AALII 1

ATIOTPA®IKO AEATIO EEAMHNIAIOY MAGHMATOX
ZvumAnpoverat pe evdovvn tov kabe Sibaokovrog

xwptota yia kabéva aro ta egaunviaia rpo-1 kat HETA-rTUXIaKa pabnuata

I. BAXIKA XTOIXEIA MAGHMATOX

Iavemotruo TEI AYTIKHY EAAAAAY
TxoM) AIOIKHZH OIKONOMIAY
Tunua AIOIKHZHZE EINIXEIPHXEQN
Touéag ME

‘Ovopa S16aockovtog /

\ ITANATTQTHX TATOMATHY / EIIIKOYPOX KAGHTHTHX
BaBpida:

Emotmuovikn Edikevon MAPKETINTK

KwS. Ap18pog Mabrjpatog

IIpomtuyiako / MeTamTuIOKO TitAog MaBnuatog
2-702 OPT'ANQXH KAI AIOIKHXH ITQAHEEQON
Efomhiouog voompigng | Ta pabhpata mapovoiddovian VO HOPEPEN SlAPAVEILY OTTOTE KAl ival
pabnuatog: astapaitntn n xpnon Laptop & Data video projector.
Astartovpevo Aoyiopko:

L1 IIepwypaen / Iepreyopevo padnuarog

To pdbnua avaAlel Tig ATAPAITNTEG EVVOLEC YA TNV QWITOTEAECUATIKOTEPT) OPYAVOOT] TOV TIWAT|OEDV OTNV
oUYXPOVT] ETMIXeipNOn oL E£Xel TPooavATOMOUO otny ayopd. Efetalovran Bepata opydvwong kai
S101knoNg MWANCEWY, TPOOWIIKNG IJTOANONG KAl AOXOAEITAl UE TO OTPATNYIKO OXeSlaoud Tovg,
KaAUrtovtag OAeg Tig S101IKNTIKEG AITOVPYIES TV TTWANOEWV OMWE TOV EVIOMONO KAl S1ayeiplon tov
TPOOWIKOV TV MwANoewv. ISwaitepn eupaon Sivetar oe Oéuata sov a@opolv TN avaivon g
amd600Ng TOU TUNUATOG TTMANCEDV KAl TOV TIOANTOV, TO KABOPIoUOg TOV pOAOL KAl TV OXES1A0UO TV
5paoTNPIOTNT®WV TOVEG OTO TAAIC1I0 TG ATOTEAECTUATIKOTEPNC AELTOVPYiag TNG emyeipnong. .

Kipiog Exaatdevtikog Xtoxog

FTOX0G TOV HABNUATOG eival 1) KATAVONOT TOV EVVOL®MVY, TOV TEPIEXOUEVOV KAl TV OUYXPOV®V eEeAifewV
0NV 0PYAVKOOT] TWV TIWATOEWV, KAADTITOVTAG OAEG TIC S101KNTIKEG AEITOUPYIEG TOV TWANOEWY divovtag
gugpaon oe Bépata mov agopoLv TN avaivon g amodoong TV TWANTOV HE OTOXO TNV ALENON TG
QTOTEAEOUATIKOTNTAG TOUC.
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AALII 2

Main Educational Objective

The aim of the course is the understanding of the terms, the content and the current developments in the
organization of sales, covering all the administrative functions of sales focusing on issues relating to the
performance analysis of sellers to increase their effectiveness.

I.2 Mafnowkoi otoyot

e H mapoyn ouykekpiuévav OempnTIKOV YVOOEWV TAV® 0 BEHATA TWANOEWV.

e H mapovoiaon peBdSmv kat tTexvik®V yio TV KATAPTIoT Kal vAostoinon mpoypappatwv-oxediov
QITOKTNONG, ektaidevong, avtapolprg, afloAoynong kat aflomoinong Twv IOANT®YV.

e H xaAUtepn opyavwon kal oXeSAOUOG QMOTEAECUATIKOTEPNG OTPATNYIKAC TOU TUNUATOG
TWATOEDV LUE OTOXO TNV AVENOT] NG Ar0d00Ng TOV.

e Provision of specific theoretical knowledge in sales.

e Presentation methods and techniques for the preparation and implementation of programs and
projects acquisition, training, remuneration, evaluation and utilization of sellers.

e Better organization and planning more effective strategy of sales department in order to increase
efficiency.

MaOnowaxa aroteAéopata

Me v oAoKAp®oN Tov pobnpatog ot eottntég Ba eivar oe Béom vau:

e Katavorjoovv 10 poA0 TV TIWANOEWY 0TA TAALOIA TNG OTPATIYIKNG LAPKETIVYK.

e Katavorjoouvv  Sradikaocia g toAnong.

¢ Katavoroovv m iadikacia g ANyng ayopaoTikng amo@aong

¢ Katavoroovv T onuacia g mpofAeYPng THV TwANCE®V.

e  Katavorjoouv 1o HOVTEAD 0pYAV®OTG Kt S101KNOTG TWANCEWY.

e AvaADouV TIG £VVOIEG TOU TIPOYPAUUATIOUOD - oXed1a0U0U, VAOTIOINOTG, @APLOYTS Kal a&loAdynong
eAEYXOU TV TIWAT|OEWV.

e Xpnowomowovv Tig KataAnieg pebBodoloyieg kol epyadeia MwANoewv mov ompilovial oTo
Bewpn ko VIIOPAOPO TOV EXYOVV ATOKTNOEL

e AvamtOfouv 1KAVOTNTEG XEIPIOUOV Ol01KNoNg Twv JMOANOEOV ®¢ €pyareiov av&nong g

AVTAYWVIOTIKOTNTAG TNG ETLXELPTOTG.
Learning outcomes:
Upon completion of this course you will be able to:
e Sales within the marketing strategy.

» Understand the process of selling.

Awaopaiion Iowotntag oty Avotatn Exnaibevon — EpotnuatoAoyto Portntwv



AALIIL 3

» Understand the process of purchasing decision.
« Understand the importance of selling forecasting.
« Understand the model of organization and administration sales.

« Analyze the concepts of programming- design, deployment, implementation and evaluation of control
sales.

« Use the appropriate methodologies and tools’ sales based on the theoretical foundation that have been
acquired.

* Develop sales management handling skills as a tool of increasing the company's competitiveness

Avaivteog ivaxag 15 efdouadiaiov pabnuarwv

H avamtu€n touv pabrpatog ovviotatal oe Vo Stakpitovg dfoveg:

A. OzwpnTiKog
1. O poAog TV MWANOEDV OTA TAALOIA TNG ZTPATNYIKNG MdApKeTIvyK

2. Opyavwon diadikaciag mwAnong

3. Aladikaoia ANyng ayopacTiKig Amo@aong

4. Moppég — Tomot [TwAnoewv

5. IIpoPAieyn nwAnoewv

6. KaBopiopog otoxmv mwAnoemv

7. Zxeblaou0g mePloxNg MMANOTG

8. KaBopiopog peyebovg Suvaung mwintaov

9. Opydavwon SUvaung TwAnTmv

10. ZTPATOAOYNOT), EMAOYT KAL TTIPOCANWPN TTWANTDV
11. ExmaiSevon mwAntov

12. Ymokivnon kat apoipn mwAntomv

13. Emtmpnon kat a&loAdynon mwAntwv

14. AvaAvor TOANCE®Y KOOTOVS Kal ammodoong

15. ITAnpo@oplakd cvothuata a&loAdynong Twv IWANCEDV.

B. Epyactnplakog

0O a€ovag KaAOTTETAL A0 TNV LAOTOINON 15 EPYACTNPIAKMOV MPQOV KATA TIC 0IT0ieg 0 0oudaoTng
avaAappaverl v vAomoinon epyaciag kat v tapovoiaon me. H epyaoia Ba efeMooetal oOppwva pe
mv mapdSoon Twv aviotowv OBempnukov kol gpyaotnplakeov Oepdtwv. Tta Bgpata tov
£pYaoTplakoV padnuatwv 6a avaidbovtal HEowm TapaSelyHAT®wy KAl A0KNOe®mV Ta avtoTtolya &uata
Tov BewpnTikoV afova.

1. Avamrtu€n tov poAOL TV TOWANCE®Y OTA TAALOLA TN ZTPATNyYIKNg Mapketivyk. Avasttugn tov
OKOITOU NG epyaciag. Avabeon epyaoiag.

Opyavwon Stadikaciag twAnong

AlaSikaoia Afjyng ayopaoTikng amopaong

Mop@ég — TOmot ITwAnoewv

[TpoPAeywn MwAnoewv

AN L T

KaBoplopog otoywv mwAnoewv
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1.

N oou koo

10.
11.
12.
13.
14.
15.

2
3
4
5
6. Targeting sales
7
8
9

Yxeblaouog meploxng mmANong

KaBoplouog peyebouvg Suvaung mointomv
Opyavwon SUvaung mwAntwv

JTpATOAOYN 0T, ETAOYT] KA TIPOCANYPT] TTWAN TGOV
Exmtaibevon twAntov

Ymoxivnon kot apoifn tointov

Emtipnon kat a&loAoynon mowAntomv

Avavon oA oewVv KOGTOVG KAl artd5001g

[Mapovoiaon kat a&loAoynon tng epyaociag.

Analytical table 15 weekly courses

The development of the course consists of two distinct areas:
A. Theoretical

. The role of sales within the marketing strategy

. Organize the sales process

. Process of Purchasing Decision

. Forms - types of sales

. Sales forecast

. Design sales area
. Specify size force of sellers
. Tour power of sellers
10. Recruitment, selection and recruitment of sellers
11. Training sellers
12. Motivation and reward of sellers
13. Monitoring and evaluation of sellers
14. Sales Analysis cost and performance

15. Information systems evaluation of sales

B. LABORATORY

The axis covered by the implementation of 15 laboratory hours in which the student undertakes
implementation work and its presentation. The work will evolve in accordance with the delivery of their
respective theoretical and laboratory issues. The issues of laboratory courses will be analyzed through
examples and exercises based on relevant issues of theoretical axis.

Development of the role of sales within the marketing strategy. Development of the purpose of
the work. Assignments.

Organize the sales process
Process of Purchasing Decision
Forms - types of sales

Sales forecast

Targeting sales

Design sales area
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8. Specify size force of sellers

9. Tour power sellers

10. Recruitment, selection and recruitment of sellers
11. Training sellers

12. Motivation and reward of sellers

13. Monitoring and evaluation of sellers

14. Sales Analysis cost and performance

15. Presentation and evaluation of work

I8ptuata mov vAOTOLOVY OYXETIKO J18aKTiko avtikeiusvo

A. I8popata TprroBaduiag Extaibsvong ota omoia Si8acketat 1o 1610 1) mapoporo padnua

J€ TIPOTITUXLAKO EMIMESO TO HABNUA otnv udLotapévn Sour tou SI6AOKETAL 08 OXOAEG DETIKWY EMOTNUWY TNG
Tprtofadbuiag ekmaidevong otnv EAAASQ.

EvSelkTIKA avadEépovtal:

OlKovouLKO Mavemiothpio ABnvwv:
http://www.ode.aueb.gr/index.php/undergrad/programma-spoudwn
Mavemniotruio Ayaiou:
http://www.ba.aegean.gr/images/stories/odigos_spoudon.pdf

B. ISpvpata m¢ Evpwnaikng 'Eveong ota omoia Si8aoketan 1o 1810 1] mapopolo padnua
H Opyavwon kot Awoiknon IwAnoewv amotelei 518aokopevo pabdnua moAM®OV TPONTUXIAKGOV KAl

UETAMTUXIAK®V  JIPOYPAUUATOV  EEVWV  mavemotiuwy pe  Siagopa avtikeipeva.  Evlewktikd
avagpEpovTat:

e Ilpomtuylaxa:
1. University of Westminster:

(http://www.westminster.ac.uk/courses/subjects/business-and-
management/undergraduate-courses/full-time/uog9fumke-ba-honours-marketing-

communications)

2. London School of Business and Science:

(http://www.Isbf.org.uk/programmes/postgraduate/marketing/ma/sales-management)

e Metanmuyiaka:

1. University of Portsmouth:
(http://www.port.ac.uk/courses/business-and-management/msc-business-and-
management/#structure)

2. London School of Business and Science:
(http://www.lsbf.org.uk/programmes/postgraduate/marketing/ma/sales-
management)

1.3 EiSog MaOnuarog

EEaunvo Ynoypewtko (Y), YropaBpov (YII), MéBnua Koppod (KO)
AlBaokaAiag Yoypewtikng Emoyng Emotmpuovikng Ieploxng Eidixevong (EIA) ’
0 — () b
o : (YE), . . (El,_l)’ KatevBuvong (KA)
EAevBepng Emdoyng (EE) I'evikov I'vooewv (IT),
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AALIL 6
Avanuéng Ae€lottov (AA)
70 Y-YE YII KA
1.4 AwWaokaiia
IIpofAemopeveg Qpeg Atbaokaiiag SHVONO Xpfion Epyaoian lpdobog
ava egaunvo eBdopadiainv |Aldaktikeg| IToAAAITATG (Nau / 'Ox)
) ) Mukpéc| | WPWV Movadeg |Bipaoypagiag| Ymoypewtikn /
Alakéterg | Epyaotipla opdSec ANN | §18aokahiag (Nai/'Oxn) IpoapeTikt
60 15 5(4+1) 6 NAI IIpoarpetikn

1.5 Evnuépwon — ASloadynon

To padnua meprthappfavetan otov
08nyo Zmovdav; (Nai/Ox)
YeAida avagopdag uadbnuatog

Ynapyet 1otooeAida padrnpatog;
(Nai/'Ox1)
AevBuvon URL

'Exe1 yivel oto tpgyov eEqunvo
a&loAoynon tov pabnuatog amd
toug portnteg; (Nai/Oxu)

NAI

Y76 kataokeur)

NAI

II.

II.1 Adaxktéa "Yan

II.1.1

OPTANQXH TOY MAOGHMATOX

[1ote mpayuatomonOnke 1 TeEAeVTAIA AVATIPOCAPUOYT] / ETKAIPOITOINOT] TNG VANG TOU

pabrpatog;

TO AKAAHMAIKO ETOX 2014-15

II.1.2

Yrdpyet emkdhupn VARG e AAAA LaBONUATA KOl TTOG TO AVTIUETOMIETE;

OXI

II.2 Adakuka BonOnpata
BonOnuata mov SiaveuovTal 0Toug POITNTEG V1A TO CUYKEKPIUEVO pHabnua.

II.2.1

1. JOBBER D., LANCASTER G., 2005. OPTANQXH KAI AIOIKHZH ITQAHZEQN. 6n 'Exdoon.
Ex600e1g KAEIAAPI®OMOZX EIIE.

2. Avhwvitg I., Ztabakomoviog B., 2008. AoteAeopatikn opyavmon Kot 5101knomn mwAnoemy. 2n
'Ex6oon. ExS8ooeig XS TAMOYAH AE.

II.2.1

Tivetan emkaiposoinon twv fondnudtmv kat e tota Sradikaoia,

Nau, ouveyng PipAloypa@ikr) avaokomnon.

II.2.2

IToo m0c00T0 g S186aokOueVNg VARG KaADvTETAL Atd Ta fonbnuata;

100%

II.2.3 ITapéyete mpoabetn PifAloypagia mEPpav Twv S1AVEUOUEVOV GLYYPAUUATOV;

Na, evéelkTika avagpepetal

Toiumoyog Xapng, 2008. Ta pvotikd g emtuynuevng tminong. Exbooeig ENTOX

TPOIO a&10AGYN0NE TOVG;

II.2.4 TIwgYVWOTONOIEITE OTOVG POITNTES TNV VAN TOU HABNUHATOG, TOUG HABNo1aKoUg 0TOXOUGS KAl TOV

Kata mv évapén twv didaockahiov tov padrjuatog kabBmg kat oto eclass tov pabnuatog kat
TPOPOPIKA KATA TNV S1dpkeld Twv pabnuatwyv.

I1.3 Emxowovia & Kafodnynon ®ovmtev / Tvvepyaoisg
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I1.3.1 'Exete avakowoUEVES MPES YPAPEIOL YA OUVEPYACIA LIE TOUG (POLTNTEG;
NAI

I1.3.2 Ilowg peBodevete Vv ekmaidevon Twv @ortntayv otnv epevvntikn Stadikaoia (5.x. avadnmon
xau prion fiphoypagiac);
Toug ekmaidevovUE VA XPTOIUOTOI0VV NAEKTPOVIKEG TINYEG TANPOPOpNoNG - PitpAobnkeg, xpron g
B1BA0ONkng tov TEI yia mepartépw £pevva.

I1.3.3 Opyavevete 0To TAAIC10 TOV HABTHATOG EKTASEVTIKEG EMOKEWELS POITNTOV / SlahéEelg
EMOTNUOVOV 1) AMEG SpaonplOTnTEG 0€ CUVEPYAOIA UE TOTTIKOUG, TTEPLPEPELAKOVC T) €BVIKOVG
KOWV@VIKOUC, IOATIOTIKOUE KA TTAPAYWYIKOVG (POPEIS;

NAI

II.4 SZVUUETOYT] TOV @OLTNTG®V 0TO Hadnua
Katad v ektipnon oag, Tt T0000TO POITNTOV KATA HECO 0po mapakolovdel 1o BewpnTikd pepog Tov
pabnpartog;

0-20% 20- 40- X 60- 8o- Agv
40% 60% 80% 100% Yvwpidw

II.5 A&oAoynon mg etidoong twv gottntev oto padnua
II.5.1 Tpodmot A&lohoynong;
2nuetwote otov mivaxka mov akolovBel Tig puebodovg mov ypnowosmoieite yia mv aloAoynon g
arob00M¢ TV POLTNTWY OTO GUYKEKPIUEVO nabnua.

E&&taon ypastn o1o TeA0og Tov eEaurvou X

E&etaomn mpo@opikn 0To TeA0g TOv EEAUNVOL

IIpoodog (evdraueon eEetaon):

Kar oikov gpyaoia: X
IIpo@opikn mapovoiaon epyaociag: X
EpyaoTtn p1o 1) TpaKTikEG QoK 0E1G: X
AMa *:

* TIeptypAyPTe GLVOITTIKA TUXOV AAAOVG TPOITOUG ASl0AOYNOTG.

IHapakoAovBovtal OAO1 Ol @OITNTEG KATA TNV €KTEAEOT TV epyactnplak®mv 1) | NAI
TPAKTIK®OV aockroewv; (Nat n Oxo)

Aapupavouv o1 @OITNTEG CLOTNUATIKA OYXOMA (TIPOPOPIKA T) YPATTd) 0To HEGoV Tov | NAI
e€aunvov; (Nat 11 Oxu).

II.5.2 Tlog Sraopaiilete ) Sragpavera otnv aloAddynon g enidoong twv @ortnTmy;

Me tpooaot oTo ypastto Tovg.
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III. YIIOAOMEZX

IIL.1 AwaO¢owyun exstadevtikn vrodour tov padnuarog
III.1.1  AiBovoeg S18aockaiiag oL XPNOILOTOI0VVTAL YA TO CUYKEKPIUEVO Habnua:
Avagepbeite omv emdpkela, xataAnAomrta, modmmTa twv atBovowv kKal ToU UTOOTHPIKTIKOU
e&omAiouov kat ™ StabeouotnTa Tovg.

Xpnowormoteitar aibovoa tov Tunuatog mov Srabétel mpofolikd kAt TANPEL OAeG TIC CUYYXPOVES
poSiaypagEg.

III.1.2 EpyaoTtrpia s1ov ¥prouomotovVvTal yid TO OUYKEKPIUEVO pabnua:
Avagpepbeite oty  emdpkeld, KATAMNAOTNTA, MOOTNTA TWV EPYACTNPIAK®OV XWPWV, TOV
epyaotnptakov egomAouov kat g 5tabeoydotnTag Toug.

To Tunua xpnotposmolel enta (7) Epyaotmpa oe tpia (3) Sla@opetikd KTipld OUVOAKNG
XOPNTIKOTNTAG Mepimov 165 BEoewv epyaoiag. Avalvtikotepa, xpnopomolel tpia (3) Epyaotpla
(Epyaotnpla AE-A, AE-B ka1 AE-T) ywpnukotntag 20 mepinov Beoewv epyaciag 1o kabeva, tpia
(3) Epyaotpla (Epyaotnpla A, A ka1 ZT) ywpnukottag 22, 24 kat 26 Oeoewv epyaociag kat Eva (1)
Epyaotipo (Epyaotipio M) yopnukotrag 30 Becewv epyaciag. Ot xdpol eival KAvosonTikoi,
Kal 4 a6 ta epyaotnpla dtabetovv mpofolikad opo@ng pe S1adpaotiko mivaka kat o e§omMAIoHOG
AVTATIOKPIVETAL OTIC ATAITNOELG S1800KAAIAG KAADTTITOVTAG OPLaKA TIG avaykeg Tov Tunuatog 1000
TTO10TIKA OGO KAl TOGOTIKA.

III.1.3 Eival StuBeoua ta epyaotnpla Tov pabnuatog yia Xprjon eKTOg ITpoYPAUUATIOUEVROV (OPWV;

Na, vtapyet o Beouog tov eAevBepov epyaotnpiov (Epyaotplo XT) 1o omoio eivar Stabeoipo ya
TOUG POITNTEG YA JEPATEPW €EAOKNOT KAl XPNON TwV AOYIOHIKGV 70U S18aockovtal oTig
gpyaotnplakeg ouddeg Tov pabnuatog kabmg kar yia omowadnmote AAAN  ekITaSevTKN
Spaomplotnta.

III.1.4 ZmovSaothpia:
Avagepbeite omv emdpkela, KATAAANAOTNTA, TOOTNTA TV XWOPwV, Tov €e&omAlouov xai ng
StabeoiuotTag Touvg.

Ynapyovv omovdaotipia oto xwpo g BipAodrxng tov TEI, emapkr kol KatdAnAa ota omoia
MEPAV TV TPANEQOV yia ueAetn vmapyovv kat Hiektpovikol Yrtodoyloteg pe ovveyrn Siaovvdeon
oto Sadiktvo. H BiphoOnkn tov TEI Avtikng EAAGSag eivanl mpooPaoiun otovg 0movdaotég oto

HEYAAUTEPO HEPOG TNG NUEPAS.

III.1.5 Xpnowormnoteite EkmaiSevtikd Aoyliouiko kai s1o10; (sreptypaypte GLVOITITIKA)

II1.1.6  Ymapyel tkavomonTikr) vioompiEn tov padruatog asmo mm BipAodnkn (fifAoypagia kot aAlot
padnolakoi mopol);

NAI

III.1.7 TIog kpivete cuvoAika tn SraBéoiun ekmadevtikr| vodour);
Av n amavinon eivat apvntikn, OYOAMAOTE OUVOTTIKA TUYXOV EAAEIPEIS KAl KATAYPAWTE TIC AVAYKAIES
PeAtiwoelg oVuPmva Ue Tig TAparAvm Katnyopieg.

Tkavomomn ik

IIL.2 Afomoinon Teyvoroywwv IIAnpo@opwkng kat Emkowwviev (TIIE)

III.2.1 Xpnowomotovvtal Texvoroyieg ITAnpopopikng kat Emxowvaovieov otn Siackaiia tov
pafnuatog Kot mag;
Nai, xpnowomolovvtat Teyvohoyieg ITAnpogopikng kar Emkowvovidov katd v opa g
S1daokaliag, eite pe v mpofoAr Srapavelwy eite ye v mapovoiaon case studies peow Prvreo-
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nipoPorea. Emiong og opiopéveg aibBovoeg vitapyouv NAEKTPOVIKOL 5108 pa0TIKOL TIVAKES KAl O OAOVG
oxedov Toug Ypoug LA p)eL evovpuatn oUvieon pe to Aiktvo YynAav Tayvtntwv tov TEL

III.2.2 Xpnowomototvtal padnotaka fondruata Baociopéva oe TIIE; (Avagépate mapadeiypata).

OXI

III.2.3 Xpnowonowovvtal TITE oty epyaotnplakn eknaidevon; [og;

OXI

I11.2.4 Xpnowomnoteite TIIE oty afloAoynon tov @ormtov; [og;

| OXI

III.2.5 Xpnowomnoteite TIIE otV emkowvmvia oag pe tovg pottnteg; Iag;

Nai, katapynv pe xpnon g miatpopuag eclass, peow TnNg omoiag AVAKOIVEOVOVIAL OTOUG
0ToVSAO0TEG CNTAUATA IOV APOPOVV OTNV eKITAISEVOT) TOVg Kal UEC® NAEKTPOVIKOU Tayudpopeiov
OV KOIVOITOLEITAL OTOVUC POITNTEG, WOTE VA UTTOPOVV VA EMKOIVOVIOOUV LA HAG V1A EKTTASEVTIKA
Ocpata.
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IV. XTATIXTIKA XTOIXEIA ®OITHTON

IV.1 Xag KOWOIIOIEITAL KATAAOYOG TV (POLTITOV JTOV EIVAL EYYEYPALUMEVOL 6TO Hadnua ka
TOTE;
MoMg oAokAnpwBel 1 Sradikacia eyypa@rig kat SnAwoewv padnuatov.

IV.2 ITow gival n katavour) Badpoiroyiag kat o pécog faduog twv gortntev tov padnuaroc;
ZEeKIvoTe Qmo 1o TPEYOV €T0G. TNV meplntwon mov Sibackate to uabnua kar ta Iponyovueva £t
KQTAypawTe KAl TA OUYKPLTIKA OTOLYEIQ TWV JIPOTYOUUEV@V ETWOV

Katavoun Babuav (% @ortntav) Meéoog opog
BaBuoioyiag
"Etoc 0-39 | 4—49 5-59 6.0-6.9 | 7.0-8.4 | 8.5-10.0 (00voro oI TeV)

2013-2014
2012-2013
2011-2012
2010-2011
2009-2010

V. HAIIOWH TQN ®OITHTON I'TA TO MAGHMA

V.1 Yaapyelt Sradwacia afrordynong tov padnuarog kat g Si8aockaiiag atd tovg ortnteg;
Hog epapuioletar; Emovvayte Seiypna tov oXeTikol epoInuatoAoyiov.

Nat. E@appodetar ota mAaiowa g yevikng aforoynong tov Tunuatog. To epwtnuatordylo
Bploketal oty £kBeon eowtepikng a&loAdynong.

V.2 Iog aflomoiovvial T ATOTEALTUATA AVTOV TOV AEI0A0YTN|CEMV;
Ta amoteAéopata autOv TV aSl0AOYNOE®Y AVOADOVTIAL HE OKOMO T efaywyr] XpNollwv
OLLITEPACUAT®Y KAl TTPOTACEWY TTov Ba 0dnynoovv otn BeAtimwon g Aertovpyiag tov Tunuatog.
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