapépovta projects nou avéaBe n Secret Key
\/ Anoyeig and Top & Senior Executives 6Awv 1wV kKAASwV g ayopdg

" AnoKA€I0TIKEGOUVEVTEUEEIG and KaTtaglwpevoug International Experts
o€ Béuata NWANCEWV & eUNNPETNONG

\/ White Papers tng Porter Henry, kai AleBvcv IvotitoUtwy Baciopéva oe
NPOOPATEG EPEUVEG
Business Tips nou FonBouv Toug avayvaoTeS Va au§hoouv TV
€MISEEIOTNTA ToUG OTIG MwANCEIg & otnv EGunnpétnon MeAataov.

*Ta Field News 6a kukAopopoUv atnv EAAnViki YAWaoa, e e€aipean Tig eVotnteg
Europe News ® USA News (english edition)

AnokAEIoTIKN avinpdownog g Porter Henry
& Co og EANGSa, BaAkdvia. Kumpo & Toupkia. Porter _'_ig!!!y

Secret Key | Apiwvog 7, Mapouol TK.152 26
TnA:+3021060.96.921 | Fax:+30 210 60.96.927
info@secretkey.gr | www.secretkey.gr




