)
- AlNAE (MOPEAZ AIAZ(DAAIZHZ KAI MIZTOMNOIHIHE THZ NOIOTHTAZ THXZ ANOTEPHZ EKMAIAEYZHZ b .
CYQAA THE CYPRUS AGENCY OF QUALITY ASSURANCE AND ACCREDITATION IN HIGHER EDUCATION ‘3:\ 4

20vTopo Mpo@iA Akadnuaikou MpoocwTikoU / ZuvTtouo Bloypa@ikd Znueiwpa

ENTYNO: 500.1.03

MavemoThpio: MavemoTApio NedtToAig MNMagou

EmifeTo: PnydétrouAog

Ovopa: KwvoTavTtivog

BaBuida/Oéon: 2uvepyalouevo EkTTaideuTiké MpoowTTikd

ZxoAn: 2xoAf Oikovouikwy, Aloiknong kai MAnpo@opIkAg

TuApa: Tunua Oikovouikwy Kai Aloiknong

EmoTtnupoviké MNedio: * 21paTnyikf MapkeTivyk/ Biopunxavikdé MApKeTIVYK
* Eéeidikeuan

AKuBnpalxa Mpooodvra / TitAol ZTOUd WYV

OVTOG OTTO TOV TTIO U

TitAog AlaTtpIfrig

Akadnpaikoég Tithog ETog 18pupa Tuqua (KaTaywpeiTal TpoalpeTikd)
AIBOKTOPIKO 2018 MavemmoThpio Aloiknong Aloiknong MapKeTIVYK Kal Customer Intelligence and its
Emyxeipricewv Naievpovre E@odiaoTikAg AAucidag effect on Buyer-Seller
(Nyenrode Business University) (Marketing and Supply Relationships in Business
Chain Management) Markets
MeTaTrTuxioko 2008 MavemoTAuio Epdopoug 2x0oAA Aloiknong Improving sales efficiency
Potepvtap Emixeprioewv Pétepvtap through information technology in
(Erasmus University Rotterdam) (Rotterdam School of Business Markets
Management)
Mruyio 2006 OikovoupIko MavetmioTtripio ABnvwy MdapkeTivyK Kal

Emmikoivwviag

Academic Staff Short Profile



Mepiodog Epyodo6Tnong

A6 Méxp! Epyod61ng Toémog Oéon

2020 2020 VSE University of MNpaya, Toexia Emokemng Elonynmg
Economics

2019 2019 MiAavo, ItaAia Emokémtng Eionyntig
Universita Bocconi

2018 2019 Novdivo, Hvwpévo BaaiAeio Emokémtng Eionyntig

University of Greenwich

AIA ‘Etog
1 2020
2 2014
3 2013
4 2009

When customer gratitude
does not work in business-to-
business sales?

Improving Sales Efficiency
through Information
Technology Deployment in
Business Markets

Improving Sales Efficiency
through Information
Technology in Business
Markets

Het verbeteren van de sales
productiviteit met
informatiesystemen

500_1_03_syntomo_profil_akadimaiko_viografiko_pantepistimia_Rigopoulos.docx

AAAol cuyypapeig

Rigopoulos, Konstantinos,
Robben, Henry, Groenland
Edward & Peelen, Ed

Rigopoulos, Konstantinos,

Robben, Henry, & Peelen,
Ed

Konstantinos Rigopoulos,
Ed Pelen & Gerrit van
Bruggen

Konstantinos Rigopoulos,
Ed Pelen & Gerrit van
Bruggen

EmioTnpoviké
Mep10d1KO Kal
Ekd6T1ng / Zuvédpio

49™" European
Marketing Academy
Conference

43 European
Marketing Academy
Conference

Tépog 2eA.

3rd International PhD
conference Open
University
Netherlands

Sales Expert 5(1) 30-33



EpguvnTtikd Projects. Na karaxwpn0ouv ta mévre (5) o mpoo@arta Kal AAAa évTe (5) emiAeypéva — (MEyIOTOG ap. KA

(10)
A/A Huepounvia TitAog Emixopriynon PoAog o1o Epeuvnriké Projects *
Amo:
1 2021 Mpooopoiwon Aloiknong MAapkeTIvyk EE/ Oikovopikd Ei10Ik6g 0€ BépaTa TTPOCOUOIWCEWY
MavemoThpio MAPKETIVYK
MNpdyag

Akadnuaikég ZupBouleuTikég YTTnpeoieg f/kail TuppeToxn o€ ZuuBoUAia / Emitpotrég - Na kataxwpnouv

ol TrévTe (5) mio Tpoc@ateg (KaraxwpouvTal TTPoaIpETIKA)

A/IA Mepiodog Opyaviouog TitAog Oéong N Yrnpeoiag Kupieg ApaoTnpioTnTEg
1 2018-onpepa Nyenrode Visiting Fellow ZUPPETOXA Kal TTApOXT) OUPBOUANG o€
Business EPEUVNTIKA TTPOYPAUMATA
Universiteit
2 2019-onpepa AnpokpiTelo EmokémTng Epeuvntig ZUPMETOXA Kal TTapOxr) OUPBOUANG o€
MavemoTAuIOo EPEUVNTIKA TTpOYypAPuaTa
Opdkng

Ref. Date Title Awarded by:
Number
1 2007-2011 YTmrotpogia atrd 10 1dpupa Kpatikwv 16pupa KpaTtikwv YTToTpo®iwy
YTTOTPOPIWV YIA JETATITUXIOKEG OTTOUDEG
eEwTEPIKOU
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