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O TpwTapxIKOG OTOXOG TOU HaBAuATOoG gival va eEOTTAICEI TOUG QOITNTEG e BATIKES YVWOEIG,
Oe€I0TNTEG Kal IKAVOTNTEG yia va dlatrpéyouv oTn dlaxeipion TTWAACEWY Kal UTTNPECIWV.
EmmAéov, autd 1O pABnUa oToxeUel va €mMTPEWEI OTOUG QOITNTEG va AVATITUEOUV Mia
OTPATNYIKA KATavonon TnG dEoPEUONG TTEAATWY, TWV TEXVIKWY TTWANCEWV KAl TNG TTAPOXNS
UTTNPECIWV YIa TN PEYIOTOTTOINON TNG IKAVOTTOINONG Kal TNG apoaiwong Twv TTEAATWY O€
OIaPOPETIKA emTIXEIPNUATIKG TTEPIBAAAoOvTa. O1 @oitnTég Ba oUPUETAOXOUV evepyd OTnV
ETOINACIA  EPEUVNTIKWY EPYOCIWV Kol OTnV avaAluon Oedouévwy, XPNOIJOTTIOIWVTAG
TTPAYUATIKA OToIXEId TTWANCEWY ATTd TTAYKOOHIOUG Opyaviououg, YE OTOXO TNV £QApUOYH
BIWOINWY OTPATNYIKWV.

Maénoiakd
atroTeAéopaTA

Me Tnv oAokAApwaoN ToU HaBAUATOG, Ol YOITNTEG/TPIEG AVAEVETAI VA:
MNvwoselig:

e AvaAUlouv TIG BacikéG apXEG Kal oTpaTnyIKEG aTn Alaxeipion NMwARcewv Kai
Ymnpeoiwy, divovtag Eueaacn otn BIwWoIYoTnTa.

e Avayvwpifouv Tn aTpaTNnyIKr onuagia tng avaAuong dedouEvwY Kal TwV BIWCIHWY
TTPAKTIKWV 0Tn Alaxeipion MNwARocewv.

Aegi6TnTEG:

o  E@apudlouv atroTEAEOUATIKEG TEXVIKEG TIPORAEYNS TTWARCEWY YIA VA EVNHUEPWTOUV
TIG BIWCIYES OTPATNYIKES ATTOPATEIG.

e  E@apudlouv OTpaTnyikéG nNyediag yia va utrooTnpiéouv Kal va diatnpricouv Tnv
ETTITUXiO TOU opyaviouoU WE BIWTIUO TPOTTO.

o Emdeikviouv oTpatnyik okéwn oOTov OXedIAOUO Kal TNV EKTEAEON BIWOINWY
OTPATNYIKWY TTWARCEWV KAl UTTNPETIWV

IkavoTnTEG:
e Tnpouv NOIKEG, VOUIKEG KAl OPYAVWTIKEG EUBUVEG EVTOG TWV OPAdWY TTWARCEWY,
OivovTag €u@aacn oTIG BIWCIYEG KAl NOIKEG TTPAKTIKEG.

e Evioyuouv Ta KivnTpa TG ouddag Kal TNV KOUATOUpPa 01kodduNong ouddag
€UBUYPAPPIOUEVN UE TOUG OTPATNYIKOUG OTOXOUG.
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EBSoudda 1: Eilcaywynh otn Alaxeipion NMwARcewyv Kai YTTNPeCIwv

EBdoudda 2: Eilcaywynh ota ZuotApata CRM kai Biwoiydétnra

EBdopadeg 3-4: Mpooapuoyr) kal BeAtiototroinon tou CRM yia Biwoiyeg Emixeipnuatikég
MpakTIKEG

EBdopada 5: AtroteAeopaTikEG ETpaTnyIkEG ETTIKoIvwviag otn Alaxeipion MNwARcewy kai
YT peciwv

ERdouada 6: Anuioupyia Biwaipgwy Zxéoewv Pe Toug MNeAdTeg

ERdopada 7: MeBodoloyieg Alaxeipiong NwAAcewv Kal YTTNPECIWV

ERdopadeg 8-9: Auvauiki Ayopdg, AvaAuon Ayopdg kal Evowpdtwaon Biwoiudtnrag
EBdopada 10: Métpnon Ikavotroinong MeAatwy kai Biwaiun Mapoxn Ynpeoiwv
EBdopdada 11: HOIKEG Ocwpnaelg, Zuuudpewan




EBdopada 12: Avdamtuén kai YAotroinon Biwoipwv Ztpatnyikwy NMwAnoswv

H didaokahia yivetal y€ow OIaAEEEWY Kal GUCNTACEWY TNV TAEN Kal avaAuon TTEPITITWOEWV.
O1 goitnTég Ba TTapadwaoouv epyacia ota TAaioia TG agloAdynang TTou 6a culnTnBei oTnv
Ta4EN. O1 @oITNTéEG Ba TTAPAdWOOUV EPEUVNTIKEG EPYATCIEG XPNOIUOTTIOIWVTAG TTPAYMOTIKA
Oedopéva TTWANCEWY aTTd TTAYKOCHIA ETTIXEIPNUATIKA TTEPIBAAAOVTA, OTTWG QUTA TTAPEXOVTAI
atrd TIG TIPOTEIVOUEVEG TTNYEG TOU HABAUATOG.

MeBodoAoyia
d18aokaAiag

Baoikn BiBAloypagia:

. Churchill, G. A., & Paul, J. (2019). "Sales Force Management." Routledge.

. Ingram, T. N., LaForge, R. W., Avila, R. A., & Schwepker Jr, C. H. (2018). "Sales
Management: Analysis and Decision Making." Routledge.

. Routledge. Anderson, R. E., Dubinsky, A. J., & Mehta, R. (2003). "Salesperson and

Customer Interpersonal Influences: A Confluence Analysis." Journal of the
Academy of Marketing Science, 31(3), 303-319.

Mporeivéopevn Avdyvwon:

BiBAloypagpia . Zoltners, A. A, Sinha, P., & Lorimer, S. E. (2016).

. The Power of Sales Analytics.

ZS Associates. Kotler, P., Keller, K. L., Brady, M., Goodman, M., & Hansen, T.
(2019).

Marketing Management. _ Pearson. Dixon, M., & Adamson, B. (2011).

The Challenger Sale: Taking Control of the Customer Conversation.

Penguin. Zeithaml, V. A, Bitner, M. J., & Gremler, D. D. (2017).

Services Marketing: Integrating Customer Focus Across the Firm. McGraw-Hill
Education.

Kaggle Datasets — Sales & Global Business

GitHub — Data2Future/Open-DataSets

Harvard Business Cases with Datasets

GitHub — Sales Data Case Study

Case Study: PittaRosso — Al-Driven Sales and Marketing Optimization
Harvard Business Publishing — Cases with Datasets

MpoTeivopeveg
Mnyég AeSopévwv

Mapouacia kal ZUPPETOXN 10%
AgloAéynon Atopikr) Epyacia 40%
Tehikn E€¢€Taon 50%

Mwooa AyyAIKGA/EANNVIKG



https://www.kaggle.com/datasets
https://github.com/Data2Future/Open-DataSets
https://hbsp.harvard.edu/catalog/collections/cases-with-datasets-in-multiple-disciplines
https://github.com/ninogarcia/Sales-Data-Case-Study
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