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KepdAaio 1 - Eicaywyn

2TIG MEPEG MAG, Ol ETTIXEIPAOEIG KPIVOUV aVAYKAio va TTpooEyyifouv Kal va
dlaxelpiCovral  Toug PeYAAOUG  TTEAATEG, HE  OIAQOPETIKEG  OTPATNYIKEG
avaBewpwvTag Tov TPOTIO TIOU TOUG TIpooéyyidav péEXPpl Twpa. 'Etol ol
ETTIXEIPAOEIG TTOU EQaPUOlouV TTPAKTIKEG Aloiknong MeAatwyv ZTpaTtnyikng ( Key
Account Management) oToxeUouv OTn Onuioupyia ogiag yia KABe TTeEAATN
CEXWPIOTA KAl OTOV XEIPIOPO TWwV OXECEWV MPETALU TOUG, TTPOKEINEVOU va
KaAAIEPYNOEi KAipa euTTIOTOOUVNG KAl CUVONKEG ETTITEUENS AUOIBAIWY WQPEAEIWY
(win. — win), KaBwg e€TmionNg Kal OTNV ETTTEUEN PAKPOXPOVIWY OECUWV

OuvEPYOOiag.

H d1a@opeTikr) AoITTOV TTPOOEyyYIon Kal 0 TPOTTOg TTou dlaxelpidovral ol
ETAIPIEG TOUG UEYAAOUG TTEAATEG OPEIAETAI OTO Yeyovog OTI TTapaTnpEiTal oAoéva
Kal JEYAAUTEPO TTOCOOTO TWV TTWANCEWV TWV ETTIXEIPNOEWY, VA TTPOEPXETAI
atrdé oAoéva Kal PIKPOTEPO apIBPO TTeAaTWwy. ATTO TNV AAAN o1 TTEAATEG aoKOoUV
TECEIG OTIG ETAIPIEG — TTIPOPNBEUTEG ATTAITWVTAG OAOEVA KAl KOAUTEPA ETTITTEDA
ecuttnpétnong. EkT6¢ autou, pe OKOTTO TNV pEiwon Twv OATTAVWY TTOU
ouvdéovTal aTrd TOUG TTPOMNOEUTEG, oI TTEAATEG KOAMIEPYNOQV OTEVOTEPEG
OX£0€EIG ouVEPYAOiag UE Evav OUYKEKPINEVO aplBud TTpounBeuTtwy. Kai o1 dUo
TAEUPEG AoITTOV péoca aTrd T YEYOVOTA KAl TIG AVIAYWVIOTIKEG TTIECEIG
UTTOXPEWBNKAV va AAAAEOUV TIG JETALU TOUG OXETEIG EQAPUOLOVTAG TTPAKTIKEG

Aloiknong lMeAaTtwyv ZTpatnyikAg.

To Key Account Management (KAM), cival pia 18iaitepn oTpartnyiki 1rou
XPNOIMOTIOIEITAl ATTO TOUG TTPONNBEUTEG, YIa VA BEATIWOOUV TIG OXETEIG TOUG HE
TOUG TTIO onuavtikoug TreAdteg. To KAM oupBdAel otnv mrpowBnon véwv
OPYQVWTIKWYV TTPAKTIKWYV dlaxeipiong, 181aitepa oTIg business to business (B2B)
OTTOU oI TTEAATEG €ival AIyOTEPOI Kal TTIO duVATOI, OI ayopEéG OTABEPES Kal Ol

OX£0EIG ayopaaTr) — TTWANTH €ival TTEPITTAOKES KAl AAANAEEAPTWHEVEG.



AuTA n HEAETN emdIWKEl va CupBaAel otnv utrdpxouoa BiAloypagia
TTPO0dIoPICoVTaG TO TTOO0 CNUAVTIKO €ival yia TIG ETTIXEIPHOEIG va TTPooEyyi(ouv
TOUG pHeEYAAouG TTENATEG ME  OIAQOPETIKEG OTPATNYIKEG Kal  yioTi. ©a
TTPOCdIOPIOTOUV Ol BACIKOI TTAPAYOVTEG ETTITUXIOG Kal Ba OIEUKPIVIOTOUV Ol
gpeuvnTIKOi 0TdXO0I KOBWG £TTioNG Kai n peBodoAoyia, 61Tou Ba avaAuBouv ol
oTOXO0I OAAG Kal yia TTo10 Adyo eival onuavTiko yia TIG €TiXEIpRoeig 10 Key

Account Management.

Oa avaAuBei AeTTTOPEPWG TO EVVOIOAOYIKO TTAQICI0, TIG @ATEIG TNG BIOIKNONG
TEAATWV OTPATNYIKAG onuaciag, Kabwg e€miong kal d1dgopa opyavwTIKa
Béuata atroteAeopatikAg dloiknong, OTTWG Kal €PEUVNTIKEG UTTOBECEIC TTOU
BaoiCovrar oe avaBewpnuévn BiBAIoypagia. Etriong 6a TrapouciacBei Tn
pMeEBodOoAoyia TTou XpnolyoTroiOnKe yia Tnv diEgaywyr NG £€peuvag kal Ba

dIEUKPIVIOBOUYV TTola gival Ta KpITHPIa €TTIAOYAG yia To KAM.

TNV TTapouca peTatTuxiakn diaTpir 6a TpocdiopioTei 0 pdAog Tou Key
Account Manager, 10 TTPO®IA Tou, OAAG Kal TIG EVEPYEIEG TTOU Ba TTPETTEl PIa
ETTIXEiPNON va KAvel €I0IKA yia évav TTEAATN oTpatnyikAg onuaciag. NMolog Ba
€XEl TNV €UBUVN KAl TOV OUVTOVIOPO QUTWV TWV EVEPYEIWV Kal Ba ava@epBouv
Ol TTOPAYOVTEG TTOU BIETTOUV TIG OTTOTEAECUATIKEG TTPAKTIKES yIa TNV dlaxEipion
OX€0OEWV HE OTPATNYIKOUG TTEAATEG, aTTaAvVIWVTaG TTAPAAANAa  OTOUG

EPEUVNTIKOUG OTOXOUG TNG dIATPIPRNG, OI OTToI0I CUVOWYICoVTal TTOPAKATW.

e Baoikoi TrTapayovrteg emituxiog Tou KAM

e O poAog Tou Key Account Manager

e O poAog Tng emmixeipnong oto KAM

e O pOAOG TWV BIAPOPWYV TUNUATWY TNG ETTIXEIPNONG
e 2nuavTtikéTnTa Tou KAM

Oa avagepBei N peBodoAoyia pe TNV oTToia i €TAIpia, TTOU yia Adyoug
EUTTIOTEUTIKOTATAG OEV UTTOPOUNE VA QVAPEPOUUE TNV ETTWVUMIA TNG Kal Ba Tnv

avagépoupe wg etaipia X, epapudlel o Key Account Management, trolo €ivai
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10 Key Account Plan Tng etaipiag autig Kal TToia Ta OTTOTEAEOUATA KAl TA

oupTTEPACPATA aUuTOU Tou case study approach.

KegpdAaio 2 - BiBAIoypa@IKi ETTICKOTTHON.

2.1 OpIOPOG TOU ONMUAVTIKOU TTEAGTN

Me Tov O6po onuavTtikoi teAdTeg (Key accounts) evvooUue TOug TTIO
TTOAUTIHOUG TTEAATEG YIA YIA ETAIPIA, TTOU AV TTOTE CUMPEI KATI KAl XAO €l auTOUG
TOUG TTEAATEG Ba avTiyeTWTTioEl 0oBAPEG DUOKOAIEG OTnV AsIToupyia TnG.
ATToTEAOUV BiXWG au@IBOAia Ta I0XUPOTEPA TTEPIOUCIAKA OTOIXEIQ TNG ETAIPIOG
(Zupancic, 2008). Ztpartnylikdg TreAATNG €ival O TTEAATNG TTOU OTTOTEAEI
adIou@IoRATNTA CUCTATIKO ETTITUXIOG yIa MIa €TaIpia oTnv ayopd (Abratt kai
Kelly, 2002).

O1 1eAdTEG QUTOI CUPPWVA PE TOV OUVOEOHO OdIaXEIPIONG OTPATNYIKWV
meAatwyv (Strategic Account Management Association), avag@épovral wg
TTOAUTTAOKOI TTEAATEG PE €EEIBIKEUPEVEG ATTAITAOEIG. XapakTnpifovTal atrd TNV
AgIToupyia Kal UTTapEn KEVTPIKOU, OUVTOVIOTIKOU OpyAvou TTpounBeiwy, atrd TIg
TTPOUNAOEIEG HEYAAOU OYKOU, ATTO TNV TTOAUTTAOKOTNTA OTIG OIadIKATIEG AYOPWY,
Kabwg eTTiong Kal ammo TNV avaykn yia TTapoXr €CEIOIKEUPEVWY UTTNPECIWV (

Piercy kai Lane, 2006).

MNa va xapaktnpioTei AOITTOV KATTOI0G ONUAVTIKOG TTEAATNG Ba TTPETTEI va £XEI
TNV duvaToTNTA PEYAAWYV ayopwv. ETTiong n ouvBeTn ayopaacTikr) CUPTTEPIPOPA,
gival éva XopakTnpIOTIKO onuavTikoU TTeAdTn. Emi tTapadeiyuart peyaAeg
MovAadeg AWNG atto@Acewy Pe TTOAAG KpITHpla €TTIAOYAG TTOU CUXVA BpiokovTal
OIAOTTaPTEG OE OIAPOPETIKEG TIEPIOXEG KAl OE OIAPOPETIKEG AEITOUPYIKEG
jovadeg. 'ETol n povada AQWng OaTToQACEWV JTTOPEl va PBpPioKeTal O€
OIAQOPETIKOUG AEITOUPYIKOUG TOMEIG Kal o€ dIAPOopa AEITOUPYIKA TuRuaTa. Oa

TPETTEl €TTIONG va ava@epBei 0TI n 1810TATA TOU onNUAvTIKOU TTEAATN €ival



mOavoTepo va 600¢ei o TTeEAATEG TTOU €ival TTPOBuUPol va EeKIVIioOOUV [ia

Makpoxpovia cuvepyaoia (Jobber kar Lancaster, 2005).

2.2 Opi1op6g TNG SlaxEipIonNg ONUAVTIKWY TTEAATWYV

ATO TIGC apxé¢ TnG OekaeTiag Tou 90 €yive avTIANTITO OTOV KOOWO Twv
ETTIXEIPAOEWY, OTI O TTEAATEG €XOUV iOWG Tov TTIo KaBopIoTIKG TTapdyovta
emruyxiag yia €vav opyaviopd. O 1reAdTeg €ixav Aoimmov tnv duvaun va
ATTOOUVANWOOUV PIa ETTIXEIPNON, OTPEPOUEVOI OTOV QVTAYWVIOHO, JE OKOTTO va
€EUTTNPETAOOUV TIG AVAYKEG TOUG. AUTO €iXE WG ATTOTEAEOHA TN MWETAKIVNON TNG
duvaPNng TNG ayopdg atrd TIG £TIXEIPNOEIG 0TOUG TTEAATES. ‘EKTOTE O TTEAATNG
atroTeAei TNV Baciki £vvoia yupw Atro TNV OTToi0 OTPEPOVTAI O1 EVEPYEIEG TWV
ETTIXEIPAOEWY, ATTO TNV TTApaAywyr £wg TNV TTWANGCT, MIOG KAl O OUCXETIOUOG
TOU AVTAYWVIOTIKOU TTAEOVEKTIUATOG TNG ETTIXEIPNONG KAl TAG IKAVOTTOINONG TWV
TTEAATWV €ival APNECOS. ZUPPWVA PE TA TTAPATTAVW AOITTOV, akpoywviaio AiBo
yla TNV €TMITUXIO TNG €TTIXEIPNONG aTTOoTEAEI N 0pBOR dlaxeipion Tou TTEAATOAOYIOU

TNG, TTOU ETTITUYXAVETAI JECA ATTO TNV OIAXEIPION ONPAVTIKWY TTEAATWV.

H diaxeipion onuavTiKwyv TTEAATWY, €ival PIa TTPOCEYYION UAPKETIVYK ME
TTPOCAVATONICUO TNV SIAXEIPION TWV OXECEWV UE TOUG ONUAVTIKOUG TTEAATEG,
BaoiCetal otnv apxn 6T 0 OKOTTOG TnG €TaIpiag dev eival kabBapd pdévo ol
TTWANCEIGC aANG  ekTeiveTal TTEPA a0 TNV Bpaxuxpodvia TwAnon, oTnv
dnuIoupyia HIO JOKPOXPOVIOG OXEONG EUTTIOTOOUVNG PE TOUG TTEAATEG, TTOOO
MAAAOV UE TOUG ONUAVTIKOUG TTEAATEG. XTiCeTal AOITTOV £TO1 KQI I oXEON win -
win PYeTA&U TOUG, N OTToia TAUTOXPOVA ONMIOUPYEI OIKOVOUIKA OQEAN TOCO yia
Toug TTEAATEG 000 Kal yia Tnv emxeipnon. ‘Etol n diaxeipion onuavtikwyv
TEAATWV  KATAVOEITAI WG  MIa  TTPOoEyyIon TNG  OIoiKNoNG  MAPKETIVYK
TTpooavaTtoAiouévn oTnV dIaxeipion Kal OTIG OXECEIG MIA OPAdAG OTPATNYIKWYV

TTEAQTWV.
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Mia emmiTeuén pokpoxpoéviag ouvepyaoiag TnG ETTIXEIPNONG ME TOUG
ONMAVTIKOUG TTEAATEG TNG, TIPOOPEPEI OTABEPOTNTA OTNV AEITOUPYia TNG, EUEAIGia
Kal Trpooappoyn oTig TTpokARoeig (Millman kai Wilson, 1999). ‘ETol n diaxeipion
ONMAVTIKWV TTEAATWV O€ MIa  €TTIXEIpNON, OUPPAAEl otnv BeAtiwon Tng
OPYQVWTIKAG €TTidooNng TnG €Taipiag. ETmiong atmoktd xapakThpa TreAarto-
KEVTPIKO KaI TTPOVOEI TIG AVAYKESG TWV TTEAATWV TNG, JE ATTOTEAECHUA VA ATTOKTA

TO avraywvioTikO TTAeovékTnua (Davis kal Ryals, 2014).

H BiBAoypagia ava@épeTal o€ TECOEPIG BACIKOUG TTUAWVEG TTOU APOPOUV

TIG TTPOKTIKEG IAXEIPIONG TNPAVTIKWY TTEAQTWV.

21NV d1adIKaCia KOBOPITHOU TWV CNPAVTIKWY TTEAATWYV TNG ETTIXEIPNONG.
2TOV TTPOYPOAUMATIONO TTOU APOPA TOUG GNUAVTIKOUG TTEAATEG.

2TIG O100IKACiES BIAXEIPIONSG TWV ONUAVTIKWY TTEAATWV.

> wDbdh =

2TNV TTapakoAoubnon TnNg ammédoong TwV CNPAVTIKWY TTEAATWV.

2UP@wva pe Toug Henneberg, Pardo kai Mouzas (2005) 61rou digpeuvnoav
TNV TTpoéAeucn Tou KAM, o1 TTEAATEG TNG ETTIXEIPNONG OEV AVTIMETWTTICOVTAI
I00TIMA OTTO QUTEG, KABWG KATAVEPOUV TTOPOUG € TTEAATEG TTOU OUUBAGAAOUV
OTO UWPNAOTEPO TTOCOOTO TTWAACEWV 1 KEPBWV. H gpeuvnTIK TOUG PEAETN
AoItév  pag deixvel o1 o TTpakTikEG KAM diapoppwvovtal €101 WOTE va
ETMTUXOUV apoifaia o@EAN Kal va dnuioupyroouv augnuévn agia oTig oXEOEIG

TOUG JE TOUG ONMPAVTIKOUG TTEAATEG.

O1 aTmaITACEIS TWV UTTNPEECIWV TTPOCTIBEUEVNG agiag aTTd TOUG CNPAVTIKOUG
TTEAATEG OAOEVA KAl QUEAVOVTAI VIO PIa ETTIXEIPNON, ME ATTOTEAECUQ N €QAPUOYN
TpakTIKWV KAM va yivetalr atrapaitntn. O1 €TMIXEIPAOCEIG AOITTOV OpYyaVWVOUV
TOUG TTOPOUG TOUG OTNPICOUEVEG OTIG AVAYKEG TWV ONUAVTIKWY TTEAATWV,
avaTrTuooouv  duvnTIKA  ONUAVTIKOUG  TTEAATEG, ATTAOXOAOUV  ATOPO WG
SIAXEIPIOTEG TWV CNPAVTIKWY TTEAATWY Kal 0dnyouvTtal oTnv dnuioupyia opddwv
UTTOOTAPIENG ONUAVTIKWY TTEAQTWY, TTOU OTTOTEAOUVTAl ATTO ATOMA TTOAAWV

ETTIXEIPNOIAKWY TUNUATWY, OTTWG TO TUAPA TTWARCEWY, TO TUAPA TTICTWTIKOU
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eEAEyXOU, TO TUAMA WAPKETIVYK, logistics KTA. Ze uia eTmixeipnon Aoimmov, n
avTaywvioTIKA avaykaidtnta Tou KAM €xel TTOAU onuavTikh €TTidpacn oTtnv

TTOAUTTAOKOTNTA TNG ayopds (Homburg, Workman kai Jensen, 2002).

O1 aM\ayég Tou emmixeipnolakou TrepIBAAAOVTOG, OTTwG n augnon Tou
QVTOYWVIOUOU, N TTAyKOOMIOTToINCoN, n  wpINoetnTa NG  ayopds, n
TTOAUTTAOKOTNTA TWV TTEAATWV K.4., odynoav TIG ETTIXEIPACEIS O€E €vav
e€opBoloyiopd Twv d1adIKaoIwy, KABwWG £TTiONG KAl GTNV AvAyKn dnuioupyiag
OTEVOTEPWY OXEOEWV ME TOUG TTEAATEG, ATTOOKOTIWVTAG OTN dIATAPNON TwV
TTEAATWYV, TN MEIWON TOU KOOTOUG Kal TNV augnon TnG TTpooTIBEuevng agiag. To

KAM Aoittov dgv gival pia véa TTpooEYYIoN TOU HAPKETIVYK.

2Uu@wva pe Toug Piercy kai Lane (2005) utrdpyel £€va evvoloAoyiKO HOVTENO
TPIWV TUTTWV PBACIKWY OXECEWV TNG ETTIXEIPNONG ME TOUG CNPAVTIKOUG TTEAATEG,
otTou Baciletal otV agia, oTIg dUVANEIG TNG TTWANONG Kal TG ayopdg. H
KataAAnNAOTeEpn TTpocéyyion KAM TTou Ba uloBetnBei ammd Tnv €PTTOPIKA
eTTIXeipnon, PacifeTal OTIC AVAYKES TWV CNUAVTIKWYV TNG TTEAATWV. O1 TPEIG agieg
TOou povtélou eival n agia TG avraAAayng KAM, n 181oktntn agia KAM kai n
oxetik agia KAM. H a&ia avraAhayrng KAM, ava@épetar otn dnuioupyia
AOYaPIAOUWY ONUAVTIKWY TTEAATWY, PEOA aTTd TEXVIKEG OTTWG MEIWON Twv
TIWYV, TrapayyeAia TTpPOTEQAIOTNTAC KAl aTTO Mo TTPOCBETN  UTINPECia
ecuttnpétnong META Tnv TTwAnon (after sales service). UpuQwva pe TNV
1ID10kTNTN agia KAM, n emxeipnon Kepdilel €OWTEPIKN ATTOOOTIKOTATA KOl
QTTOTEAEOUATIKOTATA XWPIG 0 TEAATNG va yvwpilel o1 avikel oto KAM,
eToOMéVWG N agia TNG TTWANoNG OnuioupyeitTal Kal €EUTTNPETEN POVO TOV
mpounBeutr). Ooo agopd Tnv oxeTik agia KAM, agopd Tnv oxéon —
ouvepyaoia T600 Tou TTEAATN 60O Kal TOU TTPOUNBEUTH, WOTE N OXECON AUTA va
gival o Tépog TTou dnuioupyei agia TOoo aTrd Tnv €TMIXEipNOnN 600 Kal ATTO TOV

TEAATN.
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2.3 ZnuavTikoi TreAdareg — Kpitriipia €mAOyng.

H emAoyrl Twv onuavtikwv TreAaTwy, €ival pia 1diaitepa dUOKOAN Kal
onuavtikn dladikacia yia pia €TIXEIPNON, av avaAoyIOTel KAVEIG TTwG TTOAAEG
OTPATNYIKEG ATTOPACEIG TWV ETTIXEIPHOEWV KABodnyouvTal atro Tnv €AoY TwV
ONUAVTIKWV TTEAATWV. Oa TTPETTEl 01 TTEAATEG AUTOI va €ival EUBUYPANUIOUEVOI
ME TNV ETAIPIKA TOUG OTPATNYIKA KAl va OUPPAAAOUV OTnV ETTITEUEN TWV
OTPATNYIKWY TOUG OTOXWV. TO TTOPTOPOAIO TWV ONUAVTIKWY TTEAATWV AoITTév Ba

TIPETTEl VA TTEPIEXEI AUTOUG TOUG TTEAATEG KAl JOVO QUTOUG.

Ta kpirpia €mMAOYNG €vOG ONUAVTIKOU TTEAATN JTTOpPEi va Bacifovral o€
XPNUATOOIKOVOUIKA ) OE Jn  XPNUATOOIKOVOMIKGA KpIThpla. To  KuUplo
XPNUATOOIKOVOMIKO KPITAPIO ETTIAOYAG €VOG ONUAVTIKOU TTEAATn OTTd  Mia
eTTIXeipnon €ival o 6ykog TwARoewy Tou (Sales volume) kai agopd 10 80% Twv
ETTIXEIPAOEWY TTOU aoyoAouvTal e TTwAnoeig B2B (business to business). ‘Eva
GANO XPNUOATOOIKOVOUIKO KPITAPIO ETTIAOYNG €ival TO YEPIDIO AyOPAg TOU TTEAATN
(market share) kai atroteAei 70 deUTEPO 10XUPOTEPO KPITHPIO ETTIAOYAG ME
T0000TO 35%), KABWG £1TioNG Kal TO TTEPIBWPIO CUVEICPOPAGS TOu TTEAATN, TO
OTT0i0 KaBOoPpICel MEXPI £va HEPOG, TNV CUPUETOXNA TOU TTEAATN OTNV KEPOOPOpIa
TNG ETTIXEIPNONG.

Ooo yia Ta pn XpNHATOOIKOVOUIKA KPITAPIA ETTIAOYAG ONUAVTIKWY TTEAATWY,
MTTOPOUME va Eexwpioouue TNV agia CwAG Tou TTEAATN, TNV TOoTTOBETia, TNV
dIdpKEIO ouvEPYATiag Kal TNV I0Topia YE TOV TTEAATN, KABwWG eTTiong Kal Tnv
TEXVOYVWOia TTou TTpoodidel 0 TTEAATNG OTNV £TTIXEipNon. ETTiong évag TTeAdTNg
MTTOPEI Va KPIBEi oTpaTnyIKOG yIaTi N cuvepyaaoia Tou TTPodidel priun Kal KUPOG
oTnV €miXEipnon f TPOCRACN OE TEXVOYVWOIa Kal O€ ayopég TTou dev ATAV

d1a8éo1ueg (Millman kai Wilson, 1999).

2NUOVTIKOI  TTEAATEG PE M XPNMOTOOIKOVOUIKA KPITAPIA JTTOPOUV va

BewpnBouv eTTioNg o1 TTEAAGTEG TTOU ECUTTNPETOUV KAl WG OCUVEPYATEG, OTNV
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épeuva kal avarrrtugn uiag emyeipnong (R&D partners). Méoa atrd Tnv guTtTEIpia
TNG OUXVAG XPHAOoNG Twv TIpoidvTwy, €VTOTTICOUV TA XAPOKTNEIOTIKA Twv
TPOIOVTWY  TTou Xpridouv avaTmTuéng kai BeAtiwong, divoviag 1O TTPoIdv
MEYOAUTEPN TTPOOTIOEUEVN agia, oUuuBAANOvVTAG OTOV OXEDIAONO KAAUTEPWV

TTPOIOVTWYV 1 HEIWVOVTAG TO KOOTOG TTapaywyng (Pardo kai lvens, 2007).

Emiong o1 mmeAdTteg TTapartipnong tng ayopds (benchmarking partners)
MTTOPOUV va @avouV TTOAUTIYOI yia pia eTTIXEipnon | GAAoUG TTEAATEG O€ BEpaTa
BeATioTOTTOINONG TWV dIAdIKACIWY, MIAG KAl O TTEAATEG auToi OUVABWG dev

dpaCTNPIOTTOIOUVTAI OTOV iBI0 XWPEO Kal OV gival HETAEU TOUG AVTAYWVIOTEG.

2NMUAVTIKOi TTEAATEG PTTOPOUV ETTIONG VO XOPAKTNPIOTOUV Ol TTEAATEG TTOU
TTPOOdIdoUV KOAR ETAIPIKA @AUN YyIa MIa €TIXEipNon, KaBwg onuioupyei
EMTTIOTOOUVN KAl ETTNPEACEI TIG EUTTOPIKEG OUVOAAQYEG. H ouvepyaaia AoiTTév pe
ONMAVTIKOUG TTEAATEG TTOU €XOUV KOA @Rfun oOTnv ayopd, MTTOPEi va

BEATIOTOTTOICEI KQI VO ETTNPEACEI TNV ATTOTEAECUATIKOTATA YIOG ETAIPIOG.

2Uu@wva ue Tov Fiocca (1982), éva povrélo dlaxeipiong TTou agopd To
XOPTOQUAAKIO TWV ONUAVTIKWY TTEAATWYV, TTEPIAauPBavel duo Bripata: a) Tnv
TAgIVOUNON TWV TTEAQTWV CUPPWVA PE TNV OTPATNYIKI TOUG ONuUacia Kal Tnv
duokoAia diaxeipiong TNG oxéong ME Tov TTEAGTN KAl B) TNV QTTOKAEIOTIKA
TAgIVOUNON TWV ONUAVTIKWY TTEAATWYV PE BAon TNV EAKUCTIKOTNTA TOU KaI TN
duvaun TG oxéong PETALU ayopacTr) KAl TTWANTH. ZUP@wva AOITTOV PE TNV

eIkova 1 o Fiocca TTapouaiddel Tov TPOTTO ETTIAOYAG TWV CNUAVTIKWY TTEAATWV.
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Enpovrsis, aiii Mn enpavrikGs Koy
OUBTKOLDS TERATIC OHUTKOLDS TELATIS
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Enpavnikig ko My enpavrikig, aidbd
EVKDADS MELITIS EVKOLDS RELETI)S
Xopns "
Yymi Erpanpyuai onpacic Ton wEidaT) Xapmhi

Eikova 1: Tagivounon twv TEAATWV CUPQWVA HPE TNV OTPATNYIKA TOUG

onuaoia, Fiocca.

2XETIKA PE TO OeUTEPO PBAMO TOU PovTéEAOU Tou Fiocca, N 0 OYKOG Kal N
XPNUATIKA agia Twv ayopwyv, N Xpovikh SIApKEIa TNG CUVEPYQOIag, n oxéon
METACU TTWANTA Kal ayopaoTh o€ did@opa BEuaTa, aAAG Kal Ol TTPOCWTTIKES
ox€oeig Tou TOavov va €xouv avatrtuxBei, ytropouv va kabopioouv Tnv
duvapn NG TTEAATEIOKAG OXEONG. ZTNV TTAPAKATW €IKOVA AOITTOV ATTEIKOVICETAI
0 TPOTTOG KATNYOPIOTTOINONG TWV ONUAVTIKWY TTEAATWY, OTTOU OI TTEAATEG TTOU
BewpouvTal onUavTiKoi yia pia eTTixeipnon. O meAdTEG auToi, , CUPNPWVA PE TOV
Fiocca TtotmroBetouvral oe evvéa KeAMid, OTTOU ocuvowilovtal O OTPATNYIKEG

dlaxeipIong XapToPUAQKIOU TOU TTEAATN:

e Alathpnon TnG oxéong ayopaoTn — TTwANTA (KeAId 3,6,9)
e BeAtiwon Tng oxéong (kehia 1,2,4,5)
e Al0KOTTA TNG oXéong (keAIG 7 kai 8)
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Relationship strength
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Eikéva 2: Tagivounon Twv OnUAavTIKWV TTEAATWY OUPQWVA JE TNV

EAKUOTIKOTNTA TOU TTEAATN Kal TN dUvVAUN TNG OXEONG QyopaaTr Kal TTWANTA.

Etriong o1 onuavTikoi TTEAGTEG UTTOPOUV VA TAgIVOUNBoUV CUPPWVA PE TV
OTPATNYIKA TOUG onuacia kai Tnv OUOKOAia diaxeipnong Tng oXEoNg PE ToV
meAdTn (MacDonald kai Woodburn, 2000). Ztnv eikéva 3 TTapaBETOUpE
TEOOEPIG KATNYOPIEG ONUAVTIKWY TTEAATWYV, TTOU TTPO0dIopifovTal TEOOEPQ €idN

ONMAVTIKWYV ETTIXEIPNOIAKWY OTPATNYIKWV:

A) MeAdteg aoTépia — Star customers: eival TTEAATEG TTOU aAvapévouue va
avaTtrTuxbouv Kai N oTpaTnyIik TTou akoAouBeital atrd Tnv £Tmixeipnon, €ivai va

ETTEVOUOEI N ETAIPIO OE AUTOUG TOU TTEAATEG.

B) XZtpatnyikoi meAdteg — Strategic customers: eivar meAdTEG TTOU N

ETTIXEIPNON ETTEVOUEI OTPATNYIKA TOUG TTOPOUG TNG OE€ QUTOUG TOUG TTEAATEG.

IN) MeAdTeg ouvTrpnong — Status Key customers: n emixeipnon Ba Tpétel va
OKOAOUBEI TNV OTPATNYIKN TTPOANTITIKAG CUVTAPNONG TWV CNUAVTIKWY TTEAATWY

TTOU AVAKOUV O€ QUTHV TNV KATnyopia.

A) Baoikoi mmeAdteg — Streamline customers: n emxeipnon diaxeipiceTal
oTPATNYIKA TOu TTEAATEG aAUTOUG yiaTi atroTeAolv oTaBepr) TNy €06dwv yia

QUTHV.
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Supplier's relative business strength
as seen by the customer
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Eikova 3 : Katnyopiotroinon Twv OnUAvTIKWV TTEAATWY CUPQWVA PE ThV

oTPATNYIKA dlaXEIpION TOUG.

2.4 216)0I1 TNG SlaxEipIoONG ONUAVTIKWY TTEAATWV.

O1 Pardo kai Ivens (2007), uttooTApIEav OTI OI TTPOUNBEUTEG €10 yayav Ta
OuCTHAPATA JIaXEIPIONG ONUAVTIKWY TTEAATWY, WG avtidpacon oTIS AAAAYEG TwWV
TTOPAYOVTWY TOU ETTIXEIPNOIOKOU TTEPIBAAAOVTOG KAl TNG CUUTIEPIPOPAS TWV
TTEAATWV TTOU QQOPOUV TIG TTPOUNBEIEG, OTOXEUOVTAG OTI T CUCTAMOTA QUTA,
€EUTTNPETOUV TOUG ONMPAVTIKOUG TTEAATEG PE Evav TPOTTO TTIO £EEIBIKEUPEVO QTTO

évav ouvnOIopEvo TTEAATN.

2Uhewva Pe TNV BIBAIoypagia, n dlaxeipion oTpATNYIKWY TTEAATWYV gival pia
ONMAVTIKA TTPOCEYYION TWV TTEAATWY aAUTWYV, PE OTOXO TNV dnuioupyia agiag,
pMéoa atrd TNV eappoyn e¢eidikeupévwy diadikaoiwy (Wengler, Ehret & Saab,
2006). 'ETol o1 emXeIprocig dlaxelpiCovral Toug TTEAATEG TOUG CUOTAPATIKG, PE
OTOXO TNV OTOBEPOTNTA TOU AUECOU ETTIXEIPNOIAKOU TTEPIBAAAOVTOG KAl TNV
emppon Tng TuxNnG Toug (Millman kar Wilson, 1999). H épeuva 110U agopd Tnv
dlaxeipion TwWv ONUAVTIKWY TTEAATWY KAl TOUG OTOXOUG OIaxEipIoNS auTwy,

KATOANYEI OTNV avayvwpion TNG dnuioupyiag TTpooTIOEUEVNG agiag oTov TTEAATN
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KaBwg €TTioNg Kal 0TOV TTPOUNBEUTH, JE OTOXO TNV dIAXEIPION TWV ONUAVTIKWY

TTEAQTWV.

H dnuioupyia agiag wg oT1dX0g TNG dlaXEipIoNg ONPAVTIKWY TTEAATWV gival
ATTOPAITATO AEITOUPYIKA Vva dlaxwpiletal o Tpia eTmiTeda : a) TNV agia

ouvaAAaynig, B) TNV 1IBIWTIKA agia kail y) TV agia Twv oxéocwv (Pardo, 2006).
A) Aia ouvaAhayAg.

H agia ouvaAAayng dnuioupyeital atmd tnv agia Twv dpacTnPIOTATWY TNG
dlaxeipiIong Twv  OTPATAYIKWY TTEAATWY, Trapdyetar  dnAadrp amd Tov

TTPOMNBEUTH KAl KATAVOAWVETAI ATTO TOV TTEAATN.
B) IdiwTikA agia

Eival n agia Tou dnuioupyei Kal atroAauBavel o gOvo TTPOPNBEUTNG. ZTNV
TEPITITWON  QUTA, TO TIPOYPAUMA  dlaxXEipiIong ONPAVTIKWY  TTEAATWY,
dnuioupyeEiTal atrd ToV TTPOPNBEUTH, HE OTOXO va dNUIOUPYED agia aTTOKAEIOTIKA

yla TNV atmrodoTikOTNTA TOU.
M) Atia Twv oxéoewv

H agia Twv oxéoewy, TTEPIYPAPEI JIA CUUTTOPAYOUEVN Aia TTOU EKTTOPEUETAI
aTTO TNV CUMMETOXN O€ €va duadikd ouoTnua dIaxEipIong ONUAVTIKWY TTEAATWV
Kal kaBopileTal wg N KAaTAAANAN dnuioupyouuevn agia TG00 yia Tov TTPOUNBEUTH

OO0 Kal yIa TOV TTEAATN.

2.5 Kpitipia emituxiag KAM.

H emITUXAG €QapPOY TwV CUCTNUATWY BIAXEIPIONG ONUAVTIKWY TTEAATWY,
gival amméppola TNG avaAuong Kal TNG JEAETNG OUYKEKPIUEVWY TTapayovTwy. H
dlapopewaon Aoitrév evog rpoypduparog KAM egaptdral atrd TIG EOWTEPIKEG
TPOKTIKEG (Storbacka, 2012), o1 o110ieG, OTTWG KABE AAAN dIEUBUVTIKA TTPOKTIKN,
ekTeivovTal o€ TEooepa eTTiTTedA: dIAUOPPWON OTPATNYIKAG, OPYAVWTIKY doun,
TOKTIKA €@apuoyn kai aglohdynon kai €Aeyxog (Davies & Ryals, 2009). Mo

OUYKEKPIPEVA, CUPQWVA PE Toug (T epTréNIKOg & Mouvapng, 2015) £€1 TTPAKTIKEG
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KAM oxeTiCovtal pye Tnv €mTuxia Tou TTPOYPAPUATOS OIOXEIPIONG ONUAVTIKWY
meAatwy, (1) oxediaopdg Kai €TAOY TOU onUaAvTIKOU TTEAATN, (2) €UTTAOKN
avwTtaTtng dioiknong, (3) KAM cuvadeA@ikr) aAAnAeyyun, (4) xprion opdadwy, (5)
dpacTtnpidtnTeG KAM Kai (6) agilohdynon KAM.

2¢ €mimedo OIaudPPWONG OTPATNYIKAG MIA KPioIun TTAPAPETPOS TOU
TTpoypdauuaTog KAM gival o oxedlaouog Kal n TTIAOYH TOU CNUAVTIKOU TTEAATN.
O peNOVTIKOG OxedIaoNOG Kal n AQyn omdé@aong yia Tn XPnon Twv
TTEPIOPIOPEVWV TTOPWYV TTOU BIABETEI O TTPOUNOEUTAG, ATTAITEI TOV TTPOCOIOPICHO
Tou KA pe Bdaon tnv IKAvoTNTA TOUG va OIEUKOAUVOUV ThV TTPOOTIABEIa TOU
TTPOUNOEUTH ) Vva ETMTUXEI OUYKEKPIMEVOUG OTPATNYIKOUG OTOXOUG, TToU
armoteAouv TN Pdon TG O1adikaoiag avayvwpiong kal otoxeuong KA
(Woodburn & McDonald, 2011). Me Baon éva CUYKEKPINEVO OUVOAO KPITNPIWV
ETMAOYNG OnNUAvTIKOU TTEAATN TTOU  AVTIKATOTITPICOUV TOUG OTPATNYIKOUG
oToxoug Tou TTpopnBeuTh (BA.Ryals & McDonald, 2008), o TTpounBeutig Ba
TPETTEL VA agloAoyAoel TN (OTPATNYIKF) €AKUCTIKOTATA TWV OIAQOPETIKWV
TTEAATWV KAl va EO0PANIOEI JIA I00PPOTTIO JETAGU TWV TTOPWYV TTOU DIABETEI N
ETTIXEIPNON Kal Tou apiBuou Twv KA TTou 0 TTpONNBEUTAG ITTOPET va dlaTnpAoEl

Biwoipya pakpotrpdbecua.

O oxedlaopOg Kal N €MMAOY ONUAVTIKWY TTEAATWY, OXETICETAl UE TNV
ETAIPIKN OTPATNYIKA KABWG dlao@aliel Tn déopeuon atmo Tn Ol10iknon NG
ETAIPEIAG VA EKXWPNOEI TOUG ATTAITOUPEVOUG TTOPOUG YIa TNV avaTTugn Twv KA
TEAATWV MPE TETOIO TPOTTO WOTE VA  UTTOPOUV  va  aglotroinBouv ol
TTpoodiopiopéveg duvaTtoTnTeg (Storbacka, 2012). O oxediaouOg Kal N TTIAOYN
TWV TTEAATWY QUTWV PTTOPET VA TTEPIAAUPBAVEI hia OEIpd OPACTNPIOTATWY OTTO TN
ouAAoyn Kal TN ouoTNUATIKR avaAuon TTAnpogopiwv ayopds (Millman & Wilson,
1995) €w¢ kai TNV avaAuon TG oxéong (dladikacia dnuioupyiag agiag armmd Tov
TTEAATN, CUANWN agiag, HEANOVTIKEG eTTIXEIPNUATIKEG duvaTdTNTEG) (Storbacka,
2012) ot éva oxédio dpdong (Ryals & McDonald, 2008). . Napadooiakd, ol
O1euBbuVvTEG KA cgixav eAAXIOTO evOIO@EPOV yIa TOV ETTIONUO OXEDIOONO KA
meAatwyv (Davies & Ryals, 2013). Qot600, n augavouevn avayvwpiorn Tou
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POAOU TOU TIPOYPOUMATIOMOU CNMAVTIKWY TTEAGTWY OTn  OPYAVWTIKA
euBuypduuion (Storbacka, 2012) kai BaBuTepn yvwon Twv AEITOUPYIWY TWV
meAatwy ( Davies & Ryals, 2013) utrodeikvuouv 011 0 oxXedlaopudg yia Toug KA

TTEAATEG UTTOPET VO CUPPBAAEI OTNV ETTITEUEN CUVEPYATIKWY OXECEWV.

EkT6¢ ammd tov KatdAAnAo oxediaoud yia toug KA 1TeAGTEG, n UAOTTOINON
Miag TTpwToBouliag KAM og oTpatnyIiko €TTTTESO ATTAITE QUENUEVN CUPMETOXNA
TNG avwTaTtng d10iknong, Kabwg N TTAPEPPACT) TOUG OTN AW aTTOPACEWVY Eival
Kpiolun yia Tnv ammodoon g etmixeipnong (Workman et al., 2003). Méow auTrig
NG TapéuBaong, n avwtarn oioiknon ouuBdaAAel otn  PBeAtiwon TNG
eubuypduuiong TG etaipeiag pe 1O TEPIBAANAOV yevikOTEpa (Carpenter,
Geletkanycz, & Sanders, 2004). Otav TpoKeITAI YIA TN OXEON TNG ETAIPEIAG PE
10 KA, n avwrarn dioiknon 0a euTTAOKEl yia va TTapAaoxel KaTeubuvon, va
Olao@alioel Tn déapeucn g OAOKANPO TOV OpyavioPO Kal Vo EUBUYPAUMIcEl TNV
KalvoTouia Tou opyaviopou pe TIG avaykes Tou KA (Millman & Wilson, 1999). To
mpoypauua KAM emmw@eAsital €miong ammd T CUPPETOX TNG AvVWTOTNG
dloiknong o€ OTPATNYIKO E£TTTTEdO, ETTEION HEOW TNG TTAPEPPAOCNHG TOUG
dlaTiBevTal TTOPOI TTOU ATTAITOUVTAI YIa TNV KAAUWN Twv avaykwv tou KA Kai
KatavépovTal HETAEU dla@opeTIKWY KA avaloya Pe Tn oTPATNYIKA CUVAPEIQ TOU
ekaoTote onuavtikou TreAdtn (Mouvapng & TleutréAikog, 2013). Agv atroTeAEi
EKTTANEN TO YEYOVOG OTI TTPOOQPATN £PEUVA KATODEIKVUEI TO OPEAOG aTTd TN
OUMPMETOXA TNG avwTatng dloiknong pe 10 TPoypaupa KAM oe otpatnyikéd
etritredo (Guesalaga, 2014) kaBwg, EKTOG aTTd OAQ Ta TTAPATTAVW, O DIEUBUVTEG
KA TTOAU ouxva oTtepouvtal €€ouaiag ota AGAAa TuAPATA TNG €TaIpeiag (
Homburg et al., 2002). Q¢ €k TOUTOU, OO0 TTEPICTOTEPO EUTTAEKETAI N AVWTATN
dl10iknon o€ autd TO UWNAGTEPO, OTPATNYIKO ETTITTEDO, TOOO TTIO EUKOAN YiVETAI
n emiteugn OlaAeIToupyikol ouvToviopou (Salojarvi & Saarenketo, 2013).
QoTtéo0, Ba TpéTTel va ava@epBei O gival TTIBAvO N €UTTAOKN TNG avwTaTng
dloiknong oto KAM, va eival emriuia, Kupiwg e1eidr) ol dieuBuvTtég KA ptropei
va avTIAN@Bouv Tn CUPPETOX TNG avwTatng dloiknong wg Hia TTpooTradeia
UTTOVOUEUONG TOU POAOU TOUG WG KUPIA ETTAPA PE TOV ONPAVTIKO TTEAATN
(Guesalaga & Johnston, 2010). Autd amraitei ammd Ta Kopu@aia OTEAEXN va

OUMPUETEXOUV evepyd OTIG oxEoelg KAM, aAAG e TpOTTO TTOU Ogv €pXETal O€
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ouykpouaon N emMKAAuwn he Tov poAo Twv dieubuvtwy KA. ‘ETol Ba odnynoel o€
KOAUTEPO OUVTOVIOUO €VTOG TnNG E€TalpEiag Kal TEAIKA o€  PeyaAuTEPN

atroTeAeopaTIKOTATA TOU KA.

Emiong o ouvioviopog PETAEU Twv  OIOPOPETIKWY  TUNUATWY  MIAG
ETTIXEIPNONG €ival ONUAVTIKOG IO TNV £QApUoyr Tou TTpoypdupaTog KAM, 61Tou
atraiteital dpaon o€ opyavwTiko eTTiTredo. H diaudppwon tng opydvwaong Tou
TTPoUNOeUTH BIEUKOAUVEI TNV avTaTOKpIon OTIG avaykeg Tou KA kal Tnv
uAoTroinon Twv d1a@épwyv TTPWTOROUAIWY, TTOU TTEPIAANBAVEI TO TTPOYPAUMT
(Davies & Ryals, 2009). Na 1o okoT1Toé auTd, TO TTIPWTO Prpa gival n diac@daAion
TNG ATTapaiTNTNG SIAAEITOUPYIKAG ETTIYVWONG KAl KATAVONONG TNG CNPOCiag TTou
éxouv ol KA yia Tov TTpOPNBeUT OTNV ETTITEUEN CUYKEKPIMEVWY OTPATNYIKWVY
OoTOXWV, EVW TTAPAAANAQ dNUIOUPYEITAI N ATTAITOUNEVN UTTNPECIOKK OUVEPYATia
Kal d€oueuon yia TNV €EUTTNPETNON TwV avaykwv Tous. (Workman et al., 2003;
Zupancic, 2008). Me Tov 6po «KAM ouvadeA@iky aAAnAeyyun", opiletal n
TPOOTIABEIa VA eUTTAAKOUV ATtopa (atrd dIaQOPETIKA TUAPATA) 0T dlaxEipion
Tou KA TTeAGTN Kal va aioBdavovTal Tnv UTTOXPEWON YIA £QAPUOYI TWV KOIVWV
oToxwv NG eTaipiag. (Workman et al., 2003, oeA. 10). '/ETol n ouvadeA@Ikn
aAAnAeyyun evBappuvel TNV aviaAAayr TTANPOPOPIWY YIa TV ayopd Kal TOUG
TeAATeg o€ OAn Tnv etaipeia ( Fisher, Maltz, & Jaworski, 1997). E€GAAou, n
ouvadeA@IKr aAAnAeyyun €ival TBavo va auénoel Tn cuvoxn Kai To aictnua
OUVOXNG METAEU Twv atouwyv oTnv etaipeia (Geiger & Turley, 2005). Mia 1oxupr
aiocbnon KAM ouvadeA@IKAG aAAnAeyyung, avTIKATOTITPICEl TIG EVEPYEIEG TTOU
Eylvav o€ opyavwriKO TTITTEdO yia va diac@aAioTei 0TI Ta dIEUBUVTIKG OTEAEXN
Kal ol UTTAAANAoI gival TTpdBupol va ouvepyaoTouV yia TNV eEuTTNPETNON Tou KA
TTEAATN, TTEPA aTTd TA OpIa TNG EUBUVNG Tou TUApATOG ( Guesalaga & Johnston,
2010; Salojarvi & Saarenketo, 2013).

EKTOG a11d TN ouvadeA@ikr) aAAnAgyyun, n opydvwaon Tng TTapakoAoubnong
Tou Tpoypduparog KAM kair n avridpaon Tou TrpounBeuti yupw a1rod
OIATUNUOTIKEG OPAdEG €ival Pia TTPOCOETN OpyavWTIKA TTPOUTTIO0EON yIa TNV

euBuypdauuIon TNG TTPOCPOPAS Tou TTPOoUNBEeUTH PE TIG avaykeg Tou KA. 'Evag
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Mepovwuévog BieuBuvtric KA eival atmiBavo va O1abétel Tnv  amapaitntn
TEXVOYVWOIa Kal IKAvOTNTa yia va dlaxeipioTei yévog tou évav KA TTeAdTtn
(Salojarvi et al., 2010). AvriBeta, pia opdda emMTPETTEl OTOV TTPOUNOEUTH va
BaoloTei 0e €va ouvoAo dla@opeTikwy dOegloTATWY (Salojarvi & Saarenketo,
2013) evw TAUTOXPOVA ETTITPETTEI TOV OUVTOVIOUO MIag ouvleTng diadikaciag
TTapaywyng aciag yia dIaQOoPETIKEG KATNYOPIES TTPOIOVTWY Kl AEITOUPYIKEG
povadeg Tou TTpopnBeuty (Moon & Armstrong, 1994). Teleutaieg €peuveg
dcixvouv OTI n Xprion opadwv WPTTOpEl va BEATIWOEI TIG OXEOEIC AYOPAOTH)-
TTwANTR. [llpwTtov, n ouvotacn opddwyv OIEUKOAUVEI TNV  aVATITUEN
€CEIBIKEVPEVWV YVWOEWV Yia Tov TTEAGTN (Salojarvi et al., 2010) kai Tn por) Tou
og oAOKANpo Tov opyaviopo (Natti, Halinen, & Hanttu, 2006). Autr n véa yvwon
TTEAATWV JTTOPEI va XpnolyotroinBei yia Tnv avatmTuén vEwv TIPoIOVTWY,
UTTNPECIWVY Kal SIadIKACIWY Kal JTTOPEl TTEPAITEPW va odnyrioel oTn BeAtiwon
Twv oxéoewv Pe Toug TTeEAdTeg (Harvey et al., 2003). Agutepov, n dnuioupyia
opadwv KAM onpatodoTtei oToug TTEAAGTEG OTI O TIPOUNBEUTHG TOUG TAGIVOUET WG
TeAATeG €10IkoU kaBeoTwTog (lvens & Pardo, 2008). KaBwg o1 T1eAdreg
aloBdvovTal CnuavTiKoi, €ival mOavo va evioxUoouv Tn OxEon O€ MIa TTIO
OUVEPYOQTIKA Kal oTPATNYIK ouvepyaoia (Salojarvi & Saarenketo, 2013). Ol
Arnett, Macy ka1 Wilcox (2005) diatrioTwaoav OTl n Xprion ouadwyv augdavel

ouvepyaaoia Kal Tn déopeuon ox€oewv OTIG oxéoeigc KAM.

Emiong, wg kpitipio emrtuxiog Tou KAM Ba tpémel va BewpnBei kai 10
TakTIKO £TTiTTed0. O1 TTpwToBoulicc KAM dev €xouv oxedIOOTEl JOVO yia TN
dlaxeipion oTpaTNYIKWY TTEAATWY, OAAG yia Tnv aoénon Tng agiag TTou
atrokopifel o KA 1reAdTng a1rd TN ox€on Tou e Tov TrpounOeutr) (Pardo,
Henneberg, Mouzas, & Naudé, 2006). To KAM ataiTei 10XUPEG OXECIAKEG
duvaTOTNTEG KAl KATAVOUN TTOPWY OTOUG OTPATNYIKA TTIO ONUAVTIKOUG TTEAATEG
(Storbacka, 2012). Qg ek TouToUu, To KAM ¢gival £€vag TpOTTOC yia TNV EQapuoyn
TWV APXWV TOU PAPKETIVYK OXECEWYV, ATTO TIG OTTOIEG TO TTIO CNPAVTIKO €ival N
Tpooapuoyn (Aijo, 1996) oto TTAaiolo B2B ( Guenzi et al., 2007; lvens & Pardo,
2007). ZuveTtwg, n BaoikA TrTuxn NG uhotroinong Tou KAM o€ TakTIKG €TTiTred0
gival n TpoBupia Kal n IKavoTNTa TOU TTPONNBEUTH va TTapdyel hia TTPocpopd

yla tov KA TTeAdTn TTOU €ival TTPOCAPUOCHEVN OTIG ATOMIKEG AVAYKEG TOU
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ouykekpipgévou TeAATn (Wengler et al., 2006). O1 dpaocTnpidtnTEG AOITTOV TOU
KAM trapéxouv etmiong pia ocipd atmd o@éAn otov KA TTeAdTn. lMNpwrtov, ol
TTEAATEG UTTOPOUV va TTPOCDIOPIcOUV Kal va agloAoyrijoouv Tn OE0UEUOT EVOG
TpounOeuTr) Pe PAaon TV HETAEU TOUuG OXEon, autd Trou PBAETTOUV Kal
TTaPATNPEOUV, BNAADBK CUYKEKPIUEVEG EVEPYEIEC. QG EK TOUTOU, 01 dPaOCTNPIOTNTEG
KAM onuartodotolv Tn OE0hEUCN TOU TIPOMNOEUTA, N OTIoia MPTTOPEl va
eUPBaBUvel OTNV ePTTIOTOOUVN YE TOV oNPavTIKO TTEAATN (Workman et al., 2003).
AeuTepov, ol dpaoTnpIoTNTEG KAM (TT.X. TTPOCAPHOYEG TTPOIOVTWV/UTINPETIWV
N avdAnyn Tou @O6pTOU €pyaciag Tou TEAATN) OupPBdAlouv  oTnv
QVTAYWVIOTIKOTATA  TWV  TTEAATWV  TTAPEXOVTAG HOVAdIKGA  TTPOoIOVTA KOl
XOPOKTNPIOTIKA TTOU ETITPETTOUV OTOV TTEAATN va dlagopoTrolgital amd Tov
avTaywviouo €ite Pe Baon tnv TToI0TATA €iTe e Baon 10 KOoTOG(Day, 2000).
2UVOAIKA, N TTapOXN MIOG BepaTreiag «KOKKIVOU XOAIOU» HEOW OUYKEKPINEVWV
opactnpiotTwyv KAM TtTapéxel o@éAn otoug KA TTeEAATEG TTOU PTTOPOUV Vva

odnynoouv o€ Pia €TIBUMIa evioxuong TNG oxéong YETAEU TOUG.

TéNOG, TO €TTiTTedO AfIOAOYNONG Kal €AEYXOU KATAYPAPEl TNV E€TTiONUN
TTapakoAoudnon Twv TTpwToBoulitoy Tou KAM kai a&lohoyei eav n oxéon pe Tov
KA 1eAdTn €€utinpeTei TG00 TOUG OIKOVOMIKOUG 00 Kal TOUG OTPATNYIKOUG
OTOXOUG TOU TTpounOeuTr]. Evw n TUTIKOTNTA VEVIKA €XEI AVAYVWPIOTE OTI
MEIWVEI TV eUENIGia Kal TOV Xpovo avTtidpaong (Jaworski & Kohli, 1993), 6tav
TPOKEITAI  yIa TTapakoAouBnon kal  €Aeyxo, Ta €TMoNua  CUCTAUOTA
TTapakoAoUBNoNG EMITPETTOUV OTN BI0IKNON MIA TAKTIKA KOl CUVETTA €IKOVA TNG
atmédoong TnG eTaipeiag (Kirca, Jayachandran, & Bearden, 2005). Qg ek TouToU,
éva ermionuo ouoTnua TTapakoAouBnong g amrdédoong, BEATIWVEI TOV XPOVO
avTidpaong TnNG eTaipeiag Otav n ammodoon atrokAivel atmd Toug oToxXous. AuTo
gival 101aiTepa oNPAvTIKO TOOO YIO TOUG OIKOVOUIKOUG OCO0 Kal Yid TOUG
OXEOIOKOUG 0OTOXOoUG ammoédoong Tou Trpoypdupatog KAM oe  emitredo
ONMAVTIKWV TTEAATWY, KOBWG, EVW Ol TEAEUTAIOI €ival 0APWS CNUAVTIKOI aTTd
TNV GTTOYN TOU PAPKETIVYK OXECEWV, Ol TTIPWTOI €ival £5iC0OU GNUAVTIKOI yIa va
BewpnBouv o1 KA olkovouikd utreuBuvol, 0TTwg ogeilouy va gival (Woodburn &
McDonald, 2011). 'ETo1 n agloAdynon KAM Ba emTpéwel TNV KAAUTEPN Kal TTIO

ICOPPOTINMEVN KATAVOUN TwV TTOPWYV OTO XAPTOPUAAKIO TTEAQTWYV, N oTToia Ba
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ETMTPEYEI OTOV TTPOMNOEUTA VO OUYKEVTPWOEI KOl VO ETTEVOUCEl TTEPAITEPW
TTOPOUG O€ CUVEPYOTIKEG OXEOEIG UE ONUAVTIKOUG TTEAATEG PEYAAUTEPNG agiag
(Storbacka & Nenonen, 2009).

‘ET01 €KTOG Q11O TOV QVTIKTUTTO TToU €X€l TO KAM OTIG TTWANOCEIG KAl TA KEPDN,
n oxéon MeTagu tou TTpounBeuth kal Tou KA T1reAdTn (duadikr atrdédoon)
eTTWEeAeiTal TTiIONG ATTé UYWPNAGTEPQ £TTiITTEdA CUvEPYaTiag. QoTdo0, 0 BETIKOG
avTikTutrtog Tou KAM OTnv atmmédoon dgv gival Auecog, KaBwg Ta Bacika oToIxEia
QUTWV TIOU £XOUV OVOMOOTEI «OXEOIOKA atroTeEAéoPATa»  (IKAvOTToinon,
eUTIOTOOUVN Kal Oéopeuon) YecoAaBouv OoTn ox€on METAEU TwV TTPOKTIKWY
KAM kai Twv atmmoteAeopdtwy amodoons. H evioxuon Twv OXECIAKWV
atmmoTeEAEOPATWY  €ival, woTdoo, MIa xpovoBopa Odiadikacia, OTwg, yia
TOPAdEIYMA, N ATTOKTNON TNG EPTTIOTOOUVNG TOU TIEAATN KABWG Kal TNG
déopeuong Tou TTEAATN 0TN oxéon ouvABwG TTaipvel apkeTd xpoévo (Palmatier
et al., 2006). 'Etol, o TTpoodiopiIouOg autou Tou ouvdéopou PBonbd oTtnv
emBeRaiwon, aAAG KUpiwg ENYEI yIATI TIPONYOUPEVEG EPTTEIPIKEG EPEUVEG EXOUV
TIpoTEivel OTI N €MTUXAG epapuoyry Tou KAM egival TTpaydaT pia xpovoBopa
diadikaoia ( Davies & Ryals, 2009).

MNa TNV ammoTeAEOUATIKA ouvepyaoia Kal oxéon PeTagu Tou KA TTEAATN Kal
TOU TTPOMNBEUTH, CUVETTAyETAl OTI KAl Ta U0 PEPN Ba TTPETTEI va KATAVOOUV Kal
va ouveEPYaoTouyV yia va gival emruxnuéva (Anderson & Narus, 1990; Cannon
& Perreault, 1999; Morgan & Hunt, 1994). Qo1600, 01 0TeVEG OXETEIG OEV Eival
TTAVTA OUVWVUUEG ME TIG KOAEG ox€oelg (Anderson & Jap, 2005). H utrepBoAIkn
OUVEPYOOia PUTTOPEI va 0dNyNoEl 0€ EVIACEIS I KAl QVTAYWVIOUO PJETALU TwV OUO
pepwv (Fang, Chang kai Peng, 2011). To kAe&idi yia 1 diatipnon g
QTTOTEAEOUATIKNG OUVEPYOOIAG Eival va AOKAOOUV Kal Ta dU0 PEpN MIa PETPIA
duvaun vyia Tnv emmiteuén koivwv otéxwv (Fang et al., 2011). Qotdoo,
dedopévou 0TI Eva uEPOG Aaupavel ouyva To YEPIBIO TNG agiag Tou vwpiTepa, TO
GANO PEPOG TTPETTEI VA €XEI APKETA EUTTIOTOCUVN OTN OXEON YIA VA TTEPIYEVEL TN
MeEANoOVTIKA avTatrodoon. (Palmatier et al., 2006). Mg cuvéTtreia, TTPONYOUNEVEG

MEAETEG €xouv Oc€iCel OTI n IKavoTroinon, n eUmoTOOUVN Kal N OEOHEUON
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BeATiwvouv Tn cuvepyaaoia PETAU Twv dUo pepwyv (Anderson & Narus, 1990;
Morgan & Hunt, 1994; Palmatier et al., 2006).

Oa mpéTel eTiong va onueiwBei o1 N BiBAIoypagia YIAG TTEPICCOTEPO YIA
TNV e@appoyn Tou KAM atrd tnv amroyn Tou TpopnBeuTtr. QoT1d00, TTPOTEIVEI O
KA 1eAdTNG va ouppeTéxel otn diadikaoia dnuioupyiag agiag (Anderson &
Dubinsky, 2004) kal w¢ €K TOUTOU, N OX£0N METALU Twv OUO PEPWYV Ba TTPETTEN
va Bewpeital wg Kpioiun TTuxn TnG @apuoyng tou KAM (Storbacka, 2012).
ATO pia 1Mo TOKTIKF) OKOTTIA, n Onuioupyia OXECIOKWY IKAVOTHATWY Eival
aTrapaiTnTn TEOUTTO06E0N YIa va uTTopEi va epappooTei attoteAeopaTikG To KAM
(Millman & Wilson, 1999). H epapuoyl Tou KAM, eTTopévwg, ammaitei tnv
QVATITUEN OXECIOKWY IKAVOTATWY Yia TN S1aXEipIon TwV AAANAETTIOPACEWY 1 Kal

EVTAOEWYV TTOU AdpBAvoUV Xwpa METACU TwV OUO UEPWV.

2.6 0 poAog kai o1 euBuveg Tou Key Account Manager

H emTuxng Asitoupyia Tou ocuoTAPATOG oTNV TTPAEN £CapTdTal o€ PEYAAO
BaBuo atrd Ta oteAéXn TTou Ba avaAdBouv Tnv euBuvn TNG dIAXEIPIONG TTEAATWV
oTpaTnyIKAG onpaciag. Ta oteAéxn autd cival ol key account managers 1Tou
aTTOTEAOUV TOV OUVOETIKO KPIiKO PETAEU TNG ETTIXEIPNONG KOl TWV TTEAATWYV TTOU
éxouv avaAdaBel va eguttnpeTouv. MoAovOTI AeIToupylkd avAkouv oTn duvaun
TWV TTWARCEWY, Ta KABAKOVTA, Ol €UBUVEG KAl O TPOTTOG OOUAEIAG TOUG

dla@EPouV onUAvTIKA atrd auTd VOGS ATTAOU TTWANTH .

O1 euBuveg evog key account manager eoTiddovTal KUPiwG O0To OXEOIQOUO
Kal UAOTTOINON OTPATNYIKWYV TTOU OTOXEUOUV OTNV ATTOTEAECUATIKA €EUTTNEETNON
TWV TTEAATWYV oTPaTnyIKAG onuaciag, O key account manager PePINVA WOTE Ol
OTPATNYIKEG TTOU OXEDIALEI KAl UAOTTOIET YIa TOUG TTEAGTEG EUBUVNG TOU va Eival
ATTOAUTWG CUMPBATEG UE TOUG OTOXOUG KAl TIG OTPATNYIKEG TNG ETAIPIAG TOU. 2TO
TTAQIOI0 AOKNONG TWV KABNKOVTWY TOU OUVEPYACZeTal OTEVA PE TA OTEAEXN TNG

eTaipiag Tou amd Tov TOopéa Tou marketing , TNG €peuvag Kal AvATITUENG
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TTPOIOVTWY, TIG OIKOVOMIKEG UTTNPECIES K.A. AAAG KAl JE TO apuOdIa OTEAEXN TWV

TTEAATWV TOU PE OTOXO TNV APIOTN EEUTTNPETNON TWV CUPQPEPOVTWY TOUG.

O1 key account managers €ival ouvABwg ATOPA PE TOUAAXIOTOV TTEVTOETA
ETTITUXN TTPOUTINPECIa OTIG TTWAAOEIG. Eival KATOXO!I TTAVETTIOTNKIAKOU TITAOU
OoTTOUdWV £VW TTOAAOI KATEXOUV Kal JETATTTUXIAKO TITAO OTO TTEdIiO TNG dI0iKkNoNG
EMIXEIPAOEWY. H €pyaciakr €UTTEIpIA KOl Ol YVWOEIG AUTEG €ival ATTOAUTWG
ATTOPAITATEG YIA VA UTTOPOUV VA AVTATTOKPIVOVTAI PE ETTAPKEI OTIG ATTAITAOEIG

NG B€oNng TOUG.

EkT6¢ ammd TNV £pyaciakn TTEIpa Kal TIG OTTOUBEG UWNAOU ETTITTEOOU TTPETTEI
va £X0UV €UPEia yvwaon TNG AEITOUPYIag TWV ayopwy , AVOAUTIKI Kal OUVOETIKN
OKEWN, KABWG Kal ECAIPETIKEG OPYAVWTIKES IKAVOTNTEG TTOU Ba TOUG ETTITPETTOUV
va KAatavoouv TIG avaykKeg , TIG PeBodOAoyieg Kal TIG OTPATNYIKEG TIOU
EQPAPPOLOUV 01 TTEAATEG TOUG WOTE VA TIG JETATPETTOUV O€ PEANIOTIKA projects
TTou Ba e€Cac@aliCouv Kal OTIC dUO TTAEUPEG apoIfaia BpaxuTtpdBeoua Kal
MOKPOTTPOBEOUO OQEAN. A TNV ETTITEUEN AUTWYV TWV ATTOTEAECUATWY TTPETTEI
€TTionNg va OIaBETOUV IKAVOTNTEG €0TIOONG OE CUYKEKPIMEVOUG OTOXOUG , va
dlakpivovTal yia TNV IKAVOTNTA TOUG , va gpyadovral opadikd Kal va £Xouv
€CAIPETIKES IKAVOTNTEG OTNV TTPOPOPIKH KAl YPATITH ETTIKOIVWVIO KABWGS €TTioNG

Kal oTig diatrpayuartevoelg (Kalalng, 2011).

KepdAaio 3 — MeBodoAoyia

Na 1¢ avaykeg TG TTapoucag €peuvag akoAouBouue TO case study
approach, 6mou w¢g case study approach €xouue pia TTOAUEBVIKA eTaipia
YEVETIKAG XOipwyv, N oTToia dpacTnPIOTTOIEITAI O€ 58 XWPES TTAYKOOMIWG Kal TV
OTTOid yIa TIG AVAYKEG TNG €peuvag Ba TNV OVOUACOUME Yyia AOyoug
EUTTIOTEUTIKOTATAG eTaIpia X. Eival pia oAAavOIKr) TTOAUEBVIKI] €TAIPIO YEVETIKNAG
yla XOipoug n oTroia gexwpilel yia TNV KAIVOTOUO TIPOCEyyIor TG OTnv

eQappoyn VEwv TeEXVoAoyIwv Kal Tn OIapKr TTPOCHAWGT TG OTN PEiwon Tou
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KOOTOUG TTapaywyng xoipwv. Méow Tng TTPOCHAWONG OTNV KAIVOTOUIO OTn
YEVETIKA, EMMTUYXAVETAlI N uywnAoTEPN YEVETIKN TTPO0d0C KABE XpOvo, ME
aTroTéAecpa va TTPoadidel eTITTAEOV TTPOCTIOEPEVN agia Kal VEEG dUVATOTNTEG
Yl TOUG OUVEPYATEG TNG. H eTaipia X avrikel o€ KTNVOTPOPOUG, HE TN QIAoCOQia
NG aTTéd00NG TWV HEPICPATWY HECW TNG YEVETIKAG TTPOOd0U. AUuTO onpaivel T
Tapdyel TN PEYIOTN TTPOCTIBEPEVN agia yia Toug TeAdTEG TNG. To TUAuA
TTWANCEWV TTAPEXEI AOITTOV UTINPECIEG KAl TEXVIKA UTTOOTHPIEN MEoa atmd pia
OMAda EIBIKWV TEXVIKWY OUMPBOUAWY, OTTOU €eVvNUEPWVEI Kal [Bondd Toug
OUVEPYATEG TNG OE TOTTIKA KAl TTAYKOOUIa KAigaka. Autd divel Tn duvatdtnTa
OTOUG TTapaywyouUs va agloTroIoouv oTov PEYIOTO BaBuo TIg duvaTdTNTES TNG

YEVETIKNAG TNG £TAIPIOG X, OUVOPAUOVTAG OTNV TTAPAywyn XOIpIVOU KPEATOG.

To case study approach Tng mapoucag dIaTpIBAG, €ival pia Epeuva PEIKTAG
MEBOGOOU TTOU XPNOIUOTTOIEI TOGO TNV TTOIOTIKI) OGO KAl TNV TTOCOTIKN £PEUVA.
XPNOIUOTTOIEITE N TTOOOTIKI HEBODOG yia TNV CUAAoyH dedopévwy atmd Tnv BAon
d0edOUEVWV TNG ETAIPIAG, TA OTTOId BonBouv OTNV TUNPATOTTIOINON TWV TTEAATWY
TTou Ba avaeepBouue TTapakdTw. Me TNV TTOI0TIKA MEBODO, T dedopéva
XPNOoIJoTToloUvTal YIa VA TTPOCOIoPIoTEl TTOCO ONUAVTIKOI €ival Ol TTOIOTIKOI
OEIKTEG OTTWG N EAKUCTIKOTNTA TOU ONUAVTIKOU TTEAATN, N OTPATNYIKN agia Kal TO

QUVAMIKO TOU.

2Uh@wva Aoirrév e Tnv etaipia X 10 KAM utropei va xwploTel og TTOANG
Bripata OTTWG QAiveTAl KAl OTO TTAPAKATW ypdgnua. Kabe Brua emregnyeital ota

TTAPOKATW KEPAAQIQ.
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Account
Segmentation
Platinum/Gold
Accounts: :
Executive Customer Insight R
Review Wall

Value Innovation
Customer Review Possibilities in our
Offering

Strategic Account Stakeholder
Plan Mapping

Value Proposition
Canvass

H diadikacia Eekivd pe TNV avayvwpion OIaQOPETIKWY TUNUATWY Tou
XOPTOQUAGKIOU TWwV ONUAVTIKWV TIEAATWY TNG €TaIpiag, péoa amd Tnv
Tunuatotroinon Twv onuavtikwy TreAaTwy  (Segmentation Account). Oa
TTpoodiopioTouv ol Key account TTEAGTEG A 01 oTPATNYIKOI TTEAATEG TNG £TAIPIAG,

KaBwg €TTioNg Kal dIaQOPETIKEG OUADES TTEAQTWV.

MeTtd TnVv TUNUartoTroinon, o Key account manager tnG €1aipiag Kai n ogada
Tou Ba dnuioupynoel To 2TPpaTnyIKO 2x£010 Aoyaplaopou (Strategic Account
Plan) yia 10 otroio Ba TpéTTel va XpnolyoTtroinBouv dIa@opeTIKA epyaleia. Oa
TPETTEL va TO dlaxelpifeTal wg €va  ouvexy KUKAO TTPOYPOUMOTIONOU,

evnuéPwOonNG, EAEyxou Kal EKTEAEONG.
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3.1 Tunparotroinon TWv onuAvTIKWYV TTEAaTwyv (Account Segmentation)

O okotég NG xprong ¢ TunuaTotroinong MeAaTwy gival yia va dWaoel
TTEPICOOTEPES TTANPOPOPIEG OXETIKA PE TNV «agiay Twv (duvnTIKWV) TTEAATWV
TNG E€TaIpiOG OUyKpivovtdg Toug / afloAoywvtag Toug HE Paon Eva
TTPOKABOPIoUEVO OUVOAO KPITnpiwv. 210 TEAOG Ba emmITpEWel oTOV Key account
manager va dIaKkpivel OUAdEG ) TUAUATA TTEAATWYV, BACEI TWV OTTOIWV PTTOPEI va
opioel Tnv MNMpdtaon Agiag Tou (Value Proposition), cuptrepIAauBavopévwy Twy
TTPOIOVTWYV KOl TWV UTTNPECIWY, YIa KABe Tunua. O1 TTeAdTEG 0TNV Kopuen Ba
gival mBavwg o1 oTpaTNyIKOoi 1} o1 key account TTEAATEG TNG eTAIpiag. AvaAoya Pe
TO MEYEBOG TOu KABE TTEAATN, Ba TTPETTEI va opioel évav £wg TPEIG key account
TeAdTES. ETTiong atmodoTIKA ival Kal n e0Tiaon o€ PIa JIKER Kal KaAR opada key

account TTEAATWV.

Account Segmentation Matrix

Criteria 5:
Criteria 4: Value of
Value OF the

Default Total
Gross Margin/

Criteria 1: Criteria 2: Criteria .3:
= - Realistic
Current Gross ~ Potential Potential
Total Potential ~ Potential Growth Margin Gross Margin Growth TO the]
Gross Marginof  based on Total account
the Account Gross Margin

Accounts: Customers & Current Gross ~ OR ADJUST TO
Potential Customers Margin

Number

Estimated Total
Gross Margin/
Sow

|2 1 ,2 ,2 2

| Ex. |[customer name] | € € 15,00 € 2 3 5 1 1
1 [Customer ABC 2500 |€ 150000 € 15,00] € 315000 € 225000 2 3 3 1 2 275
2 |Customer DEF 0000 | € 400000 | € 15,00] € 600.000| € 200,000 3 3 5 5 4 4,00
3 |Customer FGH 10000 | € 550000 € 1500 €  1650000(€  1.100.000 4 4 1 2 3 2,80

2Uhuowva pe 10 KAM n Tunuartotroinon Twv TeAATwv Tng etaipiag X

dlaopoTToIEiTal WG EEAG:

- Platinum TTeAdTEG:
o [leAdTteg diEBvOUG OTPATNYIKAG ONUACiag yia TNV eTaipia X
o 2UMPBOAN oTnv emmixeipnon Tou TTeAATN divovTdag Tou Tn duvatdTnTa va

gival Mo emTUXNUEVOG OTIG AYOPES

- Gold treAareg:
o [leAdTeg €BVIKAG OTPATNYIKNG ONUACiag yia Tnv eTaipia X
o 2ZUMBOAR oTnv emmixeipnon Tou TTeAATN divovTdag Tou T duvaTtdTtnTa Va

gival Mo emTUXNUEVOG OTIG AYOPES
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- Silver TreAdrec:
o [leAdrteg pye duvapiko A eyaAUTEPOU pEYEBOUG
o [leAdteg TTOU TOUG dlATNPEI N ETAIPIO KAl TOUG TTAPEXEl ETTAPKEI

TTPOIOVTA KAl UTTNPETIEG.

- Bronze treAdreg:

o o1 TeNaTeG TTou Baacifovral atTAWG O€ Pia GUVAAAOKTIKE) Oxéon

o AvVOKOAUWTE Eava TO ETTIXEIPNMOTIKO 0OG HOVTEAO YIa va AEIOTTOINOETE
OTO €TTAKPO QuTO TO TUNua TO60O O€ Oyko 600 Kal Og Kabapn

ouvelIopopd.

High
5 Silver Platinum / Gold
3 Development Strategic
0 (Build) (Transform)
3
3
&
g Bronze Silver
§ Transactional Large
& (Reinvent) (Maintain)
Low

Current Value

Account Segmentation based on financial and non-financial
(Source: © Marian Dingena, MPCN)
value

3.2 Z1paTtnyiké TAdvo TwV onuavTiKwy TeAatwy (Strategic Account
Plan)

2UPQWVA PE TO TTAPOKATW OTPATNYIKO TTAAVO TnG eTaipiag X, PETA TNV
TMNUatotroinon Twv key account TreAatwy, Ba avaAuBei atrd SIaQOPETIKES
oTITIkéEG 0 Key Account TTEAATNG, HECA OTTO TOV AEYOUEVO «TOIXO TTANPOYPOPIWV
meAatwvy, Customer Insight Wall €éwg to VPC (Value Proposition Canvas).
2TNV OUVEXEIQ OKOAOUBEI N evOTNTA EKTEAEONG TWV OXEDIWV TTOU €XEI BAAEI N
eTaipia X n otroia €ival kataxwpnuévn oto Salesforce. To Salesforce cival pia
NAEKTPOVIKI) TTAQTQOPUO TTOU €XEl AVATITUXOEi pIa  €@apuoyrh, yia Tnv

uttooTAPIEN TNG diadikaciag KAM Tng eTaipiag Kal oxXedIA0TNKE ATTO TNV TQIPIA
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eidIkKd yia tnv Odiaxeipion Twv Key Account TteAatwv. 210 Salesforce
TepIAauBaveTal HETAEU AAAWV: Tov OTOXO, opdonua (3 xpoévia), ETMIOKEYEIC,

aTdEvTa, EPYAOIES (KOTAVEUNUEVEG KATA TO 10 £TOG) KAl EKONAWOEIG.

3.3 Opapa TreAaTwyV Kal ETTIXEIPNHUATIKA EUKAIPia

MNa tnv etaipia X, o KAM Ba 1rpétrel va uttodeigel ue Aiyeg TTpOTACEIS 1)
bullets To pakpoTTPdBECPO Gpapa Tou TTEAATN Kal TO «uEYEBOG Tou Bpafeiou,
TTPOOTIABWVTAG VA TTOCOTIKOTTOINCEl TNV ETTIXEIPNMATIKA €ukaipia. MiIAwvTtag

MaKpOTTPpOBeca, Ta 3 Xpovia gival Eva eAAXIOTO XPOVIKO TTAQiCIO.

To pakpoTTpOBecOo dpapa Tou TTEAATN deixvel TI TTpooTTabei n eTaipia. Otav
oAokAnpwBOei To Key Account plan,0 KAM Ba 1TpéTTel va emoTpEWEl OTO dpapa
TOU TTEAATN KAl OTNV ETTIXEIPNMATIKI EUKAIPia Kal va €AEyEeEl GV TO ox€DIO TOU

€ival OUVETTEG JE TO OPANQ KAl TNV ETTIXEIPNUATIKA EUKAIpIQ.

3.4 Toixog rAnpogopiwv TreAarwyv (Customer Insight Wall)

O ot16x0¢ autng NG doknong, padi ue Tnv Key Account Team Tng eTaipiag
X, €ival va €€eTa0TOUV ATTO TNV OTITIKY YWVid TwV TTEAATWYV Ol TTPOKAACEIC Kal
Ta {NTAMOTA TTOU QVTIUETWTTICOUV. NMPETTEl va yivouv KaTtavonToi ol GTOXOI Kal N
@IANOCOQIa TWV TTEAATWYV TNG ETAIPIAG YIA VO UTTOPETEl VO TOUG TTPOCPEPEI Hia
TPoTAaoNn uYWnANg agiag, Bacifouevn os oulnTiOEIS TTOU a@OpPoUV ThV £pEuva
NG ayopds, oulnTNOEIG JE TOUG TTEAATEG, I0TOOENIDEG, avaPopES ETWY, DIKTUO

K.ATT.

A) Karavénon Tng otpatnyikAg Twv TTeEAATWV, cuvowilovtag Ta Bacikd

Béuarta TG oTPATNYIKAG Toug oTo Insight Wall

v' kd&vovtag avdAuon Tou avTIKTUTTOU TNG OTPOTNYIKAG TOU TTEAATN yIia T
Aatopa oTnV opydvwaon TTEAATWV (TTPOKANCEIG KAl TTOVOKEPOAAOL.

V' TTpo0dIopifovTag TToI0l «ONUAVTIKOI QiAol» PTTopoUv va pag Bondricouy,
TTOU TTPOEPXOVTal JEoa atrd To TTEPIBAAAOV Tou TTEAATN 1 OXI;
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B) Oa mpétrel va eAfyxeTal BaBuTtepa atrd Tov Apeco TTEAATN TNG TaIpiag X

yIQ va YiVEl TTI0 KATavonTo Tl TOU KPATA TO EVOIAPEPOV.

v TAoe€ig TTOU  €TMKPATOUV O€ €TTMEdO  €UTTOPIOU KOl

KATaVOAWTA

oc eTmmiredo

v E@apuoyl Tng availuong «DESTEP»: Anuoypa@ikoi, OIKOVOUIKOI,

Koivwvikoi/KoivwVviKoi,

TexvoAoyikoi,

OikoAoyikoi  kar  TMoAiTikoi

TTOPAYOVTEG TTOU ETTNPEACOUV TN Cwry ToU TTEAATN.

v TpoadIopIoPOS TwWV HEYOAUTEPWY TTPOKAACEWV KAl TWV TTAPAYOVTWV

TTOU UTTOPEI VO TTPOKAAECOUV HEYAAOUG TTPOBANPATIONOUG.

IN) Npoodiopioudg TNG TGong Tou KAGdou.

v Oa mpémel o Key Account Manager va oké@retal B2C, aAAa

evepywvtag B2B.

v' O Key Account Manager TTp£TTel va PEVEI TTIO KOVTA TNV €TTIXEIPNON

Tou TEAATN ToU avalntd TTapaywyn,

TEXVOAOYIQ, avTaywviouo

(onuepa / auplo), avatTugn TTPOIOVTWY | KAIVOTOWMIEG K.ATT.

Changes in the Customer World

ﬂBusiness Challenges (exciting issues) ©

Their (upcoming)

Timeframe: ..........ccooeenenn. (end date) & Headaches (worrying issues) ®
The ‘Key Account’s (Business) Strategy:
. Print this table on A3 format and work on it together as a team.
. Use Post-It's during this brainstorming!
.
Downstream Customer Trends and Influences: 3 3

Macro & Industry Trends:
L]
L]
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3.5 A§ioAdynon Twv duvaToTHTWYV KAIVOTOMIOG TNG TTPOCPOPAS OTOV
eAATN

O Key account manager Ptropei va ¢ekivijoel Je €va KaBapo QUAAO Kal va
TIPOOTIABNCEl VO OKEQPTEI TTPAYMOTIKA £Ew ATTO TO KOUTI f} va EEKIVAOEI ATTO TN
ONUEPIVI] TTPOCPOPA Kal PETA va OKeQPTe TTEPaA amd autd tmou uttapxel! Ti

MTTOPEl va @épel véa ) eITTAéOV adia oTov TTEAATN;

«O1av @uodel o Aavehog TNG aAAayng, KAtrolol xTiCouv Toixoug, GAAol
QAVEMOUUAOUGY.

Key Account: Which elements in our offering could we:

.............................. RAISE CREATE REDUCE ELIMINATE

(Customer
Experience
Contacts,
Interaction, Relation,
User Experience)

3.6 Aéopeuon MNehatwyv / Xaptoypdenon Evila@epopévwv

Me Toug TTapakdTw TTiVAKEG N eTaIpia X UTTOPEi va TTPoadIopioel TTOCO KOaAd
gival ouvdedepévn pe Tov Key account mmeAdTn kai Katd 1000 0dnyei Auto o€
MIa ox€on o€ oTpatnyiko emmitredo. O1 Tivakeg auToi Ba TTPETTEl va TTapEXOUV
EMTTAEOV TTANPOPOPIEG O€ ATOUIKO ETTITTEDO aTTO TNV TTAEUPd TOU TTEAATN Kal va
KaBodnyouv Je TTolov TTPETTEI va ouvOEDEl TTEPICOOTEPO, TTOU UTTAPXOUV KEVA

OXEOEWV N TTOIOI TTPETTEI VA CUUTTEPIANPOOUV OTNV Opyavwon TwV TTEAATWV.
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Edv yivel katavoeito T ouyKivei éva ATOPO, TOTE UTTOPEI va TTPORAEPOEi n

OTPATNYIKA TWV TTEAATWYV TNG £TAIPIAG.

Stakeholder Mapping

Board
Level

Production
Management

Procurement

Technical

Veterinarian

the company)

outside

Name:

Decision maker

Influencing role

Most open to
change

What do we
know about this
stakeholder as
an individual?

Contact
person(s) within
Topigs Norsvin?

Names

Which pain
points are seen
by this
stakeholder?

What excites
this stake-
holder?

Overall
relationship

©

@ ©

©

@

Decision maker: Tick ane or maximum two boxes
Influencing roles: Sponsor; Gatekeeper; Influencer; Reference / Ambassador; Technical / User; Expert / Specialist; Opposition / Critical
IMost open to change: tick one or maximum two boxes
What do we know about this stakeholder as an individual? - Think of any event or business / personal activity that might help realize our plans
What excites this stakeholder? - Think of any paint in our relationship, event or business / personal aclivity that reaily excites this stakeholder
Overall relationship: Use smileys -© ® @

Mivakag Zxéoewv NeAaTtwyv (Customer Relation Matrix)

Customer

Name:
Position:

DMU role:

Name:
Position:
DMU role:

Name:
Position:
DMU role:

Name:
Position:
DMU role:

Name:
Position:
DMU role:

Name:
Position:
DMU role:

©

Name:
Position:
DMU role:

®

Name:
Position:
DMU role:

®

Name:
Position:
DMU role:

Name:
Position:
DMU role:

/

]

0 bjectives:

Points to consider when briefing your colleague:
C urrent relation:

N egatives:

A ctions:

T opics for conversation:

Timing:
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3.7 Value Proposition Canvas (Kaupdg Npoétaong Agiag)

H mmpdTtaon agiag otov meAdTN TNG €TaIpiag X, avTiKAToTITPiel TOV KUPIO
AOyw yia Tov otToio 0 Key Account TTEAATNG TTPETTEI vO OUVOAAGCCETAI E TNV
etaipia X. Mg Aiya Adyia, yéoa atrod 1o Value Proposition Canvas :

» EEnyei WG 1O TTPOIGV 1} N UTINEETIia TNG eTaIpiag €TTIAUEI TA TTPORARUATA TWV
TTEAATWV 1) BEATIWVEI TNV KATACTOOT TOUG OO0V OPOPA TOUG «TTOVOUG» Kal TA
KEPON (ZXETIKOTNTA)

* Mapéxel ouykekpipyéva o@EAN (MoooTikotroinuévn agia)

* [Mpocdiopiel oTov 18avIKO TTEAATN yIaTi TTPETTEI va ayopdoel aTTd TNV eTalpia
X kai 6x1 a1t TOV avTaywvIiouo

« Eival Baoiopévo o€ oToixeia - dedopéva

To Value Proposition Canvas oTnv TTOPAKATW EIKOVA PAG OELiXVEl TTWG
ouvduadovTal padi To TTPo@iA Tou TTEAATN YE Tov XApTn agiag (Value map)

products &
e LN

Value Map Customer Profile

MNa va cupmAnpwOei To TTPOPIA Tou TTEAGTN Ba TTPETTEI va ava@epBouv Ta
“jobs to be done” epyaaoieg TTou TTPETTEI va Yivouy, Ta gains (0QEAN) Kal Ta pains

(Ta TTPOBARMaATA), va KaTaypagei dnAadn TTou TTOVAEI N ETAIPIA.
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Jobs: a@opouv TIC «DOUAEIEC TTOU TTPETTEL va yivouv» aTrd TOv TTEAATN.
Mepiypdouv Ta TTPAYMATA TTOU OI TTEAATEG TTPOCTTaOOUV va KAvouv oThv
OdouAgia 1 oTn Cwr] TOUG, UTTOPEI va gival oI Epyadieg TTou TTpooTrabouv va
EKTEAEOOUV KOl va OAOKAnpwoouv, Ta TTPoBAAUATA TTOU TTPOoCTTaBouv va

AUCOUV 1] 01 avAyKEG TTOU TTPOCTTAB0UV VA IKAVOTTOINCOUV.

Pains: TTepiypd@el oTIdONTTOTE EVOXAEI TOUG TTEAATEG TNG €TAIPIAG TTPIV, KATA T
OIAPKEIN KAl HETA TNV TTPOCTTABEIO VO OAOKANPWOOUV Pia QOUAEIA ] ATTAWG TOUG
euTTOdiCEl va oAokKAnpwaoouv pia douAsid. Ta Pains piag eTaipiag Tepypag@ouv
€TTiong KIvdUvoug, dnAadr TOavEéS KOKEG EKPBATEIG, TTOU OXETICOVTAI E TNV KOKN

1 KaBOAou ekTéEAEON HI0G OOUAEIAG.

Gains: Ta 0QEAN, TTEPIYPAPOUV TA ATTOTEAECUATA KAl TO OPEAN TTOU ETTIBUPOUV
ol TTEAATeG TNG eTaIpiag. Oplopéva KEPON TTOU ATTAITOUVTAI, AVAUEVOVTAI N
EMOUPOUV o1 TTEAATEG Kal MPEPIKA TToU Ba Toug eKTTAAouv. Ta KEPON
mepIAapBavouv  AEITOUPYIKA  XPNOINOTNTA,  KOIVWVIKA  KEPDON,  BETIKG

ouvaliodnuaTa Kai £§oIKovOuNon KOOTOUG.

lNa va avakaAuyel kaveig Ta Jobs, Ta Pains kai Ta Gains 6a 1rpémel va
oudnTrNOEl EKTEVWG PE TOV TTEAATN, VIO VA OTTOKTACEI TTEPIOCOTEPES TTANPOPOPIEG
KAl va PTTOPECEl va KAVEI T owaoTH TTPoTacn agiag. O KaTalyiIopuog 10wV HE
TOug ouvadéA@oug atrd TNV opdada Tou KAM, yvwpilovtag Tov TTEAATN, NTTOPEI

va Bonbnoel va treplypayel To owoTo VPC (Value Proposition Canvas).

Ooov agopd Tov XapTtn agiog (Value map) tTng €Taipiag, avagEpovtal Ta
TIPOIOVTA KAl Ol UTTNPETIEG TTOU TTPOCPEPEI N €TAIpia, Ta Pain relievers kai Ta

Gain creators.

Mpoidévta & YTnpeoieg: agopolv pia Aiota pe OAa Ta [Mpoidvra kai TIg

YT1Inpeoieg yupw atréd pia Tpdtacn agiog
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Anpioupyoi képdoug (Gain creators): Tepiypdgouv Twg Ta MpoidvTa Kai ol

YTINpeoieg TNG eTaIpiag dnuIoupyouV KEPDBN OTOUG TTEAATES

Avakou@IoTIKA «TTévouy (Pain relievers): MNepiypagouv TTwg Ta MNpoidvta Kai ol
YTINPEoieg NG €TAIPIAg «EEOVTWVOUVY [l avAKOUQI(OUV TOUG «TTOVOUG» TWV

TTEAQTWV

Gain
Creators

=
J

A e

Wil =~

Products
and Services

Relievers

3.8 Zx£€d10 dpdong (Action plan)

2TNV TTOPAKATW €IKOVA ava@EépeTal 0To OXEdI0 dpAong Ta Kupla £pya
(projects) project / dpaon. O KAM () Ta droua TTou £X0ouv avaTedei va nynbouv
auTng TNG dpdong/épyou) TTPETTEI va KAvEl éva EeXwpIoTO ox€DIo dpAong KE Ta

ATopa TToU EPTTAEKOVTAI ATTO TNV £TAIpia X KABWG Kal JE TOV TTEAATN.
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s Key Person Lead Person
o] i

Veterinarian

Technical Support
Manager

Deliverables per action (level, amount, progress, in number / €/ %; connected to the Value Proposition)

Etriong éva avaAuTikO ox£010 OpAong OTTWG OTNV TTOPAKATW EIKOVA PTTOPEI
va TTEPIYPAYEl PE AETTTOPEPEIA TOUG OTOXOUG, Ta KPI's, Ta eputTAEKOuEVa dTopa

K.ATT.

Action plan (name): |

Our aim with the action plan: ... Goal: ... (£ % or value)
......... When: ... (date)

Defined KPL. .. Current level:
Leading person account: ...
Leading person Topigs Norsvin: ...
Other persons involved: ...
Planned number of visits: ...

=
3

Main actions:
1.

When

o e

3.9 ETRola ariévra Key Account Process

Eival TToAU xprioiuo yia Tov KAM va dnuioupyAoel évav TTPOYPAPUOTIONO
OPACTNPIOTATWYV YIA TO ETTOPEVO £TOG, £TO1 WOTE OAOI 01 EVOIAPEPOPEVOI ATTO TNV
TAEUPA TWV TTEAATWY KOBWGS Kal atmo Tnv TTAeupd Tou KAM va utropouv va
AGBouv utrown TIG dPACTNPIOTNTEG YIA TOV OIKO TOUG TTPOYPOUMATIONO Kal

artlévra.
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H akéAouBn emokotTnon divel éva TTapAdelyPa ETACIOU TTPOYPANUATIOUOU:

Role Month | Freq.yr | Jan. Feb. Mar. Apr. May | June | July | Aug. | Sept | Oct. Nov. | Dec.
KAM 3x X X X
Executive Sponsor 1x X
Tech. Support 1: Breeding 2% X X
Tech. Support 2: Vet 5x X X X X X
Tech. Support 3: Nutrition 2X X X
Tech. Support4: ...

Event Local 2x X
Event International

Conference call

Project meeting

KepdAaio 4 — AtTroteAéopara

Eival Tpo@avég Aoimmév ammd 1a TTapatmdvw OTI 0 TPOTTOG YE TOV OTTOIO0
TTapoucidletal éva 2TpaTtnyiko Zx€dio Key Account otov TTeAGTn dla@épel atrd
MIa EOWTEPIKN TTapouciaon Tng etaipiag X. QoT1600, 0 0TOXOG €ival oXeddv O
id10G: va utTapxel EUBUYPANPION PE TOUG OTOXOUG TTPOCOIoPIfovTag TTWG Ba

EMTEUXOOUV, avalnTwvTag TOUG KATAAANAoUG TTOPOUG.

H oulntnon pe tov Key Account TTeAGTN, ciyoupa Ba BeATiwoel TO oxXEDIO
TNG €TaIPiag Kal Ba dwoel TTEPICOOTEPES / VEEG I0EEC KAl TTANPOYPOPIES YIa TOV
TeAATN. To oX£D10 TNG eTaIpiag TTou Ba TTapadoBei oTov TTEAATN dgv Ba TTPETTE
va gival yovoédpopo, aAAG Ba TTpETTel va gival Eva apolBaio OxXEDIO PE EVEPYEIEG
Kal aTTd TIG OUO TTAEUPES. H cuppeToxn Kal n d€oPEUOn TG avwTaTng d10iknong
TNG eTaIpiag X oTov TTEAATN €ival To KA yia TN JOKPOTTPOBECUN ETTITUXIO TNG

oxéong.

MNa mv etaipia X Aoimmov n avarmrugn tou Key Account Management
aTToTEAEI ONUAVTIKG KOPPATI OTAV OTPATNYIKI TNG, OTOXEUOVTAG OE HaKpOoXpoOvIa
o1aBepr) ouvepyaaoia. O Key Account Manager KaTtéxel To pOAO TOU « JOECTPOU»

TTOU PE TNV KATAAANAN kKaBodAynon kai diaxeipion OAwv Twv TUNUATWY TNG
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eTaipiag €xel oTOX0 OTNV 0pBR epappoyr) Tou KAM kal oTnv €Qapuoyr] Tou

TTPOYPAUMATOG BIAXEIPIONG TWV CNUAVTIKWY TTEAATWV.

KepdAaio 5 - Zuptrepaocuara

H Odlaxeipion onuavTiKwyv TTEAATWV yia TNV eTaipia X, AT1TOTEAE pia
TIPOCEYYION TTEAATWYV TTOU TTPOOdIdEl TTPOCTIOEPEVN agia TOoO oTnv idla TNV
eTaIpia, 600 Kal 0TOUG TTEAATEG TNG Kal YiVETAl AVvTIANTITA WS £va TTPOypauua
MAPKETIVYK TTOU €ival E0TIOOUEVO OTOUG ONUAVTIKOUG TTEAATEG KQI TO ETTITUYXAVEI

MECQ ATTO TNV EQAPUOYI TWV TTAPATTAVW ECEIDIKEUPEVWYV DIABIKOTIWV.

To Key Account Management kal n Trapoucia o€ TTEPICOOTEPA OTTO TA
«MeyaAha wapia» €ival Bacikd oToIxEio TNG oTpatnyikAg TnG eTaipiag X. Ol
uwnAou emmédou OoTOXOI TNG €TAIPIAG €ival: A) va Yivel TTIO ETTAYYEAUATIKI N
mpooéyyion oto Key Account Management, B) va OleuKOAUvVEl Kal va

utTooTNPICel TNV avaTrTugn e Toug Key Accounts.

To Executive Management 1ng etaipiag, ammé tov CEO wg Tov dieuBuvth
TNG EKAOTOTE XWPAG, €ival dIABETIPOI yia va €XEI N ETAIPIA TO success story TTou
BaoiCetal otnv avdmTugn Twv Key Account TTEAQTWV. ZTTOVOOPAPOUV  OAAG
gival kal dlapuecoAafnTég atrd TV AAAN, yia va avarTuyxBei pia dopnuévn
TIPOOEYYION QUTWY, XPNOIYOTTOIWVTAG OAa Ta TIEPIOUCIOKA OTOIXEID TNG
ETAIPIOG, MIOG Kal Ol TTEAATEG TTPOTIMOUV va ouvepydlovTal UE TOV TTPWTOTTOPO
yla va KOAUWOUV TIG aVAYKEG TOUG, VA KATAVOROOUV TNV AtTown TNG avwTEPNS
dloiknong yia Tnv Kareubuvaon kail TIG duvaTOTNTEG TNG ETAIPIAG Kal YVwpPilouv

OTI N KAIVOTOHIO KaI N EUENIEIA ATTAITOUV CUUMETOXN OTEAEXWV.
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ATTO TNV TTapatmdvw £peuva CUUTTEPAiVOUUE OTI Ta cuoThuata KAM TTou
eQappolouv ol eTalpieg atroTeAoUV TTAEOV £va onPavTIKO KOPPATI Tou marketing

ME OKOTTO TNV dnuioupyia agiag 1000 aTnV £TTIXEipNON 600 Kal oTov KA TTeAATN.
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