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Sorry, the post you are looking for is not available. Maybe you want to perform a search?




	
		
		
			










    For best search results, mind the following suggestions:

    	Always double check your spelling.
	Try similar keywords, for example: tablet instead of laptop.
	Try using more than one keyword.



    


    
                    


				
				

				
			


		




				

					

						RALF H. KOMOR

Jahnstr. 13

D-68526 Ladenburg

+49-173-148-6843

ralf@komor.de

www.komor.de



			Member of DDIM – Dachgesellschaft Deutsches Interim Management e. V. (Germany’s leading national platform for professional interim management)
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Get to know me personally



	As a sales expert
	As a business coach
	As a professional speaker
	In the day-to-day work of the mandate
	As Springer Author 
	In a training camp “Agile B2B-Sales 4.0”
	Visit my BLOG: articles, interviews,  Podcasts and videos
	Follow the B2B SALES INSTITUTE
	How do I set up a Global Account Management? This is how it works
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