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H ®INOZOP'IA

H otpatnykn micw arno Kade
CNMAVTLKO TtEAATN

‘Evag peyalog TteAATng Sev elval amAwg Evag TIEAATNG TToU ayopadel PeyGAoug
OYKoUG. Elval évag autovopog ETILXELPNHATLIKOG OPYAVLOHOG TIOU aTtaLTel
otpatnytkr Slolknaon. Ltnv KaBnpEPLV EUTIOPLKNA TIPAYHATLKOTNTA, N Slaxeiplon
ouxva avalwvetal og emails, Tpoowopec, forecasts, emiAuon poBANUATwWY,
ad-hoc Stampaypatevoelg kat emelyovta attrjpata. Evag Key Account Manager
pTIopel eUKOAQ va apLepWoEL OAO TOV XPOVO TOU €EUTINPETWVTAG Aoya TNV
KaBnuePLVOTNTA, XWPLE WOTOOO Va EXEL KAVEL TO TIAPAPLKPO OUCLACTLKO Bripa yLla
TN OTPATNYLK avantuén tou AoyapLacpou.

To Professional Certificate: Key Account Management tou KABM tou New York
College, petatotilel To emikevtpo amnod tn Slekmepalwon Tou EMOPEVOU ALTHHATOG
OTO ETMOPEVO ETITIESO OTPATNYLKAG CUVEPYaoiag. MapeXeL T Sour, TN
peBoSoAoyla Kal Ta AVOAUTIKA EpyaAEla WOTE TA OTEAEXN VA XAPTOYPAPOULV TA
KEVTPA ETILPPONC, Va eVBUypappifouv Toug SLkoUG TOUG EPTIOPLKOUG OTOXOUG HE
TLG OTPATNYLKEG TIPOTEPALOTNTEG TOU TIEAATN KAL VA PETATPETIOVV Ta Business
Reviews o€ cu{NTrOELC yLa TO PEANOV KaL TNV Kowvr) Snuloupyla aglag (Joint Value
Creation). To amotéAeopa elval n petdfaon amo to amhd account administration
OTO TIPAYHATLKO, avarttuélakd Key Account Management. $KOTiOG Tou
TIPOYypAPHaTOG elval N avamtugn PLag oTpatnyLkng, SOPNPEVNG KAl HETPHOLHNG
TIPOCEyyLoNG otn Slolknon, TN BwpakLon Kat TN BLwoLun KEpSoYopa avamtugn
TWV OTPATNYLKWVY TIEAATWY HLAG ETILXELPNONG.
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MAOHZIAKA AMOTEAEZMATA

TL Oa pmtopeite va e@apHOCETE

Me TNV OAOKANPWON TOU TIPOYPAPPATOG, OL CUPHETEXOVTEG Ba elval og Bgon va:

AELoAoyoUV Kal LEpapxouUV AoyapLacpoug
XpnotpotoloUv povtéAa Account Attractiveness & Prioritisation yla va
KATAVEPOUV ATIOSOTLKA TOV XpOVO KAl TOUG TIOPOUG TOUG.

Katavoouv To ETILXELPNPATLKO MOVTEAO TOU TIEAATN

AvaAUOoUV TN OTPATNYLKY), TA OLKOVOULKA SES0UEVA KAl TLG TIPOKANOELG
g emxelpnong tou meAdtn (Customer Business Understanding).

Xaptoypawouv KEVTIPA ATIOPAUCEWV
Mpoaodlopilouv toug Decision Makers, Toug Influencers kat Toug
Gatekeepers péow pebodoloylwv Stakeholder Mapping.

AnpoupyoUv apotBaia agia (Joint Value Creation)

Evtomifouv aveKPETAMEUTEG UKALPLEC KAl CUVSEOUV TOUC EUTTIOPLKOUG
OTOXO0UG TNG ETALPELAG TOUG JE TLG TIPOTEPALOTNTEG TOU TIEAATN.

ALeEayouv oTpaTNYLKEG SLampaypateUCELG
Xelpiovtal Tig MoAUETILTIESEG SLaTpayHATEVOELG TWV HEYAAWY
AOyapLaCpWY TIPOCTATEVOVTAG Ta TIEPLBWPLA KEPSOUG.

Zuvtaccoouv AeLtoupytko Key Account Plan
AopoVV €va OAOKANPWHEVO, EPAPHOCLUO TIAAVO Slayeiplong Ye oagn
KPIs kat 06nyolv oUCLAOTLKY, OTPATNYLKA Business Reviews.
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ZE MOIOYZ ANMEYO'YNETAI

Mo GTEAEYXN HE OTPATNYLKOUG
TLEAATEC

To mpoypappa aneubuvetal og oTteAEXN Tou Stayelpifovtal Aoyaplacpoug uPnAng
OLKOVOULKNAG onpactag:

01 Key Account Managers (KAMs) & National Account Managers
(NAMs)

02 Sales Managers, Commercial Directors & Trade Marketing
Managers

03 ZteAéxn amo KAASoug pe uPnAn e€dptnon arnd otpatnyLlkoug
meAdteg (FMCG, Pharmaceuticals, TnAemikowwvieg, B2B
Yninpeoieg, Logistics, Texvoloyia)

04 Business Development Executives kaL EuTiopLkoug
oupBouAoug

O OKOTIOG TOU TIPOYPAHHATOG
TKOTIOC TOU TIPOYPAPATOC elval N avamtuén Plag oTpatnyLlkic, Sounpévng Kat

HETPrOLUNG TIpOooEyyLlong otn Slolknon, tn Bwpdkion kat tn Buwotpn kepdopdpa
QVATITUEN TWV OTPATNYLKWV TIEAATWY JLag ETILXELPNONC.

PROFESSIONAL CERTIFICATE / KEY ACCOUNT MANAGEMENT 04712



NEW YORK COLLEGE / CONTINUING EDUCATION

AOMH & MEPIEXOMENA

ATto tnVv aiLoAdynon otn
dnulovpyia agiag

To poypappa StapBpwvetal os 4 BEPATIKEG EVOTNTEC:

o 1 O Ztpatnytkog POAog tou KAM & AELoAdynon

NoyapLacpwv

A6 to Account Administration oto Strategic KAM
AMN\QyT) OTITIKNG KAl pOAOU.

Account Attractiveness & Prioritisation
MOoVTEAA KATNYOPLOTIOLNGNG KAL LEPAPXNONG XAPTOPYUALKLOU TIEAQTWV.

Customer Business Understanding

AVAAUON TNG OTPATNYLKAC KATELOBUVONG, TWV AVAYKWY KAl TWV HOXAWV
kepSooplag Tou TEAdTN.

Stakeholder Mapping & Zuv-8nploupyia A§iag

Stakeholder Mapping & Influence Matrix
Molog amoWaotlel, TOLOG ETNPEACEL KAL TIOLOG UTTAOKAPEL TLG TIPWTOBOUALEC.

Opportunity Identification

EVTOTILOPOG KPUPHEVWY EUTIOPLKWV EUKALPLWY HECO OTOV 0PYAVLOHO TOU TIEAATH.

Joint Value Creation
T xeSLaopog potdcewy aglag ou emAUouV TipoBARpaTa Tou TIEAATN EVW
eEuTNpETOLV TOUG SLKOUG Pag 0TOXOUG.
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AOMH & MEPIEXOMENA

ATO Tn SLamnpaypdtevon ota
aroteAEopata

Ogpatikeg Evotnreg 3 & 4

03 Key Account Negotiations & ZTpatnyLkog ZXeSLACHOG

e KeyAccount Negotiations
ALATIPAYHATEUTLK SUVALKD, SLAXELPLON EUTIOPLKWY OpWV Kal Tipootacia

KepSopoplag.

Account Objectives & Strategy Formulation

KaBoplopodg HETPAOLHWY OTOXWV (TTIOCOTLKWY KAl TIOLOTIKWY) ava AoyapLacuo.

Building the Key Account Plan
H avatoptia kat n Sopn evog TIAPOUG, EQAPHOCLUOU TIAAVOU aVATTTUENG.

KPIs, Governance & Strategic Business Reviews

Account KPIs & Measurement

°
MapakoholBnon Selktwy anoddoong, eEEALENG oxeong Kat TepLBwpiwv.

° Executing the Strategic Business Review (QBR/ABR)
MetdBacon amd Tov amoAoyLoHO Tou TIAPEABOVTOG 0TOV OXESLACHO TOU PEAAOVTOG
pe Toug Decision Makers.

e Action Planning & Implementation

Epyalela Gpeong eEVOWPATWONG OTNV KABNUEPLVH TIPAKTLK.
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EKMAIAEYTIKH MEGOAOAOTI'IA

N'vwon mou epappddetaL otnv
Tpagn

H mpooéyylon ocuvSudlel olyxpova HEBOSOAOYLKA EpYaNELa UE EQAPHOCHEVN TIPAKTLKA:

Real-world Business Case Studies

Eme€epyaoia mpaypaTikwy TTEPLTTTWOEWY Ao KAASoug B2B, Retail kat FMCG.

Practical Frameworks & Exercises

Xaptoypa@non TpayHaTKWY AOYapLACHWY TWV CUPHETEXOVTWY KAtd TN SLApKELA TOU
oepwvaplou.

Key Account Executive Toolkit

MepA\apBAveTal OTO EKTIALSEUTIKO UALKO

I Key Account Plan Template
OAokAnpwpévo operational framework oxedlacpol Aoyaplacpou.

I Stakeholder Mapping Grid

Epyalelo avaAuong ETILPPONG KAL OXECEWV EVTOG TOU 0pYyavLoHoU Tou
TEAdTN.

I Joint Value Matrix
EpyoAeio olvEeong twy oTdXWV TOU TIPOUNBEUTH PE TLG TTPOTEPALOTNTES
TOU TTEAATN.

I Business Review Preparation Checklist
08nyo¢ opyavwaong Kat SLeEaywyrg oTpatnyLKWV CUVAVTHOEWY
afloAoynong.
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O EIZHFHTHZ

Muavvng AapéLwtng

25+ XPONIA

NYETIKAG EUTIELPLAG OTNV EAMNVLKA Kal
Slebvn) ayopad

20.000+

OTEAEXN TIOU EXEL EKTIALSEVOEL

Principal Consultant & Executive Educator | Senior Commercial
Capability & Learning Leader | Head of Mercuri International Programs

(Greece)

O Idvvng AaBSLwtng Kwveltat avapeoa o U0 KOGHOUG TIOU GUXVA TIApapEVOLY
SLaXWPLOPEVOL: TNV TIPAYHATLKN ETILXELPNON KAl TNV avwtatn ekatdsuon. Me
TEPLOOOTEPA ATIO 25 XpdvLa NYETLIKNG TIOpELag oTnV EAANVLKN Kal SLeBvr| ayopd, €xeL
Slatehéoel avwTEPO SLEUBUVTLKO OTEAEXOG O€ BEaelg Marketing kat EUTIopLkig
AlevBuvonc o€ kopualoug TTOAUEBVIKOUG 0pyaviopoug, 6Tiwe N Johnson & Johnson
kat n Grant Thornton. ZApepa Spaotnplomoteitat aveEdptnta wg Principal
Consultant & Executive Educator, cuvepyalOPEVOG PE ETILXELPT OELG,
OUPBOUAEUTIKOUG 0pyavLopoUg KAl TIAVETILOTNHLAKA LEpUPATA yLd TOV OXESLAOHO
Kat TV LAoTIolnoN oTpatnylkWy TapspBdaccwv Commercial Excellence, eUTIOpLKAG
ATTOTEAECHATLKOTNTAG KaL executive learning.
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O EIZHFHTHZ

Epumtelpla & EKTIALSEVTLKA
TIPOCEYYLON

Mapd\AnAa, SlateAel ETILKEPAANG TwV Tipoypappdtwy tng Mercuri International
otnv ENdada (Head of Mercuri Projects Greece). Awabetel eplocotepa amo 23
XPOVLA OUVEXOUG TIAVETILOTNMLAKNG SLEAKTLKIG EPTIELPLAG OE TIPOTITUXLAKA Kal
petarmtuylakd poypdppata (New York College Athens & Prague og cuvepyaoia pe
To State University of New York - Empire State University kat to University of
Greater Manchester), petag@épovtag tn oUyXpovn ETLOTNHOVLKA yVWon Je
peBoSoAoyLk Sopr) kat cuvéTela. Etvat urttoyrplog Stéaxktwp (Doctoral
Researcher / Ph.D.) oto University of Greater Manchester pe epeuvnTiko
avtike{pevo to Executive Learning Design, Tnv aA\ayr CUPTIEPLPOPAG Kal TN
HeTawopd TN pabnong otov xwpo epyactag. Katéxel Master of Arts in Marketing
pe Stakpion (Distinction) amod to University of Central England in Birmingham,
mituylo Marketing Management aro to University of Westminster kat Postgraduate
Diploma amd to Chartered Institute of Marketing (ACIM). ‘Exovtag ekmatSevoet
TepLoodTEPOUG amd 25.000 emayyeAPATIEG KAl UAOTIOLHOEL TTAvVw amo 2.500
workshops kat executive development programs yla 500+ €Tatplkoug TTEAATES
(MeTa&UL Twv omolwv oL P&G, L'Oréal, Adidas, Vivartia, GlaxoSmithKline, ABB kat
Interamerican), eotldlel 0TNV OUCLACTIKN AVARABULON TWV EUTIOPLKWY LKAVOTHTWY
KAl TNG OPYAVWOLAKNG ATOTEAECHATIKOTNTAG. H EKTTALSEUTLKI TOU PLAocoPla
ouvoyiletal otnv apxn OtL N pabnon amoktd oucLactikn a&la povo otav
HETATPETIETAL OE PHETPNOLUN AAAayr CUPTIEPLPOPAG KaL apeon BeAtiwaon tng
amndéSoong oto meptBdMov epyactiag. Amoppimrtovtag tn oteipa Bewpla kat Tig
ETOLHEG OUVTAYEC, OXESLALEL KADE TTapEPPaon e ETKEVTPO Ta amtd
ETILYELPNHATLKA ATIOTEAECUATA, KABOSNYWVTAG TOUG CUPHETEXOVTEG JECA ATIO £va
SOUNUEVO BLWHATLKO povoTdtt: SLdyvwaon avaykKwy, Katavonaon, apatripnon,
TIPAKTLKN EQAPHOYN Kal EEATOPLKEVEVN aVATPOPOSATNON. Meoa amod pPEAALOTIKEG
TIPOKANOELG, EEELSIKEUEVEG TIPOCOPOLWOELG KAL EPAPHOCHEVA EPYAAELQ,
METATPETIEL TN OTPATNYLKI YVWON O EKTEAECTLKI ETOLPOTNTA KAL UPNAL EUTIOPLKN
emidoon.
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MNAHPO®OPIEZ MPOrPAMMATOZ

TEooepLg live cuvavtnoeLg

Tetaptn, 18:00-21:00 | ZuvoALkr) Stapkela 12 WPEG

01

02

03

04

27 lavouapiou

O Ztpatnykog POAog tou KAM & AELoAdynon AoyapLlacpwy

3 deBpouapiou

Stakeholder Mapping, Emtitppon] & Joint Value Creation

10 ®eBpouapiov

Key Account Negotiations & Avdmtuén tou Key Account Plan

17 ®eBpouapiov

Account KPIs, Governance & Strategic Business Reviews

AlapkeLa & TtapakoAoudnon

ZUVOALKN AldpkeLa: 12 WPEG (4 CUVAVTHOELG X 3 WPEG)

‘Qpeg AteEaywyng: Tetaptn, 18:00 - 21:00
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ZYMMETOXH & NIZTONOIHZH

‘Oca xpeLaletal va yvwpifete

LIVE ONLINE + ON-DEMAND

ZUyxpovn (Online / Live Streaming): Zwvtavr) aMnAemniSpaon, Q&A kat
avAAUON O€ TIPAYHATLKO XpoVo & AcUyxpovn (On-Demand): MARpNg
TPOCRaACN OTLG BLVTEOCKOTINOELG KAL TO EKTIALSEUTLKO UALKO PECW MS
Teams.

Muotomoinon

Professional Certificate in Key Account Management a6 to KABM tou New York
College.

KOZTOZ ZYMMETOXHZ

300 € 250 €

QOLTNTEG & AvepyoL

Eyypayég & TAnpowopisg
210 3225961 | info@nyc.gr

www.nyc.gr
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AvamtuETe OTPATNYLKEG CUVEPYAOLEG

ME Kowvr) nuoupyia agiag.

NMAHPO®POPIEZ & EFTPADEZ

210 3225961

info@nyc.gr - www.nyc.gr
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