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Me 10 wANTEG Kol 12 wpeg XeLpokivinTng OoUAELGG TNV eRJouadA, yia 48 edouadEeg.

00nyo¢ - 15 oelideg - H dtadpopr) tou lead o€ €EL oTROELG

WPEG
TOV XPOVO

Ewcg €1,2 ekat. TOV XpOvo oe a&ia xpovou kol pipeline og KivOuvo - eVOEIKTIKO OEVEPLO,
TToPadOXEG 01N OEA. 3

AkolouBouue eva lead oe €€L oTGOELG. 2 KOBeUio BAETIETE TTIOU XXVETE WPEC
KOl EUKOLPLES, KoL TL oAAGeL: TToLo lead KaAeite TIPWTO, TL YPAPETE, TTIOCO
YPIYOPOX OTTOVIATE.
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MpoogAkuon ‘Epeuva MNpwtn emon  MpotepotdoTNTX Follow-up & Metpnon
KAglowo

45 AeTTX: N OLKT) 0KG dLOOPOMT], KTtO TO TMPWTO lead pEXPL TNV TWANON).

45 \emttd, online
Awpedv, Xwpic dEoeuon

KAelote To dwpeav Sales System Review

H EekivroTte amo evav OLKO 0o¢ UTTOYT(PLo: TO TEPOWIA Tou, dwpPEQV, oto email oog.

KAeiote pavteBou armd
TO KWVNTO

100K+ wpec e€olkovounong o€ OLadOLKaoieg - 10+ xpovia eumelpiog - E100M+ €000 YIO TOUG TIEAXTEG UOC
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‘Evo lead, €81 otooeLc:
TIOU YXO(VOVTOL WPECG KOXL EUKOILPLEG

Towg avoryvwploeTe QUTEG

TIC OTLYUEG: TO OiTNUO

NG MNXPUOKEUNG TIOU ATTAVTATOL
™ AcuTtEpPa, N €peuva o€ LinkedIn
kot FEMH mipiv amtd k&Be email,
TO report TTou OTHVETAL |UE TO XEPL.

H anwAelo o k&Be oTdon eivoil
LLKPT, YU oUTO OEV aiveTal.
Mp&Poe Tov 00NYo yia vo deite
TIOOO0 KOOTL{EL CUVOALKX KoL TL
oAAGLeL. Toyuel Ue 1] Xwpig

CRM ornjuepa.

Eva amo ta epyodeia eival to Client
Profile Research. To xTiooue TpWTX
YLOX TLG OLKEG HOC TIWATOELG.

ZEKLVI)OTE OTTO TN 0TAON TIOU OOG
apop&. Depte TN 0TO dWpPEQV Sales
System Review.

Fpnyopn¢ ®iAwog
ouvidputng TG Inbound Hunters

.9 I
aﬁj‘n‘% Mpwv Eekvnoete

Mio epwtnon ave otéon. Omou amavtate «OxL», EKEL XAVOVTOL
WPEC 1) EUKOLPLEC.

@ MpooéAkuon oeh. 4
ZEPETE TIOLO KAVAAL EQEPE TNV TEAEUTALN OXG
TTWANON;

Marketing Package - Business Value Tracking

<2> Epeuva oeh. 5
MpoeTOlU&EL O TWANTAG ULX TIPWTN ETTHEN)
oe Atyotepo amo 10 Aemtq;

Client Profile Research

<3> MpwTn eMon oeh. 6

ZEKLVX TO TIPWTO OO UNVUMO OTTO LY TIPOYUOTLKN
aUpOpUN;

Outreach Opener - Speed-to-Lead Responder

<4> NpotepodTNTX oe. 7
=gpete molo lead vor KKAECETE TIPWTO;
Al Lead Scoring - Hot Lead Alerts

<5> Follow-up & kAgiopo oel. 8

MNaipvel kaBe eukalpia follow-up otV wpa TNG;

Follow-Up Autopilot ko cutopatiopoi CRM

<6> Metpnon e\, 9
BAEmieTe close rate ava TTWANTY XWPIG XELPOKIVNTX
reports,

Director’s BI Dashboard

To kootoG: €1,1-1,2 KOT. oeh.3 O €Aeyyxoq: 10 EpwTNOELG oel. 10

Tplx emimedo oUVEPYOOLOG  osA. 11 TO EMOMEVO BriHa: 45 AETMTX o). 14
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O AoyoPLOOMOG: EWG €1,2 EKOLT.
TOV XPOVO, ME ONUELWUEVEC TIHPOOOXEG

=EKLVOUE OTTO TIC WPEG, YIOTL QUTEG UTTOPELTE VO TIC EAEyEeTE. To pipeline
TO OELYVOULE XWPLOTA: Eival eukaLlpiot o Kivduvo, oL xouevog tlipog. KaBe mmapodoxn
OTNMUELWVETOL WC TETOLA.

1 Xpovog
10 mwAnTEg x 12 wpect,? x 48 eBOouadec (MopadoXER) - 576 WPEG VA TIWANTN 5.760 wpeg
+ 640 wpeg dloiknong yLo xelpokivnta reports (ektipnon Inbound Hunters) 6.400 wpeg

x €16-33 av& WP, LECO wPLKi0 KOOTOC epyaoiag EAAGda¢ kol EE3

= Afix xpévou €102-211 x1A.

2 Pipeline o€ kivduvo

190 £l0EPXOUEVD KUTTUATA TOV XPOVO UEVOUV Xwpig follow-up (oevaplo) 190
x €4.500 avapevopevn o&io ava aitnua (maxpadoxrn Tou oevapiou) €855 )IA.
+ QYN OTTOKPLO, EKTIUNOT OevaPiou (LECOC XPOVOC TIPWTNG AT&VINOoNG: 29 wpeg?) €135 xA.

= Pipeline o€ kivduvo €990 Xl)\

EVOELKTIKO ETNOL0 KOOTOG EUKOLPLXG, ME €16 1| €33

EKXT
Ol WPEC KALLOKWVOVTAL |UE TO PEYEBOG TN opadaG: To pipeline ’ ’ [ )

LLE TOV OYKO TWV ELOEPYXOUEVWV XITNUATWV KOL TN UEOT o€l TIWANONG.

TO HOVTEAO €ivoil EVOELKTLKO: VTIKOTXOTHOTE TLIG TIHPOXOOXES JE T OLKK oG dedoUEVD. H alol TWV WPWV OVOKTATOL HOVO OV 0 XPOVog OlateBel
Eava otnv MwAnon.

ATIOTUTIWVOULE TN OLKT) OOG PON KOIL CUMPWVOULE
oto KPIs, oto Sales System Review. KAeiote 10 dwpeav Sales System Review

@ 3.500 wpeg eCoikovounong tov xpovo otnv AKTO
Mnyry: dedopéva £pyou AKTO 45 AemT&, online - Awpedv, xwpig OEoUEUON

10112 wpeg eival maxpadoxr). To 70% Tou XpOVoU TWV TIWANTWYV TINYXIVEL O epyaoieg ekTOg TwAnong (Salesforce, State of Sales, 6n €ékdoon, 2024). 2 MNepitou

TO VX TPLTO TWV EPYNOLWV TTIWAT|OEWV UTTopel va autopatortonBet (McKinsey, 2020): ¥4 x 40 wpeg = 13,3 wpeg v gfdopada. 2 Eurostat 2024 (Ic_lci_lev, ouvolo
OLKOVOMLOG EKTOG YEWPYLaG Kot dnpoactag dtoiknong): EAA&Oa €16,8 - EE €33,5 ava wpa. * RevenueHero, 20/3/2024, ¢peuva vendor og 1.000 B2B SaaS etaipeieg:
METOC XPOVOC TTPWTNG XTAVINONG 29 WPEG, O OCEC ATTAVTINOAV.

<!
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MpooéAkuon Epeuva Mpwtn emopn MNpotepotoTnTol Follow-up & kAsioio MéEtpnon

Metporte KAK Ko leads.
OYL TTOL0 KOVOIAL (PEPVEL TTWANOELG.

H dtodpoun Eekiva TipLy omto TNV TTPwTN €Toipr). Av OV EEPETE OO TTOLO KXVAAL NPBE 1N TEAEUTOLX
oo TWANOT, To budget Tnyaivel kel TTOU @aiveTal, OXL EKEL TTOU XTTOOLOEL.

MoU X&veTaL oNjHEP

X OLkouttavieg deiXvouv KALK X To budget akoAouBei To BnVOTEPO X Otov 1o KavaALa dev
KO(L POPUEG: OL TIWANOELS lead, 0L TOV aryopooT). dloouvdeovTal e To CRM, Kopix
KOTOYPAQOVTOL GAAOU. TTwAN o™ Ogv aTTOdIOETOL OTO KAVAAL

TIOU TNV EPEPE.

o/ KotvéeA ot =to CRM oo¢
(0]

Google Ads Molotiko lead

Mo to 33% twv marketers, n HeTpnon
tou marketing ROI eivoi n utt’ Meta -

opLOuoV eva IpokAnon. H

euBuyp&uuLon TWANocewv & marketing ) , :
okOAOUBEL e 27,6%.1 LinkedIn NwAnon - ofic o€ €

© Hatia kabe mwAnong eMOTPEPEL 0TI OLaPNUioelg wg offline conversion

Mpotoon

Tut xAA&eL pe o Business Value Tracking

Depvoupe T owoT leads pe to Marketing Package. To Business Value Tracking ouvdeel to CRM oag e Google Ads,
Meta kat LinkedIn. KaBe lead mapakolouBeital og OAax Tax oTtadLla (TToLoTLKO lead, mpoTaon, TwAnon), kot n a&io

NG TTWANONG ETILOTPEPEL OTLS OLanuioelg wg offline conversion.
Marketing Package - Demand Generation | xwploTto makeTo B1 Business Value Tracking | Level 2

KPIs Kootog ava qualified lead - 'Ecoda vl KOUTIAVLY, KOOTOG OVA TIWANOT, KOGTOC &moKTNnong meAdtn (CAC)

+3I7 50/ Minoan Lines
9 0 ROAS o¢g etnolo BAON, UE KXUTIXVIEG AVO GKTOTIAOTKT| YPOUUN KoL web analytics. ATToTEAEOUO OAOU TOU E€PYOU.

Mnyn: dedoueva €pyou Minoan Lines

Moo kovaAL £epe TNV TEAEUTAiN oG TtwAnon; To KAeiote to dwpeav Sales System Review

XTIOTUTIWVOULE O€ 45 AETTTKX.
45 AemT&, online - Awpedv, xwpig dEaueuon

1 Mnyn: HubSpot, State of Marketing 2026 (1.505 marketers B2B & B2C, TOXYKOGUIWG).
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45 AeTrtl OOUAELXG, TTPLV
OTOAEL KXV TO TTPWTO UNVUM.

TOOO XPOVO XPELXIETOL TIEPLTIOU EVOIC TIWANTNG YLK VX TIPOETOLUAOEL ULX TIPWTT ETTAPT). OxL Yl
VO TIOUANOEL. Mo Vo TIPOETOLUOOTEL?

MoU X&veTaL oNjHEP

X Website, LinkedIn, FTEMH X To pWTO UNVUHX EEKLVA OTTO X Hyvwon yLa ToV TTEANTN HEVEL OTLG
KO(L ELOTOELG, XWPLOTE, YL KKOE template, yiati dev utt&pxeL Xpovog ONUELWOELG EVOG TTWANTH,
uttoynlo. YL K&TL GAAO. KoL PeUyeL padi Tou.

Iruepa, ava uttoPrgto - 45’

Mapia MoradoKn
20' Epsuva ¥ [ IR IV 10" Mivupc: 5' Eumoptkn) AleuBuvTpla - Mopddetypa A.E. - Osooohovikn

20' Epeuva: eTalpeia, oTEAEXOC, 10’ >ToLKElO ETTIKOLVWVIXG: EUPEDN ENAEIKTIKO NAPAAEIrMA Fit82 - Tlen A

TIPOCPATA VEX, OLKOVOULKK KoL EAeyyog email i ,
Owkovopuka - FEMH, xpnon 2025

KUkAog epyooiwv €12,4 ekat. (+9%) - KEpON TIPO Popwv
€1,1 eKaT. - 85 gpyalduevol

10’ MpWTO UNVUUX: CUVTOEN 5' CRM: korTorxwpLon
KoL e€oTopikeuon

Mnyn: Whistle (IouAlog 2026)

Agoppn - ZentéuPprog 2026
N£o k€vtpo SLovour§ otn OooxAovikn. Mnyn: avakoivwaon

NG ETALPELNG.

Fit 82 - Tier A. MiAfjote padi Tng MPWTOL.
Awxvoun B2B, avamtuén 9% kol véa Jovada. H emtagn amo@aaidel.

75 w
wpsq AT TOU VX TEKLVIOETE

PwTnoTE TIWG OPYAVWVETOL 1] TIOPoyYEALOANP IO 0T dUO KEVTPOL.

Me 1o Client Profile Research

ToV Unva yia 100 uttompLoug, LOVO YL TNV TIPOETOLUOOIX

TPWTWV ETOPWV* - 9,4 NUEPES EPYATLG EVOC TIWANTH, KKOE prvor Acv Bp£BnKe: TOL0 SUGTNUX TTPAYYEALWV XprotpoTiotel. O,TL dev Bpebnke
OnAwvetal - 12 TMyEG Pe oUVOEDHO. EVOELIKTIKO TTOPAIELY X |IE ETILVOTUEV
OTOLXEIX. AEV X(POPX UTIPKTN ETALPELN 1) TIPOCWTTO.

Tt xAA&{eL pe to Client Profile Research

H €peuva Kol n) TIpoETOLHaOLa Yo K&XBE uTtoYr Lo TTEA&TN, 0To CRM og 5-10 Aemtt& avti yio 45.3 ETaupeia, 0TEAEXOG,

OLKOVOULKG aoto To FTEMH kol mpooateg e€elilelg (signals), og eva mpo@iA. O TwANTAG OLaBAEL, EAEYXEL
Kol armro@ooidet. OAax peEvouv 0to CRM. MOVO eTTOYYEAUXTIKECG TIANPOPOPILES, E BRON TO EVVOLO GUUPEPOV.

D1 Client Profile Research | Level 2 - mpoUmoBétel CRM C1 CRM Setup & Pipeline Design | Level 1, av dev €xete CRM

KPIs Xpovog €PEUVOC TIOU EEOLKOVOELTOL, TTOOOOTO PavTEROU

Awote pog Evov uttoPngpro. NMapTe To TPOoWiA
Tou oto email oag, e fit score ko tier.

@, AOKLUKOTE TO GE OLKO GOG UTTOPT)(PLO

@ To XTIOOUE TTPWTA VIX TLG OLKEG UOG TTWANOELC. KPIVETE TO £0EiC. Awpedy demo, xopic Séapeuon

1 Whistle, 2026 (45' avé& uttodmplo - 100 x 45' = 75 wpeg). 2 YTTOAOYLOMOC: 75 WPES + 8wpn epYAOLUN NUEPA = 9,4 NUEPEG. ALPOPETLKY] B&ON TTO TO LOVTEAO TNG
oel. 3.3 5-10 AemT&: 0 XPOVOC TOU CUOTNHATOG oV TIPOWiA, o CRM ottou €xel eykataotabel (Tutikd HubSpot- og &ALt CRM, w¢g eTEKTOON).
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MNpoceAkuon Epeuva

MNpwtn smoen

MNpotepotoTnTol Follow-up & kAsioio MéEtpnon

To PWTO MNVUMO XPYEL, KOIL OTOV
(PTAVEL, LOLX{EL IE OAO TOX OXAAK.

OTav 0 uTToPnNPLOG 0AC YPAUWPEL TIPWTOC, LETPAEL N TOXUTNTO. OTOV TOV ETIIAEYETE €0€IC, UETPAEL
1 CUVAQPELX: OWOTOC TIOXPAANTITNG, OWOTH XQPOPLT), CWOTO UNVULQ.

MoU X&veTaL oNjHEP

ILIE TOV OVTOYWVLOMO.

32% 96%

Y€ 6.346 outruoto demo Ko (POPUEG ETIIKOVWVIOG B2B eTapelwv
o€ 100 xwpeg, Hovo o 32% £ afe amavinon Ke email kat 10 96%
TWV ETALPELWV OEV TNAEQPWVNOE TIOTE

MNoco petpael n eatopikeuon amo Epsuva: benchmarks oyopag

Mnoevikn 1) Baotkn e§atoplikeuon?

7-9%

E€aTouikeuon amo Epeuva: apoppr, poAog,
TIPOCPUTX YEYOVOTH?
D 17-18%
OL OUO UTTBPEG TTPOEPXOVTOL UTTO GANEG UEAETEC, [1E GANO DElypO OTTO

Tov UEao opo (Woodpecker 2026, Belkins, Instantly 2026). SuykpivovTal
HOVOo HETOEU TOUG: e eCaTollikeuon amod €peuva, To reply rate

TIePiTTOU JIMACCLALETOL.

Mo oUykpLom, o€ GAAN HeAETN: 3,4-3,7% lEoo reply rate oto cold email,

o€ TOvwW oo 920 ekat. emails oo 5 datasets tou 20263

@ SUyKoTGOgoT TPWTA. STV EAAGO O To email tpowBnonc armattel
TIPONYOULEVN PNTI) CUYKATXOEDT, KL TIPOC ETALPELEC.

X MEeXpL VX ATIOVINOETE, 0 UTTOYNPLOG
UTTOPEL Vo £XEL 1)ON ULATOEL

X To tumoTolnueva emails omvia maipvouv
OTIAVTNON: T TIPOCWTILKA dEV
T TIPOAXPBAIVETE.

Outreach Opener (smtéktoon) ENAEIKTIKO MAPAAEITMA

© no lead pe ouykatéBeon, 1j we privupa LinkedIn mou otéAvel &vBpwTtog.
Ocpa MoapoyyeAieg amo dU0 KEVIPO SLOVOLIG;

% Awopn - Zent. 2026 N£O0 KEVIPO SLOVOUNG 0T OECTCGOAOVIKN - TIyN:
OVOKKOLVWOT TNG ETOULPELNG

Kupia Momodakn,

eld0 TNV ovoKolvwon YLl TO VEO KEVTPO OLOVOUNG NG MNapadety o
A.E. 0Tn ©e0oaAovikn.

Me 0U0 KEVTPX, N TTapayyEALOANY i oUVBWG XPELALETAL EVIOLDL
ELKOVA YLX ATTOBEUX KO TTAPOXOOTELG.

BonB&ue etaupeieg dlavoung va BAETIOUV TIHPAYYEALEG KOL TTOBEUX
OV KEVTPO OE EVOX GUCTNOL.

Eivol TIpOTEPLOTNTO VIO E0AC PETOG 1) OPYAVWAON TWV TIOPAYYEALWV
QVAUEOX 0T QUO KEVTPQ;

[Ovouo mwAnTh] - [ETopeio oocl

EVOELKTLKO TTAPAOELYUX [IE ETILVOT|LEVA OTOLKELX. AEV XPOPA UTIOPKTT)
ETALPELX 1) TIPOOWTTO.

Tt XAAKEL HE TO EEHTOULKEUMEVO email Ko TV e KTt VTNoN

Me tnv emektaon Outreach Opener, K&Be TIPOPIA PEPVEL ETOLUX TTPWTO email Kol urjvupa LinkedIn ortd tnv toxupotepn

QPOPW), YLX EYKPLON OTTO AVOPWTTO. 2TX ELOEPXOUEVX XITHUXTA, TO Speed-to-Lead Responder amavtd peoo
0€ EVX AETITO O,TL OTEAVETOL OTO OVOUK OOG TO EYKPLVEL AvOPWTIOG, HEXPL VO aTtodELXBEL 1) TTOLOTNTA.

V/ ZEKIVA OO TNV GPOPUI TNG ETALPELXC,
OXL OTTIO €0GC.

D2 Outreach Opener (eméktoon) | Level 3

Mooo axpyel KoL TLAEEL ONLEPX 1) TIPWTT OKCG KTIAVTINON;

TO XTMOTUTIWVOULLE O 45 AETTTKX.

Vv KAEglveL PE pior ommAn EpWTINo, XWPLg
OUVOEGUOUG OUTE OUTNUA YIX pavTEROU.

v AUTOUOTOG EAEYXOG KOXVOVWYV
KoL EYKPLOT) OTTO GivOPWTTO TIPLV OTtd
K&XOE OTTOOTOAN.

C3 Speed-to-Lead Responder | Level 3

K\eiote To dwpedv Sales System Review

45 Aemtt&, online - Awpedv, Xxwpig 0soueuon

1 Mnyn: Clay, «We asked 6,346 companies for a demo», YemtéuBplog 2026. 2 Woodpecker 2026 (20+ ekat. emails) - Belkins (16,5 ekat. emails) - Instantly 2026.
Benchmarks ayopdg, Oxt eyyunon amoteAéopatog. 2 Reachly, ouykévipwon 5 datasets tou 2026 (Woodpecker, Saleshandy, Instantly, Smartlead k.¢.).
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AsUTEPX TIPWIL, L0 ALOTX
HE leads. Moo KXAELTE TTPWTO;

O kaBevag oTnV OpGdol LOAEYEL UE TO OLKO TOU KPLTT)PLO: TO TILO TIPOCPATO, TO TILO YVWOTO OVOUX,
OTToL0 aTavTnoe TeAeutaio. To KoAUTEPX leads kpuwvouyv, eTTELON KOVELG dev Ta TIpOoee eyKalpwg.

MoU X&veTaL oNjHEP

X K&Be lead douAeuetal e tov idlo X To marketing koL oL TwWANROELG OV X Eva lead udgmAng aiog @tavel
TPOTIO, KO(L OL WPEC TIKVE OE OCOUC opidouv pe Ta dLx KpLTPLO TL Elval n deixvel Lova evoLapepoy,
Oev B oryopGioouV TIOTE. «TIOLOTLKO» lead. KoL KOtveig dev el0oTToLELTAL.

80-100 ToxupO TAlPLOCUO, KOL 1] ETTOPT] OTTOPOOLEEL.

- ALLECT) TIPOTEPXLOTNTA KOL ELJOTIOLNGT GTNV OMAD. Q ENAEIKTIKO MAPAAEITMA
KoAO Taliplaopa, 1) LoXupo e ETTOPT Xwpig oan polo otnv Néo lead - Tier A

OTTOPAOT.

B 60-79

MOALG GUUTIANPWOE TN POPUX ETILKOLVWVIOG.

MiAnjoTe podi ToU TTPWTOL.

- AJUVOIO 1) XOXPEG TALPLOOA.
C 40-59 Hom (PEC TAlpLacH To Ttpo@iA Tou eival 1101 oto CRM.

Inbound Lead Trigger (emékToon) - EVOELKTIKO
D 0-39 EKTOC 0TOYOU. TIOPAOELY A LIE ETILVONLEVO OTOLXELL.

H attiohoynon ypaetot 6to CRM, dimAa oto score. Otav Ta otolkeia dev apkoUv, TO score LEVEL
KXTW oo 70, Gpox Trote Tier A. H KAIHoKo Kol Tor KpLtipLa opidovTal padi oo oto setup. H 62%
BaBuoAdynon leads pe Al yiveTol e EVNHEPWON TWV TIPOCWTIWY TTIOU KELOAOYOUVTAL.
Twv sales leaders: mwAnoelg kat marketing opidouv

OlxopeTIk& To qualified lead.?

Tu oAA&el pe To lead scoring Ko TIG ELOOTIONOELG

K&Be uttoPmnplog oUYKPLVETOL UE TOV LOOVIKO OOG TIEAXTT KoL Ttaipvel score arto 0 €wg 100: Tor KPLINPLo opidovTal Ui
(opa, YLor 0AouG. 210 Level 2, fit score kat tier epxovtal pe kabe Client Profile (ogA. 5). To AI Lead Scoring mpooBeTel
NV TPOBEOT ayop&C KOl EVINUEPWVEL TO Score o€ K&Be vea Kivnon tou lead. Me 1o Hot Lead Alerts, o utteuBuvog
eldomoleitat o€ Slack, Teams, WhatsApp 1) KlvnTo, He oUvoymn Kol TO KXAUTEPO ETIOUEVO BriUa.

D1 Client Profile Research (fit score, tier) | Level 2 C4 AI Lead Scoring | Level 3 C5 Hot Lead Alerts | Level 3

KPIs MeTatpotm av& EUPOG score, win rate - Xpovog arod To signal otnv emikolvwvia, win rate ota Bepu leads

700/ EKA Hellas Mpayte TL kavel Eva lead TTOLOTIKO YL £0GG. AEiTE OE TIOLO

(0] sales-qualified leads (14 amo 20) o 16 nuepeg, €98 tier pmaivet o uToPniPLoOg GO,
ava sales-qualified lead, eldotoinon Twv MWANCEWV
HUEoo o€ 15 AeTT&. ATTOTEAEGHOL OAOU TOU £pYOU-
TPWLUO, O UIKPO DElyUaL.

@, AOKLUAOTE TO OE OLKO GOG UTIOPT}PLo

Mnyn: LinkedIn Campaign Manager & CRM - ’ o
24/8-8/9/2026 Awpeav demo, xwpic deopeuaon.

1 Mnyn: Gartner, 2023 (€peuva og 200+ sales leaders, Nog.—Aek. 2022).
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O— 00O 08 0
Ol SUKOILPLEG OEV XAVOVTOL LLE EVOX «OXL».
Xowvovton xwptig follow-up.

MeTd TNV KAoMN 1) TNV TTPOTOOT), TO ETTOUEVO BrIUa EEXPTATAL ATTO TN MVIUN K&TTooU. T leads Ttou
dev elvoll IKOUN ETOLUO KPUWVOUYV, KOL OTOV EPBEL N WP VO KTTOWOGLIo0UV, £XouV NON PTLEEEL
TN AlOTX TOUG.

MoU X&veTOL G MEP

X To leads eivol okoptiia: og emails, X Koveig 0ev Egpel ToLog KAVEL X '0ool dev eival akOUN ETOLUOL
oe Excel, oto WhatsApp TO EMOUEVO PO, KOL OL EPYXOIEC VO 0tyop&OooUuV OEV GKOUV TITTOTX
KO(L OTO MUOAO TOU KXBeVOC. XOVOVTIOL OTNV TTIOPELX. OO E00G(G, KOL KPUWVOUV.
® \&/ N & *
Av&Oson Follow-up Epyooicc & SLA Nurture Ko elkova
C2 - Lead Capture & Smart C8 - Follow-Up Autopilot C9 - Sales Task & SLA A5 - Lead Magnet & Nurture C1: CRM Setup & Pipeline
Routing Automation System Design - C10 - CRM Data

Hygiene & Enrichment

95% 210 95% TwV TTEPIMTTWOEWY, O VIKNTNE NTOV 110N @ Xwpic¢ CRM ofjpepo;

: { Al
Y I METE 5o CR7eEIE) K&Be score, sidomoinon 1) ovopopd tpolTodETeL Kabap&

dedopeva oto CRM. Av dev exete CRM, e to CRM

Setup & Pipeline Design oTrjvoupe To KXTGAANAO: v

1 op&da Oev To gutLoTEVUETAL, I TO CRM Data Hygiene &
Enrichment to kaBapiloupe.

M’ qUTO TO Nurture KoL TO TTEPLEXOUEVO VLXK
TIG TTWANOELG TIPETIEL VO DOUAEUOUV TIPLV ATTO
TNV TTPWTN KANOM.

T xAA&eL pE TO CRM KoL TOUG XUTOMKTLOLOUG TTIWAT)CEWV

Mio kolvr) elkova: 1) dloiknon BAETEL K&BE suKALPLL, KL TITTOTO OEV MEVEL UOVO OTN UVHUN K&TTolou. Kaveva lead dev

XAVETAL, Kol KaBeva €xel uTteuBUVO pEoa o€ deuTepPOAETTTA. K&Be eukalpia taipvel follow-up otnv wpa g, Xwpeig

XELPOKivNTN doUAELA. To TTIPWLHLO EVOLXPEPOV YIVETOL UTOUXTH pipeline ETOLHO Lo TIC TIWATOELC.

Level 1 kot Tox €L epyoleiat TN por¢ - KPIs Xprjon Tou CRM ammd Tnv ou&Oo, EUKALPIEC [IE ETIOUEVO PriUa - EKTIPOBECEG EPYOOIEG,
pnon SLA, di&pkeLo KUKAOU

AKTO Art & Design College +28% 3 . 500 _30%

Mndevikn amwAela leads kat real-time elkdva Tou pipeline. Atotéleoua

OA\OU TOU €pyou. close rate, WPEG kOOTOG ovex lead
. L HE TOXUTEPX efolkovounong

Mnyn: dedopeva epyou AKTO follow-ups OV YpOVO

MoU OTOHOTR GNEPX 1) POT) OO ETK TNV TTPOTAON; To KAelote To Owpeav Sales System Review

OXTIOTUTIWVOULE OE 45 AeTTTQ.
45 Aemtt&, online - Awpedv, Xxwpig 0soueuon

1 Mnyn: 6sense, B2B Buyer Experience Report 2025, ~4.000 ayopaoTEG B2B, Kupiwg B. ApepLKT Kol EupwT.
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MOOXILVETE TL XTTEOWOE OTOV
0 UNVOG EXEL NON KAELOEL.

E€aywyeg amo CRM, dlagnuioelg ko ERP, kot 0Tn cuvavInon g AEUTEPOG 0 KOXBEVOG EXEL GAAO
VoUpEPO. Aev EEPETE TTOLOL TIWANTEG KoL TIOLX KAVOALXL (pePVoUV £o00a. Kal k&Be dashboard deiyvel
LOVO O,TL EXEL KOTOypoaeL oto CRM.

MoU X&veTOL G MEP

X To report BEAEL WPEG, KL 1) ELKOVX X To close rate ava mwANTN Byaivel X Aev @aivetal o TTolo otdLo
Ttou deiyvel eival dn ToALA. ILE TO XEPL, OTOV PByaiiveL. KOAAGVE OL EUKQLPLES, MEXPL
v XoBouv.

08 Director’s BI Dashboard - MwAnoelg - teAeutaio tpipunvo ENAEIKTIKO NMAPAAEIrMA 2 3 ’
Close rate ava TwAnTn Kootog avé twAnon Eukoipieg ou KoAAGve ’ I p q
, 0€ KAOE KOVAAL o€ k&OE oTAOL0 OL ouadeg Tou popalovial

MwAntng A 31% , o

° LinkedIn Ads Npoétoon Ta (0L insights yiox

€1.240 2 i

NwAntig B 18% R TOV OXYOPOOTN EXOUV

() Google Ads €860 Arampayudteuon 2,3 (popéq HSpLOOéTSpSQ

. D ' '

NwAntAg I 9% , , TLBAVOTNTEG VO TIETUXOUV
Meta Ads MpwTto pavteRoU ,

P — v ([ uPnAotepo sales

conversion rate.?
EVOELKTIKO TIOXPAOELY O [IE ETILVONUEVO OTOLXELN. AEV QPOPX UTIXPKTN ETULPELN 1} TIPOCWTIO.

Tt xAA&{eL pe to Director’s BI Dashboard

Eva live dashboard pe dedopeva oo CRM, dlapnpioslg kot TwAnoelg: leads, close rate kot €00da oV TIPOLOV, KOVOAL
KO(L TIWANTT): SLX@NULOTLKT) OATIVT KoL KOOTOG Otva TIWANGON Yol K&Be Tipoiov: aia Tou pipeline kot oTadLa OTTOU
KOAAGVE Ol EUKOLPLEG. ATTOQPAOELG UE BAom T OTOLXELD, OXL TIG EVTUTIWOELG. Me To AI Weekly Business Briefing
(TPOOBETO), T CUUTIEPAOUNTO EPXOVTOL OE E0KG, XWPIC va avoi&ete dashboard.

F1 Director’s BI Dashboard | Level 2 B1 Business Value Tracking | Level 2

F5 ERP-CRM Full-Picture Connection | Level 2

KPIs Close rate otv& TTWANTI) KOl TIPOLOV, KOOTOG oV TIWANOT - ROT otva KovOAL

+1480/ Minoan Lines
0 €000x g€ €TNOLX B&on. ATTOTEAECUX OAOU TOU €pyou, Ue web

analytics ko SuvaLk& reports. EAEy&te TN dLxdpopn oag: 10 EpwInoELg

Mnyn: dedopéva €pyou Minoan Lines

1 Mnyn: Gartner, B2B Commercial Strategy Survey, 2024 (412 avwtepa oTEAEXN Marketing kot WA 0ewvY, B. Auepikn kot A. Eupwrn, Nog.—Aek. 2023).
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10 spwtnoeig. Mou YveL
WPEG 1 0K 6OC OLodPOMUN;

ATtovINoTe Ye Baon 1o g OOUAEUETE ONUEP, OXL TO TTWCE Bor BEAOTE. Y€ KABE epwTnon
onUelwoTe «Naw», «Ev pEpe» 1 «Ox1». KaBe «Ox1» dEiyVEL Lo OTAON Kol TN 0eALd TNG.

# Epwtnon Nou Ev 1EpeL (0)'(1 H Avon
- , . , , . . oel. 4
1  ZEPETE TIOLO KAVAAL PEPVEL TIWATOELG, KL OXL LOVO leads;
B1 - Level 2
2  TPoETOLUALEL O TIWANTNC MLX TIPWTN ETIXPY) O ALYOTEPO oTtd 10 AeTT(,; gi)f'ivel )
ZEKLVO TO TIPWTO OO UNVUMX KTTO LY TIPOYOTLKT) XQOPUT oel. 6
TOU uTton@Lov; D2 - Level 3
Naipvel KAOE ELOEPYXOUEVO KITNUX TIPWTN ATTAVTINON MEOK O Alyo oel. 6
AETIT; C3 - Level 3
5 Zépel k&Be MWANTNG oLo lead vo KAAEDEL TIPWTO; oeh. 7
- ! C4 - Level 3
6  Ewotoleital o utteuBuvog HOALS pTaoeL eva lead uPnAng agiog; gg)f'LZvel 3
7 Bpioketal kaBe lead oe evae CRM Ttou XpnotpotoLel OAn n opadq; gi)f'ével 1
MNaipvel kaBe sukatpia follow-up oTnV wpa NG, XWPLG va xpel&leTal oel. 8
VO TO BUUATOL KATIOLOG; C8 - Levell
Mmaivouv o€ nurture Ta leads Ttou dev givoil KON ETOLUOL oel. 8
VO 0XyOP&OOUYV; A5 - Level 1
BAEmeL n Oloiknon close rate ovar TWANTY) KOL TIPOLOV, XWPLE XELPOKIVN T oel. 9
reports; F1-Level 2
«Now» 2 - «Ev pgpe» 1 - «Ox1» 0 To okop oxg: D / 20
ZEKLVIOTE OTIO TNV UTTOdoMN ‘Exete Baon, Asimel ‘ETolpot yix Al KL XUTOMXTLOMOUG
H dtopporn) Eekive TipLy omtd K&Oe n Anpowopnon H B&on Kol ) LKOVR UTTaPXOUV. ETtopevo
epyaleio: leads og moAA& onueia, follow- Tox de0OUEVO UTIEPXOUV, AN OEV OO Brjua: lead scoring, el00TIONOELG
up oo pvniung. MNpwta n Béon, CRM Aéve Tolo lead, TTOLO KOVOAL, TIOLOG KO(L TIPWTN XTIXVINOT LECH OE VX AETTTO.
KOl (UTOUOTLOOL. TTWANTNG. AEiTToUV 1 €peuva utoYmeiwv

kot Toe dashboards.

Level 2 - o). 5 ko 9

Aokipdote To Client Profile Research og 81ko
Level 1 - ogA. 8 kot 11 aog uTtoPr@Lo Level 3 - ogA. 6 ko 7

«OL Inbound Hunters, pe Tnv evowpdtwon Tou CRM,

TO EKTTOLOEUTIKG OEULVAPLY, TNV EBOoUadLOi CUUBOUAEUTIKY),
OAAG KOl LECW TWV XUTOUNTIOUWY TIOU TIPEXOUV, 0d1YNOoV 0TOV
YNELOKO LETAUOXNUATLONO TWV KABNUEPLVWV DLADLIKXOLWV OE OTL KAelote 10 ﬁwpsécv Sales System Review
oPOP& TN OLOXELPLOT TWV TTEAXTWV HOG.»

d<épte 10 oKop 00G 0TO Sales System Review.

Dr. Stella Kyrimi, Chief Executive Officer, AKTO 45 Aemttd, online - Awpedv, Xwpig OEOUEUON

@35% 0 £Aeyxo¢ NG OLOOPOUNG KAeiote 1o Sales System Review 10/ 15

¥


https://b2b.inboundhunters.com/client-profile/?utm_source=ebook&utm_medium=pdf&utm_campaign=5760h-crm&utm_content=p10-assessment-demo#demo
https://b2b.inboundhunters.com/client-profile/?utm_source=ebook&utm_medium=pdf&utm_campaign=5760h-crm&utm_content=p10-assessment-demo#demo
https://meetings.hubspot.com/growth-inboundhunters?utm_source=ebook&utm_medium=pdf&utm_campaign=5760h-crm&utm_content=p10-assessment
https://meetings.hubspot.com/growth-inboundhunters?utm_source=ebook&utm_medium=pdf&utm_campaign=5760h-crm&utm_content=p10-footer

Tplo EMIMEON CUVEPYOIOLXG: TIOLEG

OLO(PPOEC KAELVEL TO KOOEVX

KaBe etimedo KAAUTITEL Hiox ovayKn (UTTOOOUT, ATTOWPAOELS, KALVOTOMIO) Kol XTI(EL TIOVW
OTO TIPONYOUUEVO. ZEKLVATE OTTIO TO ETITTEDO TTOU KXAUTITEL O,TL OO AEiTIEL. MTTOpPEITE

VO EEKLVIOETE OO EVA TIPOTOV KOl VO TIpooBEoETE GAAX apyoTEPD. H peyoAutepn ofio
EPXETOL OTOV ouvdeBoUV peTa&U Toug.

Level 1 - Infrastructure
& Sales Empowerment

YTrodour) Kol EPYXAELX TIWAOEWY

CRM, autopatiopol sales & marketing
KO(L EKTIOILOEUTIKO TIEPLEXOMEVO TIOU
BonBoUv TNV ouadx TIWANCEWV

VO TIPOKOAOUBEL Kol Vo KAELVEL

K&Be gukalplor.

Cci
Cc2
c8
Cc9
ci10

A5

CRM Setup & Pipeline Design
Lead Capture & Smart Routing
Follow-Up Autopilot

Sales Task & SLA Automation
CRM Data Hygiene & Enrichment

Lead Magnet & Nurture System

Follow-up & kAgiolpo, ko 1 Béon ylo
OAEG TIC GAAEC

KPIs Xpovog amokplong, close rate

AKTO: +28% close rate, pe TaxUTEPX
follow-ups?

Level 2 -
Decision Empowerment

ATIOQOOELC |IE OTOLYXELX

Dashboards mou dgixvouv TToLEg
EVEPVYELEC (PEPVOUV TIOLOTLKEG EUKOLPIEG
KOL TTWANOELG, KL TIOU KOAAGEL

n dwxdikaoia (bottlenecks).

Névw oto Level 1:

D1 Client Profile Research, pe fit
score Ko tier

F1 Director’s BI Dashboard
B1  Business Value Tracking

F5 ERP-CRM Full-Picture
Connection

A3  Signal-Based Outbound Engine

MpoogAkuon, Epeuva, Mpotepanotnta (fit
score, tier), M€tpnon

KPIs ROI ava Kotvot

Minoan Lines: duvauLka reports, +148%
€000x o€ €Tl B&on?

Level 3
We Drive Innovation

KawvoTtopial ie Al KoL QUTOUXTLOHOUG

Lead scoring, eLdotoLnoelg ko Al
epyOAEia ylo KXAUTEPN
TTANPOEOPNON KOL TIPOTEPXLOTIOM N
oTn OLoxeiplon Twv leads, ue oTd)0
NV €€0LKOVOUN 0T XPOVOU.

Mé&vw oo Level 2:

Cc4

C5

c3

D2

H1

H3

AI Lead Scoring
Hot Lead Alerts

Speed-to-Lead Responder

Outreach Opener (Ttpwto email)

Revenue Leak & AI Automation
Audit

Al Adoption Training

Mpwtn ema@n, MpotepatdTNTO
(scoring, eld0TIONOELS)

KPIs ‘Qpeg mou €olkovopouvTal

EKA Hellas: eidomoinon tTwv MwANcEWV UETH
oe 15 Aent&, 70% sales-qualified leads
(14 oo 20)3

ﬂ'r'J Aev oo deapevoupe o MAaT@opua: HubSpot, Salesforce, Microsoft Dynamics, Zoho CRM, Pipedrive 1) ActiveCampaign.

Av 0ev €xete CRM, OTr)VOUE TIPWTX TO KAT&AANA0. H tpocgéAkuon leads (Marketing Package) eival xwploTtd TaKeTO.

Agv xpelaleton vo XeTE SLAEEEL TIPOIOVTX.

ZEKLVHLE KO TN ONEPLVT) OOG PON.

KAeiote 10 dwpeav Sales System Review

To scope KoL 1] TEALKT) T OPLOTLKOTIOLOUVTOL UETX TO Sales System
Review, |1 B&aon O,TL UTIGPXEL \ON.

45 Aemttd, online - Awpedv, Xwpic 0EouEUON

1 Mnyn: 6edopéva £pyou AKTO - ammoTEAeoIa OAOU Tou €pyou. 2 Mnyn): dedouéva €pyou Minoan Lines - amoTEAeoua 6Aou Tou €pyou. 3 Mnyn: LinkedIn Campaign
Manager & CRM - 24/8-8/9/2026 - TPpWLIO XTTOTEAECUA, ULKPO DELYUX + ATTOTEAETIO OAOU TOU €PYOU.
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Aro 1o kickoff otnv
KALUOKWOT, OE TEGOEPLS POOELG

K&Be @aon kAeivel e ouykekplueva Ttapadotea kol KPIs, Tiplv EEKLVIIOEL N ETTOUEVT). 2€
OAEC TIG (PAOELG LOXUOUV TECOEPLE OPXEG.

ERS. 1 M EBG. 5-24 ATO TOV 60 Vo

ERdouado 1 THINK ZTPOTNYLKNA MNopadotéo

AmoTUTIWON TNE ONMPEPLVIG pon¢, ICP kal personas, KPIs Growth plan ko KPI scorecard

ko benchmarks, optopoi MOL kot SQL.

EBdoudtdeg 2-4 BUILD Ymodoun Nopodotéo .
ZUoTnux o€ Asttoupyia,

CRM kaut pipelines, integrations, autopatiopol, tracking, landing eAeypévo end-to-end

pages kol lead magnets.

EBSou&deg 5-24 GROW Evepyonoinon Napadotéo
. . . , Mnviaio performance report
Kaumavieg, nurture, lead scoring kot alerting, ekmaideuon

¢ op&dag, ouvexng BeAtioTomoinon.

ATIO TOV 60 Unva SCALE KALLGKWOT) Nopadotéo
Tpiunvixio business review

BI dashboards, AI autopatiopol, ouvdeon pe ERP, vex
KoL roadmap

KOVOALOL KOL OCYOPEG.

Ov Eykpivel avOpwtog TG ouddog oo () MeTp&pe TtpLv utooxeOoUpE
Tiroto 0ev PEUYEL E TO OVOUK OOC XWPLS EYKPLON. Kataypdipoupue To onuepLva oag KPIs mpLv
Omou amavta Al, To ONAWVEL ATTO TNV TIPWTN ETTAEN. Eekivnooupe. Agv uTToOoXOUOOTE £€0000 0€ 90 NUEPEC.
@ Kavéva emvonpévo tekpnplo @ To dedopéva oo HEVOUV SIKK GOG
Agixvouue HOVO ONUOCLEUPEVD OTTIOTEAECUOTY, Ymoyp&@oupe cuupoon enelepyaciog 0edouEVWV
ILE TNV TINYTN TOUG. OL EKTLUNOELG AEYOVTOL EKTLUNOELG. (DPA) mtptv doupe To CRM oo kol dJoUAeUoUE

LE TNV EAGXLOTN avayKaio TpooBoon.

OL TTWANTEG TTOU GUVEPYXOVTOL KTTOTEAEOUNTIKA UE EpYOAiar AL €xouv 3,7 POPEC

[ 4
3 9 7 ‘popsq TIEPLOCOTEPEG TILBAVOTNTEG VO TIETUXOUV TOV OTOXO TOUG.!

1 Mnyn: Gartner, 2024 (€peuva og 1.026 B2B mwAnTEg, Iav.—Map. 2024).
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MeTpaME E000
KO(L WPEG, OXL IOVO KALK.

10+ €E10M+ €E100M+ 100K+

XPOVLX EUTIELPLOG JLXENULOTIKO budget utto €0000( YLOX TOUG TIEAKTEG LOIG WPEG EOLKOVOUNONG
dloxxeipton o€ OLaOLKAOIES
AKTO +28% close rate kot 3.500 wpeg +28% 3.500 30%
J 4 14 1 4 o [ ] - 0
_L L Atydtepn XELpokiviTn SOUAELX TOV XPOVO 1 , | ,
close rate, WPEG KOOTOG OV
S::iz::oﬁege e o e Mpwtn emagn - Mpotepatdtnta - Follow-up & kAgiotyo ue toxUtepa  e€otkovounong lead
Education Mnyn: dedopéva €pyou AKTO follow-ups TOV Xpovo
7 ot 10 leads Eywov
o . e : 70% €98
+ekahellas sales-qualified péoa og 16 nuépec - ,
EKA Hellas sales-qualified oava
B2B Workplace Solutions o o MpocgAkuon - Mpotepaudtnra leads sales-qualified

Miyn: LinkedIn Campaign Manager & CRM - 24/8-8/9/2026 (14 am620)  lead

240 leads & conversions o€ 7 EBONKOEC,
'''''''''''''' ne €19,06 ava lead oto LinkedIn 240 €19,06

Intelli Solutions - idbox™ , leads &. KOOTOG OV
Technology - KYC o NpoosAkuan conversions lead
Mnyn: LinkedIn Campaign Manager & Google Ads - 29/5-15/7/2026 oe 7 eBOopadeg  oto LinkedIn

+148% £0000 o€ £TrOLX BaoN
& Minoan e . +148% +37,5%
= LINES KO(L PEKOP TIWANCEWV OAWV TWV ETTOXWV
. . €000 ROAS
Minoan Lines o Q NpocéAkuon - MEtpnon 0€ £TNOLX 0€ ETNOLX
Shipping & Travel Baon Bdon

Mnyn: 6edoueva Epyou Minoan Lines

Mo¢ EUMLETEUTNKAYV - ETIIASYUEVEG OUVEPYOOLEC o€ EAAGOO KOl EEWTEPLKO.

X UNIVERSAL ROBOTS & INTERAMERICAN {E M|!|Nuc|'z‘-_‘;" % VO":OI'I EEEEEEEEEEEEEEEEE

Tot amoTEAECUOTO TWV case studies apopoUV GUYKEKPLUEVD PV, OTO JIKO TOuG TIAxioLo. Asite T case studies

o @ EXEE . g ghelos ﬁ&f'\'s " - intellisolfors

TOYPIZMOY EAAHNIKH TYNOMOTMONAIA ISE INTERCONTINENTAL. ~  —'*°esrep reveses
EMMNOPIOY & ENIXEIPHMATIKOTHTAZ ATHENS
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To emopevo Bruo: 45 AT
HE TX OLKX 00G OEOOUEVX

DEPTE TIG OTLYUEC TIOU VAYVWPLONTE OE XUTOV TOV 00NYO: TO KITNUX TIOU TIEPILIEVE,
TNV EPEUVA TIPLV OTTO K&BE email, To report TTou OTNVETOL LE TO XEPL. ATIO EKEL EEKLVAIE.

® @ @

° [ 4 o
Sales System Review [potaon Kickoff
45 Aemtti, online EvTog 5 EpyoLHwV Av tpoxwpnoste - ERSouada 1
ATIOTUTIWVOULE TN ONUEPLVN Scope, xpovodiaypoppo, KPIs ZEKLVAUE Pe TN @aon THINK: ICP,
PO, OTTO TO TIPWTO KO(L KOOTOG, |IE OELPA KPIs ko growth plan.
lead pexpL TNV MWANoON, TIPOTEPALOTNTAG.

KoL OUM@wVoUUE oTax KPIs.

TL TXIPVETE IO T 45 AeTTX

= ™ B

H onuepivry oo por Tox KPIs tou B peTpae, MpoToon UE OELp&
OTTIOTUTIWUEVN, KTTO TO TIPWTO OUM@WVNUEVO Hodl OOG TIPOTEPULOTNTOG, EVTOC
lead pexpL TNV MWANON 5 gpyaoLUwWV
u
v Awpedy, Xwpic dEopeuoN O . o O
v/ DAev xpeldletal va €xeTe dIXAEEEL TIpOIOVIX oL -
[
v/ T 0edoUEVO 00G HEVOUV DLKX OOG . o5 i?-.l-"::ﬂ
= -IH n L
=+ _r'.".ll.

KAeiote to dwpeav Sales System Review m| £a o
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