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OPTIMIZING SALESFORCE IV
PERFORMANCE

SALES MANA
CERTIFICA

A 6-module Sales Management
Certification Course

Anoktnoe tnv rotonoinon «SALES MANAGER
CERTIFICATION» mapakoAouBwvtag 6Aa ta
npoypappata tou Sales Management Marathon
HE EKTITWON EWG 25% (OTLG MEPUTTWOELG TwV early
bird cuppeToxwv).

EvaAAakTikd dnuiolpynoe to 8kd cou
EKTIOLSEUTLKO TAAVO CU LUETEXOVTAG LOVO OTA
TLPOYPAULOTA TNE ETUAOYNG 00U ( EWC 6
StaBéoua modules ), AapBdavovtag to
OVTLOTOLYO TILOTOTOLNTIKO EKTAdEUONG ava
npoypappa amno tnv PORTER HENRY & CO
(USA). loxbouv early bird makéta ekntwoswv
15% sw¢ T1g 9 OktwPpiou 2020.

Ta live virtual ekmaldeutikd mpoypappota
Ba Sie€ayovtat otnv EAAnVIKA YAwooo amnod
TULOTOTIOLNLEVOUG ouvepydTteg TnG PH&CO & tng
Secret Key.

Mo CUMETOXEG eTLKOWVWVNOTE Pe Tt SECRET KEY
T:210 6096921 E-mail: info@secretkey.gr
www.secretkey.gr
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OKTQBPIOZ 2020

MODULE
ZTPATHIIKEZ EYOYTPAMMIZHZ & ENIZXYZHZ THZ NMAPAKINHZHZ Oxtwppiov
3TIZ OMAAEZ NQAHZEQN 14:00-17:00
e Mwg Bplokoupe tnv &laitepn, ecwtepikr & €vtovn emtBupio mou wlel kabe mwAnth otn Spdon
e OL 6 MopadOCLaKES TINYEC Tapakivnong B
e Ta cUyxpova KivnTpa Twv MwAntwv (Today’s TOP MOTIVATORS in Sales) OKthplOU
o NEKTIKEG & EEWAEKTIKEG EVOEIEELG YL TNV QVAYVWPLON TWV KWVATPWVY KABE mwANnTn 14:00-16:00
* Mwg SLaxelp{OPOOTE AMOTEAECUATIKA KAOE TUTIO KLVHTPOU 8 dpec
® JUVEVTEUEN KATpwV MwANTN (Motivational Interviewing)
e Brpata & TeXVIKEG evouvailobnong otn ouvévteun kwntpwv OARS
e OL Ztpatnytkeg Mapakivnong: SALES MASTERY, SALES AUTONOMY & PERSONAL PURPOSE
vooue  \MJANAGING SALES PERFORMANCE 26 & 29

Oktwppiov
2 H ZTPATHIKH & TO £YZTHMA AIOIKHZHZ THX ANMOAOZHZ :TIZ NQAHZEIZ 14:00_1550
e Ta odp€AN TG Ztpatnyikng «Managing Sales Performance»
® Mw¢ evtomi{oupe Kot SLXELPL{OUOOTE KEVA 0TV armddoon Twv MWANTWVY pag ripv e€eAiyBouv o 30
ripofArar OktwpBpiou
e Master Case Study otnv anodoon nwAnoswv (ot opadeg ouvepyalovtal oe Pnolaka break out rooms)
e Emkowwvwvtag & MapakoAouBwvtag Toug «KPLoLou mapayovteg emttuyiag» (Critical 14:00-16:00
Success Factors) 0Toug MWANTEG 8 dopec
¢ Mpoodlopilovtag «Seikteg andSoong»

NOEMBPIOZ 2020

MODULE

e MapakoAouBwvtag Toug SelKTEG amdS0oaonG YL TOV EVIOTILOUO SuvaTwy onpeiwy & onueiwv
BeAtiwong (Gains/Gaps)

e Mpoodlopllovtag TG aLTieg TNG XAUNANG AmOS00NG TWV CUVEPYATWY

e [ote Kat toLeg KAt@ANAeg Spdoetg avolapBavw we A/vtrig NwARoewy yla T Bektiwon tng anddoong

¢ To Flowchart “attia-anotéAecpa” otnv Aloiknon TWV CUVEPYOTWY OTLG TIWANOELS

THE DYNAMIC DUO SALES COACHING STRATEGY

13,16 & 20

3 FIELD COACHING (FC) Noeuppiov
14:00-17:00
* Ta odp€An tou Sales Coaching
¢ Aloxwpilovtag to Sales Coaching o€ Field Coaching & Virtual Sales Coaching
® To kAeldi tng emituyiag : H ouyvotnta tng vlomoinong tou Field Coaching = n #1 mpokAnon
o Kputipla kot epyaleio mpoypapLatiopou xpovou sales coaching og kaBe cuvepydtn MwARCEWVY
e MUA\o Katavoung Xpovou Field Coaching 9 Gpec

* Xaptoypadwvtog To SUVOULKO TNG OUASAS MWANCEWY
o H dadikaoia katta Brpata tou Field Coaching
e OLmtayibeg oto Field Coaching, armoloylopog neptddou evepyornoinong tou Field Coaching

VIRTUAL SALES COACHING (VSC)

Field Coaching

30

e AvakaAumtovtag tnv Yndrakn dtadikaoia kaBodrynong (coaching) twv mwAntwyv Nosp.Bpiou
o Néeg péBodoL Anding feedback and toug cuvepyATEG WG TTPOG TLG EMLKOLWVWVIEG TTWANGNG 14:00-17:00

e EvBappuvovtag kat dtatnpwvtag tnv uPnAn anoddoon amnd onoloSnmote GNUELo 1 KAVAAL

* OLkavoveg & o pubuog oto Virtual Sales 1 s

e Pre-Call Coaching A£K£qulOU
¢ Xprion twv Coaching Scorecards péow Yndrakwv kavoAlwyv & epapuoywv 14:00-16:00

(skillimprovement trackers) yia tnv apakoAolBnon twv targeted skills
e Post-Call Analysis & 08nydg Kabobdriynong
e Virtual Post-Call Coaching Conference

5 wpeg Virtual
Sales Coaching
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"5 COUNSELING & DISCIPLINE STRATEGY IN SALES : 7&8

SALES  »*° o
4

4 e JUykplon Tou Sales Coaching e to Sales Counseling AEKEHBPLOU
. , , . . 14:00-17:00
* Mot evepyormoloU e Tnv poacgyylon Counseling otig MWANCELG
e OUN\o Zxedlaopou tng ouvavinong Counseling yia tov mwAntr (The Counseling Planning Tool) ,
e H Sie€aywyn tng ouvavtnong Counseling 6 wpeg

o Avayvwplon & Slaxelplon Twy oTpaTNyIKWY AUUVOG KOTd tn Stdpkela tou Counseling
* NaBn & mayideg katd tn Stapkela tou Counseling otig NMwARoEeLg

* H gmiiloyn tng Spaong «MelBapyiar»(Discipline) otn dlaxeiplon Twv mwAntwv

¢ H mpoodeutikn metBapyia otn Aloiknon opddwv MWARCEWV

o Aeiypa NetBapyikol Inuetwpatog /Mote emhéyoupetn Anén tng ouvepyaoiag

M5 RECRUITING & SELECTING SALES STARS 15 aexepppiou

14:00-16:00
o Atadikaoia, TEXVIKEG Kal epyaleia yla TNV emhoyn otehexwv nwAnong (salespeople) :
* MéBodot afloAoynong Kat eviomiopol otehexwv uPnAol SUVOULKOU GTOV XWPO TWV TTWANCEWV 17 &18
® MWG UMOPOUE VAL LELWCOULE TO TTOCOOTO AIoXwpenaong (turnover) mTwAntwv AEKEquiOU
o MpooANYeLg pe 08nyo Toug aplboug, PIATPAPLOUA TWV EAKUCTIKWY UTtoPndlwy, oxeSLaouog " 14:00-17:00
Twv in-depth cuvevteLEewv (StepeuvnTikn Stadikaocia 4 Bnudtwv) DL T
® JUYKPLON TWV EMIKpATECTEPWV UTIoPNdiwy yla tn B£€0n Kot EMKUPWON TNG TEALKNAG ETUAOYAG 8 wpeg

MEOW A0DOAWY TEXVIKWV L e :

IANOYAPIOZ-OEBPOYAPIOZ 2021

mooue. SALES LEADERSHIP

6 e Anuoupyia Opauatog yla TNV opada mTwAncewv

* Metadpalovrog To Opapa TG opAdag TWANCEWY O GTOXOUG

* AvamtooovTag OTPATNYIKES TIWANONG & eVTOTITOVTOG TOKTIKEG TPOG AECT UAOMOINGN 27 & 2'9

* H AnYn anodpdocswv otnv Hyeola twv MwAnoswv |aVOUGpl0U

e Mpoowrkog Seiktng Sales Leadesrhip (Vision vs Risk Questionnaire) : 14:00-17:00

¢ H Atadikacia anddpaong ROI otnv Hyeola twv MwAnoswyv péoa amnd 5 BAuato—Xpnon edikov
mAatoiou anddacnc ROI 1&3

* Xprion tou mAataiou ROIFrame yla tn oUyKpLon eVOAAQKTIKWY EMAOYywVY 1ou otaBuilel o Hyétng (DEBPOU(lpiOU
NwAioewy © 14:00-17:00

* H emppon otnv Hyeola twv MwAnoswyv
o Avayvwpilovtag to mpoowriikd pag XTul Hyeolag otig MwAnoelg (Sales Leadership :
Style Questionnaire) : 12 Gpeg

o TeEXVIKEG evioXuONG TN TIPOCWTILKAG ETLPPONG Tou Sales Leader

o TOl LUOTLKA TNG YAWOOOG OwHaTog Tou SALES LEADER yla va eVIoXUCEL TNV ETILPPON TOU

o H SUvapn Tng avOeKTIKOTNTOG WG LOXAOG ETULTUXIAG OTLG OUASEG TWANCEWY

® X0paKTNPLOTIKA & SEELOTNTEG TWV KAVOEKTIKWY NYETWV»

o Xaptoypddnon Twv SUcKoALwV oTLG 3 «{wveg» ipokAnong ( 3 resilience zones)

o ITpATNYLKEG & gpyaleia yla va avarmtUEou e avOeKTIKOTNTA

® BonOnTIkEC SLadLIKOOLEG & UNYOVLOUOL yLa VO aVTATTOKPLOOUE EMLTUXWG 0TV avTLE00TNTA

¢ Mw¢ avartUoooUUE VOOTPOTIL AvATTUENG & eVEALKTEG LopdEC okEPNG (Growth Mindset
versusFixed Mindset)

e Avtiéootnta & MemolBnoelg : 16ta n mpokAnon oAAd SLadOPETIKEG OL CUVETIELEG

o Texvikég avamtuéng & dlatrpnong «atolddofou tpomou okéPng» (Learning Optimism)

e H oaAuciba «MemolBnoelg- Zuvatodnuarta- Zupneptdpopeg»

* JOENOZ : ToTo a€LOTILOTO TTPOYVWOTLKO TNG ETLTUXLAG

¢ Mw¢ UmopoU e va yivoupe HyEteg twv AANayWv mou €pxovtal
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EAENA MHTZIMIONA

H'EAeva Mntowundva eivatl Managing Director tng Zuppouleutikig etatpiog SECRET KEY ard tov lavoudptlo tou
2011. Suvepyaletal CUPPBOUAEUTIKA Kol EKTTOULOEUTIKA yLa TEPLOCOTEPO o 18 xpovia pe ToOAUEBVIKEC Kat
EA\nVIKEC eTatpieg BonBwvtog Tig va avartiéouv nysoio oTIi¢ MWANOELG TOUG Kal va Snuloupyricouv Suvarth
KOoUAToUpa €€UMNPETNONG , EVIOXUOVTAC LE KALVOTOUO CXESLAOUAO TNV EUMELPia TOU TTEAQTN.

Eivat n motonownpévn avtumpdowmnog os EANGSa, KUmpo, Toupkia & BaAkavia tou BpaBeupévou ekmatSeuTikoy

UALKOU TG moAueBbvikAg SupBouleutikng etatpiog Porter Henry& Co(USA), n omola €xel e€s1dikevon oe Sales
Leadership, ZupBouleutikr) MwAnon, Field Coaching & Managing Performance mpoypdupata.

H'EAeva eival motonotnuévn elonynTpLla amno to International Customer Service Association(ICSA-USA) ato
«ITPATNYLKO IXeSlaopo TN Epmelpiog tou meAdtn» (Strategic Innovation on Customer Experience Design) kat
miotonotnuévn Design Thinking Facilitator amd tn DESIGN THINKERS ACADEMY(the Netherlands).

Eival miotomotnpévn Master Facilitator otic evéotntegCustomer Emotions Management for Contact Centers, Retail
& Omni-Channel amnd tovCXFO.org. Exel cupBouAeUTIK eEELBiKEVON , LECA OO ETUTUXNUEVEG CUVEPYAOILEG
Slapkelag 0To XWPo TwV SIKTUWV ALAVIKAG, TWV UTINPECLWY, TOU QUTOKLVATOU, TWV B2BUTINpECLWY Kol TWV
KOTOVAAWTLKWY TIPOLOVTWY .

H'EAeva eival kpttic ota Stebvr) Customer Experience Awards(CSTN, CXFO) kot BpaBeupévn S1ebvig elonyntpla
otnv katnyopia «International Customer Service Trainer» oto Beoud Twv Evupwnaikwv CSTA AWARDS(Customer
Service Training Awards-London). H EAeva eivatFounder touAthens Customer Experience Academy &
Slopyavwrtpla touAthens Customer Experience Festival amnoé t102014.

H EAeva Mntowunovaeivat katoxog Metamtuxlakwy Tithwy otn Aebvn Aloiknon AvBpwrnivwv

MNopwv(Mscinternational Human Resources Management) amno toCranfield School of Management (SOM -UK) kot
otn Awoiknon Emelprioewv(MBA) ano toUniversity of Wales . Katéxel emiong ntuyio Wuxohoyiag & Ohocodiog
ard to EBviko kat Kamodiotplako Maveniothuio ABnvwy

KQNZTANTINOZ NEQPIIKOMOYAO2

O Kwv/voc Mewpyikomoudog onuepa eivat Senior Consultant , eldikdg cuvepydtng & e€eibikevpévog “Trainer”
otedeywv Emixelprioewv otnv EAAASa Kal 0To eEWTEPLKO.

Eivat mtuxtouyog tou Otkovoptkou Mavemniotnuiou ABnvwv (AZOEE - o Business Administration & Economics), Tou
Mavemniotnuiou PACE tng N€ag Yopkng (MBA in Marketing Management), kat eivat kdtoxog Prof. DOCTORATE (level
8) oe Coaching in Strategic Business & Leadership.

‘Exel umapéel oTéNeXOC HE HaKpd (TTAéov TwV 25 eTwv) eumelpia otov Eumopiko, Atotkntikd kat HR topéa.
Atetéleos HR General Manager Greece, otnv Coca-Cola 3E, Eunopikog A/vtrg otnv DIAGEO - United Distillers,
BEBELAC AEBE k..

Elvat elonyntng ekmatdeutikwy Zepvapiwv otnv EAAASa kat oto EEwTepLkd KAl n EVOOETLXELPNOLOKH EKTTALOEUTLKN
Tou eumelpia enektelvetal o MANO0OG eTAPELWV OTTWG:

EAME, ELPEDISON, UCB, Pizza Hut, adidas Hellas, INDITEX-ZARA, ACCOR SERVICES, TITAN, Halkis Cements, SCA
MOELNLIKE, Coca-Cola 3E, Hellas Finance, Hyatt Regency, CENTURY-21 Realtors, Lidl, KONVA, Medecins Sans
Frontieres, , k.a.

H ekmaldeutikn Tou dpactnplotnta unepPaivel Tig 5000 wpeg ta tedeutaia 10 xpovia Kat pHovo.
‘Exet Snpoupynoel EKmaldeuTtikéG EvotnTeg yia moAAd Emixelpnotakd Bépata PLetafl Twv omoilwv:
Awoiknon AvSpwrnivwy Mopwv (ano tnv Sswpia otnv Mpaktiky Epapuoyn),

IDRS (Interdepartmental Review & Reporting System),

Top Level Selling Skills,

H Awaxeipion twv AAAaywv oto onueptvo Etaipiko MNeptBaAiov

B2B-Back to Basics

Focusing our customer (Eotiadovtag otov neAdrn)

How to create value through people
Eivat péA\og moAwv opyaviopwv (EEAE, AMA k.a.), omwg emiong “certified assessor” yla to IIP-(Investor in People)
povtélo miotonoinong.
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IQANNA TZOYTKANOINOYAOY

H lwavva T{ouykavomouAou sivat anodottog tou tpuipatog Ohocodiag- MNatdaywytkng & Wuxoloyiag tou A.MN.O ue
nipooavatoAlopd tnv Wuyxoloyia. Exel mapakoAouBroeL 2-eT€G MpOypappa PeTeKTaideuong oto Management amnd to
Harvard Business Publishing . ExeL miotomnotnBei oto “Solution Focused Coaching ”kat ohokAnpwvel tnv ¢pdon tou
accreditation wg Coach amo to ICF. ZUYKEVTPWVEL EUTIELPLEG ATIO ETXELPNCLOKA TtEPLBAANOVTA e SLADOPETIKES
KOUATOUPECG Kal amod pohoug Sales Management kot HR. ‘ExeL epyaotel wg Sales Manager ywa 9 xpovia o moAueBvIKN
etalpeia KOAAUVTIKWY Kot EXEL aoxoAnBel cuoTnATIKA e TV kKaBodrynon avBpwrwy yla tnv BeAtiotonoinon tng
ardb00onG TOUG KoL TNV eMiTEVEN oTOXWV. EXEL OXESLAOEL OTPATNYLIKA TAQVA TTIWANCEWY HUE TPOWBONTIKEC EVEPYELEC YLaL
TNV avamntuén véwv ayopwv Kat £xeL nynBel otnv opdda MwANcewV e TTOAU KoAG antoteAéopata. la 12 xpovia
epyaotnke wg Learning & Development Manager otnyv staipeia Leroy Merlin pe kUpLleg appodLdTnTeS TNV OTPATNYLKA
ekmaideuong Kot avantuéng,tn SnuLoupyia VEwv mpoypaudtwy yla tn BeAtiwon deflotitwy mwAnong , Tov oXedLacuo
KaL ulormoinon npoypaupdtwy Leadership development, to performance kat to talent management. Exel uhomourjost
KOl WG eKmaldeUTpLa MoAuapLlOua mpoypappata ekmaideuong Texvikwy NwAnoswy, Field Coaching, Train the Trainer,
Performance Management kat Communication skills. Exel aoxoAn6ei pe tov oxedlaoud kat tnv uhomoinon
nipoypapudtwy Sales Skills development kat Sales/ Field Coaching mou sixav peydAn cuvelohopd ota EMXELPNOLOKA
anoteAéoparta Kot £xouv BpaPeuBei kat ota HR Awards yla tnv Kalvotopia Kat TG BEATIOTEC PAKTLKEG TOUC:

SALES  #* o
4

Gold award in Effective use of coaching- HR Awards 2015 - “Field Coaching”,
Silver award in Excellence in leadership development, HR Awards 2018- “Grow 2gether”

Ta teleutaia xpovia €xel epPabuvel kal oTov oxedlaoud kat Thv uAomoinon npoypappdtwy Leadership development
LE OTOXO TNV AVANTUEN LKAVOTATWVY QUTO-NYEoiag Kot coaching otouc managers , Ta onoia umootipléav tnv aliayn
opyavwong & KouAtoUpag Tou opyaviopol Kal BpaBelBnkav yla ThV AMoTeEAECUATIKOTNTA Toug ota HR Awards 2019:

Bronze Award in Excellence in leadership development: “Roadmap to self-leadership”

Bronze Award in Effective use of coaching, “Developing coaching practices & mindset”

-
AHMHTPHZz TEQPIOnoyYAO2z

O AnuAtpng Fewpyomoulog sival o Wputic & CEO tng Rethink Business Lab, eelSikeupévng cuBOUAEUTIKAG Kot
ekmabeVUTIKAG  etalpeiag oe Bépata Aloiknong MAnpodoplwv (data governance kat umnpeoie¢ DPO), Avamtuéng
Emuyelprioswy, E€umnpétnong Nedatwy, Avtiuetwriiong Asttoupykwy Kivduvwy, Buwpatikig Ekmaidevong, Mentoring
& Coaching oteAeywv. O AnuRtpng £xeL uAomolnoel €pya oe SleBvég emimedo mou mepAapBAavouv ETXELPNUOTIKN
Stpatnyiwkn, Customer Experience Governance & Strategy, Customer Value Management, Zxedlaopog Aladikaolwy &
Aeltoupylwy, EmumpooBeta €xel ulomouosl mANBo¢ £pywv oe Bfupata data governance mou meplAappavouv
CUUUOPpIWON e TO KOVOVLOTIKO TAaicolo, acdaiela mAnpodoplwy, evioxuon tng avOeKTIKOTNTAG Kol avakapng oe
nieptBardov kpioswv, £Aeyxog kat afloAoynon edappoyng Kavovwy & dtadlkaclwv (permanent supervision).

Toautoxpova, €xeL ekmalSeVoel LeYAAo aplOuo oteAexwv os BEpata eunelpiag meAdtn, nysoia & opyavwon opadwy,
otnv ebapuoyn Tou KavoviouoU mpootaciag SeSopévwy. MNa TIG eKMOLSEUTIKEG SpaoTNPLOTNTEG CUVEPYATETAL LE TN
Nouikry BipAloBnkng kot tnv TUV Austria Academy. Exel ouvepyaotel emiong pe to KEK Tou OtkovouikoU
Mavemniotnuiou ABnvwy. Ta oTEAEXN TWV ETALPELWY TIOU EXOUV EKTTALOEUTEL TpogpyovTal amo kabe kKAddo Tng ayopdg.
Eival emiong ouvibputr¢ & Slaxelplotnc kat dlamnioteupévog ekmatdetr¢ tou DPO Academy, tou mpwtou $popéa otnv
EAGSa mou mpoodépel ekmaideuon kol e€eldikeupévn texvoyvwoia o Béuata tou MevikoU Kavoviopou Mpootaociag
MNpoowrnikwv AsSopévwy.

O AnuNATPENG, €XEL EKTEVA EUMELPLO OTOV TPATEILIKO TOUEQ KOL OF €TALPELEC MAPOXNG EEELOIKEUUEVWY AUCEWV HECW
EMNVIKWV Kal TTOAUEBVIKWV opyaviopwy, OTou Katelxe avwrtateg Sokntikég Oéoelg (C-Level) omweg EkteAeotiko
MéAog AY Tpanelwv, CEO, CCO, COO, GM, CInO, CMO, e-business Director, Bancassurnace Director, IT Operations
Director. Exel orouddoel tnhv Olkovoulkn Emotriun oto Mavemiotuto Netpald kot €xel peteknaldeutel oto Corporate
University tng Societe Generale, oto European School of Management (ESCP-EAP), INSEAD, TDI.



