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KENTPO EQEAONTQN MANATZEP EMAAQL

Mool cipaoTe: EveEpyd Kal mMpwnNV avwTarta OI1eUOUVTIKG
OTEAEXN EMXEIPAOCEWYV TTOU HolpalovTal KOIVA Biwpara Kal
EUTIEIPIES ATTIO TV MOAUXpPOVN OTAdI08pOHia TOuG o€
EAANVIKEG Kal TOAUEOVIKEG EMYXEIPNOEIG KAl OPYAVIGHOUG,
KOl TTOU £X0OUV ThV idi1a ioxXupn 81a0son €0eAovTIKAG
TIPOOCPOPAC EPYOU OTNV KOoIVWVid.

H AmmooTtoAn pag. «EOgAovTIKN SeSAMEV TEXVOYVWOIiaG Kal
EUTIEIPIAG OE UTTOOTNPISN TNG VEAVIKNG EMIYXEIPNHATIKOTNTAG

O1 apyéc pag: Awpedv TTOPOXN UTTNPECIWY,
EHUTTICTEUTIKOTNTA, AVTIKEIHEVIKOTNTA, S10@AvEIq,
ATTOTEAECHATIKOTNTA, EMAYYEAHATIKR OgovTOAOYia

Mapoyxn urmnpeoiwyv: ZgIvapla, projects, one-to-one
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Eionyntng:

Ap. lwavvng Me060610¢g

T. Mpoedpog & A/vwv Z0pBourog Accenture, EAAGdOG



PRKEMEA Arzevra

KENTPO EGEAONTQN MANATZEP EAAAAOL

EMYXEIPNHATIKOTNTA OE MEPIOOO Kpiong
Ta TPWTA EMYEIPNHATIKA BRAHATA
Lessons learned

Q&A



OI HeYyaAAUTEPES AVAKATATASEIS OTNV AVTAYWVIOTIKI]
Ocon Twy sraipiwyv ouuBaivouv o€ MEPLPIOOOUS
OIKOVOMIKIIS Kpiong, Kal OxI NPEMIiag

Mrmpoora ornv oikovouIKI) Kpion Ol ETAIPIES, avdAoya UE TIS
ouUVarToTNTES TOUS KAl TNV OIKOVOMNIKI) TOUS EUpwOTia, akoAovBouv uia n
ITEPIOOOTEPES AITO TIC MAPAKATW EMTIXEIPNOIAKES MMAPEHUPLAOTEIS:

» Meiwon Kkooroug

» flepiyapaxwon/avénon meAarciakns Baons

" AeiroupyiKkn apiorEia

» AyopanwAnoia/ovyywvevon
Mg oTpaTnyiké oTtoxo
EmBiwon, n

Enmavanpoodiopiopo AvTaywvVvIioTIKNG O£éong, n
Auvvauikn Avanmruén



TEOOEPEC KAOAOOTIKEG KATNYOPIES
EMYEIPNOCIOKWYV TTAPEURACTEWYV

Ipriyopn kai Aiarnprioiun
Mesiwon Kooroug

* Msiwon mpoowrrikou

* Meiwon Asitoupyikwv
600wV (TPWTES UAEC,
mpounBeuTéS, TPAME(EC,
gvoikia, KAm)

* Msiwon uiocbwyv kai
Aoimwyv mapoxwv Kai
damavwyv mpoowITIKoU

* Msiwon damravwv
MAPKETIVYK, EPEUVAG,
EMEVOUOTEWY, KATT

» Optimization/ouvripnon
UTTapxovTwyv, avri yia
ayopd véwv mayiwv
oToIxEiwv

Auénon kai Aiarijpnon
leAareiag

= Aiaripnon umrdpyouvoag
meAarsiakns Baong pe
KAIVOTOUIKA uéoa Kai
10EEC (EKTTITWOEIG,
TTPOOPOPES, KAT)

* Fpnyopn kai
amoreAsouarikn
diapoporroinon
(Epeuva, [llpoiodv,
Mapkerivyk, NMwAnoeig,
Service, KAm)

* lMlpowOnon véwv
mPoiovVTwv

» [IpoocéAkuon meAareiag
amré Tov avraywviouo

» Eicodo¢ o€ véeg kai/n
aAvaOUOUEVES AyOpPES

ATmrorsAsouariko
M&A

A&giroupyikn
Apioreia

* M&A yia gvioxuon
TEXvoAoyiag kai/n ykauag
mPoiovTwyV Kai/n
meAarsiakng Baong

» AvaBabuion twv
KPIioIUWV AEITOUPYIKWV
Topéwy (Core processes)

» Avadiaraén 6Awyv twv

SIaoKOPTTIOUEVWY * M&A yia evioxuon
YEWYPAPIKG PEUCTOTNTAC KA
SpaornpioriTwy avamruéng

* M&A yIa gicodo o€ véeg
ayopég Kai yia
moIKIAGpopen avamruén

(customer service, sales,
distribution,, marketing)
» Tpormromroinon é6pwv
ouvepyaoiag kai
OXECEWV UE TTPOUNOEUTES

 M&A yia amraAAayn amo

{nuioyoveg
opaornpIoTNTES



2ZUHMQPWVEIG OTI | OIKOVOMIKN KPIioN PEPVEI
EUKAIPIEG VIO VEEG EMYEIPNHATIKES
SpaocTnpIoTNTEG?

. Today’s Downtum: Uncertainty or Opportunity? —
Pyramid of Ambition™

= " most companies limit
themselves by lowering their
expectations and
implementing defensive
measures aimed at cost -

Make Strategic cutting.”
Maneuvers
Maintain Growdt = "For ambitious, forward-
and Profitability looking companies, however,
a downturn represents not a
Survive the Downtum threat but an opportunity.”

“Source: Winning In a8 Downtum, Borton Conwalting Group, Fall 2008

Fact: 34% of companies workdwide are nfroducing new products and services to
gain market share fromweakened competitors.
Bourze: Mg I‘:II'IIB:,' Global EIJF'.'B:,', Moyvamber 2005

CHFAaCL =



Oswpeig OTI TA OETIKA UTTEPTEPOUV TWV
APVNTIKWYV OTOIXEIWV HIAS KPioNg Yia Eva
VEO EmMXEIpNMarTia?

OEeTIKA OTOIXEIA - EUKAIPIES YIAa TEVA.
AvTaywvVvioHOGg gival aduvapog — 8ev emevOUEl EUKOAQ
Mayia k6oTn XaunAd
A1aOeCIHOTNTA EMIAEKTOU TIPOCWITIKOU
XapunAOTEPO EPYATIKO KOOTOG
Eukalpia va "amacoXoANCEI§ TOV EAUTO OOU

ApvnTiKd oToIXEia — MPOBAnpa yia oEva:
MAiyoTepa S100£0IHA EMEVOUTIKA KE@AAala
AuocueEVEOTEPOI OPOI SAVEICHOU
MeAaTeg maipvouv AlyoTepa pioka
O1 meAareg avapévouv "euKalpie§ (O€ TIHR Kal 6poug
MANPWHNS)

AVTaywVvIOHOG PiXVEI TIG TIHEG, TTOPEXEI EIOIKEG TIPOCPOPES

Microsoft, FedEXx, HP kail TTOAA£EGC AAAEC TIETUXNHEVEG ETAIPIEG
OnUIoupYNONKav o€ EMOXEGC OIKOVOHIKNG KpioNng



EmyeipnpatikoTnra ornv EAAGda Twpa,
ICWCG €ival N amavrnon yia Tn HEAAOVTIKN
OOU ETMAYYEAHATIKN TTOPEIA

H mapadooiakn dnpooioUmaAAnAikn KarevOuvon £xel
TEAEIWOEI

Apa, n peAAOVTIKN gpyacia oou Oa gival Oo€:
MikpOHEOC Aia/OIKOYEVEIAKN EMYXEipnON
MeyaAn eAAnVIKR/TTOAUEBVIKA eTAIpia
AIKn) ooU £mMIXEipnoN

Eukaipia va cupgfalAeig ornv perantwon tng EAAaGdag amo
TN KPATIKOSiaITO HOVTEAO OIKOVOHIKNG avAanTuing o€ £va
HOVTEAO UYIOUG ISIWTIKNG EMXEIPNHATIKAG TPWTORBOUAIGG



U KEMEAN Tapaocika pRpara mpog TNV
KENTPO EQEAONTQN MANATZEP EANAAOL £“IX£I p I‘ " aTI KéTnTa

Eival €@IKTN N EMYXEIPNHATIKN HOU 10€a?
NouIkn HoOp®N/€6pa TG eEmMIXEIipNONG
KTioIHO TG oOpadag

XpNHATOOO0TNON TNG EMIXEIPNONG
Business Plan



E@IKTN em)XeIpnUATIKN 10€a?

Kaveig yia emyeipnuariag?
‘Epguva ayopag

Break-even analysis (*)

(*) Znp. Z€ MpwTn PGon n dIEPEUVNON AUTH YIVETAI «YypRRyopa»
Kal ouvonTiKd. lMpoodeuTikda emavaAappfaveral o€ Baog Kal HeE
MEPICOOTEPEG AEMMTOHEPEIEG, TEAIKA TEKHNPIWVETAI OTO business
plan



NMpPpowiA TETUXNHEVOU EMIXEIpNHATIA

‘EX€1 OpOapA TTOU TOV EUTIVEEIL, TOV OUYKIVEI, {€1 Kal HAXETAI HE AUTO,
TMOAAEG (POPEC PICKAPOVTAG, XWPIC TTOTE VA EYKATAAEITIEI TN
TIPOOTIAOEIA TOU TMAPA TIC DUOKOAIEG, epydaleTal OKANnpa yia éva,
TMOAA£EG (POPEG, ATTIACTO OVEIPO

ZEPEI va OIAAELYEI TOUG OCUVEPYATESG TOU, VA TOUG EKTTAIBEUEI av
Xpe1aleTal oTo PpOAO TTOU TOUG AVAOETEIL, KAl VA TOUG EUTTVEEL. TOUG
EUITIOTEVETAI AVAOETOVTAG OTOUG EVUBUVEG KAl TOUG EAEYXEN
auoTNPd Yid TAd AITOTEAEOHATA

Aev epnouyalelr mote. NMapakoAouOei Tig eEeEAileIg kai
EVNHEPWVETAI CUVEXWS YUPW ATTO TO AVTIKEIHEVO TOU

‘EXElI TRV IKAVOTNTA VA OC@PAIVETAI TNV KAIVOTOMIO, TV
EUPNHATIKOTNTA, TNV EUKOAIPIA, KOI VA TNV ASIOTTIOIEI

Eival opyavwTiKOg Kal eV urtapxel yr’ autov aAuto mpoBfAnpa

Znu. Ammouoiralouyv amo Tn Aiora xapaxKTnpIoTIKd Onmrwes oiwa yia Asprd,
Kail oiwa yia e§ouvoia.



Ti gival emYEIpNUATIKRA 10€a?

Em)eipnuaTikg 18€a €ival auTn TTOU HTTOPEi VA HETAOXNHATIOTEI O€ €va TIPOIoOV
Kail/n UTTNPECIA YIa TA OTIoIA UTTAPXOUV TTEAATES va TTANPWOOUYV YIAUTdA, Kal Va
TIPOKUWEI £TO1 HId BIWCIHN KOl EMKEPOING eEmMYEipnon

NMwg MpokUNTOUV? A6 T CUVROEIA VO KATAYPAPETE OTIOATIOTE OO
EVTUTTWOIAEl N @AiIVETAI WG SUVNTIKN EUKaIpia, amd TpoBARHaTa Kol EAAEIPEIG
UTTAPXOVTWYV TIPOIOVTWYV, AITO TNV £PEUVA OTO EPYACTNPIO, KATT — aAAd ka1 amo
T™n SuvareTnra va okE@reoal “‘out of the box”

Avaykaia pia Kkarapxnv ypayopn afioAdéynon kabe 18£ag yia 1o av mpaygari
HTITOPEiI Va amoTEAETEI EMYEIPNHATIKN eUuKaipia. My :

€ival €QIKTH OTIC EMKPATOUOCEG CUVONKESG TNG Ayopdag;

urtapx el {NTnon; amo moia meAareia; €XeEl1 HEyaAo pEYEOOG;

€ival UAOTIOINCGIMN; HE EUAOYO KOOTOG;

HITOPW VA BpW £YKAIPA TOUG CUVEPYATES Kal GAAa HEoA TTOU ATTAITOUVTAI;
YTIIAPXEI AVTAYWVIOHOG; TI AVTAYWVICTIKO TTAEOVEKTNHA £XW; KATT

‘Epguva ayopdag, SOKINEG HE @iIAOUG Kal YVWOTOUG, foCcus groups, KA givai
OUCIAOTIKA OTOIXEIA OTNV adloAOYNoNn TG EMIXEIPNHATIKAG 180G



H kKaivoTopia gival Eva ouoIaoTIKO OTOIXEIO
HIOG TIETUXNHEVNG EMIXEIPNHATIKAG 10€0G. Ti
€ival KAIVOTOHIO?

A

AMNMAITOYMENH
TEXNOAOTIA &
EMNMENAYZH

YnépBaon
“Breakthrough”

Néa MAarpopua
“New Platform”

Mapaywyo
“Derivative”

YmooTnpién Tou
Mpidovrog
“Brand Support”

>
IKANONOIHZH &
ANTANOKPIZH
TOY NEAATH




NMPpooeKTIKN adioAdynon/@IiATpapicua
EMYEIPNHATIKWYV I0EWV

Kartaiyiopog 16swyv

“Brainstorming- AgroAdynon

EmAoyn 16€ag



EPEYNA AITOPAZ - AaBog 1o 6T {£pEIg

TNV Ayopa Xwpeig Epeuva

AgUTEPOYEVNG EPEUVA: ONUOCIEUHEVES TTANPOWPOPIES YIA TO TIPOWIA TNG
ayopdg, EMAyyEAHATIKA EVTUTIA, EPNHEPIDES, TEPIOBIKA, OTOIXEIO
amoypapne.
NMnyvég: PBiBAIoONKeEg, eumopika Kai Biriognxavika empueAnrTnpia,
TIPOHUNOEUTEG, CUVOEOTHOI KAl KUBEPVNTIKOI POPEIG, TO Bi1adikTuo, KAT
Oa exmAayeiTe pE To MANGOG TwWV TANPOPOPIWV TIOU UITOPEITE va
BpeiTe OTO emMUEANTAPIO TNG TEPIOXNS OAG N OAMO EUTTOPIKOUG
OUVOEOHOUG AaVTioTOIXO.

Mpoooxn: NpoépxovTal Ta OTOIXEIO ATIO £EYKUPES TINYEG?

NMpwTtoyeving Epeuva: TMpwToAleg TAnpo@opieg MOUu Oa CUAAESETE povol
o0g N HEOW £10IKNAG ETAIPIAG EPEUVASG AYOPAS.
MoOvoIlI 0ag¢ HITOPEITE VO KAVETE TTIOCOTIKEG /KA1 TTOIOTIKES £PEUVES YIO
VA HAOETE TIC TMPOTIHNOEIS TWV KATAVAAWTWY, TOV AVTAYWVIOHO, KA.
Ymapxouv Bondbnugara ava@opikad HE TOV TPOMO TOU MTIOpPEi O
IBIOKTATNG Hiag HIKPNG EMIXEipnoNng va mpofei o€ Mpia emMTUXNHEVN
E€PEUVA HOVOG TOU.

Mia emayyeAHATIKA £€PEUVA AYOPAS Oa oag KOOTIOEI APKETA.

To INTERNET, Ta search engines, blogs, kAnm Ta Baocika cag gpyalAcia
EPEUVAC ayopag



Break-even Analysis

AgiXVEI TIC ATTAITOUHEVES TTWANCEIC YIO VO KAAUWEIS TTARPWG
OAda oou Ta £§00a (MNOEVIKO KEPDOOG)

EppEcWG, MPOoodIopilelg Kal TN XPOVIKNA CTIYH TTOU auTto Oa
ouHBEi

ApeTnpia yia emavagioAoynon 6Awv Twv ummoOEcewyv Kai
mapadoxwyv



NouIkn Hop®@N/E€6pa TNG emMIXEipnONG

2ZUVEPYAOIia ME ODIKNYOPO, POPOTEXVIKO Kal AOYIOTH
NouIKO TTPOOWTITO KAl £6pa TNG EMIXEIPNONG
Emmionun idpuon Tng eTaipiag

Kartavonon opoAoyIKwV Kal ACITIWV UTTIOXPEWCTEWYV
E€VavTi TOU dnpocoiou

MaTéEvreg

Aoc@alsia, Adeieg, KATT

2NnH. Kal eédw Ta Oépara autd KaAUTITovTal Kar apxnv
ouvonTiKd. Maipvouv Tn TEAIKN TOUG TEKHNPIWHEVH HOPPN OTO
business plan



H opada

PwTa yvwoToUG Kal PIiAOUG YIa CUCTACEIG — TOEKAPITE KOl
MEPIMTWOEIG OUtsourcing

Interview 6Aoug TOU UTTOWNPIOUG:

‘Exouv Tn OXETIKN gpmreEIpia?

 Eival n mpoowmKoTNTA/XApAKTHPOS CUHBATOG?
Oa douAéwel o 810§ OTO £pYyo?

‘EX&1 TOV AMMAITOUHEVO XPOVO?

MNoéoa AsTta O€Aer?

YTIAapXEl O «APXNYOS/EMYEIPNHATIAC» OTNV OHGda?

H OMAAA EXEI METAAYTEPH ZHMAZIA AINMO THN
EMIXEIPHMATIKH IAEA, OZON ADPOPA THN ENITEY=H TOY
NMOOOYMENOY ANOTEAEZMATOZ



XpnHaTodoTnon TnG ETaIpiog

AvVo Baocika epwTRHATO:
 Ti1mooda xpeialoyal Kal MOTe?
* MNMou O6a Ta Bpw?

TO OIKOVOHIKO YEVIKA KOHHATI TG EMIXEipNONG
BacileTal € «EKTIMAOCEIS KOl TTAPABOXES» TTOU OONYEi
o€ di1aopa oevapia

Baoikog Kkavovag:
e Kpara kéotn XapnAa
* Na cioal peaAIlOTAG HE TIC EKTINNOCEIC COU

Ziyoupa SEKIVAG HE «iDIEC OUVAHEIS» TIPIV TTAG TIPOG TA
ESW



To Business Plan

EOW TEKUNPIWVEIC OAN TN TTPOEPYATIA TTOU EXEI YIVEI
HEXP! OTIYHAG KAOWG Kal 0TI VEO OTOIXEIO TIPOEKUWYE OTN
OUVEXEIA

TO MO ONUAVTIKO E£EYYPUPO EVOC EMXEIPNHATIA, 101AITEPO
start-up

Mepiypawel HE ca@nVveia Kal OAOKANPWHEVA TO «TI» KOl TO
«TTWGE» TIPOTIOETAI VA KEMYEIPAOCEI», TOUG OTOXOUG Kal TO
XpOvodiaypappa

Mpémel va reifs1 - méEpav amod Tov idio, Tnv Tpamela Kai/n
TOV EMMEVOUTH

20U divel Evav «odnyo» yida T CUVEXEIA



AZI0AOYEIC TNV EMIYXEIPNHATIKN I0€Q
AVTIKEIHEVIKA, HE KPITIKN 81A0g0n KAl Xwpig
ouvaioOnua

4 D
EmIXEIpNUATIKEA
19€a
#
Ix£Si0 TxES10 Xpnparooiko-
MapkeTivyk Ymnodoung T L
ZX€010
NS 2N U )




Baoiko mmepiexopevo tou marketing plan -
Product, Place, Price, Promotion

1. Nola gival n emMXEIPNHATIKA EUKaIpia?

2. Z€ TI OUVIiOTATAI TO TIPOIOV N N UTTNPECIA TTOU O0a TIPOCPEPETE?

3. KaAUmiTel KAImolo «KEVOe» TNG ayopdag?

4. 2 € ToI0UG ammevuOuUuveTal?

5. Oa aAAdager To IPOIOV N N UTTNPECIA OUG KATTOIEC KATAVAAWTIKES N
XPNOTIKES ouvnNOeIeC? Eival KATI S1A@OPETIKO Ao 6,T1 UTTAPXEI
onpeEpa?

6. YImapxel Gueocog | EHHECOG a’ravwvaég, KOl TTo10G HOPWYNS Kal
Evraong?

7. YIMAPXEI KATIOIOU €iB0UG HOVABIKOTNTA OTO TIPOIOV CoAg, Kal TTola?
8. Moiol kKal TTOCOoI TMEPITTIOVU TMIOTEVETE WG €ival Ol SUVNTIKOI
ayopaoTEG TOU?

9. NWG CKOTIEVUETE VA TOUG TIPOCEYYIOETE?

10. Nari moTeveTE 6T1 O OGS TIPOTIHROOUV?

11. Ti MTWAROCEIC EKTIHATE OTI O TIPAYHATOITOINCETE TOV TIPWTO XPOVO
AsiToupyiag cag?

12. NoU BacileTe TNV EKTIUNON CAG, EXETE KAVEI KATTOI0G HOPPRS
Eépeuva ayopag?



AvaAuvon SWOT --- yia €éva eoTIATOPIO
(Tapadsiypa)

Strengths: Weaknesses:
* TotroBeoia « Parking
 ®nAun  Mikpn ZdAa
e Chef o Oxi &exwpioTo Bar
Threats:

Opportunities:

* Né¢o kartaoTnua aAAou
« Néo menu
« Catering

o NEoI avTaywvIoTEG
o Epmopika kEvTpa
e —gvodoxeia TTou
KAEivouv



Positioning oTtnv Ayopd - mapadsiypa

Akpif3oé

e Auyd pe ptTéIKOV

e Mmdpa dSnuNTPIAKWV

Apyo "pnyopo
o Kpétreg
 [pwivd oTIYUAG

o ZeOoTA ONUNTPIOKA

dTnvod



BaoIKO TTEPIEXOHUEVO TOU MAGAVOU UTTOOOHNG

1. Mou, Mwg Oa KATAOKEUAOEIG/B1a0£0£1G TO TIPOIOV?

2. Moia opada/diapOpwon/mpooovra Oa 1o eTiIagel/Tpeger?
3. NMwg Oa xeIp1oTEIC TPOUNOEUTES KOl amoOEpara?

4. T €idoug sTaipia Oa £xeig?

5. Aoimtd VOHIKA Kal Epyaoiakda Oépara



¢ K€ ME\ xpHmATOOIKONOMIKO
- NAANO

KENTPO EQEAONTQN MANATZEP EAAAAOL

2UVOpoOuEG

Xopnyigg

Alapnuion

Mpow6Onon

Mpoidévta

NpounOeieg

OikovouIKo
NMAdavo

Mio0Ooi

AsiToupyika
‘E¢oba



TO EMOTEYAOHA TNG EMIYXEIPNHATIKAG
nmpoomadeiag

Bon0a va «d£oe16» TIG d1a@opeS MPOBAEWYEIG, va BPEIG
mpoBARHATA KOl EUKOIPIES BEATiWwOoNG

Kupiwg deixveig:
 Tig MPpOBAEWEIG KEPDOOPOPPIAG
* Tig MPOBAETIOHEVEG XPNHATOPOEG
e TRV amaiITOUHEVN XPNHATOOOTNON

A1IO0 TOU EKTIHAG OTI O e§aoPAAITEIC XPNHATOBOTNON



MaOnuara emyeipnHATIKOTNTAG ATIO
YVWOTOUG ETMIXEIPNHATIES

Maébnupa 1 - O ypnyopoTEPOG TPOTTIOC VA KTIOEIS £ apXnNg HIA
TIETUXNHEVN EMXEiIpNON YPRYOPO, Eival va ATTOTUXEIG YpRyopO

"l can accept failure, everyone fails at something. But | cannot accept not
trying." — Michael Jordan

Maébnpa 2 - To eKivnpa Kal TO KTiCIHO HING EMYXEIPNONG S1EpXETAI
Hia S1adikacia. H emTuXia MPOKUTITEI HETA ATIO APKETO XpPOvia

“It took John D. Rockefeller 25 years to become a billionaire, 10 years for Bill
Gates, but Mark Zuckerberg became the youngest billionaire in less than five
years”

Mabnpa 3 - lNoTE dev Oa urmapdel n 1I8AVIKA OTIYMN VA {EKIVIOEIG HIA
emyeipnon. Mavra 6a umrapyxouv nmpofAnpara

“Screw it, let’'s do it now” — Richard Branson



MaOnuara emyeipnHATIKOTNTAG ATIO
YVWOTOUG EMIXEIPNHATIES (cuvixeia)

MaOnua 4 - Eival ongHAavTIKO va TIPOETOIHAOCTEIS YIa OeTIKEG £EEAISEIC.
Mo onpavTiké GUWCG gival va gical TIPOETOINATHEVOGS VIO TIG
aAvarnmodI£Eg

“In the business world, the rear view is always clearer than the wind shield." —
Warren Buffett

Malnua 5 - H emrTuyia | n amoTuXia oou oTNV EMIXEIPNHATIK OOU
nmpoonmadsia eapraral anmd £éva ONUHAVTIKO TTAPAYOVTA: TOV EAUTO OOU

"Remain true to yourself and your philosophy." — Giorgio Armani



NMwg pmmopei va cag Bondbnoel o
|< € M EA KEMEA Toug véoug
KENTPO EQEAONTQN MANATZEP EAAAAOL anlxal p “ " a'rl sg?

Me Zgpivapia. My
Avanruén €vog e-business plan
XpnUHATO80TNON VEWV EMXEIPNOEWV
NouIKd/qopoAoyIKa OEHaTA VEWV EMYEIPNTEWV

Me UAIKO yia vEOoug emXEIPNHATIEG OTNV I0TOOEAISa Tou: www.kemel.gr

0Odnyog avanruéng Business Plan Kal oXETIKA epyaAsia
(templates)

KaAuwn d1a@opwyv emXeIpnHATIKWY OspaTrwy, FAQ o€ mapoyola
Oépara, kKai

Links o€ Tnyég mAnpo@opnong

Me ummooTipIEn HEOW THAEPWVOU, e-mail n kar’ 1I8iav cuvavrnon
Me mentoring

Emmapn gadi pag : info@kemel.gr



http://www.kemel.gr/
mailto:info@kemel.gr

WK € M CA

KENTPO E©OEAONTQN MANATZEP EAANAAOZ

EPQTHZEIZ/ANMANTHZEIZ
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