TPEHWHT

CtpaTternyeckue
npoaaxu®

CTpaTeFVIFI B3aMMOD,el>'ICTBMF| C KJTKO4YEBbLIMU
KJIMEHTaMN, OCHOBaAHHAA Ha y4llnX MUPOBbIX

MpaKTUKax.

Ecriv BbI npogaeTe CrIoxXHbIN, JOPOrov MPOZYKT WM PeLLeHue,
KOTOpOE TPYAHO COPMYIIUPOBATS, B MPUHATUN PELLEHNS O
TTOKY/Ke KOTOPOro y4acTByeT MHOXECTBO 3anHTEPECOBAaHHbIX
CTOPOH U PeLLeHNe PACTAHYTO BO BPEMEHM, STOT TPEHNHI [TOMOXET
BbICTDOUTB SCHYH0 METOAUKY NPOABUKEHNS HA PbiHKe B2B.

KAKMUE NMPOBJIEMbI MOMOIAET PELLUTDb

e CraHaapTHbIA Noaxoa K npoaa)am B
CMNOXHbIX U PUCKOBAHHbIX CIy4YasX.

e HepocTaTo4yHas KOMMNETEHTHOCTb
npoAaBLOB Npy B3anMOAENCTBUU C
KPYMNHbIMW KNMEHTaMM.

e CrOXHOCTb BbICTpanBaHUA OTHOLLUEHNN
C MHOXXeCTBOM Y4aCTHMKOB rpoLuecca

3aKymnKu.

° pr}J,HOCTI/I C nnaHmpoBaHmMem un
KOHTPOJNEM CJTOXHbIX LIMKITOB NMpodax

B2B.
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TpeHUHr OCHOBaH Ha
NpakTU4EeCKONn MeToauKe,
ony6nmkoBaHHOW B KHUre «The
New Strategic Sellings» PobepT
Mwunnep, CtuBeH XenmaH.
KHura, koTopas Bbi3Basna
peBOMOLMIO U HaBceraa
nM3MeHuna Noaxon K npogaxam
n mapkeTuHry. OTkasblBasicb OT
MaHUNYNATUBHOWN TAKTUKU U
Jernas akueHT Ha
BbICTPanBaHmm
B3aMMOBbIFOA4HbIX OTHOLLEHWUN,
«CTpaTernyeckune npogaxu»
npeacTaBunv nae npogaxu
Kak npoLecca NnoCTpoeHns
«COBMECTHOro 6msHeca» n
yTBEpaAUnun Hanbonee
BNUATENbHYHO KOHLUENUUIo
«Bbirpan-Beivrpany.
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MHCTPYMEHTbI N HABbIKU

OueHka TekyLlen cuTyaunmn ¢ ToYKu
3pEeHUs BEPOSITHOCTU 3aKMoYeHUs
cOenku.

O dekTnBHOE POPMYNMpOBaHME LENN
N NOCTPOEHUE NraHa ee JOCTUXEHUS.

OnpepeneHne nogen, peanbHO
BNUSAIOLWMX HA NPUHATUE PELLEHNS,
BeyLLero K noctaBreHHOn uenu, u
NOCTPOEeHME C HAMN 3PP EKTUBHBIX
NapTHEPCKUX OTHOLLEHUN.

MeToguka onpegeneHns onacHocTemn u
PUCKOB B npoLecce nNpogaxu u
nnaHUpoBaHMe OeNCTBUN MO UX
NPeogosiEHNIO.

MHCprMeHTbI nJaHNpoBaHMA CTpaTernn
N TaKTUKWN 3aKINKYeHNA KPYMHbIX
KOHTPAaKTOB.

PE3YJ1IbTATbI AJ11 OPFAHU3ALIUAN

YBenuyeHne obbEma npoaax B
cekTope B2B.

lMoBblweHne apdekTnBHOCTHU
NNaHMPOBaHUS U KOHTPOMSA Npoaax.

CHmxeHune PUCKOB Mpu 3aKn4eHnmn
cTpaTerm4eckn BaKHbiX KOHTPaAKTOB.

PocT kBanugukaumm cotTpygHUKoOB
oTaena npogax.

MoBblweHne 3P PEKTUBHOCTH
BNOXEHUN B MAPKETUHT 1

npoaBuXeHune.
BNUTEJIbHOCTb ONTUMANBbHbIN
OBYYEHUSA PA3MEP Irpynnbl
3 0Hs 15 yes0sek
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