[MMZ o1i¢ Eupwtraikég MoAiTikég NeoAaiag,
EmiyxeipnuatikétnTag, Ekmaidcuong kai MoAiTiopou

“ZupPBouleutikn atnv Emixeipnuarikotnra kai ErayyeApaTikog
[TpocavaroAiopdg atnv Ayopd epyaciog”

Evornra:
Alayeipion Kapigpag & Bioypa@iké Znpeiwpa



AGENDA

PERSONAL
DEVELOPMENT ,
PLAN

aceheCh \

ﬂﬁmammuﬂ

B R ANDIR®
->|rm., ?

) v




Personal Branding

ArTootoAn — Opapa - Afiec
Personal SWOT AvaAuon
Personal Development (SMART)
Personal Business Canvas

Skills and Mindset



INTRODUCTION

= To oUyxpovo mepIBAAov amaaxoAnang (.., gig-work) Kal 0 augnuévog OYKOG EUEAIKTWY
HOPQWV aTaoyoAnon¢ amaitolv amé T AToda va  avamTtuiouv évav  TTPOCWTTIKG

TTPOCAVATOAIOUO HAPKETIVYK TTOAU TTPOCEYYiTIUNO OTIC avaykes TS ayopdc (market-oriented)
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Personal Development Plan /
Personal Branding

= Auto emituyxaveral yéow PBP kai PB otou gival «pia atparnyikr diadikagia dnuioupyiag,
TOTT00ETNONG Kal d1atAPNOoNG MIOG BETIKAGC ETTAYYEAPATIKAG EIKOVAG/EVTUTIWANG YIA TOV £AUTO
TOU»

= Bagietal g Evav Yovadikd guvOUaOUO ATOUIKWY XOPOKTNPIATIKWY, TO OTToid dNMIoUpYoUV
IO OPIOHEVN UTTOOXEDN/EIKOVA OTO KOIVO-OTOXO

= Epeuveg €xouv amodeicel o1 1o personal branding fonda ta aroua va emtoxouv BeTIKA
amoTeAéouaTa 0TV KOPIEPA, METOCU TWV OTIoIWV Eival TO KOIVWVIKG KEQAAalo, ol

OIKOVOUIKEC QVTAUOIPEC Kal 01 EUKalpie§ aTadiodpopiag.






Mission Statement vs Personal Mission

J Mia etaipikiy dfAwan amooToAiC AEIToupyEi we éva adpaTo Xép! Tou
kaBodnyei Touc avBpwTTouC GTOV OPYAVIOUO.

J Mia mpocwikr 3AAwon amoaToAAC givar Aiyo SIAOPETIKA

JH ooviaén piag mpoowmikAc SAAWONG aTTOGTOMAC Tag divel TV
guKalpia va KaBopioeTe TI gival anuavTiko yia E0AC KAl UTTOPEi va 00¢
BonBnoel va atroPpaaioeTe

(a) TTo10V KAAOO OTOdI0dPOMIAC

(B) ola Taipia

(V) OUYKEKPIUEVO TTPOYIA Epyaaiag



UUR MISSION:

10 BRING INSPIRATION AND
INNOVATION T0 EVERY ATHLETE™
IN THE WORLD

E & NIKE N



“Personal” Mission Statement

1 BonBdei va mpoadiopioerte TIC afieC kal TOUC GTOXOUC

T éxer peyahUtepn anuaaia yio eadc emayyeAUaTIKG.

J Alcukohover ot Aqun  amo@docwy, KaBWe BIEUKPIVICEl €GV O
ATmoQACEIC TTOU TraipveTe Taipidlouv e autd mou BEAeTe yia T {wh
0ag

Jemrpémel va eviomioete etaipeiec ou éxouv TTAPOUOIEC afieC Kal
TIETTO0I6N0EIC KAl oag PonBd va agloAoyoouv KAAUTEPA TO KOG TOG KAl

Ta OQPEAN OTTOI00DNTIOTE VEAC EUKAIPIAC OTAOI0dPOMIAC.



“Personal” Mission Statement

1 Bripa 1: “OupnBeire” TponyoUuEVEC ETTITUXIEC OO

| Agiepware Aiyo xpovo & svromioTe 4-5 Tapadeiyata (omoudnmoTe) OTrou
£iXOTE TIPOCWTTIKI ETTITUYIO T TEAEUTAIO XPOVIA.

| Znueiwote Ta & TpoomadbAaTe va TTpoadiopiosTe Qv UTTAPXE! éva KOIVO
BEua (1) BEuara) o€ autd Ta TTapadeiypara.

1 BAiua 2: “AioTa XapaktpiaTikav oag”

| Avarrrigre & lepapxnoTe pia AioTa e XOpOKTNPIOTIKA TTOU TTIOTEVETE OTI
TPOCdI0PI(OUV TTOIOI €i0TE KAI TTOIEC Eival OI TIPOTEPAIOTNTEC TAC.

J Brpa 3: Aigta “Tuveiogopdc”

0 Kavre pia Aiota w¢ Ba utmopouaare va OUVEITQEQETE WOTE VA BEATIWOETE:

TNV OIKOYEVEIA 0AC, TO EAAOVTIKO £pYODOTN, TOUC QIAOUC, TNV KOIVOTNTA



S.M.A.R.T. Student/Career Goals
1 Brpa 4: “NMpoadiopiate” kai TPAYTE Toug ZT0X0UC GaC

S| MA R|T

SPECIFIC MEASUREAELE ATTAINAEBLE RELEVANT TIME-BOUMD

Define your Decide how Set realistic Emsure your Set a clear
goal in yau will goals that goal is deadline

detail. Be as challenge results- and monitor
specific as SUCCesS. you, but are oriented. your
progress.

S




SMART Ztoxol (AKpwvuUHIO0)

e
v

Specific Measurable /Achievable Relevant

SMART objectives can be applied anywhere in your life,
both professionally and personally.



S.M.A.R.T. Student/Career Goals

Specific
Goals that are specific

have a significantly greater

chance of being
accomplished

Achievable

A SMART goal must
be achievable and
attainable.

Timely

A SMART goal must
be time-bound in
that it has a start

and finish date.

1 Brpa 4: “TpoadiopiaTe” Toug ZTOX0UC TaC

01

03

05

Measurable

A SMART goal must
have criteria for
measuring progress

Realistic

A SMART goal must
be realistic in that the
goal can be
realistically achieved
given the available
resources and time.



SMART 210)01 (AKpWVULI0)

H péBodoc S.M.A.R.T. amoteAeitar amd 5 Beparikd media Tou divel
oToV KGBe aTOXO.

1 KaBe a1dx0¢ ouppwva ye autr) n ueBodoloyia TTpETel va gival:
2UYKEKPIPEVOC (Specific)
Metproipog (Measurable)
Emteu¢ipog/ Amodektog (Attainable/ Achiavable)
PeaAioTikog (Relevant)
Xpovika deapeupévoc (Time-bound)



SMART Goals
1 SPECIFIC

_| Na mopadeiyua, avti va Béoete évav aToxo yia uwnAdtepn BaBuoloyia
@EToc, Ba TrpéTel va opioeTe Trolouc Babuouc Ba BEAaTE va TTETUXETE O€

7010 Yalnuara.

[0 va gekivhoete, oke@reite Ta méEvre Ws

Who: [To10¢ euTTAEKETAI O€ AUTO TTOU Ba KAVW;

What: T1 BEAW va TTeTUYW;

Where: [Tou TTpéTTel va 1o KAvw auTtd; Totrobeaia;

Why: ['1aTi T0 KAvw auTo; 010G €ival 0 TUYKEKPIUEVOC
AOyOc/aKOTTOC/OQEAN YA TNV ETTITEUEN TOU OTOXOU;

When: [167€ TTPETTEI VO TO OAOKANPWOW;

«Méoa oToug emoOuevoug 12 prveg, BEAwW va epyacTw OTOV
KAGdo Tou HR kai va PonBdw véa dropa va Ppiokouv
OOUAEIG»




SMART Goals
I MEASURABLE
[ TTpETTEl va £XETE TUYKEKPIMEVA KPITAPIA yIa va PETPNBE N TTPpdodOC TToU
ONUEIOATE YIA TNV ETTITEUEN TWV OTOXWV OAC.
= H uérpnon 1n¢ Tpoddou aag oag divel T duvardTnTa va
a) TTAPAEIVETE € KAAG dpOUO
B) va Biwoete Tov evBouaiaaud Twy ETTITEUYPATWY 0OC

I Kard tov KaBopioud WETPACIUWY OTOXWV TTPETTEI VO KAVETE OTOV €£0UTO
00¢ EPWTACEIC OTTWC

= [looo; loaa;

= [loiog ival o deikTNG TTPOGdOU;

«Ba avalnthow TAnpogopieg kai/ Ba TapakoAoudow Bivieo WaTe va
HGBw TTOIES Eival o1 BEGIOTNTES, TA XAPAKTNPIGTIKA KAl T TIPOCGOVTA TTOU
amaitolvTal yia va EpYacTw wg ZUPBouhog Z1adiodpoyiag




SMART Goals

2 ATTAINABLE - EQIKTOG/ETITEUSIMOG ZTOXOG

- OpioTe aTOX0UC TTOU Eival £QIKTOI-Ba fonBATouV va £XETE KivnTpa.

= AkOun Kkar OUOKOAOI, UaKpoTTPOBeguol  OTOXOI  UTTOPOUV v
emITEUXBoOUV e TO va oxediaoete T PApATO e OUVECN KOl VA

ONUIOUPYNOETE Eva XPOVIKO TTAQICIO yia TOV €QUTO OOC YId va
TTPOYUOTOTIOINCETE AUTA Ta BApaTa

PwthoTe Tov £aUTO 00GC:
‘Exw TOUC TTOPOUC Kall TIC QUVATOTNTEC VIO VA TIETUXW TOV OTOXO;
Av Ox1, TI pou AgiTTel;
To €xouv Kavel AANoI e eTTITUYiO OTO TTAPEABOY;

«Oa rapakoAoubnow cuvevtelgeic uaAAfAwy, dieuBuvTwy, ekraideutwy aTo HR yia
va PGBw OXETIKA We TNV €mMITUXia TOUG KAl TTWG €ival OTnv TTPAyMOTIKOTTA va
epyalecarl ae autdv Tov KAGO»

LN




SMART Goals

? REALISTIC — PeaAioTIKOG ZTOX0G

? [pé€mel va gioTe Kal TPOBuUOI KAl IKAVOi VO EQPYOOTEITE yIa TNV ETTITEUEN
Twv aTOXWV 0a¢. Autd Ba 10 £Kave PEAMITTIKO OTOXO.

? @€Tovtag un peahioTikoU¢ aTOXOUC yIa Tov auTd oag, mlavdrara Ba Ta
TTAPATACETE TTOAU GUVTONA.

Pw1NaTe 10 £QUTO 0AC:
= Eival o a1ox0¢ £QIKTOC OEDOUEVOU TOU XPOVOU KAl TWV TTOPWV;
= EioTe o€ B€an va OeTUEUTEITE YIa TNV ETTiTEUEN TOU OTOXOU

[0 va yabete av 0 aT1dX0¢ 0ag¢ gival PEANIOTIKOC €ival va OKEPTEITE Kal va
TTPOCDIOPIOETE AV EXETE ETTITUXEI KATI TTAPOMOIO OTO TTAPEABDV.

«Oa eyypagw o€ £va EKTTAIOEUTIKO TIPAYPAHA yia va diac@aAiow OTI Exw Ta TTPOGOVTA
Kail TIG BECIOTNTEG VIO VO EPYACTW O AUTOV TOV KAGDON»




SMART Goals

? TIME BOUND (Xpovika Aeopeupévog)

? Ohoi o1 otdyol mpétrel va Exouv KaBoplopévo xpdvo oTov otroio Ba
ETTIAECETE VO TOUG ETTITUXETE.

? TNpétel va BefaiwBeite 611 TO ¥povodidypaupd aag gival pealioTiKO.
PwTAOTE TOV £QUTO 0AC:

= O oT10)0C¢ Hou £XEI TTPOBETIa;

= [101€ BEAETE va TIETUXETE TOV OTOXO OAG;

[opadelyua: o va pdBete av 0 OTOXOC Oa¢  €ival  XPoviKa
TTPOCAVATONIGHEVOS XPNOIUOTIOINOTE dlAypauua gantt

«AeTPEUOPEVOS OTO EKTTAIDEUTIKO TEUIVAPIO, EXW Eva KABOPIOEVO XPOvOdIAypauua yia va
oAokAnpwow TNV TTapakoAoUdnan Twv padnudrwy Kai évav kabopiopévo apiBd wpwv
TTPOKTIKNG A0KNONG»




SMART
Moapadeypa

What does SMART stand for?

N

Specific

Measurable

Attainable

Relevant

-

Time-bound

What is the goal?

| want to cut the 6 hours

| spend processing data

in Excel every day to 3 hours
by implementing an improved
work routine.

How will | measure
my progress?
I'll track the time | spend processing

Excel data every day, and watch as
the time decreases.

Do | have the skills and

the resources for it?

| have access to Excel eBooks that
will help me learn how to be more
efficient when using Excel formulas.

Why is this goal

important?

I spend 6 hours processing data
in Excel, and that's too much of
my time. Cutting that time in half
would ensure | have more time for
other work activities.

When will | achieve the

goal I've set?

I want to cut the time | spend
on Excel calculations in half by
the 15th of next month.



Personal SwoT B ‘, |

Analysis




PERSONAL S.W.O.T. Analysis

loxupd onueia

Aduvaua onueia

| swoT |

Eukaupieg

Anel\ég




PERSONAL S.W.0.T. Analysis

Na Olakpivoupe OAeC TIC TTAEUpEC TO brand pag kal va avaAUOOUWE QUTO TTOU
ouuBaivel oAuepa o€ axEan e OTI AVAPEVOURE OTO PEAAOV.

Mag BonBder va avayvwpiooupe TTou BPICKOPACTE OTUEPA KAl VO EVTOTTIOOUE
TToU BEAQUE va TTAE.

Mag divel TNV eukalpia va EPEUVATOUIE TOV EAUTO HAC OTTO OAEC TIC OTITIKEC YWVIEC.
2nuagia otnv amoteAeopatikémnta e avaluong SWOT, civar (a) va €ipyaoTe
eINIKpIveic-avolyToi, (B) va epeuviooue owaTa 10 TIEPIBANAOV PAg (Y) va dWOOUNE
onuacia aTIC AETITOUEPEIEC.

Mopdadeiyua: av ota strengths BaAouye TNV OTTOQACICTIKOTNTA, TIPETIEI VA TO
Oikaloloyfooupe. Mwe pag PonBd otnv oucia. AkOua, av OTIC EUKAIPIES
AVOQEPOUUE  MIO YVWPIMIa, TIPETTEl VA  ONPEIWOOUYE ME TTolov TPOTTO Ba
TTPOXWPATOUKE AUTH) TNV CUVEPYATIa.



AvaAuon SWOT

Auvapeig Aduvapieg
Al:JVCI|JI’] Aduvapia 1
Abvaun Aduvapia
Abvaun 3 Aduvapia 3
Al'JVCI|JI’] 4 Aduvaypia 4
Auvapn 5
Eukaipieg AnegIAég

Eukaipia 1 AneiAn 1
Eukaipia 2« Aneiin 2
Eukaipia " Anein 3
Eukaipia 4

‘OAeg o1 SLVAPEIC BA TTPETTEI VA CLVEEOVTAI E ELKAIPIES KA Ol
aduvapieg Pe ATEINEG 1) KAl ELKAIPIEC. Ag Ba TTPETTEN va LPICTAVTAI
ELKAIPIEG/ ATTEINEG N CLVEESEPEVES e SLVAPEIG/ adLVAUIEGS.



[MpocavatoANIouOS AvOALOoNG
SWOT & IToaTnNYIKOG LTOXOC

EowTepikog (Internal) EEwTepikog (External)

» Auvapeig (Strengths) ‘ » » Eukaipieg (Opportunities)
» Aduvapieg (Weaknesses) » AnelAég (Threats)

ExkperaAAgeuon Eukaipiov MNMepiopiopog ANEIA®V

* MEow TWV SUVANEWV ‘ » * Mg apon Twv aduvapiov
« Mg apon TwV aduvapiov * Mg peTarponn Twv
aduvapi®v o€ EUKAIpiE

¥ Na yvwpilete OTI TTPOoTOoL ekivroouue pia Personal SWOT AvaAuon KaAO
eival va exovpe Beoel eva XTOXO e TN Pondeia Twv SMART Goals***



Personal SWOT AvaAuon

AAYNAMIEZ EYKAIPIEZ

ECWTEPIKOI TTAPAYOVTEG ECWTEPIKOI TAPAYOVTEG E§wTEPIKOI TTAPAYOVTEG
(s€apTedvral amokAeIoTIKG | (£§apTddvral amokAEIoTIKA TTOL UTTOPOLV VA o€

amo £0dg) TTOL UTTOPOLY Va | amod €0dAg) oL puToPoLY va | Bondrncovy va TTETOXEIG
o€ eumrodidouy va TeTOXEIS TOLG OTOXOLG COU:

ANEIAEZ
E€coTEPIKOI TTAPAYOVTEG
TTOL UTTOPOLY Va C&
eummoSioouvy va meTdXEIg
TOLG OTOXOLG COU:

AYNAMEIZ

o€ Bondnoouvy va METOXEIG

TOLG OTOXOLG COU:

MNOIEX/A

5e€10TNTEC/IKAVOTNTEG/TTO-
POLC UTTOPEIC Va RPACIOTEIG
TTPOCOVTA I EUTTEIRIEG
Seixvouv T gioal IKavog/n;
EUTTEIRIEG/ETTITELY AT
UTTOPEIC VA AgIoTTOINCEIC;
eival ol agiegc oou;

TI TNOTEVEIG OTI PUTTOPEIC VA
KAVEIG KAAQ, AV OXl KAAL-
TERA, ATTO KATTOIOV AANOV;
TI o€ TTAPAKIVE TTEPICCOTEPO
Ti o€ KAvel povadIKO;

Ti B€TIKA TTPAYUATA AEVE Ol
Aol yia oéva;

Moleg OeTikES TITLXES TOL
XQPAKTAPA oou, TToL
Eexawpilovv ol arAor;

MNiati oTovg AAAovg apéoel
va gpyalovrai/cuvava-
oteépovtal uali oou;

TOLG OTOXOLG COU:

Ti xpelaletal va BEATIQOEIG
YIQ VA TTETOXEIC TOLG
OTOXOLG COU;

Moleg Se€ldTNTES /TTOPOLG,
oLUP@VA UE TOLS OTOXOLS
ooV, TTRETTEI VA QTTOKTNTEIS
oLVTOUQ;

Moleg 6pa0TNPIOTNTEG
AVAPRAANAEIG PEXPI TNV
TEAELTAIQ OTIVUN;

Moleg TTAcLPES TNG CLUTTE-
plpopAg oov ermnpealovyv
apvNTIKG TNV armodoon
oou(apyorropia, ayxog);
Ti oouL Aéve oI AAdol oTav
avageépouy TIC adLVAUIES
oouv;

* 'Exeic Aapel apvnTika oXOAIa

yla TIG Se§1O6TNTES ) TNV
amodoon oov;

F'voPICeTe KATTOIOLG
aAvBPWTTOLG UE ETTIPEON;
Moleg evkalpieg SIKTOW-
ong Ba umopovoeg va
EKUETAAAELTEIC (OLVA-
vTNON ATtOu®Y TToL Ba
o¢ BonBovoay;
YTIAPXOLV VEEG
TEXVOAOYIiES / epyaAcia /
TTpOCEYYioeIg TToL Ba
UTTOPOVLOEC VA PABEIG &
Ba oc othpIlay;

AVNKEIG O€
ETTAYYEAUATIKO SiKTLO
OTOV KAGS0 CO0UL;
YTTAPXOLY EKENADTEIC,
OeUIVAPIA TTOL TTPETTEI VA
TTAPAKOAOLONTEIG;

* YTApXoLV AAAOI TTOL
OTOXELOLY OTNV AYyoPd
/ o1OX0 / B¢on / pOAO
oagc; (avTaywviouog)

* Ti kAvouV YIa va TTETO-
XOLV TOLG OTOXOLG TOLG
KaT mapopolo pe e0AG
N KATI SIAPOPETIKO;

* Moleg apvNTIKEG TACEIG
Sladpaparifovral
onUEPA OTOV KAASO;

« Ti mapatovioLVTal OAOI
OTOV KAGSO/TOUET TOUL;

* YTIAPXOLV TTAPAYOVTEG
n/Kal gumrodia TToL PTTo-
P&l va ooL SnuIovLPYN-
ooLV TTPOPRANUATA
AOY® abLVAUIOV COUL;




Networking Plan

NMPOZQMIKH

2TAAIOAPOMIA

BUSINESS

Thn<-—H433>=>

TMITOX>Z

MPOZQIMIKH ANAMTY=H
- Atoya Tou ©ag divouv OUUBOUAEG OTnv
1IDIWTIKA 0ag (wh & oag BonBouv va EetepvaTe
OUOKOAEG KATAOTACEIG
- Mévtopeg TTou utropouv va gag Bondroouv va
yivere kaAUTEPOG AVOPWTTOG

EYE=ZIA
- Atopa TOU ©O¢ BonBouv va I0OPPOTITOETE
1IDIWTIKA & eTTayYEAUATIKY oag {wr, EUTTAEKOVTAG

0a¢ g€ dpaaTnNPIOTNTEG TEPA aTTO T HOUAEI
oag (aBAfuata, xouTI, TEXveS, Bpnokeia KATT)

- ®ikol pe TOUG OTIOIOUG WTTOPEIG Va gigal O
£QUTOC OOU.

APNHTIKOTHTA
- Atoya ToOu 0ag EmNPEAlouV  apvnTIKA,
TpOoKaAoUv ayxog / xavete 10 Xpdvo 0ag.
- Mepikéc @opéc TéTol01 AvBpwTTOl PTTOPOUV Va
TTPOTPEPOUV EUKAIPiEC HABNONG

EMAITEAMATIKH ANAMNTY=H
- Atoga mou cag PBonBouv va eeAiyBeite
ETmayyeAUaTIKa.
- Ooo1 pokaAouv g€ oulATNON TIC ATTOPATEIS
oag A ou oag divouv dia aioBnon omi Exouv
agieg ka1 oKoTIO

EMAMTEAMATIKH ENEPTEIA
- Atoua 1ou gou divouv duvapn, oag wlouv va
yivelg  kaAutepog  GvBpwttog, oou  divouv
EVEpYEID, O€ UTTOOTNPICoUV ouvaIoBNuaTIKa o€
moavég doxnueg oTiyuéEG oTn BouAsid.
- Autoi Tou o€ PonBolv va “cTravéNBeIC” o€
KOAG dpopo.

MEAAON
- Atopa Tou amoteAolV “TyR” PPECKWY 10wV
Kal TOOEWV.
- Ocol oo¢ eumvéouv va  KAIVOTOUAOETE
emayyeAuanikd ) cag BonBolv va opicete
MEANOVTIKF 0OG eTTayyeEAUATIKY TTopEiaL.

EYKAIPIEZ
- ATopa TTOU PTTOPOUV EVOEXOMEVWGS VO
EVEPYOTTOINTOUV VEEC EUKQIPIES EPYATiag
yia €00,
- Emagégc Tou umopouv  va oag
ouaThooUV O€ OIEUBUVTEG TIPOOAYEWY
f} GTOXEUPEVO KOIVO.

EMIPPOH
- Atopa pe KaAég BIOOUVOETEIC TTOU OA¢
BonBouv va aTTOKTACETE ETTIPPON.
- Autoi mou Ba oag PonBAcouv va
OUMMETEXETE o€ OpddES HE
avayvwplogotta 4 o kévipa
ETTIPPONAG.

‘TAHPO®OPIEY”
- Atopa Tou gag divouv TTANPOPOPIES
OXETIKA WE TOV KAGGO TTOU PPioKeOTE,
0a¢ kaBodnyouv, Gag avaTpoPodoTouV
- Atoya Tou Bpiokovial o€ GAAouUg
KAGOOUG aMG oag euTTvéouy




Evépyeiec SWOT & X10aTNYIKOG
YTOXOG

METATPOIH

« AciTE Qv JTTOPEITE VA  UEIWOETE 1
ecaheipete TuxOv Aduvapieg i, KaAUTEPQ,
va TI PETOTPEWETE O Auvard onpeia 1
akopa Kal o€ oAUTIPEG Eukalpieg:

* YTTAPXOUV  OUVEPYATEG,  TTPOYPAUATA
KOTAPTIONG WOTE VO TTAPOKOAOUBHOETE 1
‘OupPBouAeUTIKEG  uTINpPETieg”  TTOU
uTTOpOUV va aag Bondnoouy;

* Yrdpyouv avBpwtrol Tou BAETTOUV KATI

EVOIOPEPOV N} XPNOIMO O KATI TIOU
BAETTEIC apvNTIKG;

»

“TAIPIAZMA”

e —¢kIvAoTE am6é T Auvard oog onpeia,
EVIOTTIOTE pia i TeEPIo0OTEPEG Eukaipieg
TIOU WTTOPEITE  va  EKUETOAAEUTEITE  Kall
“TaIpIAgTe” TNV.

*[lolo oevaplo i eukalpia €ival 1O TTIO
€UKOAO Kal Ypryopo yia va EQapPOOEIC;

¥

* lepapyxnoTe TIC ATEINEG ATTO XAuNAEG TTOU
mlavétata UTTOPEiTE v AyVONOETE - OF
UPnNAEG - amelNég  TTou  PTTopeiTe  va
OlaxeIpIOTEITE pE Eva axEdIo dpAong.

 MTTopeiTe va PEIWOETE OTTOIADNTIOTE ATTO TIG
AmeINég ) va TIG WeTarpéweTe o€ Eukaipieg

HEOW Twv OIKwv 00¢ AuvAuewv i We
RoNnBsia AA IV




Xpnon AvaAuong SWOT yia tn
Aloguoépewon ZTpaTNYIKWY
EvaAAaKTIKWV

Evkaipieg Ameihég

Avvapeig
ITPATNYIKEG EVAOANAKTIKEG

Aduvvapieg

YTToBeTIKO TTAPASelyUa yia

Onyn: F.T. Rothaermel, Strategic Management 2e, McGraw Hill Education, 2013.



The P I Busi
—— Model anvas )

(Activities)
Who helps How do you
help them?
Who are [Value provided
you and
what do

you have?
(Resources)

What do you give? What do you get?
(Costs) (Revenue and benefits)

. @ N
©)

“MNpoowmikdg” Kappag
Emixeipnupartikou
MovTéAoOu



Kaupag
Emixeipnuatikou MovtéAou

J Avaykn Ummapéng evoc ammhoU kai katavonToU TPGTIOU OTTEIKOVIONC EVOC
ETTIXEIPNUATIKOU POVTEAOU Kall oXEDIATUOU TOU OpYaVICHUOU

JO1 Alexander Osterwalder (EABeTdc) kai Yves Pigneur (BéAyoc)
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Kaupag
Emixeipnuatikou MovtéAou
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Baoikég Evveéa EvoTnTEGg

To emelpnuaTikd povtéAo piag emmixeipnong (business model) eprypageTal
O1e€odIKa aTro evvéa (9) Baaikd Bépara Ta otroia Kal TTpocapudlouye oTov
[TpoowTikd Kaupa Avamrueng :

1) 70 aTOXEUPEVO KOIVO (ETTIXEIPATEIC) - WHO needs to know YOU or who you help

2) 1 TTAPEXOUEVN QST - WHY YOU are Credible

3) 10 KavANIQ g T OTTOIC TIPOTEYYITE! - HOW they know YOU

4 TIC OXEOEIC |IE TO KOIVO TTOU EXEI DIAUOPPWAEI - HOW YOU Interact/Engage

) T0UC KPIOILOUC TIOPOUC/PETT - WHO are YOU

0) kau TIC OPACTNPIOTNTEC - WHAT YOU Offer (Do)

1) 11c cuvepyaoiec kal GUPTIPAEIC e TPITOUC WHO helps YOU?

8) 10 «£0050 - WHAT YOU Need?

9) 10 «kOGTOCH BPATEWV - WHAT YOU Get?
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NMNpoowtrikog Kaupag
Emixeipnuatikou MovtéAou

J O kappac TpoowTTIKOU eTIXEIpNUATIKOU HoVTEAOU pac Bonddel

_| va karavogoupe kai va «Bdloupe ag TAEN» - VO OpyavWOOUlE
KOl VO TTPOYPAUMOTIOOUME - TIC OIAQOPETIKEC AEITOUPYiEC KAl
OUVIOTWOECG, TTOU AAANAETTIOPOUV Kal €TTNEEACOUV TNV TIopEid
£VOC TTPOCWTTIKOU OXEdioU avaTTTuEng,

| va alohoyiooupe Kal BEATIWOOUPE TO E€TTOYYEAUOTIKAC MAC
EIKOVA [E VEEC 10EEC KAl AUCEIC

| va diapgop@waooupe evOMAKTIKG oevapia
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Fixed Vs Growth Mindset



Ol AEZIOTHTEZ NOY ©OEAOYN Ol EPTOAOTEZ




Hard Skills VS. Soft Skills

Teachable abilities or skill sets Also known as "people skills"
that are easy to quantify. or "interpersonal skills."

(REFE 2

Proficiency in a foreign language

- Communication

A degree or certificate ’

html

<S> Computer programming

' 7 Flexibility

P
' ' Typing speed \ . l Iﬂﬂ Leadership
@ Machine operation i m TeamWOrK

Time Management
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ZK)\I’]péQ 6£§I6THT£§ - Aidaokahia IKavoTATWY 1 Hmigg 5€§|(5TFIT€§ - ETTiong yvwoTeg wg 5€§IOTHT€€

olvoha  BeGotirwv  Tou  eival  glkoho  va avOpWTTWV i O1ATTPOCWITIKEC OEEIOTNTEC
TTOCOTIKOTTOINBOUV.

e [kavoTnTa O€ pIa ¢Evn yAwooa

« ETTIKOIVWVia
* [lIoTOTTOINTIKO

* EueAigia
* Tayutnta TANKTPOAOYNONG

* Hyeaia

* AEIToupyia punxavwy
, * Quadikdétnta
* FAwoaoa lMpoypayuatiopou HY
* Alayeipion xpovou
* [MiogTomoinon Software
* EvouvaioBnon



Hard Skills VS.

* Bilingual or multilingual

* Database management

* Adobe software suite

* Network security

* SEO/SEM marketing

» Statistical analysis

* Data mining

* Mobile development

* User interface design

* Marketing campaign management
* Storage systems and management
* Programming languages

(such as Perl, Python, Java, and Ruby)

Hard skills are technical knowledge or
training that you have gained through
any life experience, including in your
career or education.

Soft Skills

* Integrity

* Dependability

» Effective communication
* Open-mindedness
* Teamwork

* Creativity

* Problem-solving
 Critical thinking

* Adaptability

* Organization

* Willingness to learn
* Empathy

Soft skills are personal habits and
traits that shape how you work, on
your own and with others.

“indeed

career guide




Fixed & Growth Mindset

- O1 ¢por Fixed Mindset ka1 Growth Mindset avarmtuBnkav amd v Kabnyitpia
WuyAoyiag Carol Dweck

- Mg 1oV 0p0 mindset evvooUuE TO GUVOAO TWV OKEWEWV KOl TIETTOIBNOEWY TTOU
OuvBEToUV TOV  YVWOTIKO pag Xaptn, OnAadry Tov TPOTIO [E TOV OTIOIO
avTIAauBavopaaTe Kal AAANAETTIOPOUE |E TOV KOO YUPW Hag.

- To mindset dev €xel amAPAITTO Uid OUYKEKPIPEVN HOPPT). AvOAOYwC Tnv
TIEQIOTAON, TOV XWPO, TOV XPOVO, TO TTAAICIO Kal TOUC avBpwtroug TTou n otrold
karaoataon meplAaupavel, 1o mindset yag ivar mlavov va alalel oidtnta. To
BERaio givar TTwe TTNEEAlEl T000 TNV CUUTIEPIPOPA, OG0 Ta guvalaBuaTa KaBwg
Kl TNV QualoAoyia pag.

- Aev €xoupe amokAeloTika eite fixed eite growth mindset. Na mapddeiypa, ptopei kATTOI0¢ OTA
ETTOYYEAPQTIKA TOU va £Xel UI0BETAOEI TIC apyxéC Tou growth mindset kal va dpad oUUQWVA Je QUTEC

KO OUVEXWC Va £CENiTOETal v OTNV TTPOCWTTIKA Tou {wr) va Badilel epioadtepo e fixed mindset
KO va VIWOEI aTATIKOS 1 Kal TTayIOEUMEVOC.



Fixed Mindset vs Growth Mindset

Avoid challenges View challenges as opportunities

Embrace constructive
feedbaclk

Focus on the process,
{h not the end result

Refuse to receive
criticism or feedback

Focus on
proving yourself

Be inspired by
others' success

Feel threatened
by others' success

Learn and grow
from failures

Can't accept
failures or mistakes

e ., Always step out
of the comfort zone

Shy away from
unfamiliar things

Believe that talent
is ever-improving

Believe that talent
is static
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« Elevator Pitch



What is an elevator pitch and why do | need one?

Elevator pitch: It takes roughly the amount of time you’d spend riding an elevator with
someone.
An elevator pitch is a brief (think 30-60-90 seconds!)

1) way of introducing yourself

2)  getting across a key point or two

3  making a connection with someone.



Analyse the Elevator Pitch

Identify the Clearly
goal of the describe
pitch what you do

Credit Engage
and/or listener with
compliment a question

Focus on

strengths

* Unique
activities, latest
accomplishments




Mo avoAuTLKAL....

HOW TO GIVE AN
ELEVATOR PITCH

30-60 SECOND KEY INGI_!EDIENTS

Lol LIS S UL DU \WHO YOU ARE, WHAT SETS

YOURSELF YOU APART & WHAT DO
YOU WANT TO ACHEIVE

When might this be useful? Helpful tips:

- While networking at conferences, job - Don't use technical jargon or
fairs, etc. acronyms to avoid confusing people
you're speaking to
- During an interview when you are
asked, 'Tell me about yourself." - Keep it short and simple

-As your LinkedIn summary -Rehearse until it sounds natural
-Identify your values and how to utilize them in your brand

-Evaluate your social media platforms (Instagram, Twitter, Facebook and
LinkedIn) and determine what you want to share and why

-Create and practice your elevator pitch, rehearse and ask for feedback from
trusted, honest friends /colleagues

-Google yourself regularly to know what future employers may see



1. Who am I?

Write a brief list of ways you describe yourself.

Try to create a tailored list, appropriate to the audience you expect to be
addressing.

For example: in a professional networking situation, you might not
include items such as hobbies/interests.

Focus on items such as your (proposed) concentration at UTh,
cocurricular activities you participate in etc.




2. What to | do?

Focus on an item or two (remember—you only have 30-60-90 seconds)
that you want the person to remember.

What are the skills or experiences you have that drive your career focus?
How can you make a connection with the person that will help them
understand what your career goals and priorities are?

Specific items to address might include:

Skills: What skills will you bring to a job or internship, and how did you gain
them?

. Values/passion: What do you really care about related to your career
goals? What drives your interests?



3. What's my ask?

> It's important to end by asking a question.
> The question might be as simple as a request for advice or sharing
information. It might also include a request to keep connected.

> Sometimes it's helpful to include context on why you attended this event.



2. What to | do? 3. What's my ask?

hMy ﬁolurscejwork iﬁl?co?ﬁﬂsilcs | came to this networking event to learn from
as helped me realize tha alumni about how they navigated their career

am deeply curious about how !
markets work. and how investors [Paths. Could you tell me about how you decided

make decisions. | have created to pursue a career as a social worker?

a mock portfolio using a stock
simulator, and have managed

to realize a 10% increase in my
investments over the past year.

Napadeiypa: https://youtu.be/hGkIVxwxrCk



Thank you.




